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December 23, 1922 


A strike may 
be likened to 
foolish calves 
choking 
themselves by 
pulling apart 
instead of 
working 
together. 

One represents 
a loss, and © 
co-operation, 
a fair profit 
to both sides. 


By reinstating our best workmen, we can insure our reputation as “Master Shoemakers,” 
and the price will always be right for quality: shoes. 


With normal conditions we can safely promise the best in everything—good service and 
good shoes. 


Our salesmen are in the field and will be glad to show you our attractive line. 


We want to merit your orders by liberal values and liberal treatment. 
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THE DUTTENHOFER-STEVENS CO. 


MAKERS OF WOMEN’S HIGH GRADE FOOTWEAR 
Cincinnati, Ohio 
‘“‘Master Shoemakers™ 























We are glad 
to officially 
announce that 
the Cincinnati 
shoe strike 
has been 
settled. 

In the end; 
reason and 
common sense 
must prevail. 
Obstacles will 
arise and 
vanish. The 
result is 
progress. 
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KEWPIE IWINS 


REG. U.S. PAT. OFF. 


Infants’ Flexible Sole Genuine Goodyear Stitched 
No Tacks---Smooth Inside---No Wrinkles 


JA # 


No. 1030 
ON THE FLOOR FOR QUICK SHIPMENT 


No. 1030—Tan Calf Blucher Lace, Plain Toe, Very Flexi- 
ble Sole. 
RN lg io os din aed pub den. o0 400055 de < $2.00 


No. 2030—Smoke Bear Blucher Lace, Plain Toe, Very 
Flexible Sole 
Sizes 2 - 5. 
Sizes 5 - E 2.50 
Sizes 814- 11k, D, Regular Sole........ 2.75 
Sizes 12 - 2, D: Regular Sole........ 3.00 


ASK FOR EXCLUSIVE AGENCY 


The ‘‘MOST BEAUTIFUL” Shoe for Children 





See Our Exhibits at the N. S. R. A. Convention 
Chicago, January 8th-11th, 1923 
Booths Nos. 213 and 214 











Manufacturers of NATIONAL PARK Footwear 


THE JUVENILE SHOE CORPORATION 


OF AMERICA 


CARTHAGE. TACTURERS MISSOURI 




















"The ee proes ol than the ais . 
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EVANGELINE Shoes for Women 


(REG. U.S. PAT. OFF.) 


IN STOCK 


Sturdy Oxfords for Winter Wear 











AMERICAN BEAUTY 





Stock No. 4928 AMERICAN BEAUTY 
Stock No. 4879 
Women’s Brown Calf Oxford, Shield 
Tip, Foxed Quarter. 14% inch Wingfoot Women’s Brown Calf Blucher Oxford, 
Rubber Heel, 95 Last—Goodyear Welt, Shield Tip, Whole Quarter. 15 inch 
Heavy Sole, Natural Bottom, Stitched Wingfoot Rubber Heel, 96 Last—Good- 
Pad knccadens d0sd sans excoknee year Welt.. wwe aoe . .83.60 
Stock No. 4952 Stock No. 4935 
Same as above in Black Calf. .... $3.60 Same as above in Black Calf. .... $3.60 


| Send for Catalog and Price List 

















Welcome to 186 Lincoln Street 


We are now located in our new Boston Office at 186 Lincoln Street and we 
extend a very hearty invitation to all buyers to inspect our new quarters 
where our Mr. G. H. Sperry will be in charge. 

We will carry a complete In Stock Department of all numbers and with 
our added office and shipping facilities we can take care of your orders very 
promptly. 

















MADE BY 


A. H. BERRY SHOE CO. 


BOSTON SALESROOMS, 186 LINCOLN ST. (4th Floor) 
PORTLAND, MAINE 
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ALL STYLES 
IN STOCK 














YOU NEED THESE SHOES NOW 
WE CAN SHIP THEM AT ONCE 


With the advent of cold weather, the demand for snug, comfort- 
able slippers for men is bound to increase. We are showing, there- 
fore, on this page, three good numbers, all carried in stock. 


We offer, also, at lowest possible prices, the women’s numbers 
shown. There are plenty of excellent styles from which to choose, 
just the kind of footwear for use about the house and on the street. 


By placing your order now, you will be able to supply the great 
demand and build a substantial business. 


See our exhibit at the N.S.R.A. Convention, 
Chicago Coliseum, January 8,9, 10, 11, Booth 100. 


Merrill, Porter & Co. 


113 Munroe Street .. .. Lynn, Mass. 


Style No. 817 


Havana Brown Kid Everett. Wide and com- 
fortable last, leather lined gene and sock 


lining. In Stock, FF, 5-12. Price... -«- $2.50 
Style No. 851 


Glazed Kid Seamless Lace. Combination 
bunion last. 8-8 Wingfoot rubber heel. Genu- 
ine leather cushion inner sole. In stock, D and 


yD. Weer -cnatsactinpbinianiannieciatdasiaaeneacieien $3.00 





Style No. 412 


Style No. 816 


Havana Brown Kid Opera. ined « last of 
excellent fitting ew leather lined th areas. 
Glazed Kid Two-Strap Slipper, 14-8 Wing- out. In stock, M and F, 5-12. Price........$2. 
foot rubber heel, gray ooze sheep quarter lin- 

Style No. 822 


ing, gray leather cushion inner sole. In stock 
C, D, and E, 3-9, 45 last. Price................ $2.25 Same as above, but of Finest Quality Golden 
Brown Kid. In stock, M and F, 5-12. re = 

















Glazed Kid Plain Toe Oxford. Pearl sheep 
quarter and sock Eaiae, 12-8 Wingfoot rub- 
ber heel. In stock, B, C, D, and E. Price, $2.75 


Style No. 316 


Glazed Kid One-Strap Slipper, &; ; cad Ey 
peat, heavy drill povnall In stock, C, D, ant 
51 last. Price.. 


ail Style No. 815 


Havana Brown Kid Romeo. A snu sae and 
flexible slipper. In stock, F, 5-12. Paes, 2.50 


Style No. 821 
Same as above, but of Finest Quality Golden 
xy Kid and full a lined. dy yr 
F, 5-12. Price.. ..$3.00 


Style No. 562 


Glazed Kid, 3-4, Foxed Plain Toe Polish, 12-8 
Wingfoot rubber heel. —— leather cushion 
inner sole. In stock, C, D, and E,!3-9. Price: 


Style No. 561 
Same as adie Sec with stock el D and E, 3-9. 
Price... . 3. 50 
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Value in Every 


| Pair of 
| 3 W’s Lenox Shoes 


Ione I eC 3c 
INO 3 sae 


In every pair of 3 W's Lenox Shoes we 





ee el el ee eee 







7530—4 to 8... .$1.60 


right profits. When those who buy have 
7531—I to5....$1.35 


found that you have given them stylish 
and durable shoes, repeat sales are bound 





. . a q 1.35 
deliver to you, there is real value. You A T120— to 5. Fat Baby. <0 0200200200 3138 
pass this on to parent customers, with . 2 one 

D Same in Tan Calf 
# 
¥ 







to occur. 


Begin by pushing 3 W’s Lenox Shoes 

‘as your leading children’s line. We'll 
start you off right by shipping any or all 
numbers shown immediately from our 
In Stock department. 


l--—-————|-—=—— <> = — = = =| = =: 


ic 
OO OOOOOOOOO Ieee ee ee ee 


Child’s Patent Chrome, Mat Kid Top, Button, Turn, 





4 

. 

5 

: re 3e 8 DandE $1.60 

- F 7  & | reer ‘ 

ee» Oey © ee 8 7S05—1 to. DandE... 2... clea. $1.35 

: 6400—8 14 to 11. Lace, Spring Heel......... $2.10 

' 712S— 1to5. Fat Baby, Butt. .............. $1.25 
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Weimer, Wright 
& Watkin Co. 


35 SOUTH SECOND STREET 






PA. 
Ne. 7856 
Misses’ 3 W’s Lenox, McKay, Fair Stitch, Patent Mahogany Side, Tip, Lace, Rubber Heel, 
Foxed, Field Mouse Kid Top, Pony Cut Lace. Foot ae Last. 
7856—1134 to 2. Rubber Heel. D and E....$2.60 8402—21% to 8. (Co-ed last) C and D $2.85 
7857—8 34 to 11. Rubber Heel. D and E. ...$2.35 7630—Il44to2. DandE.......... $2.25 
7858—8 4 to 11. Spring Heel. DandE..... $2.35 763184 toll. DandE.......... $2.00 
7859—5 to 8. Spring Heel. DandE......... $2.10 7632—814 to 11 (Spring Heel)....... $2.00 
8420—Women's 2% to 7. CandD....... $3.10 7633—5 to 8. DandE.............. $1.75 
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December 23, 1922 





BOOT AND SHOE 


RECORDER 


















































“ee 
poe ~ sine der) 
m™ re FR Sa ie — *, ? 
Re : 3 : — on 
* ad q NN = 2 
Be} AL 
ig A’ 
es Va) Vi 
AC ae as ; 
vey / 8 : ’ mn 
> } 4 Ye << y ~ 
5 Vass er ¥ Y, 7 
2 xe a NE é- ‘4 as 
SS coe = K 7 oe ie 
oe . ey Lm % - en AX % 
Sm eps nh; “ wee —_—_ rs rat Set a 
; aes tn he tad ey, nt d 
baa Se hha NCard (Sa, 3 
a Se? yk ae RS > ees 
h : x af > oo 
“eS : A ee ae 3 ‘, 
e © $Y aes Sg om ie = ‘3 r 
ty A bat wy r py PATE ‘ : 
Reset ; 2 ig eo Slee aa See ae E x inks 
+ ae : 
Pe ot (TE A PLANS 0 pitty ny 


A clear understanding of style 








Ra 


00 
15 


tendencies together with a 
knowledge of how to make 
GOOD shoes are the outstand- 
ing reasons why we have be- 
come nationally known as 
makers of 


“Style Shoes 
of Quality” 


American women are attracted 
by the SMARTNESS of these 
shoes, while wise buyers are 
guided by the QUALITY of. 
this profitable and popular 
make of footwear. 


The Beet and Shee Recorder will appreciate your mentioning the publication in replies te advertisements. 
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Women’s medium brown buck quarter 
and vamp One-strap Beaumont sandal, 
perforated Russia Calf Collar and Strap. 
Russia calf shield tip with toe punchings. 
Welt, cummock last, 114-inch military 
heel. 

(Not in stock) 


As heretofore our complete line 
of samples will be displayed by 
our Mr. DeVille at the Hotel 
Majestic, Chicago, Ill., during 
the first two weeks of January. 
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Lazarus Fried & Sons, Inc. 


| Established 1879 | 




















IN STOCK . Immediate 
Shipment 











- 
= 
3 
% 
© 
NO. 2225 NO. 4730 
Ladies’ Coctyesr Welt Oxfords, . 
bber Heels. Growing Gist —Goodgens Welt Gutenta, 
No. 2225— m.. Boarded Calf, Wing act 
Tip, Square Last, A-D......$4.25 No. 4730 Movi Last B-D $3.35 


» 2227—Mahoganv Calf, Square | 
Last, Straignt Tip, C—D.... 
- 2228—Mahogany Calf, — 
Tip, ee oS 4.25 
No. 2229— Mahogany Ca ound 
Try Mary Heel BoD, 4.00 No. 4725—Mahogany Cail, Straei 
No. 9050—Mahogany Calf, Wing Tip, . No. 4717—Gua etal Calf, sways 
3 


Square Last, C-D........ -60 
No. 9052— Mahogany Calf, Severe ~ oa Last... 
Last, Straight Tip, C-D... 


Nappy at Popular we nae w stock J 18-120 Duane St., 
tyles rices mois -24 mmm New York, N. Y. 


AT POPULAR PRICES 


No. 4731—Gun Metal Calf, Wing 
Tip, English Last, C-D.... 3.35 

No. 4732—Mahogany Calf, Strai ht 
ip, English Last, Cc- D.. 3.25 
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“GOODRICH” 


QUALITY TURNS 
Twenty-Four Hour Service 


—-—— =. 



























- 

SIZES ‘ 

AA—4 -8 b 

A —3%-8 r 

S $f 

C —2%8 " 

ae Ye -¢ No. 111—Price $6.00 Net No. 120 Price $5.50 Nes, i 

- ns Black Kid “Alsace” Tufted es tes Lea LXV Heel, Me- f 
pair 25¢ extra Gun Metal Beaded, 15-8 LXV Medium dium Toe 

Round Toe. No. 115—Black “Satin “Virginia” Gore 


Samelas above. 






“Imitation is sincerest flattery.” There 
is no footwear so comfortable as a 
TURN shoe, and when properly made, 
none more serviceable. Anticipate 
your requirements and insure your sup- 
ply of this epengees ma —— filled 
Patent Leather “Meg@ower” consecutively as received. Every style 
Modern in construction, a reminder of Colo- illustrated is a real business builder. 
nial Days, Black Satin Inlaid Tongue, 16-8 Our anchored arch steel shanks are a per- 


ef ey “Virginia” Gore fectly adjusted support for the foot, and 


Colonial a shape preserver for the shoe. 
Same.as above. 


HAZEN B. GOODRICH & CO. = See 
Turns Exclusively HAVERHILL, MASS. Black Once trees 1nd Spent LXV Heel, 


No. 109—Price $5.75 Net 





Round Toe. 
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New York’s Most Prominent Fifth 
Avenue Specialty Shops Have 
Recently Featured REPEATEDLY 
In Their Own Advertising— 


The Vogue of the Opera Pump 
as Worn with Standard SPATS 


This is the smartest footwear fashion 
of the hour—a mode especially taken 
up by the “younger element’’ and 
women of fastidious tastes. 


Are YOU capitalizing this fashion trend 
in terms of Standard SPATS ? 


Inspect your stocks with a view to 
meeting mid-winter demands for 


STUNNING 


“Siandaal, 





SPATS | 


BUY DIRECT FROM US—IN ANY 


QUANTITY YOU REQUIRE—WE 
WANT YOUR ACCOUNT! 


S. RAUH & COMPANY 
310 Sixth Avenue, New York, N. Y. 


RS-THE- WORLD S-LARGEST-AND -TOREMOSTMARERS PTINE SI 

















BL 2 
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Vulco-Unit Box Toe 
for the Heavy Shoe 


The ONE box toe that retains the pe shape of the toe in 
defiance of water, perspiration and rough service. Adds 
months of comfort and life to the heavy shoe. 


The Genuine ** VULCO-UNIT”’ BOX TOE is made and sold only by 
BECKWITH MANUFACTURING COMPANY — 
parenvan 111 SUMMER STREET, BOSTON, MASS. 
Largest Manufacturers of Box Toes in the World 


“Chicago, G. W. KIBBY & CO. St. Louis, OSCAR F. WRIGHT CO... Cincinnati, GEO. A. SPRINGMEIER CO. 


8 te! ot RT Oe 
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Thomson-Crooker Shoe Co. 
Boston. Mass. 


At this season of the pear, 
our thoughts revert gqrate- 
fully to those whose co-op- 
eration and lopalty habe 
assisted in our progress. 
Co pou, we extend our 
heartiest wishes for Bap- 
piness and Prosperity 
throughout the New Year. 
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RIALTO, The Gilt Edge Line 


To Retail at $5.00, $6.00 and $7.00 


That Will Meet All Your 1923 Style And Quality Requirements 


BALTO 


STYLES 


To Retail at $5.00 and $6.00 To Retail at $7.00 











There is a nation-wide demand The latest lasts and patterns, the best leathers, 
for a stylish, dependable line of superior workmanship, all go to make Rialto 
— nen ~ 00. styles a distinct asset for any progressive store 
ailed for $5. . 

and $7.00 the pair. * or department. 
The new 1923 Rialto line Many of the biggest and most successful stores 
is designed especially to are already our customers. Their success with 
meet this demand. Rialto styles is our best advertisement. 





TUXEDO 


Pat. Vamp with ooze quarter. Made also 
Russia Vamp with buck quarter. Very 


at LS R | AL 7 O S H O E. 


Boston Office $3 2: 3: 215 Essex Street 








The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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A Real Proposition For Salesmen 


Traveling salesmen of ability and stand- 
ing will find a splendid opportunity for 
1923 with the Rialto line. 


We have territories open. Salesmen of 
proven merit will be considered, pro- 
vided their actual records have achieved 
results on women’s shoes. 


During the week of January 8-/3 our 
line will be on display in Chicago in 


COMPANY 


Factory 110 K Street 





The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 


Room 905, Security Building, 189 West 
Madison Sireet. 


We would suggest that salesmen who are 
interested in our line and plan to be in 
Chicago at that time, write us for ap- 
pointments. 


We are planning to build up a 1923 sales 
force that will make Rialto the most 
talked of women’s line in America. 





FOOTWEAR 
STYLISTS 

















RIVOLI 


A high heel pattern that sells freely 
through its quick appeal to the eye. 
In all combinations. 


3 :: Boston 27, Mass. 
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kinner's 
Shoe Satin 


Newest styles in women’s footwear show 
satin the leading material in evening slippers 
and all turn shoes. 

Skinner’s Shoe Satin is the result of special 
study we have given footwear needs. It is 
made extra strong, to withstand wear. Im- 
mediate deliveries on all grades. 


“Look for the name in the Selvage” 








WILLIAM SKINNER & SONS Established 1848 


NEW YORK, CHIGAGO, BOSTON, PHILADELPHIA, MILLS — HOLYOKE, MASS. 
The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 














ourmany friends, | 
business associates | 
and bost of cuss | 


tomers our bearty | 





: Joyful Cbristmas | 


Parrisburg Shoe 
Manufacturing Co. 
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Parrisburg, Da. 
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A Heel of Known High Quality 

















SHOEMAKER, LEGISLATOR 
AND GOVERNOR 





William Claflin 1818-1905 


Born to inherit his father’s large boot and 
shoe manufacturing business, William 
Claflin chose to commence at the shoe- 
maker's bench. Though elected to honor 
after honor — legislator, lieutenant-gov- 
ernor, governor, congressman — he was 
always proud to be, as he said, “‘a mem- 
ber of a worthy craft with the finest of 
traditions. ” 





































HERE is a science in the making of 

rubber heels—a science in the compo- 
sition of the rubber—a science in the way 
it is manufactured. 


It is this science that makes U. S. Spring- 
Step Rubber Heels superior to the usual 
run of heels. 


The United States Rubber Company 
knows rubber from the tree to the finished 
product. It is the only organization in this 
country that grows its own rubber in any 
considerable quantity. 


And with its knowlege and facilities it has 
produced a rubber heel that is standard for 
quality. 

In design, in the finish they take, in com- 
fort, in wear, U.S. Spring-Step Heels are 
not surpassed by any other heel. Many say 
they are superior to all others. 


In addition, U. S. Spring-Step Heels are 
identified by a trade mark which is a symbol 
of first quality literally to millions, not only 
in this country but in other countries of 
the world. 

Specify U. S. Spring-Step—a heel of 
known quality. 


~ Sprine st€P 


. UNG Heels 
United States Rubber Company 


ROYAL CORD TIRES 











The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 


December 23, 1922 






































922 

















December 23, 1922 BOOT AND SHOE RECORDER 





= OHNSIN ROS 


ARCH SLLACE 
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Popular Orthopedic Oxfords 


READY TO SHIP 






These four Johnson Bros. “Arch Solace” oxfords are popular with the 
trade that looks for honest quality merchandise at moderate prices. Send 


for Samples 






No. 300—Brown Kid Lace Oxford, 13-8 Goodyear No. 301—Brown Kid Lace Oxford, 11 Gootzons 

Wing est Rubber Heel, Metal Arch Support, er? “118 Wingfoot Rubber Heel, Arch Support, 123 ; 
Terr eter ee ee ee eee eee eee eee eee eee eee) No. me style in B'ack a 10 

No. 302—Same style in Black Kid............. $4.10 


Sizes: AA, 4 1-2 to 9; A, 4 to 9; B, 3 1-2 to 9; C,3 1-2 to9; D,3 to9 
Sizes 8 1-2 and 9, 25c extra 


Pine Tree State. 


) SHOE MFG.CO. 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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T is interesting to 
know that the 
finest English boot- 
makers areadvocat- 
ing more than ever 
the use of Shoe 


Lacing Hooks for 
men’s footwear. 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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In Planning Your 
Spring Purchases 


Get In Touch With 


Dr. Posner 


5 in time for Spring buy- 
ing is close at hand, 
and stocks must soon be re- | 
plenished. Before ordering 
your children’s numbers, 
write for the Dr. Posner Text 
Book which is an art catalog 
describing our line and our 
sample sales case and show- 
ing you a cross-section of it. 


a a a a a a a oe oe a a a a a a se oe a a oo a ahs 


Complete details of how; you can start a fully equipped 
children’s department for $316.90 are given. More than 
two-hundred in-stock styles of welts and turn shoes for 
children are listed. 


W rite for the catalog today. Read 
it over carefully, then plan to see 
Dr. Posner’s Shoes at the 
N. 8. R. A. Convention, Chicago 
Coliseum, Fanuary 8, 9,10, 11, 
Brooklyn Section. 


Dr. A. Posner Shoes, inc 


140-142 West Broadway 
New York City 
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Experienced Shoe Salesmen Wanted 


FOR 


Michigan, Missouri, Minnesota and North Dakota 


All with well established business 





Only applications from¥men with successful experience selling Women’s shoes in one 
of the above territories will be considered 





Personal interview at La Salle Hotel, Chicago by appointment with 


C. H. GREELEY, Sales Mer. 


ON JAN. 5th THROUGH 12th INCLUSIVE 





Reply for appointment giving full infor mation as to experience, age, etc., 


to 


LUNN & SWEET CO. 





AUBURN, MAINE 
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See WEBER Styles at CHICAGO 


Booth 184 N. S. R. A. Exposition 


A real opportunity to see at your leisure this 
famous line of value shoes for men. 


WEBER BROS. SHOE CO. 
NORTH ADAMS, MASS 
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ba) ih thirty pears Gallun 
Quality Leathers have 
stood the test of Quality and 
Serbice with the American 
shoe trade. 


And 1923 will prove no ex- 
ception to the rule. 


Co our customers and those 
who may be our customers we 
extend the season’s greetings 
with the assurance that our 
will to serve well and faith- 
fully was neber stronger, nor 
fortified by greater values. 


Co serve well is our most 
cherished privilege. 








q. Ff. Gallun & Sons Co. 
Milwaukee, Wis. , 


a. F. Gallun & Hons. Jnc., H. a. Ely, Manager, 11 East St., Boston 
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When you specify 


N’S CALFSKINS 


You know that you are getting a definite, tangible standard of value. 


| 


Leathers of Known Quality! | il 
y 


Most Popular ‘‘Sunpru”’ Shades 
“ATTA” Brown 61 “ATTA” Red 71 


No. 14 (Medium Brown) No. 21 (Dark Brown) No. 31 (Light Brown) 
Black and Brown Suede Seneca Black Calf 


See these and other Up-to-the-Minute Colors at the N.S. R. A. Convention, Chicago 
January 8-11, 1923 


Write us for Samples, Today! 


CD BROWN & CO. INC. 


EXECUTIVE OFFICE AND FACTORY | 


Do all 


Dn atti 
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TIPS:— Guaranteed Not to Come Off 


CONSUMERS APPRECIATE THIS FEATURE OF 


“HUBTIP” “NO-METAL-TIP” SHOE LACES 





Made of First Quality, Fast Color Braid from Tip-to-Tip 
Cannot PULL OFF, FRAY OUT or CATCH IN HOSIERY 
DISPLAY A CABINET OF “HUBTIPS” 


Easily and Conveniently handled. Packed in Single Pair Cartons, 72 Pair in Cabinet 


TODAY’S PRICE LIST 


27 in. per gro. Laces, $2.00 36 in. per gro. Laces, $2.50 45 in. per gro. Laces, $2.90 63 in. per gro. Laces, $3.70 
30 in. per gro. Laces, 2.20 40 in. per gro. Laces, 2.70 54 in. per gro. Laces, 3.30 72 in. per gro. Laces, 4.10 


EITHER BLACK, BROWN OR RUSSET ~*~." ASSORTED CABINETS SUPPLIED 
YOUR FINDINGS JOBBER CAN SUPPLY YOU 


MANUFACTURERS 











FRANK W. WHITCHER CO. _ Boston and Chicago, U. S. A. 
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There are no Mary Janes 
like 
Lyons and Hershenson’s 
PAT 22 eT & Ewe Tr MES 


MARY JANES 


Sarah Mary 


Jane Jane 























More and More Are Demanded Each Year! 


Each year shows a marked increase in the demand for our MARY 
JANES. 


We need no better proof that the trade realize them to be the best 
values in or near their grade. 


The reason is, of course, our strict concentration on Mary Janes that 
look well, wear well and sell well at popular prices. 


Your Wholesaler Will Supply You 
If You Give Him Your Order Early 


Lyons & Hershenson, Inc. 
Chelsea, Mass. 


Boston Salesrooms 207 Essex Street 
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€ extend to all our dealers 

—old, new and prospec- 
tibe—our most cordial good 
wishes for a prosperous hollt- 
Day season and a 


ferry Christmas 


Emery 6 Beers Company, ine 


Sole Owners and Wholesale Distribuiors of “Onyx”? Hosiery 
Broadway at 24th Street NEW YORK 


Sole Selling Agents for 


PAUL GUENTHER, INC. 


Manufacturers of 


Full-Fashioned Silk Hosiery 
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During the N. S. R. A. Convention, 
Chicago, January 8, 9, 10, 11, the 
Gregory & Read line will be dis- 
played at the Hotel La Salle. 


Chandler F. Bearse, Franklin E. 
Gregory, and Sherman C. Haseltine, 
in attendance, will welcome heartily 
all who care to inspect our new 
numbers. 
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IN STOCK 


Black Elk Skating Boot 

C and D wide. 3 to8 

Price $4.50 —5% —30— 
Minimum — 12 pairs on a width 
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Gregory & Read Company 
eMakers of Womens High Grade Shoes 
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Brockton, Mass. 












REAL (LASS IN SPORT SHOES 
FOR WOMEN 


You ought to see them. Here’s something 
different. Picking winners ts a simple matter 
when you confine your choice to our line. Sales- 
men are ready to show you. Ask to have one 
call. We shall be in Chicago during Fanuary. 
See us there. 


The Preston B. Keith Shoe (. 


Makers of Keith's Konqueror Shoes for Men and Women 











No. B-494—Patent wo-Stra 
Pump, Welt, 241 Last, 14-8 Cuban Heel. SIZES AND WIDTHS 





No. B-498—Black Calfskin Two Strap 
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Campello Station 














Four Splendid 
Styles 


IN STOCK 


WRITE OR POST ORDERS TODAY 














Leather T Rubber Top Lift. 


$4.85 Pvectsesceouns 4% two8 
A 


(Except B-431) 











TERMS: Net 30 Days 


C.P.FORD & CO. 


Last, 12/8 


Pump, Welt, 244 Last, 12-8 Walking Rochester N. Ve following Sizes and Widths. A, 











344-8; C, 3-9; D, 3-9; E, 3-9. 
$4.85 New York Office: 127 Duane St. $5.00 












No. B-434—Brown Russia Calf Oxford, 
Welt, 229 Last, 9-8 Military Heel with 












INC. No. B-431—Black Glazed Kid Oxford, 
Welt, wang. Inside Counter, Combination 
eel, Rubber Top Lift. 
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Meet us at the National Shoe Retailers’ 
Style Show in Chicago January 8th to 11th 
Booth No. 210 











of Qualily 
Manufacturers will 
readily accept your 
specifications of this 
hee 

A complete line of 
sizes and colors for 
men’s, women’s and 
children’s shoes. 
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irestone-Apsley 
RUBBER COMPAN Y 


Manufacturers of Rubber and Canvas Footwear 


Hudson, Mass. 
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PLUS ORDERS MAKE 
LARGEST PROFITS 


T’S the plus orders that 

make the big profits. 

Dept. 5 insures plus 
orders. 


Our most progressive, 
most prosperous, cus- 
tomers use Dept. 5 fre- 
quently. They admit it 
is the greatest aid to in- 
creasing sales. 


Thirty-one attractive 
models—Men’s and Wo- 
men’s—carried in allsizes 
and widths ready for im- 
mediate shipment. 


All styles listed and illus- 
trated in Stock Book No. 
31-B. If you have it, use 
it; if you lack it, write 
for it. 


$ 


THE STETSON SHOE 
COMPANY, Inc. 
So. Weymouth 90, Mass. 
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SILVA & CO. 


SHOWING AT 


Booth No. 176 -- Coliseum 
N.S. R. A. Convention--Chicago 


JANUARY 8-9-10-11, 1923 


Also at Display Rooms, 
Hotel La Salle 


“See our Pumps on the Runway” 


SILVA & COMPANY 


208-16 WILLOUGHBY STREET 
BROOKLYN .. NEW YORK 


“CLIFTON” 
Gem Duck 


Has Stood the Test of Years 


Used with our wet process, it pro- 
duces a perfect innersole, as it is 
easily formed in, and hugs the lip, 
producing strength where strength is 
most needed. 


The Trade Prefers 
“‘Clifton’’ Gem Duck 
when once tried 


“Clifton” shoe covering cloths, also 
“Clifton” backing and plumping 
cloths give satisfactory results. 


CLIFTON MFG. CoO. 


BROOKSIDE AVENUE, JAMAICA PLAIN 
BOSTON 30, MASS. 
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H & E Quick Selling Turns 


—IN STOCK— 


“EVERY SHOE A BUSINESS BUILDER” 


Af 


No. 160 No. 162 No. 161 No. 159 


No. 160—Black Satin Edna, No. 162—Black Satin Rita No. 161—Black Patent Chrome No. 159—Brown Satin Vamp 
Small Tonge Colonial, Suede 1 Strap 15-8 Louis Heel. A, Edna, Small Tongue Colonial. Milo Colonial, Brown Brocaded 
Tongue, tin Inlay. 16-8 3-8; B, 24%-8; C,. 24-8. Price, Black Suede Tongue, Black speaneer and Heel. Brown Kid 
Spanish Louis Heel. -C. 75 on; 


Patent Inlay. A-C. Price, Brocaded Inlay. A, 
‘ice $5. . 2 
At once delivery At once delivery 
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e. 
At once delivery $5 35 3-8: B. 2-85, %-8. Price, 
At once delivery 


No. 157—Patent Chrome Milo No. 158—Black Satin Milo Co- 

Gore Front Colonial. 16-8 lonial. Black Suede Tongue. 

Spanish Louis Heel. A, 3-8; A, 3-8; B, 2-8; C, irs 

B, 234-8; C, 234-8. Price $5.50 Price 50 
At once delivery At once delivery 


Cuts of these shoes for newspaper use will be supplied at a nominal price. 


H&ESTYLES ASSURE QUICK TURNOVERS 
SATISFIED CUSTOMERS FOLLOW SALES 


Hopkins & Ellis turns of quality in addition to an up-to-the-minute 
style appeal, possess superior workmanship that makes them ideal 
business builders for dealers who seek to give their customers real style 
and quality at prices that make friends. 





WESTERN STOCK DEPARTMENT, W. J. CULLY, Mgr., 
316 PAXTON BLOCK, OMAHA, NEB. 
CAN SUPPLY THE FOLLOWING NUMBERS AS WANTED: 
157—158—159—160—161—162 
‘THIS DEPARTMENT WAS ESTABLISHED FOR THE 
BENEFIT OF OUR WESTERN TRADE. MAKE USE OF IT. 











Send for Stock Style Catalogue, Write to-day 


HOPKINS & ELLIS 


FACTORY 
HAVERHILL, MASS. 
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Nothing in the shoe 
but the foot 


HOE specialists insist that shoes 

built with Crawford Arch Sup- 

porting Shanks are scientifically correct. 

Such shoes relieve fallen arches and safe- 

| guard normal feet. They bring health 

| and happiness to your customers and 
increased business to you. 





T's Crawford Arch Supporting 
Shank is built right into the shoe 
—fitted between the inner and outer 
sole and locked to the insole. It pre- 
serves the shape of the shoe, giving sup- 
port to the arch and ease to the foot. It 
cannot abrade the skin. 











To boost your business, sell shoes built 
with Crawford Arch Supporting Shanks. 























United Shoe Machinery Corporation 


Boston Massachusetts 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies te advertisements. 
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‘‘For Fit That Never Fails’’ 
ZLeCLaAE 


REG. US. PAT OFF. T.6.P. CO. 


SHOES 
In-Stock, At-Once Delivery 


From BOSTON, NEW YORK and CHICAGO © 


(Order from nearest point) 


ey 


Style 12686 


PATENT COLT ARISTOCRAT 
GORE TONGUE COLONIAL 


15-8 Wood Covered Heel 


Price, $5.15 


Turn Sole Arden Toe 


AA-D 
Style 10835 Price $5.15 The same in 


BLACK SATIN ARISTOCRAT GORE 
TONGUE COLONIAL 


At Once Delivery 


Convention Visitors 

N S R A are cordially invited 

e e ° *® toavail of the service 

and make their headquarters at the Queen 
Quality Exhibit — 


COLISEUM SPACES 108-109 

















Facts From 

the Experience of 
Thousands of 
Shoe Merchants— 


Wherever Queen Quality shoes are featured con- 
sistently these facts are apparent: 


1. More kinds of feet can be FITTED, whatever 
the style, as Queen Quality shoes are noted for 
“fit that never fails.” 


2. Less time per sale is consumed in the selection 
and fitting of Queen Quality shoes. Retail selling 
efficiency is greatly increased. 


3. Women RELY on the store selling Queen 
Quality shoes consistently. They know that the 
merchant's standard of style and value is guar- 
anteed by the maker's name. 


4. Demand is well distributed throughout the 
stock. The familiar Trade Mark on every lead- 
ing style and type of shoe now in demand means 
that—whatever their requirements—women will 
find unfailing fit, value and satisfaction at 


Queen Quality agencies. 


In rounding out a quarter-century of prog- 
ress, Queen Quality enters upon its Silver 
Jubilee with advantages for progressive mer- 
chants unrivalled in the women’s shoe field. 


THOMAS G. PLANT COMPANY, BOSTON 20, MASS. 


Branches: 


NEW YORK: 125 Duane Street 


CHICAGO: 207 W. Monroe Street 


LX €-€ <6: €:€:°¢-€:¢-X CC: €€- ££: EX C''":2XD-9 2-22 'P-3'9 X 2-2 '3 3-3-3 -3-3'3 92 XK) 
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Inventory Blues 


Partner John—“We won't have to pay an income tax on this year’s business, Jim—look at that 
affectionate stock. We did not get rid of it with all our sweet advertising.” 


‘ 


Partner Jim—“Yes, and that’s partly due to late shipments. We couldn’t get service when a 
9 was at the height of its popularity, and when the goods did arrive, they were out 
of date.” 


Partner John—‘Well, we've been catering to window shopping trade. They just ‘happened’ 
to see something they liked here. Few of them are our regular customers. We ought 
to have a standard line of popular shoes—something that has a definite appeal to a 
large number of people. Then we would always be sure of steady business.” 


Partner Jim—‘| think you're right, John; but we must carry the ‘come-and-go’ style merchan- 
dise, too, and be able to get it when we need it.” 


Partner John—‘“Well, something must be done. We aren’t in business to become poor.” 





Rice and Hutchins hold the remedy. Distributing branches lo- 
cated in Chicago, St. Louis, Atlanta, Baltimore, Philadelphia, 
New York, Cleveland, and Boston assure timely deliveries. 


Educators are a standard line of popular shoes. They have a 
definite appeal to a large number of people. 


RICE & HUTCHINS 


INCORPORATED 
BOSTON U.S. A. 


“ai 
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Less Discord—More Concord 


There Has Been Progress in 1922 with Assurance of 
Betterments in 1923 


ance of the Golden Rule for the year to come is 

gradually slipping out of practice. It has the same 
relationship to performance as the heavily prepared 
“Be it resolved” issued the final day of conventions, 
spread upon the minutes and generally published but 
ignored. E. P. Reed once said “A resolution should 
only be passed if it is a promise to perform.” 

All sorts of resolutions could be written in anticipa- 
tion of a better calendar year or a better association 
year, but when all is said and done, the same old habits 
and errors will continue in life as well as in business. 
The man who resolves to cut out smoking, sneaks back 
to the pipe sooner or later. The association which 
resolves to discontinue a bad practice comes around to 
the’ viewpoint that holding its members to the resolu- 
tion permits every non-member to violate it to his profit 
and convenience. 

This is the time of the year when we dedicate our- 
selves to better practices ia the coming year. We strive 
to observe the Golden Rule in business, and as long as 
it doesn’t cost anything it usually is carefully held. 
This is not cynically said, but is emphasized to point 
out that “truth” in business gradually wins out when 
the mass of members in industry acknowledge that 
practice as to be the orily one compatible with success 
and survival. 


The past year has been one of great progress in the 
ethics of industry, for it is getting to be a habit to play 
fair and to keep faith. There is not so much cancella- 
tion, or exchanges or disagreements over merchandising 
because the industry has developed a fair average 
of honesty. It is the accepted thing nowadays to settle 
matters on their merits or go to the Counsel of 
Arbitration for a final settlement. 

When merchants are more careful in their buying, 


‘t= habit of writing resolutions for the perform- 


they automatically purge the industry of the evil of 
cancellation. When manufacturers are more careful in 
their production, they keep to the contract of delivery 
and quality. 

The entire stage of the industry is set for a good year 
in 1923, if one thing can be done; if some accord or 
concord on styles can be arrived at so that the scheme 
of things in industry can be steadied, for with all minds 
in discord there is bound to be unethical practices. 


When a merchant has a fear as to the salability of his 
style ten minutes after the salesman has left his store, 
it leaves an opportunity there for an abridgment of 
contract, and a duplication of the same story once 
more with the next salesman. When a factory openly 
plays favorites of style so that every 60 days it sweeps 
out the old and trumpets the new, it but accelorates 
this discord in merchandising. 

The situation today is “every style is in good style.” 
With the demand for straps, tongues, oxfords and 
pumps for women; boots and oxfords in black and tan 
for men, and a wide range of patterns for children, it 
means that stores must be equipped with a diversity of 
materials and models and that sales organizations must 
be made more active and alert so that with one style 
out of stock, the customer can be convinced that 
another one on the shelf is in good taste and good style. 

The store is playing fair with the customer in ad- 
vocating all styles providing they harmonize with the 
costume, location and conditions and to that end the 
merchant can look forward to the opening months of 
1923 for the salability of most of his goods. 

There have been many merchant communities that 
have tried to bring about a holding off of clearance 
sales until after Christmas, but when members of the 
association had pledged not to clear found that mer- 
chants outside the association were splurged in that 
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direction, they had to follow suit or lose business. Some 
day it may be possible to hold the merchants of a city 
to a unified plan of merchandising and that is some- 
thing left to the association to work out in 1923. 

The year 1922 has been at least 10 per cent better 
than 1921 in not only business, but in the measure of 
industry by the Golden Rule. If in 1923 a similar rate 
of progress can be maintained, it certainly will be ac- 
ceptable to conservative business men. 





New Forms of Competition 


HERE are enough motor vehicles in the United 

States to take all the population of the country for 
a ride at the same time. At the beginning of 1922 there 
were 4.2 motor vehicles for each mile of road in the 
United States. These interesting statistics picture the 
almost revolutionary effect of the automobile on 
business as well as social life. 

Since the Recorder’s editorial on “‘the part that the 
automobile is playing in changing merchandising con- 
ditions,” there has been much publicity on the in- 
fluence of the automobile. We have already quoted 
Harry R. Wellman, Professor of Marketing of the 
Amos Tuck School of Finance, Dartmouth College, but 
we want to quote him again. A few years ago a detailed 
study was made of a trading center, Sabetha, Kansas. 
It was found to be a one-way town but “a town that 
controlled a trading radius of over 50 miles, that had 
‘shops’ as exclusive and with as fine stocks, as any on 
Fifth Avenue. They found modern methods, an 
appreciation of turnover and a total business in dollars 
and cents in clothing, groceries and hardware, that 
would have done credit to a city of the type of Wor- 
cester, Massachusetts. What has developed these 
trading centers? Good roads, the automobile and the 
human desire to go somewhere. And do not make the 
mistake of thinking that the cars around the old 
hitching poles are all Fords! Far from it. Again, you 
could compare the car exhibit with Worcester, Massa- 
chusetts, and Sabetha would not suffer. 

“In other words, good roads and automobiles have 
extended the trading radius of country towns, so that 
they now compete for business in what was virgin 
mail order territory.” 

The automobile has solved the mail order problem 
in a large measure and today the competition of one 
merchant with another is based on whether there is a 
highway or a dirt road to the town and whether there 
is parking space or congestion in front of the store. 
The high road is a pretty serious problem to the mer- 
chant in a poor county, for the farmer and his family 
now travel to market instead of having the postman 
bring their market to them. 

The development of contact with the customer who 
comes by automobile is one of the big subjects for 1923. 
The merchant through the automobile is having his 
little place in the sun. But just as sure as 1923 will be 
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the great year for the study of distribution, so will 
other methods of marketing develop. 

An organizer has already approached several fac- 
tories with a plan of distributing merchandise in 
every village, town and city in the United States by 
districts in house-to-house canvass. He has taken one 
of the old time war organizations of women, one 
representative to a town and proposes to use that agent 
in part-time work for the distribution of products 
direct to the consumer. There are so many women and 
boys who have available time to make house-to-house 
canvasses that the scheme seems possible, even though 
it is no more than an elaborate soap selling stunt. Al- 
ready sales of hosiery in house-to-house peddling is 
quite a competition to merchants. 

So many people figure out that the direct road from 
the factory to the consumer has no costs upon it, that 
the itinerant peddler makes a few sales daily and 
takes just that amount of business away from the 
orderly and systematic store. 

It is well to give a thought in 1923 to the proper 
combating of “‘peddling”’ by establishing clearly in the 
public’s mind the function and purpose of the neigh- 
borhood store. 





Better and Better Merchants 


N THE days of long ago, business competitors 

berated each other as though they were enemies at 
war, with the result that they often destroyed each 
other’s business by price cutting, and in many other 
ways trying to gain advantage of each other. 

Then came the era of business expansion; some fore- 
saw the necessity of the large mercantile establish- 
ments—now known as the department stores. Such 
ventures, of course, required the use of large sums of 
money and the bankers who were to supply the meney 
were very careful in their investigations that the prin- 
cipals of the business possessed good characters, that 
they were fairly well educated and had a good knowl- 
edge of merchandise. 

The department store idea took well with the buying 
public, so that the larger stores grew larger in size and 
number—some of them employing thousands of men 
and women to help take care of the business. The 
larger store outgrew all fixed or petty methods employed 
in the small stores, was practically forced to invent 
and adopt newer and better business methods to 
simplify the handling of larger business. 

A most important improvement was made in adopt- 
ing a simple method of bookkeeping, for simplicity as 
well as for the preserving of profit, they found that it is 
best to figure the percentage of profit and expense on 
the sale price, that is, the amount of money actually 
handled. The records of the business had to be simple 
so that they could easily be referred to daily, weekly, 
monthly and yearly for comparison purposes. The 
employers in these larger stores naturally learned the 
newer business methods. (Continued on page 41) 
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Boot and Shoe Recorder CREED 


Getting More Shoes Sold Right: not only “more” but “right; sold for the right purpose, to 
the right wearer, in the right fitting, for the right price, at the right profit. This is the great 
problem of the retail shoe merchants. The chief purpose of the Boot and Shoe Recorder is 
to help solve it; for this is the basic problem upon which depends the progress of the 
entire allied industries relating to shoes and leather; their production and distribution. 
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No Style Is Good Style Unless It Has 
IIL < iinn dene eins Rinitichans: tle engl dees ae 


What two of the foremost style experts of the 
shoe industry have to say about present-day 
modes and present-day tendencies 


Merchants Fight Bill Giving Price Ad- 
vantage to Federal Employes 


Proposed legislation, it is feared, would 
prove an entering wedge to more dangerous 
interference with the retail end of all industry 


Keep the Faith—Fight a Good Fight... 43 


What the N.S.R.A. convention is expected 
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AFTER ALL, IT HASN’T BEEN A BAD OLD 
YEAR 

We've really got a lot to be thankful for at this 

festive time of year. For 1922 hasn’t been such a 

disappointing year after all. This year has been 

a much better year than 1921; and there is every 

good reason to expect that 1923 will show sub- 


stantial gains over 1922. 
Progress may seem slow—but it’s sure. 


Just think, the Great World War cost 12,000,000 
lives and 200 billions of dollars. Yet the old world 
is steadily digging out of its troublesfand making 


progress every day. 
Bad times are gone—long live good times. 


A very Merry Christmas and a Happy and 
Vigorous New, Year is my wish to our great family 


of Recorder readers. 
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No Style Is Good Style Unless 
It Has Beauty 


“Right now I never knew of so many different styles 
that are ‘good.’ The retail merchant can sell almost 
any style provided it is beautiful, has good fitting 


qualities and is in good taste. 


It is not enough 


merely to sponsor a bizarre or novel style. There must 
be real beauty back of it.’"—C. H. Wolfelt. 


Not in these exact words, perhaps, but in 

spirit surely, this has been the motto of 
C. H. Wolfelt, who has risen to a position of eminence 
in the shoe style world in recent years. 

Seated in his office above his “‘studio”’ in 57th Street, 
New York, Mr. Wolfelt spoke at length on the present 
style situation and his ideas concerning it. 

“After all,”’ he began, “‘too much emphasis has been 
placed on style trend and not enough on real beauty in 
shoes. Unless shoe manufacturers get more men to 
supervise the artistic side of shoe building, style may 
easily become a menace. In fact, it already is a menace. 


( OOD taste and beauty are always good style. 


Why Tongues Are Not Selling 


“Take the situation in tongued pumps, for instance. 
Many retail merchants have averred that tongues are 
not selling. This is true to some extent. The retail 
merchant who was unfortunate enough to stock his 
shelves with large, unwieldy and ungraceful tongued 
models is not selling them. They simply were not in 
good taste. The same thing is true of a number of 
other styles, which had short lives. 

“Right now, I never knew of so many different 
styles that are ‘good.’ The retail merchant can sell 
almost any style provided it is beautiful, has good 
fitting qualities and is in good taste. It is not enough 
to merely sponsor a bizarre or novel style. There must 
be real beauty back of it.” 


That “Something” Which Makes Style 


Mr. Wolfelt illustrated his idea by bringing out 
several shoes from the stock shelves. They presented 
a wide variety of style, but in each of them there was 
the deft touch, the added something, that made them 
look stylish. Some of them had strappings worked in 
various ways, some had tongues and others were 
along the plain opera idea, but real style peeped out 
from every line and curve of the shoes. “One of the 


best sellers in the house,” said Mr. Wolfelt, “‘is a little 
one-strap dancing shoe, with a light, little strap as its 
only decoration. The curve of this strap, the careful 
modeling of the toe, the heel, the throat of the vamp, 
and the whole character of the shoe, however, lifted it 
from the commonplace. 


How to Know When Shoes Are “Right” 


“Catering as we do to the very wealthy who de- 
mand the best,’’ he said, ““we must be absolutely right 
in every particular. Frequently when we launch a 
new model we have it made up three or four times, 
changing it slightly here and there until we get it just 
right.” 

“But how do you tell when shoes are ‘right,’ as you 
call them?” was the question put to Mr. Wolfelt. 

“That is something I can’t explain,” he replied. 
“There is an indefinite something, a ‘feeling’ perhaps, 
that tells the practiced shoe man when a shoe is right, 
when it has real style and beauty in it. Of course 
there are certain definite rules about the fitting of a 
shoe, which never can be changed, and the beauty of 
the shoe must conform with good fitting qualities. 
Straps, for instance may be carried low over the instep, 
but if they are placed properly and have the right 
swing, they will grip the foot and keep the shoe in 
place under all conditions.” , 


Lightness Always in Good Taste 


One theory that Mr. Wolfelt works upon in design- 
ing new styles, is that of refinement. In the models 
he displayed to illustrate his point while talking about 
style, it was noticeable that the strappings and decora- 
tions were, in the main, light and small. The angle of 
the straps, the way they joined, suggested a lightness 
and airiness that is difficult to define, yet was there in 
definite form. In straps, particularly, he said, many 
shoes are made too heavy from the artistic standpoint. 
Mr. Wolfelt works constantly on the refinement of 
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his models. He has one dancing slipper that is a good 
seller, for instance, but is now working on a little 
differently shaped heel, which will, he expects add to 
the beauty of the shoe. Apparently the original model 
was popular with his customers, but he thought that 
a little more fullness to the top of the heel, yet retain- 
ing the slenderness of its Spanish type at the bottom, 
would add greatly to its beauty. 

On the subject of heels, it is interesting to note in 
passing, that in the New York Wolfelt Store, many 
heels as high as 234 inches have been sold recently. 
The most popular height of heel on evening or dancing 
slippers, according to Mr. Wolfelt, is about 21% inches. 
In street shoes all heights and types of heels are in 
demand. 

Mr. Wolfelt began his career in the shoe world about 
13 years ago with the Weatherby-Kayser Company 
in a little store on Broadway in Los Angeles. An 
interesting point in connection with this firm, which 
Mr. Wolfelt later continued as his own firm, was that 
it was the first to use the word “Bootery” as a name 
for a shoe store. The name is copyrighted, but no 
attempt has ever been made to restrict its use. 


The History of A Big Style Business 


Later stores were opened in San Francisco and 
Pasadena and still later the Broadway, Los Angeles 
store was enlarged to one of the finest stores in the 
country. Then another Los Angeles store was opened 
on Seventh Street. About a year ago a store was 
opened in Chicago and about six months ago the 
New York “studio” was thrown open to the public, 
although Mr. Wolfelt had used it some time before as 
executive offices. 

The New York shop occupies several rooms on the 
second floor of what was once the old H. H. Rogers 
home in the exclusive Fifty-seventh Street section, 
which is growing rapidly as a thoroughfare of fine 
shops, most of them devoted to apparel and millinery. 

Much of the old decorations of the home have been 
retained, and added to these are exquisite draperies, 
rugs and fine furniture, which give the rooms an air of 
luxury and comfort seldom attained in a shoe store. 


May Open Store in Paris 


Mr. Wolfelt is now considering opening a Paris 
establishment next year. He has strong alliances in 
Paris and for many years has made annual trips to 
this style center. In Paris he works a bit differently 
from many of the American shoe men who go there for 
ideas and new styles. He rarely gets his ideas directly 
from the Paris boot makers, who, he says, do not, 
except in rare instances, create new modes. 

“It is the Parisienne herself who thinks .up new 
ideas in footwear, takes them to a boot maker and has 
him put them into execution,” he says. “I find more 
inspiration in visiting the places of amusement where 
the smartly dressed Paris women congregate, and 
watching their shoes. Often I have bought shoes right 
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off the feet of these women. On my last trip there 1 
bought a model, an adaptation of which has been 
extremely successful. This woman was a professional 
dancer in a Paris cafe. I noticed her shoes, made of 
red alligator skin trimmed with black. The lines were 
beautiful, but I was perplexed to know how they 
managed to cling to the girl’s foot. I had her called 
to our table and offered to buy the shoes. She allowed 
me ‘to look them over carefully and I tried to sketch 
them out from memory in my hotel afterwards, but 
still I could not get the idea. For two weeks I literally 
‘chased’ her around for those shoes, and finally I per- 
suaded her to sell them to me.” 


American Women Not Creative 


This, probably better than anything else, illustrates 
the persistence and the care with which Mr. Wolfelt 
pursues that elusive thing known as “style.” 

While the Parisienne is good at developing new 
styles, American women, for the most part do not 
have this ability, according to Mr. Wolfelt. Many of 
them have a good feeling for style and beauty and are 
quick to recognize it when they do see it, but they 
lack the originating powers of their Paris sisters. 
“Where American women do influence styles,”’ he said, 
“is in the selection of combinations, after being shown a 
pattern. They seem to have an instinct for color com- 
bination that is uncanny,” he said, “and frequently 
we find that a color suggestion for combinations that 
comes from our customers, later becomes extremely 
fashionable.” 


Large Individual Sales 


Large individual sales are the chief feature of the 
New York Wolfelt establishment. Fully 80 per cent 
of the sales made in the New York shop are for more 
than single pairs and about 65 per cent of the sales in 
the other Wolfelt stores call for more than single pairs. 
Almost daily sales of $200 or more are made to a single 
individual. Recently a wealthy woman from Havana 
bought more than $1000 worth of shoes and accessories 
in the New York store in three visits to the shop. 
Another customer recently bought 21 pairs of shoes 
alone, the total bill coming to $631. In this bill the 
price of the majority of the shoes ranged from $23.50 
to $29.50, with a few pairs as high as $35. Lately he 
has received many orders from Washington. 

To supply a variety of 21 different types and styles 
of shoes requires great ingenuity. Not only does Mr. 
Wolfelt pay an enormous amount of attention to the 
patterns of his shoes, but he is everlastingly searching 
for new materials. Among his latest are fine colored 
seal skins, which he picked up in England and will 
introduce in sport models in the spring, and small 
alligator skins, also an English product. He also is 
introducing a sport shoe made in Paris of leather 
strips, the entire shoe having not a single thread or a 
bit of stitching of any kind. The shoes are practically 
woven and the buckle is attached with a leather thong. 





BOOT AND 
\re Boots Dangerous ? 

Philadelphia, Dec. 18—John C. McKeon, of Laird, 
Schober & Co., brought no boots with him from 
abroad. However, he has boots of his own creation. 
He had three styles, one being a regular nine-inch lace 
boot, and having as its only-mark of distinction an 
ornamentation by overlay on the vamp. The other 
two, however, were original. One was a nine-inch 
boot having 12 pointed cross straps, not so fully cut 


JOHN C. McKEON 


Of Laird, Schober § Co. ‘‘If boots can 

be looked on as prospects for extra 

business,” he says, “their purchase 

would be warranted, but as a substitute 

for other styles in the general stock, 

they may prove dangerous merchan- 

dise.”” 
out as a Roman sandal, but something along that line. 
There were three elliptical openings below the first 
strap and across the vamp for the purpose of shorten- 
ing the vamp effect. The boot was in beige ooze with 


a full Louis heel, and a turn. 


A Boot of Black Ooze and Patent 


The other extreme novelty was a black ooze with a 
patent leather vamp band and patent leather cross 
strap effects running up the leg, there being three sets 
of cross straps fitted the same as in a cross strap slipper. 
Both boots carry a 24% inch heel, the one on the last 
named being polished black. There were, of course, 
four straps to each of the three sets. 


In this connection, Mr. McKeon 
stated that he thinks boots of this type 
are very beautiful, but owing to their 
necessarily high price are aéceptable 
only to the ultra trade, and if they can 
be looked upon as prospects for extra 
business, their purchase would be war- 
ranted, but if they are looked upon as an 
investment to substitute for other styles 
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in the general stock, they would as- 
suredly be dangerous merchandise. 
Outside of exclusive models such as 
these, there seems to be no increased 
tendency toward boot styles. 


In speaking of the trip from which he has recently 
returned, he said in England he found a striking con- 
trast in conditions as compared with the Colonies. 
There is in England a negative attitude toward Ameri- 
can footwear regardless of the attractiveness of styles. 
What is equally important, there is an epidemic 
among the retail merchants of pricing all kinds of 
footwear at 21 shillings. A few exclusive quality shops 
are featuring domestic footwear at 50 shillings, and 
probably but two high light retail operators attempt- 
ing in either domestic or foreign footwear over a 75 
shilling figure. 


150 Frane Shoes in France 


In France, the limit of retail possibilities, exclusive 
of custom makers such as Hellstern, Yantorny, Graeco 
and Perugia, is 150 francs. Even department stores 
of the highest grade in Paris, such as Aux Gallerries 
Lafayette and the Magasin du Printemps claim no 
sale for footwear above this figure. 

A similar condition exists in the larger cities of Bel- 
gium, such as Brussels and Antwerp, and a far worse 
condition in Italy, Germany and Austria. In other 
words Europe seems to have gone mad over cheap 
merchandise. American styles as of today in pattern 
and general effect appeal to foreign trade with the 
exception of Scotland, where there is an insistence 
upon the long forepart effects of 15 years ago. 

Notwithstanding the problems that the shoe business 
is called upon to meet in the United States, the situa- 
tion here compares very favorably with that in France 
and England, where the manufacturers seem to be 
ready to make shoes at any old price. 


‘Will We Wear European Shoes? 


In reply to a question on the probable reaction on 
the American market of present European conditions, 
Mr. McKeon said that the differences of opinion that 
existed in the trade regarding the placing upon the 
free list of both hides and shoes with a fear of an in- 
vasion of foreign shoes is quite probably groundless. 
If an invasion of this character did take place and 
foreign shoes were installed, dealers would have to 
satisfy both themselves and their clientele with an 
inferior grade of merchandise in both matters of ma- 
terial and workmanship. 

So far as a foreign absorption of American excess 
production is concerned, the prospects are very poor 
generally. Any foreign absorption would probably be 
confined to shoes of super style and quality, and those 
that could necessarily be bought but by a very small 
proportion of the populace of the European countries, 
and this applies to men’s and women’s shoes equally. 
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Merchants Fight Bill Giving Price Advantage 
to Federal Employes 


Brookhart Bill Authorizes Purchase of Supplies from Quartermasters’ 
Departments of Army and Navy 


Washington, Dec. 14—Retail merchants throughout 
the country have protested to Congress against the 
adoption of the so-called Brookhart Bill, which would 
authorize the purchase of supplies by government 
employees generally from the quartermaster depart- 
ment of the Army or Navy at the rates charged the 
officers of those services. Several merchants are of the 
opinion that it is an entering wedge of the radical 
program sponsored by Senator Brookhart of Iowa, at 
the time of his election. While the bill is aimed prim- 
arily at Washington merchants, it is conceded that its 
effects will be far reaching in event the bill is enacted 
into law. 

Merchants Ask Chance to Be Heard 


In protest to Chairman Wadsworth of the Senate 
Military Affairs Committee, the Merchants and Manu- 
facturers’ Association of the District of Columbia 
declared the Brookhart Bill “‘subversive’’ to the estab- 
lished order of the American administration. It is 
claimed that the result will be an institution of a form 
of governmental mendicancy. Local merchants are 
asking that hearings be held before any action is taken 
on the bill. 

In defending his bill before Washington merchants, 
Senator Brookhart said, “My bill is aimed directly at 
the high cost of living, particularly in Washington. 
It will offer a means of reducing the expenses of ap- 
proximately a hundred thousand people. It is not 
designed to hamper the retailer, but this much must 
be said. If the retailer can’t lower his price he will 
have to give way in the interest of the majority. He 
is the servant of the producer and the consumer, and 
he cannot rightfully stand in the way of lowered costs 
for them.” 


Shoes Lower in Value 


Retail merchants handling shoes will be interested 
to know that the Bureau of Census figures shows a 
decrease of 54.9 per cent in the total value of boot 
and shoe cut stock (exclusive of that produced in boot 
and shoe factories) during the year of 1921 as com- 
pared with 1919. The total value of the products fell 
from $161,203,000 in 1919 to $72,692,000 in 1921. 
The figures for 1921 do not include establishments re- 
porting products valued at less than $5000. : 

The decrease in the value of products has been ac- 
companied by decrease in the number of persons em- 
ployed, in the amount paid during the year in salaries 
and wages, and in the cost of materials used. 


To Standardize Export Packing Methods 


Boots and shoes and other major commodities are 
to be included in an investigation to be undertaken by 
the Department of Commerce through facilities of the 
Forest Products Labratory at Madison; Wisconsin, for 
the purpose of standardizing export packing methods 
and the elimination of waste due to breakage, pilferage, 
etc., which has reached abnormal proportions during 
the past few years. The study will be nation wide in 
character and will be undertaken under the supervision 
of John Keely, assistant chief of the Transportation 
Division. Mr. Keely has had many years of practical 
experience in exporting and is a specialist in packing 
for export. The result of the studies with appropriate 
recommendations as to methods employed and looking 
to unification in export packing methods will be pub- 
lished by the Department in a series of manuals, each 
covering a particular commodity. 

The work will have the hearty co-operation of the 
Marine Insurance and Steamship companies, freight 
forwarders, trade associations and exporters them- 
selves, according to an announcement of the Depart- 
ment and will represent the best thought in export 
packing methods. 





Better and Better Merchants 
(Continued from page 36) 

Meeting large numbers of people (as one does in 
these new stores) broadens the view of both employer 
and employee, they find themselves too busy to resort 
to petty jealousies of competitors, in fact, instead of 
talking against these competitors, they find it much 
more profitable to cultivate intimate friendship with 
all merchants. The good merchant is always willing 
and ready to join almost any trade association, know- 
ing that at association meetings is the best place to 
meet men and talk over business improvements. 

Since there are no patents on business ideas, every 
merchant, small or large, has an equal opportunity 
to use the newer and better business methods and apply 
them to his individual use. Many prosperous mer- 
chants willingly admit that a large share of their 
prosperity is due to the better business methods they 
learned while attending trade association meetings. 
It is a fact that the masses of small merchants either 
remain small or eventually go out of business only be- 
cause they are too shy, or too narrow-minded to join 
trade associations and attend trade meetings. 
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“Property is the fruit of labor; property is desirable; it is a posi- 
tive good in the world. That some should be rich shows that others 
may become rich, and hence is a just encouragement to industry and 
enterprise. Let not him who is houseless pull down the house of 
another but let him work diligently and build one for himself, thus 
by example assuring that his own shall be safe from violence when 
built.”,-—Abraham Lincoln. 
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Keep the Faith—Fight a Good Fight 


By Earl C. Logan 


ONTACT between the associations representing 

C various groups of the Shoe and Leather Indus- 

try is teaching valuable lessons for all. If 

there is any one lesson that the forthcoming N.S. R. A. 

Convention will teach, that lesson can be told in a few 

words by paraphrasing an old adage. The new axiom 

is—‘‘No part of the shoe industry can live unto itself 
alone.” 

Solving the Problems of All 


Any man who has ever attended meetings of joint 
committees representing different branches of the indus- 
try, could not help seeing that each branch has prob- 
lems—grave and serious problems—that are little 
understood by the rank and file of the members of the 
other branch. Upon the solution of these problems 
depends the prosperity of the individual members of 
each and every group. 

When you get a shipment 30 to 60 days late, you 
have probably lost business and profit, and lost interest 
in those shoes. When you return them the manu- 
facturer usually sells them at a loss, and you have to 
meet the competition of the. merchant who bought 
them at the reduced price. 


The Inter-Relation of Prosperity 


When the salesman “oversells” you, you are in a 
position where you must either cancel, borrow money, 
or fail to pay your bills on time. In either event, 
somebody takes a loss. The industry as a whole can 
not prosper, nor can many individual members of any 
branch of it prosper under such conditions. 

Unless the manufacturers are prosperous, the tan- 
ners can not succeed. Unless the wholesalers and 
merchants are prosperous the manufacturers and shoe 
travelers can not make a profit. Unless the public 
buys the shoes which are on the shelves of the retail 
stores, the merchant can not prosper. 


A Joint Meeting of the Whole Industry 


And so the forthcoming convention of the National 
Shoe Retailers’ Association will be much bigger and 
broader than merely a get together of merchants. It 
will be a joint meeting of the various branches of the 
industry. 

The whole program is based on the co-ordinating of 
the interests, the power and the influence of all the 
branches in an effort to put the industry as a whole 
on a firmer footing and lighten the burden of each 
individual who earns his livelihood in the shoe game. 


Sessions Open to All 


Your badge that admits you to the Coliseum is a 
pass into the convention sessions. No matter what 


niche you fit into in the shoe game, you are not only 
welcome but urged to attend the business sessions of 
the Convention on the second floor of the Coliseum, 
and moreover, you will have a chance to be heard. 

The manufacturers will have a spokesman on the 
program; you will want to hear him. When you know 
many of the problems that he is up against, you will 
know better how to co-ordinate your efforts with his 
to solve those problems. You will see probably where 
you have been losing money that might have been 
saved had you understood the conditions under which 
he is working. 

The Importance of the Traveler 
A mighty important factor in shoe distribution that 


has not had a hearing in former conventions is the 
Shoe Traveler. 

.Undoubtedly you have suffered losses that might. 
have been turned into profits if you had been familiar 
with the services that the Shoe Traveler is able to 
render you. 


A Better Understanding 


The joint committee meetings that have been held 
by representatives of the different branches of the in- 


dustry have thoroughly convinced the leaders of each 
group that the one thing most necessary in the shoe 
industry of today and of the future is a better under- 
standing between buyer and seller. Neither can live 
and prosper without the other. Neither can afford to 
throw brick bats at the other. When one gets hurt, 
the other eventually suffers. 


Keep the Faith 


Between some manufacturers and certain of their 
retail merchant accounts, there is a bond of friendship 
and good will that is most delightful and pleasing. 
Each is endeavoring to the utmost to strengthen that 
bond; each is making a profit through this harmonious 
relationship; and each seeing to it that the relationship 
continues. Each has faith in the other and is willing 
to overlook shortcomings. 

On the other hand, among some manufacturers and 
their merchant customers, there is continuous wrang- 
ling, disputes and strife. Neither is satisfied with the 
treatment received at the hands of the other. The 
merchant remembers late shipments, shoes not up to 
sample, substitution without consent, negligence in 
answering inquiries, selling an old bug and calling it 
good style, and a hundred and one other grounds for 
complaint. 

The manufacturer may forget late shipments made 
by him, but his records show cancellation of orders, 
return of shipments without first entering the reason, 
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sending back shoes that are worn out and so on down 
the list of things that cause loss to his factory, that 
cause him to lose faith, not only in one merchant, but 
in merchants as a whole. 

These misunderstandings have a whole lot to do 
with shoe prices, and with satisfactory service between 
manufacturer and merchant. 


Fight A Clean Fight 


Competition is constantly growing stronger. The 
fight for business is constantly getting harder. The 
big men of the National Shoe Retailers’ Association 
have recognized this condition, and are endeavoring to 
weave into the program the necessity of putting up a 
hard fight, but withal a clean fight. 

It is fondly hoped that the manufacturers, whole- 
salers, shoe travelers, retail merchants and retail sales- 
men who attend the Convention will go home con- 
vinced that good business can be had and retained by 
hard work, honest effort and clean methods ; that 
business transacted on any other basis is apt to prove 
unprofitable in the end. 


Milwaukee Merchants Meet 


Milwaukee, Wis., Dec. 24—Presentation of two 
slates by the nominating committee, which will be 
acted upon at the January meeting, occupied the center 
of attention at the regular monthly meeting of the 
Milwaukee Shoe Retailers’ Association, held at the 
Association of Commerce rooms. 


The committee presented the names of A. T. Jen- 
kins and C. E. Collar for president; E. Ahrens and 
Max Diamond for vice-president: W. F. Wuerl for re- 
election as secretary; J. A. Schumacher for treasurer; 
and Ed. Schneider, A. B. Caspari, C. Bertler and H. 
Lemay for three-year directors. 


Delegates to Convention Chosen 

The meeting also chose delegates to the national 
convention to be held in Chicago in January, naming 
A. T. Jenkins as delegate, Max Diamond as delegate- 
at-large, and Charles Collar as alternate. 

J. E. Robertson, manager of the bond department of 
the American Exchange Bank of Milwaukee, addressed 
the shoe merchants on the topic, “Bond Investments.” 
Mr. Robertson briefly outlined the advantages and dis- 
advantages of industrial and municipal bonds with 
respect to investments. 


Publicity Director Named 


Walter W. Belson was appointed director of publicity 
for the association, in line with similar steps being 
taken by shoe merchants’ associations throughout the 
country. Mr. Belson’s duties will be to supervise in so 
far as is possible, all matters relating to shoes and shoe 
prices appearing in Milwaukee papers, and to secure 
from time to time, publication of such news and in- 
formation as the shoe merchants decide necessary for 
their protection. 

A membership campaign will be started by the 
association early in January, in an effort to bring every 
shoe merchant in Milwaukee into the organization. 





Wouldn't the manufacturer be happy if these men were all buyers? As a matter of fact, however, il’s the wheat pil of the Chicago Board of 
Trade and one of the sights you should see while at the N.S.R.A. Convention 


December 23, 1922 








ae O.42 Br a> 





1922 


Jen- 
and 
 re- 
rer; 


#H. 


nal 
ling 
ate- 


t of 
ssed 
ly 
dis- 
vith 


city 
ing 
the 
1 SO 
hoe 


in- 
for 
the 


ery 
ion. 














December 23, 1922 AND 


SHOE RECORDER 








Figure No. 1 shows the straight inside line of the last used in the A. E. Little 
shoe. No. 2 shows how the well ends at the shank, allowing the upper to be 
pulled down over the instep. Figure 3, to the left of the dotted ‘line, shows the 
extension of the inner sole, forming a supporting saddle for the instep. 


A New Development in Orthopedic Footwear 


turers of orthopedic footwear over the manner in 

which the human foot functions. Controversies 
to date hinge largely on the shaping of the last and the 
degree of support needed by those portions of the foot 
which are not so-called “bearing points.” 

A new angle on this old controversy is revealed in 
the construction of the A. E. Little shoe, made, as the 
name indicates, by the A. E. Little Company of Lynn 
and Brockton. 

The basis of this shoe is the almost universally ac- 
cepted straight-inside-line last with this exception. 
The wood under the instep of the last has been cut 
away to an extent which makes it possible for the 
upper to be pulled down firmly and snugly over the 
instep and anchored to the inner sole between ball 
and heel. In order to make this anchoring possible, 
moreover, the welt on the inside ball ends at the shank 
and does not continue back to the heel as it does on 
the other side. The anchoring is then accomplished 
by through and through stitching taking in the upper 
counter, inner sole and outer sole of the shoe. 

One other feature makes this shoe noteworthy—an 
extension of the inner sole forming a saddle for the 
instep of the foot, supporting it much more than would 
be the case were the foot compelled to depend for its 
instep support only on the upper of the shoe. 

As made in the A. E. Little factory, the shoe has, 
in addition to these features, an orthopedic counter. 
It is of the flexible shank type. 

An unusual feature of the merchandising plan is 
that it is being advertised direct to physicians and 
orthopedic surgeons through the medium of medical 
journals. Advertisements take the form of letters 
from Mr. Little to the readers of the publication. In 


ig general, there is no dispute among manufac- 





discussing the features of the shoe in one of these adver- 
tisements the following statement of its purpose is made: 

“The shock-absorbing construction of the human 
foot is similar to the shock-absorbing construction of 
carriage springs. 

“Under strain or extra weight the arch lowers and 
the foot lengthens, thus absorbing jolts and jars that 
might be harmful to the whole body. The wearing of 
improper shoes has, in 90 per cent of our population, 
weakened the arch so that it does not properly per- 
form its duty—every part of our body suffers. 

“The makeup of this new A. E. Little shoe gives a 
natura] suspension to the arch, works with the func- 
tioning of the foot as Nature intends, and gradually 
restores the muscles to their proper condition. 

“No arch supporting features are used in the A. E. 
Little shoe other than the natural leather. But the 
soles, upper and counter are sewed together, through 
and through. Examine the stitching on the outside 
and inside—no sag. Look at the saddle for the instep 
on the inner sole of the inside.” 


Sole of ‘“‘ Rat Hide”’ 


The smallest side of sole leather in the world, at 
least it is said to be so, was lately nailed on the wall of 
the shop of Lindsey & Hall. They call it “the rat 
hide,” because it is not much bigger than the hide of 
arat. However, it is a slunk calf skin, tanned with sole 
leather. 


Larger Shoes for Winter 


Of course, winter oxfords, worn over woolen stock- 
ings, should be fitted larger than summer oxfords, 
worn over thread stockings. 
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LENDER FOO 
ARCH FITTER 


TRADE MARK 





Quality — 


Feeling that a shoe is no better than its poorest 
unit, we use Goodyear Wingfoot heels, Diamond 
eyelets, leather counters, leather boxes, “Red-line- 
in” lining and built-in steel arch supporting 
shanks in every pair. 


IN STOCK 
2% to 12 AAAA to EEE 


un 


Glazed Kid Whole Quarter Oxford, Regu- Glazed Kid Whole Quarter Oxford, Regu- 
lar Tip, Medium Toe, 14-8 Wingfoot Heel. lar Tip, Rounded Toe, 12-8 Wingfoot Heel. 
Goodyear Welt construction Goodyear Welt construction. 

B925—In Black . 

B926—In Havana Brown 50 BOTS—In Black .........cccceeeee $4.75 
B929—In Patent ‘ 5.00 B976—In Havana Brown 5.50 


NOTE—B929 is carried AAA Width up B977—In White Linnet Cloth...... 4.00 
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SLENDER FOOT ARCH-FITTERS bring sur- Dealers who bought them as specialties 
prisingly large volume. Designed primarily to are now featuring them as “all-around 
meet the requirements of the undersized heel, or fitters,” and the fact that we stock sizes 
oversized ball, their exceptionally snug heel fit and 91 12. width EEE. ol 

agreeable sense of support appeal to the woman 72 to pats ths AAAA to » places 
who has heretofore been a wearer of standard them within reach of ALL women re- 


measurement shoes. gardless of their size requirements. 


The reinforced built-in steel arch-supporting shank proves an 
asset when offering them to the woman who demands some- 
thing of more than ordinary strength through the arch. 


a Manufacturers of Welts Exclusively 


ROCHESTER, N. Y. 
Chicago Office: 506 Security Building, 189 W. Madison Street 
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What Shoes Shall I Display in 
My Windows? 


“1 T seems to me to be the best of good business to 
| continue the work of the advertisement in the 
newspaper by backing it up in the window,” said a 
successful shoe merchant the other day. “If I arouse 
interest in the passer-by, and he or she sees the shoe 
in the window she is doubly impressed. If she reads 
the newspapers she naturally looks for the advertised 
shoes to be in the window. Thus are the two in- 
separable.” 


The windows should be used to display shoes the 
merchant has for sale. In the practice of buying a few 
novelties or “window shoes” which the merchant is 
afraid to handle but which may attract passing atten- 
tion there may be some prestige gained through the 
public giving them credit for being up-to-date, but 
there is more lost when a real customer comes in and 
finds that there are none of that line to fit her. 


Buy shoes to sell, show shoes to sell, show the shoes 
you've got to sell. 
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THE ATTRACTIVENESS OF 
PERIOD DESIGN 
FIXTURES 


make it possible for your windows to pay 
your store the highest returns. A store win- 
dow has 100 per cent circulation compared 
with any other advertising medium it is 
possible for you to secure. 


Display Fixtures perform the service of at- 
tractively presenting your merchandise and 
working every day in the week for you and 
your store. 


By securing a favorable impression for the 
shoes you are selling in your store more sales 
are produced. 


The Louis XVI Period Design pictured here 
is described in Fixture Book I, which is full 
of valuable suggestions for your window and 
we are glad to mail you a copy if you ask 
us to. 
Manufacturers of 
Reliable Display Fixtures 
Since 1886 


This diapay table she the car HUGH LYONS & COMPANY 
ful detail of the Louis XVI De- 

sign 0s os ave reprodecet 3S LANSING, MICH. 

Co. 2913 shown here is 30’ 

high with a 10 z 10 top. 


—Salesrooms— 
New York—35 W. 32d St. 
Chicago—217 W. Jackson Blvd. 


Boston—52 Chauncy St. 
Baltimore—1 N. Eutaw St. 


No. 2935 
Two _ Hosiery 


isplayer 
24” high 
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A well dressed window, an inviting entrance—and the battle is half won. 
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This is the entrance 


to the new Edwin Clapp Boot Shop in Los Angeles, California 


In Black Italian Marble and Bronze 


N event of unusual interest and importance in 

Los Angeles was the opening on Saturday, 
‘ October 14, of the new Edwin Clapp Boot Shop 
in the exclusive South Hill Street section. 

The shop, a beautiful example of modern store 
architecture, created a very favorable impression, and 
has been quite a center of aitraction ever since the 
opening. The exterior is done in black Italian marble 
and bronze, having an unusually wide entrance. 


Comfortable Chairs—Like Home 


The interior is in old mahogany, very ricb and at- 
tractive in its semi bright finish. The floors are of 
Belgian marble, the fitting chairs are unique, and 
resemble more the comfortable chairs of a living room, 
than the chairs of a retail shop, and 
the whole is beautifully lighted by 
special fixtures designed expressly for 
this shop. 

This store is under the manage- 
ment of DeWitt C. Davis, a shoe 
man of wide experience, who has 
been with Edwin Clapp & Son for 
many years. He is well and favor- 
ably known throughout the West in 
connection with Ferguson-Davis of 
Kansas City, Davis Shoe Company of 
San Francisco, and now is adding 
another link in his chain of successes 
in this splendid new enterprise at 
610 South Hill Street, Los Angeles, 
where the Edwin Clapp Shoe is to 
make its future home in that great 
and rapidly growing city. 

The opening was attended by 
hundreds of Los Angelians, who had 


e ents t 
been watching the store grow to thes fa 


EDWIN CLAPP LINCOLN 
Grandson of Edwin Clapp, who 
fourth generation of 
this family to enter the shoe business 


completion, and were there to extend a hearty wel- 
come, and to express their friendly interest and ap- 
proval. 


Edwin Clapp Lincoln Joins Clapp 
Organization 


Prominent among the young men to enter the shoe 
business during the year is Edwin Clapp Lincoln. 

Mr. Lincoln was graduated with his class, Harvard 
°22, and took up his chosen work almost immediately 
with Edwin Clapp & Son, Inc., East Weymouth, Mass., 
of which concern he has been elected a director. 

He is a grandson of Edwin Clapp, founder of the 
corporation, and represents the fourth generation of this 

well-known family to engage in the 
shoe business in East Weymouth. . 

Edwin Clapp & Son, by the way, is 
one of the oldest concerns in the coun- 
try engaged in the manufacture of 
high-grade shoes, having been estab- 
lished in 1853. 


Bootery Manager Migrates 
North 


“JT hope they'll like me as well 
as I like them,” is the unassuming 
way in which Jack G. Rogers, new 
manager of the Bootery on Geary 
Street, expressed for the Recorder, 
his sentiments toward San Fran- 
ciscans. For the past three years, 
Mr. Rogers has been manager of 
the Bootery in Los Angeles. Just 
recently a change was effected. G. 
O. Allen, San Francisco manager 
went south. Mr. Rogers came north. 
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When You Go to the N.S. R. Al 
Chicago Dipl: 


HICAGO is the great central display market. Here are located more 

C manufacturers of decoratives, window fixtures and store interior equipment 

than in any other city. It is to Chicago that most prominent display men 

of the United States and Canada turn for new thought on the showing of mer- 
chandise and for the material with which to carry out their ideas. 

In addition to the numerous Chicago manufacturers, there are branches of 


the leading firms from elsewhere. 


Several display and equipment houses will exhibit at the convention. Some 
of these, and a number of others, have large showrooms very convenient to the 


downtown hotels. 
immediate purchase is intended or not. 


Visitors are always welcome at these show rooms, whether 


A tour of the Chicago display market is certain to provide the visiting mer- 
chant with new ideas which he can put to practical and profitable use. Such a trip 
would well repay you for a little extra time spent in the city. 

Those listed here are mostly within the square half mile, known as the loop 
district—several being grouped within two blocks of each other. For those start- 
ing out from the vicinity of the Blackstone, Congress, Auditorium or Great North- 
ern Hotel, the order in which they are mentioned would be a convenient order in 


which to visit them. 


G. Reising & Co., manu- 
facturers of artificial 
flowers and foliage. 

This house makes prac- 
tically everything in the 
floral line. A variety of what 
are known as staple flowers 
and some interesting num- 
bers that show novel treat- 
ment are on display. 

24 E. Congress Street, a 
few doors east of Wabash 
Avenue. 





G. REISING 
President G. Reising & Co. 


Bodine & Spanjer—backgrounds, panels and 
art flower decoratives. 

If interested in unique backgrounds, you will find 
a visit here well worth while. The window settings 
for many of the finest stores in the country are designed 
and produced by these studios. 

316 S. Wabash Avenue, just south of Jackson 
Boulevard. 

The Adler-Jones Company, floral decoratives. 

This firm is one of the foremost creators of new ideas 
in unusual floral decorative pieces. Their products 
are imbued with beauty plus personality. In their 
show room are displayed a number of clever set pieces, 
placques, screens, vases and other floral units. 

206 South Wabash Avenue, just south of Adams 
Street. 

The Schack Artificial Flower Company. 

This is one of the pioneer firms in the paper and 
artificial flower line. They make both paper and cloth 





flowers and sell practically 
everything needed by the 
window trimmer except fix- 
tures. Scenic panels and 
metallic cloth for draping are 
among the interesting fea- 
tures of their displays. 

Showrooms at 63 East 
Adams, just east of Wabash 
Avenue. 


A. L. Rendell & Co., 
makers of artificial flowers. Preside ni Schack Aetginial Flower 

This firm is reputed to be Company 
America’s largest manufacturer and importer of 
artificial flowers. They show a very large variety of 
flowers, principally in single blossoms and sprays, for 
the trimmer to make up into larger units to suit him- 
self. They have other decorative items of interest, 
such as cut-out figures and 
electric fountains for window 
display. 

General offices and show- 
rooms, 180 North Wabash 
Avenue, corner of Lake 
Street. 

L. Baumann & Co., 
flowers, decorative units 
and settings. 

This firm is among the 
largest makers and importers 
of flowers in the finer grades 
for display purposes. They 








C4A. BODINE 
Manager L. Baumann & 
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design and make decoratives of every sort. They give 
exceptional service in the planning and execution of 
complete window settings, including special backs, 
screens, etc. Their display room is an exhibition in 
itself. 

357 West Chicago Avenue, a few doors west of 
Chicago Avenue station of the Northwestern Elevated. 


Botanical Decorating 
Company, art flowers and 
decorative units. 

This firm is a_ prolific 
source of original ideas in the 
line of floral decorations. 
Their products are “dif- 
ferent.” The showroom is 
centrally located. 

208 West Adams Street, 
west of Wells Street. 


Hecht Fixture Company, 
window display fixtures. 

This firm is well known throughout North and 
South America for its shoe store display equipment. 
At the Chicago office are shown a considerable variety 
of shoe display fixtures in wood, glass and composition, 
ranging from the most modestly priced to the very 
finest. 

237 South Wells Street, corner of Jackson Boulevard. 





MR. JACOB HE@HT 
Hecht Fixture Co. 


J. R. Palmenberg’s Sons, Inc., display fixtures. 

This is a large display fixture firm. They have some 
shoe sets that are worth seeing. 

_204 West Jackson Boulevard, third door west of 
Wells Street. 

Hugh Lyons & Co., display fixtures. 

This firm specializes in display fixtures of the better 
sort for the shoe trade particularly. You have seen 
their products advertised extensively in the Shoe Store 
Service Section. Make a note of those which interest 
you, and see them at their sample room. 

217 West Jackson Boulevard, near Wells Street. 

National X-Ray Reflector Company, lighting 
equipment. 

You may deem it worth while to get a few new 
angles on window lighting. This firm will be glad to 
give you pointers on this important phase of good 
merchandise display. 

235 West Jackson Boulevard, near Franklin Street. 

Curtis-Leger Fixture Company, Display Equip- 
ment, 

A general line of display fixtures and store equip- 
ment such as lighting fixtures, etc.; also some decora- 
tives of merit. , 


Corner Jackson Boulevard and Franklin Street. 

Superior Brass & Fixture Co., display fixtures. 

Here will be found some shoe display sets of very 
pleasing design and finish at modest prices. Also 
shelving and other equipment. 

316 West Jackson Boulevard, between Franklin and 
Market Streets. 


Grand Rapids Fixture Company, cases, shelv- 
ing, etc. 

This firm makes a specialty of specially designed 
show cases and shelving for shoe stores. They make 
them in sectional, interchangeable units, which can be 
changed around at will. Just now they are giving 
special attention to the equipping of hosiery depart- 
ments for shoe stores. 

215 South Market Street, near Adams Street. 


Pittsburgh Reflector & Illuminating Co., win- 
dow lighting. 

You've heard of Pittsburgh Reflectors. You’ve seen 
them advertised in the Recorder. The firm has a 
Chicago branch, where anything which is not quite 
clear to you with regard to the use of reflectors will 
cheerfully be explained. 

565 West Washington Street, corner of Jefferson. 


American Seating Company, Interlocking Shoe 
Store Chairs. 

This is a good place to go for light on your seating 
problems. Here are experts who will be glad to have 
you consult them on arrangement of seating, etc. 
Interlocking Shoe Store Chairs in a number of designs 
are on display. 

Lytton Building, corner Jackson Boulevard and 
State Street. 


Decorators’ Supply Company, display fixtures. 

Manufacturers of high grade shoe display sets, wood 
backgrounds, composition ornaments, etc. 

Archer Avenue and Leo Street. (Archer Avenue car 
right to the door). 


Decorative Fixture Company, display fixtures. 

High class wooden shoe stands, hosiery stands, dis- 
play card holders, etc. 

16th and Jefferson Streets, two blocks east of Hal- 
stead Street. 





Strange Runs of Sizes 


Lynners keep on telling of strange size runs. For 
instance, one order that came last week to a stock 
department, called for sizes No. 3 and No. 4, and then 
jumped to No. 7 and No. 8. It ignored the middle run 
of sizes. 
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We extend to you the Greetings inspired at this 
particular season of the year. 


The P. Sullivan Company 


Makers of 
“PRETTY SHOES FOR WOMEN” 
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Christmas ents tie Safeguard of the Nation 


manity. From one end of the great shopping 

district to the other, eager throngs press forward 
—pushing, shoving, jostling, bent on going somewhere. 
Men, women and children, their arms full of bundles 
wrapped in holly decorated paper. People of nearly 
every nationality on the face of the earth; people of 
every creed and every walk of life; women dressed in 
expensive furs and gowns, rubbing elbows with women 
whose clothing shows the wear of time; men whose 
attire and bearing mark them as men of affairs, jostling 
with men from the work shop and factory. 

At the corner of State and Madison,—‘‘The world’s 
busiest corner”—the crowds are massed for half a 
block awaiting the signal of the traffic cop. One blast 
of the whistle and the crowds pass forward east and 
west on Madison Street; two blasts and the east and 
west flow stops and the crowds go north and south on 
State Street. In the middle of the street they meet 
like two opposing football teams on the gridiron. 

Here a frail, little, old lady has her packages knocked 
from her arms and the doll babies roll out on the street. 
The policeman picks them up and escorts her across 
the street. A tall thin woman with an umbrella en- 
cased nicely in a holiday decorated box, suddenly 
stopped by the crowd ahead of her, jabs a fat man in 
the stomach. 

On every State Street, every Fifth Avenue, and 
every Main Street of the country, the same scene is 
being enacted. Look out of your store door, no matter 
where you are located, and you see the same picture, 
more or less modified. 

What is the answer? One word tells the story— 
Christmas. Christmas—the one time of the whole 
year when we (you and I and the rest of us), for the 
time being forget to a greater or lesser degree, our own 
personal selfish wants and interests, and think of the 

welfare of others, of our kinsfolk and our friends. The 
one time of the year more than any other when we are 
bent on sending sunshine, gladness and good cheer to 
others. 

The time when consciously or unconsciously 


‘to State Street is a surging mass of hu- 


we obey the Spirit of Him whose birthday we honor. 

There is a close kinship in spirit between Red and 
Green, Christmas Emblem, and the Red, White and 
Blue National Emblem. 

The basic principles upon which this Nation was 
founded and written into its Constitution, are the 
principles of righteousness, enunciated by the Man of 
Galilee. 

So long as those principles based on the Christ 
Spirit (The Christmas Spirit) prevail in this country, 
we need have no fear of the government being over- 
turned by Anarchists, Communists, Bolshevists, or any 
other class or breed of radicals. 

Keep up the Christmas Spirit. Let it manifest itself 
in a hundred ways throughout the year. Teach the 
boys and girls in school to be considerate of the wel- 
fare of one another. [Instill the Spirit into churches, 
lodges, fraternities and associations. Keep it before 
the heads of business enterprises and inculcate it into 
employees of factories, offices and stores, and the 
Nation is ever safe. 





Leather as Medicine 


An old timer, retired after 60 years in the Lynn 
trade, walks into a Lynn cut sole shop most every 
morning, and loiters around and sniffs the smell of 
goed red leather. “It is medicine to me,” says he. 
Which revives the familiar tradition that the smell of 
red leather is good for the lungs, as well as the story 
about the man who would buy his shoes only in a 
store that smelled of leather. 





Fitting Shoes Larger 


A salesman, reviewing the year with his firm, ad- 
vised more attention to the larger sizes, particularly 


in the better grades of shoes. He said that some of 
his customers had a way of fitting new shoes a size 
larger than the old, and were getting good results 
from it. 
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Retail Business Much Better 


Cold Weather, Wind and Snow Help Move Galoshes; London 
Boot Shop Takes State Street Location—Fac- 
tories Running Full 


LITTLE snow, a little wind, a drop 
in temperature and retail business 
started to hum. 

During the early part of the week the 
prayers of retail shoe merchants of Chicago 
and vicinity were answered. A strong 
wind from the northwest brought a skim 
of snow and near zero weather. 

Galoshes and the Russian Boot type 
of rubber footwear began to move, and 
many stores in the outlying districts, 
as well as those in the loop, soon depleted 
their stocks. 

The man who prophesied that long 
skirts would spell the doom of this type 
of rubber footwear has another guess 
coming. Possibly if extremely long skirts 
had prevailed for street wear, galoshes 
and other high cut types of rubber foot* 
wear might have suffered, but the pre- 
vailing length of skirts for street wear 
does not interfere with these higher types 
of overshoes, and women of all ages and 
all classes are buying them as they did 
a year ago. 


Big Hosiery Business 


In every Loop shoe store the hosiery 
department is a busy spot. © Beautiful 
hosiery makes an acceptable Christmas 
present, and most of the departments 
have provided themselves with special 
Christmas boxes in which the hosiery is 
placed when sold. Some of the depart- 
ments have provided unusually expensive 
and attractive hosiery boxes for the 
Christmas shoppers. 

Silk hosiery is the big bet. Besides 
the regular weaves in black, the chiffons 
in silvertones are being very freely pur- 
chased. Silk and wool in heather mixtures 
are selling well, but heavy all wool is not 
moving in the higher grade departments. 
In place of the heavy all wool that was so 
popular a few seasons ago, heavy ribbed 
silks are now being sold. 


Metal Cloth Pumps Good 


A shoe store is not primarily a gift shop, 
but every live-wire store at this season 
of the year sees a wonderful increase in its 
sales of gold and silver cloth slippers. 
Part of this is due to women buying these 
articles for their own use during the social 
season, but a large part of the increase is 
due to featuring metal cloth slippers as 
Christmas gifts. 

One large Loop store featured hosiery 
and metal cloth slippers together in their 
advertising, and as a result, almost com- 
pletely depleted their stocks of metal 


cloth pumps, and in almost every instance, 
hosiery was sold to match. 

Undoubtedly the average shoe store 
could greatly increase its business during 
the Christmas season by putting more 
stress upon various articles in the store as 
holiday gifts. 

A Monroe Street wholesaler in passing 
through a State Street store remarked 
to the buyer of the shoe department the 
absence of men’s leather cavaliers. The 
buyer became interested, the wholesaler 
sent over a sample dozen, and three days 
later the buyer purchased three hundred 
pairs which represented the entire stock 
of the wholesaler. Advertise and push 
Christmas merchandise. 


London Boot Shops Lease 
State Street Store 


The London Shoe Company, operating 
a chain of men’s shoe stores, known as the 
London Boot Shops, in New York City, 
have leased a room at 217 South State 
Street, Chicago, where they will open up 
an exclusive men’s shoe store about 
February Ist. 


SHOE RECORDER 


December 23, 1922 


The room is 16 x 90 feet, and according 
to Chicago newspapers, the lease extends 
over a term of years at an annual rental 
a trifle under $24,000.00 a year. 

The room is being completely remodeled 
and a new front will be installed similar to 
a new design used on several of the New 
York stores of this concern. Harold 
Holmes, a local architect, who has at- 
tained quite a reputation as a designer of 
shoe store fronts and interiors, will have 
charge of the architectural work. 

The London Boot Shops have attained 
a nationwide reputation by selling high- 
grade merchandise on a close margin of 
markup, by requiring the customers to 
partly wait on themselves. 

M. Weingarten, Vice-President of the 
Company, who will have charge of the 
Chicago store, says this will be the first 
of a chain of London Boot Shops in 
Chicago. 


New Manager in 
I. Miller Store 


Mr. Leo Scholz, formerly Assistant 
Manager of the Broadway Store of I. 
Miller & Sons, Inc., recently took over 
the management of the I. Miller store at 
State and Monroe Streets, Chicago. 

Mr. Scholz, through years of connection 
with the I. Miller concern, is thoroughly 
acquainted with their methods of mer- 
chandising and well equipped to take 
charge of the rapidly growing business 
of this firm in Chicago, 





ST. LOUIS 


Business Spotty; Few Gains Reported 


Cold Weather Increases Oxford Demand—Some Slight Call 
for Boots 


EPORTS gathered from the bulk 
of the retail merchants in the down- 
town shoe belt, indicated a spotty week 
for the retail shoe business. Some stores 
reported a falling off in sales over the 
previous six days’ business. Few held 
their former level, while a slight minority 
reported gains of the finest margin over 
the week before. On the whole though, 
the week could easily be pronounced as 
one generally unsatisfactory to the 
retail shoe merchants. It was felt 
generally among the trade that the 
Christmas shopping impetus would add 
zest to the buying, but from all reports, 
it appears that this element detracted 
from the shoe purchasing public. 
Complaint in particular was registered 
against the women’s end of the business. 
A good many of the retail shoe merchants 
interviewed stated that it was their 
humble opinion that the Christmas 
shopping was occupying the major portion 
of the women’s time. 


The cold weather which made its 
appearance with a sweep that dropped 
the mercury down close to the zero mark 
had one good effect on the business. It 
forced many, especially the women, to 
buy that pair of oxfords which they have 
long deferred buying. The stores report- 
ing, stated that a decided rise in the 
demand for oxfords was discernible, 
especially on the cold days. Of all the 
styles sold during the week oxfords 
showed the largest gain. This does not 
mean that they were the leading business 
getter, however. With the cold weather 
also came the call for boots, which was 
the most welcome note sounded during 
the entire six days’ business. 


Boots Selling More Freely 


It was the best boot week reported 
during the season. One small store that 
does a high-class business, reported that 
they had sold up completely on one special 
boot and had placed a re-order with the 
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factory. When asked if the price was 
slashed to make the merchandise attrac- 
tive, the retort was that every pair had 
been sold at $11.00 a pair. Not a single 
pair more would have been sold had the 
price been cut, was the opinion of the 
proprietor. Their viewpoint was that 
those women desiring boots bought them 
because they had always done so, and 
price was not an inducement in consum- 
mating the sale. 

Colonials still remain supreme in the 
style realm. Nothing new has thus far 
given this type of footwear any com- 
petition which should cause Colonial 
enthusiasts to worry. However, there 
is a tendency for the smaller tongues to 
creep in and more styles of this pattern 
are being shown every day. Inch, and 
inch and one-half tongues seem to be 
about the proper size. Black satin also 
holds full sway in the fashion field. Strip 
pumps continue to get better and in the 
words of the eminent Frenchman, Dr. 
Emile Coue, “Every day in every way 
they get better and better.” 

Whether or not the retail shoe merchant 
has come under the influence of this fad 
it is impossible to say, but there seems to 
be some unseen force that is shooting the 
sales of this type of footwear in a decided 
upward trend. Many are playing pumps 
as a strong favorite for the early spring 
selling. 

Felts Going Strong 

A big business is being done in felt 
slippers of every kind and price. Women’s 
and children’s especially have had a good 
demand in all stores and all advertising 
of the shoe stores is carrying big space on 
these items. The merchandise itself is 
displayed in the very entrance of the 
store, making it easy for customers to be 
attracted to what has become a popular 
Christmas gift. 


Huette’s Have Good 
Christmas Window 


Huette’s Sixth Street store has devoted 
one entire window to a Christmas display 
which has proved to be a good business 
getter. The window was dressed in the 
proper garb, and no shoes were dis- 
played. Rhinestone and steel-cut bead 
ornaments were the chief items featured, 
with slippers for men, women and children 
sharing the honors. Other findings which 
make useful gifts were included in the 
array. 


Shoe Worker Robbed of 
$1,088 Employees’ Money 


George Schroeder, 2104 North Thir- 
teenth Street, an employee of Brown 
Shoe Company, reported to the police 
that he was held up by three masked men 
in an automobile and robbed of $1,088.85. 
The money belonged to 35 or 40 other 
employees of the company, whose checks 


Schroeder said he had just cashed at the 
Jefferson Bank, located at Jefferson and 
Franklin Ave. ; 


Wright Goes East 


Roscoe Wright of Brandt’s left on a 
hurried trip to Boston to buy some shoes 
for early spring selling. He was expected 
to be gone only a short time. 


Internatioual Shipments 
For Year $101,430,697 


St. Louis definitely becomes the loca- 
tion of the largest shoe manufacturing 
company in the world, with the announce- 
ment by the International Shoe Company 
that their shipments during the year 
ending November 30th were $101,430,697. 
The right to the title as the largest shoe 
company had been contested in the past 
by a New York company. Production 
according to Frank Rand, president of 
the company, is now running at the rate of 
more than 140,000 pairs per day. The 
company uses leather tanned in its own 
plants, the tanneries being at Wood 
River, Ill. and in the states of Pennsyl- 
vania, North Carolina, and New Hamp- 
shire. The company has more than 20,- 
000 employees. 


Another 3 Per Cent Dividend 
For Hamilton-Brown 


The Hamilton-Brown Shoe Company 
yesterday announced a dividend of 
2 per cent payable on December 2nd 
and a dividend of 1 per cent payable 
January 2nd. This will make a total of 
12 per cent in cash dividends to be paid 
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this year by the company. Besides the 
cash dividend the stockholders will vote 
December 26th on a proposal to increase 
the capital from $4,000,000 to $5,000,000, 
distributing the additional $1,000,000 of 
capital as a stock dividend of 25 per cent. 


Lund-Williams Move 


The Lund-Williams Shoe Company 
have moved to their new quarters at 
1527 Washington Avenue. Spacious 
quarters have been secured and the loca- 
tion is in the very heart of the wholesale 
shoe district. This was given as one of 
the principal reasons for making the 
change, one of the officials of the company 
stated. It was stated that the produc- 
tion of the company had been doubled 
during the past few months. 


Brown To Have Another 
Factory 


Arrangements have been made for the 
building of a new shoe factory by the 
Brown Shoe Company at Union City, 
Tenn. Work will be started immediately. 
The factory building will be 250 x 45 
feet with a stem in the center of one side 
80 x 65 feet. Both building and stem will 
be three stories high and contain approx- 
imately 50,000 square feet of floor space. 
It is hoped to have the factory completed 
by April 1923. The factory will be used 
in the manufacturing of children’s stitch- 
downs and will have a capacity of 5,000 
pairs per day. Union City is located 
about 200 miles from St. Louis. Condi- 
tions there are favorable for the location 
of the factory, stated John Bush, president 
of the company. 





MILWAUKEE 


Men’s Trade Unusually Brisk 


Run on Arctics Reported with Arrival of Winter Weather— 
Fancy Type Have Not “Caught On” 


RISK HOLIDAY trade being in- 

dulged in here will serve to boost the 
year’s total business appreciably. Trad- 
ing is particularly heavy in men’s shoes, 
perhaps because of the slowness of this 
business up to the present. 

Oxfords for women continue to be in 
demand in spite of the severe weather. 
Sleet, rain and snow have made a change, 
not only on the city’s pavements, but 
in the type of footwear which pounds 
them daily. Arctics have appeared in 
profusion, for the first time this fall, 
and merchants report a “run” on them. 

The plain, staple, and somewhat 
lowly arctic still holds sway in Milwaukee. 
The fancy types as yet, have not taken 
well. Merchants stocked rather heavily 
with them, are wondering just when the 
demand for the fancy styles will set in— 


if at all. A few are being sold, but by far 
the greatest number of arc ics are just 
plain ‘“‘goloshes.” 
Men Buying High Shoes 

Buying of men’s oxfords has not been 
at all satisfactory to local shoe merchants. 
It was generally expected that men would 
cling to oxfords throughout the winter 
in about the same manner as last year, 
but for some unknown reason, the oxford 
has been deserted. Most merchants at 
this time are selling 75 per cent or more 
of high cuts. Black and brown divide 
color popularity about 50-50. 


Manufacturers Active 
‘Full time, back order operations con- 
tinue to be the most prominent feature 
of shoe manufacturing in Milwaukee and 
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throughout the state. Hardly a shoe 
factory in the entire state but is working 
near capacity on a substantial advancé 
order basis. The leather industry is also 
characterized by a high production period, 
and taken together, the shoe and leather 
industries may safely be rated as the two 
most active industrials in Milwaukee. 


New Industry for Stevens 
Point 


The Eureka Novelty Manufacturing 
Company, an Illinois corporition, has 
leased a factory at Stevens Point, and will 
commence operations at once. The 
company turns out show cases for shoe 
stores, ready-to-wear houses, and other 
retail establishments. 


Upholds Apprentice Law 


Asserting that the father of a minor 
entering into an apprenticeship agree- 
ment can be held liable for the violations 
of that agreement by his son, R. M. Hoyt, 
deputy attorney general of Wisconsin 
upholds the validity of the Wisconsin 
apprenticeship law in an opinion to the 
industrial commission. Under the law, 
either party to an indenture who fails 
to perform any of the stipulations may be 
forced to forfeit not less than $1 and 
not more than $100, as prescribed by the 
statute. 


Utley on Southern Trip 


George P. Utley, vice-president and 
secretary of the Menzies Shoe Company, 
Fond-du-Lac, has left on a business .rip 
to visit branches in Dallas, Texas, and St. 


Louis, Mo. Mr. Utley will spend the 
greater part of the ten-day trip inspecting 
the work of the branch factories which he 
states are working steadily and doing a 
good business. 
Hosiery Company Changes 
Name 


Announcement is made at the various 
Wisconsin branches of the Paramount 
Knitting Company of a change in cor- 
porate name by that organization, which 
in the future will be known as the Bear 
Brand Hosiery Company. Papers filed 
in Springfield, Ill., in which state the 
company is incorporated, show that the 
concern under its new name, will manu- 
facture hosiery and other textiles, at a 
capitalization of $3,800,000. The com- 
pany operates branches at Kankakee, III. 
and Beaver Dam, Hartford, and Waupun, 
Wis. 


Marathon Adding to 
Factory 
Another unit will be added to the 
present factory of the Marathon Shoe 
Company, First Avenue and Cedar Street, 
Wausau, Wis., according to a decision 


made at the last meeting of the board of 
directors. Plans for the new building 
call for an addition,’ three stories high 
with basement, 50x150 feet. The 
addition will double the plant's capacity, 
making it 4,000 pairs daily. 


New Shoe Store Opened 


H. C. Schwartz, former manager of a 
chain shoe store in Milwaukee, has 
opened his new store at 758 Third Street. 
He will carry a complete line of men’s, 
women’s and children’s shoes, catering 
to the moderate priced trade. Schwartz’s 
Shoe Shop is the name of the new store. 


“Ad” Ball Big Success 


Living models reproducing advertise- 
ments of Milwaukee national advertisers 
were the feature of the “Poster Ball” 
of the Women’s Ad club of Milwaukee, 
held at the Wisconsin club. Among the 
companies represented at the ball were 
F. Mayer Boot, & Shoe Co.; Holeproof 
Hosiery Co.; Rich Shoe Co.; Bradley 
Knitting Co.; Phoenix Hosiery; Albert 
Trostel & Sons Co.; and several other 
concerns. 


Huntley with Wovenright 


Carl Huntley, former sales manager 
and advertising counsellor of the Ever- 
wear Hosiery Company, Milwaukee, is 
now associated with the Wovenright 
Knitting Company of Cleveland, Ohio. 
Early reports to the effect that Mr. 
Huntley had joined the Interwoven 
Stocking Company were incorrect, though 
given on good authority. 


Fields Buy Store 


The Goldberg Department Store, Anti- 
go, Wis., has been purchased by the 
Field Syndicate, operators of women’s 
wear stores in Milwaukee, LaCrosse, 
Minneapolis, and New York. J.° Levin, 


formerly with the Goldberg store, will be . 


manager of the store, which contemplates 
little change in policy. 
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Killing Business 

“With the year’s first blanket of snow, 
comes the disconcerting tinkle and flop 
of the unpardonable ‘galosh’ or ‘arctic,’ ”’ 
says the Superior Telegram. “Some not 
content with the mere clank of the 
buckles have little bells attached, to 
pique the populace,”’ continues the story. 
Just another case of “unpardonable” 
editorializing in the news columns, 
editorializing which is not constructive, 
but destructive in intent. 


Everwear Employees Frolic 


A Christmas jubilee party, attended by 
about 350 employees of the Everwear 
Hosiery Company, Milwaukee, was held 
in the cafeteria of the factory, 382 Tenth 
Street. A program featuring employees 
was given. 


Labor Demand Drops 


The demand for labor in Milwaukee 
is decreasing greatly every week according 
to Harry Lippert, in charge of the federal 
employment agency. A growing con- 
viction that a surplus of men will be 
noted this winter, is prevalent at the 
office. Skilled mechanics, expert tannery 
men, and shoe workers, are the only types 
of workmen now in demand, he says. 
Rough labor has ceased to be desirable, 
with only logging camps calling for 
unskilled help in small quantities. 


Pagels to Go with 
Nunn & Bush 


E. R. Pagels, well-known member of the 
executive force of the Edmonds Shoe 
Company, has tendered his resignation, 
effective January 1, at which time he will 
become advertising manager of the Nunn 
& Bush Company, also of this city. 
Prior to entering the advertising field, 
Mr. Pagels sold on the road and has a 
wide acquaintance among retail merchants 
in Wisconsin, Illinois, upper Michigan, 
Minnesota and Iowa. 





CLEVELAND 


Christmas Trade Given Impetus 
Semi-Monthly Pay Days Start Things in Mid-Month; Ox- 
fords Most Popular with Women 


HE Christmas shopping period reach- 

ed its crest in this city on December 
15 when the semi-monthly pay checks 
aggregating thousands of dollars were 
issued. The Stores were all crowded on 
the fifteenth and sixteenth and the ac- 
commodations were hardly large enough 
to accommodate those who entered. The 
shoe stores shared in the volume of buying 
that was ushered in by the big distribution 
of funds. 


Calls were made on a number of shoe 
stores that may be considered representa- 
tive of the trade in this city and in each 
instance the manager stated business for 
the month is in excess of the volume a 
year ago. 

Oxfords Furnish Largest Volume 


Oxfords are the leaders in the race tor 
popularity, but the merchants are still 
selling tongue colonials. The sales of 
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boots are limited largely to school children 
and to elderly persons. The novelties are 
going well as usual and buckles seem to be 
the popular thing for the younger persons 
to wear. 

Along with the sales of low shoes are 
going plenty of Radio and Pavlovo boots. 
In fact these models are going better than 
was anticipated in most instances. The 
three and four button galoshes that have 
been the standby in this city for so long are 
for the present suffering an eclipse. But 
merchants look for these models to go 
better in the colder days of January and 
February. The galosh has been selling 
well but not quite up to the volume of a 
year ago. 


Will Patent Lead in the 
Spring? 


Merchants have been laying in stocks 
for spring for quite a while. ‘Enough 
buying has been done to indicate that 
patent leather is going to be one of the 
leaders in this coming season. Merchants 
interviewed were all of the opinion that 
the model is to have another good season— 
even better than it enjoyed this year. 

Black grain leathers also are regarded as 
good buys for the new season. The mer- 
chants say that practically all models 
made up from this leather will go well. 

Tan Russians also areregarded favorable 
by those who have been in the market for 
spring. 


Big Crowd Going to Chicago 


The annual pilgrimage of Cleveland and 
Northern Ohio merchants to the conven- 
tion of the National Shoe Retailers’ 
Association will be made next month. 

Already plans are under way to trans- 
port a good sized delegation from this city. 
Special preparations are being made this 
year by Cleveland merchants, because .one 
of their own number, C. K. Chisholm, 
nationally known in the industry, is presi- 
dent of the national organization. 

Mr. Chisholm’s personal popularity in 
this city is alone sufficient to cause mer- 
chants here to attend in large numbers to 
convince the association of their pride in 
the fact that one of their own number was 
chosen for theimportant office of president. 
The information that is available at the 
convention is a magnet that regularly 
draws merchants who are keen on keeping 
abreast of developments in their trade. 

C. K. Allen of the Allen ticket service is 
in charge of arrangements for the trip. 
This year he has prepared a booklet en- 
titled ‘“The President’s Special.” It gives 
the itinerary, the meeting place, and 
something about Chicago hotels and rea- 
sons why merchants should attend gather- 
ings of their trade association. 

The delegates will leave this city at 
midnight January 7, for the convention 


city. They are scheduled to arrive at 
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Chicago on January 8, 1923 at 7.40 a.m. 
The journey will be made over the New 
York Central. 

The fare for the round trip, including 
lower Pullman berth each way, will be 
29.75. The drawing room charge for 
round trip will be $69. 
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A campaign will be made by mail to 
induce merchants in Northern Ohio cities 
such as Ashtabula, Painesville, Youngs- 
town, Warren, Niles, Massillon, Canton, 
Akron, Wooster, Mansfield, and Ashland 
to come to this city and accompany the 
Forest City delegation. 





DENVER 


Shoe Merchants Finishing Good Year 


General Business in Denver Good—Holiday Business Brisk 


—Better Business 


ENVER shoe merchants report that 

they are just completing a fairly 
good business year, and that they are 
making ready to care for even better 
business during the coming year of 1923. 
The year just closing was considerably 
better from a business standpoint than 
was 1921, according to retail shoe mer- 
chants of this city. Business in gen- 
eral in Denver and other parts of the 
state is showing improvement. Employ- 
ment in Colorado is steadily expanding. 
A light shortage of metal miners and build- 
ing craftsman and a slight surplus of 
skilled labor exist. The protective tariff 
legislation enacted a few months ago by 
congress is serving to revive activity in 
nearly all metal mining camps of the state. 
Some mines, closed down for many years, 
are proceeding with construction and 
development work preparatory to re- 
opening. This all tends to put a rosy out- 
look on business prospects for the coming 
year and retail shoe men see better busi- 
ness ahead for. them. 


Denver Store Quitting 
Business 


The G. & G. Shoe Store, a firm that has 
been in business here for the past several 
years selling Regal shoes at 538 Sixteenth 
street, is at the present time conducting 
a “Must Vacate” sale. The building in 
which the store is located has been leased 
by the Fontius Shoe Company, which will 
tear down the building and erect one of the 
finest shoe stores in the country on the site 
later on. The G. & G. Shoe Store people 
report that they have looked around for 
the past six months for a suitable location, 
but have been unable to find one and so 
have decided to quit the shoe business in 
Denver. 


Fire Destroys Colorado 
Store 


Fire believed to have started in the 
furnace rdom of the M. H. Loeffler Cloth- 
ing Company, Grand Junction, Colo., on 
Dec. 8 damaged stock invoiced recently at 
$78,000 and caused a $15,000 damage to 
the building. The Loeffler building was 
recently remodeled and new and expensive 


Looked for in 1923 


fixtures installed. Part of the loss is 
covered by insurance. A shoe department 
was conducted by the firm. 


Brief News Notes 


Charles C. King, of the Peters Shoe 
Company, was a recent business visitor in 
Trinidad and other southern Colorado 
cities. 

The Denver Rocky Mountain News 
each Sunday features a section, “Shop 
With Suzanne.”’ In the section last Sun- 
day Suzanne told about the dainty suede 
slipper, called the Lady Joan, which she 
saw when visiting the Johnston Shoe 
Company’s store here. The Johnston 
people report a good sale of this slipper for 
Christmas gifts. 

F. W. Jefferay, of the Jefferay store, was 
a recent business visitor in Utica, N.Y. 

The Fontius Shoe company, this city, 
featured house slippers as Christmas gifts 
during the holiday selling season. 

F. M. McAdoo of St. Louis and with the 
Central Shoe Company, recently visited 
different Colorado cities in the interest 
of his house. 

The Gano-Downs store, Denver, have 
been featuring two styles of pumps. One 
is a tongue pattern sticked in beige and 
the other a strap pattern in purple or 
beige. They are selling at $15. 

The Denver Dry Goods Company has 
been boosting its shoe department by 
means of bill board publicity of late. 

Robert Lee Gilliam, traveling represen- 
tative of the Brown Shoe Company, spent 
a few days recently calling om retail shoe 
merchants in Southern Colorado cities. 


Credit Association 
Anniversary 


The twenty-sixth anniversary of the 
Milwaukee Association.of Credit Men, 
was. observed with a banquet held at the 
Hotel Pfister, and attended by members 
and their guests. The association was 
formed in 1896 with 40 members; it now 
has more than 600 on the membership list. 
Only two men of the original membership 
are now alive. Robert J. Dempsey, credit 
manager of the Weyenberg Shoe Co., is 
president of the association. 
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PORTLAND 


Retail Business Is Active 


Building Boom Continues and Pre-Holiday Trade 
Is Heavy 


ID-WINTER finds Portland enjoy- 

ing an active retail business, all the 
more brisk because of the alternation of 
dry, snappy days and cold rainy ones 
that are prevalent during the pre-holiday 
season. Prospects loom brightly, now 
that the elections are over, Oregon having 
swung Democrat with the anticipation of 
lower taxation. Building operations are 
speeding ahead, in fact the permits for 
1922 have already passed the $22,000,000 
valuation mark, with assurances of 
still greater investments for 1923. A new 
business district has come into being, 
and business blocks and beautiful apart- 
ment houses figure prominently in the 
cities realty activities, which are coming 
out of their half a dozen years or more 
lethargy with greater degree of life than 
has been imagined possible. 


Fewer Ca lls for Calf Shoes 


In a recent single day sale, V. E. Moore, 
of the shoe department of the Lipman, 
Wolfe Company made a wide distribution 
of black satin pumps which were offered 
to the delighted shoppers at $6.45 the 
pair. “There is a big demand for fancy 
shoes at present,” says Mr. Moore. 
“During this sale fancy shoes were 
popular, as well as welt soles with low 
heels. Louis heels continue to remain a 
favorite, and $10 is still the popular price; 
if anything the demand is for shoes 
moderately priced. One of our finest 
imports is now being copied in a cheaper 
manufacture, to satisfy the demand for 
fashionable models at lower prices. In 
spite of the rainy weather, women still 
wear low shoes on the streets.” Mr. 
Moore reports the biggest volume of 
business being done on the fine kids, 
satins, suede, and patents with very little 
call for calf. 


Slippers Selling Well 


Slippers and accessories are receiving 
warm attention from J. A. Lawrence of 
the Meier and Frank store. Resultingly 
his department hummed with activity 
for Christmas shopping. Extensive lines 
of house slippers moved rapidly, and 
were very popular in $3.50 and $4.00 
numbers. Mr. Lawrence states that 
spats have been very good this winter 
and reorders have been filled several 
times. 

Greenfield’s report heavy sale on 
satins. ‘“‘Style is the big element,” says 
J. L. Zingleman, ““Women even want lots 
of style in their house slippers,” he says. 


A special sale put over to stimulate the 
holiday buying was successful towards 
this end, as Zingleman’s sales usually are. 


Shoe Merchants Cash In 
on Health Exposition 


The Health Exposition, which was 
attended by 180,000 visitors during the 
eleven days of its showing at the Munici- 
pal Auditorium, proved an ideal place for 
the Knight Shoe Company to demonstrate 
their Foot-O-Scope. Dr. J. M. Ingalls, 
foot specialist gave his personal attention 
to explaining the wonders of the X-Ray 
to aid in determining the proper fitting 
shoe. Free X-Ray examinations were 
made at the Knight booth, and thousands 
of interested inquiries were registered. 
The Knight Shoe Company had a regular 
foot specialist on their staff for the past 
four years in a department now fittingly 
called the Foot Relief Department. X-Ray 
work is done free of charge. The Foot- 
O-Scope was also demonstrated at the 
Pacific International Livestock Exposition. 

The three C. H. Baker stores featured 
corrective footwear at the Health Ex- 
position, which came fittingly within the 
scope of the educational work carried in 
this huge hygiene show. Their mechanics 
$5 shoe was introduced to thousands who 
appreciate inexpensive foot fom shoes, 
and for women the Harry Gray corrective 
shoe was demonstrated by expert attend- 
ants. Nettleton and Laird-Schober shoes 
were also featured in a special exhibit to 
inform the public that fashionable as 
well as corrective lines were carried. Three 
distinct types of corrective lasts were 
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shown, (1) the medium broad toe with 
medium-height heel and close-fitting arch, 
(2) the medium narrow tow with the 
muscle massaging fled flexible arch, 
narrow heel seat and glove fitting instep, 
(3) similar as 2 except made with a very 
heavy arch for the foot which is weak or 
fallen at this place. 

Anotherinteresting exhibit at the Health 
Exposition was that of J. E. Tryzelaar, 
foot correctionist and arch specialist, 
who makes what is called the Feather- 
weight Arch to order from a directly 
modeled impression of the foot. The 
Featherweight arch, which weighs less 
than one ounce is built of a very light 
reinforced compound containing no metal. 


Eggert & Young Co. in New 
Store 


Eggert & Young Company are now 
located in their new building at 127 
Sixth Street, one of the handsomest retail 
store locations in the city. In their 
beautiful new home the Eggert & Young 
Company will conduct their business 
along high-grade conservative lines as 
during the past forty years of its existance. 


Hosiery Sale Successful 


The Knight Shoe Company struck a 
popular note when they recently made a 
district “bargain” appeal to the women 
from their hosiery department. In this 
advertised special were mentioned $3.50 
imported all-wool clocked hose in brown 
only for $2.95. Regular $2.50 values of 
heavy green and gold ribbed heather hose, 
also wool, were priced in this sale at 
$1.63, and for $2.93 the luxury loving 
element feminine might purchase biron 
back all silk chiffon hose in black only 
of $3.75 values. Ninety-five cents 
proved a big pulling price for a special 
on black and cordovan silk hose of 
regular $1.75 value. 





KANSAS CITY 


Christmas Trade Exceptionally Good 


Started Early and Grew as Weather Grew Colder; Hosiery 
Sales a Prominent Feature 


OLDER weather proved a boon to the 

Kansas City shoe merchants. The 
latter part of November and the earlier 
portion of December were featured by 
the brisk buying in all lines. The “Do 
Your Christmas Shopping Early” cam- 
paign conducted by the merchants also 
had a pronounced effect upon the buying 
public. A number of stores report much 
earlier interest in gift footwear such as 
slippers and buckles than was evinced 
last year. Hosiery has also been in 
demand as Christmas presents. Mer- 
chants with a regular hosiery department, 


sufficiently advertised, report that in 
many instances hosiery has drawn pros- 
pective customers into their stores rather 
than shoes The old theory on which 
hosiery departments were installed, that 
hosiery could be sold a customer at the 
same time the customer buys shoes, has 
been superseded by knowledge born of 
experience that hosiery will stand alone. 
Considering the small space required for 
a complete line of hosiery, merchants 
have found it to be a highly paying 
investment. 


Business generally has been much 
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better in the last few weeks. The majority 
of the stores report increases over the 
corresponding period of last year. Colo- 
nials are still the favored pattern in the 
stores for women and women’s depart- 
ments, with satin the leading material. 
Black is leading in sales. There has been 
a considerable increase in the demand for 
oxfords since the cold snap set in. In 
this, brown with a military heel leads. 


Big Demand for Buckles 


The most pronounced effect of the cold 
weather, perhaps, was felt in the children’s 
departments, where department managers 
report one of the best periods of the year. 

The demand for buckles has greatly 
increased in the last week and merchants 
expect it to continue strong until Christ- 
mas. 

In the men’s stores, the modified 
brogue and the modified straight lasts are 
leading. Favor seemg about equally 
distributed between black and brown. 


Freight Rates a Deterrent 


Freight rates are considered one factor 
in keeping Kansas City and other cities 
of the Middlewest from enjoying what 
some believe should be an almost un- 
precedented business boom. The other 
factor, or at least the other major factor, 
is the shortage of railway cars. 

That the agricultural Middlewest is 
hard hit by existing railway rates is un- 
questionable. Conditions are worse now 
by far than in 1913, back in the “good 
old days” before the war. As Dr. H. J. 
Waters, editor of the Weekly Kansas 
City Star, testified before the interstate 
commerce commission, “a dollar’s worth 
of corn today will purchase only 6lc in 
transportation as compared with the 1913 
average; a wheat dollar is worth only 
72 c; an oats dollar, 55 c; a hay dollar, 64c 
—all as compared to what they used to 
buy in rail transportation.” 

Dr. Waters further pointed that many 
other commodities were still relatively 
higher than the freight rates. “‘A dollar’s 
worth of lumber now,” he said, “will buy 
50c more in transportation; coal, nearly 
a third more; bricks nearly twice as much.” 

Determined Fight Against Rates 

The testimony was in connection with 
the joint efforts of ten agricultural states 
to get the interstate commerce commission 
to lower rates on farm products. If the 
ten states succeed in doing this it will 
mean millions of dollars to the Middle- 
western farmer and increased prosperity 
for the entire district. 

The other factor, the shortage of cars, 
is of more importance at this particular 
time only, as grain is stored throughout 
the Mississippi and Missouri valleys which 
cannot be marketed because of the lack 
of freight cars. Until the cars are avail- 
able so that the farmer may ship his 
grain, the farmer cannot pay his debts, 


BOOT AND 


and the people dependent upon thefarmer’s 
payments to meet their own obligations 
must necessarily mark time. Business 
throughout the Middlewest is much 
better, but it would be many times better 
if it were not for the farmer’s plight. 


Brief News Notes 


The latter part of November was 
marked by a number of sales, broken 
lines and clearances. Among the stores 
advertising sales were Robinson’s, with a 
Red Cross factory sale; the Louvre Boot 
Shop and Carlot’s. The latter staged a 
$5.50 sale. 

The Emerson Shoe Company, 918 
Walnut Street, was damaged recently 
when an explosion wrecked the Doric 
Theater, next door. A leaky gas con- 
nection in the basement of the theater 
was believed to have caused the explosion. 
A window of the Emerson shop was blown 
out and the shoe stock slightly damaged. 


Pittsburgh Notes 


Enlarged Store Doing Well 


The Stetson Shop, with Holbrook and 
Petty proprietors, has justified the 
enlargement of its Jenkins Arcade store 
by the increased business and comfort to 
its many customers. A campaign to 
have customers shop in the mornings is 
bringing results. This shop caters to 
men only and has a splendid clientele, 
while Petty’s Bootery within a stone’s 
throw, features women’s wear. 





Opening New Store in 
Homestead 

“‘Book’s” who already have a chain of 
stores in Pittsburgh and outlying dis- 
tricts are opening an additional modern 
store in Homestead. The same policy 
will be used in the new store as in the 
others. Homestead is one of the neigh- 
boring steel towns which is having a 
business revival at present and this new 
venture ought to be successful in view of 
these conditions. 


Altoona Man Back from 
Europe 

After a long absence, Henry Johnson, 
one of the first and also one of the leading 
shoe merchants in Altoona until 1911, but 
for some time a resident of New York, 
has just returned to see old acquaintances 
and friends. He has just completed an 
extended trip to Europe visiting all the 
principal countries on the other side. 
Mr. Johnson established a shoe store in 
Altoona in 1860, remaining there until 
1911. 


Second Floor Store Successful 


~ The Porter-Seitz Stores Company re- 
port that their newest store on the second 
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floor of the Pittsburgh Life Building is 
doing well. Despite its recent opening, 
it has already attracted a clientele of 
satisfied customers who, in turn, are 
boosting the store to their friends. The 
second floor store idea seems to be working 
well in Pittsburgh. 





Rosenwasser Employees 
Have Grand Ball 


The Mutual Aid Society of the Em- 
ployees of Rosenwasser Bros., Inc., of 
Long Island City, N. Y. gave a grand 
ball and entertainment on Saturday 
evening December 9th at Hunts’ Point 
Palace on East 163rd Street, New York. 
Nearly twenty-five hundred employees 
and their friends participated. The 
dancing was very greatly enjoyed due to 
the fact that the society had one of the 
best bands in the city to provide the music. 
Before the dancing an extraordinary 
vaudeville entertainment consisting of six 
professional acts was given under the 
supervision of the Keith Vaudeville 
Circuit. 

Guests of honor at the ball were Mr. 
and Mrs. Morris Rosenwasser, Mr. and 
Mrs. S. Bertram Berkow, and Mr. and 
Mrs. John B. Milligan. Mr. Rosen- 
wasser is president of the company, Mr. 
Berkow is treasurer, and Mr. Milligan 
is Superintendent. 

A valuable souvenir programme was 
distributed to all. The affair proved a 
huge success from every angle. The 
arrangements were in the hands of the 
following committee chairmen: Lewis 
Silverman, I. Blueistein, L. Reiback ard 
Phil A. Rosenwasser. 


New Shoe Stores 


Eagle Lake Dry Goods Company 
(J. D. Rhodes, President and General 
Manager) Eagle Lake, Fla. shoe depart- 
ment. 

B. E. Mays, 
department. 

The Women’s R Toggery Shop (Max 
Gross and associates) Birmingham, Ala. 
shoe department. 

The Effird Department Store Company, 
Goldsboro, N. C., shoe department. 

Weiss Bargain Store, Murphysboro, 
Ill., shoe department. 

Adolph Boehler, Clay Center, Kas., 
shoe department. 

V. E. Gregg, Lawrence, Kas., shoe 
department. 

Dunlap Shoe Company, Louisville, Ky. 

J. B. Perry, Novinger, Mo., shoe 
department. 

Champion Shoe Company, Syracuse, 
KN. FE. 

Bishop & Blake, Chickasha, Okla. 

E. A. Heberlein, Fennimore, Wis., 
shoe department. ' 


Adams, Tenn., shoe 
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EXTRA HEAVY FLANGE SOLE 
—Ai thick, single layer of the finest, 
toughest rubber. Its flange shape means 
extra protection and wear, 











BACK OF THE HEEL — Eleven 
layers of heavy duck and highest grade 
rubber make this one of the strongest 
points of the whole boot, 











THE INSTEP —W¥e'we put a. sertes 
of graduated reinforcing layers into the 
instep, combining unusual flexibility 
with surprising strength 











THE ANKLE—Wiere so many boots 
sag and crack, The“U.S," Boot hasan 
extra“ collar” around the leg, and on top 
of that is vulcanized a heavy side-stay. 





Rugged strength 
at the 4 vital points 


—that’s why “U.S.” Boots give such long wear 


OLE, heel, instep, ankle—it’s at one 
of these + places boots get their 
hardest strain. 


And weakness at any one of them will 
rob your customers of the wear they 
ought to get! 


The big reason for the remarkable 
strength, long wear and “stand up” 
qualities of “U.S.” Boots is the fact that 
their makers have built into them at 
every one of these ¢ vital points the 
strongest kind of reinforcements. 


Made throughout of the finest quality 
of fabric and tough rubber,“U.S.” Boots 
are backed up at the “wearing points” 
by 7 to 11 extra thicknesses. And they’re 
so built that all this extra wear is gained 
without losing ease and flexibility. 


United States Rubber Company — 
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HE Christmas rush is about over. 
But this does not mean that rubbers 
have stopped selling, because there 
are many folks who are going to treat 
themselves and their children to rubbers 
and galoshes with their Christmas gift 
money—and then January and February 





E. L. PHIPPS 


are always good rubber-selling months for 
rubber footwear. 

It is well, however, to size in on rubber 
stocks just as soon as you have a little 
leisure time and see where you are. For 
rubber companies will issue their price 
schedules pretty soon, and while it cannot 
be stated at this time whether there will 
be advances or reductions, of one thing we 
are sure and that is, there will be some 
re-adjustments. 


Men’s Brogues Obtainable 


Merchants may find that they have 
men’s brogue shoes for which they have 
no rubbers. If so, there is no need of 
being discouraged—the only thing to do is 
to order some. One or two of the big 
rubber companies anticipated the demand 
that would come for a rubber to fit this 
style. 


Charles A. Coe Resigns as 
Eastern Selling Agent 
U. S. Rubber Co. 


Charles A. Coe, who has served for the 
past twenty years as Eastern selling agent 
of footwear for the United States Rubber 
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After Christmas, Size In on Stock 


Company’s offices in Boston, has resigned 
from that office. He will be succeeded by 
E.' L. Phipps who ‘has been closely 
associated with him since 1908. 

Mr. Coe’s unusual record of service 
covers a period of fifty-two years in the 
rubber business. He was born in Madison 
County, New York, moved to Bloomington, 
Ill., in 1865 and was first employed there in 
a mill.. In 1871 he secured a position with 
R. P. Smith & Son of Bloomington, whence 
after seven years, he moved to Omaha. 
Until 1889 he was a member of the firms of 
Reed, Jones & Company and Kirkendall, 
Jones & Company, when he started in 
business as Charles A. Coe & Company. 
This firm was later changed to Morse-Coe 
Shoe Company. 

Mr. Coe moved to Boston in 1895 and 
during the following year did special work 
for the United States Rubber Company 
as Charles A. Coe & Company. He had 
the agency of the American Rubber Com- 
pany until 1896 and in 1902 was appointed 
Eastern selling agent of the Footwear 
Division of the United States Rubber 
Company, which position he has held ever 
since. 


“Charlie” Coe Beloved by Trade 


Few men in the rubber business are 
better known and liked than “Charlie” 











Illustrative of the durability of the 
Crepe rubber type of Sole, when well 
male, & the one on this shoe, worn 
by a member of the Dartmouth Col- 
lege Cross Country Team. It has 
had more than 200 miles of the 
hardest kind of service. Furnished 
through the courtesy of the Clifford 
pany os Boston. 
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Coe. A royal good fellow, always, his re- 
tirement will be regretted by a large 
circle of friends. He is a member of the 
Rubber Association of America, Inc., 
Boston Boot’ and Shoe Club, Algonquin 
Club, New York Athletic Club, Fort 
Schuyler Club of Utica, New York, and 





CHARLES A. COE 


the Masonic order, being a Knight 
Templar. 

Mr. Coe expects to spend a period of 
much-needed rest on his farm near Boston 
after which, he says, characteristically, 


“You never can tell.” 


E. L.. Phipps Succeeds Mr. Coe 


E. L. Phipps, who succeeds Mr. Coe, has 
also a long and honorable connection in the 
rubber shoe business. He started with 
Parker, Holmes & Company, Boston, as a 
boy, leaving there to enter the employ of 
Clark, Hutchinson & Company, when they 
started in business. He was then with the 
Boston Rubber Shoe Company and has 
been connected with the United States 
Rubber Company for twenty-eight years 
past. 

He thus brings to his position a thorough 
practical knowledge, coupled with an 
acquaintance of broad proportions and 
the unqualified respect and confidence of 
all who know him. 


No man should ever leave your store 
with the feeling that he has been “‘sold”’ a 
pair of shoes. He should feel that he 
“‘bought”’ them.— Korrect Shape News. 
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Afmodelfof distinct fem- 
inine appeal, possessing 
many;new style features. 


FTER many months of planning, the complete MacLaughlin- 

Conway line for next season is ready. Effective patterns, plain 
and in combination, now await the scrutiny of buyers. Our line for 
1923 contains many sales possibilities worth trying out. 


You are cordially invited to visit our display at the Hotel Morrison, 
Chicago, January 8, 9, 10, 11, when the N.S. R.A. Convention takes 
place. Come and inspect our new numbers. 








MacLAUGHLIN-CONWAY SHOE CO. 
LYNN, MASS. 


WOMEN'S HIGH-GRADE NOVELTY FOOTWEAR 
BOSTON OFFICE, 183 ESSEX STREET 


: Z A, > = 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Comparative Leather and Hide Prices 
Upper Leather (Price Per Foot) 


Cobe, 1921 
$0.6 $0.75 
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Orders for Kid Leather Grow Larger 


quiet at this time of year. Tanners 

anticipate, however, more brisk trad- 
ing after the holidays. Quotations on 
leather are practically on the same basis 
as a week ago. In some of the shoe cen- 
ters where there have been labor diffi- 
culties there is a better feeling, particularly 
in the Central West. Among the features 
of the recent trading are larger orders for 
long-time delivery on kid at the market 
prices. The best business has been among 
the manufacturers, making men’s shoes 
and on heavy staple shoes both for men 
and women. The novelty trade has had 
a little set-back the last few weeks and 
leather business in such place; has been 
below normal. 

While the immediate business in patent 
leather is rather quiet, tanners are busy in 
filling orders placed sometime ago. There 
are good calls for buck leather, in white 
and colors at prices ranging from 35c to 
45c per foot. Prices on upper leather show 
no weakness. Calf leather is firm and like- 
wise side upper leather. The aggregate 
of business is considerable and in all the 
conditions are considerably better than a 
year ago. 


"Tevet oto in leather is usually 


Sole Leather Firm. 


The sole leather market shows no 
change. There is a good steady volume of 
business with a good demand for heavy 
leathers. Tanners are adhering firmly to 


prices on heavy sole leather. Oak sides 
are quoted at 32c to 34c per pound for 
No. 1 green hide sole. Country hide 30c 
to 3lc per pound; No. 1—tannery run 28c 
to 30c. There are good sales of union sole 
leather at 52c to 55c per pound for heavy 
steer backs. Cows 48c to 50c per pound. 
Oak sole backs and bends are well cleaned 
up. No. 1 packer backs bring 55c to 60c 
and No. 1 bends 65c to 70c per pound. 


Calf Leather in Moderate Call 


The call for calf leather is moderate al- 
though improvement is expected after the 
holidays. Prices are firmly maintained, 
with the top selections of smooth finished 
calf bringing 48c to 50c per foot. Light 
and medium weight are quoted at 42c to 
48c by the leading tanners. Medium and 
cheaper leathers are quoted at 32c to 40c 
per foot and there is also calf leather avail- 
able at 25c to 30c with some job lots still 
existing. There has been a little slow trad- 
ing on suede calf although tanners are 
expecting a much better business after the 
first of the year. Top grades of suede 
bring from 55c to 60c and medium from 
45c to 50c. The best demand for smooth 
calf is on the tan shades and blacks bring 
from 2c to 5c less per foot. 


Fair Volume on Side Upper 


The side upper leather market is un- 
changed. This includes many different 
finishes and lines of tannage, and naturally 


the aggregate makes a good sized volume 
of business. The price ranges on all side 
leather is from 14c on cheap grades up to 
38c and 40c, and even 45c for the top 
grades of buck. The heavy leathers for 
working shoes are quoted at from 20c to 
34c per foot including the imitations of calf 
finish as well as heavy water-proof leathers. 

Patent leather tanners report quiet 
trading on new business although large 
back orders are not all filled yet. There is 
a good call for leather ranging from 25c to 
40c. The top selections of patent sides 
bring from 45c to 50c.; 40c to 45c for 
medium. Patent kid is selling well and 
brings from 65c to 70c per foot for the top 
selections. Medium grades bring from 
45c to 60c per foot. Tanners are holding 
firm to prices and there is no sign of any 
weakness. 

Improvement in Glazed Kid 

Glazed kid business shows improvement 
and some tanners are busy on contract 
orders for regular delivery. There is a 
good trade on medium grades and the 
usua] call for the choice selections 
which run from 80c to 90c per foot. The 
price range is very wide. The medium 
grades bringing from 25c to 40c per foot. 
There is considerable accumulation of 
cheaper leather on the market below 25c. 
Some of the top grades, however, of patna 
skins of the various tan shades are quoted 
as high as $1.00 per foot. 
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For speedy, positive action-- 
the new 


Repco Shoe 
Stretcher 


GHOE stretching is a little art in itself. 

The Repco Shoe Stretcher is designed 
scientifically and stretches shoes easily, 
quickly and without injuring them. 


The Repco Shoe Stretcher contains no 
springs, arrows or other troublesome parts. 
The blocks—shapely and carefully finished 





Repco Shoe Stretchers 
are made in nine sizes— 


No. 000 down to No. 6. 


Each stretcher is packed 
in an individual carton. 
Corn and bunion plates 
come with each stretcher 











—are made of fully seasoned maple and 
held together at the back by a strong steel 
hinge. The toggle-jointed mechanism is 
controlled by a square-threaded screw of 
large pitch. 


For up-to-date shoe stretching use the new 
Repco Shoe Stretcher. 


For Sale by Shoe Findings Jobbers. 


UNITED SHOE MACHINERY CORPORATION, Boston 


San Francisco Branch, 859 Mission Street 


J. K. KRIEG, 39 Warren Street, New York 
UNITED SHOE REPAIRING MACHINE COMPANY, Boston 
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Shoe factory structure built by the Brockton Ideal Factory Association, located in the Campello district of Brockton. 
advanced ideas in shoe factory construction and equipment. 


40 feet. 
facturers of men’s welts. 
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PHILADELPHIA 


Good Employment Gain Reported 


Nearly All Industries Report Increased Production and 
Christmas Trade Is Up to Expectation 


CCORDING to the November 

monthly survey of the Industrial 
Relations Committee of the Philadelphia 
Chamber of Commerce, employment in 
the various lines of industry here continues 
to improve. This survey shows an average 
gain of 5 per cent in employment for the 
month. It is the greatest advance made 
in any one month since the turn came 
last winter. 

The iron and steel trades according to 
this report are taking the greatest strides 
forward. In these lines the employment in 
the city jumped 15 per cent in November. 
Chemicals, one of Philadelphia’s leading 
lines, showed the next to the largest in- 
crease with 14 per cent improvement. 
The paper trade ranked third with 10 
per cent, and the lumber business showed 
an increase of 2 per cent. 

Only a few industries showed losses in 
employment during November. The in- 
dustries engaged in the production of 
foods and kindred products showed a 
loss of 1-10 per cent, textiles slightly less 
than one per cent, and leather one per 
cent. 

Shipping Trade Shows Activity 

Intercoastal trade through the port of 
Philadelphia has been increasing steadily 
during the past few months. Tonnage is 
being added constantly to the fleets of 
long-established lines between Atlantic 
and Pacific coast ports and new com- 
panies have been formed with a few ships, 
and other new firms are being organized. 


It is estimated that nearly 1,000,000 
tons of shipping are engaged of which 
more than one-half is in Philadelphia 
trade. 

With the new Frankford Elevated, 
tapping Philadelphia’s big industrial dis- 
trict, in operation, plans are being made 
by Mayor Moore for subway and elevated 
lines into Germantown and Chestnut Hill 
and other suburbs just north of the city. 
The cost of the new work is estimated to 
be more than one hundred million dollars. 

R. G. Dun’s weekly trade review re- 
ports holiday retail trade up to expecta- 
tions. The iron and steel trade is working 
80 per cent of capacity and hardware 
building materials and electrical, sup- 
plies are active. Chemicals and dyes are 
in fair demand with prices remaining firm. 
Lumber continues active with demand for 
better grades. Wall paper manufacturers 
are booked ahead for three months. The 
clothing trade reports good demand for 
overcoats for immediate delivery and 
favorable prospects for men and boys’ 
clothing for spring delivery. 


Gift Suggestions From 
Geuting’s 
As suggestions for gifts, Geuting’s are 
featuring the Faust in imported leathers— 
red, black, green, maroon, tan and brown 
—kid lined, for the male members of the 
family. For the female members there are 
felt house slippers with moccasin leather 
Quilted satin D’Orsay boudoir 


soles. 
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It represents the most 


The main building is 200 by 40 feet, four stories in height, with a wing 80 by 


The floor space is 56,000 square feet. This building will be occupied in part in January next by Doyle-Mullins of Brockton, manu- 
This concern will be the first to utilize this structure, occupying 11,200 square feet of floor space. 


slippers with low French heels are offered 
in four shades; old rose, red and blue 
bootees are featured for the children. An 
innovation is the women’s cavalier arctic 
with cuff top, buckles and ribbon top 
fastening. 

Slippers are the most frequent sugges- 
tion for gifts in the footwear line. All 
colors, styles, and materials are offered. 
Prices range from considerably under one 
dollar up to the more elaborate and more 
expensive styles. 


Pavlowa Boots Featured 


Women’s Pavlowa boots are being 
featured by Snellenburg’s department 
store. They are made of waterproof jersey 
fabric with broad cuff of gray or black 
astrakhan and are lined with wool fleece. 
Snellenburg’s are offering all-silver and 
all-gold brocaded evening slippers. They 
are cross strap pumps in two designs, one 
with two-inch Spanish heels and the other 
with 134-inch Spanish heels. One of them 
is either gold or silver brocade. The other 
is silver brocaded vamp with a small 
black dot in the center of the brocaded 
design with black satin back and heel. 


Colonials Best Sellers 


Sorosis Shoe Company reports Colonials 


as the best seller. So firmly is this com- 
pany convinced that opera will come in in 
Spring that it is going to order all its 
suedes and kid in opera pumps. Fewer Co- 
lonials will be worn next spring. Tongues 
are too large now and will be con- 
siderably smaller in Spring. Spanish heels 
will be good on the new pumps. This firm 
is selling more high shoes this year than 
for the last two years, though it does not 
believe the boot is due for any very great 














Where to Buy 


Women’s Shoes 

















BLEECKER STYLES 
Are the last word in footwear 
for stylish women 




















Phillips-Cram Corp. 
Meokers of 
Women’s Turn 
Slippers 
276 River St., Haverhill, Mass. 


207 Eons Street 


FERN & POOR CO., Inc. - 


Manufacturers 
Newburyport, Mass. 


Women’s Furn 
mf; 











orts 
Boots & Slippers 
for the wholesale trade 






















E. A. & M.C. Witherell Co. 
Manufacturers 
Women’s Turns 
Boots and Slippers 

Fac 
Haverhill, Mass. 
Boston Office / 
Rice Bidg. Reem 406 








Makers of 
Hand Turn Novelties 


Ie All Leathers and Sa 
and onall the Latest Lasts 


Felstiner-O’Connell 
Shoe Ce., Inc. 


41 Washington St. 
Haverhill, Mass. 





WOMEN’S FINE TURNS 
and Novelties 








Haverhill, Mass. 
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STOCKBRIDGE SHOE COMPANY 
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HAVERHILL, MASS. 
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The WESTCOTT-WHITMORE CO. 
Syracuse, N. Y. 


In Stock Specialists of 
Women’s Shoes, Party 
Slippers and Novelties 


Write for Catalogue 
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return to favor. Prices are a little lower 


than last year. 


Findings Trade Dull 


The findings trade continues dull. The 
cold, wet weather which Philadelphia has 
been having for the past two weeks is 
expected to improve the repair trade, 
though its effects have not as yet been 
felt. 


Gored Tongue Pumps 
Shown 


The Walkover stores here are offering 
gored tongue pumps with high heels for 
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dress, or medium Spanish heels for the 
afternoon. They are made in satin, suede, 
or in combinations. With straight walking 
heels they are offered in black calf and 
patent leather. 


Factory Trade Seasonally 
uiet 


The factory trade here is quiet, due 
both to the fact that the factories are 
passing through a between-the-seasons 
period and to the approaching inventory 
time. One sole leather dealer here reports, 
however, that some factories across the 
river in New Jersey are asking for help. 
They are manufacturers of medium-priced 
shoes. 





BROOKLYN 


Chicago Show Styles Decided On 


Manufacturers Will Show Strapped Models and Small Tongue 
Pumps on Runway at Chicago Convention 


HOE manufacturers in the Brooklyn 

district are deep in preparations for 
the Chicago style show. A definite plan 
for a unified display has been worked out, 
one of the features of which will be the 
confining of showings on the runway 
largely to small-tongued and strapped 
models. It is felt, by thus confining the 
style showing within limits, that more 
stability will be given the business in the 
next few months. 

Many of the Brooklyn producers have 
felt for some time that styles have been 
changing too rapidly for the good of all 
concerned, and that in addition to this, 
there has been too great a variety of style 
at any one time to allow quantity produc- 
tion to function most efficiently. 

The limits placed on style showing by 
the Brooklyn manufacturers themselves, 
it is understood, will in no way limit the 
expression of individuality in each manu- 
facturer’s product. 





Seasonal Falling Off In 
Business 


New business, as the year draws to a 
close, is showing a seasonal falling off. 
Some spring business has been booked, 
mainly by road salesmen, but it has been 
small so far. There have been quite a 
large number of retail merchants in the 
Brooklyn market lately, but their visits 
were more in the nature of gathering in- 
formation and surveying conditions, than 
of actual placing of orders. It is becoming 
more apparent, however, that the mer- 
chants now visiting the manufacturing 
center here are less inclined to talk of 
delayed buying because of possible price 
declines. There is nothing in current con- 
ditions in the Brooklyn field that points 
to lower prices. In fact, indications favor 


higher prices, although manufaciurers in 
the main are showing a strong resistance 
to marking up their products and only do 
so when forced to it. Few of the price 
advances made so far in the Brooklyn 
section have ranged much beyond 50 
cents a pair, and many of the high-grade 
makers have managed to keep advances 
as low as 25 cents a pair, and in many 
cases no advances have been made at all. 


Trail-Biazer Shoe Making 
Progress 


The “Trail-Blazer”’ comfort shoe, which 
the George W. Baker Shoe Company is 
producing and marketing through the 
Foundation Sales Corporation (the shoe 
having the endorsement of the Women’s 
Foundation for Health) is being placed 
with some of the largest department 
stores in the country. Recent additions 
to the list of retail distributors for this shoe 
include John Wanamaker in New York 
and Philadelphia, Marshall Field & Co., 
Chicago; the Potter Shoe Company, Cin- 
cinnati, Swope of St. Louis and the White 
Shoe houses throughout Texas. 


Triangle To Show New 
Style 


When the Triangle Shoe Company 
appears at the Hotel Sherman, Chicago, 
during the coming N.S.R.A. Convention, 
January 8, 9, 10, 11, they expect to present 
to the visiting merchants and buyers a 
bigger sensation than the ‘‘Sheik,”’ “Para- 
dise” and all their other original creations. 





Clerk:“‘How much do you wish to spend 
for your wife’s Christmas present?” 

Husband: “About one-quarter of what 
I shall have to.”"—Farm Journal. 
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NEW YORK 


Merchants Beginning to Cut Prices 


Cammeyer, Frank, Adler and Some of the Department Stores 
Take Lead in Reduction Sales 


UT price sales are beginning to 

stimulate shoe volume here. The 

cut prices had not reached great propor- 

tions by the middle of December, but in- 

dications pointed to a general price cut- 
ting within the near future. 

One of the most important of the sales 
was the reduction of several lines of wo- 
men’s shoes, ranging up to $12 in price by 
Cammeyer. The sales price was $6.95. 
Response to the sale was reported to be 
good. 

Frank, at their lower Fifth Avenue 
store, offered 20 per cent off on their entire 
stock. The Adler stores, carrying only 
men’s shoes, also put out a special Scotch 
grain oxford, which formerly sold at $8, 
for $6.85. Several of the department stores 
entered their lists with reductions on a few 
lines, notably B. Altman & Company and 
Lord & Taylor. 


No New Styles Until 
January 1 


Style development has entered a period 
of lethargy so far as the retail merchants 
are concerned. Nothing new has been 
shown for a few weeks, and it is unlikely 
that new styles will make their appearance 
in the retail windows until after the first 
of the year. For current selling, in wo- 
men’s shoes, small-tongued Colonials and 
strapped models continue to lead. The 
cut-out oxford is growing in demand, and 
present indications point to its holding a 
strong position in the spring. In fact, 
some retail merchants are not pushing it 
hard now, believing that it will be a better 
proposition a few months hence. 

The snowstorm of last week helped the 
distribution of staple footwear, particu- 
larly boots, to some extent, but came too 


late in the season to be of real value to the 
retail merchants. It also stimulated the 
sale of plain walking oxfords for women, 
spats, woolen stockings and gaiters and 
rubbers. It brought out some demand for 
galoshes and the novelty over-boots, but 
the snow did not last sufficiently long for 
the full force of the potential demand 
along this line to be registered. 


To Go To Chicago En Masse 


At the regular monthly meeting of the 
Retail Shoe Dealers’ Association of New 


York at the Uptown Club on December 12, . 


much of the discussion covered routine 
association matters. It was voted to have 
the New York retail delegation to Chicago 
make the trip in a body. The delegation, 
some twenty strong, according to present 
indications, will leave on Sunday, Janu- 
ary 7. 

Plans for the Allied Shoe and Leather 
Industries of Greater New York dinner 
also were discussed. Chairman John Slater 
of the Dinner Committee reported prog- 
ress. The dinner probably will be held in 
February. 

Resolutions of regret at the death of 
John Wanamaker and Harry Lyons, the 
well-known findings man, were passed. 


Bleecker Represented In 
hicago 


The « entire sales force of Bleecker Shoe 
Company, New York City, will meet all 
the visiting merchants and buyers during 
the N.S.R.A. Convention in Chicago, 
January 8, 9, 10 and 11, headed by Miles 
L. Bleecker, John G. Sperling and Dave 
Gilbert. Bleecker’s showrooms will be at 
the Hotel La Salle. 





BOSTON 


Stores Did Big Christmas Business 


Public Has Had Much Money to Spend—Christmas Savings 
Clubs Help—Footwear in Attractive Array Ready Sellers 


HE past week has been one of much 

activity—streets and stores have been 
crowded and much money has been avail- 
able for the purchase of practical holiday 
gifts in the way of footwear, shoes, hosiery, 
and accessories—even the luxuries of the 
shoe stores in the way of cut steel buckles 
and $5.00 to $20 stockings have moved 
well. The big rush commenced about 
December 15, as the banks had then paid 
off their Christmas Savings Clubs’ deposi- 
tors; and a very large proportion of this 





money was soon invested in the footwear. 

Shoe stores appealed to the consumer 
most persuasively this year. Truly no 
stone was left unturned to make Christmas 
trade of 1922 the very best ever. 


Heavy Wools Selling At 
Walk-Over 

A call during the past week at the 

Walk-Over Shop, 170 Tremont Street, 

found things humming in all departments. 
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The hosiery and slipper department, pre- 
sided over by Dorothy Isabel Waugh, 
beat in harmony with the rush of the rest 
of the store. Miss Waugh has three 
women assisting her in this department, 
Miss Mary E. Thomas, Miss Sarah Har- 
ris and Miss Lucille McDonald. There are 
also two or three men with extras as 
needed. Miss Waugh reported that an 
interesting feature of hosiery selling dur- 
ing the past few months has been the 
great amount of heavy wools, which have 
been quickly transferred to the feet of cus- 
tomers. She said that she had carried 
over to this year one-third of the heavy 
wool stock on hand from last year and 
had not only sold all of that, but had sold 
her new supply of heavy wools and had 
reordered. She gave as her reason for this 
big demand the fact that heavy wools are 
absolutely needed for the various popular 
winter sports; it is claimed that about 
forty cities in New England make a 
specialty of winter carnivals and it is the 
fashion for folks to wear heavy wools on 
these occasions. Many stores have found 
that they did not have a full run of sizes 
on the heavy goods, Miss Waugh says, as 
they anticipated that the demand would 
be for silks and wools. 


January Big Wool Month 


She states that she believes January will 
be the biggest month of all for heavy 
wools—not only on account of the sport 
demand—for coasting, skating, ski-ing, 
and the like, but for wear by business 
women and the young girl trade, who still 
have short skirts, and with low shoes and 
cold weather, want some extra limb 
protection. 

In this department, boudoirs, mules, 
traveling slippers and gaiters; also shoe 
trees and buckles are selling well, so are 
silk stockings and silks and wools. 


Christmas Lasts Till New Year's 


“And,” said Miss Waugh, “as bad as 
this rush is, the day after Christmas will 
be even worse. For then it is that gift 
certificates are exchanged for merchan- 
dise; then it is that folks who get gifts of 
money spend it for Christmas presents— 
and from then until after New Year's, 
people come in in large numbers to buy 
Christmas gifts, but this time instead of 
being for ‘the other fellow,’ they buy for 
themselves. Also, right after Christmas, 
we commence to take sizes and get ready 
for January sales.”’ 

As to the best selling price in hosiery, 
she stated that the average price per pair is 
$3.00 and in shoes, $10.00, 


Wholesalers Elect Officers 


The annual meeting of the New England 
Shoe Wholesalers’ Association, was held at 
1 P.M., December 20 at Young’s Hotel. 
[The meeting was preceded by the usual 
luncheon. 
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In addition to the election of officers, 
the presentation of annual reports and 
other routine matters, a timely talk on 
rubber trade prospects, was held. A 
number of other questions of immediate 
interest to shoe wholesalers doing business 
in New England were also discussed. 


Women Like Full-Fashioned 
Hosiery 


Miss A. M. Chute, hosiery buyer at 
Jones, Peterson & Newhall Co.'s for the 
past five years, reports that silks and 
wools are the best sellers and that all-silk 
is holding its own. This department 
carries a full line of all-silk hosiery and 
finds plain black the favorite. In the Eng- 
lish wools, checks and diamond patterns 
lead. In the more conservative styles, a 
dark brown silk or a silk and wool stock- 
ing is very good; so are black and white 
mixtures. Miss Chute says that the 
reason heavy wools have not moved 
quicker has been because of the weather 
which up to recently has not called for 
heavier weights. 


Specializes on Golf Stockings 


She makes a specialty of a golf stock- 
ing and reports that silk and wool golf 
hosiery have sold all through the summer; 
also fancy silk lisle mixtures. Her depart- 
ment has transacted a good business on 
women’s clocked silks and wools. She 
finds that people would much rather put 
the same amount of money necessary for 
a good lisle into a silk stocking. For 
Christmas selling, she has a new fancy 
envelope; she used a single box and fa 
box for two pairs, with the name of the 
firm on the fly leaf of the box. 

Women are buying more full-fashioned 
hosiery than they ever did, she says, 
although they do not like the idea of pay- 
ing the required price—$2.00 and $3.00 
are the popular sellers. 


Attractive Buckle Department 


A portion of this hosiery department is 
devoted to buckles, over which Mrs. War- 
den presides. About three years ago, 
Mrs. Warden stated, buckles were not 
much of an item in a shoe store, but times 
have changed. A very fine assortment is 
carried here, including rhinestones, cut 
steels and bronzes, beaded effects and 
enamels; some pretty shapes were noted, 
also some dainty side ornaments. 


French Business Bad 


F. Everett Dyer, who has recently 
returned from Europe after about twenty 
months spent in the export business on 
the other side, reports that the only leather 
the French are buying from the United 
States at the present time is patent and that 
is bought in small quantities; they make a 
fine line of calf and kid, which they use 
themselves. He states that general condi- 
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tions in France are bad in practically all 
lines and that the franc is expected to drop 
still lower in value during the winter. 
Last summer and during the summer of 
1921, while the tourists were visiting 
France, business was better, but all the 
people now are expecting a hard winter. 

English conditions seem to be about the 
same as a year ago—there is much unem- 
ployment, but the general sentiment in 
England is more optimistic than that 
which prevails in France. 

In regard to shoe styles, he states that 
they are varied and it can really be said 
that everything is in good taste, with 
patent leather leading in popularity. 
Plain pumps with high heels, buckle 
trimmed, are much worn. 


Upton Against “Forced” Sales 

R. L. Upton, Assistant Buyer at the 
shoe department of the R. H. White 
Company, finds that bronze kid slippers 
are good; also that oxfords are strong and 
he believes that they will continue to be 
strong, especially in the higher heel effects 
and fancy cut-outs. A fine Christmas 
business is being done in this department. 

During a recent visit of the Recorder 
representative, the conversation dwelt on 
sales. Mr. Upton gave as his opinion that 
he did not believe in forced sales, with 
exaggerated advertising, for instance; if a 
big sale was held the year previous, at 
which a great quantity of goods were 
moved, that was no reason why a sale of 
similar magnitude should be tried the 
next year, as it often tended to flooding up 
a shoe stock with a lot of poor merchan- 
dise and “‘the last state of that store was 
worse than the first.” 


New England Radios News 

The New England Shoe and Leather 
Association on December 7, inaugurated a 
weekly radio broadcast news service 
through the courtesy of the AMRAD 
Station, Medford Hillside, Mass. The 
initial bulletin broadcasted read as follows: 

“Tt is gratifying to be able to state in 
this initial broadcast that the present out- 
look for the allied shoe and leather indus- 
tries of the United States is more hopeful 
than at any time in the past year or two. 
This fact was brought out strongly at a 
meeting of the directors of the New Eng- 
land Shoe and Leather Association yes- 
terday, at which reports were made by 
representative manufacturers and tan- 
ners. 

“While the hide markets are for the 
moment quiet, with prices lower than a 
few months ago, tanneries are fairly busy 
and shoe factories in many instances are 
producing at capacity. Retail shoe trade 
throughout the country has been good for 
some weeks, the demand for both men’s 
and women’s footwear being excellent. 
Export trade in boots and shoes also 
shows some slight improvement. 
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“New England shoe centers are for the 
most part busy, especially those in which 
the finer grades are made. Altogether, 
things look quite promising for the first 
half of 1923. 

“Please don’t forget that New England 
for nearly three centuries has led this 
country as a shoe manufacturing section. 
By boosting New England shoes, you will 
boost New England itself.” 

The Association bulletin will be broad- 
casted every Thursday evening at 6 o’clock 
until further notice. 

It is interesting to recall, in this con- 
nection, that the New England Shoe and 
Leather Association was the first trade 
organization to inaugurate transcontinen- 
tal telephone service, long-distance com- 
munication with Cuba and receipt of 
United States Government commercial 
news by radio. 


Miller Hannahsons’ Export 
Man 


For the past two months, Royal H. 
Miller, at Room 706, 183 Essex Street, 
has been working steadily and scientifical- 
ly, to build up a good export trade for 
Hannahsons Shoe Co. This young man 
has just issued a catalogue, in three 
languages, French, Spanish and English, 
all of which he speaks fluently and 3,000 
copies are being sent to a selected list of 
prospects in practically every country 
which buys shoes from America, soliciting 
only the very best accounts. 

Mr. Miller was formerly export mana- 
ger for McElwain, Hutchinson & Winch 
for 41% years. He is a graduate of Boston 
University and trained especially for 
export trade. Mr. Miller has an excellent 
system of keeping track of foreign ex- 
change, having prepared a book especially 
for that purpose and each morning he 
knows the value in American currency of 
every foreign country’s monetary unit; 
this book also shows rates of shipping by 
the various boats and the principal mar- 
kets of the world. 





Southeastern Shoe [Finders’ 
Meet 


Atlanta, Ga.—The Southeastern Lea- 
ther and Shoe Finders’ Credit Bureau 
held a meeting at the Ansley Hotel, No- 
vember 24 and 25, attended by members 
of the trade in the South. Geo. A. Knapp, 
secretary of the National Leather and 
Shoe Finders’ Association, delivered an 
address. An important paper was read 
by Silas Musliner, of Joseph M. Musliner 
& Co., on the subject of “Why Leather 
Should be Sold by Iron.” Lawrence 
Bernd of Macon replied with a paper en- 
titled ““Does a Jobber Care How Leather 
Should Be Sold.” 
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Famous Shoes for Men. 


CommonweattH SHoe & Leatuer Co. 
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HENRY LILLY Co. 
88-90 Reade St. New York 


AUCTION TRADE SALES 
SHOES AND RUBBERS 


Every Wednesday and Friday 
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AShoe for Boys 
That Wears 


Marston & Tapley Co. 
DANVERS, MASS. 
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Children’s Shoes 
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Soft Soles and Moccasins 


Ask your Jobber for our 
Geode. We DO NOT sel} 
the retail trade. 


Newcomb-Anderson Shoe Co. 
ROCHESTER, N. Y. 








“ELAM” 
Flexible Turn Shoes 


Fer the Jobbing Trade Exclusively 
F. 8. ELAM SHOE CO. 


Rochester, N. Y. 
Boston Office, 181 Kesex Stren 











SOFT SOLES 


A Wonderful Lime for the 


NU BABY SHOE CO., East Lynn, Mase. 
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Ballet Slippers 
IN STOCK 
8-11, 1144-2 Woes. 


1236 Bik. Ballet 1.20 1.35 1.40 
1238 Wht. Ballet 1.45 1.55 1.65 


Chipman-Harweed Co. 


564 Atlantic Ave. Boston 
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Cheering Reports on Christmas Sales 


New,Enthusiasm for Business in 1923—Spring Orders Will 
Be Crowded—Styles Continue Varied 


RISK buying is expected to set in 

right after January 1. Several 
buyers, visiting Lynn factories this month, 
have told manufacturers that they need 
shoes for late winter, as well as for Easter, 
but that they are holding back their 
orders until after the turn of the year. 

As has already been pointed out several 
times, there will be but ten weeks after 
January 1 in which to make shoes for 
Easter sales, usually the largest of the 
seasonal sales of the year. So a jam of 
production is expected. 

According to reports had by Lynn 
manufacturers, Christmas sales of foot- 
wear swelled up to new high totals. The 
output of familiar fireside slippers from 
stores was very large. Sales of skating 
boots went to a new high peak. Besides, 
there were considerable sales of party 
slippers for Christmas dances, and, also of 
health shoes, comfort shoes and various 
like shoes, on Christmas gift certificates. 

Lynners believe the shoe business on a 
more substantial basis than at any time 
since before the war, and they will start 
on 1923 with a new enthusiasm for mak- 
ing and merchandising footwear. 


The Coming Styles 


As for styles for 1923, one straps have 
gained new favor for winter wear, and 
there is some increase in the sale of boots, 
though not enough to say that there is a 
revival of boots. Welted oxfords continue 
to sell, though some firms relate that their 


customers are swinging over to one-strap" 


styles, all for January and February sales. 
The one-straps are being worn with 
woolen stockings, and also with thread 
stockings under arctics. 

Materials show a continued use of 
familiar black and brown kid and calf 
leathers, which may lead some to remark 
that styles are sort of staple. Less patent 
is used than a while ago, but a revival of 
patent is expected in the spring. Black 
satin is selling right through the winter. 
Suede is a strong favorite, and sales of 
suede shoes are expected to run record 
high at Easter time. Blacks and grays are 
leading colors in suedes. 


The Future of White 

White shoes are a subject of debate. 
White shoes, of kid, calf and cabretta will 
sell when the warm spring days come, says 
one. White fabric shoes will sell, says 
another. Sport style shoes will crowd 
white shoes, says a third. Some extreme 
style white shoes are trimmed with sport 
gray calf, or with red, bright green, blue 
or even purple. 





Alligator leather, made of skins of the 
crawly denizens of swamps of the tropics, 
are used for tongues, or tips of saddles of 
extreme style shoes. The skins have the 
full alligator grain, and are of the several 
stylish shades of brown and gray. Also, 
there are shoes with trimmings of cow- 
hide embossed with an alligator grain. 

Alligator skins, by the way, are expen- 
sive. The skins are measured ir linear 
inches across under the fore legs and are 
sold on that basis. They are about thrice 
as costly as cowhide leather. 


Straps, Tongues or Oxfords 


Style selections are many and varied. 
For instance, one Lynn firm made strap 
styles in the early fall, changed over to 
tongue styles, and next to trimmed ox- 
fords, and now is back to strap styles 
again. One firm changed to welted 
oxfords, and then all of a sudden to strap 
styles, while another firm, making a com- 
peting line never had a better run on 
welted oxfords than this fall and winter 
season. 

As for Easter and spring time styles, 
designers are convinced that strap styles 
will come back, especially in one-strap 
patterns, and they are working on some 
new patterns of fancy straps, as well as 
combinations of strap and tongue pat- 
terns. Several firms are convinced that 
sport oxfords will be favorites. 


Toes and Heels 


Lasts, generally speaking, will have 
wide toes, even squarish toes, for sport 
shoes, medium toes for street shoes and 
medium narrow toes for dress shoes. 

Heels will be low again, especially on 
sport shoes, which will have heels 6-8 
and 8-8 high. Street shoes will have heels 
13-8 and 14-8 high, and dress shoes heels 
from 14-8 to 18-8 high, but chiefly 15-8 
and 16-8 high. 


Straps, Says 
Chas. McLaughlin 


“It looks like straps for 1923,”’ says 
Charles McLaughlin, of McLaughlin, 
Conway Company, Lynn. “We have in 
our new sample line some one-straps and 
two-straps, and various new patterns of 
fancy straps, as for instance, this number, 
which presents an endeavor to combine 
tongues and straps. The tongue, you see, 
has a basket pattern cut out, which will 
reveal the stocking beneath. The strap, 
being fastened to the tongue, will hold it in 
place. Also, some small tongue pumps 
will sell, and tongue and buckle styles, too. 
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“As for materials, satins, both black 
and white, are selling right through the 
winter, and will gain as the days become 
warmer. Likewise is it with patent 
leather. Suedes are popular in black, 
elephant, pearl gray and beige. White 
shoes, of kid, will sell at Easter where the 
weather is warm enough, and later in 
other sections. 

“Heels will be of wood and moderately 
high, ranging from 11-8 to 15-8. Lasts are 
slim, graceful and shapely arched, and 
toes of many shoes are plain. Edges are 
thin and close and the general idea is to 
make shoes as light, dainty and lady- 
like as can be.” 


Hiking Footwear 


At the factory of the Welch Shoe Com- 
pany they are working on shoes for out 
of door wear, as, for instance, skating 
boots for the ice belt of the country, and 
12-inch hiking boots, of brown or smoked 
elk, with heavy double soles, for the 
Californian trade. Also, they are working 
on practical shoes for the big city trade, 
such as hiking oxfords, a serviceable street 
shoe, with a squarish tip, and an 8-8 
heel, carrying a rubber top lift. A com- 
panion shoe is a hiking pump, a one-strap. 
Samples, as spread for 1923, show pumps 
and oxfords of patent, black and gray 
suede, black and brown kid and calf, 
brown and smoked elk and white. 

Crepe fibre, a new material, of black, 
or rubber gray is used on sport oxfords for 
street wear. Also, button and cup fibre 
soles are used on other sport oxfords. 


An Entirely New Sales Point 


Lawrence Duffy, of the Gregory & Read 
staff, brings up a point in selling athletic 
shoes that, if it were a mechanical device, 
would doubtless be patented as something 
new and original. 

‘Skating boots are popular gifts of 
young fellows to their best girls this 
Christmas time,”’ says Mr. Duffy,”’ and I 
will tell you why. 

“A young fellow bent on giving his 
girl something she will like, wanders 
through the jewelry shops, the ribbon 
shops, the candy shops and the novelty 
shops, trying to find something that will 
be just right, not too intimate, as the 
store clerks say, nor too ordinary, but 
something that she will admire, and use 
and tell her friends about. 

“*As I -aid before, he wanders through 
the shops until he is lost in a maze, be- 
cause he has never shopped for a girl 
before. And just about the time he is 
ready to give up in despair, and wonders 
what the rates might be to Zanzibar or 
Nome or Vladivostok, or some other re- 
mote land where he can go and forget his 
troubles, he comes upon a store whose 
window displays a pair of skating boots, 
with shiny skates attached, the boots 


resting on a blue velvet throne in the 
middle of the window display. 

“‘He tears into that store, like a hungry 
man going to his dinner, and he is right at 
home in that store, for he has been buying 
athletic goods there since he was knee 
high to a grasshopper. He breathes a sigh 
of relief, looks things over in his old time 
way, buys a pair of skating boots with 
skates attached, has them packed in a 
pretty carton, and hurries around to play 
Santa Claus to his best girl. 

“Of course,”’ concluded Mr. Duffy, “‘it 
would be extreme to say that skating 
boots had saved the life of the young man, 
but. I could tell you of a dozen cases, in 
which skating boots have been a life pre- 
server to young fellows looking for just the 
right sort of a Christmas present for their 
best girls.” 

From which it may be concluded that 
stores selling athletic shoes are getting a 
share of the Christmas business. 


To Stock New Boots 


At the factory of Merrill, Porter & Co. 
a new line of boots is being made up, and 
some of them will be put into stock, ready 
for delivery Feb. 1. Also, a correspond- 
ing line of oxfords will be made and 
stocked. These boots and oxfords are 
made over a medium narrow toe comfort 
last, carrying a 14-8 heel. The heels will 
have rubber top lifts. The top of the 
whole quarter pattern will be 7)4 inches 
high. The boot, for stock, will have a plain 
toe and the oxford will have an imitation 
stitched toe. All of the stock shoes will be 
of black kid. Shoes of Havana brown kid 
will be made on order. 

Besides Merrill, Porter & Co. have in 
stock, ready for immediate delivery, their 
familiar line of slippers and comfort shoes, 
including fat ankle boots. 

“Largest sales of Christmas slippers 
ever,” was the report of Merrill, Porter & 
Co. Doubtless, retail merchants made 
large sales from their stores, for hurry 
orders for s.ippers, from stock, were re- 
ceived at the factory until within a few 
days of Christmas. 





New Shoe Stores 


F. E. Knox, Mansfield, Mass. 

The Leader Store, North Little Rock, 
Ark., shoe department. 

Grossman & Thompson, Chanute, Kas., 
shoe department. 

Emory H. Bond, Chehalis, Washington. 

G. J. Hungerford, Denver, Colo., shoe 
department. 

Men’s Footwear Shop, Denver, Colo. 

Hi-Lo Boot Shop (Harry Botnick,) 
New Orleans, La. 

J. W. Forest Boot Shop, Detroit, Mich. 

Elite Shoe Store (Abraham Sederoff,) 
Montreal, P. Q. 

Orear & Cayton, Knobnoster, Mo., shoe 
department. 
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Where to Buy 


Men’s and Women’s Slippers 




















‘Was in Medium and+ 
ON GRADE 
OR SLIPPER 


dll styles made of Do end 
lmported Satin Brocadevand Metal Cleths 


$2.10 per OE 
west MG USTIN Co rev omg 








Largest manu- 
facturers of 
softsoleleather 
slippers. 
Send for Catalogue 
MAID-RITE SLIPPER CO., Inc. 
35 York St., Brooklyn, N,Y. 








FELT SLIPPERS 


BLUM SHOE MFG. CO. 
Dansville, New York 








Turkish Sli 
IN STOCK AGAIN. 


Ho, 304 Guts — 
18! ip) . m- 
ported from Con- 
stantinople. Al 


1 
Sizes and C for 
Immediate Delivery 


K.M. STONE CO. 
12-14-16 E.22dSt.,N.Y. 





Write for 
Sample and 
Price—Dept. B. 











Where to Buy 


Miscellaneous 

















Retail Shoe Sales Letters 
Five Copies, All Different, $3.00 
Cheek with Order 
Your Money Back if Not Satisfied 
F. S. ROOT COMPANY 
Sales’ Letters Specialists 
6 BEACON STREET BOSTON, MASS. 








Where to Buy 
Wanted Styles 
An Extra Editorial Service to 
“Recorder” readers, free for the ask- 
ing, with authentic information on 
current problems. 











DO YOU KNOW? 

that you can buy it—er 
sell it—through the 
‘Where to Buy”’columns. 
This feature in its quick 
service is a time saver in 
meeting immediate needs. 
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Where to Buy 


Shoe Ornaments 




















Colonial Tongues the Fashion 
crewvareereteman fe 





EDW. B.KAHN CO. 


BIO FULTON ST. BROOKLYN,N.Y. 








D. W. COULTAS CO. 
Manufacturers 
RHINESTONE BUCKLES 


Big Demand 
WRITE FOR SAMPLES 


PROVIDENCE - - = R. I. 
= 


Especially for 
Shoe Manufacturers 


For good covered 
buckles and Leather 
Bows write to The 


\ Vanity Novelty Works 








sel 





1261 Atlantic Ave. 
Brooklyn, NY. 


“Just Enough Better To Be Thoroughly Worth While” 


BONGIOVANNI BROS. 
Largest Rhinestone Buckle 
Manufacturers in America 

High Class Buckles at Popular Prices 

2927 3rd Avenue N. Y. City 














i 
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Good shoe buckles 
ever since 1905 
L. ALTERSON & CO. 
PHONE FITZROY 0606 
162 W 34 St... New York City N y 





[BEADED 


BUCKLES 
AND NOVELTY 


PARISIAN BEADING WORKS 
1028 Arch Street, PHILADELPHIA. 
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Shoe Illustrations 
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BROCKTON 


Preparing for Big Sports Year 


White, Tan, Brown and Black for Colors to Be Used in 
Sample Lines 


aS the important developments 
in Brockton shoe production for 
1923 will be the showing of women’s sport 
shoes in great variety. It is the opinion of 
Brockton manufacturers who are 
producing women’s welts that sport shoes 
will be in extensive demand during the 
coming year. Planning for such a demand, 
several Brockton concerns are preparing 
women’s sport oxfords in various leather 
and color combinations of white, tan, 
brown, black, etc. The new sport soles 
will be featured and in fact, novelty will 
be the keynote of women’s sport shoe sam- 
ples. One of the early lines gotten out for 
the 1923 trade is that shown by The Pres- 
ton B. Keith Shoe Company. This is in 
the hands of all salesmen and orders are 
being taken for deliveries early the coming 
year. 


shoe 


Women’s Oxfords in Stock 


The increased demand for the women’s 
welts produced in Brockton, is reflected in 
the addition of such lines to factory in- 
stock departments. Heretofore the in- 
stock departments of local factories have 
been identified almost entirely with men’s 
shoes. Now that women’s shoes are added 
the factory stock department efficiency is 
correspondingly increased. One of the 
new policy developments in this direction 
is that of M. A. Packard Company which 
is now carrying in stock several styles of 
women’s welts. An illustrated folder 
recently gotten out by this concern pic- 
tures five styles carried in stock, pearl and 
white elk and brown buck sport oxfords; 
also, brown and black kid lace oxfords, the 
latter a corrective style. the“Phlexopedic.” 
This shoe has been produced by: M. A. 
Packard Company for some time. The 
increased demand has caused its addition 
to the in-stock department. 


Small Sizes for Porto Rico 


A Brockton manufacturer who does a 


considerable business with the United 


States possession of Porto Rico remarked 
in commenting upon the shoe trade of the 
island: 

“It is interesting to note that the shoes 
worn by Porto Ricans run 4s-9s, indicating 
unmistakably that the men of the island 
have small feet. Size 4 in the United 
State is included in boys’ footwear. Porto 
Ricans use light soles on their shoes while 
as regards the uppers, kid and patent are 
their favorites.” 


Thrift of Shoe Factory 
Employees 

Several banks in Brockton are each year 
sponsors for Christmas Clubs, whereby 
money deposited weekly during the year is 
returned with interest to the depositors 
early in December. These clubs put into 
circulation in Brockton the present year, 
three quarters of a million dollars in season 
for the Christmas trade. Indicating thrift 
on the part of factory employees, it is 
interesting to mention that a group of shoe 
workers at N. Arnold Shoe Company’s 
factory in the neighboring town of North 
Abington, Mass., had for their share of the 
Christmas club payment, $11,369.07. A 
member of the office force was chosen as a 
representative of this group of factory 
workers, and deposits were made each 
week regularly during the past year. 


Smart Styles for Hollywood 


The moving picture colony in Los 
Angeles and its Hollywood suburb are fond 
of bright colors and jazzy styles in their 
clothing and footwear. The latter can’t be 
too conspicuous, as regards upper patterns 
and color combination. The Dunbar 
Pattern Company of this city have de- 
signed, and Stacy-Adams Company are 
making a line of men’s shoes for Hollywood 
which represents the most striking effects 
in combinations of colors, saddles and over- 
hanging tongue effects which can be pro- 
duced by skilled designers and manu- 
facturers. 





HAVERHILL 


Optimistic on Business Conditions 


Difficulties Will Be Surmounted Soon, Is the Opinion of a 
Leading Manufacturer 


OSEPH C. KIMBALL, senior mem- 
J ber of Kimball & Sherman Com- 
pany, manufacturers of women’s turn 
shoes, and chairman of the Board of 
Trustees of Haverhill Shoe Manufactur- 


ers’ Association, spoke optimistically at a 
recent luncheon of the Haverhill Rotary 
Club, regarding Haverhill’s business prob- 
lems. He stated that events of the past 
few weeks have proved conclusively that 
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Haverhill has confidence that its present 
problems will be solved; that Haverhill is 
a good place in which to make shoes, with 
the best workmen in the world, and that 
when a co-operative spirit exists between 
employers and employees, the city is 
capable of dominating the shoe manu- 
facturing industry. 


Decision for Boot & Shoe 
Workers’ Union 


Entirely unique and of interest to shoe 
manufacturers dealing with labor unions is 
a decision handed down in the Massa- 
chusetts Superior Court recently. The 
question arose from a conflict between 
the Boot and Shoe Workers’ Union and 
the Shoe Workers’ Protective Union in 
Haverhill. 

Never before in the history of labor 
unionism has there been an_ action 
brought by one labor union against an- 
other for the purpose of proving the 
closed shop illegal. The Boot and Shoe 
Workers’ Union, a branch of the American 
Federation of Labor, sought to restrain 
the Shoe Workers’ Protective Union from 
interfering with its contracts with Haver- 
hill shoe manufacturers, alleging a con- 
spiracy to drive the Boot and Shoe Work- 
ers’ Union out of Haverhill. The Shoe 
Workers’ Protective Union claimed that 
the Boot and Shoe Workers’ Union con- 
tract was illegal because of its closed shop 
provision; that the contract was in re- 
straint of trade, and that the clause pro- 
viding for submission of disputes to the 
Massachusetts State Board of Concilia- 
Arbitration rendered the entire 
illegal. The judge’s decision 
the contentions of the Shoe 
Workers’ Protective Union and finds for 
the Boot and Shoe Workers’ Union on 
these points. Counsel for the defendant 
declared their intention of appealing from 


this decision. 


tion and 
contract 
overrules 


Last Manufacturer Dies 


Wadleigh, formerly head of 
concern to manufacture shoe 
lasts in Haverhill, died suddenly at his 
in this city, December 11, at the 
age of 76. Mr. Wadleigh had been in poor 
health for several months, but his condi- 
tion was not considered serious until a 
few hours before he died. He was born in 
Haverhill and received his education in 
local public schools. He entered business 
with his father, who was then proprietor 
of the largest plant for the manufacture of 
lasts and the only concern of its kind ‘in 
this section. Mr. Wadleigh, Sr., held at 
that time the county rights for the use of 
last turning machinery and was the only 
manufacturer privileged to use such ma- 
chines. He had virtually a monopoly on 
machinery for turning lasts, and his busi- 
ness rapidly increased. Following the 
destruction of the plant by fire in 1882, a 


George C, 
the first 


home 


new location was obtained, and Mr. 
Wadleigh, Sr., placed the business in the 
hands of his son, the late George C. Wad- 
leigh. In company with a brother, Levi 
Wadleigh, Jr., the business was continued. 
The death of Levi in 1891 left George C. 
Wadleigh in entire control. Later he sold 
the last manufacturing plant and retired 
from active business life. Mr. Wadleigh 
was a director of the Haverhill National 
Bank, also a member of several fraternal 
organizations and local clubs. He leaves a 
widow, a brother and a sister. 
New Branch Factory 
Established 

Fred W. Mears of Haverhill who is 
manager of the wood heel department of 
the United Shoe Machinery Corporation, 
has organized and opened a new plant at 
Conway, N. H. This will have a daily 
capacity of about 500 dozen. The plant 
which was formerly occupied by one of the 
pioneers in the wood heel industry is 
fitted with the latest type of machinery. 
The concern will develop all branches of 
wood heel production, even to the cutting 
of the wood from the trees. 


Moving Into New Factory 
Location 

Arthur W. Bradley, manufacturer of 
women’s turn shoes, now occupies the 
factory on Duncan Street, formerly 
utilized by the Gale Shoe Manufacturing 
Company. The change is made to obtain 
larger quarters to allow for the increase in 
the firm’s output. In the same factory 
building is now located the Colcord Shoe 
of women’s 


Company, manufacturers 


turns. 


Reuben E. Griffin Dead 


Reuben E. Griffin, who for many years 
was identified with the shoe manufactur- 
ing industry in Haverhill, died at his home 
in this city, December 14, at the advanced 
age of 86. Mr. Griffin was one of the 
pioneer shoe manufacturers of Haverhill. 
He was a member of Griffin Bros., for- 
merly manufacturing, shoes on Washing- 
ton Street. Chas. C. Griffin was the other 
member of the concern which later was 
known as Griffin & George, with Henry 
B. George and the late Reuben Griffin as 
partners. Mr. Griffin retired from active 
business many years ago. 





Record Business Done by 
Columbus Company 


T. W. McGovern of the McGovern Shoe 
Co., Columbus, states that his business 
during the past two months has been the 
largest in ‘the history of the Company. 
His orders for spring now amount to 
sixty per cent of his total bookings. The 
capacity of his factory has been taxed to 
such ah extent that it has become neces- 
sary to build an addition. 
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Standard Shoe Materials 




















ST. Louis, Mo. 
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Creese & Cook Co. 20%" Hse 
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Beggs & Cobb, Inc., Boston, Ma ss 
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No matter what policy you may 
pursue in selling to the shoe trade, 
nevertheless, you need the 
Boot and Shoe Recorder 

All the Time 
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Engraving and Printing 





























CARTON 7 ABE I is. TAGS. 
SHOW CARDS, 
PRICE TICKETS, FOLDERS. ETC. 












DESIGNING 


COLOR PRINTING 


CATALOGUES 


Telephone Main 3408 
HOOPER PRINTING COMPANY 
74 INDIA STREET, BOSTON 
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TOLMAN PRINT, INC. 


FFICES and PLANT BROCKTON, MASS 








ATLANTIC PRINTING CO. 
Shoe Printers 


Tear eut this ad and mail for details of 
eur Special Printing Service for 
the Beot and Shoe Trade 


201 South Street, Bost Mass. 
Telephone Bench 4960-4921 _ 
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Trading Stamp To Be De- 
cided Soon 


Louisville, Dec. 5—Decision is expected 
shortly in the trading stamp case, which 
has been taken before the Court of Appeals 
on appeal from decisions of four cases in 
the circuit courts, each of which held that 
the act of the 1922 Legislature was un- 
constitutional. These four cases were 
appealed from Covington, Lexington and 
two from Louisville. The judges in the 
lower courts permitted stores to give 
trading stamps while the case is before the 
courts. The Stewart Dry Goods Co., 
and J. Bacon & Sons, Louisville, are lead- 
ers in the movement for stamps, while Lee 
Lewis, of the John C. Lewis Co., is a leader 
of the opposition movement. The Eastern 
trading stamp companies are fighting the 
law, as they don’t figure to lose a big busi- 
ness in the state if it can be helped. 
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Christmas Trade Is Good 


Shoe Merchants Getting Their Share; Local Association 


T the weekly meeting of the Rochester 
Retail Shoe Dealers’ Association 
held at the Chamber of Commerce on 
Tuesday, December 12, the following 
nominations were made for the year, 1923: 

President Dan. J. Burke, of the Burke 
Stores; first Vice-President, John H. 
Schmanke, of Schmanke’s Boot Shop; 
second Vice-President, Isadore S. Fried- 
man of Davis & Friedman; third Vice- 
President, H. J. Van Arsadle, manager of 
the Walk-Over stores; Secretary, Cosimo 
Dispenza, of the Nettleton Shop; Treas- 
urer, A. T. Smith, manager of the Main 
Street Burke Store. 

Owing to the Christmas holidays and 
the convention of the National Shoe 
Retailers, it was voted at this meeting to 
hold no further meeting of the Associa- 
tion until January 16, when the annual 
meeting and election will take place. 


General Trade Conditions 
Good 


Retail merchants report a very satis- 
factory week’s business. The weather 
man helped out considerably last week by 
sending a snow storm which materially 
stimulated the public’s appetite for rub- 
bers and heavy footwear and as a result 
every merchant interviewed by the 
Recorder representative reports a good pre- 
Christmas business. 


Feature Footwear for Christmas Gifts 


J. F. Olmstead, manager of McCurdy’s 
shoe department reports a good business 
on slippers and novelty footwear for 
Christmas gifts. The shoe department is 
attractively decorated in red and green 
and tables of gift suggestions are every- 
where in evidence so that the woman 
shopper who visits the department is sure 
to find gift suggestions that she has on 
her list. In addition to slippers, which are 
always big sellers, Mr. Olmstead reports a 
good business on knicker boots, an elkskin 
novelty equipped with a clever pocket 
for a powder puff which sells for $14.50. 
Breakfast slippers and kimona sandals 
are also good sellers. 


A New Patented Infant's 
Shoe 


The latest development in the art of 
manufacturing shoes is the introduction 
of an intermediate infants’ shoe for the 
youngster learning to walk. The Carpen- 
ter Shoe Company of this city conceived 
and patented this new shoe which carries a 
light chrome sole, and which they have 


Nominates Officers for 1923 





placed on the market under the name of 
“Self Starter.” 

Realizing that the demand for-a shoe 
of this nature would be very great, the 
owners of the patent have issued a license 
to C. H. Hawkes & Son, Inc., of this city 
to make the “Self Starter” shoe on a 
royalty basis and are negotiating with 
two more reliable manufacturers on the 
same basis. 


Gift Certificates Sell Readily 


Cosino Dispenza of the Nettleton Shop 
is featuring a gift certificate which en- 
titles the bearer to a pair of Nettleton 
Shoes at the price paid by the giver of the 
certificate which will be honored at any 
time during 1923 which has materially 
stimulated business during the past week. 


Finds Hosiery a Real Asset 


William Pidgeon, Jr., Rochester’s lead- 
ing specialist in orthopedic footwear, re- 
ports that the Recorder’s slogan: 

“Handle Hosiery to Pay Your Rent,” 
is one of the truest things that he has read 
in many years. 

For a long time, Mr. Pidgeon did not 
feel that hosiery could be sold to advan- 
tage in his store as his trade was built upon 
specialty orthopedic footwear and staple 
patterns which led him to believe that he 
could not get enough volume in hosiery to 
warrant putting it in. 

In April this year, Mr. Pidgeon finally 
decided that if other merchants were doing 
the business in hosiery that the Recorder 
reported, he could not afford to be without 
it, and as a result placed a small order. 
Mr. Pidgeon stated that he had just gone 
over his sales records for the year and that 
the hosiery volume he had enjoyed was a 
revelation to him and that the hosiery was 
a real bit for the shoe merchant. 





New Shoe Stores 


Hirsch-Bolck Co., 1202 G Street, N. W. 
Washington, D. C. 

Gaskin & Capel Shoe Co., 1107 N. 
Dearborn Street, Chicago, Ill. General 
line—also orthopedic shoes and shoe re- 
pairing. Mail address, 2 N. Clark St. 

United Dry Goods & Shore Store, Sav 
Pedro, Calif. 

The Mode-Art Mezzanine Floor, Morri- 
son St., Portland, Ore., children’s shoe 
department. 





Familiarity breeds contempt; that is 
why most of us still have so much respect 
for money.—Farm Journal. 
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During the big Chicago Show, N.S.R.A. Convention, January 8, 9,10, 11, 
complete samples will be displayed at Hotel Morrison, Rooms 1314 and 
1314A. Mr. Leighton and Mr. Lennox, firm members, will be present to 
greet visiting buyers and offer suggestions concerning spring purchases. 
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TIE-UP WITH A WINNER! 


The name HANNAHSONS has become synonymous with good 
Satin Footwear. HANNAHSONS better satin shoes at lower 
prices have made money for thousands of keen shoe merchants. 
They will help YOU to secure more sales and profits Resolve now 
to tie-up with this wonder line for 1923 and share in our prosperity. 


We'll be there! 
Meet us at the N.S.R.A. Convention 
in Chicago, January 8, 9, 10 and 11. 
A hearty greeting awaits you. 





B 720—Black Satin, Fan Flare Tongue, B 770—Black Satin One-Strap, Side Lace 


Metal Ornament, Genuine Turn, 16-8 Full and Ornament, Imitation Turn, 14-8 Junior 
Louis§Heel, A-D. Code, “Pan”..........$3.85 — Tes Jr. Louis Hee, Imitation Turn Louis Heel, B~D. Code, “Vesta”......$3.00 
» 730—Same as above, al 14-8 Jr H- Code, “Vera”’....... $3.25 B 771—Same as above hemenes 12-8 Cuban 
Louis Heel. Code, *“*Pat’..........c00+ 85 B 800—White Satin Ohes Strap, fp perrond Heel. Code, “Vulcan” ...$3.00 


Lined, 14-8 Louis Heel, Imitation Turn, 
B-D. Code, “Helen”. aa 


Hannahsons authoritative “Style Digest’ of the 


IN STOCK poem bneden es Eph IN STYLE 


copy. 








B 882—Black Satin Lace Oxford, Brocade 





Quarter, we ~7 Turn, 15-8 Jr. Louis 
Heel, B- Code, “Diana” 
B(884— wll as above ‘ muectel 12-8 Cuban 
Heel. Code, “Pomona”...... ... $3.10 
ie he ay Satin Colonial Strap, Leathe 
B777— Black atin One-S >», 16-8 Full ined, 16-8 Full Louis Heel, Genuine Turn 
pie 5 Heel, Ge. wine ee ws D. ob omg Here’s a handsome new Brocaded Oxford, A-D. Code, “Iris’ 5 , $3.75 
“Sarah”. ‘$3.56 up to the + ~ in se and ee where . B 887—Same as is ve except -_ 8 Full 
ill mean volume. nm stoc anuary 
B 802—Same except Imitation Turn, with be ; * Breasted cee Heel, A-D. Code, 
14-8 Jr. Louis Heel, B-D. Code, “Ruby. Send for samples. No extra charge. NE vacdtctuechintantaiegeimentinaindiin $3.75 
$2.85 
» Wire or Write for Hannahsons Salesman 
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‘Merry Christmas, Everybody!’’ 
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N.S.T.A. Also Says “Happy New Year” and ‘On to Chicago” 
January 4-7”—Meet the New Arkansas Association! 


HE National Shoe Travelers’ 

Association is getting its house 

in order for the big get to- 
gether of January 4-7, at the Hotel 
Sherman. The Chicago boys, with 
President Harrison at the helm, are 
“right on the job’ every minute, 
while the National President, Frank 
B. King, who is seemingly untiring 
in his efforts for the best convention 
ever, is giving unsparingly of his 
time. 

The National Treasurer, Dave 
Davis, has his books all ready 
for an official reading and inspection 
while the other “‘big chiefs’’ such as 
First Vice President, Frank J. 
Weber; Secretary and Chairman of 
Publicity, T. A. Delany; C. W. 
W. Evans, Chairman of the Rail- 
road Committee; W. T. Dickerson, 
Chairman of the Educational Com- 
mittee; Frank J. LaPine, Chairman 
of the Transfer and Baggage Com- 
mittee; Joseph P. Byrne, Chairman 
of the Legislative Committee and 
George J. Lovely, Chairman of the 
Hotel Committee, have their reports 
all ready and will soon pack their 
grips for the Convention City. 
The most of the boys will remain in 
Chicago for a while and attend the 
N.S. R. A., Convention of January 
g-13. 





Christmas Message 
from 
RN. S. T. A. 


At this time of the year when 
all the world is filled with the 
Christmas spirit of kindness 
and love, the N. S. T. A., 
extends to all shoe manufac- 
turers, retail merchants, 
jobbers, trade publications 
and all brother members, this 
greeting! May the Christmas 
time bring you cheer and hap- 
piness, may those at home 
welcome you with cheery 
smiles; may prosperity sur- 
round you on every side; 
may the coming year erase 
all of the troubles and sorrows 
of the past year. May prosper- 
ity and goodfellowship reign 
supreme! This is the heartfelt 
wish of the N. S. T. A.— 
T. A. Delany, Sec’y. 

















Big Banquet—January 7. 

And at the big banquet of the 
N. 8S. T. A., which will be held at 
Hotel Sherman on January 7, at 
7.30 p. m., the President and Secre- 


tary of the National Shoe Retailers’ 
Association will be present, as well 
as presidents and secretaries of many 
of the other allied shoe trade associa - 
tions. 


For Unity of Action. 


It is true that one of the very big 
accomplishments of the past year 
has been the closer cooperation of 
all branches of the allied shoe 
trades. And one of the big factors 
in bringing about a spirit of real 
friendship within the industry has 
been the heroic work of the N. S. 
T. A. on interchangeable mileage. 

One of the foremost thoughts in 
the minds of the N.S. T. A., during 
the past twelve months, especially, 
has been “What can I do to help 
boost—the manufacturer, the mer- 
chant—my brother member.” Un- 
selfishness and devotion to brotherly 
principle have ever characterized 
shoe traveler effort, but it would 
seem that this spirit has been even 
more strikingly manifested during 
1922. 


“ Hurry, Hurry, Hurry, for 
Chicago Special.” 


In our last issue, we published 
a short story of ‘the N.S. T. A., 
Convention from which a glimpse 
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REST 


In Stock NOW 


AA-D. Sizes up to 10. 


653—Black Kid Oxford 5.00 
983—Brown Kid Oxford 5.50 
353—White Fabric Oxford 4.35 






"? URE 


The perfected orthopedic shoe 
really supports the arch and 
combines comfort with beauty. 
Snug fitting heel and arch and 
self adjusting movable stiff 
shank give support to the 
needs of theindividual foot. 


These points make La 
France Rest Cure Shoe 
our biggest seller. 





Williams Clark’& Co. 


Lynn, Mass. 


December 23, 1922 





Wood Soles 


Boots and Shoe 
Full Oil Grain 
Leather, Water- 


proof Sole Leather 
Counters. High-cut 
Buckle Shoes $2.25 
High-cut Boots $4.25 
Riemer’s Steel 
Rims for Sole 
and Heel........ 50 





A. H. RIEMER SHOE CO. 
MILWAUKEE, WIS., U.S.A. 















BOUDOIRS! 


Are you looking for something 
desirable and d dable in 
this line of foot- 
wear? 


I can show you 
styles at a price 
that will deserve 
your business. 


Send for Sample 


A. W. GREELEY :: Haverhill, Mass. 











APPROVED BY 
MEDICAL MEN 


As a sturdy support for the ankles of 
frowing children and as a fully venti- 
ted shoe, the Burkley Ventilated Foot 
Developer is unexcelled. Well-known 

surgeons recommend its use. 
Make your stock of 


wenTULAaAnem s , 
pttmaoe pone wig shoes 





our order “wre: 
one Brockton 2133 
for immediate action. 


BURKLEY 
SHOE CO. 
1156 No. Main 


Retails $2, $3.50 Brockton, Mass. 





Kistler, Lesh & Co., Inc. 


COMMISSION 


LEATHER MERCHANTS 


FINE OAK SOLE LEATHER 
BELTING BUTTS 
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of some of the good things to be 
“pulled off’? may be had; in last week’s 
Shoe Traveler Department, we published 
a schedule of reduced rates. Secretary 
Delany, with office at Room 706, 
183 Essex Street, would be glad to 
attend to a very large number of reserva- 
tions, not only from the boys, but from any 
member of the allied shoe trades. The 
National Secretary is in communication 
with the railroads and says that this 
is particularly sympathetic just now to 
orders for railroad reservations. His 
advice is—‘*‘Hurry, Hurry, Hurry for the 
Chicago Special.” 


Arkansas Travelers Organize 


We spoke a moment ago of shoe traveler 
co-operation. A very forceful example is 


_the newly organized Arkansas Shoe 


Travelers Association, which comes to the 

S. T. A., as a Christmas present, as it 
is soon to affiliate with the National. 
O. S. Poe, President of the Tri-States Shoe 
Retailers’ Association can vouch for the 
facts—But listen to the story. 

This “‘new’’ shoe traveling men’s asso- 
ciation made its entrance into the allied 
shoe trade field on December 2, The 
Arkansas boys met at the Marion Hotel, 
Little Rock, Ark., and elected officers, as 
follows: President, George Brannan, who 
travels for Roberts, Johnson & Rand 
Branch of the International Shoe Co; 
Secretary-Treasurer, F. M. Rowley, who 
travels for the Brown Shoe Co; First Vice- 
President, C. L. McCain, who travels for 
McElroy, Sloan Shoe Co.; Second Vice- 
President, Henry Moore, who travels for 
the Peters Shoe Co. Branch of the Inter- 
national Shoe Co. The following were 
elected directors—R. N. Mooney, who 
travels for the A. G. Walton Co.; W. S. 
Evans, who travels for Hamilton-Brown 
Shoe Co.; ‘Cy’ Wheeler who travels for 
the Endicott, Johnson Corp.;$.0. Muldrun 
who travels for the Peters Shoe Co.; Branch 
of the International Shoe Co.; J. T. 
Bowers who travels for the H. C. Godman 
Shoe Co. 

The new association started off with 
thirty-six members, but in a report from 
Secretary Rowley it was learned that he 
thought within a short time, the member- 
ship would be over 100; the membership 
dues are $5.00 per year. 


To A ffiliate with N.S. T. A. 

It was voted that the “baby” associa- 
tion would become affiliated with the 
National Shoe Travelers Association. It 
was also decided that meetings would be 
held every sixty days at the Marion 
Hotel, Little Rock. 

A program was outlined for the traveling 
men’s convention which will be held in 
connection with the Tri-States Shoe Re- 
tailers’ Association Convention, at Little 
Rock—March 12, 13, and 14, 1923. 


President Poe Father of Idea. 
And here is a very important feature of 
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EDWIN J. HANCOCK 
Salesmanager of New England Seer Dn. 


Worcester, Mass. x. ee | © now 
an ext ip throughout 
the country. He —_ ‘ormer. conmedad oii te 
Worcester Feli Goods Co , of Worcester and is well 
known in the Eastern and Middle States. 








this new association and, too, it shows 
what recognition one of the leading retail 
shoe merchants of the country—O. S. Poe, 
has given to the good work of the shoe 
traveler. President Poe long ago became 
convinced that the very best way to get 
more members for his merchants’ organi- 
zation was through the co-operative in- 
fluence of the shoe travelers. So, he went 
about to “start something” travelerwise. 
A temporary organization was first formed, 
which on December 2 became a permanent 
association. 

Association affairs are moving at a lively 
pace in the Tri-States; and President Poe 
has the satisfaction of knowing that his 
confidence in the shoe travelers was not 
misplaced, for the membership in the retail 
shoe merchants’ association has more than 
doubled in the last 90 days—and every- 
body is happy and thinking with pleasure 
of the coming N.S. T. A., and N.S. R. A., 
Chicago Conventions. 


Harkins and Wagner Head 
New Chipman-Harwood 
Company 

There are probably not two better 
known or liked young men in the shoe 
trade than Daniel J. Harkins and Henry J. 
Wagner, the first named the president and 
the second named the treasurer of the new 
corporation, the Chipman-Harwood Com- 
pany, 564 Atlantic Avenue, Boston. It is 
very interesting to note that “Dan” Har- 
kins, who twenty years ago commenced 
his business life as a shoe stock boy on 
Atlantic Avenue at $5.00 a week, is now, 
after a long period spent in covering the 
territory from Buffalo East to Baltimore 
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for the Julian & Kokenge Company, the 
Menihan Company, and Plaut & Butler 
Company, back on the same street as 
head of this new corporation, formerly 
Chipman, Harwood & Co., which, in its 
twenty-five years of existence, built up for 
itself a world-wide reputation as “The 
White Shoe House of America.” Mr. 
Harkins has had much experience in sell- 
ing lines of shoes direct from the factories; 
he will be sales manager and will devote 
his time to the big accounts. 


From Stock Boy to Treasurer 

The treasurer of the new corporation, 
Henry J. Wagner, has had an equally in- 
teresting and successful career. He, like 
Mr. Harkins, made his entry into the busi- 
ness world as a boy, where he was em- 
ployed by the United States Rubber Com- 
pany at $3.00 aweek. For the last six years 
he has been associated with the old firm 
of Chipman, Harwood & Co. Mr. Wagner 
comes from a shoe family—in fact, for 
three generations his folks have made, 
bought and sold shoes. His father, who 
passed away two years ago, was a well- 
known shoe buyer, and was connected 
with the R. H. White Company for a 
great many years, and for seventeen years 
associated with Andy McGowin of Wana- 
maker’s. Ten years ago he opened up 
two retail shoe stores. 

A. V. Chipman and Clark Harwood, 
who established Chipman, Harwood & Co. 
will be at the old stand as usual, where 
they will always be glad to see their many 
friends and customers. 

The newly incorporated firm of Chip- 
man-Harwood Company will make a 
special effort to warrant the confidence 
which the old house has always enjoyed. 
It will continue to carry a very extensive 
line of white shoes for spring and summer, 
and felt and leather slippers for fall and 
winter. The company’s As-Born shoe for 
boys and girls, and Goodyear welt shoes, 
carrying wearproof linings, has been very 
extensively advertised; also a little line of 
children’s As-Born turn shoes. 


“‘Be Ambitious and on the Level” 


Mr. Wagner’s children help him in his 
sales promotional “‘stunts.” He recently 
photographed three of his five little folks 
who had their pictures taken lying on the 
ground with their chins resting on their 
elbows and the soles of their feet in the air 
with letters thereon spelling the name 
“Wagner.” Mr. Harkins has not an- 
nounced whether or not he is going to ask 
his two children to boost sales in a similar 
manner. But he does say that his slogan 
for success has always been—“Be ambi- 
tious and on the level.” And he gives as 
his advice to other young men starting on 
a shoe career—“‘Do not let obstacles both- 
er you at all. There is always room at the 
top. The reason that many fellows stay 
at the bottom of the ladder is because 
they cannot seem to look upwar 
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E. J. ANDREWS 


Vice-President of the Boston Shoe Travelers’ 
Association. 





A. L. PUFFER 
President of Boston Shoe Travelers Association. 








B. S. T. A. Elect Officers 


The Boston Shoe Travelers’ Association 
held its annual meeting at the Boston 
Shoe Trades’ Club on Saturday, Decem- 
ber 16. The meeting was called to order 
at one o'clock, with President William J. 
Larkin presiding. A very enthusiastic 
meeting was held, with 75 in attendance. 
The principal business discussed was the 
N. S. T. A. Chicago convention of Janu- 
ary 4-7, and election of delegates thereto. 

A committee, consisting of William J. 
Larkin, George J. Lovely, and Dave 
Tobin, was appointed for this purpose; 
delegates will be selected by them before 
the first of the year. 

Interchangeable mileage also came up 
for discussion. The accomplishments of 
the National body in this great work were 
laid before the members. Secretary T. A. 
Delany received a vote of thanks for his 
good work in this direction. 

William (“Billy”) M. Noll, the efficient 
secretary-treasurer of the B.S. T. A., read 
his very fine report in just the same busi- 
ness-like manner as he has read it every 
year for the past twenty-three years. 
His report showed that the treasury is in 
good shape and that the death benefit fund 
contains $2222.21, after paying out $400 
in death benefits during the past year. 
The members were much pleased with the 
financial showing, especially considering 
the fact that it is always necessary to lay 
aside quite an amount for the per capita 
tax of the National and death benefits; 
also for remembrances to the sick. 


New President Is A. L. Puffer 
The following were elected officers for 
the ensuing year: President, A. L. Puffer; 
vice-president, E. J. Andrews, and secre- 


tary-treasurer for the twenty-third time, . 


William M. Noll; for, said the boys: 
“Twenty-three for you, Bill.” And who 
could possibly look out for our secretarial 
and treasury work any better than our 
beloved “Billy”? Members of the Execu- 
tive Board for two years—Frank T. Fan- 
ning and Frank Lord. 


A. L. Chase Boomed for National Vice- 
President 


The meeting was preceded by a colla- 
tion, and throughout, the spirit of good 
fellowship and the joy of Christmas were 
manifest. A. L. Chase, who travels for 
Chas. K. Fox Company, and one of the 
best shoe travelers on the road, was heart- 
ily endorsed as a candidate for vice-presi- 
dent of the N.S. T. A. Mr. Chase is a 
man of strong personality, an orator of 
national repute, a constructive’ thinker 
and worker. The Boston boys feel that 
he would be a most valuable man as one 
of the heads of the N. S. T. A. 

it is expected that the Boston boys—at 
least 25 in number—are going to Chicago 
to hoost for Mr. Chase. 


Resolutions of Thanks 


Resolutions of thanks were passed to 
Hurley Shoe Company in their thoughtful 
remembranceof thedependents of the late 
Charles F. Maxwell. Mr. Maxwell was 
one of the policy-holders in any employe 
insurance which the Hurley Shoe Com- 
pany had arranged for its workers. 


Good Cheer Pervades Meeting 


And in the midst of the good cheer and 
kindly words and greetings for those in 
attendance, the sick were not forgotten, 
nor were the dear ones of those brothers 
who have made their last long trip. 





WILLIAM M. or “BILLY” NOLL 


Elected Secretary Treasurer of the Boston Shoe 
Travelers’ Association for the twenty-third con- 
secutive time. 





Billy Noll Will Be at Chicago 


Mr. Noll reports that he will attend the 
N.S. T. A. convention; that with the very 
first of the New Year his trip for the Foster 
Company, whom he has represented for 
the past thirteen years, will be due West. 
He will reach Chicago in time to be pres- 
ent at the opening of the N. S. T. A.-con- 
vention, and will remain throughout the 
convention as well as spending a day or 
two at the N. S. R. A. convention. Be- 
sides calling on manufacturers of the 
West, “Billy” also covers the shoe manu- 
facturers of New England. 


“Reinstating”’ John J. Whalen 


In the Shoe Traveler Department of 
December 2, under the list of salesmen for 
the Preston B. Keith Shoe Company, we 
inadvertently omitted the name of that 
very high-grade and well-known shoe 
traveler, John J. Whalen, whose territory 
comprises Pennsylvania, Maryland, West 
Virginia, and District of Columbia. Mr. 
Whalen, who is a very keen student of the 
Recorder’s editorial and advertising pages. 
immediately noted that his name was not 
included in the Preston B. Keith Shoe 
Company’s salesmen’s roster, and so wrote 
us from Clarksburg, W. Va., about it, just 
as we were very glad to have him do, so 
that we might make due explanation. 

“‘Jake’’ has been out on the road for his 
house since the latter part of September, 
and is “putting ‘em over” in great style. 
Besides being very popular in his territory, 
he is also popular in civic life, having 
served his home city of Brockton as alder- 
man from Ward 5; and is now secretary of 
the Ex-Aldermen’s Club of the big shoe city. 
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Things You Should Know About 
the N.S. R. A. Convention 


RAILROAD RATES. — Reduced railroad 
rates will obtain. Certificate blanks will be 
mailed from N.S.R.A. Headquarters, 224 S. 
Michigan Avenue, Chicago, to all interested in 
the retail shoe industry, whether members of 
the N.S.R.A. or not. Watch for this certificate; 
take it to your local ticket office and buy your 
round trip ticket for fare and one-half. You 
need not deposit this ticket in Chicago. Keep it 
and when you make your Pullman reservation 
for return trip, the railroad agent will at the 
same time validate your return ticket. If 
more certificates are needed for your employees 
or friends, send to N.S.R.A. Headquarters and 
they will be prompt!y forwarded. 


HEADQUARTERS. Convention Head- 


quarters will be at the Congress Hotel, Chicago. 


ADMISSION. Admission to the Conven- 


tion will be by badge only. 


ADVANCE REGISTRATION. You may 
register by mail, in advance, thereby saving the 
annoyance of standing in line at the Conven- 
tion. Advance registration blanks will be 
mailed to you from N.S.R.A. Headquarters. 


REGISTRATION. 
Chicago, Saturday, January 6 and Sunday, 


You may register in 


January 7, at the Congress Hotel, Florentine 
Room; or Saturday, January 6, Sunday, Jan- 
uary 7, and throughout the Convention at 
Registration Headquarters, Coliseum Building. 


BOOTH EQUIPMENT. Booth equipment is 
thoroughly standard this year. All booths will 
be decorated alike. If additional lights or 
power are desired, communicate with Charles 
R. Hall, Coliseum Building, Cheago. 


OFFICIAL PHOTOGRAPHER.  Kauff- 
man & Fabry Company, 425 S. Wabash Avenue 
Chicago, have been appointed official photo- 
graphers. 


OFFICIAL FLORIST. The George Witt- 
bolt Company, 745 Buckingham Place, Chi- 
cago, has been appointed official florist. 


FURNITURE. 
furniture is desired, this may be rented from 


If other than regulation 


Chicago Safe & Merchandise Company. 73 
W. Lake Street, Chicago. 


TELEPHONE INSTALLATION.  Appli- 
cation for individual telephone service should 
be made direct to N.S.R.A. Headquarters. 


INSTALLATION OF EXHIBITS. The 
Coliseum will be open for installation of ex- 
hibits Saturday, January 6. All exhibits must 
be complete and ready for the Convention 
opening, Monday morning, January 8 at 


9 o'clock. 


Until Exposition opens, make all inquiries to 
N.S.R.A. Headquarters, 224 §S. Michigan 
Avenue. Beginning Monday, January 8, make 
all inquiries to Information Bureau, at the 


Convention in the Coliseum Building. 
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Changes in Business 


Current Events in Failures, Suspensions and Activities 
in the Shoe and Leather Trade 


FAILURES 


Boston—Hyman Weisman (232 Broadway), shoes, 
reported assigned 

Mendel Kaplan, leather and findings, reported 
petitioned into bankruptcy. 

Springfield, Mass.—Cin-Gross Shoe Co., shoes, re- 
ported petitioned into bankruptcy 

oT LL — Michael — Yas Essex St.), 
shoes , reported assi; 

Haverhill, "tet —Harry a Burrill, shoe manu- 
facturer, reported petitioned into bankrupte y- 

J.H. Ryan & Co. , leather, re: ported assigned to 
Herbert E. Gutterson and D. Curran. 

Carrolton, Ga.—Ellis Bros., Aa etc., reported 
petitioned into bankruptcy. 

Columbus, Ga.—Abramson Bros., shoes, etc., re- 
ported closed by sheriff. 

Opelika, Ala.—S. hk Solomon, shoes, etc., reported 
petitioned into bankruptcy. 

Chicago, Ill.— Assoc iated Shoe Stores, Inc., shoes, 
reported assigned. 

Curtis Miller Co., shoes, etc., reported receiver 
appointed; reported sold out. 

*hilip Kolkey (2450 W. North Ave.), shoes, 
reported assigned. 

John Shieck (2865 W. 22d St.), shoes, etc., re- 
ported assigned. 

Pasadena, Cal.—Broadway Bros., Inc., shoes, etc., 
reported asking general extension 

Peoria, Ill.—Haddad Bros., shoes. etc., 
offering to compromise at 35 per cent 

Wichita, Kans.—S. M. Woods (Woods Upstairs 
Shoe Store). shoes, reported petitioned into bank- 
ruptcy 

Harlan, Ky.—1.. 8. Long. shoes, etc., reported peti- 
tioned into bankruptcy 

Morganza, La . Sebostin Landry, shoes, ete., 
reported petitioned into bankruptcy. 

Detroit, Mich.—Edward B. Alpern, shovs, reported 
petitioned into bankruptcy. 

Lieberwitz Bros., shoes, reported meeting of 
creditors scheduled for De Be « r 19, last. 

Barnesville, Minn.—Landsom Co., sho.s, etc.. re- 
ported petitioned into bankruptcy. 

Eveleth, Minn.—Robert Ellis. shoes etc., reported 
assigned. 

St. Cloud, Minn.—Frank Truszinski (Family Shoe 
Store), shoes, reported petitioned into bank- 
ruptcy. Reported receiver appointed. 

Culbertson, Mont.—Brooks Co., !Inc., shoes, etc., 
reported assigned. 

New York City—Gartzman & Lipsky (179 Clinton 
St) shoes, reported meeting of creditors sched- 
ulec 

Samuel Grosshandler (National Dollar Stores) 

shoes, etc., reported petitioned into bankruptcy 
reported receiver appointed. 

Phillmall, Inc., shoe manufacturers, reported 
petitioned into bankruptcy. 

Irving Bierer (Irving Shoe Shop), shoes, re- 
ported ofl: ring to compromise at 25 per cent. 

Shaar & Silvering (29-31 Delancey St.), shoes, 
reported embarrassed. 

Andrew M. Tonis (837 Washinton St.), leather 
and findings, reported meeting of creditors 
schedulec 

Poughkee psie, N. Y.—Switzky & Rosenberg, leath- 
er and findings, reported petitioned into bank- 
ruptcy. 

Velva, N. D.—F. X. A. Perrin, shoes, etc., reported 
offering to compromise at 25 per cent. 

Fort Towson, Okla.—Andrew Balch, shoes. etc., 
reported petitioned into bankruptcy. 

Hugo, Okle.—A. P. Brown Co. shoes etc., report- 
ed petitioned into bankruptcy. 

Darlington, Pa.—Albert Rogers, shoes, etc., re- 
ported ee into bankruptcy. 

Claire C yw . D.—Claire City Co-operative Mer- 
eantile Co., Inc., shoes, etc., reported assigned. 

Milwaukee, W is.—Louis Held, shoes, reported peti- 
tioned into bankruptcy. Reported receiver 
appointed 


reported 


CHANGES 
Boston—F. E. Jones Co., leather, increased author- 
ized capital to $315 000. 
Norwell, Mass.—H. S. Turner & Co., shoes, etc., 
reported selling or sold out. 
Salem, Mass.—McGrath & O'Donnell Co., shoe 
"eae recently commenced business 


Springfield, Maas.—Charles E. Lynch, shoes, etc., 

em. Jr., admitted. 

Revere, Mass.—Revere Shoe Co., shoe manufac- 
turers, recently commenced business incorpo- 
rated with capital of $50,000. 

Salem, Mass.— Lunder & Co., innersoles, dis- 
solved partne: rship— Maurice Lunder re tires. 

Worcester, Mass.—R. H. Long Shoe Co., shoe 
manufac turers, recently commenced business 
here and incorporated with capital of $1,000,000. 

Walnut Ridge, Ark.—Lane Mercantile Co., shoes, 
etc., reported selling or sold out. 

Hartford, Conn.—M. M. Avseer, shoes, etc., re- 

ported selling or sold out. 


Atlanta, Ga.—Monteau-Maddox-Nash Co., shoes, 
succeeded by Stout Shoe Co 
cairo, Til. “ag ck & May, shoes, etc., succeeded by 
ees. f 
Richview, i. —William Sproul, shoes, etc., report- 
ed se lling or sold out 
Bruceville, Ind.—Asbury Bros., shoes, etc., report- 
ed selling or sold out branch store here. 
Montpelier, Ind.—Marion Davis, shoes, etc., re- 
ported sold out to A. Weil. 
Valparaiso, Ind.—B. Kozlenko, shoes, etc., suc- 
ceeded by Louis Kauffman & Co. 
Versa nd.—lL.. L. White, shoes, etc., succeeded 
H. Potter & Sons 
Ale = Aw tn Ia.—Oscar Walsh & Co., shoes, etc., 
succeeded by John Peters. 
Hawarden, Ia.—Johnson Cooper-Gehan Co., shoes, 
etc., succeeded by Johnson-Kelly-Gehan Co. 
Newton, Ia.—Boston Store, shoes, etc., reported 
sold out. 
Casey, [11.—C. H. Collins & Co., shoes, etc., re 
ported sold out to Warner Randolph Co. 
Metropolis, [l.—Casper Krebs, shoes, etc., report- 
ed selling or sold out. 
Pontiac, I11.—Charles Sacks (West Side Shoe Store) 
shoes, reported selling or sold out. 
Lebanon, Ky.—N. H. tnam & Co., shoes, etc., 
re sported selling or sold out. 
Warren, Me.—G. veniey. shoes, etc., reported 
sold out to Pe Hey aC 
Lewiston, Mich.—John ‘G. Golden, shoes, etc., re- 
Pa er sold out to J. J. Kennedy. 
Louis, Mo.—Cind:r Ha yn 20., shoes, incor- 
ae d with onqne of $10,00) 
Lexington, Neb.—Wolbach & . firey, shoes, etc., 
r ported sold out to G wrg> Lincoln. 
On aha, N« b.—Burgess-Nash Co., sho s, etc., L. C. 
Nash, pr sident, retires 
Presho, N. Y.—W. D. Morse, shoes, etc., reported 
sold out to Frank Rex. 
Potter, N. Y.—M. S. Lounsbury, shoes, etc., suc- 
ceeded by F. & J. Lafler. 
Washington, N. J.—R. W. Hayes, shoes, etc., re- 
ported sold out to ven A. Conant. 
Manchester, N. H.— Thomas Shoe Mfg. Co., 
Inc., shoe wha ne dd recently commenced 
business here incorporated with authorized capi- 
tal of $100,000. 
Elmira, N. Y.—S. F. Izard Co.., shoes, etc., George 
B. Brooks, vice-oresident, retires. 
Gloversville, N. Y.—Gloversville peutes Mfg. 
Corp., capital increased to $500,006 
New York City—Alfred A. Scheuer (ia E. 86th 
St.), shoes, succeeded by M. J. Saterlof. 
Troy, N. Y¥.— Syndicate Shoe Shop, tnc., shoes, in- 
corporated with capital of $4,000. 
Alliance, Ohio—W. McDonald, shoes, reported 
sold out to J. D. Zavitz. 
Forrest City, Pa.—McCann Bros., shoes, etc., suc- 
ceeded by Louis Crane. 
Tylersport, Pa.—W. T. Trauch, shoes, etc., suc- 
ceeded by W. HY Walker. 
St. Matthews, S. C.—F. W. Raysor, shoes, etc., 
reported s ‘ling or sold out. 
Winner, S. D.—N. E. Gardner, shoes, etc., reported 
sold out to W. S. Murray. 
Beaumont, Tex.—Segall’s Shoe Store Th. ee 
Segall), shoes, a sold out to I. Sachs. 
Goliad, Tex.—H. Funk Dry Goods Co., shoes, 
etc., ‘reported se fling or sold out. 
McAllen, Tex.—John B. Ragland Mercantile Co., 
pom "ete. » reported selling or sold out branch 
store here. 
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WINDOW DISPLAY FIXTURES 


The OSCAR QNKEN CO. 
1181 4th St. CINCINNATI, OHIO 
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MISCELLANEOUS 








FAMOUS GLASS 
FIXTURES 


Shown ir Catalog G. F. 


Wood Fixtures 
Catalog No. 14 


Artificial Flowers 


Catalog No. 19 


Window Valances 
In Stook—Ask for Samples 
Window Rugs and Plush 
Samples Sent 


The Hecht Fixture Co. 
Medinah Bldg. Wells and Jackson 


NEW YORK SHOW ROOM -* 
70 West 36th Street 








Chicago 
East of Broadway 
































ERS RS AsHION TIRE 
n£ [ADDEDS 


MODERNIZE 
pee METHOOS 











To provide adequate 

storage facilities for shelf 

stock — to make it accessible 

and convement for clerks and 
stock men to handle with absolute 
safety to insure quick service for 
¢/ wholesale ot retail trade—imstall one 
/ ot more MYERS NOISELESS 
CUSHION TIRE STORE LAD. 
DERS. Deep tread steps. full length 
hand grips, rubber tires, overhead track system, 
firm construction throughout, eliminate vibration 
and nome and produce a ladder of — 
say for safety, convemience and efficien 
=o only — neat of design attractiv 

— any height — easily 
installed — meets most 
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Milbradt Rolling 
Step Ladders 


are made in a great many 
styles to suit all kinds 
of stores and shelving. 
They will enable you to 
get along with less help, 
save the wear and tear 
on your shelving, and 
help the appearance of 
your store. Shipped sub- 
ject to approval and sat- 
isfaction guaranteed. 


Write for our latest cata- 
log showing 18 styles of 
ladders as well as other 
store fixtures. 


Milbradt 
Manufacturing Co. 


= : 2416 No. 10th Street 
| ST. LOUIS, MOQ. 
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HELP WANTED 


SHOE MAN WANTED 


FOR SALE 











Stock Department Head 
WANTED 


There is an opening in our organiza- 
tion which offers a splendid opportu- 
nity to the right man. We desire a 
chief for our stock shoe department. 
This work includes the supervision of 
fifteen to twenty clerks, the handling 
of all office work pertaining to the 
selling end—erder writing, estimating 
of prospective sales, shipment, and 
correspondence involved in the aver- 
age daily sale of 2,000 pairs of shoes. 
The position will pay a fair salary to 
start. Write us with recommendations, 
full account of past experience, etc. 
Address 1-655, care Boot and Shoe 


Recorder, Boston, Mass. 














ANTED—Experienced misses’ and children’s 

shoe man as assistant in wholesale shoe 
department of large leather and findings house in 
Central West. Ad , D-651, care Boot and Shoe 
Recorder, 189 W. Madison St., Chicago. 





TO LEASE 


T2 LEASE—Ladies’ shoe department in Louis- 

ville’s 1 ready-to-wear and millinery 
store. We will have a million-dollar business, of 
which at least $150,000 will be done in shoes. 
Communicate instantly. Address Joe H. Green- 
stein, Bon Ton Cloak & Suit Co., Louisville, Ky. 


T°? LEASE—Ladies’ and yang 8 — De- 
partment fully — 

‘went store in a town of 54 000 i in “the Middle 

Fi ibilities must be stated in the first 

letter or — will not be considered. Ad- 

-iress all correspondence D-634, care of the Boot 

& Shoe Recorder, 207 South St.. Boston, Mass. 

















TO LET 


AMPLE rooms. floor space and offices to let, 
Harrison Shoe Co., 204 Albany Bldg., Boston. 














AGENCY WANTED 





y JELL-ESTABLISHED FIRM with travellers 
coveting England and Scotland is open to 
negotiate with a good firm dealin, vr Glace and 
other upper leathers, to act as sole agents, in a 
sition to move large quantities if goods are right. 
eather Supply Association, Ltd., Linden Street, 
Leicester, England. 








LINE WANTED 


WANTED— Popular-priced line men’s dress 
shoes, or men *s and boys’ for Texas territory. 
Am selling men's dress shoes for Chicago factory 
and know the good merchants of Texas. Have 
satisfactory reason for change. Eight years’ road 
experience, thirty-eight years of age. Single. Ad- 
dress D-668, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 











Line Wanted or Greater New York 


Well-known salesman with established 
trade among the better-class retail 
shoe stores of Greater New York te<ri- 
tory is open for a line of men’s, wo- 
men’s, or children’s and misses’ shoes 
for the coming season. A-l1 trade 
assured. Will be interested only in 
well-known pro ition. Best of refer- 
ences furnished. Addrese-D653, t 
and Shoe Recorder, 207 South Street. 
Boston, Mass. 














HOE DEPARTMENT FOR RENT—Half of 
main floor and entire basement by established 
women's and childr:n's specialty store. Now occu- 
yying three floors and bas:ment. Best location in 
ive western Pennsylvania city of 75,000. Store 
about 22x 125, modern front. Only responsible 
parties considered. Address K-677, care Boot and 
Shoe Recorder, 127 Duane St., New York City. 











OPPORTUNITY 





For SALE—Comolete outfit pod making all 
kinds of wood sole shoes. Price very reasonable. 
Must be sold. John B. Fellrath, 180 North Main 
Street, Fond du Lac, Wis. 





WANTED TO PURCHASE 


CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other merchandise. Any quan- 
tity. Prompt attention given. 


KIRSCH-BLACHER CO., Inc. 
293 Church St., New York, N.Y. 
Phone Canal 0679 














CASH PAID 


for shoe stores or surplus stocks of shoes or 
for other merchandise. Leases taken over. 
We will send a representative to investigate 
and make offer upon request 


Kalter Cerf. Mercantile Co., Ine. 


591 Broadway, New York City 
Phone Spring 5160-5161 -5162 








DO YOU CONTEMPLATE 


Retiring or going out of business? 
I will pay value for your entire or surplus 
stock of shoes. ases having a short term 
torun taken over. Established 25 years. 


I. OLENICK 


413 Broadway, New York Tel. 9531 Canal 











Manufacturers, Attention! 


Are you open for additional business? 

ere is an opportunity to connect with 
a live jobbing concern who can show 
results. Address K-676, care Boot and 
Shoe Recorder, 127 Duane St., New 
York City. 





THE NEW YORK EXPORT 
PURCHASING CORPORATION 


596 BROADWAY, NEW YORK, N.Y. 
PHONE—SPRING 9965 


WILL salt eeeus| FOR 
BUY } SURPLU ‘stocks ) CASH 
Bargains in —— See Ses sales 








Opportunity 


is hereby offered to a reliable, experi- 
enced shoe man to buy a well-estab- 
lished shoe’ department in one of the 
best stores on the busiest street of 
New York. Store now doing good busi- 
ness, and the hours are 9 A.M. to 6.30 
P.M. Long lease and low rent. Can 
be bought] with stock or without. Do 
not answer this advertisement unless 
you are interested and able to tackle 
such a proposition. Address K-678, 
care Boot and Shoe Recorder. 127 
Duane St., New York City. 











Line Wanted for Jobbing Trade 


I have sold shoes to the whole- 
sale trade for ten years. Have 
150 gilt-edge accounts that I 
can place goods with. Would 
prefer strong line of men’s 
popular-priced shoes. Best of 
references furnished. Am at 


present employed. Good reasons 
for desiring to make a change. 
Address D-654, care Boot and 
Shoe Recorder, 207 South St., 
Boston, Mass. 























We buy quick and pay highest cash price 
for retail and wholesale stocks of shoes or 
any other merchandise. Quantity no object. 

or 30 years our specialty. 

Bank and mercantile reference. 


BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER, Proprietor 
610 Broadway, Brooklyn 
Phone Stagg 1757 








SHOE STORES 
BOUGHT FOR CASH 


Retail or Wholesale Stocks 
Any Amount. Write Me 


D. KOCH. 908 Putnam Ave., Brooklyn, N.Y. 





FOR SALE 


Fer. SALE—$50,000.00 stock of shoes and 
hosiery in best location of Atlanta, Ga. Estab- 
lished Py ears, doing cash iness between 
$150,000.00 to $200,000.00 a year cheap rent, long 
leave. Will sell cheap. Good reason for selling. 
Address Mrs. J. O. Johns, General Delivery, 








FoR SALE—A real shoe store in the best city 
outside of Chicago in the state of Illinois. 
Population 100,000. Everything desirable: loca- 
tion, trade, stock, and equipment, also ahoe renair 
a in connecti ion. ja pay overhead. 
“xceptiona! nity. Rvestigate at once. 
Address D-666 care Bost and Shoe Recorder, 207 
South St., Boston, Mass. 








HIGHEST CASH PRICES PAID 
for entire shoe stocks. We also buy your 

surplus or slow sellers. Quantities no object. 
- Retail or wholesale. Short term leases taken 
off your hands. Wire or phone us. Corre- 
spondence confidential. Established 1890, 

MAX GLAUBERG 
wey yy a Ay * 
e ats, furni 

goods, etc. Phone Canal ‘415 








Information for Shoe Merchants 

“Where to Buy” constitutes a source of 
knowledge so that he who runs through these 
pages may learn. 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


OSITIONS WANTED—F word for each insertion. 
a rates for space less than one-eighth page per P Miniooaan aay Conte per we | for cock, im 
Space time 7 times 13 times 26 times 52 times vinta ant ndrertuements 5, “Ade Under this heading will be 
Vin......$5.00 $4.00 $3.50 $3.00" $2.50 redo spent, ak. pag date, When 
{ag ; ap t- ao. . a 5.00 pag be eipeed b an setae So When ad rome 
3 In, : ; 7.50 esire ‘orwarded to their dress, word 

l be counted in the advertisemen f 

tin. 2000 16.00 1400 12.00 10.00 Sneana”S 





Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 














SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 





SIDE -LINE SALESMEN to carry classy little 
line of infants’ soft soles in Chicago, gi Jer- 

sey, New England, and Pennsylvania. 

cent commission on all orders and a * 

dress Babyville Shoe Co., Rochester, N. Y. 


HOE SALESMEN WANTED by established 

Philadelphia wholesale shoe house, for Philadel- 
phia and elves territory. State experience and 
reference. Address D-664, care Boot and Shoe 
Recorder, 1420 Widener Bldg., Philadelphia, Pa. 





QAL ESMAN for Brooklyn and Jersey represent- 
“ing jobber’s full line. Only experienced with 
established trade need apply. "Comanianion or 
salary basis. Address K-679, care Boot and Shoe 





Recorder, 127 Duane St., New York City. 

\ /ANTED—Salesmen selling high-grade trade 
to sell a line of children’s and misses’ flexible 

welt shoes and moccasins. Territory open: Penn- 

sylvania, New York, and New England, as well as 

some other good states. A sple wndid line for men 

selling the good trade. Address D-663, care Boot 


and Shoe Recorder, 207 South St., Boston, Mass. 





S ALESMEN—To handle well-known line of high 
“ and medium-grade turn (leather soles) boudoir 
and ballet slippers. Made in all leathers and 
widths. Money-making line for right party. 
Address D-662, care Boot and Shoe Recorder, 207 





South St., Boston, Mass. 
THE RUSSELL MOCCASIN COMPANY of 
Berlin, Wis., are desirous of securing the services 
of four reliable salesmen to work on a liberal com- 
mission basis. Our line is well known, widely ad- 
vertised, and apnlications will be considered only 
from men with well-established trade, with recor 
as producers and who can Sevete ®, fair share of 
time to our line. Address The . RUSSELL 


MOCCASIN CO., Berlin, Wis. 





‘ALESMEN WANTED—To handle side line of 


quality soft soles and “self starters” in Texas, 
Wisconsin, Ohio, and Pennsylvania. Men with 
established trade desired to sell this nationally 
advertised line of infant footwear. Address Car- 


penter Shoe Co., Manufacturers, Rochester, N. Y. 





SAL JESMEN WANTED—We specialize in men's 
fine welts, made in the Brockton district to 
retail at $5 and $6. Five per cent to the trade and 
6 per cent for selling straight commission. Choice 
territory, open in all a of the country. Several 

sod styles in stock alwa ready to ship within 24 
| ood to retail at $5. MF Kelley Shoe Co., 
Stoughton, Mass. 


W ANTED—For States of New York, North 
Carolina and South Carolina, and Kansas. 
Salesmen experienced in selling factory line, by 
manufacturer of one of the most popular lines of 
Western made high- grade men's dress shoes. 
Staples and semi-novelty styles carried in stock. 
Must have successful record and a substantial 
following. Give full information in first letter. 
This is an exceptional opportunity for live, high- 

ade salesmen. Others need not apply. Address, 
)-649, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 








ALESMEN WANTED—Live-wire salesmen 

with established trade on a straight commis- 
sion basis of 8 per cent = a complete ine of men’s 
work and dress shoes, also boys’. All numbers 
carried in stock. Old established line. Wonderful 
opportunity for the right man in the following 
territories Ohio, western Pennsylvania, eastern 
Pennsylvnia, New York, New Hampshire and 
Maine, North Dakota, Montana, Oklahoma. Give 
references and full particulars in first letter. Ad- 
dress, D-640, care Boot and Shoe Recorder, 189 W. 
Madison St., Chicago. 


ALESMEN—We have some desirable terri- 

tories nm for experienced shoe salesmen to 
handle our line of men’s medium-priced in stock, 
dress welts on strictly commission basis, starting 
about February 1, 1923. Only thoroughly capable 
men who can give good references will be con- 
sidered. Rohn Shoe Manufacturing Co., 414 Fourth 
St., Milwaukee, Wis. 


XPERIENCED salesmen wanted with estab- 

lished trade to carry in stock line of boys’ 
McKay and McKay welt shoes in Washington, 
Oregon and California, Texas, Aanauees. Oklahoma, 
Minnesota, Alabama, Ohio, W. Va., Maryland, 
Washington, D. C., Illinois, including Chicago. 
Six gi cent strai, ht commission. Address, D-639, 
care Boot and d Shoe Recorder, 207 South St.; 
Boston, Mass. 


MANUFACTURER of Infants’, Children’s, 
Misses’, and Growing Girls’ turn shoes, high 
and medium de at attractive prices, desires 
salesmen for following states: Kentucky, Tennessee, 
South Carolina, Georgia, Florida, Alabama Missis- 
sippi, Ohio, Indiana, Michigan, Wisconsin, Min- 











nesota, Iowa, Missouri, Arkansas, Oklahoma, Kan- . 


sas, Nebraska, Wyoming, North Dakota, "South 
Dakota and Nevada. Our very large stock "depart- 
meht gives immediate service. We also make and 
stock several styles of Old Ladies’ comfort oxfords 
and straps, it. Six per cent commission 
paid monthly. We prefer resident salesmen and 

not covering more than two or three-states. 
Address D 626, care Boot and Shoe Recorder Pub. 
Co., 207 South St., Boston, Mass. 


WANTED—Experienced | salesmen to cover re- 
tail trade on commission basis in following 
states: Ohio, Indiana, Michigan, Texas, Oklahoma, 
Iowa, California, Kansas, and Missouri. Want a 
salesman to -_ tee western line of men’s 
dress welts—a solid line—popular priced ranging 
from $3.50 to $4. 25—fifty samples—large floor 
stock. Give full particulars and references in first 
letter. Applications held strictly confidential. 
Address D 629, care Boot and Recorder, 207 
South St., Boston, Mass. 








HIGH-GRADE SALESMEN 
WANTED 


An excellent opportunity is offered 
salesmen of «& personality and 
ability to carry our turned line of 
high-grade men’s slippers, vee 
comfort shoes and ballet slippers. 

sell to high-class retail yy 
ment-store trade. Twenty-one styles 
In-Stock for immediate shipment. 
Territories open are: St. Louis and 
vicinity, Georgia, Alabama, Mississippi 
Texas, the Pacific Coast, Michigan, 
Indiana, and Ohio. Only men of high 
calibre, who are responsible and con- 
scientious, considered. Write — 
about yourself. Address D-652, ca 


Boot and Shoe Recorder, 207 South ‘St., 
Boston, Mass. 








SALESMAN 
WANTED 


A good shoe salesman with an estab- 
lished business can learn something 
to his advantage by getting in touch 
with us. We want a live salesman, will- 
ing to work, show his past results and 
give us good references—must be a 
producer. Can make it interesting for 
such a salesman. Address W.T. Moore 
Shoe Co., Manufacturers Women’s 
Novelty Footwear, St. Louis, Mo. 











) ye Middle Western manufacturer of 
men’s and women’s unlined welt and nailed 
oe. work and outing shoes will eng territory 

anuary first to include Southern States. We are 
particularly interested in salesmen with es- 
tablished trade and personal standing in Kentucky, 
Tennessee, Alabama, —y Ark cansas, Loui- 
siana, Oklahoma and Texas “in stock” de- 
partment giving prompt service. UL nusually liberal 
commissions. mples ready by January fifteenth. 
Address D 621, care Boot and d Shoe Record ecorder, 189 
W. Madison St., Chicago, Ill. 





ALESMEN wanted on commission basis for 

well known brand Nationally advertised rubber 
footwear. Territories open in Pennsylvania, 
Southern Michigan, Arkansas, Kentucky, Texas, 
Southern Illinois, New England States, Virginia, 
West Virginia, Maryland, North Carolina. State 
references, experience and terms in first letter. 
Address K 673 care Boot and Shoe Recorder, 127 
Duane St., New York, N. Y. 





WANTED —Live-wire salesmen to carry as a 
side-line our line of first-step shoes, sizes 1 to 5, 
in the following Senger: Ohio, Michigan, Ken- 
tucky, Minnesota, N. and S. Dakota. is line is 
well-advertised in Yo trade papers and direct to the 
trade. Medium-priced and every number is car- 
ried in stock. We back up our salesmen with first- 
class merchandise and pt shipments. High 
rate of Wi ider only men calling 
on well-established trade. Samples ready em m7 
first. Staud Shoe Corporation, Rochester, N a 








ss manufacturer of high-grade work 

ind sport shoes would like to communicate with 
experienced shoe salesmen to handle line after Jan- 
1, 1923, on 7 per cent commission basis. Fol- 
Cole territories open: Kansas and Nebraska, 


lowa, Illinois, Virginia and West Vi , Penn- 
sylvania, New and States, North ina and 
South Carolina, gia and Florida, Mississippi 
ana A . Indiana, and Arkansas. 


corder, 207 South St., Boston, Mass 





WAktsD- lane to a manufacturer's 


a. of Pennsylvania- le, medium-priced 
and wing gicls’ welts, IN-S ‘ 
PROPOSITIO Good territories available. 


salesmen with established trade need apply. Lib. 
eral commission basis. Address D-595, care Boot 
and Shoe Recorder, 207 South St., Boston, Mass. 





MILWAUKEE 
WORK SHOES 


We have the following territories 
open for big caliber salesmen: New 
York, Ohio, Iowa, Colorado, Minne- 
sota. Established busi i 
sion proposition. STEVEN STRONG 
SHOE CO., Milwaukee Wisconsin. 











SHOE SALESMEN ONLY WANTED— 
‘o as side stitchdowns, 2 to 
5 and EAR ek —~ 
facturer of these sizes. com- 
mission. —_ Northern a «ng 
Indiana, Nebraska, = Hocky 
Mountain Sectio and P 
We do not Job. NON-SLIP SHOE <O., 
627 Locust St., St. Louis, Mo. 
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SALESMEN WANTED SALESMEN WANTED 


YOUNG BLOOD 


One of America’s most successful makers of men’s and women’s welts, a New England 
organization, is now revising its sales policy for 1923. 

Positions offered will prove most profitable for younger men who are old enough in experi- 
ence to show a record of results and promise of becoming bigger shoe salesmen with the 
proper backing and training. 

The work will require living right in the territory, and close solicitation, preferably by 
auto, of present and prospective customers without a let-up, if necessary 52 weeks in the 
year, with as much attention to stock shoes as on factory lines. 


Only those who look right, and prove themselves game and able to put up a strong selling 
approach, can hope to be appointed. The two centers mentioned below are the points 
from which the immediate and adjacent territory will be operated. Be sure that you have 
worked and successfully sold shoes in the territory for which you make application, if pos- 
sible sending us a list of customers whom you have handled. 

If you feel you are the man, tell us the history of your career, present and previous shoe 


connections, and personal facts such as your age, your general equipment and ability. If 
you have a photograph, send it on. Don’t be afraid of making the letter long. 


A personal interview will be arranged. 


CINCINNATI 
Territory also takes in a good portion of 
cities in near-by States to make a fine 
Man must know this section well. 











CHICAGO 


Territory includes all of that city, part of 
Illinois and other near-by cities. A live 
jobber salesman could make good. field. 


Address D-665, care Boot and Shoe Recorder, 207 South St., Boston, Mass. 




















SHOE SALESMEN 
A shoe manufacturer of national 
reputation has openings for high- 
grade shoe salesmen in New England, 
Kentucky, Missouri, Alabama, and 
one or two other locations in the West 
and South. 
To fill the bill you should have a record 
as a successful salesman with some 
good manufacturer or jobber. You 
must be willing to travel in an auto- 
mobile and cover your territory closely. 
You must be willing to work ten 
months in the year and work hard 
every day. If you are a sincere, am- 
bitious salesman with the idea that 
you have to really work to make g 
there is a splendid opportunity for you 
with an old established house manu- 
facturing one of the best-known and 
easiest selling lines in the country. 
If you measure up to the requirements 
and are open for a new connection 
answer this advertisement and give 
full information about yourself. Ap- 
plications will be held in strict confi- 
dence. Address D-667, care Boot and 
Shoe Recorder, 207 South St., Boston, 
Mass. 


Manufacturer will place short 
line of women’s welts to retail 
at five dollars with two success- 
ful men. Salesmen now carry- 
ing a good men’s line and de- 
siring to carry women’s in con- 
junction preferred. Give tull 
information in first letter. Ad- 
dress D-657, care Boot and Shoe 
Recorder, 207 South St., Boston, 


Mass. 





























WANTED 


Salesmen for Goodyear glove rub- 
bers. States, Illinois and Iowa. 


MARION RUBBER CO., 
Marion, Ind. 














SHOE SALESMEN WANTED 

We have opening for reliable, experi- 
enced shoe salesmen with established 
trade for States of Alabama, Georgia, 
Kentucky, Arkansas, and Tennessee. 
Factory and stock proposition with 
large following in these states. Give 
full details first letter. Address D-656, 
care Boot and Shoe Recorder, 207 
South St.. Boston. Mass. 




















Salesmen Wanted 


to carry popular-priced line of soft 
soles and 1-5, 4-8, 84-11 turns. 
Seventy-five numbers carried in stock. 
Good territory open for right men. 
Give full particulars in first letter. 
Address C. H. Hawkes & Son, Inc., 
Rochester, N. Y. 











POSITION WANTED 


ANTED—Position as manager or assistant 

manager in shoe store or department by an 
experienced shoe man. Can give the best of refer- 
ences as to ability, character, etc. Would take a 
traveling job in New York State. Address D-661, 
cue Boot and Shoe Recorder, 207 South St., Boston 
NViass. 


YSITION AS ASSISTANT BUYER WANTED 

—I am twenty-seven years of age and married. 
Have been associated with my father in the retail 
shoe business for the past several years handling 
first-class and well-known lines. For several years 
I have done all of the buying and have had exoeri- 
ence from every angle of the retail shoe business. 
Have also had the course from the Retail Shoemen’s 
Institute and have always attended state and na- 
tional conventions. I would like to obtain position 
as assistant buyer in a shoe store or shoe depart- 
ment of a department store. Best of references 
furnished. Address D-660, Boot and Shoe Re- 
corder, 207 South Street, Boston, Mass. 














HELP WANTED 


Wet or for shoe store, important 
location, New York City. Must have chain 
store also department and specialty store e i- 
ence. Ordinary man need not apply. Ad ‘ 
D-658, care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 
ELP WANTED, MALE—FExcellent opportu- 
nity in one of the oldest B yn factories 
making women’s turns and welts, for a real salea- 
man, able to assist in a a line. One who is 
selling high-grade ~~ oes to large stores 
throughout the country. ill make it well worth 
our efforts if you are the right man. Address 
5-659, care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 
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PUBLISHER'S NOTICE 


SUBSCRIPTION—The subscription price of the 
Boot and Shoe Recorder is $5.00 a year in ad- 
vance, which includes postage in the United 

States, Cuba, Hawaiian Islands, Philippine 

Islands, Virgin Islands, Alaska, Canada, Mex- 

ico, Costa Rica, Dominican Republic, Hon- 

duras, Nicaragua, El Salvador, Argentina, 

Bolivia, Brazil, Colombia, Ecuador, Peru, 

Uruguay, Spain, The Balearic Islands and the 

Canary Islands. 


FOREIGN SUBSCRIPTION—The price to all 
foreign countries except the above is $10.00 
per year, including postage. 

All subscriptions are payable in advance. 


ADVERTISING RATES—Card of Advertising 
Rates furnished on application. For rates 
for Wants, for Sales, etc., see Want Page. 
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Styles Ready To Ship 


“If It’s a Dalton It’s a Delight” 


‘Johnnie Walker’’ Last “‘Glengarry’’ Last 











Stock No. 526—4 Norwegian Bal, Heavy S. S., Wing- 
foot Heel. A, 7 to 11; B, 6 to 11; C and D, 5 to II. 


SS ee ere $6.00 

. : Stock No. 592—Genuine Brown Scotch Grain Heavy 
Stock No. 426—As above in Black Norwegian. Same . 
sizes and widtl ‘ Ready Nov. 15. Price ae $6.00 S. a Broad Heel. Widths A to D eeccoccccece $6.00 


MEN’S SPORT OXFORDS 


Stock No. 382—Sport Last Smoked Elk Sport Ox- 
ford, Gal. Four Apron, Red Duflex Ribbed Sole and 
5 Se $5.50 
Stock No. 310—Sport Last Tan Box Sport Oxford, 
Tan Box Apron, Red Duflex Ribbed Sole and He 


Stock No. 312—Sport Last Tan Box Sport Oxford, 
Brown Cordovan Apron, Red Duflex Ribbed Sole 
OO eee $5.85 


The Dalton Company, Inc. 








S, 


Makers of Fine Shoes 
BROCKTON, MASS. 


BOSTON NEW YORK CHICAGO 
183 Essex Street 651 Marbridge Bldg. 706 Security Bldg. 

















The Boot and Shoe Recorder will appreciate your mentioning the publication in replies te advertisements. 
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IAMOND Brand 

Fast Color Eyelets 
on her shoes and the 
“‘sterling’”’ mark on her 
silverware—both guar- 
antee ‘‘quality”’ to the 
woman of today. 


UNITED FAST COLOR 
EYELET COMPANY 
Boston :: :: Massachusetts 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 





YULETIDE SO MANY OF THE LOVELY 
NGS .THAT FLOAT OVER DANCE FLOORS 
L HAVE THEIR. ONLY CONTACT WITH 
RTH THROUGH FOX SLIPPERS OR PUMPS. 


D SO MANY SHOE MERCHANTS WILL BE 
ING UP THEIR FOX FOOTERY ORDERS 


SPRING. 


ARLES K. FOX, Ine 
verhill, Mass., U. SHA. 


: 54 Lincoln Street. New York: Marbridge Building, Broadway 
d 34th Street, Room 632. Chicago: Great Northerti Building. 
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Vol. 82, No. 15. Published every week by the Boot and Shoe Recorder Publishing Company, 207 South St., Boston, 





Mass. Entered as second class matter April 15, 1922, at the Post Office at Boston, Mass., under the Act of Congress 
of March 3, 1879. Subscription price, $3.00 a@ year. ted in U.S. A. 
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‘ The Edwin Clapp Shoe is popular y 
with discriminating wearers because y 

\ it matches in advanced style the y 
\ acknowledged excellence of Edwin y 
Clapp workmanship. y 
\ Y 
\ The line embraces styles for every Y 
\ occasion, all readily salable, and sure Y 
\ to build up for the dealer associated V 
\ with them, a business of the highest Y 
character and profit possibilities. y, 

YA 

We will be pleased to meet the trade VA 

at our Booth No. 71 N.S.R.A. y, 

Style Show, Chicago Coliseum. , 

I 

y, 

Z 

A 



































EDWIN CLAPP &SON, Inc. 
EAST WEY MOUTH 
MASSACHUSETTS 
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STANDARD 
KID” 


WHITE 

BRONZE 

FAWN 

GREEN 

RED 

BLUE 

NUT BROWN 
HAVANA BROWN 
PEARL GRAY 
MEDIUM GRAY 
GOLDEN BROWN 
CAMEL 
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Surest thing 
you know for 
next spring 
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White 
Kid 


—And the surest bet in WHITE 
KID is STANDARD. 


—We’re specialists in making 


WHITE KID of finest quality. 





—We use selected raw skins which 
we know give best results. 


—We know you and your cus- 
tomers will notice and be very 


pleased at the difference STAND- 
ARD WHITE KID makes. 


We are also receiving a particularly 
strong demand for our GRAY KID. 





of? \ 
a AY, 
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| 





THE STANDARD KID CO. 
BOSTON, MASS. 


Branches in New York, Philadelphia, Cincinnati, 
Chicago, St. Louis 
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IN STOCK 


675—Black Kid Fat Ankle Boot $5.00 
670—Brown Kid Fat Ankle Boot $5.75 
650—Black Kid Full Ankle Boot $4.75 
660—Brown Kid Full Ankle Boot $5.50 
Sizes 344-10, C-EE 

834%and 9, 25 cents extra 

9% and 10, 50 cents extra 
Goodyear Welt.. “O’Sullivan” rubber 
heels. “Crawford Arch-Supporting 
Shank.” “Red-Line-In” Lining. 





570—Tan Calf Oxford 
571—Patent Leather Oxford 


2-6, B-D.. . $3.65 
1144-2, B-E. . 3.00 
GIG EB, BAKE... « ceccccncesossssccctscsvscssosses 2.65 


2%-6 and 11%-2 are made with 
“O'Sullivan” Rubber Heels. 

Full Grain Calf, ““Red-Line-In” Lining. 
First-Class Heavy Soles. ~Goodyear 
Welts. 























Anderson-Owens “Style-Full 
Over-Sizes”’ constitute a sales 
proposition worthy of investi- 
gation. You can secure 
quickly and profitably the 
wide-ankle trade which ought 
to come to your store, through 
featuring the numbers shown. 
Write us about your parti- 
cular problems in fitting large, 
heavy women, and we will 
gladly offer suggestions. 


SEND .FOR A FEW 
PAIRS ON APPROVAL 




















Broadcast 











The name “Broadcast Shoe” 
is synonymous with broad 
lasts of exact measurements. 
We use such lasts in building 
the Anderson-Owens “‘Broad- 
cast Shoe” for children. Good 
fitting is thus assured. Lea- 
thers and sole stock of de- 
pendable tannage make our 
line one of high quality. The 
styles depicted here will com- 
pete favorably and profitably 
with the best children’s line 
you now carry. 

SEND FOR A FEW 

PAIRS ON APPROVAL 

New folder just off the press. 




















IN STOCK 
600—Black Kid Oxford................ $4.00 
605—Brown Kid Oxford.. ............ 5 $4.50 
610—Black Kid 2 Strap......... $4.25 
615—Brown Kid 2 Strap......... $4.75 


Sizes 344-10, C-EE 
8% and 9, 25 cents extra 
9% and 10, 50 centsJextra 
Goodyear Welt. “O’Sullivan” rubber 
heels, “Crawford Arch-Supporting 
Shank,” “‘Red-Line-In” Lining. 








IN STOCK 

550—Tan. Sizes 244 to 6, B-D $4.00 
Sizes 114-2, B-E................ 3.25 
Sizes 844 to 11, B-E......... 2.85 
ae! eee 2.50 

551—Black. Sizes 2% to 6, B-D $4. 
Sizes 1144-2, B-E................ 3.25 
Sizes 8% to 11, B-E........ 2.85 
LS! 6 are 2.50 


Full Grain Calf, “Red-Line-In” Lin- 
ing, “O’Sullivan” Rubber Heels, First- 
Class Heavy Soles. Goodyear Welts. 


ANDERSON-OWENS SHOE CO. 


LYNN, : 


MASSACHUSETTS 
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The Season’s 
Greetings and An Invitation 
From Degen-Lipp 


| : We Cordially Invite You to Meet Us 
at the Chicago Convention 


| | At Our Booth in the “Brooklyn Group” {h 
Where We Want You to See 
“The Flame” | 


A Real Style Innovation 
by 
Leaders in Style Creation 


























There is a difference 


between shoes which it is necessary to induce your customer to buy and those 
which actually produce sales. This fact will become apparent when DE LIPP 4 
SHOES are introduced to your trade. 


The Chicago Convention affords an opportunity of comparing and analyzing the 7 


qualities that make DE LIPP SHOES stand out. Our line will be on display at 
the Convention Hall and the Hotel Sherman. 4 


See Our Live Shoes on Live Model. 


DEGEN-LIPP, Ine. 


Makers of 
Women’s Best Turn Footwear 











New York Showroom: Factory: 
607 Marbridge Bldg. 133-143 Floyd Street, Brooklyn, N. Y. 




















The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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MILES L, BLEECKER 
JOHN G, SPERLING 
DAVE GILBERT 
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NEWEST CREATIONS 


AS WELL AS 


BARGAINS IN JOBS 


WILL BE SHOWN 
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Always Reedy. fo Serve 


SS SEs ARERR Vill ALAA Attest el LL tbe 


—SBLEECKER SHOE CO.Inc-2 
LIVE WIRE. HOUSE. 


al so EE LIVE. YY ators ¢ 
dh 138-140 DUANE st" ginators NEW YORK CITY 
AMPLE ROOMS 


Forest Build:ng, Philadelphie. Pa. 214 Essex St., Boston, Mass. 
The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Booth No. 166 


N.S.R.A. Convention 
CHICAGO 3 


January 8 9, 10% 11% 


There will be a display of all Leathers 
manufactured by us 





Make Booth No. 166 your 


headquarters and meet your friends 


You will be interested to see our 


F.B.&C. White Glazed Kid Col. 81 





and our 


F.B.&C. Colored Kid 


in newest shades 





Amalgamated Leather Companies, Inc. 
Wilmington, Del. 
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Guiding the Growing Foot 


UIDING the growing foot is one way for you to build up the 

. finest kind of a children’s business. By being able to offer a 

logical succession of lasts, sizes, and widths, and thereby 

pleasing parents, you safeguard at all times your reputation, and 
promote your best interests. 


In the Jelly-Delaney factory, proven principles of child-fitting are 
incorporated into every process. Men whose lives, as shoemakers, 
have been spent in developing correct footwear for children, super- 
vise every step in production. Leathers noted for their sturdiness 
and permanently lasting appearance, sole stock of durability and 
strong threads all make for a child's shoe of the highest order. 


We should be glad to learn of the manner in which you conduct 
your present children’s department. Perhaps we could make a few 
suggestions which would prove of future benefit. Or, if you have 
no branch of your store devoted to youthful footwear, we will send 
you a complete line of ‘‘Jel-Dels.” us, you will be enabled to lay 
the most substantial foundation possible. 


Each “‘Jel-Del™ style is so designed as to “guide the growing foot” 
into the next proper style. Beyond the fitting qualities, there are 


many little touches of design which t™) the parent as well as the 


child. In the “Jel-Del"’ line you will find much that you have long 
sought and much that you have probably never thought of. Send 
for catalog. 


Our line will be displayed at the 
N.S. R.A. Convention in the Coliseum, Chicago, 
January 8th to llth, 1923 


December 30, 1929 
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Misses’ Sterling Patent Colt Blucher Oxford 
Perforated Tip and Perforated Imitation Saddle 
on Quarter 





a} Lyin, Massachusetts 
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nome MElalh 


good reports from retailers 


of women’s high-grade 
shoes. Instead of a few IMlac ©@ 
styles selling, all agree 


that strap pumps, tongue 
pumps, and smart ox- 
fords are wanted by their 
discriminating customers. 





' This bears out the style 
forecast sent out earlier 
in the season and is very 
reassuring to all of us. 
Our In-stock Department 

















is the style poeagp ap we Style 79 Style 75 
are prepare tos rel rom The Madrid Pump . The Belmar 
stock this season’s most Smart and Attractive ; : 
, , . Finest black satin, turn sole, 
attractive styles. Of rich lustrous black satin, Oakmont (75) last, 2-inch* cov. ¢ 
Oakmont (75) last, covered Cu- eredi LXV. heel : - ] 
ban LXV heel, effective satin A _— I 
If you have not already slide. $6.25 ] 
availed yourself of Halla- $6.75 
han service, may we have 
an opportunity of serving 
you this season. Our In- 
stock service will help 
you increase your sales. 
Style 78 
The Madrid Pump 
Style 74 Our Exclusive Model 
The Belmar Of finest aay colt, turn sole, F 
Finest patent leather, turn sole, Oakmont (75) last, 2-inch cellu- | 
Rosemont (70) last, 134-inch loidy Cuban LXV heel. Attrac- i 
celluloid LXV heel. tive leather slide. a 
$7.00 tr, 


$6.50 


HALLAHAN & SONS, Inc. 


Makers of High Grade Shoes for Women 
Washington Ave., 10th to 11th St., PHILADELPHIA 


New York Office 
Frank D. Duncan Burton T. Duncan 
34th St. and Broadway, Marbridge Bldg. 5S South Wabash Ave. 





The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Style 63X 
Finest Mahogany 
Russia Calf 


Goodyear welt, whole quarter, 
lace oxford, wing tip, pinked and 
punched, perforated quarter, 
Berwyn (930) last, 114 leather 
heel, overweight sole. 


$6.10 





Style 77 
The Southampton 


Finest black glace kid, flexible 
welted sole, Arlington (30) last, 
134-inch Cuban leather heel, 
straight tip, punched center, at- 
tractively perforated. 


$6.50 





Made 





Style 76 
The Southampton 
Finest patent leather, flexible 
welted sole, Arlington (30) last, 
134-inch leather Cuban heel, 
straight tip, punched center. 


$6.50 





Style 62 


Black Royal Calf of Finest 
Quality 
Goodyear welt, circular-vamp, lace 
oxford; wing tip, pinked and punched; 
perforated quarter; Berwyn (930) last; 
14 heel; over-weight sole. 


$6.10 
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hlallalnan 


IN STOCK 


NOW 
Ready to Ship 


All Stock Shoes 
Sold Net Thirty 
Days 


The following schedule of 
sizes and widths carried 
in stock: 


sk ticceaes 414 to & 
Re Gaited piace 3% to 8. 
ci cide wee 3 to8 


Hallahan-made shoes for 
women are famous for 
fineness of leather, skill- 
ful shoemaking and per- 
fect fit. 


HALLAHAN & SONS, Inc. 


Makers of High Grade Shoes for Women 


Washington Ave., 10th to 11th St., PHILADELPHIA 


New York Office 
Frank D. Duncan 
34th St. and Broadway, Marbridge Bldg. 


Office 
Burton T. Duncan 
5 South Wabash Ave. 





will appreciate your mentioning the publication in replies to advertisements. 
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OWE STOCK THE 


POPULARPI 
2 UPTOTHE M 
” SALABLEM 




















See Our Complete Line 
AT BOOTHS 


121 and 122 
Chicago N.S. R. A. 
January 8 to 11, 1923 








Thesnsentieiier 
18 Station St. : 


entioning the publication in replies to advertisement. 
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ESTYLES YOU WANT 


ARPRICED | 
1E MINUTE Be 
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SERVICE 









































These Six Stock Styles = 
are characteristic of the 
popular sellers we carry 
on the floor for at-once 
shipment 








seg RT eve = 

y Suede Blucher Oxford. Pat 
in, Goodyear Welt. 9-8 Ru eee 
el. 
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Shon Company 


Boston, Mass. 
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BLACK CALF LACE 

WALKING OXFORD 

GOODYEAR WELT 
9-8 HEEL 





GRAY BUCK SPORT 

OXFORD PATENT 

SADDLE BAND TIP 
AND HEEL STAY 











New Sport Effects 








[N anticipation of a still greater demand 
for Novelty sport footwear, our line for 


spring contains even more novelties than 
ever. 


Remember — whether it’s the latest novelty 
or an accepted staple, you will find it in 
our line — at popular prices — always. 


Women's Welts and -Mc Kays 


DONN D. SARGENT Co. 
SALEM, MASSACHUSETTS 


FACTORIES BOSTON OFFICE 
407 BRIDGE STREET 195 ESSEX STREET 


Two Factories 


Capacity 5500 Pairs Datly 
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INDUSTRY l 
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THE ORDINARY LAST 





No matter how braod the toe, 
natural lasts do not allow 
room for the enlarged joints 
prevalent on the feet of today. 





LL the restful comfort of bare feet and soft 
country roads, with a fashion fit for Fifth 
Avenue. Here is style without the “pinch” 

of pointed toes. Here is a creation that fits the 
distorted foot of Fashion, bringing comfort to 
cramped, twisted toes, and fitting freely the en- 
larged joints and calluses. which are Fashion's faults. 


Truly the Walk-Over RELIEF is a BIG relief. It’s a remedy 
for ailing sales for it fits more feet than any other model. 
Add to their elegance and rare comfort, the Walk-Over 
prestige for unusual high quality‘and you have a oalue that 
defies duplication in the moderate priced field. 


OVERCOMING FASHION’S FAULTS 





THE RELIEF LAST 





The Relief Combination, with 
its extra space for enlarged 
joints skillfully concealed in 
the graceful stylish lines. 


DISTINCTIVE 
FEATURES 
OF THE RELIEF 


A fashionable toe, scientifically 
shaped to fit the condition of 
feet today. With extra width 
across the ball, skillfully con- 
cealed beneath stylish lines; 
bringing relief tofeet that have 
bunions, enlarged joints, cal- 
luses and corns. 

A narrow, snug-fitting heel 
that hugs the ankle and holds 
the foot in place. 

The’ short measurements from 
instep to heel prevent the foot 
from sliding forward and 
doubling under of toes. 

A depression in the sole acts 
as a bed for the big ball joint. 
Has a prop shank’ that pre- 
vents arch sagging. 

A shoe that offers the widest 
range of fitting more feet_of 
the hardest kind to fit. 











4 


Geo. E. KEITH COMPANY 
MAKERS OF WALK-OVER SHOES FOR MEN AND WOMEN 
CAMPELLO, BROCKTON, MASS., U. S. A. 


Exclusive Agencies in all Important Cines in the United States and the 
World Over. Including New York, London and Pans, 
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Improvement 


These have been our mottoes ever since 
we started in to manufacture “Constant 
Comfort” shoes nine years ago. It has 
been our continual aim to improve our 
materials used and our shoemaking. We 
ask you to be the judge of how well we 
have succeeded. 


Our complete line will be on display at 
Booths 119 and 120 in the Coliseum at 








P: R. Howard 

























t eas oe 

4 Both In Stock, A, B,C,D,E.... . $4.25 Fred Snyder 
O. L. Rappleye 
C. W. Emrich 

3 Gordon McDaniel 


David Shelton 


No. 49R—Best Quality Black Kid Perforated 
One-Strap Pye. 12-8 Wingfoot Heel. In 


No. 452R—Best Quality Black Kid Oxford, Stock AA to E. .°. . . .. «se $3.35 
11-8 Wingfoot Heel, Cossbinetion Last "$3.78 No. 749R—Same _— as ew Same Kid. 
No. 852R—Same Style in Havana Brown Kid. In Stock A, B, C, D. - $3.60 


Both In Stock A, B, C, D 


AULT-WILLIAMSON §! 


in , AUBURN MANUFAKT 


- —_ Boston Office: 139 Lincoln Street 


Ce a 





























Progress 


Chicago. You wil! find old friends there 
to greet you. Below appear the names of 
the members of our organization who will 
be on hand to extend you a cordial greet- 
ing and show you the new numbers, im- 
proved lasts, and important features 
which have put “Constant Comfort” 
shoes in the premier position which they 
occupy today. 














No. 490R—Best Quality Black’,Kid 74-inch 
Polish, 11-8 Wingfoot Heel, Combination Last. 
No. 492R—Same Style with Plain Toe. 


peey Soty a Erpar be CHET ag 
ee ee — a a il A 

E. F. Smith 

R. T. Bowman 

Chas. Ault 


C. R. Williamson 





No. 144R—Best Quality Black Kid Two-Strap 
ome, i Imitation Perforated Tip, 13-8 Wing- 
e 


foot SPR ers ere 
No. 744R—Same Style in Havana Brown Kid. No. 78R—High Grade Black Kid Oxford, 13-8 
$3.75 bing foot Heel.. . $3.35 
Both In Stock A, B, C, D 78R—Same Style i in Havana Brown Kid, 


Both In Stock A, B,C, D 


VN SHOE COMPANY 


FAKTURERS MAINE a. 
, Los Angeles Office: 109 E. 8th Street 
= s8s8 8 8 8 8 &G&@ 





pom 
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—“The King 
BARGAIN HE 

















We Specialize in Saving 


Our big volume purchases 
ability to absorb great 
enable us to undersell 


S. ROSEN 


S. ROSENBERG 140-144 Essex 








Here are a few examples of the 


Men’s High - Grade Ladies’ Black Cab. 
At $2.50 Mahogany Calf At 80c. 1-Strap, Hand 
English Bals. Rubber Heel. Good- Turned. Rubber Heel. Sizes, 2% to 
year Welt. Made to sell at Factory 6; 3 to 7; 3 to 8; 4 to 8; 5 to 8. Sold 
Price of $4.80 on today’s market. 36-Pr. Case Lots only. 
Sold in 5-Case Lots only, as follows: 
1 Case A; 1 Case B; 2 Cases C; 1 
Case D. 
Ladies’ Black Vici 
At $] 50 Ladies’ Patent Mc- At $ 1.5 McKay Oxford. 
° Kay 1-Strap Mili- Military. Rubber Heel. Sizes, 3 to 7; 
tary. Rubber Heel. Sizes, 3 to 7. 3to8;4to8. Same as above in Brown 
Sold 36-Pr. Case Lots only. Vici. Sold 36-Pr. Case Lots only. 








If you are at the Style Show in Chicago, would be 


REMEMBER :—We Are Jobbers To 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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of Jobs” 
ADQUARTERS 


Our Customers 15” to 307 


for cash and our unusual 














quantities of merchandise 
all competition. 


BERG & SON | 


Street, Boston, Mass. L. ROSENBERG 





Savings We Constantly Offer 


Ladies’ Black Vici isses’ 
At ®2.25 Sits hia ~ ARPES Mem  Metcwer 


~ ake "ties tats So ‘ Ae High Cut Perforated Vamp, Medallion 


Same as above in Brown Vici. Sold Tip, Fair Stitched. Rubber Heel. 
36-Pr. Case Lots only. Leather Top Facing and Eyelet Stay. 
Sizes, 1114 to 2. Same as above in 


At $2.25 [ages ran Call Ox Child's. Sizes, 814 to 11. Price $1.40. 
ber Heel. Goodyear Welt. Sizes, Same in Growing Girls’. Sizes, 24 to 6. 


3to7;3to8;4to8. Same as above in Price, $2.00. Sold 36-Pr. Case Lots 
Gun Metal Sold 36-Pr. Case Lots only. 


only. 


pleased to have you call on us at the LaSalle Hotel 


Jobbers — Selling In Case Lots Only 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Visit Booth N O. 10, 














for the latest 
in LASTS 











| visit Booth No. 10, 





for the latest 
SHOES in | 
newest LEATHERS 




















| Visit Booth No. 10, 


The Beot and Shoe Recorder will appreciate your mentioning the publication im replies te advertisements. 
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| Opposite Main Entrance 





for the latest 
in PATTERNS 











1C o liseum 





z United Last 

















,| N.S.R. A. Exposition 


— 
~ ——_ 
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SIGNAL VALUES 


FOUR SOC-O-SIGNALS 


Signal No. 1. Goodyear Welt Construction. 
Signal No. 2. The SOC-O-MOC Guarantee. 
Signal No. 3. Volume at Volume Prices. 


Signal No. 4. “Bend Like Birch Boughs.” 


The Soc-O-Moc Message 


Because we have perfected a method of 
machine sewing the vamp—we can make 


SOC-O-MOCS by the Goodyear Welt Pro- 


cess. 


This means: 

A vamp which will not rip. 

A sole which can be repaired. 
A volume at volume prices. 


These signal values are obtained by not 
cheapening the product or lowering the 
standards, but to the contrary by raising 
the standards because SOC-O-MOCS are 


welts. 


The demand for SOC-O-MOCS has ex- 
ceeded our expectations and with additional 
equipment, our increased production will 
enable us to take care of a large volume for 


spring. 








SOC-0-MOCS 
GUARANTEE 
We guarantee to re- 
place without charge 
any pair of soc_o. 
MOCS which rips at 
the sewing of the vamp. 


Saco Shoe Co. Inc. | BOSTON OFFICE 



















SIGNAL VALUE 
IN 


WORK MOCS 






‘0. 600—Men’s 5-inch Choc. Elk Work Moc. Grain Leather 
Invoke Uskide Outsole, Rubber Heel, Munson Last. Price 
$3.50. 


No. <0t—Sanche Elk same price. 


SIGNAL VALUE 
IN 


SCHOOL MOCS 


No. vale, Unk 5-inch Choc. Elk School Moc, grain leather 


elon pees Guteste, Rubber Heel, Munson Last, 2%- 
No. Bovige dies Smoke Elk. Same price. 

No. 700—Youths’ Smoke Elk Munson, 13-2, $2.90. 

No. 701—Youths’ Smoke Elk. Same price. 

















SOC-0-MOCS 
GUARANTEE 


SACO SHOE CO.., INc. pace eat charg 


SACO, MAINE 


any pair of SOC 
MOCS which rips at 
the sewing of the vamp. 


Saco Shoe Co., Inc. 





10 HIGH STREET 

















The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to. advertisements. 
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BEND LIKE BIRCH BOUGHS 
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SEE THEM AT FOOTWEAR STYLE SHOW 
CHICAGO COLISEUM, BOOTHS NOS. 311-316 





No. 1493-—Smoke Elk Sandal Moc. Grain Leather 
Innersole, ne Pac Outsole, Spring Rubber Heel, 
Men’s $3.35, Women’s $3.00, Misses’ 11-2, $2.35, 
Childs’ 84%- -Il, $2.10, Infants, 5-8, $1.80. "Also in 
Choc. Tan & Pearl Elk. 





No. 620—Men’s Choc. Elk Oxford Moc. Grain Leather 

Insole, Uskide Sole, Rubber Heel, Munson Last, $3.35 

No. 411—Women’s Choc. Elk Hiker Last $3.00 

No. 710M— Misses’ Choc. Elk 11-2 — Last, $2.35 

No. 710C—Child’s 844-11 ‘Choc. Elk Rex Last, $2.10 
Also Smoke Elk, same prices. 








No. 400—Woman’s_ 8- 
inch Smoke Elk Hike 
Moc, Grain Leather 
Innersole, Uskide Sole, 
Rubber Feel $3.40 
No. 402—Choc. Elk 
$3.40 
No. 720M—Misses’ 8- 
ineh Choc. Elk, 1144-2 
$3.00 





SOC-O-MOCS 
with USKIDE 
Soles for the 
Whole Family 


SACO SHOE CO., Inc. 





No. 1483—Choc. Elk Ventilated Oxford Moc. Maple 

Pac Outsole, Spring Rubber Heel, Grain Leather 

hao Men's $3.35, Women’s, $3.00, Misses’, 1144- 
$2.35, aa 84-11, $2.10, Infants’ 5- 8, ‘gl. 80. 

Kies t in Choc. Tan & Pearl Elk. 

No. 1485—Special Gray Elk Ventilated Oxford, white 

stitch, white fiber outsole, Spring heel, Women’s, $3.25. 





No. a a jx Smoke 8 Camp i Grain Leather 
innersole ide sole, Rubber heel, Munson last, 
24-5 $2.90 
No. 510—Boys’ Choc. Elk 2 
No. 710 Y—Youths’ Choc. Elk 
No. 711 Y—Youths’ Smoke Elk 


2B 
ans: 










No. 460—Women’s 16- 
inch Choc. Elk Riding 
& Hiking Moc. Grain 
ag nnersole, Lea- 

er Outsole, Rubber 
Heal, Half Bellows Ton- 
io dg 314- = a top 


Wid cl D. vend E. 


No. 462—Patent Colt 
as above 
No. 461—Brown calf 
as above $6.00 

Uskide Soles 20c. less 
per pair. 


Saco, Maine 


BOSTON OFFICE, 10 HIGH STREET 





SOC-O -MOCS 
Pat. Applied 


for. 





The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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\\No. 501I—KID OXFORD, gray leather 
r and sock lining, 12- 8 we 


c, 





a ened 
oe ee 





No. 201I—KID STOCK TIP, WIDE 
ANKLE OXFORD, gra ay leather quarter 
and sock lining, 12-8 rubber heel, aa 











No. 405 — KID STOCK TIP, (4 INCH 
POLISH, 10/8 Rubber Heel. CDE. $3.00 


Make Comfort Footwear A Business Asset 


\\/OUR customers who demand good-fitting, well-made comfort foot- 
wear can be quickly pleased with Gardiner Quality Comforts. From 
our thirty-three styles, carried in stock at all times, you can select 

immediately just the shoes you want. We have prepared a complete 
catalog for your use in ordering. After reading the descriptions and 
prices on this page, send for it. 


Gardiner Quality Comforts are so well known and form an important part 
of the business of so many merchants, that they need little introduction. 
It suffices to say that materials and workmanship justify the prices we ask. 


Be able to produce promptly the shoes wanted by any woman customer 
who may enter your store. Lack of style or sizes is a constant source of 
confusion and depreciation. A broad assortment of comfort footwear is | 
conducive to customer satisfaction, rapid turnover, and general business 
improvement. let Gardiner help you along the road to new business. 

















yo sy-H. K. GARDINER COMPANY Garaineray 
’ PITTSFIELD, N. H. < cones 












BOSTON SAMPLE ROOM en 134 — STREET 








MMM MO 
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Solid Leather Goodyear 


ARCH“OBE 


A Real Arch Support Shoe 


To Retail at 


6.90 


Not a cheap shoe—but a value shoe. 
A shoe that really benefits wearers. 
A shoe that means volume sales. 


Ask your Wholesaler 
Globe Shoe Company 


Makers of Women’s Goodyear Welt Shoes at Popular Prices 


Black or Chelsea - - - - Mass. 


Brown Kid Boston Sales Office at 207 Essex Street 











ee atl / 
ATHER COUNTER|, / 
"LEATHER a 
HEEL re 


f SOLID 
LEATHER HEEL 

















IDEAL EASY TREAD] 
‘RUBBER HEEL 


RE-ENFORCED STEEL ———— 
BeREMLOBE SHANK F CORK FILLE 
ee JTER SOLE 
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OLOR plays so vital a part in 
shoe fashion that no merchant 


who specializes in fine footwear 
can afford to choose his colored 
leathers carelessly. 


Madame never forgets where 
she obtained those shoes of un- 
usually distinctive hue. 


BOUT AND SHOE RECORDER 


aa 


And that is why so many famous 
shoe shops always insist on Scher- 
er’s colors in ordering their high- 
est grades. 


The variety—the delicacy—the 
warmth and glow of SCHERER 


colors are not obtainable except 


from “the master-makers of col- | 


ored glazed kid since 1883.” 


OSCAR SCHERER & BRO.), Inc. 


Originators of and dgaders in Fancy Corored Kid 


29 SPRUCE ST, NEW YORK 


Factory at Newark Ne 


ew Jersey 


%*% MAKES BETTER SHOES STILL BETTER 








BRONZE No. 34 
HAVANA BROWN 
No. 10 


LIGHT BROWN No.8 
BEAUTY BROWN 
No & 


CHAMPAGNE No. 18 
TERRA COTTA No.3 
WINE No. 6 
SEA-CULL CRAY 
No. 23 


MIDNIGHT BLUE 
No, 14 


BELGIAN BLUE 
NO. 21 


MAPLE BROWN 
No. 12 


BOOZIE BLUE No.38 








Ya 
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DONKEY COLT 


To Economically Gain 
That Make the 





















———— a 





The variety of color effects 
designer of smart shoes by 
almost without limit .. . And 
pleasing economy is offered 


DONKEY COLT 


a - -_ a a 


Everything you can ask for in 
Patent Leather 


Enduring Brilliance, Unusual Pliability 
Toughness that Withstands Shoemak- 
ing Strains . . Unusual Comfort 

















TOLMAN, DOW]{& 


| ROCHESTER, N. ¥. CINCINNATI, OHIO Li 
| eee mary 5 *y “se 174 Lincoln Street, 


Prseccmas SNS ONOIGiGioi Gio enenen Oigien Genera carci ch 
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STARBUK 


n Tinos ow Style Effects 
e | Ready Sale 








and combinations afforded the 
these two splendid leathers 1s 
the price range is such that 
your customers. 


STARBUK 


14 beautifully varied colors— 
and W hite—including 


et et CY) 


ON HOUND NON NH iO iO iH viog vO iwH io iwi —— 


No. 42 No. 29 No. 9 No. 40 
HAZEL TEAK SILVER MALACCA 


No. 35 No. 30 No. 45 No. 50 
FILBERT MOUSE PANTHER CATHAY 








No. 20 No. 23 No. 33 No. 31 
BEIGE BEAVER .BOBOLINK NUDE 














Vi& COMPANY Inc. 


t B M GREATER N.Y. ST. LOUIS, MO. 
New C h * T. M. Fi ld &$ Co. 
et, | Doston, Mass. ew Carle Leather Co M, Fiegerald & Co 
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IT MAKES YOU THINK OF STERLING PATENT 


Millions acknowledge STERLING as the Leaders in Style---the 
leathers that rival in beauty the sparkling, velvety blackness 
of the City’s night. That is why shoemen specify STERLING 
for Style and Quality and look for the Trade Marks that identify 


Sterling Colt Sterling Hid 


= le 


BRISTOL PATENT LEATHER COMPANY --- BOSTON, MASS. 
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AT CHICAGO 


DURING THE BIG CONVENTION 


, 
© 
S| im 


S>-WATSON SHOES SS \ WATSON SHOES 



































ALSO 
SAMPLE ROOMS 


AT 
“ COLISEUM ” HOTEL LASALLE 
1308 


| MAIN 1309 1310 
ENTRANCE 


_—= SES | 
CERTAINLY! 


AT THE CENTER OF THINGS - AS USUAL - AT THE BUSIEST CORNER 
WATSON SHOES OCCUPY A POSITION OF DESERVED PROMINENCE 


S>WATSON SHOES 
























































Sold to Leading Retailers because Supreme in Their Grade 


WATSON 


Shoe Company | Lynn, Mass. 
_“ITHE LEADING WOMEN’S WELT LINE OF AMERICA” 


The Boot and Shoe Re_order will appreciate your mentiening the publication in replies to advertisements. 
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The Real Success of the MILFORD Line summarizes itself in the fact that — 


Our factory has not only been Our customer list presents Our prices allow the retailer to 


operated steadily thro the . lace FINE TAILORED 
pe y ugh the finest group of Volume SYEN’S SHOES on the feet of 


depression period, but has shown . 
substantial increases each sea- Retail Operators from Coast the SHOE WEARING PUB- 


son. to Coast. LIC at $6.00 224 $7.00 


MILFORD SHOE COMPANY 
MILFORD, MASS. 
MARBRIDGE BUILDING, N. Y. Pe Pe RICE BUILDING, BOSTON 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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mT UXOR fate ENT /EATHER 


Cc A Leather of Merit and 
feputation with the same high 
standards of Quality possessed 
by all LUXOR products. 


GRovided with the Exeptional 
facilities our Most Modern Tannery 
Affords, the Experts Employed 
Contribute the Knowledge and 
Experience of years into making 


LUXOR Patent a dependable 
product of Highest Quality 
IAN ANA and Maximum Results. 


LUXOR PATENT  § {UXOR PATENT 
KIP SIDES SIDES 


LUXOR PATENT 
CALF 


All strictly Full Grain 


TANNERY & GENERAL OFFICES 


THE OHIO LEATHER CO. 
GIRARD, OHIO. 


BOSTON- 
THE OH10 LEATHER CORPORATION 
33 SOUTH $5. 


PHILADELPHIA 


THE OHIO LEATHER COMPANY 
325 ARCH ST. 


MILTON HOPPER MAIER 
10 & C-STS., Mw. 
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hill visions opportunities for greater service 
to merchants through increasing sales of 
Haverhill-made footwear. Haverhill’s ambition 
is to make useful shoes beautiful, and beautiful 


| G it vision on the threshold of 1923, Haver- 


shoes useful. 

The coming year promises a new and better day 
in both manufacturing and merchandising. In 
the fashioning of fine turn shoes and slippers, a 
maker must feel both optimistic and confident of 
his abilities to serve—so Haverhill tells its messages 
of service in this section. 


Quick Sellers—Bigger Profit 


It is generally acknowledged that Haverhill 
shoes have a faculty for moving out of the store 
profitably. The more study in designing and 
harmony, the fewer shoes out of every case stick 
on the shelves. 

The merchant looks to merchandise for some- 
thing more than the first profit. It is in the clean- 
up that a line of shoes shows its real selling merit. 
The enthusiasm of Haverhill makers is kept alive 
by confidence in their footwear to increase profits 
of shoe merchants. The mainspring of Haverhill’s 
progress is in never letting well enough alone. 
The spirit of making shoes better, styles better, 
sales better and merchants’ profits better is 
uppermost in Haverhill’s thought and action. 


Some of Haverhill’s Advantages 


Close to the first and finest choice of leathers 
and materials in the Boston and Eastern markets 
is Haverhill’s advantage. Link it up with that of 


SHOE RECORDER 


As Sunlight Dawns in the 
East— 


So Style 1s Born in 
Haverhill 


careful and experienced workers who have for 
generations been making meritorious footwear, 
and you get a prestige that is of selling value on the 
fitting floor. The retail shoe store salesmen of 
this country have an easier path to the cash 
register through the selling of Haverhill-made 
footwear. 

Woman, as the queen of the purse, has found a 
better appreciation of style and beauty in foot- 
wear because of what Haverhill has been able to 
do in translating Paris and New York into foot- 
wear, makable in numbers and salable in every 
city, town and village in the United States. The 
development of style in good taste is well done in 
Haverhill. There is a real capacity in shoemaking, 
a genuine ability in drafting patterns over good 
fitting lasts and a “Yankee Knack” of being able 
to keep the price within a popular range. 

Such a position Haverhill holds. Nothing can 
take away from Haverhill its international prestige 
for the fashioning of satisfying shoes and slippers 
for the world. 
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A quick turnover plumps profits. Assure rapid returns on your goods by using 
“Dalco” shoe ornaments. Our wide variety of beaded and rhinestone buckles 
makes a choice selection easy. 


Booth 86 Halc® N.S.R. A. Convention 
CUO. Siz 


Ornaments 


DALRYMPLE-PULSIFER CO. 
HAVERHILL, MASS. 
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See this wonder line of Popular-Priced Fabric Footwear at the Chicago Con- 


vention, January 8, 9, 10, 11, Booth 75. 
New Silver White Satin Brocade 


No. 805—Imitation Turn, 14-8 te Louis Heel. Code word, “Vera.” 


Widths B to D.. , « $3.25 


H ANNAH SON S 
SHOE CO. 
HAVERHILL, MASS. 
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Number 436 


Patent vamp one strap, gray buck top, pearl button, 14/8 
Spanish Louis heel. 





Our Mr. Gordon Goldsmith will show our line of turns, in 
Room 1306, Morrison Hotel, Chicago, week'of January 8th. 





PHILLIPS SHOE CO., Inc. 
HAVERHILL, MASS. 
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Black satin vamp, black silk brocade quarter, stitched 
vamp. On our No. 35 last with Spanish Louis heel. 
Not in stock; made to order. 


Messrs. C. P. Ellis and W. H. Emery will be at La 
Salle Hotel, Chicago, for the week beginning January 
8, 1923, with our line. 





HOPKINS & ELLIS 
HAVERHILL, MASS. 
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We specialize’on the production of light edge welts. Snappy - 4 
styles, honestly:made, correctly priced. Dainty as turns. , 


Every model a winner. 


SALTONSTALL SHOE CO. 
HAVERHILL, MASS, 
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A Brighton pump of patent leather with a gray suede in- 
lay. Onournew2! last. Carries a 16-8 full Louis heel. Also 
to be had in various combinations. 

Our line of turns will be shown at La 

Salle Hotel, Chicago, week of Fanuary 8th. 





STOCKBRIDGE SHOE CO. 
HAVERHILL, MASS. 
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“MISS FLAPPER, 1923” 


A tongue one strap, all gray suede with patent leather trim. Nickel slide 
buckle. Covered 9-8 military heel. 
Our Mr. A. G. Collins will be at the LaSalle Hotel in Chicago, during 
the week beginning Fanuary 8, with our line of women’s high-grade turns. 


COLLINS & STAPLES 


HAVERHILL, MASS, 
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A style to enchant any imagination. It will turn casual atten- 
tion into keen interest and buying desire. ‘The W& D,Line 
of high grade welts and turns comprises styles like this. 


Our line is featured in the Chicago Mar- 
ket by the Harper, Kirschten Shoe Co. 


WITHERELL & DOBBINS CO. 


Quantity Producers of Quality Shoes 
HAVERHILL, MASS. 
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Marian Pattern 











This Marian Tongue Pump typifies the pleasing features ofourentire 
line. Interpreting fashion’s trend in turn novelties which have profit- 
able merchandising possibilities, has engaged our time and talents 


for years. 
Mr. A. U. Bowdoin will be at the Hotel La Salle, 
Rooms 1408-09-10, during the weekof Fanuary 8th 


TESSIER & BOWDOIN 
HAVERHILL, MASS. 
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SHown at Bootu go 
N.S. R. A. Convention 


Black satin two-button one-strap, on our 61 last. Carries 

12-8 military heel. Kid lining. Many other very attractive 

styles will be shown at our booth, by S. H. Marshall, C. L. 
Marks, C. L. Telgater, E. W. Hughes. 


EMERY & MARSHALL CO. 
HAVERHILL, MASS. 
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NOKMAKONONMANGE a 


Black Suede Silver Cloth Inlay 


The Turn novelties which we are producing have a 
sales record which is flattering. The market has eagerly 
absorbed our output during past seasons and promises 
to repeat during the“seasons to come. 


FELSTINER-O’CONNELL SHOE CO., Inc. 


HAVERHILL, MASS 
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Price $4.50 


GORMAN’S HONEST SHOES 


Honest in materials. Honest in Style and Honest in Workmanship and 
built by a House that stands for Honesty in all its dealings and Squares 
to Honest Principles. 


GORMAN SHOE COMPANY 
Makers of High Grade Turns 
HAVERHILL, MASS. 






































BOOT AND SHOE RECORDER 























“BLACK BEAUTY” 
TURN 


The above shoe, in black suede with patent leather inserts, 
is representative of our high class novelties. Our new com- 
forts with A. B. C. measurements (oxfords and boots) will 
interest you. Remember, all our shoes are “put together a 
little better.” Good deliveries for Easter. 


KNIGHTS-ALLEN COMPANY, Inc. 
HAVERHILL, MASS. 


Boston Office: 207 Essex Street, Room 213 
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VAUGHAN’S IVORY | 


| =7HE SOLE THAT HAS MADE WHITE SHOES STAPLES 












































Any white shoe can be greatly enhanced by VAUGHAN'S 
IVORY SOLE LEATHER. So trim and white is the 
edge that customers favor the shoe immediately. The 
manufacturer uses VAUGHAN’S IVORY as a matter of 
economy, also as a means of protection. Painting and 
spraying are dispensed with, thereby, while future chipping 
and cracking is prevented with certainty. 





Retail merchants who have the best interests of their cus- 
tomers at heart specify VAUGHAN’S IVORY when buy- 
ing from the manufacturer. Whether you deal in sport 
footwear, dress footwear or evening footwear, make it a rule 
to insist on VAUGHAN'’S IVORY SOLE LEATHER. 


GEORGE C. VAUGHAN 


TANNERIES AT 
PEABODY, MASSACHUSETTS 
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A new One Buckle strap sport ZB 7! 
= “ pee is rapid ainindg in 
larity with ou® triends 
te. ein ampagne Buckskin 
p with Back *68 @beaver 
me de) q uarter and Jam 
collar. ] ee li foxin 
with perforation as shown. WL, 
Carries a LaTex rub er / , 
sole and we ge heel on se 
tg: ogee ee 
eotin stoc aut can e} 
made on order pithin 5 mA 
Price® 5.50, = 630d Lays. ie 
See our line atc icago- -Le Sell e Hotel 


MOORE- ATAFER’ 
| ‘MHOE “MFG *CO° 
a BROCKPORT. N-Y. UA. 
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NEW YORK OFFICE 545-547-549 MARBRIDGE BLOG.B WAY AT 34ST. 
JACK E. JESTER, MGA. M 
L..O-Tiruos. 
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BE SURE TO SEE ; ' Our three 


OUR EXHIBIT AT popular 
BOOTH No. 152 AT numbers 
THE NATIONAL "ig are 306, 
SHOE RETAILERS 
CONVENTION 404,400 
CHICAGO, ILL. 
JAN. 8th TO llth 


PROPPER SILK HOSIERY MILLS 


INC. 


Manufacturers of Ladies’ Full Fashioned Silk Hosiery 


276 FIFTH AVE.,NEW YORK ,N.Y. 
(HOLLAND BLDG) 
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“Your Statement That 


Tony Red Shows No 













Taken from 


THE DUNLAP DEALER, November 1922 


Published by THE BETTMANN-DUNLAP CO. 
CINCINNATI, OHIO 











ABOUT TONY RED 


REESE & Cook Company, of Boston, Mass., tan 
“Tony” leathers in such fine quality that their 
supply is not sufficient to meet the demand. They 
must, therefore, limit their customers. 












The Bettmann-Dunlap Co. is one of the largest users 
of “Tony” leathers. If you desire evidence, write or 
wire Creese & Cook Co., Boston, Mass. 








And did you know that the name “Tony” when 
applied to leather is registered by that Company and 
can be used by no other tanners? Like all good 
products, Tony leathers are imitated. But the name 
“Tony” may not be applied to the leather in any shoes 
unless it be a product of Creese & Cook Co. 










To insure your customers getting genuine “Tony” 
leathers, sell them Dunlap shoes. 
















Remember —‘‘There’s A Whole} To, 


TONY RED— TONY BROWNIT: 
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Quotation from a recently received letter 
by a noted manufacturer of mens’ shoes. 


o|/Signs Of Decline 


Exactly Duplicates Our Position’’ 











O many of our friends were so sure last fall that 
TONY RED was going to decline in popularity, 
we were prepared to meet a diminished demand. 


Instead—our business on TONY RED has greatly 
exceeded that of any previous season. 


And as our good friend writes above, the future seems 
just as bright. 


From prominent manufacturers and retailers we are 
daily receiving requests for’ “more TONY RED 
without delay”. 


The answer is—The public likes TONY RED and 
keeps on wanting it—that is—the genuine TONY 
which no imitation can ever equal. 


CREESE AND COOK CO. 


SALESROOMS 1 Mgnt SS TANNERIES 
95 SOUTH ST., BOSTON iy) SME =| DANVERSPORT, MASS. 
SAMUEL WOLFENSTEIN 


39 SPRUCE STREET 
NEW YORK CITY 


P. A. HENRY & CO. 
706 Broadway, Cincinnati, O. 
Leather Trades Bidg., St. Louis, Mo. 











hole Tony Family’’ 


NITONY TAN—TONY BLACK 
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A PIECE OF NEWS 
FOR 
LIVE MERCHANTS 
The Clark line of comfort foot- 
wear for Winter and Spring is 


now complete. Honest work- 


manship is an important prin- No. 0287—Men’s Brown Vici Opera, 
ciple of Clark production. fall, leather lined. leather innersoles 
Standard materials are neces- 

sary to maintain Clark qual- 

No. 156—Black Vici Boudoir, leather itw utput. 7 he wo > 

quarter and sock lining, 244-8, D, $1.60 ny oe a : ; r t loge ther 

No. 158—-Same style, Brown Kid $1.75 sa eguarc your reputation as a 
No. 159—Same style, Red Kid. . $1.75 merchant, and tend to please 


customers. We realize that 


the buying public seeks to 
spend its dollars with a repu- 
table merchant, and that that 
merchant is sized up by the 
shoes he sells. So we make 
Clark Comforts the best’ we 
know how. 


Prices, F.0O.B., Boston. Terms, 5 per ~ oe aap hee yon ned 
No. 0387—Men's Brown Vici Everett, cent, 10 days, 30 days net. can ‘sock lining, oe oteuien 
full leather lined, leather innersoles, hand-turn, medium narrow toe, 
hand-turn, wide New York toe, leather Write for Catalog spring step heel, leather counter, 
ee GN Be secccéuwncunace $2.75 steel shank. 3-9, E............83.00 


¥ 


No. 216—Black Vici One-Strap, 
bound top, rubber heel, spring step» 














No. 5561—Women's Black Vici Ballet, No. 776—Black Vici, plain toe, 7 in. leather counter and quarter lining, 
3-9, E . $3.50 $2.25 


bench-made, hand-turned soles, me- bal. steel shank. 3-9, E 
dium hard box toe. 814-11, et 2, No. 7761 Senne ‘gtaile, Black Vici No. 2261—Same style, except wit 
a a . 1.50 Stock, tip, wy ee shank and leather apnea pressed vamp. 3-9, 

$3.50 


. 5501- Same style, Black ae 30 counter. 3-9, E 


All Numbers on This Page Are In Stock and Ready for Shipment 
We Make Turns Only 


Clark Shoe Co 


Factory: 14 Williams Street 
BOSTON a f Se Af MASS. 


BOSTON OFFICE: 113 LINCOLN STREET. PHONE, 48990 BEACH 
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Daniel Green 


Comfy, 


Slippers 5 


New York Sales Office: 
116 East 13th Street 


Chicago Sales Office: 
189 West Madison Street 


Boston Sales Office: 
10 High Street 


COE January 1, 1923, 
this company will sell its product 
direct to the retail trade only. 


If the factory salesmen have not called 
on you in the past and you wish them 
to do so in the future, please send us 
your name at once as our route lists 
are now being revised to include many 
towns not heretofore visited by our 
own salesmen. 


Daniel Green Felt Shoe Co. 


Factory and General Offices: DOLGEVILLE, N. Y. 


Genuine Comfys and Daniel Green Boudoirs 
sold only to the Retail Trade 


Daniel Green 
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Our Latest Fall Colors 


“Bright As A Sunbeam 
Mellow As Moonlight”’ 


ACE BROWN 


A new medium brown 
Boarded 


ACE LYNNWOOD 


A new and slightly darker brown 
Smooth and Boarded 


J. S. BARNET & SONS, Inc. 


Tanneries Saleeroomsa, 75 South St. 
LYNN, MASS., U.S. A. BOSTON, MASS., U. S. A. 
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The Same Old-Time Value, Dressed in Smartest Styles 


BOOTH 184 32%: 


MESSRS F. J. WEBER, GEO. W. HARRIS, C. E. QUIGLEY in attendance 
Samples also on display at Hotel Majestic 


OUR opportunity to see the complete line of WEBER 
Union-Made SHOES for men representing the height of 
value and style correctness within the retail price limits of 


$5.00 to $8.00 


887—Tan Calf, 844—Lotus Veal, 
Color 6, No. 93 Color 104, No. 95 
Lace Oxford, Golf Lace Oxford 
DrakeLast, on Sport last, Half 
610ws close stitch- Wing Tip, Gable 
ing on_ Tip Edge. 

Vamp. Half Wing- 

foot Rubber Heel. 


629— Dark Tan Lo- 215—Dark Tan 


tus Calf, No. 48 Veal, No. 16 Bal, 

Blucher, Kozy Last, do L . Wing- 

Seosyeer Wingfoot on Heel. _ 
eel. 


Weber Bros. Shoe Co. 


NORTH ADAMS, MASS. 


New York Office: 1328 Broadway, Marbridge Bldg., H. Harris, Rep. 
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The Duson Adjustable Shoe 


Added to the prestige which exclusive 
Duson representation gives to any shoe 
dealer, and in addition to the monetary 
benefit involved, is the outstanding fact 
that the Duson Adjustable Shoe carries 
with it the absolute assurance of foot 
comfort and foot health, never known 
before. A comfort and health which 
identifies and establishes the Duson Ad- 
justable Shoe, the Dealer, and his store. 


Write for Salesman and Details 


See our Display — Booth 209 
N.S. R.A. Convention — Chicago 


BEEN 


'DUSON| | 


\SHO 
DUGAN & HUDSON CO.,INc. 


Shoemakers for over 40 Years 


ROCHESTER,N.Y. 
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ON’T think of placing that foot- 
wear order until you see what the 

Goodrich Salesman has to show you in 
our 1923 line. 
We have some very interesting things to 
uncover! 
You want to get in on the ground-floor 
—to be all set when the demand comes 
with ample stocks of the big sellers. 
That’s the way to cash-in. 


Of course, any fill-in orders that you 
may require in the meantime will be 
handled promptly from any of the 
branches listed below. 

FAST SERVICE can be absolutely 
depended upon—your goods will be 
shipped the same day your order 
comes in. 

Another thing—there will be plenty of 
Goodrich in both “Hi-Press’” Heavy 





The Goodrich Salesman 
is on his way. He will 
be with you very soon 
—wait for him! 





A Goodrich Salesman 


will see you soon 


or ‘‘Straight-Line’’ 
Light Goods—you will 
get all you want, just 
when you want them. 








See full Goodrich display at the National 
Convention, in Chicago, Booths 19 and 20 


THE B. F. GOODRICH RUBBER COMPANY 


New York Boston 


Kansas City 


Akron 
Denver 


Minneapolis Chicago 


Seattle 


Goodrich 


“HI-PRESS and “STRAIGHT-LINE.” 


RUBBER FOOTWEAR. 


‘avez IN 


THE 


LONG Sw. 
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Important: 


There is only one RAJAH 
Sole. 


We manufacture the only 
genuine RAJAH. 


RAJAH is far superior to 
any others of similar ap- 
pearance. 


To be sure of giving com- 
plete satisfaction to your 
customers insist on genu- 
ine RAJAH Sole. 


RAJAH Will Help You Sell 
Many Extra Pairs of Shoes 


lar appearance, which, while they may cost less, can 
not compare with RAJAH in results. 


F you insist on RAJAH in your orders, it will 
make all the difference. in the extra pair orders 
your customers will bring you. 


RAJAH Soles have opened a big, new field for extra 
profit to the shoe merchants of the world. For light- 
ness, coolness, comfort, and unusually long service 


RAJAH Soles are unexcelled. 


RAJAHS are far and away superior to soles of simi- 


The superiority of RAJAH lies in a simple, but all- 
ages process originated and exclusively used 
y us. 


It is significant that we are selling by far ourgreat- 
est volume of RAJAH Soles to manufacturers of the 
highest grade footwear who refuse to employ any- 
thing but thoroughly tested and proved materials in 
their product. 


Made Only By 


Alfred Hale Rubber Co. 


Atlantic, Mass. 
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You are cordially invited to 


| ‘Usstt Booth 98 
NOS. R.A. style show at 
Chicago and see the 


Latest Designs in Men's 
and Women’s Footwear 


#2s 


Dunbar Pattern (o. 


Designing and manufacturing plants at 
BOSTON NEW YORK CHICAGO 
207 Essex Street $61 Sth Avenue 40 So. Clinton Street 


BROCKTON Sf. LOUIS MONTREAL 
99 Center Street 1602 Locust Street 12 Mayor Street 







— 
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American Hide if 
& Leather Company | & 























WILLOW (CALF 











Is right up-to-date; in Popular Colors; in 
Correct Boarded Finish; in Best Aniline 
Dyes. 


Our new 106 and 34 Willow now being 
sampled by manufacturers of High Grade 
Shoes. 


WILLOW CALF is a very satisfactory 
leather for Men’s and Women’s High Grade 

















OFFICES AND STORES 
NEW YORK BOSTON CHICAGO ' ST.LOUIS CINCINNATI 
AMERICAN HIDE & LEATHER CO., LTD., 36 Kettering Road, Northampton, England 


CALF AND SIDE UPPER LEATHER TANNERIES 
Lowell Woburn Chicago Sheboygan Ballston Spa Curwensville 
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| —— THAT PRODUCE: 
volume business 


Volume production in our own factory — ona tures our shoes. { Keen judges of value say our 
small profit margin — direct to the retailer — shoes easily command a higher price than $5.00 
means volume business to the retailer who fea- per pair. 


If in Chicago, January 8-11, See Us at Hotel La Salle-- 
Messrs. White and Marlow in attendance. 


In Stoch—Now—To Rush 


Note especially the High-Grade Standard Leathers we use 





| 


















































| 


i 


i 


By 
ut 

| 
) 





- 














Style No. 502—Bar- 
net’s Van Dyke straight 
lace oxford. Fancy per- 
foration on quarter, 
outside half wing tip, 
square medallion. Nine 
iron soles. 9-8 repost 
rubber heel. Widths A, 
B, C, D. 


PRICE 


$3.50 


Style No. 505—Gen- 
uine black kid straight 
lace oxford. Plain per- 
foration on lace row and 
vamp, straight tip. 8 
iron soles. 13-8 Cuban 
rubber heel. Widths B, 


PRICE 


$3.15 


Style No. 504—Pifister 
& Vogel’s black gun 
metal blucher oxford. 
Plain perforation 
around guarter, straight 
tip. Eight iron_soles. 
9-8 rubber heel. Widths 


and D. 


PRICE 


$3.15 


Style No. 500— J.S. 
Barnet’s Ace russia calf 
(medium shade brown) 
blucher oxford. Fancy 

erforation om quarter, 
imitation half wing tip, 
shield medallion. Nine 
iron soles. 9-8 Wingfoot 
rubber heel. Widths, 
A, B, C, D. 


PRICE 


$3.50 


Style No. 503—Bar- 
net’s Van Dyke straight 
lace oxford. Fancy per- 
foration on quarter, 
outside half wing tip, 
square medallion. Nine 
iron soles. 14-8 Wing- 
foot rubber heel. 
Widths A, B, C, D. 


PRICE 


$3.50 


Style No. 501—Carl 
Schmidt’s black Eric 
fhearte® blucher ox- 
ord. Fancy perforation 
on quarter, imitation 
half wing tip, shield 
medallion. ine iron 
soles. 98 Wingfoot 
rubber heel. Widths A, 
B, C, D. 


PRICE 


$3.50 


No less than twelve pair sold of any one width. 


TERMS 5%;10 DAYS 





- Malden, Mass. 





GOODYEAR 
WELT SHOES 
for WOMEN 


Nathan & White Shoe Co. - 


bas 
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Largest Manufacturers in the World of 
Black Glazed Kid 


SURPASS LEATHER CO. 


FACTORY FACTORY 
Philadelphia, Pa. : Gloversville, N. Y 
SALES OFFICES 
New York Boston Philadelphia 
Cincinnati Chicago St. Louis London 
SURPASS LEATHER CORPORATION BOOTH & COMPANY (London,) Ltd. 


Boston, Mass. London, Eng. 








The Boot and Shoe Recorder will appreciate yeur mentioning the publication in replies to advertisements. 
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SIX NEW TRADE WINNERS 
IN STOCK 


Sizes and Widths 
“AAA—414-8 
No. B 436—85.60 AA —4 -8 


2 No. B 422—85.60 
eee [= aaa A —314-8 Patent Leather and Gray Suede 
Combination 
244 Last 12/8 Heel 





_ ‘241 Last 14/8 Wood Cuban Hee! 


B 
C -—2i%3 
| a 


24-8 
No. B 435—$4.75 
Black Glazed Kid 
232 Last 13/8 Heel 











TERMS: 


Net 30 Days 
WIRE OR POST 
YOUR ORDERS 
TODAY! 


No. B 433—$5.50 No. B 421—$4.50 
Havana Brown Kid Oxford, Welt Patent Leather One Strap Pump 
241 Last 14/8 Cuban Heel Welt 244Last 12/8 Walking Heel 


During Convention Week Mr. Ray McCarthy will show our complete line of spring samples 
at Hotel Morrison as usual. 


C. P- FORD & COMPANY 


INCORPORATED 
ROCHESTER, N. Y. 
NEW YORK OFFICE: 127 DUANE STREET 
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BASS 


1876 1922 























A Prestige Built 


on Service 


The continued merchandising of a quality product in a specialized shoe 
for forty-six years has made the Bass line a standard in its class. 
Never failing care in keeping the quality right and the line progressive 
in meeting the needs of the trade has built a prestige that has brought 
its reward in volume of business. 














a True Moccasin 


for Hard Service for Comfort and Service with no seam to rip 


Bass Shoe | Rangeley Moccasins W oc-o-Moc 


























Mock Moccasin Wilton Shoes 
Strong and Durable . for Real Worth 








These shoes are made to meet the needs of men and women who go into 
the woods for work or for play; for campers, farmers, workmen, and 
business men. To that part of your trade which demands a specialty 
product of this kind you can offer the Bass line with a feeling of con- 
fidence; it is backed by years of experience in giving “‘real service.”’ 


Send for Catalog 


G.H.BASS & CO.., Shoemakers Wilton,Maine 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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SEE 


CONRADS — 
ASyYSyeese_ 


at CHICAGO- Booth 315 


as 


Conrad's Top Speed Lact 


HIS line, which has been the centre of interest at the last 
three big Style Shows will be on exhibit at Booth 315, 
N.S.R.A. Convention. Also at the Palmer House, Jan. 8-11 


D. F. QUIGLEY “AM” GAINES 
J. P. SMITH TOM GAINES 
MESSRS. SHOTTAFER and HAGUE 


will be in attendance 


CONRAD SHOE CO. 


BROCKTON, MASS. 











The Beot and Shoe Reeorder will appreciate your mentioning the publication in replies te advertisements. 
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Stock No. 123—$6.00 
Rest Cure Boot 


IN STOCK AAA TO E 
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Williams, Clark and Company 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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NU-LIFE | 
Rubber Heels 


ALL SIZES 


From 
Cuban 000 


to 


Men’s 12-13 
In the Universally Adopted 


STANDARD SIZE SHAPE 
AND NAILING 





“Put NU-LIFE into your Sales and Profits’ 





. . - of absolutely A-1 Stock and at a new low scale 
of prices that will surely appeal to your sense of 
practical manufacturing economy and good business. 


Prompt Deliveries 


HANOVER RUBBER COMPANY 


West Hanover, Mass. 
Boston Office: 10 High Street 


The Boet and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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EXCLUSIVE STYLES 


SOUTH SHORE MADE HIGH-GRADE FOOTWEAR FOR WOMEN 


NSPECT our full line 
' of Spring Models at 
Chicago, January 8-11, 
Coliseum Bldg., Booths 
87 and 88 


Headquarters at Blackstone Hotel 


Before making your commitments 
for Spring, Merchants will find 
it to their advantage —“Time 
not wasted’’—to see our exclusive, 
latest patterns in Sport Shoes, 
fancy Straps and Oxfords 








Fitting the Feet Correctly is Our Specialty 


CROOKER & MORSE, Inc. 
BRIDGEWATER, MASS. 143 BOSTON SAMPLE ROOM... 


The Beet and Shee Recorder will appreciate your mentioning the publication in replies te advertisements. 
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It takes time to sell shoes 
—and stockings 


T’S not the shoe as it looks in the show case, but the shoe as it 
looks after service on the feet that puts the names of steady cus- 
tomers on the books. ' 

Similarly, it’s not the stocking in the pretty new box, but the same stocking 
after weeks of wear and washing that sells the customer on the idea of coming 
back for more. 

_ Gold Seal full-fashioned silk stockings hold their lustrous appearance to the 
end of a long and satisfactory service. On their long-wearing beauty as well as 
on the long-wearing quality of the flawless, even-textured silk they are sold again 
and again to a dependable following of discriminating patrons. 


No. 120—A heavy all-silk number—deserves special 
mention for its enduring beauty. Full-fashioned, 
ingrain. Black and white only. 


Philadelphia Knitting Mills Company 
Sixteenth Street and Indiana Avenue 
PHILADELPHIA 
New York Office: 1270 Broadway 


GOLD SEAL Silk Stockings 


Quality first since 1889 














\ Ron Sap Ms 
—/ LETS 





The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Polar Kloth 


The White Shoe Cloth Par Excellence 


jy | | 
Wi | 


fl 


( | i | 





Invisible Value 


All white shoe cloths look more or less alike. Whether fnade from short or long staple 
cotton, two-ply or three-ply, the inferior fabric, to a casual observer, will appear to be 
of about equal value. 


POLAR KLOTH 


is made from long-staple imported cotton, spun into a three-ply fine count yarn, and 
woven into an extremely fine-faced fabric of great strength, to produce a shoe of 
Beauty and Long Wearing Qualities. 


Five Years 


of constantly increasing business have proved the wisdom of quality first and price 
afterward. 


Thomas, Lake & Whiton, Inc. 
179 South Street, Boston, Mass. 


Selling Agents CANADA 
MANUFACTURERS’ SUPPLIES CO. LOUIS G. FREEMAN CO. ARLON ALBEE 


722 No. 18 St. 614 E. Water St. 909 Sycamore St. 59 St. Peters St. 
ST. LOUIS MILWAUKEE CINCINNATI MONTREAL 
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INSTOCK rorIMMEDIATE SHIPMENT 


These Fine ““W. & C.”’ Staple Sellers. 





J =|) 


J 


The Kind of Shoes 
You Are Proud 
To Sell---- 


i 


Stock No. 50. Price, $4.00 Net 
Rod 3 ~y =. pcan Last. 
ushion ie. re u ort ounters. 
Stock No. 40. Price, $5.00 Net SAMPLES ON DISPLAY AT BOOTH 336, 11-8 Rubber Heel, ae " 
Black Kid, 8-inch Lace Boot. Combina- N. S. R. A. CONVENTION--ALSO AT 
tion Last. Cushion Sole. Arch Support MORRISON HOTEL SIZES IN STOCK 
Counters. 11-8 Rubber Heel. : AA—4% to 8; A—4 to 8; B—3% to 9; 
SIZES IN STOCK George. T. Cummings and Oscar3.Newton ©9880. 8; D3 to. 9; E—S to 8. 


AA—4\% to 8; A—4 to 8; B—3 to 9; in attendance. 
C—3% to 8; D—3% to 9; E—3 to 8. 


Jes ee Jie) Ee —) 





GOODYEAR WELTS 
EXCLUSIVELY 











=ii 


= il 


Stock No. 42. Price, $4.00 Net Stock No. 41. Price, $4.35 Net 
Stock No. 51. Price, $3.50 Net Black Kid 8-inch Lace Boot. Junior Last 


Black Kid 7-inch Lace Boot. Hub Last. c; : 
ay eg ed 00 Piesh, Eid Uieshes Oxford. Junior Last. 11-8\Rubber Heel. 
SIZES IN STOCK 


SIZES IN STOCK SIZES IN STOCK 
B—414 to 8; C—3¥4 to 8; D—34 to 9; AA—434 to 8; A—4 to 8; B—344 to 9; roalyy $s te ea ie Ay he 
E—31% to 9; EE—4% to 8. C-33% to 8; D334 to 9; E—3 to 8. ae ay es ere 


WISE & COOPER CO. 


MAKERS OF GOOD 
AUBURN SHOES SINCE 1883 


Jie iI Ht J5! 
































BOOT AND SHOE RECORDER December 30, 1922 


You'll find CLICO 
on many of the 
new sport styles of 
the progressive 
shoe manufactur- 


You'll know CLICO 


by its fine firm close 


grain which looks so 
muchbetter because 


it hasn’t a clumsy 








ers, there on display appearance 


Made for 
Men 


Women 


Made of 
Pure Ceylon 


Crepe 
Rubber 


and 


Children 


The Ultimate Sport Sole 


May be had in either single or double Will not “squash out” or curl around 
unit. the welt. 


Is 60 per cent lighter than common The longest wearing and most resilient 
rubber soles and 30 per cent lighter sole ever produced. 


than leather. 
mou, dhe Clifford Company 


gladly furnished. For Also Makers of Ace Rubber Heels 


t cementing r ~y- 
185 SUMMER STREET 


we recommend our s 


cial GLICO Adhesiv ve Boston Opp. South Station Mass. 


St. Louis Representative: R. M. HEUCHAN; 1627 Locust Street 





run of ° 
which va varies in quality. 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements 
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A Name Without a Peer 
A Shoe Above Comparison 


Your customers love their children. They want them 
to have the best of everything. When they get down to 
shoes, they want Dr. Adler’s Scientific Hygrade Shoes. 


You are a real merchant. You want to hold your 
good customers. You also want more good customers. 
What other line than Dr. Adler’s can best help you? 

A splendid line of turns in sizes up to 8, infants’. 
A line of welts in infants’, children’s, misses’, and grow- 
ing girls’; also in little gents’, youths’, and boys’ sizes. 























Manufactured by | 


The Dr. Adler Scientific Shoe Division of 
ROSENWASSER BROS., Inc. 
Long Island City, N.Y. 


Sales Helps 
You have never seen a line of CO. 


sales helps like our five book- 
lets—-FREE to you, and Duane New York 
part of our exclusive selling crest City 


plan. Samples on request Metropolitan Distributors 
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“(XOODYEAR”—the greatest name in the rubber foot- 
wear industry — and the most abused! Imitated by 
many manufacturers and retailers—who copy even the name! 


To protect the trade—to identify the original, genuine Good- 
year Rubber Co. products—the famous Gold Seal trade- 
mark was adopted in 1872. The Goodyear Gold Seal stands 
for super-quality and only the finest rubber footwear made— 
from our own factories—is good enough to bear this mark. 


There’s a tremendous sales value in the Goodyear name— 
and Gold Seal dealers get this profitable quality trade. 
Write for the Goodyear story and learn why this is the 
best paying line in the rubber footwear field. 


GOODYEAR 
RUBBER CO. 


General offices: 787-89 Broadway, New York 


Prompt delivery and good service is assured 
by these Branch Offices where a complete line 
of rubber footwear is constantly in stock. 


Milwaukee, Wis., 380-2 E. Water St. St.Louis, Mo.,1103 WashingtonAve. 
St. Paul, Minn., 371-7 Sibley St. Portland, Ore., 61-7 Fourth St. 
Kansas City, Mo.,807 BaltimoreAve. San Francisco, Cal., 539 Mission St. 


This is rhe original and only Genuine 
Goodyear Rubber Co. Founded 1853. 





The Boot and “Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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“COTTERSS / 
REGULARS” 


WOMEN’S POPULAR-PRICED WELTS 


Get This One Now! 


Style 374 
Goodyear Welt 


BLACK KID BOOT 
$4.60 


IN-STOCK, AAA to E, 3 to 10 


A quick-selling winter shoe, built on a 
combination last. 


Fight-hour in-stock delivery 


WRITE OR TELEGRAPH YOUR 
ORDER NOW! INSTANT SERVICE! 


“COTTER’S REGULARS” 


give you the best in workmanship and material, at prices 
that are right. The in-stock service cannot be beat. 


Send at once for Circular showing all styles in Stock 


Made by COTTER in LYNN 


(Maker of the famous FORMATIVE flexible arch shoe for every woman) 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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1Q25 4 Sawyer Year 
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If You Sell Sawyer’s— 


Manny Bare” | You are selling moccasins with a reputa- 
tion of fifty-seven years for the very best 
materials and workmanship. 





You are selling moccasins for which there 

is a steady and consistent demand twelve | 
months each year—merchandise appealing 
to all classes and ages. 


You are selling an article popularized and 
standardized through advertising — 
and 1923 advertising will increase your 
market even more. 





Why not carry an established line of 
merit? Send for our latest spring catalog. 








For outdoors—‘‘Moc-Shu’”’ 
For youngsters—‘‘Barefoot” 
For the house—‘‘Hiawatha”’ 





Reproductions on this page are of advertisements 
now appearing in leading newspapers 


Sawyer Boot & Shoe Company 
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mater, fo? MAINE 





December 30, 1922 BOOT AND SHOE RECORDER 





MAKES SHOES WEAR LONGER 


HEAVIEST ANwe-w STRONGEST 


IN COTTON REG. U.S. PAT. OFF. IN TEST 
Shoe Lining 


LONGEST IN WEAR 


KEEPS SHOES IN SHAPE 
SAVES STOCKINGS 


THE BEST SHOE LINING MADE 








We cordially invite you to call upon us 
at the N.S. R. A. Convention at Chicago, 
Space 97, Coliseum, New England Group. 


FARNSWORTH, HOYT COMPANY 


_ BOSTON 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies te advertisements. 
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After All—It Isn’t 
Just Shoes We Sell,— 


It’s the reputation for fine shoemak- 
ing that goes back to 1876—a main- 
taining of that standard quality which 
every day increases our new and satis- 


fied customers,—that is the real test 
of 


THE 


SHOE 


Whether you want immediate delivery 
from our Stock Department or whether 
you prefer your order made according 
to your own certain specifications, 
you will always find that stamp of 
character which has made the name 
PACKARD famous among men who 
demand quality footwear. 


Have you your copy of our 
Fall and Winter Catalog? 


‘Be M.A. Packard Company 
One of am es hae models. ae ATTY TST BROCKTON 
Prompt attention to all inquiries. MASSA CHU SETTS 
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Society's Newest Javorite~ 
Schmidts Platinum Gray 


Rc (arl 6.Schmidt & (.,.1nc. 


Wel laces me ,Ghe hie] i) 


Janners of the Schmidt Calf Leathers 
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anners of the Schmidt @alf Leathers 
Detroit, Michigan<Boston Mass. 


Representatives 


AB Altenderfer 5 A.J.EJR. Cook 
Philadelphia ORY 42) eee 
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Watch for the 
cAnnouncement 
of Our Great 
Annual 1927 
«Midsummer 
Boston Show! 








Grinen Shoe City, and inspect a 
wonderful display of Made-in-New 


England Footwear to be seen here 
in more than two hundred attrac- 
tive salesrooms. A hearty welcome 
awaits you! 

You will also be cordially wel- 
comed in Brockton, Lynn, Haver- 
hill, Manchester, Auburn, and the 
other famous shoe centers of this 
section—1I 30 of them. 

NEW ENGLAND has the livest 
bunch of Shoe Salesmen in America. 
They will be delighted to give you 
the ‘‘glad hand.” 


NEW ENGLAND 
SHOE AND LEATHER 
ASSOCIATION 
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Inventory Blues 


Partner John—‘We won't have to pay an income tax on this year’s business, Jim—-look at that 
affectionate stock. We did not get rid of it with all our sweet advertising.” 


Partner Jim—“Yes, and that’s partly due to late shipments. We couldn’t get service when a 
style was at the height of its popularity, and when the goods did arrive, they were out 
of date.” 


Partner John—‘Well, we've been catering to window shopping trade. They just ‘happened’ 
to see something they liked here. Few of them are our regular customers. We ought 
to have a standard line of popular shoes—something that has a definite appeal to a 
large number of people. Then we would always be sure of steady business.” 


Partner Jim—‘| think you're right, John; but we must carry the ‘come-and-go’ style merchan- 
dise, too, and be able to get it when we need it.” 


Partner John—‘Well, something must be done. We aren’t in business to become poor.” 





Rice and Hutchins hold the remedy. Distributing branches lo- 
cated in Chicago, St. Louis, Atlanta, Baltimore; Philadelphia, 
New York, Cleveland, and Boston assure timely deliveries. 


Educators are a standard line of popular shoes. They have a 
definite appeal to a large number of people. 


RICE & HUTCHINS 


INCORPORATED 
BOSTON U.S. A. 
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Production Increased—Can Distribution Grow? 


The Opening Weeks of the New Year Will Set the 
Pace for Industry 


E always look to a New Year for prosperity 
Wisi success. The two words are uncomfort- 

able ones when you consider that we measure 
them today with the year 1919. 

We do not think of the relative prosperity of a period 
inclusive within the year itself. For example, the gov- 
ernment statistics show that production for twelve 
months ending October 31 was 318,429,917 pairs of 
shoes. If those figures are correct, they are only 12,- 
799,711 pairs behind the great production year of 1919; 
therefore, if consumption is considered the real basis of 
success and prosperity, there has been a good con- 
sumption of shoes per person, three pairs or more 
through the year. Isn’t that reason enough for looking 
toward the New Year cheerfully? Isn’t it reasonable 
to expect a better year ahead? 

So many men and mercharits have felt depressed 
over their volume of business, when actually the coun- 
try’s consumption of shoes was as much as could be 
expected. There are comments to be made on these 
figures. The price per pair must be at least 40% less 
than the price in 1919. There haven't been the “dollars 
and cents” totals to business in 1922 that was expected. 
A merchant may consider the number of pairs sold, but 
really worries about the number of dollars taken in. 

Look at 1923 in the cold light of the experience of 
the past year. The best that can be expected is a 10% 
increase in volume of dollars and cents in shoe stores 
due to more vigorous salesmanship and a proper 
understanding of style and stock, service and 
fitting. There is no question but that 1923 is going to 
have as its paramount topic “DISTRIBUTION.” 
Every possible means of bringing about a more satis- 
factory distribution from the factory and the whole- 
saler and from the retail store must be studied. 

Greater economy, more co-operation and a keener 


knowledge of the component parts of shoes, their 
prices and qualities as well as a more careful study 
of the ultimate customers; these are the big things for. 
1923. 

If it is true in Paris and New York that we are coming 
into a period of individuality in style, then every — 
woman is going to want service from independent 
merchants, designers and clever factories so that she 
can get the desired distinction in apparel. The time 
has gone by when crowd psychology put the emphasis 
on “‘what are they wearing” and forthwith the customer 
bought precisely what every other woman had in shoes 
and hosiery. 

If 1923 develops individuality in footwear, we will 
see an end to big stocks of merchandise all of a pattern 
and color. What will take their place will be complete 
stocks on the proper last and smart pattern with a 
diversity of leathers and materials so as to give each 
person the opportunity of being individually well 
dressed, and not garbed in precisely the same “rig” 
as her neighbor. 

So strongly has this point developed in the garment 
trades that it is likely to spread very far in the shoe 
trade. Therefore, the independent retail merchant 
can look forward to a very industrious year in 1923, 
profitable to him because of his specialized service— 
the sluggish volume store will not be able to keep the 
style pace. 

Those organizations which cannot move as speedily 
or cannot gauge the trend of style accurately will find 
difficulty in their way to increased distribution in 1923. 
This is the outlook for good and better grade shoes— 
for cheap shoes are only considered on one basis—price. 

Probably there has been no holiday season in years 
that has had the volume of business in all lines of 
merchandise as has been recorded in the last three 











88 


weeks. The consumption of merchandise of all sorts 
has been phenomenal. Most of it has moved because 
the merchant has brought the price down to an attrac- 
tive level. 

The merchant is beginning to feel that the public 
is fed-up on pessimism and retrenchment and that it 
looks forward to a better day. Buying has started 
for spring. 





Are You Ready for Spring ? 


HE Recorder is placing considerable emphasis upon 

style in this issue for that is the paramount topic 
of the opening weeks of the new year. With Easter 
a few weeks away the work of building new shoes— 
stylish and harmonious—makes imperative a_ real 
knowledge of the foundation of a merchant’s stock. 
Every influence upon it should be known for style and 
profit remain the closely linked Siamese twins that 
they are and always have been by reason of the fact 
that people, women especially since style change in 
men’s apparel is always more or less microscopic, are 
being each year more and more educated to a sense of 
the eternal fitness of things. 

Style is the term properly used to indicate the trend 
‘of the public taste in matters of dress, but each 
individual item of apparel must fall short of a place 
under the style heading unless there is a proper and 
artistic blending of the various items, to the end that 
an artistic whole results. 

A great many designs offered each season fall very 
far short of ever meriting a place in the style listing 
for the reason that women who set the pace in deter- 
mining what is to be what in the matter of clothes 
decline to place their seal of approval upon them. 

No longer do designers and manufacturers boldly 
and bravely, sure of themselves, tell the public at the 
beginning of each season how it is to be appareled. 
No, indeed! These one-time autocrats place their 
heads together and offer their public the very best that 
their wits can evolve, and then sit on the side lines as 
patiently as possible and wait to see what will “take,” 
not daring to do much more than offer suggestions, 
never daring to go ahead and actually manufacture 
great stocks of merchandise with which to supply the 
public’s needs, until they are able to gather by watch- 
ing those who have earned a place as style leaders 
which of the designs have been accepted and which 
must go into the discard. 

Shoes have occupied a place of unprecedented 
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importance in the scheme of things sartorial during 
the past three or four years, and for the season im- 
mediately ahead, that is spring 1923, all indications are 
that they will increase rather than decrease in their 
relative importance. 

Conservative is unquestionably the word that most 
fittingly applies to outer apparel generally of 1923 
vintage, as so far expressed. At the same time there 
is amazing style variety. 

This will mean that a very generous range of shoe 
styles will find a place, and further, since outer apparel 
generally is decidedly conservative, with all that is 
bizarre or in any way freakish pretty well relegated to 
oblivion, the average costume’s high note must be 
sounded by the accessories chosen to accompany it, 
and in the lineup of accessories, shoes take first place. 

There are amateur milliners galore, but for shoes 
every woman must look to her shoe dealer and he in 
turn must look to the manufacturer, who in his turn 
must rest his profits or losses on the skill of his designer. 

This issue of the Boot and Shoe Recorder and the 
Convention at Chicago will give the merchant a very 
fair idea as to what he will be able to offer his public 
in the matter of footgear for spring and summer, 1923 
consumption. The general shopping public will not 
be ready for its spring and summer purchases for some 
time to come; but winter resort tourists have a very 
great’ deal to do with setting the early spring and 
summer style pace. People of the tourist class have 
money, they are able to indulge in all that is best in 
clothes, the majority of them have learned what it is 
to be well dressed. Perhaps they have inherited good 
taste, perhaps if of the new rich category, they have 
been fortunate enough to place themselves in the 
hands of competent costumers. 

In any event, spring and summer styles for 1923 will 
to a very large extent be an echo or follow-up of the 
selections made by wealthy winter resort tourists, 
and this very fortunate state of affairs helps the manu- 
facturer to determine the style trend of his output for 
later consumption. 

Given an understanding of the fact that style is a 
term properly used to describe a composite picture, 
not merely one small unrelated part of the picture, 
it is “up to”’ the individual merchant to help carry the 
good work along by teaching his salespeople to utilize 
the power of suggestion in selling, so that when a 
woman buys a costume, she will enhance the beauty 
of the costume by purchasing the right hat, gloves and 
SHOES to accompany it. 
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Boot and Shoe Recorder CREED 
Getting More Shoes Sold Right: not only “‘more™ but “right; sold for the right purpose, to ~ 


the right wearer, in the right fitting, for the right price, at the right profit. 


This is the great 


problem of the retail shoe merchants. The chief purpose of the Boot and Shoe Recorder is 
to help solve it; for this is the basic problem upon which depends the progress of the 
entire allied industries relating to shoes and leather; their production and distribution. 
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Individual Stars Seldom Win the 
Game; It’s Teamwork That’ Counts 


A well-known shoe merchant from Australia was a 
recent visitor at the Recorder office. 

“I am mightily impressed with many things in 
your wonderful country,” said he, “but most im- 
pressive of all is the ‘get together’ spirit of your 
business men. I am amazed at the friendliness and 
frankness that appear to exist even among com- 
petitors. There’s nothing like it elsewhere in the 
world.” 

I told him of the great N.S.R.A. Convention to be 
heldin Chicago, January 8-12. I said, ““There you will 
find a shining example of the exchange of ideas policy 
which has been developed in our retail shoe industry. 
This policy has made good merchants out. of.indif- 
ferent material and has made great successes out of 
ordinary good merchants.” 

“If that’s so,” replied he, “I’m going to change 
my plans so that I can be in Chicago at that meeting. 
The United States is proving a greater inspiration to 
me every day I stay here.” 
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Written for the Boot and Shoe Recorder by 
SAMUEL REA 


President of the Pennsylvania System 


If the Municipalities, the States and the Federal Government continue to increase 
subsidies-such as tax free bond issues for unproductive enterprises, and the railroads 
are’not permitted to charge fair rates so as to pay for wages, materials, taxes, and earn a 
reasonable return, then the railroads, which have proven the cheapest form of transpor- 
tation, must increase their rates very greatly, or all expansion must be impeded, and 
the weaker railroad lines must be abandoned, or likewise be subsidized by the public 
authorities. We cannot have an efficient, cheap transportation service and continue to 
play with the railroads and break them down through bad regulation and ruinous taxa- 
tion. The stronger railroads in the past carried these weak roads, but they can do so no 


Jw 


longer because of their own low returns. 
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Wrilten for the Boot and Shoe Recorder by 
CHARLES H. SABIN 


Chairman of the Board, Guaranly Trust Co., New York 


The year 1922 has been, onthe whole, a period of reviving business activity and 
strengthening of the bases for the resumption of general prosperity in this country. 
This broad developnient is a continuation of a movement which began in 1921, follow- 
ing the drastic reaction in the latter part of 1920 and the first part of 1921. 

I expect a moderate further expansionof business. How long this will continue without 
a greater degree of improvement in European conditions than is now in prospect is, of 
course, problematical. Moreover, should the recent rate of increase in average com- 
modity prices be continued, the resistance to the advances may fairly soon result in so 
hesitant an attitude on the part of consumers as to arrest the expansion of general 
business. There is also danger that legislation in the interest of one or another class may 
be enacted that «would impair the efficiency of our railways or our banking system. 
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Why I Am Going to the N.S. R. A. 


Convention 


A Symposium 


by Live Wire 


Retail Shoe Merchant Members 


know and whom you will be glad to meet at the 

greatest of all shoe men’s conventions, Coliseum, 
Chicago, January EIGHT, NINE, TEN and ELEVEN, 
1923. 

They will all be there—about eight thousand 
more of the same kind. All live wires. All anxious to 
shake your hand, learn something from you and teach 
you something in return. 

Every mother’s son of them has a big reason for 
going. Some of them are old veterans who have been 
attending these affairs for years; some of them have 
put a great part of themselves into the organization 
and materially aided in making the N. S. R. A. what 
it is today. 


4 =z is somebody in this bunch whom you 


Get There Early 


Get to Chicago Sunday if you can and attend the 
dinner of the National Shoe Travelers at the Sherman 
Hotel Sunday night. It is the opening gun of the big 
program; you are welcome—you are wanted—and 
you will enjoy it thoroughly. 

If you cannot get there Sunday, be there for the 
opening of the program Monday. Maybe you are not 
a member of any shoe merchants’ association: it does 
not make any difference. You get the same reduced 
railroad rate; your registration will be the same; 
headquarters will reserve a room for you just the 


The convention is for all shoe men, their 


same. 
families and employees. 


Here’s what the live wires say: 


A Business Proposition 


“Going to the National Convention for me is a 
business proposition pure and simple. First 1 attend 
every convention meeting, take notes and get ideas 
from men from every part of United States. Second, 
by looking over hundreds of shoe lines 1 have an 
opportunity to judge styles, compare prices, workman- 
ship and quality of Footwear from every manu- 
facturing center of this country. Third, 1 seek the 
advice of bigger Shoe men, find out what they are 
buying and finally decide what to buy. In this way 
I am better able to purchase merchandise and have 
my stock well-balanced, in fact, every problem a 
shoe man has to solve can be solved to his entire 
satisfaction. 

“Every National or State Convention | have ever 
attended has given me shoe knowledge | could get 
nowhere else. No real shoe man should have to be 
asked to join his State or National Organization. It 
should be for him, as it is for me, a great privilege to 
unite in our chosen profession to boost what we should 
consider sacred, our State and National Shoe Organiza- 
tions.”’—Arthur E. Schulein, President of the Illinois 
Association. 
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I Want to Know What to Buy 


“T expect to attend the National Shoe Retailers’ 
Convention at the Coliseum, Chicago, in January, that 
1 may more fully determine the correctness of my 
judgment as to the balance of my purchases for spring, 
1923. 1 am certain that after I spend a few days at the 
Convention I will come home with more definite ideas 
as to styles and prices and will know how to get more 
shoes sold right. 

“Our business has improved steadily since September 
| and we are looking forward to a continual increase 
during 1923. We are in the market now and expect 
to continue in the market during the entire year 1923 
for good stylish shoes that look like they would sell well 
and show us a profit and help build our business. All 
our purchases will be ordered for shipment, from ihirty 
to ninety days after date of purchase. J] expect to 
return from the Chicago Convention with 75 per cent 
of my purchases covered, up to May 1. Our store was 
particularly fortunate during the past season in having 
just the shoes we needed. We buy 90 per cent of our 
entire purchases from four manufacturers and expect 
to stick as closely as possible to these four manu- 
facturers while they continue to work with us as they 
have been doing.” —F. D. Matson, First Vice-president 
of the Iowa Association. 


He’s Interested in Sport Footwear 


“The biggest idea to be gained by attending this 
convention in Chicago, in January, is to enlighten me 
as to what to show for Easter and spring business in the 
novelty line of footwear, also to try and solve what will 
be the best buy in white and sport footwear. 

“Naturally by attending the meetings I expect to 
gather new ideas on better merchandising and getting 
more shoes and hosiery sold right, also getting 
new ideas on displaying shoes and hosiery right. 

“If I can gain just one good idea, which I always 
have by attending former conventions, I will consider 
the time and money well spent.’’—Walter H. Feallock, 
Michigan City, Ind. 


The Fundamentals of Merchandising 


“Let me here urge my brother retailer to attend the 
round table discussion if he wants to get some real 
information; that alone is well worth the trip. We are 
always seeking methods of merchandising and getting 
more shoes sold right. 

“We make it a point not to buy more than three 
months in advance. We are going to the convention 
to see and find out just what will be the style for 
spring and top off our early spring buying. 

“If you have a hard problem to crack bring it and 
have it solved at the round table discussions, maybe 
someone has cracked one just like it.’,-—Charles Larson, 
Marshalltown, Iowa. 


BOOT AND SHOE RECORDER 93 


Good Fellows Well Met 


“T like to meet all the good fellows at our meetings 
and get their opinions in regard to business and see 
the nice models that display so many pretty styles on 
the runway, which one cannot see any other place. 
Then again the fact that one cannot look over so many 
different lines of shoes at one time and compare the 
price and shoemaking and keep in mind the different 
styles, so much better than one can buy looking at 
samples sometimes weeks apart. 

“1 do not see how any shoe man can afford to miss 
seeing such a fine display of footwear under one roof. 

“*Then again there are speeches a man can listen to at 
the meetings, and I always can take something out of 
these meetings back with me that does me a lot of good. 

“We, of course, buy our staple shoes and things that 
we know we can use early and buy a few novelties at 
the Convention, but it is nice to know that you see the 
shoes at convention time that you have already ordered, 
and are being made for you at the factory, giving them 
plenty of time to turn out good merchandise. 

“I feel that the dealers make a mistake in trying to 
buy their spring shoes at the convention.”—A. B. 
Caspari, Milwaukee. 


What Money Cannot Buy 
“T never miss the Convention. It’s an educational 
vacation. You meet and hear the big fellows in the 
game. You get ideas that money cannot buy. I 
always look forward to this event. You return home to 
your business with lots of ‘pep.’ Let’s go, boys.”— 
Kaufman, Salem, IIl. 


Big Problems—Big Men 

“It is a real privilege to hear the BIG problems of my 
business discussed by the BIG men, problems which 
are of vital interest to every one of us handled by men 
who know whereof they speak. And, by the way, more 
of us should make it a point to attend every session of 
the Convention proper. 

“It is also a very distinct advantage to witness the 
style show and thus get a line on what’s what in the 
trade. I know that last year if I had bought as had 
been my previous custom six months ahead of time I 
would have bought seventy-five per cent wrong, but 
after viewing the style show and seeing the sample lines 
on display I was able to buy very nearly right. 

“In my humble opinion no shoe merchant be he big 
or little can afford not to attend our National and 
State Conventions. It is money invested, not spent, 
and an investment that is bound to bring big returns, 
if one but keeps his eyes and ears open and his noodle 
working.’”’—A. H. Lamb, Cedar Falls, Iowa. 


Styles—Display—Advertising 
“The big reason for my attending is to study, and 
better understand the fundamentals of merchandising, 
and along with this to get a line on the very important 
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details of retailing, such as styles, display, advertising, 
service, management, etc. 

“And I am convinced that nowhere is there offered 
the opportunity for doing this equal to that offered 
by the National Conventions’—F. E. Wilber, Cedar 
Rapids, Iowa. 


Better Merchandising Methods 


“ I believe that the style trend is paramount for the 
successful business of today, particularly if that is the 
policy of the business. There is no better opportunity 
of viewing at one time, such an array of style as is 
shown at our annual conventions. ‘ 

“ Just as you have the opportunity of viewing mer- 
chandise for style, you are able at the same time to 
determine cost values. 

““No matter how well a business may be systematized, 
none is too large not to be able to use better methods 
of merchandising. Better merchandise means getting 
more shoes sold right, and this means more satisfactory 
results from the financial end. By the interchange of 
views among the vast number of retailers attending 


the convention, ways and means of attaining this end | 


are developed. 

“ Cammeyer, being essentially a style business, we 
have to be in the market all the time, and necessarily 
must buy only for immediate needs, but the aggregate 
amount of purchases, determined, of course, by the 
volume of business, will be the same as if we were to 
place orders for delivery in advance of the season.” — 
Percy E. Hart, of Cammeyers’ , New York City. 


Interested in the Style Trend 


“ T am interested in the style trend, as well as the open 
forum. I do not believe it wise at this time for retailers 
to buy for their wants conservatively estimated beyond 
April 15th.”—W. S. Byck, Atlanta, Ga. 


You Get the Point of View of Big Men 

“My reasons for attending the conventions are: 

“ First, That it is highly important for a retailer to 
keep in touch with the successful men in that line of 
business; to come in contact with them; get their 
point of view; keep in touch with the changes that are 


constantly taking place; profit by a mutual inter- 
change of opinion; learning to avoid mistakes in the 
future, and discussing plans that have been successful 
with other merchants. 

“ Second, It is advisable and profitable to attend any 
large event that brings together buyer and seller, 


In the Greer building, a part of the Coliseum, this complete 
consultation department has been prepared for the merchant who 
wants advice from Harvard men and records. 


BOOT AND SHOE RECORDER 


December 30, 1922 


when live manufacturers and live retailers mingle, 
when the best goods in America are displayed, it 
cannot help but brush up one’s knowledge. 

“* Interchange of views and ideas is at all times highly 
desirable. No one can progress who pursues a policy 
of isolation. 

“ The recreation gained by mingling with good fellows 
in your line of business. All work and no play isn’t 
desirable, and a few days spent at the convention 
provide a mental stimulation which makes one more 
fit to tackle his business problems when he returns 
home.”’—Jas. P. Orr, Cincinnati, O. 


More Dividends at the End of the Year 


“* T attend the National Shoe Retailers Convention for 
several reasons. However, when sifted down, the big 
reason is, ‘more dividends at the end of the year.’ 
If I did not believe it was profitable for me to attend 
these conventions I would stay at home, and in staying 
at home I know it would cost the Logan-Hayes Bootery 
five times the amount of attending by trying to pick 
them all at home. 

“‘T do not think a merchant should try to buy all his 
shoes at the convention by any means. You can 
anticipate the more staple styles early, then hold a 
portion of your budget for new styles that always 
show up, and at the national convention is the place 
to see them, talk them, and play them.”—Harry E. 
Hayes, Secretary, Kansas Shoe Retailers’ Association. 


Big and Little Merchants All Mingle 
Together 


“* First, what makes it worth while for me to spend my 
time and money in attending retailers’ expositions and 
conventions, is no doubt, the same reason that causes 
all others to attend. It is my desire to touch elbows 
with fellowmen in the same lines of business who have 
so many problems confronting them every day and 
a desire to get the other fellow’s experience and 
assistance -in meeting these questions in the most 
profitable and intelligent manner. 

.“* At these conventions I meet from the smallest to 
the largest retailers in the country—good fellows— 
many of whom are ripe with the years of experience— 
glad to answer any question and help the other fellow 
over the rough places. To meet these men from year 
to year; where warm friendships and attachments are 
formed; handclasps and fellowship; each recounting 
the fights that have been won and lost as the years go 
by, make the trip worth while. 
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“To learn the style trend; to keep posted on prices 
and what manufacturers think of the future; for a 
comparison of styles and values; to get the details of 
research work that has been done by great universities; 
to try to be better merchants; to be able to render the 
greatest possible service to customers; to get out and 
away for a few days from the worries and cares and all 
the little store troubles; to get into the places where big 
things are done, where the big thinkers are. Any of 
these makes it worth my time and money. It makes 
it worth any merchant’s time and money. It is the 
fellow who does not go to these meetings who doesn’t 
know their worth. 

“Tf all the retailers of the country attended, it would 
be a bigger, better world, for all would be bigger, better 
men.’’—Ellis Malone, Franklin, Ky. 


Why Do Prices Vary So Widely on Shoes 
of Same Grade 


“My big reason for attending it to get information 
at first hand from the wisest and most progressive 
shoe men in the land. Get their ideas as to style trends, 
merchandising methods, selling suggestions, account- 
ing information through the Harvard Bureau, some 
tried-out ideas to reduce overhead expenses, to furnish 
information about our National Shoe Retailers’ In- 
surance Service which offers a real saving in dollars 
and cents on an expense item. 

“Another big factor in our Convention is the en- 
thusiasm and pep which permeate the atmosphere and 
is absorbed and retained by all of us. The open forum 
meetings are most interesting for the reason that in 
these meetings we get the real experiences of the men 
who are right on the job, trying to secure information 
that will aid them in solving their problems and dis- 
seminating knowledge already acquired. 

“The display means much to me on account of the 
opportunity to compare prices. To locate lines that 
are priced right. It seems that this one feature would 
enable any observing merchant to save the cost of his 
visit. 

“One of the problems I should like to hear discussed 
is the great difference in price of shoes of the same 
grade in different localities. To have it made plain 
so that it may be given to the public, why shoes of the 
same grade made in Spitzbergen cost a dollar and a 
half more than those made in Havana, or vice versa. 
It looks to me that the trouble lies in the fact that the 
overhead of many factories is out of proportion, and 
I feel sorry for the dealer who buys these lines as it 
means disaster to him. 


Raps Factory Owned Chain Stores 


“The Convention ought also take a decided position 
without mincing words, and back up their stand by the 
united action, against manufacturers who are invading 
the retail field with their chain stores. This means the 
ultimate extinction of individually owned stores, unless 
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our craft stands with a solid front and refuses to buy 
shoes of those who are plotting and working for its 
destruction. England has already fallen. Are we to 
follow? Is the great body of retail merchants here also 
doomed? 

“To hear these and other subjects discussed intelli- 
gently is another big reason why I am going to the 
Convention. The biggest reason is to obtain pertinent 
information and knowledge of the shoe game to pass 
on to the members of our association of which I have 
the honor of being secretary.”—Henry F. Hagemann, 
Secretary of the Ohio Valley Association. 


Wants to Know All about Market 
Conditions 

“*T will attend the National Shoe Retailers’ Conven- 
tion in January because I believe it is a duty every 
retail shoe merchant owes to himself to keep in closest 
possible touch with market conditions, and with the 
leading minds of the trade, and where styles that will 
be in demand are being shown. 

“IT do not consider this a matter of expense as do too 
many short-sighted merchants, for the expense of this 
trip should very properly be considered as an invest- 
ment that will pay big returns in an increased volume 
and better profits and all that goes to make life pleasant 
for the average merchant. 

“T know the live wire, progressive, and forward 
thinking shoe merchants of America will be at this 
Convention, and this is the type of men I want to 
mingle with, and from exchange of views return with a 
new inspiration to more intelligently handle our 
business problems to our own satisfaction and that of 
the public.” —H. E. Hagan, Boston, Mass. 


The Best Shoes of the Best Manufacturers 

“I have found at thesec onventions where retailers 
from all parts of the country are gathered together, 
they come to a better understanding in uniformly 
deciding on correct new styles; for instance the definite 
launching of gray suedes at the Milwaukee Convention. 
Previous to that time gray suede shoes did not interest 
me. 

‘At our conventions under one roof a retailer can see 
the display of America’s leading shoe manufacturers 
and in no other way could there be such a coming 
together of shoe men, all working for a common in- 
terest. The style review in which usually a hundred or 
more live models take part, is worth the price of a 
railroad ticket to Chicago, from any part of the country 
to a retailer who is studying his business in order to 
keep his customers in touch with right style and color 
combinations. The magnitude of the entire convention 
is beyond description. It is necessary for one to be 
present to even commence to appreciate its vastness. 

“A retailer cannot attend the convention without 
coming home with information on better merchandising 
ideas, whether it be buying, selling, accounting, fitting, 
stock keeping, etc. 
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It is a far cry from a community store to a style 

salon—here we show the luzurious selling of 

C. H. Wolfelt at 27 West 37th Street, New York, 

where designs are sketched for the wealthy pa- 

tron.and distinction is sought—no matter what 
the price. (Shown at the right.) 


“T think any retailer can safely buy men’s and chil- 
dren’s shoes from three to four months in advance with 
a gap left to fill in shoes that develop to be most attrac- 
tive as the season starts. The same is true of women’s 
staples, but with the constant changing of styles, 
which seems to be a part of the women’s shoe business, 
[ think a live retailer should be buying every thirty 
days throughout the year, not big orders at one time, 
but small orders frequently. 

“Our annual conventions are not only educational, 
but those attending have a relaxation from their daily 
routine of business so that when they come home they 
are full of inspirations, which make them more optim- 
istic and they usually start a new year with more pep. 

“The merchant that attends a convention improves 
his standing in the eyes of the public and is looked upon 
as one who has been on a mission in their interest of 
better shoebuying. It seems that every convention is 
better than the last one, so that I hardly know what to 
expect at the next one, but I will be there and when I 
come back I will immediately start making plans and 
reservations for the following year.’’-—Poe, Herden 
Shoe Co., Ft. Smith, Ark. 
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One of Chicago's newest stores several miles out 

from the Loop is worthy of a trip of inspection. 

When Daemicke Brothers created this store at 

1143 East 63rd St., Chicago, they planned for 

the future a type of community store that could 

hold customers as well as serve in style as prac- 
tical economy. (Shown at the left.) 
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Too Many of Us Live Too Much Alone 


“To begin with the National Convention is the clear- 
ing house for activities to not only the individual but 
the Tri-State Shoe Association’s members. The 
National Exposition to fill its mission should be attended 
by every retailer of shoes. He should get in the harness 
and find the remedies for the undesirable conditions of 
his business. 

“You always find at the National Convention a spirit 
of co-operation and unity. 

“IT am very much interested in the style trend for I 
realize that the styles will be forecasted there. I am 
always seeking better methods of merchandising, 
especially in getting more shoes sold right. I do not 
think it advisable to buy shoes far in advance as style 
is one of the most important features of the shoe 
business today. 

“T always enjoy the discussion of business problems 
and at the National Convention you come in contact 
with experts in every phase of the shoe merchandising. 
You have the opportunity to hear discussions by the 
leading business and professional men of the country.” 
—O. S. Poe, President of the Tri-State Association. 
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What We Will Put into the Convention 


A Symposium by Manufacturers 
Who Will Exhibit at Chicago 


interested, not only in showing their product to 

the retail merchants, but also in getting from the 
merchant his idea of the future volume of business, 
and his opinion as to materials and styles that will be 
demanded. 

The mental attitude of shoe manufacturers is un- 
doubtedly better toward the merchant and the manu- 
facturer is also in a more optimistic frame of mind than 
he was a year ago. 

All of this means that these producers of American 
footwear will put into the show their best efforts, and 
will co-operate with the merchants in making the show 
of practical benefit in an educational way. 

What they have to say is decidedly of interest. 


Tint leading shoe manufacturers of America are 


Small Tongue Pumps and Straps and 
Then Some 


At the January Convention in Chicago we expect to 
offer for the retailer’s consideration a wide assortment 
of the small tongue pumps, a comprehensive range of 
sport oxfords and straps (leather soles predominating) 
and a large number of entirely new strap effects in 
which we have great confidence. In spite of the fact 
that this may not be shared in some quarters we believe 
that these new strap effects will find a ready turn over 
for the retailers during the coming spring. We also 
foresee an unusually large demand for a wide range of 
colors in combination.—John Gregg, Feder-Gregg Co., 
Cincinnati. 


Show of Faith in Hiking Boots and 
Oxfords 


We are going to Chicago “running in high,” that is, 
we are bending every effort-to make a beautiful display 
in Booths Nos. 213 and 214 and will have an attractive 
model on the runway each afternoon and evening of the 
convention. 

Now, to show the visiting merchant what we think of 
prevailing styles and the condition of the market, we 
are going to Chicago with possibly seven representa- 
tives and a line of samples in our Booths representing 
hiking boots and oxfords and footwear that our stock 
department will carry on the floor; in other words, we 
believe that the spring styles will be combinations, 
principally smoke and mahogany straps and lace 
numbers and that the prices will be steady. 


We are carrying on the floor to back up our judgment 
on the spring styles.—Ben B. Scheurer, Juvenile Shoe 
Corporation, Carthage, Mo. 


Plan to Show Biggest Selling Spring 
Styles 


We expect to be able to give our customers at the 
Chicago convention concise and definite information 
as to the styles of shoes which we are confident will be 
the biggest sellers during the coming spring. At the 
present time there seems to be quite a variety of pat- 
terns which are selling without any one definite type 
of footwear being very far in the lead. We believe that 
this spring this condition is going to change and that we 
will see certain types of footwear that will be the leaders 
and will be very much more in demand than certain 
other types. 

We have gone into this matter in a very careful and 
thorough way and we feel that we are coming to Chicago 
with very definite ideas as to patterns, materials, heels, 
etc., which will be the leaders in selling for early spring. 

Last year many retailers and many manufacturers 
went to the convention in Chicago with many different 
types of patterns and shoes, but without any definite 
idea in their own mind as to just what would be the best 
shoes to sell. During the convention they had heard 
opinions from all sections of the country from large and 
small retailers and from large and small shoe manu- 
facturers and the issue was quite clearly defined when 
they left. 

Personally, I believe that the National Shoe Retailers’ 
convention can always do just that; that it is the most 
important and necessary thing from a retailer’s stand- 
point and also from a manufacturer’s; that it should be 
attended and given all possible support by all the trade. 
—H. V. Stephens, Johnson, Stephens & Shinkle Shoe 
Co., St. Louis. 


Will Follow Established Style Trend 


It is obvious that a year, in most respects, covers too 
long a period to be covered intelligently by definite 
anticipation, except possibly some of the fundamental 
conditions as they would apply generally and not 
specifically. 

You understand that it is difficult to forecast styles 
or even style trends in a definite way, beyond a period 
of approximately 90 days, but as it appears recent 

















developments have fairly established the correct style 
ideas to be retailed over a period of this extent beyond 
January 1. Our opinion as to the matter of styles which 
doubtless follows in the general trend, but with some 
variation in our individuality, will be demonstrated in 
the samples we expect to show at the convention, and 
which will be submitted by our road salesmen in 
January. 

The first few months of 1923 present a more encour- 
aging outlook, taken as a whole over the entire country, 
than that of any period in 1922. 

Styles seem sufficiently definite to justify free buying 
for later retail needs and with less hesitancy from other 
standpoints than during any recent period or season. 

We feel that it is generally understood that it is now 
costing more to produce the same results in style shoes 
than during most of 1922. To what extent and how 
long this price tendency may prevail can be determined 
only by later developments. For some time ahead, 
however (as long as any one should undertake to an- 
ticipate), the price situation appears firm. 

We are lined up to do things the first part of 1923, 
and for the rest of the year, too, for we shall endeavor to 
adjust our styles and our policies to properly meet the 
demands of our customers, from time to time, in keep- 
ing with the best mutual and ultimate results, so that 
at the end of 1923 we expect these hopes to have 
materialized in gratifying those whom we may have 
served.—J. T. Pedigo, Pedigo-Weber Shoe Co., St. 
Louis. 


What the Philadelphia Group Has to 
Offer 

As Chairman of the Philadelphia Group will say in a 
few words that what the merchant can get from his 
contact with the Philadelphia Group in Chicago is 
primarily information as to the character and kinds of 
footwear in their various classes that can be made in 
Philadelphia. 

He can see for himself in this group, specimens of 
medium grade shoemaking honestly constructed, and 
put out with the minimum of profit. He can also see 
through our exhibit the finest evidence of shoemaking 
from an actual shoemaking standpoint in the world. 
He can also see the last word in style and a variety of 
footwear, together with opinions thereon, that will 
help him to determine his selling policy for the early 
spring and his buying policy for the late spring and 
summer. 

He can also, if he so desires, fortify himself with 
information materially supporting his quality cam- 
paign, that is, if he is a dealer who believes in quality, 
by learning from observation and from first-hand in- 
formation why shoes cost money, and why high grade, 
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well made, correctly styles and correctly fitting shoes 
must be consistently priced to accomplish their exist- 
ence—John C. McKeon, Laird, Schober & Co., 


Philadelphia. 


A Message from Canada 


It has been my privilege to attend several Style 
Shows and Conventions which have taken place in 
Boston, New York and Chicago, and I find that the 
dividends are always very handsome on the amount of 
time and money spent in attending these different 
functions. Naturally we always look to our neighbors 
across the border for the style tendencies, for instance 
last year I attended the Chicago convention and by 
capitalizing the information that I gathered there we 
had a very successful season’s business. Then again, by 
meeting distributors from other parts of the country 
and discussing problems, which affect us in Canada the 
same as they do you in the United States, we can some- 
times find a solution through the practical experience 
of some of our American friends. 

For the coming spring we have had a fair amount of 
placing orders on semi-staple merchandise. However, 
the general tendency in the larger Canadian centers is 
to wait until after the Chicago show, before placing 
style shoes. Merchants are of the opinion in general 
that something new is going to be shown in Chicago 
which will be the style tendency for the early spring 
rush. 

In summing up I hope that the conventions and 
style shows, held for the past few years, will continue 
because to me they always prove a splendid investment. 
—Nathan Cummings, Montreal. 


Children’s Shoes as Profit Possibilities 


While we as an organization have not laid special 
stress on style, we wish to make mention that a mer- 
chant may get styles from the Simplex Shoe Mfg. Co. 
that are worth while but still are not of the kind that 
are dangerous in a store. 

However, the main thing we want to impress upon 
merchants that they can get the Simplex Shoe Mfg. 
Company is that above all else, they can buy children’s 
shoes from us that fit, shoes that are designed along the 
correct orthopedic lines—shoes that are made with the 
one thought of taking care of the growing foot of 
America’s children. They can get shoes that will give 
the utmost of satisfaction in regard to wear. If we can 
give the merchants of this country the above’ things by 
their coming in contact with us, we believe that that is 
all anyone can expect.—Simplex Shoe Mfg. Co. 











December 30, 1922 


The Manufacturer Gets Much of Value 


The annual N.S.R.A. Convention presents a won- 
derful opportunity for every manufacturer as a source 
of constructive benefit to his business. 

I find it not only a treat to exchange ideas with up- 
to-date merchants from all over the country, but we 
also get first-hand information as to how to best serve 
our customers and to keep abreast of the times and 
conditions in the shoe trade. 

The fact that all progressive shoe manufacturers 
apply their fullest efforts to create and display during 
this convention only the best and newest styles pro- 
duced in their factories makes this annual affair of 
paramount interest not only to manufacturers, but also 
shoe merchants, salesmen and in fact everyone con- 
nected with the shoe industry. 

It is also a source of great satisfaction to get in per- 
sonal contact with men whom we know only through 
correspondence. Thus are developed mutual relation- 
ships that makes the shoe business so interesting.— 
Marathon Shoe Co., S. J. Pentler, Wausau, Wis. 


Future Bright for Forehanded Merchant 


The reduction of unemployment, the living wages and 
salaries being paid, the steady movement of farm 
products and manufactured commodities, all point 
toward a brisk retail business during the early spring. 

The forehanded merchant, who was wise enough to 
place a considerable percentage of his business in 
futures, will reap the reward of his forethought by 
being in position to supply his customers with wanted 
merchandise when the demand comes. Business which 
developed during the closing days of 1922 has crowded 
many factories to the point where immediate delivery is 
out of the question in well made merchandise. 

The styles which merchants have bought are good 
and safe if the merchant and his salespeople are sold on 
those styles. No style can be good, no matter when 
purchased, or when delivered, without the faith of the 
merchant and his salespeople. 

It has always been our endeavor to have styles that 
were right and merchandise that was right, and we will 
ever bend our efforts in this direction —Herman 
Cushman, The A. S. Kreider Company, Chicago. 


Orders for Spring Trade Should Be Placed 


We feel that the merchant has much to gain in the 
information he can obtain at this big exposition. 

We are planning in our booth, No. 241 at the Coli- 
seum and our display rooms, at the Rose Room, Mor- 
rison Hotel, and our factory to show the very latest 
developments in lasts and patterns, together with new 
ideas in leathers. 
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While we do not encourage speculation in shoe buy- 
ing, we feel that it is necessary for the dealer to place 
his orders now to have his shoes in time for spring 
business.—The J. P. Smith Shoe Company, Chicago. 


Learning to Match Shoes and Hosiery 


Due to the increased attention women are now pay- 
ing to their footwear it has become necessary for the 
retail shoe merchants to provide his customers with 
exact match of color in shoes and hosiery. 

We will show at Booth No. 234 Coliseum Building 
that such an exact matching may be obtained and how 
the maximum sale of such colors in hosiery may be 
realized with a minimum investment in stock and 
absolutely no jeopardy of left-over unsalable colors. 

With the installation of this system the shoe mer- 
chant’s hosiery department ceases to be merely an ac- 
commodation to his customers, but a real service to 
them as well as a material profit to himself.—Society 
Maid Hosiery Co., Inc., New York City. 


Latest Ideas in Shoe Construction 


The National Shoe Retailers’ Convention makes it 
possible for the progressive shoe manufacturer to bring 
out his latest ideas in shoe construction, such as our 
shoulder channel wedge insole, which eliminates the 
necessity of cork bottom filler and other special 
features that are represented in our shoes. 

It seems that the Convention is an excellent place to 
meet the merchant and have an opportunity to go over 
with him the better development of shoemaking. So 
few shoe buyers understand the detail construction of 
shoes, therefore, there is a great deal of misunderstand- 
ing as to what materials are contained in the inside of 
the shoe.—Edmonds Shoe Company, Milwaukee, Wis. 


Mannish Shoes for Young Women 


We are going to offer the trade a very attractive line 
of mannish shoes for young women at the convention. 

Our line will be largely characterized by low heel 
effects, for we feel certain that low heels will come back 
stronger than ever next spring. We will have a big dis- 
play of so called sport effects. Many of them will be 
distinctive and unique, but not flashy. 

It is our purpose to offer the retailer a selection of 
styles and patterns that will sell in volume. More color 
will be seen in sport shoes next season than was seen 
last year. Combinations in golf effects, we believe, will 
sell in great quantities. 

The Cincinnati manufacturers are in splendid posi- 
tion to handle a large volume of business at this time.— 
Arthur W. Lawrence, Vollman, Lawrence Co., Cin- 
cinnati. 
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How R. Metz Sells Athletic Shoes 


By E. C. LOGAN 


Most retail shoe merchants are satisfied to let the 
sporting goods stores sell even the footwear used in 
most of the specialized sports and games, especially 
those used in sports or games played by teams like 
football and basket ball, but many good merchants 
enjoy a lucrative business in athletic footwear and 
hosiery where individual selection on the part of the 
customer is possible. 

R. Metz of Chicago, for instance, does a very large 
and profitable business in bowling, boxing and wrestling 
shoes. “We formerly sold baseball and football shoes,”’ 
says Metz, “but we found that in order to do a volume 
business it was necessary to sell the team manager 
because every man on the team had to have the same 
kind of shoes, or else, as in football, the line men had 
to have one type and the back field men another type. 
Each manager had his own individual ideas. 


Customers All Over the Country 


“In baseball much the same condition prevails and 
so we have found it more profitable to confine our 
efforts to shoes where each individual makes his own 
selection and pays his own bills. 

“Golf, hunting, bowling, boxing and wrestling are 
the sports for which we especially shoe our customers, 
and our business on these shoes is not by any means 
confined to Chicago. We have customers in nearly 
every state in the Union. 

“The biggest advantage to us in carrying the athletic 
shoes aside from the actual profit made on them is that 
it keeps us in touch with the men who pursue these 
sports and as a general rule they are liberal spenders and 
therefore mighty good customers on regular street 
and dress shoes. 

“Another profitable part of the athletic business is 
the hosiery that goes along with the shoes. We pay 
a lot of attention to hosiery both for golf and other 
sports and for street and dress wear. 


Special Advertising Successful 


“At the beginning of the fall season we put out a 
special folder on athletic shoes and we always get very 
satisfactory returns.”’ 

Nearly every red-blooded American has a vocation 
and an avocation; he has a job and a hobby. 

His job may not require any special sort of footwear, 
but for his avocation or his hobby he may require a 
shoe of a special athletic type. 

Why not find out? You undoubtedly have a cus- 
tomers’ list. Adopt the plan of a merchant who sells 
a big lot of golf and athletic shoes. Find out while the 
customer is buying street or dress shoes what his 
hobby is. Make a note of it on his card in your filing 
case. You will soon know what kind of athletic sports 
your customers are interested in and you can be in 
position to keep all their business coming to your store 
instead of losing a large portion of it. 
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Giving Thanks 


I’m thankful I have got a ton of soft and 
sooty coal. ; 

I’m thankful I have got a pint of gin— 

Pint o’ gin! 

I’m thankful for a friend who all my troubles 
will condole. 

Next payday I may have a little tin— 

Little tin! ; 

Next pay day I MAY have a little tin! 


The man who fell at 2 a.m. and sat down 
on his flask, told his wife he had just been 
out sitting in the moonshine. 


What has become of the old-fashioned 
grocer who used to slip his swell charge 
customers 10 lbs. of sugar at 25 cents a lb. 
and tell the poor devils who paid cash that 
he hadn’t seen a barrel of sugar in two weeks? 





“Tiger! Tiger! Burning bright’ might 
well have been written about Georges 
Clemenceau, peppy old war-time premier 
of France. 

Why is it that a man’s memory fails him 
and he is unable to do the simplest sums in 
addition correctly just as soon as he steps 
up to the first tee? 








My boy, make your mark in life with 
white paint! 

The most dangerous; enemy is the snake 
who poses as your friend. 


When it comes to marriage, the dishpan 
and rolling-pin speak up in a loud tone for 
the girl, while the looking-glass remains in 
silent reflection. 


God help Henry Ford if he starts to run 
for President on any popular auto road on 
any bright Sunday afternoon! 








Expert says work does not really make a 
man tired. Come on! Let’s try it! 
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The Strength of the Rational 


Organizations Within the 
Retail Shoe Industry 


Tue AssociateD SHoe Co., Inc.: D. F. 
Sullivan, President, Fall River; J. F. Knowles, 
Secretary, Hartford, Conn. 


AtitieD SHoe Trapes oF MARYLAND: 
Albert D. Slesinger, President, Baltimore, Md.; 
David Goldstein, Secretary, Baltimore, Md. 


CatirorNIA SHOE Rervaiters ASSN.: 
Chester Herold, President, San Jose, Calif.; 
Melville Kauffman, Secretary, San Francisco, 
Calif. 

Capito, District SHort Deaters Assn.: 
Louis Hoffman, President, Buffalo, N. Y. 


Cincinnatt Retait Mercuants Assn.; 
Fred Harries, Cincinnati, Ohio. 


Connecticut SHOE RetaiLers Assn.:M.C, 
Keir, President, Seymour, Conn.; John C. 
Sherwood, Secretary, Waterbury, Conn. 


Wasuincton (D. C.) SHoe RetaiLers 
Assn.: Arthur F. Burt, President, Washington, 
D. C.; Herbert J. Rich, Secretary, Washington, 
D. C. 


Inuinois SHoet Retaiters Assn.: A. E. 


Schulein, President, Rockford, Ill.; W. H. 
Ackerman, Sec.-Treas., Springfield, Il. 


Mempuis Retait SHoe DeALeErRs Assn.: 
R. E. Caradine, President, Memphis, Tenn.; 
J. E. Perkins, Secretary, Memphis, Tenn. 

MicuicaAn SHoe RetaliLers Assn.: Thomas 
J. Jackson, President, Detroit, Mich.; George 
E. Owens, Secretary, Saginaw, Mich. 


Mitwavkee SHoe Retaivers Assn.:O. A. 
Hensel, President, Milwaukee, Wis.; W. F. 
Wuerl, Secretary, Milwaukee, Wis. 

NorTHWESTERN—MINNESOTA SHOE ReE- 
TAILERS Assn.: Montana, NortTH AND 
Soutn Dakota, C. H. Deppe, President, 


In the Uttality of 


Duluth, Minn.; T. C. Hartman, Secretary, 
Duluth, Minn. 


Missourt Retait SHor Deaters Assn.: 
Joe W. Mullen, resident, Moberly, Mo.; 
Paul Allen Ebbs, Secretary, St. Louis, Mo. 


MowunrtaIn States SHOE Retalers Assn.: 
Robert H. Johnston, President, Denver, Colo.; 
T. P. Hunter, Secretary, Salt Lake City, 
Utah. 


NEBRASKA SHOE DEALERS ASSOCIATION: 
Carl E. Epplen, President, Lincoln, Neb.; 
R. E. Cressey, Secretary, Fairbury, Nebr. 


New Beprorp SHoe Retaliters ASssN.; 
A. Desjardines, President, New Bedford, 
Mass.; C. T. Le Blanc, Secretary, New 
Bedford, Mass. 


New HampsuireE Retait SHOE MERCHANTS 
Assn.: W. C. Roose, President, Manchester, 
N. H.; M. W. McWeeny, Secretary, Man- 
chester, N. H. 


New Orveans SHoe Retalrers Assn.: 
N. E. Jacobs, President, New Orleans, La.; 
M. F. Duff, Secretary, New Orleans, La. 


Retait SHot Deaters or New York 
Strate: H. Irvine Pratt, President, Oswego, 
N. Y.; Harry A. Chase, Secretary, Rochester, 
Mm. 3. 

Retait SHot Dearers Assn. or New 
York City: Percy E. Hart, President, New 
York City; Jesse Adler, Secretary, New York 
City. 

Outro Vattey Retait SHoe DEALERs AssN.: 
Seaton Alexander, President, Wheeling, W. 
Va.; Henry F. Hagemann, Columbus, Ohio. 


Ox.taHoma SHoe Retairers Assn.: L. 
Lyons, President, Tulsa, Okla.; Sol Jacobs, 
Sec’y-Treas., Tulsa, Okla. 


Orecon Retatt SHoe Deacers Assn: 
George Williams, President, Portland, Oregon; 
John Zingleman, Secretary, Portland, Ore. 


“Getting eMore Shoes Sold Right” 
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Shoe ‘Retailers Convention Is 
Its Component Parts 


PENNSYLVANIA SHOE RETAILERS Assn.: 
S. S. Schweriner, President, Reading, Pa.; 
George M. Garman, Secretary, 258 N. 52nd 
St., Philadelphia, Pa. 


Board of Directors 


PHILADELPHIA SHOE RETAILERS AssSN.: 


George Geuting, President, Philadelphia, Pa. 


Ruope Istanp SHoe RetaliLers Assn.: 
Fred S. Fenner, President, Providence, R. I.; 
David B. Hughes, Secretary, Providence, 
es 


RocHesTteR SHOE RervaiLers. Assn.: 
William Pidgeon, Jr., President, Rochester, 
N. Y., F. L. Meyers, Jr., Secretary, Rochester, 
mE. 

San Francisco SHoeE RetAILers AssNn.: 
H. A. Balantine, President, San Francisco, 
Calif. 


Seatrte Reta, SHor Deavers Assn.: 
H. D. Mills, President, Seattle, Wash.; 
Edward N. Phelan, Secretary, Seattle, Wash. 


SoutH Benp Snore RetalLers Assn.: 
Paul O. Kuehn, 125 S. Michigan St., S. Bend, 
Ind. 


SOUTHWESTERN SHOE RETAILERS ASSN.: 
J. W. Clisby, President, Macon, Ga.; C. V. 
Hohenstein, Exec. Sec’y, Atlanta, Ga. 


Spokane SHoe Retaiters Assn.: Otto 
Eggerts, President, Spokane, Wash.; H. C. 
Featherstone, Secretary, Seattle, Wash. 


Texas SHoe Reraiters Assn.: L. E. 
Langston, President, Fort Worth, Texas; 
W. B. Taylor, Sec’y-Treas., Forth Worth, 


Texas. 


InpIANA Retait SHoe Assn.: Earl Craw- 
ford, President, Crown Point, Ind.; Clyde E. 
Young, Secretary, Indianapolis, Ind. 


Iowa Reta. SHoe Deacers Assn.: Frank 
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“In Union There Is Strength’ 
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M. Nebe, President, Atlantic, Iowa, Ira L. 
Welch, Sec.-Treas., Griswold, Iowa. 

Kansas Suoe Reraiters Assn.: Joseph 
Braitsch, President, Wichita, Kan.; Harry 
Hayes, Secretary, Coffeyville, Kan. 

LancasTER SHOE Retalcers Assn.: Harry 


I. Boyd, President, Lancaster, Pa.; Wm. H. 
Pfoutz, Secretary, Lancaster, Pa. 


Rerait SHot Dearers Assn, or Los 
AnGELEs: Charles R. McWilliams, President, 
Los Angeles, Calif.; Alfred E: Adams, Sec.- 
Treas., Los Angeles, Calif. 


LovuIsviILLE SHoe Retaicers Assn.: E. M. 
Cohen, President, Louisville, Ky.; M. R. 
Dougherty, Secretary, Louisville, Ky. 


Maine Rerait SHoe Deacers Assvn.: 
James A. McFaul, President, Portland, Me.; 
Merton Lane, Secretary, Portland, Me. 


MassacuHusetts Retait SHOE MERCHANTS 
Assn.: Henry F. Hagan, President, Boston, 
11, Mass.; Geo. O. Jones, Sec.-Treas. , Boston, 
g, Mass. 


Tri-State SHoe Retaiters Assn.: O. S. 
Poe, President, Little Rock, Ark.; A. K. Cohen 
Sec.-Treas., Little Rock, Ark. 


Vermont SHOE RETAILERS AssN.: 
Nelson, President, Springfield, Vt.; 
Moore, Secretary, Springfield, Vt. 


G. D. 
E. B. 


Vircinia CAROLINA SHOE RETAILERS Assn. 
Laughton Nuchols, President, Richmond, Va.; 
W. S. Irish, Secretary, Richmond, Va. 


Wisconsin SHoe Retairers Assn.; Jos. 
B. Langenberg, President, Appleton, Wis.; 
Harry Lucas, Secretary, Milwaukee, Wis. 


A luncheon for State Presidents will be held 
each day of the Convention at the Congress 
Hotel under the chairmanship of Frank P. 
Meyer for the purpose of building up state 
associations and state conventions. 
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Cc. K. CHISHOLM 


President National Shoe Retailers’ Association 
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H. A. ROSENBACH ALFRED KATSCHINSKI 


First vice-president Second vice-president 























C. E. WILLIAMS FRANK P. MEYER 
Third vice-president Fourth vice-president 
——> 
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F. E. FOSTER OTTO HASSEL 


General chairman of the Convention Member of the executive committee headed by 
Committees. Mr. Foster 





G. M. SPANGLER 
JOHN J. BAIRD 


Secretary-commissioner of the N. 8. R. A. Secretary-treasurer of the N.S. R. A. 


Secretary of the Convention Committee and 


Other members of the general committee are F. T. McLoney, treasurer; John O'Connor and H. A. Rosenbach. 
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INVOCATION 


OFFIcIAL WELCOME TO CHICAGO . 


RESPONSE 
BusInEss: 
Approval of Minutes of Annual 
Appointment of Committees: 
Resolutions 
Nominating (seven members) 
Elections (five members) 
Committee Reports for 1922. 





pw ERE 
—— 


PROGRAM 
NES. R.A. (Convention, Fanuarv 8, 9, 10, II, 1923 


COLISEUM—CHICAGO 


Monday, fanuary 8—-Afternoon 
OPENING SESSION 


PRELIMINARY Music—FELLOwSHIP 


2:30 P.M. 
be 4 Rev. E. D. Gildersleeve 

Edward E. Gore, Presi- 
dent, The Chicago As- 
sociation of Chicago 

Pres. C. K. Chisholm 


Meeting held January, 1922. 


By-Laws Committee—Proposed Changes 


PRESIDENT’Ss MESSAGE . 


WELCOME TO CANADIAN RETAILERS . 


ADDRESS 


Harvarp Bureau or BusINEss 
THE Power or EQuiPpMENT 


C. K. Chisholm, President, N.S.R.A. 


Howard C. Blatchford, 
Secretary, N.S.R.A. of 
Canada, Representing 
Canadian Retailers 
ResearcH . . Dean Melvin T. Copeland 
Judge Marvin Brown, Fort Worth, Tex. 
8:30 P.M. 


PREMIERE FOOTWEAR STYLE REVUE 


(Speciality Features 


during Style Revue Intermission) 


Tuesday, fanuary 9 
MORNING SESSION 


PRELIMINA 


Open Forum 


Primary Topic: Foorwear Sry_es 


Ralph Baker 
Elmer E. Clark 
B. H. Orr 
C. E. Williams 


ry Music—FE.LLowsHIp 
10:30 A.M. 
“ar? A. H. Geuting, Chairman 


Vice-Chairmen 
L. J. Bergmann 
W. A. Geuting 
D. Petty 


S. J. Brouwer 
H. S. Gordon 

Charles Vollar 
W. W. Willson 
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The Theory of Style . . . . . . . . . . . Hi C. McLaughlin 
Men’sStyles . . . . «© « «+ «© «© «© «© « *) AB Taylor 
Children’s Styles . . . . . . . . . «. « « Mz. Yoskins 
Women’s Styles a ee ae ee 
Discussion—to be led by: 

Jesse Adler W. S. Byck Julius Goldberg 

Percy E. Hart Chester Herold William Knight 

A. LaRose Roy Stevens Reuben Stiefel 


K. W. Watters 
AFTERNOON SESSION 


PRELIMINARY Music—FELLowsHIP 


2:00 P.M. 
THE INTERDEPENDENCE OF SHOE MANUFACTURER, SALESMAN 
AND ReTaAIteR . . . . . . . «~~. «~~. John Slater, Chairman 





Vice-Chairmen 


Seaton Alexander G. P. Golden Henry E. Hagen 
Robert H. Johnston A. Katschinski J. B. Langenberg 
L. E. Langston J. W. Mullen H. Irvine Pratt 


George Williams 
The Manufacturer’s Relation to the Retail Shoe 


Merchant. ...... . . . J.C. McKeon 
The Salesman’s Relation to the Retail Shoe 
Merchant... .. . . . . . Frank B. Wing 
The Merchant’s Relation to the Manufacturer 
and Salesman ........ . . J. P.Orr 
Discussion from the Floor. 
Our GoveRNMENT’s RELATION TO Business . Hon. Medill McCormick, 
Senator from Illinois 
CoNnGRESS AND THE Business Man . . ._.. Hon. Fred A. Britten, 


Congressman from Illinois 
4:40 P.M. 
INTRODUCTORY STYLE REVUE SPECIALTY FEATURES 
FOOTWEAR STYLE REVUE 
(Specialty Features during Style Revue Intermission) 
8:30 P.M. 
INTRODUCTORY STYLE REVUE SPECIALTY FEATURES 
FOOTWEAR STYLE REVUE 
(Specialty Features during Style Revue Intermission) 
Wednesday, fanuary 10 
MORNING SESSION 
PretiminaRy Music—FesLowsuHIp 


10:30 A.M. 
Oren Forum—Store Management . . . . Seaton Alexander, Chairman 
A. C. McGowin, Vice-Chairman 
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Vice-Chairmen 


Arthur F. Burt Earl Crawford Fred Harries 
Louis Hoffman M. C. Keir Frank M. Nebe 
A. E. Schulein Albert D. Slesinger D. F. Sullivan 
Buying 
Selling 


Advertising 

The Customer 

Window Trimming Made Efficient to Maximum Degree. 
Discussion 


AFTERNOON SESSION 


PRELIMINARY Music—FELLOWSHIP 


2:00 P.M. 
Our GovERNMENT’S INQUIRY INTO THE RETAIL 
SHoE Business, THROUGH THE Joint Com- | 
MISSION OF AGRICULTURAL INQuIRY . . . Hon. Sydney Anderson, 
Congressman from Minnesota 
Tue Retait MERCHANT AND His Sates Prosiem H.N. Tolles 
Goop SHors a Live Asset to Every Man, 





Woman and Cuottp . . . . . . . . Dr. Henry A. Gartner 
N.S.R.A. MEMBERSHIP . . . «. . . . F.R. Meyer—S. Davis 
4:30 P.M. 
E.LecTtion ANNOUNCEMENT 8:30 P.M. 


INTRODUCTORY STYLE REVUE SPECIALTY FEATURES 
FOOTWEAR STYLE REVUE 


(Specialty Features during Style Revue Intermission) 


Thursday, fannary II 
MORNING SESSION 


PRELIMINARY Music—FELLOWSHIP 


10:30 A.M. 
INSTALLATION OF DIRECTORS FOR 1923 
Reception to Newty-Etecrep Direcrors . . C. K. Chisholm, Chairman 


PoLiciES FOR 1923 . 1923 President-Elect 


THREE-MINUTE TALKS BY DIRECTORS 


4:30 P.M. 
INTRODUCTORY STYLE REVUE SPECIALTY FEATURES 
FOOTWEAR STYLE REVUE 


(Specialty Features during Style Revue Intermission) 


8:30 P.M. 
INTRODUCTORY STYLE REVUE SPECIALTY FEATURES 
FOOTWEAR STYLE REVUE 


(Specialty Features during Style Revue Intermission) 
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ringing Llarvard University 
the Coliveum at Chicago 











HE retail shoe industry is particularly for- 

tunate in being able to have the Bureau of 

Business Research of the Graduate School 
of Business Administration, Harvard University, 
at Chicago. Twelve of the most advanced men 
under the leadership of Melville T. Copeland and 
Richard Lennihan have been thoroughly grounded 
in the principles of retail shoe merchandising so as 
to have them serve as expert consultants to the 
retail merchants, individually and personally, at 
the Coliseum in Chicago. 

The head of the staff, M. C. McNair, is the 
leading cost accountant of the Bureau and has 
personal charge of the 12 men and their work at 
Chicago. You will want to meet him to get the 
benefit of the immense amount of research that 
Harvard has made in the past 12 years on the 
problem of shoe merchandising. 


Shoe Merchant Is in Luck 


The retail shoe industry because of some 
happy coincidences, was the first merchandising 
group to be studied by the Harvard Bureau, and 
because of that reason these business advisors are 
equipped with the background of experience taken 
from a long study of the shoe trade. No other 
industry in the United States is so favored or so 
fortunate. 

A visit to this special department at the Coli- 
seum is well worth a merchant’s trip, no matter 
how far distant his store may be. Last year, 
merchants brought not only their profit and loss 
statements, but one troubled dealer went to the 
extent of bringing a trunk load of his books. 
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The development of graduate school activities 
is one that is of great interest to all progressive 
merchants. It has established the fact that 
business is a profession just as much as law and 
medicine. 


A Professional Viewpoint 


In the old days, and indeed not so long ago, 
the brilliant. young college graduate who looked 
forward to a career at the bar picked out the best 
lawyer with whom he could make a contract, and 
sought an opportunity to read law in his office. 
Such an opening was like the attractive business 
opening of the beginner in business today. But 
for half a century it has been recognized that a 
good law school saves time and gives a much 
better legal training than any law office can pos- 
sibly give. The former method is out of date, 
like hourglasses for telling time, or the old- 
fashioned training in a fine, village doctor’s office 
for the modern practice of medicine. More 
effective means have displaced the old in each case. 

Business is the last important type of career 
to find an adequate substitute for the hourglass 
method,—learning everything by direct experi- 
ence, almost unaided by the accumulated experi- 
ence of the past. We are just coming to realize 
that all the elements which have brought about 
changed methods of training for law and medicine, 
apply equally to training for business. 


Complex Business—Advanced Methods 
With the growth in size of business units, busi- 


ness has become more complex in the last s0 
years in the same way that warfare became more 
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complex. The man of general education who 
worked up from the bottom in the last generation 
had a better chance to understand the scope of 
his particular business than he does now. The 
whole training of the school is directed not at the 
first few years of business life, but at the period 
beginning a few years after entering business, 
when the beginner has passed his probationary 
period, gained the personal confidence of his 
employer and has, therefore, an opportunity for 
real executive responsibility. 


Thorough Preparation for Business 


In fundamental theory such a school is essen- 
tially the same as other professional schools of 
law, medicine or engineering. A good school is 
the best place to acquire a knowledge of the facts 
and principles of any profession, and to train the 
mind in the use of these facts and principles as 
tools in the practice of that profession. The 
engineering student, with his knowledge of mathe- 
matics and science, uses his facts and principles 
in solving engineering problems. in laboratory 
and class room. The law student learns and uses 
his principles of law by and in the analysis of 
cases. 

In the same way, the Business School student 





R. LENNIHAN 


Assistant Director of the Harvard Bureau 
Business Research 


December 30, 1922 








M. T. COPELAND 


Director of the Harvard Bureau of Business 
Research 


III 





is trained broadly in important facts and prin- 
ciples of business, such as the fundamentals of 
accounting, methods of statistical analysis, gen- 
eral principles of production, distribution and 
finance, the business cycle and its effect on busi- 
ness. These facts and principles he acquires 
largely through their constant use in the analysis 
and discussion of problems taken from actual 
business. No single industry can give a similar 
training to its beginners. 


Developing New Trained Workers 


The first result of such a course is that most 
men are able to say definitely what branch of 
business activity they enjoy and where their 
interests lie. This represents a most important 
advance over the old method of seeking a job 
wherever an “Office Boy Wanted” sign appears 
in the window. In many cases the Business School 
graduate is able to pick out the company, the 
department, the job and even the man with whom 
he desires to work. The difference is frequently 
commented on by business men. “From: my 
observation the college man entering business has 
only the haziest conception of why he desires a 
particular iob. Your men know what they 
want.” 





M. P. McNAIR 
Head of Staff at Coliseum, Chicage 
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The Profit and Loss Statement 


of a Merchant who is going to the (Convention to turn 
Loss into Profit in 1923 











PROFIT AND LOSS STATEMENT, for year ending December 31, 1922 
Gross Sales . : , . P ‘ ‘ ‘ . * 6 . ‘ ° . $26,623.75 
Returns and Miewanen _ > & &@ © & Ow te mw ee 168.42 
Net Sales . . . o- w« * ——— $26,455.33 100% 
Net Inventory of Bleschandine at : Bestasion of Your . . « « $16,543.40 
Purchases of Merchandise at Billed Cost . . . . .. . 18,740.08 
Inward Freight, Express, and Cartage . . . . ... . 706.89 
Gross Cost of Merchandise Handled Cok ew ew ew el ell 835,990.37 
Cash Discounts Taken . . .. .. . 2. se we ee 271.14 
Net Cost of Merchandise Handled . . ...... . $35,719.23 
Net Inventory of Merchandise at End of Year . . .. . 15,136.98 
Cost of Merchandise Sold it «ke ee ew 2 oe eo ——__ 20,582.25 
Gross Margin $ 5,873.08 
Wages of Salesforce (including PM’s) . . . . . . . «© $3,333.37 }(§£2 nena ees 
Advertising. . ee *& & &» &» 8 ee UlUlUlmll—~————Ct iit 
Boxes, Wrappings, ond Other Selling + + « & we S ee 
oo rr a re —— $3,677.29 hanes 
Delivery * « « @& & 2 * 
Buying, a _ Office Salaries ~~» » & «© « + Oe —————————Ci‘“‘“*«C ii 
Office Supplies, Postage, and Other Management. . .. . | 
Total Buying and Management. . ....... . ——_ 1005.30 kanes 
Rent > « ~— 2 © & 2 “se e & 6 &« & @ Wem -itgaia 
Heat, Light, anil Power —— ie 6 € ee oe lll—s—sS i ii 
Taxes (Except on Buildings and Sucoune) sk & &* * «i Meme ———s—ss ait 
Insurance (Except on Buildings) sc £m eee we a 156.65 
Repairs of Store Equipment. . . . . . . ... - ee 
Depreciation of Store Equipment... ..... . _  ¢ 
Interest on Capital—Borrowed . . . . . . . $143.23 
Interest on Capital—Owned. . . . ..°. . 939.45 
Total Interest . . *« = oN —— SS a ee 
Total Fixed Charges and U pheep cee e 2 ee ® 8 A 
Miscellaneous .. -~s.-«& & > se ee ew AS 264.55 Sienide 
Losses from Bad Debts es. & = we oe eo oe oe i Sn 
Total Expense . (ok ee 
Net Loss $1,695.14 ........ 
Repairing (Net Profit or Loss) 
Sundry Revenue (Net) i.e. *¢ & oe s ow ee snes 
Interest and Rentals Earned. . . . . . .. se $ 939.45 939.45 
Total Net Gain or Loss $ 753.69 











Bureau of Business Research 
Harvard University Graduate School of Business Administration 
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Your Own Profit and Loss Statement 
Make it out on this Blank and Present it to the Staff of 


Examiners from the Graduate School of Business 


Administration who will be at (hicago 











GC Sal earned —_ a aera for year ending December 31, 1922 
ross Sales 
Returns and Allowances" 





Net Sales . oe e« *  —  \~qeiisusmsisanaaisiieivimstii 


Net Inventory of Merchandise at Beginning of Year + 6 enniiataiimataniiieniiee 
Purchases of Merchandise at Billed Cost. . i oe m8 
Inward Freight, Express, and Cartage 


Gross Cost of Merchandise repene 
Cash Discounts Taken . 


Net Cost of Merchandise Handled . 
Net Inventory of Merchandise at End - Year 
Cost of Merchandise Sold 

Gross Margin . . 


Wages of Salesforce (including PM’s) . 
Advertising . ° 
Boxes, Wrappings, and Other Selling ° 
Total Selling . 

Delivery 


Buying, Management, and Office Salaries ° 
Office Supplies, Postage, and Other Management 





Total Buying and Management 


Rent . ° 

Heat, Light, and Power . 

Taxes (Exce t on Buildings ‘and Incomes) 
Insurance (Except on Buildings) 

Repairs of Store Equipment 

Depreciation of Store Equipment 
Interest on Capital—Borrowed 

Interest on Capital—Owned 








pe a 
Tetel Fined Chasges end Uphemp « « 6 8 8 tt 6 6 666iti(“(“‘“‘*«*C gn encom nonccence none 


Miscellaneous . > ee ee ae a te 
neni. . « + 2 & eo 


Total Expense 








Net Loss 


Repairing (Net Profit or Loss) . 
Sundry Revenue (Net) . 
Interest and Rentals Earned 








Total Net Gain or Loss. . ee «© «© © °&}&»©=©=©—— ga pgccreensnsecsenesssescssess 
Provision for Federal and State. Re 4 we | lUlCtCt*«(‘é 
Dividends, Sharings, or Withdrawals . . . « « + © 2 _ _ easeesseccssesessserccscssorsccs  seesenssensoessonsosssossoosses 





Surplus or Deficit forthe Year. . . «© «© «© © © © © = << sqpsenssessesessesesessosseosees 





FINANCIAL STATEMENT 
ASSETS LIABILITIES 
CURRENT CURRENT 

Cash on Hand and in Bank - Notes Payable . . 
Notes Receivable (Customers) Accounts Payable . 
Accounts Receivable (Customers) Accrued Items . 
Net Inventory of Merchandise* 
United States Securities 


OTHER ASSETS OTHER LIABILITIES 
Net Inventory of Equipment. . . . Real Estate Mortgage Notes . 
Net Inventory of Supplies . . 
Prepayments ° 
Real Estate . 








Balance oe eee 


*This entry should be the same as that given for Net Insentory 
of merchandise at End of Year on the other side of this sheet. 
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Wool the year-around 
for Golf 








Colorful hose for men, 
appear at Southern 
Resorts 





The Hosiery Market As It Actually Is 


Important News of One of the -Most Profitable 
Items in the Shoe Store 


HE hosiery market naturally has been very 
quiet preceding the holidays and the atten- 
tion of the trade has been turned chiefly 
toward the post-holiday prospects. It may be said 
that the market on the whole is optimistic. The 
year just closing has been marked by a notable 
recovery in most dry goods lines. Burdensome 
stocks and credits have been well liquidated. 
Merchants and manufacturers who have had 
difficulty pulling through the trying deflation 
period of 1920 and 1921 have managed to clean off 
their losses and make some money. And now 
with money plentiful, unemployment a thing of 
the past, the country’s basic industries in full 
swing, wages and prices on the upward trend, we 
appear to be facing a year of genuine properity. 
But the hosiery industry has not been quite so 
fortunate as other branches of the dry goods 
trade, and its optimism is tempered by mis- 
givings. This is particularly true of the silk 
hosiery industry. The reason is not difficult to 
find. Before the war we were a nation that wore 
silk hosiery in moderation. Silk hosiery was a 
luxury, an elegant touch for special occasions, 
worn as a regular thing only by women of fashion 
and slim-legged girls on the covers of magazines. 
Then came the war and its booming aftermath, 
when money flowed like water into the pockets of 
the downtrodden proletariat and Judy O’Grady 
for the first time in her life had a chance to go the 
colonel’s lady one better outside the skin as well 
as under it. 


The girl from the Mountain 


What this meant to the silk hosiery industry 
may be vividly illustrated by a sidelight gleaned 
by the writer some time ago from a Southern 
cotton goods manufacturer. Owing to a shortage 


BOOT AND SHOE RECORDER 





114 


of skilled operatives during and after the war this 
manufacturer was forced to employ green girls 
from the nearby mountains. These girls had 
never been accustomed to wearing shoes; they 
were accustomed to tramping the mountains bare- 
footed. And so when they came to work in the 
mornings they removed their shoes and spent the 
day tramping the floors of the weaving sheds in silk 
stockings! It is easy to laugh at these girls, but 
they were merely trying in their unsophisticated 
way to be what every girl wants to be—they were 
trying to be “‘swell”. And millions of other poor 
girls during that period found themselves for the 
first time in their lives with enough money to be 
what they considered “swell”. 

Under such circumstances naturally the silk 
hosiery industry expanded at a dizzy rate. Manu- 
facturers who had been making cotton hosiery, 
manufacturers who had been making other kinds 
of knit wear, manufacturers who had never before 
manufactured anything at all, hastened to cash in 
on the silk hosiery boom. The expansion was 
limited only by the capacity of the knitting 
machine makers. This was all very well as long 
as the abnormal demand lasted. In fact the supply 
of machinery, particularly full-fashioning machin- 
ery, fell so far short of the requirements, that 
there continued to be a shortage of full-fashioned 
silk hosiery for a considerable time after the peak 


of the demand had passed. 


Silk Continues in Demand 


But the bonanza days of 1917-20 are over. We 
are still living on a scale that is extravagant 
compared to our pre-war standard, and we may 
continue to do so for a long time yet. Certain 
things which were undreamed-of luxuries to a 
large part of our population before the war have 
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become if not necessities at least familiar in- 
dulgences. And among those things is silk 
hosiery. The working girl who has become 
accustomed to wearing silk hosiery will continue 
to wear it. But she will have to be more careful 
about when and where she is going to wear it. 
Certainly she is not going to wear it to tramp the 
floor of a weaving shed. Money is not so plentiful 
any more and she will have to reserve her silk 
hose for her dressier occasions. 

In other words, although the consumption of 
silk hosiery is much greater, and will probably 
continue to be much greater, than in pre-war 
years, it falls far short, and probably will continue 
to fall far short, of the capacity to which produc- 
tion was geared up during the boom period. 
Consequently there will have to be a readjustment 
of production, and it is because this readjustment 
has not yet been made that there is still more silk 
hosiery on the market than the market can 
absorb. But the readjustment is going on just the 
same, and for this reason it is quite possible that 
the silk hosiery market may take on a very different 
appearance before the new year is very old. 

In fact the trade is looking for some interesting 
developments after the holidays. The holiday 
business done by retail stores throughout the 
country has apparently been extraordinarily 
large—in the big cities it certainly has been enor- 
mous. Some of the leading New York department 
stores report the biggest volume of Christmas 
business in their history. And silk hosiery is said 
to have taken its relative share of this unprecedent- 
ed business. The market consequently is expect- 
ing a great flood of replacement orders which may 
go far toward cleaning up stocks in the hands of 
mill agents and jobbers. These replacement 
orders, supplemented by the normal post-holiday 
buying for spring and summer, are quite apt to 
put the silk hosiery market in a stronger position 
than it has held for a long time. 

If accumulated stocks are well cleaned up after 
the holidays it is reasonable to look for a stiffening 
of prices on silk hosiery. It is a well known fact 
that present prices are.far below what is justified 
by production cost, and the only thing that has 
kept them so low is the fact, already spoken of, 
that production has been in excess of demand. 
The very high level reached by raw silk in recent 
months has never been reflected in silk hosiery 
prices. And it does not look as if manufacturers 
would be able to get much lower raw silk for some 
time to come, because the Japanese filatures are 
now closed down for the winter season and no 
new stocks will come on the market until after 
they open again. Faced with continued high 
cost for their raw material, manufacturers will 
naturally try to get higher prices for their pro- 
duct, and they will probably be able to get some- 
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what higher prices, at least on full-fashioned goods, 
if demand revives according to present indications. 

The outlook for seamless silk hosiery is not so 
bright, because this class of hosiery falls between 
the devil of full-fashioned goods and the deep sea 
of fiber mixtures. The general desire for goods at 
a price has given birth to a very large demand for 
fiber hose and mixed silk-and-fiber hose, and this 
demand seems to be on the increase. On the other 
hand, when hosiery of a better quality is required, 
the difference in price between some full-fashioned 
lines (particularly those with lisle and mercerized 
tops and feet) and seamless goods is so compara- 
tively small that the former are taken by pre- 
ference. If an increased demand for full-fashioned 
hosiery should carry prices on these lines to a 
comparatively higher level than seamless hosiery, 
the latter might benefit thereby. But this is an 
outside chance. As things look at present the 
chances are that pure silk seamless hosiery will 
continue weak, while full-fashioned silks and fiber 
silks will grow stronger. 


The Facts on Hosiery Supply 


A very big holiday business seems to have been 
done by retailers on silk-and-wool mixtures, as 
well as on some silk-and-cotton heathers and the 
finer grades of all-wool hosiery. These lines have 
enjoyed a good season so far, and it seems likely 
that they will continue in favor not only for the 
balance of this season but for the next fall season 
as well. Prices on these goods are very low. In 
fact, considering the prevailing levels of raw silk 
and raw wool, it is surprising to note the prices at 
which excellent hosiery of wool or silk and wool is 
being offered in the stores. Here again the reason 
is over-supply. . Apparently there has been not 
only a great production by the domestic mills but 
very large importations from aboard, especially 
from England, and many jobbers are loaded up 
with stocks for which they now have some difficulty 
in finding a market. Consequently there is little 
reason to expect any higher prices on these goods, 
at least during the present season. 







Hose by 


Burson Knitting Co. 
Rockford, Til. 
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To Steady the Trade on Style 


Style Committee Reports Mean Something to- Many Merchants 
They Will Mean More in the Future 


BLUE Ribbon Award to one shoe in each 
A exhibit that conforms to the recommenda- 

tions of the Joint Style Committee in their 
recent report, is an innovation of the forthcoming 
convention of the National Shoe Retailers’ Asso- 
ciation at the Coliseum, Chicago, January 8, 9, 
10 and II. 

Style reports are not made just for the fun of 
making them. They are not the product of any 
one man’s imagination, or even any one man’s 
thinking. It takes downright hard work, com- 
bined thinking, planning and investigation, to 
make a comprehensive style report for the shoe 
industry. 

The investigation must go beyond the making 
and selling of shoes, because shoes have become 
a part of a general scheme of costuming. The 
textile people must be consulted. The best brain 
of that industry is called in to get a vision of what 
will be used in materials, in weaves, in weights, 
in colors and shades, because shoe colors must 
harmonize or blend. The garment makers must 
be consulted, because the length of skirts, the 
style of garments and trimmings, exert a tremend- 
ous influence on patterns, lasts, length of vamp, 
width of toe and height of heel. 

If the Blue Ribbon Award plan, to be tried out 
at the forthcoming Annual Convention, works 
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out as it is expected it will, joint style reports 
will, in the future, mean vastly more to both 
manufacturers and retail merchants than they 
have in the past. 


A special committee will go from booth 
to booth at the Coliseum and pin a blue 
ribbon to one shoe in each display that con- 
forms to the recommendations of the Foint 
Style Committee report. 


When you see the Blue Ribbon Shoe you will 
know it is an approved style. 

In every line there will be other shoes, maybe 
every shoe in the line, that are approved styles, 
but by watching the Blue Ribbons, every mer- 
chant can get a very definite idea of the style 
trend for the next go days. 

Manufacturers and merchants alike will take a 
keen interest in the blue ribbon shoes. The work 
of the Style Committee will become a recognized 
service to the industry as a whole, and a long 
step forward will have been made in methods of 
style determination. 

Every merchant must be guided by local condi- 
tions and the clientele of his store, but in his 
grades he can form a pretty definite conclusion as 
to materials, lasts, patterns, heels, and decorations 
that are expected to go over big. 


NGS. R. A. Style Committee 


H. C. McLaughlin, General Chairman. 


Women’s Style Committee: Maurice A. Weiss, chairman, New York 
City; O. Adams, Chicago, IIl.; Elmer A. Clark, Cleveland, Ohio; Fred A. 
Foster, Chicago, Ill.; W. A. Geuting, Philadelphia, Pa. 


Men’s Style Committee: A. E. Taylor, chairman, Chicago, IIl.; Geo. N. 
Geuting, Philadelphia, Pa.; B. H. Orr, Cincinnati, Ohio; D. Petty, Pitts- 
burgh, Pa.; Chas. Vollar, Cincinnati, Ohio; C. E. Williams, St. Louis, Mo.; 
W. W. Wilson, Boston, Mass. 


Children’s Style Committee: Maurice Yoskin, chairman, Philadelphia, 
Pa.; Ralph Baker, Los Angeles, Calif.; L. J. Bergmann, Columbus, Ohio; 
S. J. Brouwer, Milwaukee, Wis.; Carl Burgstahler, Chicago, IIl.; W. J. 
Gibbs, Chicago, IIl.; H. S. Gordon, Cincinnati, Ohio; E. Kennedy, Chicago, 
Ill.; E. Piper, Chicago, III. 
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Footwear Style Review in Coliseum 


Seven Hundred Dollars in Prizes for Best (Costumes on the Runway —T he 
Most Brilliantly Lighted Promenade Ever Built—Scenic Effects 
(Costing Many Thousands of Dollars 


for the best costumes and am having an en- 
tirely new wardrobe made for the National 
Shoe Retailers’ Convention. 

“I have modeled at lots of style shows, have 
always had good looking costumes, but never be- 
fore have I had an opportunity to win a big money 
prize on my gowns, and believe me, I am going 
after that money. I am having my gowns made 
to harmonize with the shoes ‘my factory’ is making 
for me.” 

This statement from a nationally known gar- 
ment model, shows the spirit of the models who 
have been signed up to show the shoes of America’s 
progressive manufacturers at the forthcoming 
Convention. 

The Shoe Style Revue Committee hit on a clever 
plan to have correct gowns worn with the shoes on 
the promenade at the N.S.R.A. Annual Conven- 
tion. A grand prize, and a number of substantial 
prizes followed by a group of smaller prizes in cash 
and totaling over $700.00 has stimulated the models 
to dress correctly and beautifully. 


T AM out to win a big chunk of the prize money 


Footwear for every Occasion 


Not every girl will wear a gown intended for 
formal evening wear, nor will they all be dressed 
for an afternoon reception or card party. Some will 
wear street costumes, or sport outfits, or knicker- 
bockers, or dressing gowns, or anyway, the garment 
will harmonize with the footwear. 

Among the manufacturers represented on the 
runway are some who specialize in sport footwear, 
some in street footwear, some in comfort footwear 
and some in footwear for afternoon and evening 
functions. 

Each manufacturer chooses the footwear he 
wants to show—the styles he wishes to emphasize. 

There will be two shows each day of the Conven- 
tion, one at 4.30 P.M., and one at 8.30 P.M. 
Each manufacturer can show two styles at each 
show. He has the opportunity therefore of show- 
ing sixteen styles if he so desires, or he can show a 
smaller number of styles and show them more often, 
Each manufacturer sends to the Correct Foot- 
wear Revue Committee a description of each shoe 
to be exhibited on the promenade together with 
statement as to the occasion when it can properly 
be worn. The model who is to represent this par- 
ticular factory, by the terms of her contract, must 
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provide herself with suitable costumes and hosiery 
that will harmonize with the shoes. 


All Trained Models 


The training school is a busy place. While 
nearly every model who will appear on the prome- 
nade is a professional, not all of them have “mo- 
deled shoes.” Some of them have spent years 
“modeling gowns or wraps, or hats,” but to cor- 
rectly “model” shoes, they have to be taught to 
walk in a certain manner. 

So anxious has been Edward Beck who is staging 
the correct shoe style revue to put on the best show 
ever staged, that he opened a training school at 117 
North Wabash. Here he erected a temporary run- 
way which is a replica of the big one at the Coliseum 
where each new model has been put through a 
course of training. 


Get a Ringside Seat 


The balcony of the Coliseum overlooking the 
promenade has a seating capacity of about 4,000. 
If you want to get the most out of the show get 
there early; get a ringside seat, but don’t fool 
yourself into thinking you have seen it all when 
you have seen one performance. Remember each 
manufacturer may show sixteen different shoes. 
Only two can be exhibited at one performance. 


The Scenic Effect 


The new promenade from a scenic standpoint 
is the most gorgeous affair of the kind ever 
attempted. The background extending entirely 
around the coliseum, a distance of about 700 








A quartet of models 
put their best foot 
forward 
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feet is of rich scenic effect, all hand painted and 
done in Japanese art. The new curtain and stage 
settings will rival in splendor the most beautiful 
theatres of the country. 


Brilliant Lighting 


In brilliancy of lighting all former attempts 
have been laid in the shade. It is practically 
impossible to tell the story in words, but daylight 
will be outdone by a long shot. 

Every twenty feet on the runway is a pedestal 
2x4 feet, and over each of these is a special light of 
immense candle power with a reflector that will 
concentrate the rays directly on the feet of the 
model. 

As the model mounts the pedestal, she will stop, 
turn around and so display the shoes that every 
spectator can see them to the best advantage. 


Keep Your Note Book Busy 
Hundreds of merchants went away from the 
style show last year with a book full of notes that 
furnished the basis of sales talks and advertising 
copy throughout the year. 
The value of the style show depends upon the 
advantage you take of the opportunity to know 
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Seven Sisters of 
Style 


Runway Beauties at 
Coliseum 
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what is wanted in styles for the forthcoming months 
and the application of the knowledge gained. 


Firms Who Will Exhibit on the Runway 


B. Adler & Co., New York, N. Y. 

J. Albert & Son, Brooklyn, N. Y. 

Ault Williamson, Auburn, Me. 

C. D. Brown Co., Rochester, N. Y. 
Brown Shoe Co., St. Louis, Mo. 

Geo. W. Baker, Brooklyn, N. Y. 
Bancroft Walker, Boston, Mass. 
Barnett Leather Co., New York, N. Y. 
A. H. Berry Co., Portland, Me. 

Bliss & Perry, Newburyport, Mass. 
Central Shoe Co., St. Louis, Mo. 
Croxton Wood, Philadelphia, Pa. 
Dunbar Pattern Co., Brockton, Mass. 
Nathan B. Dodge, Newburyport, Mass. 
M. Guggenheim, New York, N. Y. 

I. Grossman, Inc., Chicago, Ill. 

M. Gustin Co., New York, N. Y. 
Hakim Bros. & Kassar, Brooklyn, N. Y. 
Harrisburg Shoe Co., Harrisburg, Pa. 
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‘Style Is the Keynote 
of 1923 


Chicago has a great New 
Year’s opportunity 
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Helmholz Shoe Co., Milwaukee, Wis. 

Johnson Stephens & Shinkle, St Louis, Mo. 

Johansen Bros. Shoe Co., St. Louis, Mo. 

Kozak McLoughlin, Long Island City, N. Y. 

Lax & Abowitz, Brooklyn, N. Y. 

Morris Lapidus, New York, N. Y. 

Marathon Shoe Co., Wausau, Wis. 

McElroy Sloan Shoe Co., St. Louis, Mo. 

F, Mayer Boot & Shoe Co., Milwaukee, Wis. 

Nunn Bush & Weldon Shoe Co., Milwaukee, Wis. 

Manchell Shoe Co. 

Pedigo Weber Shoe Co., St. Louis, Mo. 

Pinkney Harding Shoe Co., Brooklyn, N. Y. 

Pfister & Vogel Leather Co., Milwaukee, Wis. 

Pontiac Shoe Co., Pontiac, Ill. 

Thos. G. Plant Co., Boston, Mass., (Dorothy 
Dodd, Queen Quality) 

Rich Shoe Co., Milwaukee, Wis. 

K. M. Stone Importing Co., New York, N. Y. 

Fred A. Eyre, Philadelphia, Pa. 

Feder Gregg Shoe Co., Cincinnati, Ohio. 

Society Maid Hosiery Co., New York, N. Y. 

Simplex Shoe Co., Milwaukee, Wis. 
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Shoe Specialty Co., St Louis, Mo. 

Saidel Murray, Inc., New York, N. Y. 
Slater & Morrill, So. Braintree, Mass. 

Silva Shoe Co., Brooklyn, N. Y. 

Sinsheimer Shoe Co., Chicago, III. 

P. Sullivan Shoe Co., Cincinnati, Ohio. 
Thomson Crooker, Roxbury, Mass. 

United Shoe Mfg. Co., St. Louis, Mo. 

Upham Bros. Shoe Co., Stoughton, Mass. 
Hamilton Brown Shoe Co., St. Louis, Mo. 
Watson Shoe Co., Lynn, Mass. 

Burson Hosiery Co., Rockford, IIl. 

Boyd Welsh Shoe Co., St. Louis, Mo. 

Carson Pirie Scott & Co., Chicago. III. 
Juvenile Shoe Corp., Carthage, Mo. 
Rickard Shoe Co., Haverhill, Mass. 

Mrs. A. R. King Shoe Co., Philadelphia, Pa. 
Strassburger Stiles, Inc., Brooklyn, N. Y. 
United States Rubber Co., New York, N. Y. 
Trostel Leather Co., Milwaukee, Wis. 
Vollman & Lawrence, Cincinnati, Ohio. 
Cambridge Rubber Co., Cambridge, Mass. 
Van Raalte Hosiery Co., New York, N. Y. 
Tenico Manufacturing Co., Minneapolis, Minn. 
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What New York develops is often nationally styleful 


Do You Establish Demand—Or Wait for It? 


Aeroplane photo by Major Hamilton Maxwell (Copyright) 


What ‘Do We Mean by Style? —Why Do We 
W ant New Things ? 


By DOROTHY GUERNSEY 


Special Feature for the RecoRDER Convention Issue 


: RE you sure that this is the latest style?” 
Upon the answer to this anxious feminine 
inquiry often depends the fate of a sale, 
but after all do we know what we mean by this 
word “style”? Is it synonymous with the latest 
designs of the manufacturer, does it refer to the 
mode which is prevailing among the ultra- 
fashionable women on Fifth Avenue, or can it be 
defined as that which is most popular on the 
Main Street which extends from Boston to Los 
Angeles? 

Style is an elusive word. Among the shoe men, 
Percy Hart of Cammeyer’s, New York, confesses 
that he does not know what it is. Last year he 
thought he did, but today, after witnessing the 
recent caprices carried out in its name, he has 
changed his mind. 
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I. Miller and Sons, Inc., whose shops in New 
York and Chicago are often looked to for the 
latest in feminine footwear, describe it as beauty 
coupled with originality. Style, to be accepted, 
they say, must be new and in good taste. 

Alfred Kohn, however, head of the Fifth 
Avenue shop which bears his name, has analyzed 
the word still further. 

“There are styles and style,” he said. “Styles 
are new creations. Style is an artistic piece of 
work which takes the popular fancy.” 

Style is developed somewhat in this manner, 
according to Mr. Kohn. The designers—especially 
those in the small exclusive shops which cater to 
the woman who wishes always to be in the first 
rank of fashion—are continually working out new 
models. One woman sees another wearing a pair 
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of these new slippers. They appeal to her. She 
wants a pair like them. If there are enough 
women to whom they appeal, a demand is created 
and a style established. Then the manufacturers 
produce them in large quantities to supply the 
demand. 

The Want for New Things 

“Women want new things each season,” con- 
tinued Mr. Kohn; “but the shoe trade today is 
overburdened with too many styles.” 

That styles in shoes are not due entirely to the 
shoe designers and the caprice of the consumer, 
however, was pointed out by I. Miller and Sons. 
They are closely bound up with the fashions in 
other wearing apparel. Patent leather slippers 
cannot be made popular when they do not har- 
monize with the prevailing dress materials, nor 
can ow heels be continued when the styles in 
dresses require high heels. 


From Outside Authorities 
The costumers have their own difficulties with 


the word. J. M. Gidding and Company believe 
that style must be new, and reflect refinement and 
goodtaste. T. P. Tracy, who merchandises the 
ready-to-wear department of Lord and Taylor’s, 
has this definition: 

“To be in style, a garment must have lines which 
are pleasing to the eye, colors that are harmonious, 
trimmings that are in keeping with the character of 
the garment; it must be in the proper season and 
conform to the prevailing mode.” 

“Style is hard to describe,” said William de 
Lignemare, of Hickson, Inc. “You cannot tell 
what ‘it will be. We create a hundred models, all 
of which we think are beautiful. Maybe sixty, 
maybe fifty, and perhaps only forty will be 
leaders.” 

That there is a vast difference between style 
and fad is emphasized by all these men. Style 
must be beautiful and in good taste, according 
to the current standards. It must be accepted by 
the well-dressed woman. A fad is usually a freak 
of fashion which is quick to come and quick to go. 


It Cannot be Forced 


A style cannot be forced upon women, they 
say. Propaganda can be used to prepare for the 
coming of a new fashion, but if it is not accepted 
it cannot be made popular. 

Style, it appears, can only be developed under 
certain conditions. There must be the true artist 
to create it and a class of women who dare to 
wear these creations before they have been ac- 
cepted, to judge it. Paris is still the style center 
of the world, according to Mr. Tracy and Mr. de 
Lignemare. The dresses worn in America may 
not be direct copies of those in France, but the 
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inspiration, except for the tailor-mades, is largely 
from there. 

“Dress designing is an art, and America is too 
commercial to produce art,” said Mr. Tracy. 
“To develop one style, much time and material 
is wasted. In America we will not pay for this 
waste and so we take the Parisian ideas and adapt 
them to our needs. The few changes in style 
from 1914 to 1918 were due to the fact that 
Paris was busy with war.” 

Perhaps the shoe trade is not so dependent 
upon Paris as the dressmakers, but if shoes must 
follow the prevailing mode in frocks, then they 
too reflect the Parisian influence. I. Miller and 
Sons maintain that American shoes are second 
to none, yet they admit that “ideas” sometimes 
come from abroad. 


To Set—or Wait for Demand 


Whether New York sets the fashion for the 
rest of America is a disputed point. The general 
opinion seems to be that it serves as “inspiration” 
for the rest of the country, but much that is 
accepted as style in New York never is popular 
outside the city. 

“Fifth Avenue cannot be taken as the criterion 
for the country,” said Mr. Kohn. “There is great 
wealth and extravagance here which does not 
exist elsewhere and calls for different things.” 

Is there any means by which the man buying, 
let us say for Des Moines, can determine what 
will be worn during the season? Mr. Hart, Mr. 
Miller, and Mr. Kohn are unanimous in saying 
that there is not. One suggests that he must deal 
with a manufacturer in whom he has faith and 
trust to his judgment, for the manufacturer keeps 
a watchful eye on the exclusive shops which are 
the barometer of style. Mr. Kohn, however, 
advises the small retailer to take only a few new 
numbers to brighten up his stock and wait for 
the demand before buying heavily. 





cAdvantage in Comparisons 


If a merchant has never thought of such an 
aid to business as a chart of operating expenses, 
but wishes to have one prepared for him, he will 
be very welcome at the Bureau, as he is just the 
type of man wanted. It does not make any differ- 
ence how small a man is, the little merchant is 
just as welcome as the big fellow. Reports have 
been compiled on as ‘small a business as $7000 
and can be worked out for a merchant doing a 
much less volume of business. No store is too 
small to send its representative to the Harvard 
Bureau of Business Research at the Chicago 
convention. A study of the bulletins of the 
Bureau will help both. 
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THE EXPOSITION 


(a) Get the style trend. 

(6) Get the Price Trend from comparison of values. 

(c) Meet the manufacturer face to face—it will do 
you both a lot of good. 

(d) Meet the shoe traveler who is the connecting 
link between your store and the factory. 


(e) Keep your notebook busy. 


FOOTWEAR STYLE REVUE 


(a) Learn the meaning of “Footwear for the Occa- 
sion.” Look at the way the gowns harmonize with 
the shoes. Only shoes that are correct for certain occa- 
sions will be shown with gowns or costumes for that 
occasion. 

(4) Get firmly set on future style trend and mer- 
chandise your stock accordingly. 

(c) Get a front seat and stay till the program is over. 
Take sales ideas home with you. 


(d) Keep your notebook busy. 


HARVARD BUREAU OF BUSINESS 
RESEARCH 


(a) Rest assured your confidence will not be be- 
trayed. Information given members of the Bureau 
Staff will be held inviolate. 

(4) Bring your inventory and financial statement 
with you. 

(c) Put up to the Harvard Bureau representatives 
any problem on stockkeeping or bookkeeping. 

(d) If you have a financial problem the bureau will 
help you solve it. 


(e) Keep your notebook busy. 


~The NOS.ReA. (Convention in Diagram 








THE CONVENTION SESSIONS 


(a) The morning sessions are “open forum’’— your 
meetings. Have your ears open, and sometimes have 
your mouth open. Say your say. 

(6) The afternoon sessions are devoted to more 
formal discussions of the big problems of business. 

(c) Attend both. 

(d) Keep your notebook busy. 


THE ELECTION OF DIRECTORS 


(a) The members elect new directors each year 
(there are 27 on the board). The directors choose the 
officers. 

Each firm member has a vote. Each affiliated asso- 
ciation has one vote for each 150 members or fraction 
thereof, and in addition one voting delegate at large. 

(4) This is your opportunity to help control the 
destinies of your National Association. If your state 
is not properly represented, have a caucus of your state 
delegation and put up a candidate. The directors will 
welcome the suggestions of your state delegation. 

(c) The man who does not look after his own in- 
terests should not complain if his interests are not 
looked after. 


(d) The election is important to you. 


MEET YOUR FELLOW MERCHANT 


(a) A convention is a “give and get” proposition. 
Get acquainted. When you meet a man wearing a 
badge like yours introduce yourself. He is a live wire 
and probably has solved the problem that is vexing 
you; anyway, he can tell you a funny story, and add 
another friend to your list. 

(4) Talk over general conditions. It will give you 


an idea how to operate your store better. 


‘(c) Keep your notebook busy. 
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Name of Exhibitor Booth No. 
Sarpet-Murray, Ine., 353 Fifth Ave., New York, 

rr re ee ee ee ee oe I 

Racine Suoe Mre. Co., Racine, Wis.............. 2 
Monarcu Leatuer Co., 1127 W. Division St., Chi- 


cago, Hewes cb heeesédndcareetenetkedse 3 
FrepricH-Fox-HILker SHoe Co., Racine, Wis... .... 4 
Prister & Vocet LEATHER Co., Milwaukee, Wis.. .. . 5-6 
A. BM. Laos Saon Co., Fontan, BM... o cess ese cces 7 
Hakim Bros.-Kassar Co., 3611 14th Ave., Brooklyn, 

N.Y. ae sai wikia ais a Roatan a OR 8 
M. J. FRANK & Demian. Inc., 16 W. zoth St., New 

4. ee eT er ee ee eee 9 
Unitep Last Co., 212 Sins St., ‘Satie Mass..... 10 
H. A. Mancue .t, Inc., 135 W. 3rd St., New York 

Ssathtncuceveaes ere eee 11-A 
OcpeN Suoe Co., Milw paren Wis. fg leith: ca Bae 11-B 
Jounston & Murpuy, 42-54 Lincoln St., Newark, 

SN en eeien Renna c ee eeee ye rent 12 
Goto S.tipper Company, 129 Duane St., New York 

UN catcudas 4ackbne shen su esueaUebee Reinke 13-14 
M. Gustin Co., 39-47 » West 19th St., New York City 15 
Barnet Leatuer Co., Inc., 81 Fulton St., New York 

City alah ae eee eed aie ae 16 
THe Maratuon SuHoe Co., Wausau, Wis. eee 17 
Pincxney-Haropinc Co., Inc., 39 York St., Brooklyn, 

EE Eee ear aR ere > ee 18 
B. F. Goopricn Ruspser Co., Akron, Ohio........ 1g-20 
F. C. Cuurcn SuHoe Co., 2801-07 Benton St., 

er I oc an aie Cue a are eae em al 21 
THe Travaso Suoe Co., Locust and tgth St., 

St. Louis, Mo. 

Aspe MANHEIMER & Co., oui and Locust St., 

St. Louis, Mo....... se ceS bw wee eebe aces 22 
Boyp-WetsH SHOE Dene’, Cook and Newstead 

A. Ts MIN: 6 nc dc tkavacencle Genes bweene os 23 


JouANseN Bros. SHOE isin 3634 so Laclede Ave., 
PAD: 6 iiceWivedinwedecnwheekuhes webs 24 
Tweepie Foorwear Corp., 1423 Olive St., St. Louis, 
Mo. (Tweepie Boot Top Co., 1421 ‘Olive a 


el OED 56 Abn Uae cas edas ke sede ken oie are 25 
Brown Suoe Co., 1610 Washington St., St. Louis, 
Mo.. TETTUCTILT TTT CETL tl 26 


Unitep SHoe Mrc. Co., 1610 Washington Ave., St. 
NE HUG 4 os Ebi s eh weroh conve Kak eee ewe 
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oA NKational Market Place Representing 
All the Industries Serving the Retail Shoe 
Store, Wholesaler and-Manufacturer 


Name of Exhibitor 
Peters Brancu oF INTERNATIONAL SHOE Co., 13th 
and Washington Ave., St. Louis, Mo............ 


McE roy-Stoan Suoe Co., 1511 Washington Ave., 
ty I x asc ee eaters mame kite Ca eee eSLN 


W. T. Moore Suoe Co., 1912 Pine St., St. Louis, Mo. 


VINSONHALER SHOE Co., 1211 Washington Ave., St. 

Aa MS 5 nb:5 Stace in ns eran arena Bon so dl ce Diotn digred 
Ey & WALKER Dry Goons Co., St. Louis, Mo..... 
Tue Scuout Mre. Co., 213 W. Schiller St., Chicago, 


Geo. W. Baker Suoe Co., 325 Classon Ave., Brook- 
8 Ee ree er nr rs errr 
A. GarsIDE & Sons Inc., Webster and 7th Ave., Long 
PE GAN) BOs Rivccvncenamcencsousersvedeonks 
Joun Cramer & Son, 199 Steuben St., Brooklyn, 
RAI sais wisinen wie oa db oak eco ke ae 
Tue Grirrin-Wuite SHoe Co., 227 Grand Ave., 
NG IL Br aknkie cneee seus diane ede eh niebweh 
J. J. Larremann Suoe Mere. Co., Inc., 74 St. Ed- 
GEE Bl, BOURNE, The Bons ccccccsvscnesccnes 
Pincus & Tostas, 13-23 Lexington Ave., Brooklyn, 
8 Se eer re ee rc ree 
Kozak & McLoveuttn, INc., 14th and Governor’s 
ee hk 8 err 
Decen-Lipp, Inc., 133 Floyd St., Brooklyn, N. Y.. 
Morse & Burt Co., 1 Carlton Ave., Brooklyn, N. Y. 
Wicuert, Inc., 62 Schenectady Ave., Brooklyn, N.Y. 
Davies SHoeE Mere. Co., Northwestern and Carlisle, 
NE I aus: d56e oun ele ease a eae ee wae 
J. Atsert & Son, 557 DeKalb Ave., Brooklyn, N. Y. 
Baker-CHANDLER Co., INc., 641-9 Lexington Ave., 
SN, BOK Donte scnncvecs ctuderscnecetantes 
Women’s Founpation For Heattu, (Foundation 
Sales Corp.), care of Geo. W. Baker Shoe Co., 325 
Classon Ave., Brooklyn, N. Y..............0.065 
Frep A. Eyre & Co., 242-8 Greene Ave., Brook- 
_ SS RRR a ey Fer eit Se 
S. Wei & Co., Inc., Brooklyn, N. Y.............. 
Jutius Grossman, Inc., 372 DeKalb Ave., Brooklyn, 
ee hs ca bun ta SE Soul ROG NS ORM aiekes 
I. MILLER & Sons, Inc., 1 Carlton Ave., Brooklyn, 


Horn SHoe Merc. Corp., 145-49 Roebling St., 
BONN, Ws Besscccncescscccsscseeicoeengess 










December 30, 122 








|X in 





ww 
wa 


40 
49 


30, 122 

















eIN THE COLISEUM 








SOR OES EE OR SE OR OR =a Ss 


Name of Exhibitor Booth No. 
Anprew GELLER, 240-44 Broadway, Brooklyn, N. Y. 53 
AtcieR SHoe Mre. Co., 138-44 Broadway, Brook- 

WG MIs be stnaes cadens ebnakons teedeeeeeaes 54 
STRASSBURGER-STILES, INc., gg-105 Myrtle Ave., 

NG ORG Ws00s.~ 0s badbndacutepauevisivaes 55 
Tue Ricu SHoe Co., Chicago and Milwaukee, Mil- 

I, PD stn o nsec civareccesee tne ap anes 56 
Nunn, Buso & We.pon Suoe Co., sth and Hadley 

Diy, ME, Wn feennsacedvanteievesens 57 
Roserts, JoHnson & Ranp, BRANCH INTERNATIONAL 

SHoe Co., 1501 Washington Ave., St. Louis, Mo.. 58 
FRIEDMAN-SHELBY, BRANCH INTERNATIONAL SHOE 

Co., 1619-23 Washington Ave., St. Louis, Mo.... 59 
Lunp-Wi.utams SHoe Co., 11th and Washington 

PGi, Ts BUR, Fs oie 5 oa She ches ne ce snes 60 
Pepico-WeEBER SHoEe Co., Locust and 35th St., 

i I Uo 5. Koa ie askce tae cher eae 61 
Cree_, Mautpin & Cuamsers, Inc., 600 Silk Ex- 

CE Bs GE RU, BO sn osc bocce cancsews 62 
Cuwrnat Suoz Co., St. Louts, Mo... ......500005: 63 
Wizarp Licutroor Appiiance Co., 1627 Locust 

gts A, W's siisncoeckdenaeedevereesuce 64 
Hami._ton-Brown Suoe Co., 12th and Washington 

Fs ie as ln canna keacer ceca sieuap war 65 
SHoE Spectatty Manuracturinc Co., 3417 Locust 

i Aes A Biss inn 6 ids 4 ee cs cemenabemekonen 66 
Samu’ ELS SHoE Co., 1214 Washington Ave., St. Louis, 

Ds dca 6:drale. dso 9.6 6 45 A wae gona oh ee a peta oe 67 
Braver Bros. SHoe Mre. Co., 14th and Pine Sts., 

Bl A Torn ccs wh hepa an eae ee athe aeons 68 
Joun Meter Suoe Co., 4th and Morgan Sts.,” 

DP a 65 isos ane ce deeeetaneades 69 
Jounson, STEPHENS & SHINKLE SHOE Co., 4242 

Rmemees Fave. Gt. Twas, DA. os «viv ss vies cacinws 70 
Epwin Capp & Son, Inc., East Weymouth, Mass. . 71 
RickarD SHoe Co., Haverhill, Mass. (Claremont 

BT ite Aeanede tree ceN timindeasws aus 72 
Donerty Bros Co., Avon, Mass...............-- 73 
Cuurcuiit & ALDEN Co., Campello Station, Brock- 

re ae cen ans eer ere 74 
Hannausons SuHoe Co., 62 Wingate St., Haverhill, 

DENG is occkcannpibrekdebenesmneaseesdey > ewes 75 
Diamonp SuHoe Co., 196 Church St., New York. 

(Factory Brockton, Mass.) ...........2222. 0+: * 76 
A. H. Berry Suoe Co., 149-161 Middle St., Port- 

oR ere. ere pee re ren re 77 
Hazen B. Goopricw & Co., 70 Washington St., 

ROE SEED 5 inch bsn heed ooawen eee eae eee 78 
J. E. Frencu Co., 83 Grove St., Rockland, Mass... 79 
EMERSON SHOE Co., Plain St., Rockland, Mass..... 80 
Frank E, Apams SHoe Co., 100 Merrimack St., 

Newburyport, Mines... scccccccescoceesoas 81 
M. N. Arno.p Suoe Co., North Abington, Mass... . 82 
Cuas. K. Fox, Inc., 35Duncan St., Haverhill, Mass. 83 
Rice & Hutcutns, Inc., 10 High St., Boston 9, Mass. 84 
Lewis A. Crossett, Inc., No. Abington, Mass..... 85 


BOOT AND SHOE RECORDER 


Name of Exhibitor Booth No 
DatrymPLeE-PutsiFER Co., 88 Washington St., 

I oink are hn as Was ne 86 
Crooker & Morss, Inc., Bridgewater, Mass........ 87-88 
A. J. Bates Co., Webster, Mass.................. 89 
Emery & Marsnatt Co., Haverhill, Mass........ go 
W. H. McE:wain Co., 590 Atlantic Ave., Boston. . gl 
Hoop Russer Propucts Co., Inc., Watertown, 

MD <5 <i: Cahn nmin wile heave Sis beret on alana g2 
Geo. E. Kerrn Co., Campello Station, Brockton, 

ROE Rect Pree re yee ces & 93-94 
Op Cotony SuHoe Co., 84 E. Railroad Ave., Brock- 

i, Fie cc 0ik: 04h keane dnnascavordbabbbutest 95 
Outinc SHoe Co., 530 Atlantic Ave., Boston, Mass. 96 
FarnswortH, Hoyt Co., 58 Lincoln St., Boston, 

aad baie sia wwRG ae AE ogre heccae med 97 
Dunsar Pattern Co., Brockton, Mass........... 98 
CamBripGe Russer Co., 748 Main St., Cambridge, 

PO eee ne oe 99 
MERRILL, Porter & Co., 114 Monroe St., Lynn, Mass _ 100 
Buss & Perry Co., Newburyport, Mass.......... IOI 
Herman E. Lewis, Inc., Haverhill, Mass........ 102 
Stone-Tartow Co., Inc., 67 Ward St., Brockton, 

Re eRe tt aE Oh nee rere © J 103 
vom Seam Goi: Bees: DAM oi jeinis 9. Fht0 sino 104 
E. T. Wricut & Co., Inc., Rockland, Mass...... 105 
Tuomas G. PLtant Company, Centre and Bickford 

ee 106, 107, 108, 109 
Bancrort-WaLkER Co., 13 Wormwood St., Boston, 

OE, RST ey fe SO see fete Ce IIO 
Watson SHoe Co., Lynn, Mass...............-- III 
FRENCH, SHRINER & Urner, 63 Melcher St., Boston, 

Re meee OER CRT Oe ey PCS 112 
Natuan D. Dopce Soe Co., 48 Kent St., Newbury- 

OD, Nine noss dinsndavatene>snd<clguauess 113 
StateR & Morriut, Inc., Pearl, So. Braintree, 

RT + SS eo ean Oe mee SL ee at ee 114 
Conrap Suoe Co., 68 Perkins Ave., Campello Sta., 

NS IE heb acnscsnnnisnciebdvsiwdakees 11S 
A. J. Anperson, Inc., Amesbury, Mass.......... 116 
Huckins & Temp te, Inc., Milford, Mass.......... 117 
Stetson SHoe Co., Inc., So. Weymouth, Mass... . 118 
Autt-WiLuiaMson Suoe Co., 156 Main St., Auburn, 

PNT ans Hak Le aeS an kale o eRe LHW S eee 119-120 
THomson-CROOKER SHOE Co., 18 Station St., Boston, 

EY ee one ne aig er ere oe re ern 121-122 
PHILADELPHIA, Rest Room.............--22+20005 123 
Mrs. A. R. Kino, 19th and Brown Sts., Philadelphia, 

Be wa cc sb ed pe ate vests dvasseVedudvascdeubees 124-125 
Croxton, Woop & Co., 313 New St., Philadelphia 

PO hse Re SWOT bis aeatine guecdubrss aves a 127 
Rosert H. Foeperer, Inc., Wheatshead and Coral 

Se., Philadelphia, Pras c...c. soviet es accede see's 128 
SuipLey & Vaux SHoe Mre. Co., 313 Vine St., 

Philadelphia, Pa... 2... 26 ccccisne cee weest ise. 129 
Gries SHoe Mre. Co., 309 Arch St., Philadelphia, Pa. 130 

125 December 30, 1922 
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Name of Exhibitor Booth No. 
WitttaM Brown Co., Kensington and Ontario Sts., 

POE, BO ccccricvicccctensccscivasnses 131 
Evxin Turn Suoe Co., 1825 Wylie St., Philadelphia, 

Dis video wasansdevssenusaaedsn lessee ee. 132 
Sma.tz-Goopwin Co., 315 N. 12th St., Philadelphia, 

Lieb nak Kany onus heen Kee hee ie Ni ee 133-134 
PHiLaDELPHIA—Rest Room.................00085 135 
Harrissurc Suoe Mere. Co., Harrisburg, Pa....... 136-137 
Voce. Bros. SHor Mre. Co., 214 S. 8th St., Louis- 

CE Mat cdetendeustsensavees spenstedeueess 138 
Wuirmore-TirreLtt SHoe Corp., Weymouth 88, 

ee ert ROR eT one ane Ma 139 
P. Sutitvan Co., so1 E. Pearl St., Cincinnati, O. .. . 140 
Sam B. Wo tr Suok Co., 412 Seventh St., West, Cin- 

I it dcrncecdcuuninesttabereevarearens 141 
Ricey Suoe Mre. Co., 326 Park St., South, Colum- 

SN Sr ere ere perro Pre 142 
Tue McGovern Suoe Co., Logan, O............. 143 


Tue Lape & Apter Co., Front and Main Sts.,. 

RL, va wha verweeedeute wane naeenae’ 144-145 
Lax & Asowitz, 17 Smith St., Brooklyn, N. Y.... 146 
Cuartes Mets Suoe Co., 806 Walnut St., Cincin- 

NG is i hed cand dona 2enddacnane iain eke 147 
C. & E. Suoe Co., 44-60 E. Fulton St., Columbus,O. 148 
Carson, Pirie, Scorr & Co., 300 W. Adams St., 

Te i cchennnwneteseansiceneshawe vend 149-150 
C. D. Brown & Co., 8 Freeman St., Rochester, N.Y. 151 
Propper Sitk Hosiery Mitts, Inc., 272 Fifth Ave., 


ae A enn ce pee 152 
C. H. Atpen Co., Abington, Mass................ 153 
Vo.itman, Lawrence Co., 4015 Cherry St., Cincin- 

I Tc esconc0ns2asaensascenstseevuneciapeses 154 
Tue Berry Suoe Co., 427 Hudson Ave., Brooklyn, 

Ee Bererecceccdsnedssettuntacgeennenendbalw 155 
F. Mayer Boot Anp Suoe Co., 288 E. Water St., 

lg HEN Wenn aicnecenseetennaseceese "156-157 
O’Catnseman & Feppen, Inc., 121 E. 24th St., New 

WN BE WE hina dks nndandanse anton sdeerae en 158 
Brown-Durre tt Co., 11-19 W. 19th St., New York, 

Ub Bopcbecsosxsdcasnsahsnvcaskbatakbuasoeh di 159 
Feper, Greco Suoe Co., Gest and Evans Sts., Cin- 

shins oe xk heekia eens weeates 160 
A. E. Netrieton Co., Syracuse, N. Y............ 161 
PHILADELPHIAmRest Room..................+.: 162 
Larrp Scuoser & Co., 22nd and Market Sts., Phila- 

Be TT eee ee ee 163-164 
Anatomik Foot Wear Co., care of J. C. McKeon, 

Laird Schober & Co., Philadelphia, Pa........... 165 
AMALGAMATED LEATHER Co., 5th and Market Sts., 

PRs BOs se rscdsinweesssteatensecesas’ 166 
Tuos. E. Brown & Sons, 2nd and Westmoreland Sts., 

PR, DOcthccdensccsdnvsdeincavcnéecs 167 
ZeicLer Bros. Co., Inc., 22nd and Lehigh Ave., Ee 

NT TT er 168 
Ferris SHoe Co., Monmouth and Janney Sts., 

FR sic CAb ni sir ekacchuccsceuvenes 169 
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Name of Exhibitor Booth No. 
Barke-Gispon Co., Inc., 1015 Diamond St., Phila- 

Galpin, PR... 222 cccccvcccccccccveccesescece 17° 
Ricuarp Waite & Co., Inc., 521 Vine St., Phila- 

GE, BOie soe cccvccccecccccnessecceveeeenss 17! 
J. Epwarps & Co., Inc., 12th and Wood Sts., Phila- 

WS TTT TITTI TIT TTETTEe 172-173 
PHILADELPHIA—Rest Room................+++0+: 174 
Poore Sruneos, Newark, N. F....6..0cscscecscese 175 
Sitva & Co., 208 Willoughby St., Brooklyn, N. Y.. 176 
Suart-Pierce Suoe Co., Faribault, Minn......... 177 
Atpen, Watker & Wipe, Inc., East Weymouth, 

Pak va tendensdcecsteronnecdacacaveweawnns 178 
Rost. D. Ayinc, 23 Scott St., Toronto, Canada. . 180 
Simp_tex SHoe Mre. Co., 1oth and Chestnut Sts., 

Ms inn wend niene ke eaees Seed a 181 
Rosinson-Bynon SuoeE Co., Auburn, N. Y........ 182 
Pontiac SHoe Mre. Co., Pontiac, Ill............ 183 
Weser Bros. SuHoe Co., North Adams, Mass...... 184 
Everwear Hosiery Co., 382 1oth St., Milwaukee, 

WeDo cktndneeeesycanetncndcunsicensndaseses 185 
Krvuecer Tosin Co., Inc., 15 E. 30th St., New York 

GP ickrccedscctencadesnensccientervacbetoons 186 
Ho.tanp Suoe Co., Holland, Mich............... 187 
Epmonps SHoe Co., Concordia and Bremen Sts., 

PE WUE hi cnta tn chiuasnarnningheed onset 188 


Geo. J. Bertman Suok Co., 24 So. Wells St., Chicago, 
Ill. (Representing Tenico Mfg. Co., 421 Sixth Ave. 


South, Minneapolis, Minn.)..............-.+++- 189 
Gutmann & Co., 1511 Webster Ave., Chicago, Ill... 190 
Canazete Suen Co., Carmen, BR. oi... .cccccccces gl 
Grounp Gripper SHoe Co., Inc., 70 Brookline St., 

BR Bi ctvecvacecnsrtendusecectsonasnces 192 
AtBert Trostet & Sons Co., 606 Commerce St., 

PE, Ci oedcctersccsedcesseetsavesenene 193 
R. H. Hoskins Co., 6th St. and Vernon Ave., Long 

PINES Gy Be Bvcgs crccccconsccscseceseetaes 194 
Tue ATHLETIC SHoE Co., 916 No. Marshfield Ave., 

GINS bain coetcadekebtacuckevehientesas 195 
Griess Priecer Tanninc Co., 884 N. Halsted St., 

RS is ics ner oO ad pon a oNacwa eecae.e 8s 196 
Sorcet Evecrric Co., 138 W. Water St., Milwaukee, 

Wc pctdiinaddhdac eves puiaaes ieee sencanenans 197 
Drypven Russer Co., 1014 S. Kildare Ave., Chicago, 

Tks obs cnbbien ciwesanSdsinberscthwosatasbuet’ 198 
Tue Birk Suoe Co., 1211 Clybourn Ave., Chicago, 

Dy Lek vuverkerd Uren ek sibs wie teann ae teon 199 
American Seatinc Co., 14 E. Jackson Blvd 

GE, Bins avsewbbbcncdessevanesacheetcevs 200 
Sipwe_it-DEWinpt SHoe Co., 222 W. Monroe St., 

COD, Fs sins dicctubeceniesensssecshe eens 201-202 
Dante Green Fett Suoe Co., Dolgeville, N. Y. . . 203-204 
STANWEAR SHOE Co., 19 So. Wells St., Chicago, IIl.. 205 
Cuicaco Speciatty SHoe Co., 3422 W. Lake St., 

RS re ie ee ne ee 206 
Tue American Suoe Poutsu Co., 1956 S. Troy St., 

SE, DN 4 a Papin ce need canlctden eed 207 

126 December 30, 1922 
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Name of Exhibitor Booth No. 


Henke Basy Suoe Howse, 19 So. Wells St., Chicago, 


IRE) ES ie ee mops oe Car! 208 
Ducan & Hupson Co., Inc., 140 N. Fitzhugh St., 

EE, SU Mv cackehnncukkbanneaieaeaen 209 
Firestone-Aps.tey Russer Co., Hudson, Mass... . 210 
Boor anv SHoe Recorper Pus. Co., 207 South St., 

NR is 5 ad ee a ila se accam 211-212 


Tue Juvenite SHor Corporation, Carthage, Mo. .213-214 
Hetmuoiz SHoe Mere. Co. (H. M. Shoe Co.), Mil- 


A SE ce duh cnindsssbarabevartetatesees« 215 
Grand Rapips SHow Case Co., Grand Rapids, 

DK i6i cheidcanbissetiienaaslnieahennkaye 216-217 
STEINBRECHER Mere. Co., 1311 N. Clark St., Chicago, 

biG hbk ees cebadsenonshte ede canaeea une 218 
Decorative Fixture Co., 1600 S. Jefferson St., 

RS cs ninas ctihabcenneeunane kia 219 
Rustin Bros. Footwear, 149 Wooster St., New York 

SN Sckdngkid-bdieduuswen wan sts tadkehen ase bee 220 
Wa tt, Streeter & Dorie Co., Union St. and 

Dell, North Adams, Mass..................-+: 221 
STANDARD Fett Co., West Alhambra, Calif........ 222 
Mitrorp SuHoe Co., Milford, Mass.............. 223 
Tue Goopyear Tire & Russer Co., Inc. ,Akron, O. 224 
AMERICAN SuoeE Co., 176 Livingston St., Brooklyn, 

DM shwhe one tehia thawed see seesnaearmciuak ss 225 
SHOE AND LEATHER ReEporTER, 166 Essex St., Boston, 

Pkihhabe and cagedinkadewednadsuasceunennss 226 
Tue Suoer Retaiter Co., 166 Essex St., Boston, Mass. 227 


Crossy Cuemicat Co., 25 Atwater St., Detroit, Mich. 228 

K. M. Stone ImporTING Co., 14-16 E. 2nd St., New 
es Ei skkbergscehbdnsnssdeuheeenetes canes 229 

Morris Lapipus, 26 Bleecker St., New York, N. Y. 230 


Cart E. Scumipt & Co., Inc., 454 Macomb St., 

SD, HDs cst cRnceudacncsacedasunee<unasa 231 
Txompson Bros. SHor Co., Summer St., Campello 

Sentiom, Beattie, WAGs oo5.<cvccccescteesasies 232 
A. E. Lrtrie Co., 64 Centre St., Lynn, Mass. (The 

Pe CE 6 on wnneeosceekrcencecngeses hp 233 
Society Map Hosiery Co., Inc., 212 Fifth Ave., 

BONO DOG, Bie bs sd ewetndesvcudsiinesuanevences 234 
Witson Process, Inc., Canadian Pacific Bldg., New 

BOO, Be Bovcdsncwencccdeveereccveresgeeacesae 235 
Boot anp SHoE Recorper Pus. Co., 207 South St., 

ects vcscanccteeenc casks anes nese 236 
FrencH Beapinc & Nove ty Co.,.g22 Locust St., 

PRES Bs oc osccccsccewectbeheradaerens 237 
Franco-AMERICAN Beapinc & Nove tty Co., 914 

Welt De, PROMI, Be wc csccccccsccceces 238 
FREEMAN SHoE Mre. Co., Beloit, Wis............. 239 


M. GucENnHEIM, INc., 362 Fifth Ave., New York, N.Y. 240 
J. P. Smiru Suoe Co., 671 N. Sangamon St., Chicago, 


EE POE oes ene eee ees Pee 241 
J. W. Carrer & Co., Nashville, Tenn............ + 242 
Tue Levie Soe Co., 500 Throop St., Chicago, Ill. . 243 
Nove tty SHoE Co., 32 So. Wells St., Chicago, Ill... 244 
SINSHEIMER Bros. & Co., 215 W. Monroe St., Chi- 

GA ie wisnc che sb s ue ihivehwtb vet wees cedanpes 245 
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Name of Exhibitor Booth No. 

S. Freex.ine & Son, 19 S. Wells St., Chicago, Ill... 246 
Tue Gopine Suoe Co., 833 W. Chicago Ave., Chi- 

NI cis asx asia ciara Riana arain as we eee 247 


J. E. Tirt SHok Co., 512 W. Huron St., Chicago, IIl. 248 
I. Crossman, Inc., 625 W. Jackson Blvd., Chicago, 

ch a sian in ca osdoda oases dd ech alg asker sia cle ea Re 249 
FLorsHEIM SHOE Co., 541 W. Adams St., Chicago, III. 250 
Tue A. S. Kremer Co., 512 W. Monroe St., Chicago, 


Ser ei kes dined int dneekeeiynensssasee cannes 251 
Converse Russer Suoe Co., 618 W. Jackson Blvd., 
NI oie 55. 5 35s he nin ae Gham seein 252 
Seitz, Scuwas & Co., Market and Monroe Sts., 
CD it drdcneckccaudedebien sae haeatnin 253 
H. F. C. Dovenmuen_e & Son, 321 W. Monroe St., 
SL Mc pict ndidhdiacetankes cou Veeses« 254 
Onto Leatuer Co., Girard, O..............00055 255 


Tucker & Hacen, 307 W. Monroe St., Chicago, Ill. 256 
Harper & KirscuTEn SHOE Co., 231 W. Monroe St., 
Sc hnsccneetadioeccbubanesdbeve estes 257 


ANNEX 


Van Raa te Co., Fifth Ave. and 3oth St., New York, 301 
Tue Crawrorp, McGrecor & Cansy Co., Dayton, 


ibhedes chad nbeatedsds basvesthvonspeaners 302 

Linhedeeieteatenteeedsetshesseversouseesheses 303 
Enpicotr, Jounson Corp., Endicott, N. Y...304, 305, 306 
Upuam Bros. Suoe Co., Stoughton, Mass.......... 307-308 
E. A. & M. C. Wirueratt Co., Essex St., Haverhill, 

Pictiedestenccndsnascisecsssosed cacanceunes 309 
NoraseME Hosiery Co., 414 So. Wells St., 

Chicago, Ill. (General Offices and Mills, Venango 

and I Sts., Philadelphia, Pa.)................++- 310 
Unitrep States Russer Co., 1790 Broadway, New 


IT, 312, 313, 314, 315, 316 
Kramer Hosiery Co., 133 So. Wells St., Chicago, Ill. 317 
CrystaL Fixture Co., 263 Monadnock Block, 


GS 6 dds athe cdeds senadas baesseraeesn 318 
A. FreepMan & Sons, Inc., 146 Court St., Brockton, 

PE Casas raesenss oes ceccuhegnecsedes dndene 319 
Goopyrear Russper Co., 380 E. Water St., Mil- 

SINGS chihiin so Sabb emtsskinr Ae «ten 5 he's coun 320 
Dunn & McCartny, Auburn, N. Y............... 321-322 

cadet phi dns retin heksatinins the nen tae Hebe up 323 
B. Aver, 189 Sixth Ave., New York City ........ 324 

(iddthbsaesgupin dhs heads AOEAe i RKee sb tual 325 
Mackey Suoe Co., 21 Hopkins St., Brooklyn, N. Y. 326 
Burson Kwittinc Co., Rockford, Ill.............. 327 
STANDARD SHow Carp Service, Inc., 6433 Raven- 

wed Ame. Chien, Tec. oo ccccnsccccscccccces 340 
Tue Decorators Suppty Co., Archer Ave. and Leo 

ih SIE Sick 60's ba kvbla os cddtobesanvane 341 
Unitep SHoz Macninery Corp., Albany Bldg., 


NN so sianit ba cat ottewinsaenis 343 344, 345, 346 
Barton Mre. Co., 13th and Jackson Sts., Waco, Texas 347 
W. B. Bowen, 926 Crescent PI., Chicago, Ill. (Repre- 

senting Johnson-Baillie Shoe Co., Millersburg, 

Pa., and Bedford Shoe Co., Carlisle, Pa)........ 348 
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(PLANNING STYLE FOR LOCAL DEMAND J 


HERE are many variations and combina- 

tions of shoes. Consideration of the main 

characteristics of each together with the 

knowledge of the principal features of the “‘pattern”’ 

and the parts thereof are essential to shoe design- 
ing. 

There has been so much of hit-or-miss designing 
tha tthe Recorder outlines in these four pages the 
foundation of planning styles for your local 
demand. This is designated to consider the 
normal and steady type of shoes sold in your 
store. The changes and embellishments that can 
be made are here given simply to indicate possibil- 
ities. 

When it comes to novelty footwear, our constant 
suggestion is, ““Buy from the sample as submitted 
by the factory because changes from the original 
conception are liable to be freakish and unprof- 
itable.” 

The Decorative Features 


The shape and outline of the various outer parts 
of the pattern, and the ornamentation thereof, 
by inlays, panels, scroll work, fancy tips, and the 
like, are considerations for the designer. It is 
evident that these parts may have, within certain 
limitations, thousands of varia- 
tions. 

But do not get the idea that all 
that is necessary for successful 
shoe designing is merely the 
ability to sit down and pencil out 
new ways of chopping up leather 
into fancy shapes. From that 
notion spring the “freak” and all 
other shoe lunacy. 

The human foot has no straight 








must lengthen as much as the major fraction of an 
inch at every step; it must bend at the ball at 
every step; its prominent joints and bones must 
not be irritated by seams; its natural lines must 
be approximately followed. 

The successful shoe must be PracticaL; mere 
beauty or originality will not alone suffice. 


First—Be Practical 

It sometimes happens that the more originality 
there is in a new style, the less of either beauty or 
practicality. Look to the practical first; then to 
the intrinsic beauty and good taste; if all is well 
so far, then it will not matter whether the style 
is distinctly original or is made fresh by being a 
revival of some former creation, coming upper- 
most again in-one of the never-ending cycles of 
fashion. 

The features of a style include not only the 
material and pattern, but also the thread and 
stitching, the kind of heel, the thickness and trim 
of sole, the kind of lace or button—every detail 
must be chosen with a view to producing an 
appropriately balanced whole. 

The finer aspects of taste and appropriateness, 
of course, are of most importance in the higher- 
grade shoes; but even a plow shoe 
will sell better (and wear better, 
too) if it is well designed and 
properly balanced in its various 
parts. 

Value of Materials 

The relative value of materials 
is an important consideration. 
The ideal manufactured article 
of any kind is one whose parts 


are properly balanced in cost as 
(Continued on page 132) 





lines; it has no right angles; it 
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Why is it that when six shoes of similar 
man-customer, each ma 
though the fundamentals of the shoes are identical. 
changes in pattern are easily made, 
on. principal item of factory cost being i 


cl room and elsewhere. But these changes make more salable shoes at relatively slight 
icie increase in cost. 
irts 
as 
1. 1928 Dece nber 30, 1922 


quality of leather and findings come before the 
y easily command a different price because of ‘attractiveness 
Style brings that extra price. The 
for most factories possess all these supplies—the 
n “overhead” due to slower movement in stitching 
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To This Basic Shoe -—May Be Added ” 
the Same Ideas as -~Are Shown on the 
Previous Page of —Men’s Shoes, for 
«Most Factories Have Such Patterns 
on Hand. In Women’s Shoes There Is 


a «Much Broader Field for Embel- 


lishment. 
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There is nothing in the world that makes smarter looking shoes than diversity of material, 
and to that end we have taken the basic shoe above and have shown that by contrasting leathers, 
kid and calf, patent and suede, that it is possible to get color tip, eyelet stay and outer counter 
pocket or any one of the multitude of foxings, collars and novelty patterns that might be pos- 
sible in a season. 





In the new scheme of things when indi- 
viduality in style means much, learn to vary 
your order but preserve the fit of the last and 
the height and pitch of the heel. 





The merchant's knowledge of the adaptability of the factory with which he does business permits him to do business profitably 
by realizing the advantages or limitations of pattern changes possible in that factory. Would it not be a good idea for a factory to 
send out a special sheet illustrating the typical foxings, quarters, panels, lace stays and such regular designs as have proven successful 
in the past so as to put in the hands of the merchants, ideas to stimulate his opportunity for selling smart shoes? On the very newest 
types of footwear, the merchant sticks to a pattern and diversifies his materials, but on a steady oxford style he looks for clever features. 





VY = Br oe ume 
close or wide with fudge 


wheel or stitching aloft. 





Heels may be of different shapes and sizes but they 
should be according to the pitch of the last. It may be 
finished in the same color as the quarter or may take 
the covering of the forepart. 





Oftentimes the knowledge of toe punch possessed by a factory has meant the creation of a smart oxford. 
It is the little details that make perfection in shoe making. 
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Change of upper pattern 
given the Russian boot. 
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Shoes for little girls now fol- 










thought was given to style, the A Child's — low “| closely — 
emphasis was placed upon the +. ET: -_— fashions ‘or women and straps, 
last in children’s footwear. The Plain High e ' Colonials, pumps and cut-out 
last problem now solved, look Cut Bal. i oxfords have appeared. 
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Contrast whole vamp Two grains of leather Fancy collar, toe and 
and upper. used. heel. 


Use of the short winged Many"trimmings pos- 
tip. sible in boots. 


Children have begun to appreciate the different leathers because of the variety of style they give. 


exe Ry a . 


aA} 


* 
oe 

o 
ogh? 





In bottomirig of children’s shoes, the rubber sole and heel have been developed 
in remarkable speed. The bottom stitching, either channel or aloft, can, make 
several changes. When it comes to the linings, much can be done. Cloth can be 
fancy or plain with leather eyelet stay and top bands of different widths. It is 
possible to doll up children’s shoes to the increased salability of them. 
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Many merchants and manufacturers have not 
realized the possibilities that can be obtained through 
stitchings and perforations. There are so many 
harmonious and artistic possibilities in the use of 
colored threads, one, two and three stitchings, regu- 
lar and fancy perforations, that they are worth 
developing. 
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Planning Style for Local Demand 
(Continued from page 128) 
well as wearing quality. To select a fine grade of 
leather is a misuse of good material. 

If the shoe is to be a high-grade article then its 
outsole, counter, lining and all fittings should be 
of high grade as well as the upper. The scale of 
quality should be consistent throughout. And if 
a cheap shoe is to be made, then cheaper ma- 
terials should be used all the way through it. 

This is an important consideration in the pro- 
duction of all kinds and classes of shoes. The 
correct proportioning of the detailed items of the 
cost sheet of a shoe style often spells the difference 
between success and failure, from the standpoint 
of economy and satisfaction. Every separate 
detail and item which goes to make up a shoe is 
subject to variations in quality and consequent 
market value in cost. There is need of the exer- 
cise of a high degree of skill in selecting these 
qualities in cost, whether for a high-grade shoe or 
low-grade shoe. 





What to Take with You to the 
N.S. R. A. Convention 


The merchants of the country, in order to get 
the full benefit from the service which the Bureau 
is giving, should take with them a table showing 
their operating expenses made out according to 
the form presented on Page 112; for the Har- 
vard Bureau is putting all of its facts before the 
merchants and does not wish to work in the dark 





PH G 
——— 


—the staff from Cambridge has moved to the 
Chicago convention to act as expert consultants 
and to diagnose each case individually. Every 
merchant’s problem will be considered as strictly 
confidential—in fact, “Confidential” is one of 
the slogans of the Bureau, and in its 12 years of 
operation it can be positively stated that not one 
instance can be found where it has attached a 
name to any statement of operating expenses 
presented, or in any other way violated the con- 
fidence of the merchant. In cases where the 
volume of business and items of expense might 
possibly be identified with a particular store, the 
Bureau makes up a composite statement from 
two or three stores. As an illustration, the big 
charts which adorn the walls of the Chicago Con- 
vention Harvard Bureau booth are made out 
according to a composite analysis, which presents 
the actual figures, but destroys the identity of the 
merchants connected with same. 

Make a classification of your store’s operating 
expenses. Go right to it. How do you figure 
your stock turn? How does your stock turn 
compare with that of other stores? Many mer- 
chants do not know the first principle of mer- 
chandising—how to figure mark-up; they do not 
know that it should be figured on selling instead 
of cost prices. They do not know how to figure 
percentage of operating expenses—whether they 
should base it on gross or net, selling or cost. 
Are you sure that you have every item of expense 
in your table of operating expenses? That is the 
important point. Take it up with the Harvard 


Bureau at the Coliseum at Chicago. 


FOURTEEN ADVISORS FROM THE HARVARD BUREAU OF BUSINESS RESEARCH 











They will be in attendance at the Coliseum at Chicago. From left to right they are: D. W. Malott, H. F. Gould, K. S. Boardman, B. B. 
Smith, C. D. La Follette, C. E. Fraser, Melvin T. Copeland, Director of Bureau of Business Research; V. A. Hower, H. A. Sasserno, F. 
S. Reed, G. Keehn, J. C. Baker, D. N. Trimble and R. Lennihan. 
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MISS L 
Fashion Expert of Paris Style 
Service of the “Boot and Shoe 
Rec order” 


LEBRUN 





The magnificent sweep from the Arc de Triomphe commands the Grandes Boule- 
vards of the Style Center of the World 





MISS L. HUBBARD 


Chief of Paris Style Service of 
“Boot and Shoe Recorder” 





They See Style Blossom and Unfold 


To Grow Into Something That Gives Life to Business and ‘Pleasure to 


hGllions 


HE great secret of France is the vivid, 

colorful, human life which flows like a gay 

carnival through it, bringing both style and 
inspiration and creating for the world a sort of 
fountain head for ideas. 

The Recorder has been indeed fortunate in hav- 
ing organized prior to the war in conjunction 
with the Dry Economist, a Paris Style 
Service to interpret to the world fashions in dress 


Goo 1s 


and footwear. 

The young ladies whose pictures are on this 
page and whose work and pleasure it is to study, 
analyze and picture the true trend of fashion, 
have had long and delightful experience at the 
French capital. One of the prime reasons they 
are able to get at the very heart of a style to see 
it blossom and unfold and to grow into some- 


thing that gives life to business and pleasure to’ 


millions of people is that these ladies, one born 
in America and one born in France, have the full 
confidence of Parisian couturiers and designers. 
They were very courageous in sticking to their 
labors on the top floor of the magnificent building 
at 2 Rue des Italiens during the war when bombs 
and big shells were making day and night hideous. 
First in Style Prediction 
The sentimental Frenchman does not forget 
such fortitude and spirit. When Everit B. Ter- 
hune and Arthur D. Anderson of the Recorder 
visited Paris three years ago, they were reminded 
many times of the deep affection and regard that 
the merchants, manufacturers and fashion people 
of Paris had for these young ladies. 
Because of that friendship it was possible for 
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of ‘People 


the Recorder to be first to bring to America the 
vogue for patent leather and the vogue of straps 
just at a time when business was purging itself 
of over-stocks, and needed something to stimulate 
public attention in fashions in footwear. It has 
been possible since that time to furnish leading 
manufacturers in this country with the very latest 
Paris fashions in footwear based on authentic 
sources of information. 

The Recorder has had such confidence in the 
style information coming out of the European 
department managed by Miss Hubbard, that it 
has been infallable to date in predicting style 
changes months in advance of the popular appear- 
ance here. 


Held to “Good Taste’ 


So many of the fashion magazines deal in exotic 
and freakish types of footwear and give such 
colorful flavor to their reports that the average 
American imagines that everybody in Paris is a 
Wild Dervisher on style, and that good taste is 
conspicuous by its absence. Such is not true by 
any manner of means, for we have proven time 
and time again that good taste in footwear can 
be discovered by a careful study of the trend of 
fashion; a throwing aside of the freakish first 
attempts of designers, a study of custom-made 
footwear—until as you get into the subject you 
finally reach the heart of the style. It is that 
inner soul of fashion in color and garments that 
is revealed in the Dry Goods Economist and in 
companion to it in the Recorder the harmonious 
creation of footwear so as to make the “tout 
ensemble” complete. 
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Every Woman to be Individually 
Distinctive 


As far as skirt lengths are concerned, for street wear, these still remain 
from six to seven inches off the ground. The long skirt covering the ankle is 
endorsed for afternoon wear only. 

In colors for spring, brown still holds its own, notably in the fashionable 
shades of blonde and shell, which are really warm golden shades of champagne. 

Green, in the vivid shades of grass, emerald and apple, is also quite exten- 
sively used, not only as a trimming on black or on navy, but for entire garments. 

Black for street and house wear is endorsed by Fenny to the exclusion 
of all colors, but the black costumes are invariably relieved by a trimming of 
brilliant multi-colored embroidery. 

The combination of a dull crepe with a brilliant satin crepe is one of the 
most marked notes for spring gowns for either street or house wear. This 
fashion in garments for the combination of a dull and a brilliant finished 
satin has had a direct influence on shoe styles, and suede and patent leather 
in brown or in color are now shown by the leading boot makers, and are worn 
by the fashionably dressed women. 

















Sketches in color and 
accurately drawn 
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Wag) Parisians who still continue to wear beige colored stockings 


What Paris Says in Footwear 


An unusually, big season for white is predicted here by the dressmakers. 
That the all-white shoe will be fashionable is an established fact, but there is 
a big and continued demand for white models with a colored trim, such as 
violet, green, scarlet, and even yellow. Although numerous models i in white 
glaze kid are being shown for the summer season, preference as a whole is 
given rather to white suede and buckskin. 

For evening wear, metal brocades still hold the lead. 

Even for evening wear, the colored glaze kid is being pushed, and_ Hell- 
stern has madeffor Madame Vera Sergine, who is acting in a new play at the 
Theatre Antoine, yellow glaze kid high-heeled sandals for 
wear with an afternoon dress in georgette of the same 
color. These sandals are worn with stockings in the same 
shade. 

This style of stocking and shoe worn to match the dress 
has been pushed for the last two seasons by the bootmakers 
here, but up until now, although this combination has been 
worn many times on the stage by some of the smartest 
actresses, it has not been taken up by the well-dressed 


in very light shades with black or with brown low shoes. 


Original sketches as they 
came from our 
Paris Style Service 
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Style — How and Where Does It Originate ? 


How Does It Expand? And How Is It 


Made the “Going Thing”? 


HAKESPEARE—or was it Bacon or some 

one else just as good?—says style is like a 

circle on the surface of a body of water which 
widens and widens until it disappears. 

Professor W. R. Lethaby, who has a title, says 
in the London Mercury that style is a museum 
name for a phase of past art. 

We like Shakespeare’s definition better, al- 
though with apologies to both of the foregoing 
authorities we may say that the Yankee ver- 
nacular for style is, “the going thing.” 


Where Styles Originate 


In dress, style is the going or accepted thing 
since its center is everywhere, its circumference 
nowhere, and the same may be said of its source. 

Styles in women’s dress originate in the’creative 
minds of artists, tailors, dressmakers, manufac- 
turers of fabrics and so on. Expansion comes 
from their adaptation by Royalty, stage favorites, 
screen stars, women of wealth and in a larger way 
by “women’s pages” in daily, weekly and monthly 
papers, magazines for women, balls, afternoon 
teas and every function, civic and religious, where 
women gather to see and be seen. 


From an Artistic Atmosphere 


Inasmuch as the French capital is both a style 
arid a fashion center, ambitious artists seek a 
residence in Paris to live in an artistic atmosphere. 

The Louvre, once the home of. a luxury- 
loving French king, is now a repository of all that 
is precious and rare in art. In fact it is said that 
much of the art treasures in the Louvre is nothing 
more than the loot of the Napoleonic wars. 

Many of the widely accepted styles in women’s 
dress are originated by artists. First they visit 


the various repositories of historic art and dress, 
note style tendencies in attire, give attention to 
the dress of people living in countries assuming a 
new place in the politics of the world, and are thus 
either looked at, talked or written about. 


* Style from Sketches 


The next step is to make sketches in color, 
comprising adaptations from what they have 
seen, all being crystallized into a new creation 
representing a step in advance or different from 
styles already accepted. 

These sketches are shown to dressmakers who 
have at least four openings annually for customers 
who require frequent changes in dress; not infre- 
quently many of these sketches are accepted and 
the salient features modified or intensified. 


The Expansion of Style 


In no other country does the spring outings 
and race meets reach such a high level of success 
as in France. The French dearly love the excite- 
ment incident to races and gather in large num- 
bers at all important meets. 

Naturally dressmakers interested in promoting 
new styles send out beautifully dressed mani- 
kins to exploit new creations. Moreover they 
attend in person to see styles the other houses 
are showing and to note styles adapted by the 
nobility or by stage favorites noted for taste in 
dress. 

Quite often a dressmaker of note adopts a color 
many degrees removed from the sort in general 
use. The first season it is taken up by the exclu- 
sives and the following season the color finds 
general adoption and the same is true of silhouettes 
and of weaves or fabrics. 
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When You Go To Paris Make Your Headquarters 
At Our Paris 









Office 


2 Rue Des Italiens 






Cor. Boulevard ges /talens 
ond Rue des Jteliens~ 





Business Office ~ 


Receotiort OFFice ~ 
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The Complete Wardrobe and 
then some FOR STYLE 


Boudoir slippers start the stylish 


Retty Compson of Paramount Pic 


tures ready to start the day 


Priscilla Dean, a Universal-Jewel 


Star, ready for shopping 


Maude George, a Universal leading 


lady, makes a morning call 


The flapper has not gone for the 
selling of stvie—long may she 


remain 
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is S 
for is Style 


HAT do we mean, exactly, when we refer to certain 
types of apparel for either men or women as being 
“the style’’? . 

Webster, among other definitions, catalogues Style as 
“Fashion.” Turning to fashion we find one definition is “Con- ° 
ventional custom of usage, especially in dress.’’» Fashionable is 
defined as “According to the prevailing mode; made in accord- 
ance with the fashion of the day.” 

Style, then, generally speaking, is a term used to designate 
the types of garments, for either men or women, that have in 
any given season received the widespread approval of well- 
dressed individuals of either sex. 

With style the great problem of the year 1923, the Recorder 
has asked representative merchants in all parts of the country 
to crystallize the trade opinion as to “what is style?”’—can it be 
steadied and what relation has it to good taste? These telegrams 
reveal a profound knowledge of the subject—STYLE. 


A Farce—Without Style 


Style is fashion or mode. Style is created, not made. A 
manufacturer can make a pair of shoes and yet that individual 
shoe may lack style or class. Style dominates the shoe business 
today and without style it would be a farce. Styles for next 
vear can be steadied some when a good style or pattern is created. 
Give the retailers an opportunity to sell a few pairs before an- 
other style is introduced.—Milo 4. Slade, Des Moines, lowa. 
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First Spring Styles for mid-day wear 


The long silk skirt makes the satin cross strap 
attractive 


All patent in a cut-out oxford is worn by Marian 
Davies, Cosmopolitan Productions 


Early sport garb as might be seen at Palm Beach. 
The Colonial is very fitting for an ornate dress 


Very new for Southern resort wear—a little 
tongue pump for footwear 
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Style—Tell Public About Yours 


Style is a distinctive manner of expression -of fashionable 
apparel created by the innate desire of a people for beauty and 
newness. Styles cannot and should not be steadied by the retail 
merchant for he should always supply public demand. Good 
taste always selects styles according to dress and place, and 
every live merchant should inform his public through his adver- 
tisements of the appropriateness of his shoes.—Will 4. Knight, 
Portland, Ore. 


Style—a Gradual Evolution 


Shoe style is the fashion most adaptable and popular for the 
costume of the moment. Very seldom created but comes through 
a process of gradual evolution. Should be encouraged rather 
than steadied, it being the stimulus for volume business. Good 
taste is the safety valve’on style evolution.—/. Katschinski, San 
Francisco, California. 


Style—Regulate the Flow 


Style is the evolution of the custom governing wearing ap- 
parel. It is created by designers and pattern makers, but made 
possible by the random desire of many to possess articles in 
harmony with those worn by others. Curtailing number of 
patterns to each manufacturer will steady styles. A regulated 
output of new patterns will maintain a constant source of new 
ideas without previous killing of styles on hand. Also it would 
prevent a jaded condition of stock, thus keeping public interest 
constantly alive rather than having periodic orgies followed by 
periods of monotonous sameness. To be pleasurable and profit- 
able a style must have a sufficient run. This is only made pos- 
sible by the style being in good taste as to fitting qualities, com- 
binations of materials and harmonic blending with other articles 
worn.—Hofheimer Bros. 8 Company, Norfolk, Va. 
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American Women have taken to Sport and 
Sport Clothes 


For the girl who goes in the sport Gallery— 
suede and calf oxfords 


Golf has made distinctive the dress and shoes of 


women 


More skating boots have been sold this season 
than in years 


Riding boots are in style continually—profitably 


too 


All sorts of bathing slippers should be sold in 
shoe stores—not drug stores 
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Style—Courage of Merchant on His Purchases 


Style situation is likened unto a great mechanical invention. 
The idea is created by some one; it is developed and is improved 
upon from time to time by others. Do not believe style can be 
steadied but a retailer should have the courage of his convictions 
and carry what he thinks is good taste and in general keeping 
with tendencies of the times. Manufacturer and retailer are going 
to force all the business they can through the medium of style 
development for it makes extra business. Good.taste is the most 
important factor in style selections. Customers enjoy wearing 
shoes that improve the appearance of their feet.—The H. M. & 
R. Shoe Co., Toledo, Ohio. 


Style—Wants Definite Periods 


Style is something new and appealing, with some merit.’ In 
most cases style is created by small manufacturers who haven’t 
too many orders. Style can only be steadied and made useful 
to shoe industry by drastic action of the National Shoe Retailers’ 
Association in defining periods when new styles shall be presented 
to members. Good taste, or pleasurable style has nothing to do 
with it. If the woman thinks it is stylish it will be profitable.— 
W. 8S. Byck, Atlanta, Ga. 


Style—Is Public Opinion 


Style is the epitomizing of public opinion. Style is created 
by a reflex action of public, plus the ability of retailers to express 
it. Depends upon locality so do strive for a happy medium for 
Philadelphia. Any style to be profitable must be in good taste 
and fit.—George N. Geuting, Philadelphia, Pa. 


Style—More Pairs Bought 


Style is that part or feature of shoes and clothes which makes 
them more than covering or protection or necessity, it is the part 
that adorns and makes you glad and gives you pleasure in the 
wearing. Style footwear is very useful to shoe industry for it 
causes many more pairs to be sold. People are accustomed now 
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to have styles of shoes for each occasion and the wardrobe of any 
well dressed person today would not be complete without the 
proper styles of shoes. T hey are alike profitable to the consumer 
and shoe industry. What we would like would be more carefully 
selected style of good lasts in men’s, women’s and children’s 
footwear—Stevens Shoe Store. Ottumwa, Iowa. 


Stvle—from Melting Pot of Suggestion 


Some one said style was that subtle appeal of beauty which 


creates a desire to possess. It arises from the melting pot of 


suggestion to satisfy that craving for different, newer beauty 
angles—the homage artists pay to the eternal feminine. Wisely 
directed becomes our greatest force to a more-pair selling pro- 
gram. Appropriate styles for the — is the foundation to 
build for increased pairs in 192 . E. Brelsford. Topeka, 
Kansas. 

Stvle—in Good Taste 


Style is highly fashionable and is created by keen minds in large 
cities. Style cannot be steadied for some time, and will be the 
chief element in the business of 1923. The characteristic of profi- 
table and pleasurable styles is good taste and right selections.— 
Harry A. Drachman Shoe Co. Tucson, Ariz. 


Style—Many Winds Influence Creation 


Style is that which is accepted as fashionable. Newness and 
unexpectedness enter into it. When these characteristics win a 
following, that 1s style. Many minds influence style creation. 
But style in footwear originates with designers in certain fac- 
tories producing highest quality shoes. It is copied widely until 
it becomes common; then it is style no longer. Style cannot be 
charted and standardized, but because it will surely play a chief 
part in shoe business this Spring, we ought to study it. Especially 
since, while it takes popularity to make style, not everything that 
is popular is good style. Good style is determined by a standard set 
up by women of taste and discrimination. If we, as ‘shoe merchants, 
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Who's Who 


Slippers have returned to utility 
through style 


Charles’ Ray—regular fellow 
and movie star—goes to spats 
and block grained shoes 


You know he is well shod, 
Herbert Rawlinson, Universal 
Picture 








Well groomed for golf—shoes in 


keeping 


Matt Moore, a Universal leader 


good evening 


Recently the Prince of the 
Wales neglected to close the 
lower button of his vest and since 
that time dudes everywhere fol- 
low suit. Thus the style of leaving 
the vest unbuttoned originated 
by a negligent Prince and the 
style became established through- 
out the world 
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hal ig, Sole 


The best-dressed man, as aistinguished 
from the merely well-dressed man, sees to it 
that his clothes “belong.” He doesn’t dress 
for golf as though he were faring forth to 
play tennis, nor step aboard a bobbing deck 
in the get-up of a landlubber, nor wear 
white buck shoes with rubber soles in town, 
nor affect a yachting cap off the yacht. 
Appropriateness is the big thing. 


discover and appreciate this standard, we can do a profitable business 
in this coming year on good style. Discarding everything fantasti- 
cal and monstrous, and presenting new things beautiful and at- 
tractive in line, color, material and craftsmanship.—O. K. Yohn- 
son, Wm. Eastwood & Co., Rochester, N. Y. 





Style—Created by Customer 


In my opinion style is something that the public demands and 
will buy regardless of costs, no matter what it looks like. I think 
a great many styles are created by the customers who convey to 
the dealer what they want and he passes it along to the manu- 
facturer. I think the best way style can be steadied is by not 
having it too freakish. I think a good many people forget good 
taste and wear shoes that are not suitable for the occasion or 
profitable to them.—T. Henry Black. Portland, Maine. 
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Manufacturers’ Convention to Follow 
that of N, S. R. A. 


HE nineteenth annual convention of the 
National Boot and Shoe Manufacturers’ 


Association will be held at the Hotel Astor, 
New York City, January 16-17, 1923. 

Arrangements are being made for a program to 
cover the two-day business session which ought 
to produce good results and make the Convention 
a success as well as contribute toward strengthen- 
ing the Association in its efforts to put forth 
constructive work during the year 1923. 

The first day session will start at 10:00 a.m. 
January 16th and continue throughout the day 
with luncheon at 1:00 p.m. 

The second day session will begin at the same 
hour on the following day with luncheon at 1:00 

.m. 
The Banquet will occur on the evening of the 
second day—Wednesday—at 7:00 
p-m., preceded by a Reception 
at 6:30. p.m. Speakers with 
national reputations have been 
secured for the occasion. 

Every member is being urged 
to attend this Convention in order 
to get the benefit of the talks on 
subjects of vital importance to 
the Industry, and to mingle with 
his friends, exchanging views and 
in many other ways adding to the 
success of the Convention. 

The first day session will begin 
at 10 o’clock in the morning and 
continue throughout the day with 
luncheon at 1 p.m. The second 
day’s session will be the same with 
the annual banquet at 7 in the 
evening. 

The roster of officers and direc- 
tors of the association is as follows: 





J. DUDLEY SMITH 


Secretary of National Boot and Shoe 
Manufacturers’ Association 


President: Frank R. Briggs, Boston, Mass.; Thos. 
G. Plant Co. 

Vice-Presidents: Charles H. Jones, Whitman, 
Mass., Commonwealth Shoe & Leather Co.; John 
R. Garside, Long Island City, N. Y., A. Garside & 
Sons; Elmer J. Bliss, Boston, Mass:, Regal Shoe 
Co.; John C. McKeon, Philadelphia, Pa., Laird, 
Schober & Co. 

Honorary Vice-Presidents: Hon. Aaron S. 
Kreider, Annville, Pa:, The A. S. Kreider Co., 
Hon. John S. Kent, Brockton, Mass., M. A. 
Packard Co.; Edgar P. Reed, Rochester, N. Y., 
E. P. Reed & Co.; J. Franklin McElwain, Boston, 
Mass. 

Honorary Secretary: Sol Wile, Rochester, N. Y. 

Treasurer: Herbert P. Gleason, Newark, N. J., 
Johnston & Murphy. 

Secretary: J. Dudley Smith, 
New York, N. Y. 

Directors: A. N. Blake, Lynn, 
Mass., Watson Shoe Co.; Hovey 
E. Slayton, Manchester, N. H., 
F. M. Hoyt Shoe Co.; A. J. Sweet, 
Auburn, Me., Lunn & Sweet Shoe 
Co.; Mark W. Selby, Portsmouth, 
O., Selby Shoe Co.; Herman E. 
Lewis, Haverhill, Mass., Herman 
E. Lewis; F. A. Miller, Columbus, 
O., H. C. Godman Co.; John G. 
Holters, Cincinnati, O., The Hol- 
ters Company; A. M. Creighton, 
Lynn, Mass., A. M. Creighton; 
Frank S. Farnum, Brockton, 
Mass., Churchill & Alden Co.; 
Robert E. Smith, Chicago, IIl., 
J. P. Smith Shoe Co.; Herbert T. 
Drake, Rockland, Mass., Emerson 
Shoe’ Co.; Frank C. Rand, St. 


(Continued on page 148) 
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FRANK B. KING 
PRESIDENT 
National Shoe Travelers’ Association 
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FRANK J. WEBER 
First Vice-President of the N.S.T.A. 


GEORGE E. HARRISON 
President of the Shoe Travelers 
Association of Chicago 








THOMAS A. DELANY 
Secretary of the N. 8. T. A. 


DAVE DAVIS 
Treasurer of the N.S.T.A. 


What the Shoe Travelers Are Going to Do 


HE coming convention of the N.S.T.A., 

scheduled for the Hotel Sherman, Chicago, 

January 4-7,will bea most constructive one. 
Its keynote will be “The Lessening of the Griev- 
ances of the Traveling Shoe Salesmen.” 

The Chicago Shoe Travelers’ Association, with 
President George E. Harrison at the head, wil! act 
as hosts to the boys and their guests, and are at 
work on a program and entertainment features 
which promise to be the best ever. 

On January 4, at 9 A.M., the meeting of the 
board of directors, composed of the president of 
all affiliated associations, will take: place and will 
extend throughout the entire day. On January 
s,atg A.M., the Twelfth Annual Convention of the 
N.S.T.A. will officially open, with President 
Frank B. King presiding. An address of welcome 
will be made by Mayor Thompson of Chicago. 
The regular convention business will be trans- 
acted with reports of the various committees on 
publicity, railroads, educational, transfer and 
baggage committee, legislation and hotel com- 
mittee, and some very important matters to come 
up for discussion. 

In the new business to be 


will be attended by 400 delegates and invited 
guests. 

Among those who have been invited to address 
the brilliant assembly are: 

George B. Christian, -Jr., Secretary to the 
President of the United States; Senator Henry 
Cabot Lodge; and Commissioner Frederick I. 
Cox, member of the Interstate Commerce Com- 
mission. 

Among the guests will be: 

Herbert T. Drake, President and Thomas F. 
Anderson, Secretary of the New England Shoe 
and Leather Association; Frank R. Briggs, Presi- 
dent and J«Dudley Smith, Secretary of the National 
Boot and Shoe Manufacturers’ Association; C. K. 
Chisholm, President and G. M. Spangler, Secretary 
of the National Shoe Retailers’ Association; H. A. 
Wendt, President and R. E. Booth, Secretary of 
the Chicago Shoe Trades Association; Harry I. 
Thayer, President and Edward A. Brand, Secre- 
tary, of the Tanners’ Council; H. L. Ware, Sec- 
retary of the Association of Commerce, Chicago; 
W. H. Pickett, of the Brown Shoe Co., St. Louis; 
A. J. Ehlers, President and George A. Knapp, 

Secretary, National Shoe Find- 








discussed, welfare work will be 
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stressed. There will be ad- 
dresses by speakers of promi- 
nence and the convention will 
continue right up until the 
afternoon of January 6. 

On the evening of January 7, 
the crowning event of the con- 
vention will take place in the 
form of a banquet at the Hotel 
Sherman, which it is expected 
will be the largest in the his- 
tory of the association and 
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BATTLES WON IN 1g22 
Interchangeable mileage. 

Unity of action of allied shoe trades. 
Strength through quality membership. 
Recognition by manufacturers of 


N. S. T. A.’s style ideas. 


Recognition by manufacturers of 


N. S. T. A. as reliable endorsers of 
salesmen. 


Settlement of all disputes through 


arbitration. 


Elimination of many hotel grievances 


and baggage hindrances. 

















President and Louis M. Tay- 
lor, Secretary, National Shoe 
Wholesalers’ Association; Ira 
F. Libby, President, David 
Clink, Secretary, and Robert 
Sweitzer, of the International 
Federation of Commercial 
Travelers’ Organizations; 
Everit B. Terhune, and staff 
of the Boot and Shoe Recorder; 
James H. Stone, and staff of 
The Shoe Retailer. 
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What They Are Wearing 
Is Told by Cities from 
Coast to Coast 
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| From Coast to Coast 
| Style all the While — 





is Pi@ee, Main Streets Everywhere 
Help make style ~ 
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The merchant who travels to the big cities, whether they are on coast or coast or in between, learns 
much on style. The styles of shoes in cities have changed materially in the past three years. The 
automobile has been a big factor in bringing about lighter weight footwear for women. 


Manufacturers’ Convention to, Follow 


That of NS.RA. 


| (Continued from page 145) 


Louis, Mo., International Shoe Co.; Emil Weil, 
Brooklyn, N. Y., S. Weil & Co., Inc.; Frank Payne, 
Millersburg, Pa., Johnson- Baillie Shoe Co.; Robert 
Wise, Cincinnati, O., The Robert Wise Co: Ray- 
mond P. Morse, Brooklyn, N. Y., Morse & Burt 
Co., Inc.; Fred L. Emerece, Auburn, N. Y., Dunn 
& McCarthy; Henry W. Cook, Syracuse, N. xe 

A. E. Nettleton Co.: ; John A. Bush, St. Louis, Mo., 
The Brown Shoe Co.; R. P. Hazzard, Gardiner, 
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Me., R. P. Hazzard Co.; .JohnW. Craddock, Lynch- 
burg, Va., Craddock- Terry Shoe Co.; Oliver E. 
DeRidder, Rochester, N. Y., E. P.: Reed & Co.; 
Milton S. Florsheim, Chicago, IIl., Florsheim Shoe 
Co.; Walter J. Booth, Milwaukee, Wis., Weyen- 
berg Shoe Mfg. Co.; Perley G. Flint, Brockton, 
Mass. ss Field & Flint Ca: ; Frank X. Kelly, Roches- 
ter, N. Y., John Kelly, Inc.; Harold C. Keith, 
cenit ‘Mass., George E. Keith Co. 

Councillors and Delegates to the Chamber of 
Commerce of the United States of America: Hon. 
A. S. Kreider, Annville, Pa., The A. S. Kreider Co.; 
J. Franklin McElwain, Boston, Mass. 
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Schmidt's Caramel Brown 
for the Autumn and Winter Season 


Carl E. Schmidt & (0. Inc. 


Detroit, Michigan 


“Yanners of the 
Schmidt Calf Leathers 


ST) sees 
Fils xy © = =) 
. . 
D> MS ae 
e> 2 
> to 
= et 


i 


=) 








ee, * 
) 


ae, 


She original aniline dyed R 


4 


Schmidt Calf feathers |#s 
f Se 


g 
. 


chrome calf leathers 
Successfully and continually a 
aniline dyed for twenty~ 
fwe years 


Gvery skin guaranteed full 
grain. Not one skin 
snuffed or corrected 
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Janners of the Schmidt Calf Leathers 
Detroit, Michigan ~-Boston,.Mass. 


Representatives 
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NATIONAL PARK 


REG. U.S. PAT. OFF. 


HIKING BOOTS*eOXFORDS 
YEAR ROUND WEA 




















"Well Dressed Girls Wear Jhem” 




















PS 
The Highest Grade and Best Hiking Boots and Oxfords. 
On display at 


Supplement to 
The Boot and Shoe Recorder SRE A, Se eer a SS 
Booths 213-214 Coliseum 
December 30, 1922 and at the 


BLACKSTONE HOTEL 
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Every girl or woman who enjoys the great’ outdoors is a “prospective 
purchaser of National Park Hiking Boots or Oxfords for — 


There is no other footwear of this type that is so perfectly suited to . 
each individual use. 

The woman who golfs, hunts, camps, fishes, tramps or rides, demands 
a shoe that gives perfect comfort and satisfaction under any or all of © 
these conditions. 


Nor is this all for she also demands that the shoe becomes the feet — 
beconie a part of attractive outdoor costuming. 


Both the knowledge of the expectations of a shoe of this kind and a 
knowledge of what is the fitting style for the purpose is necessary if the 
footwear is to satisfy both the mind and the eye. 


_National’Park Hiking Boots and Oxfords are made by master-craftsmen 
who design for use and for style. 


“All styles carried in stock. .Terms 2% — 10 days 


Original photographs posed by Peggy Fitzgerald, o collaboration 
with De Denver Teasriet & Publicity reau and W. W. Wiswall, 
Grand Lake, Colo. Costumes by Marshall Field & Company. 
Executed by RECORDER Studios. 


Copyright 1922, The Juvenile Shoe Corporation 
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—(In Stock, Carthage. Mo.) 
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2%two8 AtoD $4.00 


STYLE 60549.—(In Stock, Carthage. Mo.) 
Same as above, except made with Black Eric Grain Calf, golf apron, tip and backstay. 


YEAR ROUND WEAR 


STYLE 61549. 
Stitched around heel seat, soft cap, golf lace bal oxford. Goodyear welt, Last 50. 


Smoked Bearhide vamp an 
and backstay. Perforated an 
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STYLE 60553.—(In Stock, Carthage, Mo.) 


Smoked Bearhide vamp and quarter. Black Eric Grain Calf, golf apron and back- 
stay. Dryden Sport Sole and Spring Heel, stitched around heel seat, four rows 
stitching on golf and backstay; soft plain toe, golf blucher, Goodyear welt, Last 50. 


2%w8s AtwoD $4.00. 


STYLE 61553.— (In Stock, Carthage, Mo.) 


Same as above, except made of Mahogany Eric Grain Calf, golf apron and 
backstay 
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STYLE 61546.—(In Stock, Carthage, Mo.) 


Smoked Bearhide vamp and quarter. Mahogany Eric Grain Calf, overlapped golf 
apron. Swing tip and backstay, perforated. ft toe, Dryden Sport Sole and Heel, 
stitched around heel seat, lace golf oxford. Goodyear welt, Last 50. 

2%t0o8 AtoD $4.00. 


STYLE 60546.—(In Stock, Carthage, Mo.) 
Some as above, except made with Black Eric Grain Calf, golf apron, tip and 
stay. 
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STYLE 16300.—(In Stock, Carthage, Mo.) 


Fine soft Mahogany Bearhide, gusset tongue, soft cap toe, leather sole and heel, 
lace blucher oxford, Goodyear welt, Last 20. 


2%to8 AtoD $4.00. 





















vu 
I eee 


| NATIONAL PARK | 


AEG. US PAT OFF. 


HIKING BOOTS~*OXxFORDS | 6 
| YEAR ROUND WEAR 


a 
Kg 





¢c 





el 


(4 





a 








a > 


A 
el 





STYLE 20500.—(In Stock, Carthage, Mo.) 
Fine soft smoked Bearhide, gusset tongue, soft cap toe, leather sole and heel, lace 
blucher oxford, Goodyear welt, Last 50. 
2%tw8 AtoD $4.00 


STYLE 16500.—(In Stock, Carthage, Mo.) 
Same as above, except made of Mahogany Bearhide. 


STYLE 31500.—(In Stock, Carthage, Mo.) 
Same as above, except made of Mahogany Eric Grain Calf. 
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STYLE 33504.—(In Stock, Carthage, Mo.) 


Black Eric Grain Calf, gusset tongue, soft plain toe, leather sole and heel, lace 
blucher oxford. Goodyear welt, Last 50 


2%tw8 AtoD $4.00 
STYLE 31504.—(In Stock, Carthage, Mo.) 


Same as above except made of Mahogany Eric Grain Calf. 
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STYLE 16302.—(In Stock, Carthage, Mo.) 


Fine soft Mahogany Bearhide, gusset tongue, soft Moccasin toe, leather sole and 
heel, lace blucher oxford, Goodyear welt, Last 20. 
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STYLE 16305.—(In Stock, Carthage, Mo.) 


Fine soft Mahogany Bearhide, Regulation 8” Skating Boot with strap from heel 
over instep, leather sole and heel, Goodyear welt, Last 20. 


2%to 8 AtoD $5.00 


STYLE 33305.—(in Stock, Carthage, Mo.) 
Same as above except made of Black Eric Grain Calf. 
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STYLE 16307.—(In Stock, Carthage, Mo.) 


Mahogany Bearhide, gusset tongue, all eyelet, soft cap toe, 8” boot, leather 
st 20. 


sole and heel, Goodyear welt, Last 20. 
2%ro 8 AtoD $5.00 


STYLE 20307.—(In Stock, Carthage, Mo.) 
Same as above, except made of Smoked Bearhide. 














NATIONAL PARK K | 


®£G US PAT OF; 


| HIKING BOOTS~eOXFORDS |B 
YEAR ROUND WEAR _ | 




















STYLE 16510.—(in Stock, Carthage, Mo.) 
Mahogany Bearhide, gusset tongue, all eyelets, Cap toe. 14” boot, leather sole and 
heel, Goodyear welt, 0. 
2%to8 AtoD $6.25 
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STYLE 16310.—(In Stock, Carthage, Mo.) 
Fine Soft Mahogany Bearhide, gusset tongue with hooks. Cap toe, 14” boot, 
leather sole and heel, Goodyear welt, Last 20. 
2%to 8 AtoD $6.25 
12 to 2 BtoD 4.50. 
&S4woll4 BtwoD 4.00. 
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Fine soft ~y - 


boot, leather so 


16312.—(In Stock, Carthage, Mo.) 
any Bearhide, gusset tongue, all eyelets 
e and heel, nue welt, Last 


. Soft Moccasin toe, 14” 
— . AtoD $6.50. 
to BtoD 4.75. 
BK LK BtoD 4.25. 
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STYLE 31508.—(In Stock, Carthage, Mo.) 
Mahogany Eric Grain Calf, gusset tongue, hooks, top strap with buckle. Soft 
plain toe, 14” boot, leather sole and heel, Goodyear welt, Last 50. 
2%to8 AtoD $6.25. 


STYLE 33508.—(In Stock, Carthage, Mo.) 


Same as above, except made of Black Eric Grain Calf. 
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THE Pome SHOE CORPORATION 25 


California Distributors —_ CARTHAGE.) MISSOURI Northwest Distributors 
WILLIAMS-MARVIN COMPANY FITHIAN, BARKER SHOE CO. 
San Francisco Los Angeles Portland, Oregon 
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Prosperity 


{Is attained by grasping an opportunity when 





it presents itself. Not one opportunity but 


many of them, one after another. 

{The Big Opportunity now is the increased 
. 7 . . 1 . 
interest that women, red-blooded, hard-think- 
ing, athletic women, are showing in out-of-door 
sports, pastimes, and recreations. 


{You want these women on your customers’ 
lists. They are the women who buy, not one 
pair of shoes a year, but many pairs. They are 
the women of business and the women of 





society. 

{They are going to be the source of a larger 
volume of footwear for sports and recreation 
during 1923, and 

{My Prediction is that 1923 will be a ‘winner’ 
for more shoes sold of this character than any 
year yet of Anno Domini. 


{So get your share of these extra dollars, for 
they help make life better worth living. 


E. B. TERHUNE 
Treas. and Gen’l Manager 
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The Moot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements, 











Golf or Yachting 


RADE MAPK REGISTER. 


“Playboy” 


Sport and Outdoor Wear 


a. 


Made of Schmidt’s Cherry Red or Color 
K. All one shade or with combination 

No 621 ™ " ' lighter or darker saddle. Drill vamp 
Goodyear welt, smoked elk uppers, lace- lining, leather quarter lining. 18 iron 


to-toe pattern, no lining, single chrome Witch-Crepe Sole, very light weight, 
sole, wedge heel. flexible shoe weighing only 26 ounces 


In Stock—C, D and E widths per pair, size seven, 











The Success of the Selling is in the Making 


For years we have specialized in the manufacture of outdoor and athletic footwear. 


In order to do this it has been necessary that we employ craftsmen who understand 
what was to be expected of the shoes under actual playing conditions—where they 
must be flexible—just where they must guide and support the foor. 


Into the making of these shoes we have builded the knowledgejof their use—the 


greatest possible quality—and a lightness and flexibility that cannot be surpassed 
in sport footwear. 


Your customers will buy them and be satisfied. 


We will be glad to submit samples 


Witchell Sheill Co. 


MFGRS. 
[Boots, Outing and Athletic Footwear 
DETROIT, MICHIGAN 
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Red 
Yale’ Last, 


Special Deep Fold Tip. 


$5.15 
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No. 838 


Glazed Black Australian 
Kangaroo, Famous O’Brien 


Last, Wingfoot Heel. 
IN STOCK 
BCDE 
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Ihe GODING Shoe 
is lasted to fit and fitted to last. We want to dem- 
onstrate to you what the Goding organization has 
accomplished in developing fitting qualities which 
we believe are equaled by but few tep-price lines 
and surpassed by none. The Goding line insures 
for ycur customers solid comfort and sturdy wear, 
plus the simplicity of design that business men 
want or the lively style that college men demand. 


The GODING 


833-855 W. CHICAGO AVE. 





No. 605 


Rueping’s Hazel Brown 
Seminole Calf, Yale Last. 
IN STOCK °- 

ABCD $5.30 
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Exit 


A New GODING Entry — 
The Normalcy Arch Shoe 


his is a shoe in which common-sense principles are applied 
to ae arch-protecting shank. The normalcy arch is a shoe 
f r the averag se man whose arches are not bad enough to 
drive him to a doctor, but who realizes that a gentle support 
for them would be a mighty good thing. Don’t fail to see 
the Normalcy Arch Shoe. 


SHOE Co. 


CHICAGO 




























No. 655 


Rueping’s Tan Calumet 
Grain Calf, Yale Last, 11 
Iron Rolled Edge Soles. 
IN STOCK 

BCD $4.80 














Patent Leather, Short 
Leather Box to Support 
Toe, Kangaroo Quarter 
Lining, Light Beveled Sole. 

$4.55 








sa. wage 
Gal eR 








Rueping’ 
with | 


Calf 

















Hazel Calf, Derby Last, 
Two-and-Two Vamp, Eye- 
row and Tip Stitching, 
Deep Fold Tip............§5.30 
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Young Men and College Women 
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Our samples on display at Booth 
No. 248, Coliseum, Chicago, Jan. 
8th-11th, also in Room 1224, Great 
Northern Hotel and at our Fac- 
tory, 512-522 W. Huron Street 
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Trade Association to Play the Host 


By H. A. DeWINDT 
President of the Chicago Shoe Trades’ Association 


the N.S.R.A. Convention January 7 to 11, in- 

clusive. A hearty welcome awaits you, and 
when Chicago acts as host, no guest will be dis- 
appointed. 

The editor of the Boot and Shoe Recorder has given me 
the privilege of addressing its readers, and, as president 
of the Shoe Trades’ Association of Chicago, I speak for 
“Chicago Shoes” and allied industries to add the warm- 
est kind of greeting that we know how to give each and 
every one of you—so come to Chicago for the conven- 
tion, not only that we may have the pleasure of meeting 
you face to face, but come to add to your own stock of 
ideas about what is going on in the shoe trade today; 
for no matter how experienced a man may be in his own 
particular business, there is always room for improve- 
ment—especially in these times of changing styles and 
ways of conducting business. 


CU ite ns invites every shoe man to attend 


Co-operation the Big Thing 

Today the keynote of business is co-operation, and 
co-operation is impossible unless these great conven- 
tions are attended. At such times you should not hesi- 
tate on account of expense, because a visit to the con- 
vention will not be an expense; but, on the contrary, it 
will be a real source of profit 
to you. 


shelf-warmers—those pests of the average shoe 
store. 

Remember that time recently when you were driving 
your car over a frozen dirt road with that deep rut in it! 
At one time you thought you could not get your wheels 
out of that rut—that is true, isn’t it? Well, we busi- 
ness men get into worse ruts than ever the wheels of 
our cars strike, and it is much harder to get out of a 
business rut. If you come to the convention, it will 
help you a lot in getting out of business ruts. Start the 
year 1923 clear of ruts. 

So far I have written of the advantages to be gained 
by coming to the convention, and every word is gospel 
truth; but there are other advantages, and the greatest 
of these is an opportunity to see Chicago—one of the 
wonders of the world—Chicago, known the world over 
as the “Industrial Giant.” 


Why Clemenceau Visited Chicago 


Why did that great French patriot, Clemenceau, 
spend more time in Chicago than in any American city? 
Because he realized the enormous commercial influence 
Chicago has attained, and he felt that if he started his 
message from Chicago it would be broadcasted to every 
part of America. 

Here in Chicago is the 
great Field Columbian Mu- 





seum of Natural History, 





In the great Coliseum, 
where the convention will be 
held, you will find lines of 
shoes of the foremost and 
leading factories and whole- 
salers of America. This re- 
markable variety of samples 
will be for your personal 
benefit. They will help you 
decide on the trend of styles 
for the coming season, as 
there will probably be no 
radical changes in styles for 
another six months. In no 
other way can you prepare 
yourself to select the big sell- 
ers for the spring. 


Avoid Business Ruts 


As a wide-awake merchant 
you realize, of course, that 
such a preparation will go a 
long way toward cutting out 





Backing the N.S.R.A. to 
the Limit 


“We will take 25 display spaces in the Coli- 
seum for the 1923 National Shoe Retailers’ con- 
vention. We are with you tooth and toenail to 
put over the biggest shoe exposition and con- 
vention ever held in the country. While we are 
in Chicago and for Chicago, we want to do every- 
thing possible for the upbringing of shoe business 
the country over. Show us how we can help.” 


The above are excerpts from a letter sent by 
the Chicago Shoe Trades’ Association to the 
headquarters of the National Shoe Retailers’ 
Association immediately upon receipt of notice 
that the 1923 convention would be held in 
Chicago. 

This shows the big, broad spirit that animates 
the Chicago Shoe Trades’ Association, and un- 
doubtedly contains the reason for the rapid 
growth of the Great Central Shoe Market. 


Through its president, H. A. DeWindt, the 
association welcomes you to Chicago. 








most remarkable collection 
of everything pertaining to 
the history of man and the 
animal and vegetable king- 
doms—by far the greatest 
museum of that character in 
America. 

Your attention is called to 
this museum because it has 
only recently been completed 
and there are in it so many 
different kinds of interesting 
collections that no thinking 
person can go there without 
being more than repaid for 
the visit. 

So much for just one in- 
ducement outside of the 
shoes shown at the Coliseum, 
but maybe some shoe men 
are not interested in muse- 
ums because they feel they 
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Four Words Tell The Story 


“From Cradle to College’’ accurately and 
completely describes the comprehensive scope 
of the SINBAC HELTHY-FUT line of shoes 
for young people. From its wide variety of 
styles and prices you can satisfactorily supply 
all ages. from the infant in the cradle to the 
young lady just out of college. The highest 
of quality, whether it be soft sole, Turn, Mc- 
Kay, Welt, Stitchdown or Sinbac Welt is 
promptly available through the large in-stock 
department maintained in Chicago. 


Styles Shown Above Displayed at 
BOOTH 245 N. S. R. A. CONVENTION 
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Big Opportunity For You 


In round numbers, 100,000,000 pairs of 
shoes are bought for the children every year. : 
Are you getting your share of the profits from » 
these millions of sales? There is a big oppor- 
tunity for you to do it through the SINBAC LF line 
HELTHY-FUT line, embracing a wide range srry sari 
of price and style. The experience of 27 years Chicic 0, {LL. 
of success in making children’s shoes is repre- 
sented in it—and you'll find there many 
money-makers for you. See it before placing 
Spring orders! 


Styles Shown Above Displayed at 
BOOTH 245 N. S. R. A. CONVENTION 
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AS ALWAYS! 


Exclusive Styles 


OF 


Quality Footwear 
ON THE FLOOR 








VISIT OUR EXHIBIT 


Booth 244 Coliseum 
January, 8-9-10-11, 1923 


NOVELTY SHOE CO. 


32 SOUTH WELLS STREET 
CHICAGO, ILL. 


publication in replies to advertisements. 





December 30, 1922 BOOT AND SHOE RECORDER 177 


een @ Bee To Ore ceuG eats siWsere: 
Y- aepe e BSS eS Sree e 
Oat ge ee 


19L9 Buyrinevy 


Getting More Jhoer 
Jold Rig ht 





A Big Year and A Bigger Business 


HESE are the keynotes of the National Shoe Retailers’ Convention— 
this the purpose of the management in gathering together the representative 
wholesaling, manufacturing and retailing members of the shoe industry. 


To make a big year and a bigger business through a better association of all 
elements—through the exchange of ideas and ideals for the common good. 


January 8- 9-10-I1 
ae ohoe Retailers Assn 
Chicago, Ill. 
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A Bird’s Eye View of Your Business 


Learn how Profits are made—and lost. 
Discover the secret of figuring turnover. 
Find out how an accurate inventory can be kept. 
What’s the best method of figuring profit? 
How can you keep an accurate moving-stock record? 
How does the other fellow conduct his business? 


The Harvard Bureau of Business Research 
will answer 


Dean Melvin Copeland an’ his corps of assistants who direct the 
work of this great melting pot of facts and figures on business, will 
be here personally to discuss your individual problems, to answer 
questions and to advise new methods. 


A University Education In Business Efficiency 


Come! Remain Through Entire Session! You'll Profit! 


NATIONAL SHOE RETAILERS’ CONVENTION 
Coliseum, Chicago January 8-9-10-11 
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What This Enormous Shoe Display Means 
to You and Your Business 





Is there value in knowing the trend—not only of the line or lines of 
shoes that you handle—but of all the lines of the best manufacturers? 


Is there gain in knowing what shoes will be made and worn in the 
coming season? 


The Exhibits Alone Will Be Worth Your Coming 











One of the greatest features of the convention will be the awarding 
of a blue ribbon for the best shoe style in each booth—the designating 
of the cream of the styles of the country’s manufacturers. 


The runway will be even more elaborate and educational than in 
any previous convention. Every effort will be made to picture before 
your eyes the shoes on the feet of the customer who will buy them. 











6! 


Manufacturers are striving to stabilize style—to minimize the risk 
of style footwear. Their effort will be reflected on the runway of 


the exposition. 


$7.40 904 
> A. 
me 0:0! 
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Come—Remain Through Entire Session. You’ll Profit 


yok 
[Yes Pd 








NATIONAL SHOE RETAILERS’ CONVENTION 
Coliseum, Chicago Jan. 8-9-10-11 
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It Will Help You to Sell More Shoes 


Once every year you have an opportunity to know just what the “other 
fellow” is doing to make business better. 


Once every year you have an opportunity to see the best of America’s shoe- 
making all gathered together under one roof. 


Once every year you can “rub elbows” with the most successful, learn how 
they buy—how they keep stock, figure inventory and turnover. 


You can meet the men who are facing the same problems that you have to 
face, suffering the same troubles that you have to find freedom from— 
overcoming handicaps that are the same that you have to fight against. 


Once every year you can do these things at the National Shoe Retailers 
Convention. 


Accommodations are arranged for you—railroads have reduced rates so 
that you may attend. What are you going to do about it? 


Many, many times over during the year you will find profit in the things that 
you have learned—if you attend. Many, many times you will wish that you 
had—if you do not. 





Make ready now to be at the convention to study your prob- 
lems. Make ready now for this opportunity to get behind the 
scenes in the retail shoe business and learn of the things that 
make a good business better. 








C. K. CHISHOLM 


President. 


Come — Remain Through Entire Session 


NATIONAL SHOE RETAILERS’ 
Coliseum Chicago 
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Convention 


Convention 


It Will Help You Make More Profit 


A lot of men are expecting you at the N.S.R.A. Convention. 


A lot of shoemen like yourself are looking for you to answer their questions— 
to exchange their ideas for yours—to give and to seek help in the solution of 
problems. 

Many manufacturers are expecting you to help them answer th equestion 
of ‘“‘What’s the best selling style? What are the people asking for? What 
will they buy?” 

They are expecting you so that you may see the styles that they have 
created for your public—so that they may be better able to help you—so 
that you may have a better business. 


There are a number of questions to be “thrashed out” so that all business 
may be benefited— many things to be decided so that business may be 
profitable. 

Your opinions, your experience, your voice is needed in these meetings— 
their value cannot be determined. 


It is altogether your convention—it is for you and for every merchant who 
wants to constructively build up the structure of shoe retailing. 


As a link in the great chain of distribution—you are important whether 
your stock is ten or fifty thousand—whether you are in a city of five 
thousand or five hundred thousand. 


You are welcome whether a member of the N.S.R.A. or not. 


Good shoemen will be there. Make your reservations now. 


F. E. FOSTER 


Chairman Convention Committee. 


You’ll Profit 


ASSOCIATION CONVENTION 
Jan. 8-9-10-11 
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THE POWER OF ORGANIZATION—Judgee M n Brown, 


PREMIERE FOOTWEAR PYLE REVUE 


Revue Intern 


RXR 
Tuesday, January 9th 
MORNING SESSION 
PRELIMINARY MUSIC—FELLOWSHIP 
10:30 A.M. 
OPEN FORUM...... , H. Geuting, Chairman 


*rimary topic 





Ralph Baker = gmann S. J. Brouwer 

Elmer E. Clark W. A. Geuting H. S. Gordon 

B. H. Orr D. Petty rles Vollar 

C E. Williams W. W. Willa on 

The Theory ehengeade o © «© © © « © © oH. C. McLaughlin 
Men’s Styles..... es & ee Oe - A. E. Taylor 
Children’s Styles . ecco e ee ee ee 6 8 6 eee BO 
Women’s Styles........ ree Oh 64 OS .M. A. Weiss 
Discussion—to be led by: 

Jesse Adler W. S. Byck (ie Goldberg 

Percy E. Hart Chester Herold illiam Knight 

A. LaRose Roy Stevens Reuben Stiefel 

K. W. Watters 


AFTERNOON SESSION 
PRELIMINARY MUSIC—FELLOCWSHIP 
2:00 P.M. 
THE INTERDEPENDENCE OF SHOE MANUFACT- 
URER, SALESMAN & RETAILER-John Slater, Chairman 


ice-Chairmen: 


Seaton Alexander G. D. Golden. Henry E. Hagen 
Robert H. Johnston A. Katschinski li B. Langenberg 
L. E. Langston j. W.. Mullen 1. Irvine Pratt 


Geo. Williams 
The Manufacturer’s Relation to the Shoe Retailer 
J. C. McKeon 
The Salesman’s Relation to the Shoe Retailer—Frank B. King 
The Retailer’s Relation to the Manufacturer and Salesman 
J. P. Orr 
Discussion from the floor. 
OUR GOVERNMENT’S RELATION TO BUSINESS 
Hon. Medill McCormick 
Senator from Illinois 
CONGRESS AND THE BUSINESS MAN 
Hon. Fred A. Britten 
Congressman from Illinois 
4:30 P. M. 
INTRODUX "eat STYLE REVUE SPECIALTY 
FEATURES 





~ 


Fanuary 8,9, 10, 11,1923 
[, CHICAGO 


I ry rORY TY! REVUE SPECIALTY 
TT re 
R STYLI 
f } . ° 
SRK 
Pi ts 
4 ( 
PRE! RY MI ( LLOWSHIP 
a 
( FORUM 
ler, C , 
C. McGov } Chairma 
} 
r F. ¥ T ( Fre Parr 
I | ' M.C. ] Fr: M. Net 
so er D. F. Sulliv 


I 
r ndow T mming Made F ficient to Maximum Legree 


AFTERNCCN. SESSICN 
PRELIMINARY MUSIC—FFLLCWSEIP 


2:00 P.M. 
OUR COVERDNN -FNT'S abd ef INTC ee ce ve 
SECE EUSINI 1! FCI CTI “Uik CINT CCM.N 
SIGN CF ACRICULTURAL INCU] 


Hon. Sydney Ancers eri onthe nan from Minnesota 


THE RETAIL MERCEANT AND wns SALES FOC 


Tolles 
ogee Sr Ore A LIVE ASSET TC EVF RY MAN, WOMAN 
Pl ys |) ra Ee. kenry ‘A. Gartner 
N.S. R. py seoeevss te wee 
. S. Davis 
ELECTICN ANNCUNCEMENT 
4:30 P.M. 
INTRCDUCTCRY STYLE REVUE SFECIALTY 
FEATURES 


FCC1WEAR STYLE REVUE 
(Specialty features durirg Style Revue Intermission) 
8:30P.M. 


INTRODUCTORY STYLE REVUE SFECIALTY 
FEATURE 


FCOTWEAR STYLE REVUE 
(Specialty features during Style Revue Intermission) 


Thursday, January 11th 
MORNING SESSION 
PRELIMINARY MUSIC—FELLOWSHIP 
10:30 A.M. 
INSTALLATION OF DIRECTORS FOR 1923 


RECEFTION TO NEWLY ELECTED CIRECTORS 
C. K. Chisholm, Chairman 


POLICIES FOR 1923 ..... . « 1923 President-Elect 
THREE MINUTE TALKS BY DIRECTORS 


4:30 P.M. 
INTRODUCTCRY STYLE REVUE SFECIALTY 
FEATURES 
FCOITWEAR STYLE REVUE 
(Specialty features during Style Revue Intermission’ 
P.M. 


8:30 
INTRODUCTORY STYLE REVUE SFECIALTY 
FEATURES 


FOOTWEAR STYLE REVUE 
(Specialty Features during Style Revue Intermission) 
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Daily Capacity 
50,000 Pairs 


Twenty Seven Years 
of 


Good Shoemaking 


Confidence is the basis of all business. It is behind its foundation — it is 
the backbone of its growth. 

When the first Kreider shoes were manufactured more than twenty seven 
years ago, their makers determined that first of all the shoes would be good 
and always in reach of the modest pocketbook. 

The average daily capacity in the first year was in the neighborhood of a 
hundred pairs a day — today the six great factories produce approximately 
30,900 pairs every twenty-four hours. 

That growth has been possible because the Kreider line has been made for 
the merchant who sells it and for the children who wear them — and they 
have satisfied them both. 


The growth of YOUR youths’, misses’ and children’s business will start when 
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you order the Kreider line. RA 
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CAD Kader Co. 4 
Manufacturers de 
DISTRIBUTING HOUSES 
51 No. 3rd St., Philadelphia, Pa. 923 Penn Ave., Pittsburgh, Pa. 123 Duane S8t., New York, N. Y. 
1408 Washington Ave., St. Louis, Mo. 312-318 W. Monroe St., Chicago, Lil. 
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More Than aLit 


Higher 
in Quality 





B2320—Mahogany One Bar, 
“Ann Elizabeth’ 
Mouse Inlay Quarter 


Growing Girls’ 2%/7 2.50 


For Delivery 


Misses’ 11%4/2 2.00 


Childs’ 8%/11 1.75 
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B2425—Mahogany Oxford, 
“Mary Annette” 
Mouse Inlay Quarter 


Cy- r 
> —-”*.~ 


Growing Girls’ 2%4/7 2.85 
Misses’ 11%/2 2.50 


Childs’ 8%/11 2.15 
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PeAS Warder Co. 


Manufacturers 
DISTRIBUTING HOUSES 
51 No. 3rd St., Philadelphia, Pa. 923 Penn Ave., Pittsburgh, Pa. 123 Duane St., New York, N. Y. 
1408 Washington Ave., St. Louis, Mo. 312-318 W. Monroe St., Chicago, Ill. 
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PAS Wrador Co. 
Manufacturers 
DISTRIBUTING HOUSES 
k, N.Y. 51 No. 3rd St., Philadelphia, Pa. 923 Penn Ave., Pittsburgh, Pa. 123 Duane St., New York, N. Y. 


1408 Washington Ave., St. Louis, Mo. 312-318 W. Monroe St., Chicago, Ill. 








B2937—Mahogany Oxford, 
New French Model, 
Goodyear Welt 
Boys’ 2% to 5% $ 2.75 
Youths’ 1 to 2 2.50 
LittleGents’10 to 13% 2.25 





























B948—Boarded Tan Oxford, 
Haig Last, 
Goodyear Welt 


' 1 to 2 
LittleGents’ 10 to 13% 


For Delivery February 15th 


Worth-while Style 


ata 


Worth-while Price 


It’s not the usual thing to be able to combine the most sturdy 
and attractive footwear—at a price that is within the reach of 
the average mother’s purse but— 


We have done it because of the enormous capacity of our plants 
and the economy of our operation 





You’ll find new profit and better business with these hard- 
wearing quick-selling shoes. 


SAS Wade Co. 


Manufacturers 
DISTRIBUTING HOUSES 
51 No. 3rd St. Philadelphia, Pa. 923 Penn Ave., Pittsburgh, Pa. 123 Duane St., New York, N. Y. 
1408 Washington Ave., St. Louis, Mo. 312-318 W. Monroe St., Chicago, Il. 
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Dr. Scholl’s 
“2” Drop 
Corn Remedy 











Dr. Scholl 5 Dr. Scholl s Dr. S¢ holl’s 


Ligtone Bunion Lotion Ol tilelriiome Melelese! 


Dr. Scholl’s 


4) reves! 
— , r ; Pow der 
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Dr S< holl’s 


Dr. Scholl’s with @ialem e(aom Bilas 


Bunion Reducer 





Dr. Scholl’s Foot Comfort cAppliances and Remedies 


With the Dr. Scholl line of Foot Comfort Appliances and Remedies you are in a position 

to render your community a real genuine Foot Comfort Service. To be known as a Foot 

Comfort Store adds prestige to your business, brings you a larger volume of business, increases your profits 

and satisfies and holds your smapon | Years of heavy, consistent advertising has produced a strong de- 
e 


medies, insuring rapid turnover, increased business, liberal profits. 
Per Dozen Retail Per Dozen Retail 


Dr. Scholl’s Ligtone ................ $ .75 35 
Dr. Scholl’s Bunion Lotion 35 35 
Dr. Scholl’s Chilblain Lotion 35 ‘ bs 

Dr. Scholl’s “2” Drop Corn Remedy. 2.75 35 “75 
Dr. Scholl’s Pedico Foot Soap 35 25 


mand for Dr. Scholl’s Appliances 























Be ree LG 


a8 ORM ut a ome 


"THOUSANDS of progressive s shoe dealers are handling and er ng gn Scholl’s Foot 
Comfort Appliances and There is a Separate appliance or remed foot trouble. 
To be known as a Dr. Scholl's Feet ¢ Foot Connfort Store is one of the greatest assets your store can have. 


i - Scholl's Absorbo Pads A. > sie 


£ 
7 o F. Gc. Digs 
. Scholl’s Pedico Corn Salve ...... 
. Scholl’s Wenal Ointment 
. Scholl’s Fixo Corn Plasters (Small)... 


Cushions 
THE SCHOLL MFG. CO. 
Largest Manufacturers of Foot Specialties in the World 
CHICAGO NEW YORK 
213 W. Schiller Se. 62 W. 14th St. 
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“Meet Me at the Scholl Booth” 


That will be heard hundreds of times during 
the N. R. S. A. Convention at Chicago, January 
8, 9, 10 and 11. 


There is an excellent reason for making the 
Scholl Booth a common meeting place. This 
booth, as you will note by referring to the diagram 
below, is only a few steps from the main entrance 
and right on the main aisle. You couldn’t miss it. 


This is our opportunity of extending you a most 
welcome invitation to not only visit our booth, 
but make it your headquarters while at the 
Convention. 


The 1923 Convention will, from present indica- 
tions be the biggest, most instructive, valuable 
and interesting ever held. No live dealer can 
afford to miss an opportunitysuch as this one offers. 


When you arrive at the Scholl Booth you will 
be surprised, yes, actually astonished at the plans 
we have made for 1923. They are so big, con- 

' structive and mean so much to every dealer that 
we are not going to try and tell you about them 
in this small space. 


A a MY Ml Ulin! Ulin Ulin. Ulin Uti Mla tn Mt Me Mla Ulin itt ttn ttt St Mtn tte tila. titan Ulin illtia? Y, 
Sette eeee et eeesssees eeeees eeeees ry ry > 


But when you return home you will realize that these new 
plans are going to be instrumental in your doing a bigger 
and more profitable business in 1923 than ever before. 


THE SCHOLL MFG. COMPANY 


213 W. Schiller Street 62 W. 14th Street 112 Adelaide St., East 
Chicago New York City Toronto, Can. 


. 


Ch Ve Ve wie a. oe. a 0. ot. of. et. of. of ee 
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Note the central Meee ar wite me, Don’t fail to 
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se MARY ADAMS 


HI-ARCH 


Comfortable Selling 
Selling Comfort Shoes 


ARCH 
SUPPORT 


Made on combination last with close-fitting heel, 
with ample toe and ball room. A shoe of full com- 
fort and satisfaction. 


No. 3279—Black Kid Oxford, Steel Arch Support, 
CottageShank, Combination Last, Tip, Cuban a 
Welt. Widths A to D. Sizes 3 to 8 


; 3281—Same as above, Pe Calf. . . 4.25 
py ~. 7 3282—-Same as above, Gun Metal Calf. . 
Convention a 3283—Same as above, Patent 

a 3284—Brown Kid. . 


HARPER & KIRSCHTEN SHOE CO. 


231 WEST MONROE ST. CHICAGO, ILL. 
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Our LEATHERS contribute STYLE 
and QUALITY to the shoes of ORIGI- 
NAL DESIGN in VOGUE today. 


Prices are reasonable, making possible 


BEST SHOE VALUES. 


If you have not received sample cut- 
tings, write for same. 


N. S. R. A. Convention Booth 3, Coliseum 


MONARCH LEATHER ®. 


CHICAGO Me ILLINOIS. 
RK CINCINNATI - SEATTLE 


BOSION - - NEW YO 
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are coming to the convention to learn more about 


shoes. 
See Chicago’s Shoe Factories 


Do not, however, spend all your time in the conven- 
tion, for, while you are here you will want to post your- 
self on the advantages offered by Chicago—The Great 
Central Shoe Market. That’s where we live, and we’re 
here to produce shoes of every kind, of better values 
and more up-to-date styles than ever before. 

In the construction of shoes there is nothing as good 
as leather, and therefore all of the medium grades of 
“Chicago Shoes”’ are all solid leather. 

Here in Chicago are great shoe factories for men’s, 
women’s, misses’, and children’s shoes. One rubber 
factory has a daily capacity of 100,000 pairs of rubber 
heels alone in addition to their output of other kinds of 
rubber merchandise. Besides the shoe factories there 
are great wholesale houses that carry on the floor every 
kind of shoe for immediate 
shipment, and then, again, 
wholesale houses that special- 
ize in particular lines of 
shoes. These specialty houses 
have become a great factor 
in the shoe trade. 


Sh 2 ee 


OW TEE 


Windt Shoe Company. 


Look at the Salesmen’s 
Samples 


Every shoe man _ who 
comes to the convention 
should make a point of visit- 
ing Chicago’s shoe factories 
and all the wholesale houses 
that cater to his particular 
requirements. These whole- 
sale houses can help the re- 
tailer to turn his stock oftener 
so that at the end of the sea- 
son his stock is clean and his 
money is in the till, rather than tied up in unsalable 
stock on his shelves. These are not theories, but actual 
conditions that every retailer, great or small, faces, and 
it is only by familiarity with the great shoe concerns of 
Chicago that his profits for the coming season may be 
greatly increased. 

Chicago wholesalers will put on “special sales” for 
Convention Week, so that visiting merchants may pick 
up bargains for January sales—that item alone will pay 
every visiting merchant to spend a good bit of his time 
in the Chicago wholesale and factory districts. 

So, welcome to you one and all—we are proud to 
know you are coming to Chicago, and we stand ready 
to greet you at the Chicago Market Section of the 
convention as well as at our individual places of busi- 


Shoe Company. 


LPR PPLE? | as tar 


SORT Te 


Officers of the Shoe Trades 
Association 


President, H. A. DEWINDT, Sidwell De- 


Vice-President, GEO. D. CHANDLER, Smith 
Wallace Shoe Company. 


Treasurer, W. G. COLVIN, Rice & Hutchins 


Secretary, RAYMOND C, BOOTH. 


Directors, J. F. O'BRIEN, Selz Schwab & Co. 
L. L. MURPHY, Firestone Apsley 
Rubber Co. 
I, GROSSMAN, I. Grossman, Inc. 
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ness in the shoe manufacturing and wholesale district 
of Chicago. 


Shoe and Leather Association of Chicago 
Banquet and Elect Officers 


Following the precedent established years ago, the 
Shoe and Leather Association of Chicago made a 
festive occasion of the annual election of officers for the 
forthcoming year. The election was held December 18 
at the Sherman Hotel. The principal speakers of the 
evening were Geo. M. Spangler, secretary of the Na- 
tional Shoe Retailers’ Association, and Harry A. 
Wheeler, president of the Union Trust Company. 

Mr. Spangler surprised the membership of the asso- 
ciation, which is made up chiefly of tanners, leather 
dealers, hide brokers, and shoe wholesalers, by pointing 
out that the National Shoe Retailers’ Association has a 
direct membership of ap- 
proximately 6,000 and an in- 
direct membership, through 
affiliated city associations, of 
approximately 18,000. 


POS TPT EOS LIE 


Achievements of the N.S.R.A. 


He reviewed at some 
length the experience of the 
N.S.R.A. in its dealings with 
the Agricultural Commission 
of Inquiry, through which 
body several thousand ques- 
tionnaires were sent to retail 
merchants, which resulted in 
proving that the retail mer- 
chants were not making ex- 
cessive profits, and that, with 
i the exception of a very small 

percentage which the mer- 
chants were able to retain, 
the money which they received from the consumer 
went to pay for the merchandise and overhead operat- 
ing expenses. 

“How much more simple and more effective would 
the showing have been had the five or six national asso- 
ciations representing the shoe and leather industry 
put up a united front, and all together have fought 
the battle before the Agricultural Commission of 
Inquiry. 

“‘Each branch seems to feel that the other is the cause 
of all his troubles. At the coming convention of the 
National Shoe Retailers’ Association each branch of the 
industry will be represented not only in the crowd but 
on the program. A supreme effort will be made to have 
each branch more thoroughly understand the difficul- 
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The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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ties of the other, and here we hope to see the beginning 
of unity of the industry,” said Mr. Spangler. 


The Business Outlook 


Mr. Wheeler spoke on the future outlook of business 
conditions. His talk was not only interesting, but 
highly instructive. Few men in the country are in 
better position to talk on business affairs, both national 
and international, than Mr. Wheeler, because of his 
wide business interests and his connection with national 
and international chambers of commerce. 

“No American business man can look at conditions 
today and those obvious of tomorrow and not be en- 
couraged,” said Mr. Wheeler. 

“Nobody wants to be fooled into believing that bet- 
ter profits are ready for the picking, but there is chance 
for better profits in the forthcoming year for the manu- 
facturer, wholesaler, and merchant who rightly con- 
ducts his business. 

“We have been through a period of deflation, but are 
now entering a period of inflation as a logical sequence. 
This period will in the future be followed by another 
period of deflation and then a period of inflation. The 
man who keeps his feet on the ground and his head 
clear, who makes business good for himself, will come 
through with good profits—may be not wartime profits 
or all the profit that the man thinks he is entitled to, 
but a balance on the right side of the ledger nevertheless. 

“If he prices his materials right and serves right he 
will be on the crest of the wave when we come back to 
normal. 

“‘American business men are investing in the securi- 
ties of European countries and of Latin America. Pre- 
vious to the war these securities were owned and con- 
trolled by European countries. As a result of these 
investments, European manufacturers controlled the 
trade of these nations. By investing American money in 
these securities, we are establishing lines that will 
bring trade to us, and it is only a question of a little 
time until American manufacturers will control the 
trade of Latin America, and export business will take on 
a new outlook. 

Responsibility of Citizenship 

“Our job is some place besides our plant, factory or 
store. We each of us owe a duty and an obligation to 
our municipality, state and nation. The government 
of the United States must be influenced by business 
more than petty politics. Big organizations speaking 
through one voice to Washington can and must be 
heard, but if business men are so busy with their in- 
dividual affairs that they fail to be heard through these 
organizations of business men, then the country will 
suffer. It is every man’s duty to listen to the patriotic 
call for service.” 











The New Officers 


Following the speaking program the following officers 
were announced to head the organization for the fol- 
lowing year: President, E. O. Ray, The Shoe Retailer; 
first vice-president, R. A. Reynolds, Sears, Roebuck & 
Co.; second vice-president, E. N. Chase, Kistler, Lesh & 
Co., Inc.; secretary, Wm. F. Schumann, Jr., C. W. 
Stafford & Co.; treasurer, L. H. Partridge, Eagle Ot- 
tawa Leather Co.; Directors, E. V. Gale, E. V. Gale 
Co.; J. E. Hallowell, Fargo Hallowell Shoe Co.; Peter 
A. Coolsen, E. S. Kiefer Tanning Co.; R. E. Baim, 
Hood Rubber Products Co.; Henry N. Hand, Hand & 
Co. 





How Much Money Would You Save 
by Discounting All Your Bills 


Atlanta, Ga.—How many readers of The Boot and 
Shoe Recorder have ever taken the time and trouble to 
figure out just how much money they would save in the 
course of a year’s time by discounting all of their bills 
with manufacturers and jobbers from whom they buy? 
That is, of making it an invariable practice to follow 
the short term credit policy and take advantage of 
whatever discounts the jobbers and manufacturers 
may allow for payment of their bills in 10 or 30 days 
as the case may be? Probably not very many, for at 
first thought it hardly seems a sufficient amount 
would be saved to worry about. On the contrary, the 
dealer will discover if he takes the time to figure it out 
for himself that the amount saved in the course of a 
year is not only worth worrying about, but that it 
really presents some rather unexpected figures. ; 

Recently a dealer in Atlanta, who, by the way, 
practises this policy, compiled a table showing just 
exactly what the saving amounted to, and using the 
most common allowances that prevail in the business 
world. Here is the table and you can see for yourself: 

1 per cent in 10 days, net in 30 days: 18 per cent per year 

2 per cent in 10 days, net in 30 days: 36 per cent per year 

3 per cent in 10 days, net in 30 days: 54 per cent per year 

3 per cent for cash, net in 30 days: 36 per cent per year 

5 per cent in 10 days, net in 30 days: 108 per cent per year 

2 per cent in 10 days, net in 60 days: 144 per cent per year 

3 per cent in 10 days, net in 60 days: 216 per cent per year 

2 per cent in 30 days, net in 60 days: 24 per cent per year 

5 per cent in 30 days, net in 60 days: 36 per cent per year 

These are bona fide figures of the saving that actually 
results when the short term credit policy is used, and 
all bills are discounted. The-most common allowance is 
2 per cent in 10 days, net in 30, and as will be seen this 
amounts to 36 per cent per annum. . But many jobbers 
and manufacturers make an even more liberal allow- 
ance than this, so it is always worth while to take ad- 
vantage of every discount as will be readily seen by 
investigating the above table. 
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FIED Sfoe 


Men of discriminating taste like shoes with lots of “‘life’’ and not much “‘fuss.”’ 
They like the Certified Shoe because it’s just that sort of shoe. They come 
back and ask for it by name because it is so built that its good looks last and it 
is comfortable from the first. It merits the place of honor in your spring lines. 


Ne. Rt No. R846 
In Stock 


In Stock \ Yale 1 Carl Schmid 
‘ ~ ale last, Carl Schmidt's 
Elk last, patent colt, 9 edge ! =~ S Black Eric Grain Leather. 
sole. In the height of i Eee , 4 
ie. f ~~ yan 14 edge sole, rubber heel, 
fashion and good taste—a a ~~ rreen rope stitch, .. $5.25 
splendid example of high- 4 mm" . ™ fied i, 
class shoemaking. . . $5.25 


No. R851 No. R852 
‘ In Stock 


In Stock 
Harvard last, P. & V. Ve- Harvard last, Carl Schmidt 
lour Calf, 13 edge sole, _ Tan Eric, 13 edge sole, 
.. $5.50 bf rubber heel $5.50 


rubber heel... .. 
No. R853—Same as No. 
R852, except Black Eric 
$5. 


No. R850 
Same as No. R851, 
except Rueping’s 

Brown Seminole 
Call. ccces $5.50 


STONEFIELD-EVANS SHOE CO. 


ROCKFORD, ILLINOIS 
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Burson Heathers 








One of the greatest values ever offered in hosiery, 
consequently - qu ed t pon er. Made of soft 
warm yarn in a wide range of the approved colors. 
Order from yo i obber. 


BURSON KNITTING CO., Rockford, III. 


FASHIONED HOSE 


See them at the Show 


Sut A Seam 
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A NORMAL be SAA ' \ THE ACROBAT 
CHILD’S FOOT -S SHOE FITS IT 


\ 


\ 


\ 14 n\ 
~“ “. . a \ 5 
< eh) ow 


as 


§ Prosper With ACROBATS! 


Don’t gamble in 1923 to make your Children’s Shoe 
Sell the Shoes that are enjoying 
an ever increasing popularity. 
In 1922 our business increased 20% over the largest 
previous year in our history. Many of the leading Shoe 
Merchants in America have found it highly profitable to 
feature Acrobats. Write for Catalog 22-F and Acrobat 
Selling Plans. 


See our Exhibit at N.S.R.A. Convention, Booth 171 


SHAFT-PIERCE SHOE Co. 


General Sales Office and Factories 


213 3d Street, Faribault, Minn. 
besten. 
Specialists in The original and only 
Children’s Good Shoes genuine “Double 
Since 1892 re " Ar Welt” patented 


CHILDREN’S onli 


SHOES 


PATENTED DOUBLE WELT 


The Boot and Shoe Re-order will appreciate your mentioning the publication in replies to advertisements. 
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Factory Harmony Keeps Minnesota 
Shoe Mills Humming 


The Story of a Growing Market 
by one of its Makers 


west almost without exception has been upon 
quality products. Almost every industry is 
working along the same line—a good product. 

There are certain sections of the country that prosper 
by making a low grade product and rightly so, for 
there is demand to be filled in that class of merchandise. 
But Minnesota manufacturers have worked along the 
other line. Nearly every product has first been made 
to meet a more or less local demand and then has 
reached out to national distribution. This is true of 
flour, clothing, shoes and the various other products 
made in the state. 


M. ANUFACTURING development in the North- 


Local Demand the Mainspring 


The local demand is and has been for good sub- 
stantial quality. 

There are some markets that make more beautiful 
shoes. Several shoe manufacturing centers put more 
finish and refinement into their product, but no market 
makes footwear of ‘a more substantial character. 


Minnesota Shoes are Good Shoes 


If I were to sum up the characteristics of Minnesota- 
made shoes in one sentence, I would say “Minnesota- 
made shoes are good shoes”’; that tells the story. 

The operators in Red Wing shoe factories represent 
a substantial part of the citizenship of the city. A 


very large percentage of them own their homes and° 


take an active part in civic affairs of the community. 
Not a few of them are stockholders in the factory 
where they are employed. They are happier and better 
contented with their surroundings~than are the shoe 
workers in many of the 

large manufacturing cen- 

ters of the country, and 

that contentment finds ex- 

pression in the product of 

their hands; it is builded 

into the shoes which they 

make. 


The Spirit of Red Wing 


Some way,—maybe it is 
because Red Wing is a 
small city, maybe it is be- 


cause we all know each other better,—but in some way 
Red Wing shoe workers have become endowed with the 
desire to make good shoes, to do good work, for the 
work’s sake. 

They have been sold, or rather have sold thousands, 
on the idea that in order to keep themselves busy and 
their pay envelopes coming regularly, it is necessary 
to produce footwear that pleased the wearers. 


And Its Inevitable Result 


This spirit is sure to result in the production of 
a high quality product and greatly reduce the per- 
centage of kicks and merchandise returns from mer- 
chants. 

Few shoe-making towns are as free from labor 
trouble as Red Wing. The factories are financed on 
local capital and a large amount of the capital is 
supplied by the operators who run the machines and 
work in the offices. 

The officials of the companies would indeed be short- 
sighted if under these conditions, they tried to put 
over anything, either on the operators who make the 
shoes, the merchants who buy them, or the consumers 
who wear them. : 

That’s why Minnesota-made shoes are good shoes. 





Co-operation the Secret of Success 


The fame of the St. Louis market as a center for 
quality shoes that carry a conviction of honesty and 
style has been flung to the four corners of the earth. 
This is not an accomplishment of an individual or 
individuals, but the whole-hearted spirit of co-operation 

of every manufacturer, to 
develop a better product 
which will build a bigger, 
broader market. 

In 1862, Si. Louis was 
proud of its newly-born 
industry. It has seen it 
develop and grow up to 
its full maturity, and in 
1922 considers it a privi- 
lege to pay unstinted 
homage to its healthy 
development. 
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STICKLES HIKING BOOTS 


MADE OVER 


Korrect Fitting Boots that are Comfortable— 
are absolutely essential to successful selling and 
popularity of Mountain-Hiking and Outing Boots. 


As Characterized in Two 
Illustrations Below 


Made of soft, mellow calf elk, with kid 
leather-lined vamps, which insure smooth- 
ness in fitting. 


Soles—heavy single old-fashioned Vat- 
Tanned Oak Bend Soles. 


Counters—sturdy long counters that stand 
the knocks. 

Sole Leather Box Toes for strengtb. 
Heels—all solid leather one-piece heels. 
Snug, smooth-fitting leg pattern. 


Full grain 4% Bellows Tongue, Sand and 
Dirt Excluding. 





Made in widths 











AA to D 
Sizes 2% to 9. 
No. 957 
Goodyear mes. 
PAC Misses’ § 
Welt ran xaakt catr evk Te dhe 
Stock{No. TrimgRu 
Construc- 7 si are $7.90 
me as ve 
HIKER 1 Chocclate Elk 
TAN KHAKI CALF ELK tion ¥ 
Stock No. *9980—14".......... $6.65 
9973—14".......4-. $1.50 J 
ney stg 7.00 In Stock For ¥ , “ 
Ss me @ ve ° 
— Elk IMMEDIATE 
k No. : 
iz SHIPMENT - 
$ 
° 
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The LL.D. Sricuxes GHox Co. | “ 


MANUFACTURERS RED WING, MINNESOTA 
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Growing Girls’ 
Misses’ -- Childrens’ 
KO-REC-TOE 


Combinations for Spring 


Ko-Rec-Toe Shoes for Growing Girls, Misses 
and Children are Made to Fit the Foot. They 
are Anatomically Korect—the result of years 
of study and application to Growing Feet. 
With these exceptional fitting qualities we are. 
illustrating some attractive approved styles 
for spring. 


& 


No. 578—Baby Korectoes. FlexibleV Welts. 
Smoked +4 | 2 p, Maheoany Band and ex 
Sizes 4 to 8, De Mb acenusevccéuccs 

8 to 11, ‘vty ty ee ree er “on 
Same as above, Patent Trim. 


~ 
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THEY FIT 


because 
they have high arch, snug 
instep and heel. 


THEY SELL 


because 
they appeal to ‘every big 
girl to infant. 


No. 569—Child’s Smoke Perforated Mah y 
Band, Tip and Backstay. Flexible Welt, ee 
Sizes 5 to 8, Bto D 

Sines 83 to 11, A to D pe eescccceceseeeaee “eas 
Be AO hacen ciccewcctsaveres 2.98 


THEY WEAR 


because 
nothing but highest grade 
materials are used in their 
entire construction. 


THEY SATISFY 


because 


No. 9578—Growing Girls’ Smoked Brown Calf 
Band, Tip and Backstay. Rubber Heel. o- 
24-8. Widths AAA to $4.00 
Misses’ Sizes 12 to 2. Widths AtoD....... $3.00 
The above made in Smoke and Black. Patent 
TrimjRubber Heel. 


they Fit and Wear—Mod- 
erately Priced—Com forta- 
ble. 


No. 533— Misses’ Patent 1-Strap and Cut-out Welt. 
Sizes 12 to 2, Ato E. Price $2.90 
TR le SE Dax sinvesecabsevscebueten 2.55 
Ge Oe as csresrencvcnsrdascegenes 2.30 


YourGrowing Girls’, Misses’, and Children’s 
Problems Easily Solved by Stickles Ko- 
Rec-Toe Spring Styles in attractive com- 
binations that appeal to the younger set. 


Ss 
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¢ Thel,D. Stickles Shoe Co. 


MANUFACTURERS 
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RED WING MINNESOTA ” ee a 
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THE OPTIMIST 


GN time began, the optimist has 
seen the doughnut while the pessi- 
mist has seen the hole. And this condi- 
tion will never be changed. The rise 
and fall of Nations affects it not at all. 


"THOse with a vision, those who can look into 
the future and see there the silver lining to 
present clouds, are the optimists. They are the men 
who reap the reward of optimism,—SUCCESS! 


Gran that the clouds obscure the sun, grant 
that things are dismal and murky—grant any- 
thing, but—don’t forget that these things are and 


can be only temporary. 


"TOMORROW is a new day and if we fit our- 
selves today to take care of that tomorrow, 
then it and other tomorrows will take care of 


themselves. 


= on, play the game, hit the line—for 
whenever men have said a thing couldn’t be 
done, ithas been done—and it has been an Opti- 
mist who did it. Be an Optimist! 


1 923 has just peeped over 

the horizon, and 
with its dawn comes the op- 
portunity of better business, 
more satisfactory conditions. 
Yet the fulfillment of this 
opportunity lies with our- 
selves. Each merchant will in 
the end determine for himself 
what 1923 will mean to his 
store. Aggressiveness must be 
his watchword, for indifferent 
business methods and slack 
selling can reduce to zero the 
brightest prospects. 






THE T.K.KEL 


“MIN 


LY 


POLIS 


THOMAS KENDALL KELLY. 


TT 1922 crop is worth a 
billion more than last 
year’s and Uncle Sam is pay- 
ing off his loans, while unem- 
ployment has definitely ceased 
to bea problem. In every field 
business is sounding the note 
of progress. 


Vastly greater amounts of 
money in circulation thruout 
your territory in 1923 means a 
broadened selling opportuni- 
ty that challenges your ablest 
efforts, your best judgment. 
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PIED PIPER BAREFOOT SANDALS | 


—the world’s finest sandals 


PIED PIPER PATENTED BABY WELTS 


—the most flexible and longest wearing shoes of their kind 


BOOTH 17 


A FEW STEPS TO YOUR RIGHT 
—AS YOU ENTER COLISEUM 
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WRITE TODAY FOR STOCK CATALOG OF “FOOT SAVER” SHOES 


READY TO SHIP 


EN of the best selling styles of “Foot Saver” Shoes have been selected 

and will be carried on the floor ready for quick shipment. Our national 
advertising, in a number of the leading women’s magazines of the country, has 
brought the value of “Foot Saver” Shoes home to your customers. The de- 
ruand is already created. Our 1923 Advertising Programme has been largely 
increased. Millions of women will read of “Foot Saver’ Shoes next year. 
Cash in on this big opportunity and keep a large and varied supply on hand, 
without a large outlay of money. In other words, you can do a profitable 
business on our capital. 





Write for “Foot Saver’”’ Proposition in your city 


The SULIAN & KOKENGE Co. 
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An Invitation 


The Holters Company cordially extends an invitation to all merchants attend- 
ing the National Shoe Retailers’ Association Convention to visit their sample 
rooms at the Palmer House and Morrison Hotel, where they will be made 
welcome by our representatives. 


Our line will also be on display at our Chicago office, 210 Security Building. 


We will have a smart line of new patterns over the popular lasts in the pre- 
vailing materials for the spring of 1923, and now that our labor troubles are a 
thing of the past, we can assure you very satisfactory deliveries. 


We believe it is quite possible for us to make your visit profitable for you as 
well as pleasant. 


May we extend to you our very best wishes 
for a Happy and Prosperous New Year ? 


THE HOLTERS COMPANY 


CINCINNATI 


HOLTERSHOES 


OMEN 
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YESTERDAY 


We started business with 
this Dragon as our trade- 
mark. It is the mark of 
Quality and Dependability 


Wherever you see this name Duttenhofer, with it .will inevitably be 
linked the words Style and Quality. Throughout our 34 years of 
shoemaking we have always pinned our reputation to these two 
elements. The movement of style trend is indicative of the coming 
and going of the great wave of public fancy. ~ 


Manufacturers who have proven their ability to keep pace with this 
movement year in and year out can enjoy a sense of safety regarding 
their presentations each season. Merchants likewise can depend 
upon such manufacturers. 


Our Complete Line Will Be on Dis- 
play at the Great Northern Hotel 


The Val Duttenhofer Sons’ Co. 


Cincinnati, O. 
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We still have this sam® 
mark, and it still stands 
pe Quality and Dependa- 
uity. 


QUALITY 


But, as a great and unfailing foundation of a healthy retail shoe 
business, an invariable quality must also be maintained. In this 
respect you will find our line thoroughly dependable. 


Our experienced operators are back with us. So we are now in a 
position to care for all of our customers’ need 


Improved factory conditions will enable us to produce better shoes 
in greater volume. 


Write or wire and we will have a salesman call. 


Our Complete Line Will Be on Dis- 
play at the Great Northern Hotel 


The Val Duttenhofer Sons’ Co. 


Cincinnati, O. 
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CINCINNATI 
SHOE 


E, the undersigned Cincinnati shoe manu- 
facturers, wish to advise our friends and 
customers that our long controversy with 
the Cincinnati shoe workers has been settled in a 
manner most satisfactory to us in every detail. The 
benefit of this settlement will immediately react to 


the advantage of our customers. Our former skilled 


operators are again at work in our factories, under 
new conditions which will insure a grade of work- 
manship superior to even our former high standards. 


In the merchandising of high grade lines of foot- 
wear, such as Cincinnati features, the utmost prompt- 
ness of deliveries is indispensable. Under our new 
freedom from interference with the most efficient 
methods of production, this service will be rendered 
in a more satisfactory manner than ever. 
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STRIKE ENDED 


Cincinnati has always been renowned the world over 
for women’s high grade foot-wear. In order to up- 
hold and improve this reputation we endured the 


hardships of this strike, so that we might con- 
serve and enhance the reputation of which we have 


always. been so proud. 


We wish to thank our customers for the loyalty they 
have shown, and to assure them that the direct bene- 
fits obtained will be reflected in the service we 


render hereafter. 


CaHILL SHOE Company, THE Kroun FECHHEIMER Company, 
DuTTENHOFER STEVENS CoMPANY, Tue Rotu SHor Manuracrturine Co., 
Vat DuTTENHOFER Sons’ Co., Tue Sacus SHor MANuFAcTuRING Co., 
Tue Ho.ters Company, ScHEIFFELE SHorE MANUFACTURING Co., 
Tue Homan Hucues Co., ° Tue STERN AUER Co., 

THE JuLIAN AND KOoKENGE Co., Vo._iman, Lawrence Company, 


Tue KrippenporFr Ditrmann Co., Rosert Wise Company 
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HE Cincinnati Market is endowed with 

some of the best brains and skill of the 

entire shoe industry when it comes to the 
creation of stylish as well as salable footwear. 
Some of the market’s style builders are here 
shown: 


George R. Vollman is president of the Voll- 
man, Lawrence Shoe Company. 
= os See E. K. Woodrow is sales and advertising 
ght odRO if manager of the Krohn Fechheimer Company. 
Louis Homan, Jr., is head of the Homan- 
Hughes Company. 
H. N. Lape is secretary and sales manager 
of the Julian & Kokenge Company. 
Charles G. Puchta is general superintendent 
of the Sachs Shoe Manufacturing Company. 
J. M. Dodd is vice-president of the Robert 
Wise Company. 





CHARLES G PUCHTA 
HN. LAPE 
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This page carries six more well-known style 
authorities. 


F. X. O’Brien is vice-president and sales 
manager of the Holters Company. 


John Brown is sales manager of the Scheif- 
fele Shoe Mfg. Company. sedis Gniaies 


C. G. Duttenhofer is vice-president of the 
Duttenhofer-Stevens Company. 


“Bill” Graves is the sales manager of the 
Roth Shoe Manufacturing Company. 


John Duttenhofer is the president of the 
Val Duttenhofer Sons’ Company. 


George Gregory is the style man of the Ca- 
hill Shoe Manufacturing Company. 


GEORGE GREGORY JOHN DUTTENHOFER | “BILL” GRAVES 
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CHICAGO N.S. R. A. 1923 


We shall extend cordial greetings at Booth No. 140, Coli- 
seum, during the Convention, and shall be very happy in 
showing our complete line in Suite 914-914a at The Mor- 
rison Hotel, and also in our Sample Parlor. at The 
Palmer House. 


Che 2. Sullivan Co. 


Makers of 


‘‘Pretty Shoes for Women’’ 
CINCINNATI, OHIO, U. S. A. 
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W. T. DICKERSON 


Our Mr. W. T. Dickerson will have our Complete Line on 
Display January 2d to the 13th, in Suite}914-914a, Hotel 
Morrison. Early visitors may thereby detail their pur- 
chases of our shoes, and have more time to inspect the dis- 
play at the Coliseum during the Convention. 


Che P. Sullivan Co. 


Makers of 


‘Pretty Shoes for Women’’ 
CINCINNATI, OHIO, U. S. A. 





BOOT AND SHOE RECORDER December 30, 1922 














TRADE MARK REGISTERED 


‘“‘A Shoe As Good As Its Name’’ 
will be happy to greet you and her many 


other friends at the N.S.R.A. Convention 
BOOTH NUMBER 141 


COLISEUM 


She will be there with her entire sales force as her 
escorts. Every merchant who attends the conven- 
tion is invited to come and pay her a visit. If you 
havenevermet her, comeinand wewillintroduceyou. 
For the benefit of visiting merchants we will have 
our full line of samples at the SHERMAN HOTEL 
Rooms 831, 832, 856, 857, 859. 


We are operating our factory at full capacity—can 
give twenty eight days delivery. 





Please register at our booth as we will mail to every registered merchant 
an office souvenir that will be useful throughout the entire year 1923. 


The Sam B. Wolf Shoe Company 


Cincinnati, Ohio | 


Makers of , 


me ee met oe 
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One of Our Latest Creations 


The Thorobred 


In Patent and Gray Combination 


The WIECHMAN PATTERN Co. 


SHOE PATTERNS 


ST. LOUIS 
3939 Olive St. 


CINCINNATI 


128 East 8th St. 
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Thelma — 
smart patent leather tongue 
pumps, the tongues inlaid with 
gray ooze. 


Astor Tie — 
black ooze quarters inlaid with 
black satin to match the black 
satin vamps. 


Lakeside — 
patent leather Oxfords with sad- 
dle straps inlaid with fawn ooze. 
Also made with 1-inch heels. 


Russia Calf Oxfords with quar- 
ters inlaid with gray ooze. 


Oo 
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Of discrimination 


Being first with styles that women want always 
places a merchant in an advantageous position. 
Among women who know, the same as among 
merchants who know, Krippendorf-Dittmann shoes 
set a standard of style and quality that is difficult 


to equal. 


During the Retail Shoe Convention the advance 
spring styles will be on display at our Chicago 
Office, 1114 Great Northern Building. Also for 
the convenience of visitors, special displays will 
be held at the Great Northern Hotel. 


CORRES? 


Our many customers and friends may now place 
orders for spring delivery with complete assurance 
that we are in a position to make deliveries as 
promptly as ever. 


THE 
KRIPPENDORF-DITTMANN 
COMPANY — 


Cincinnati 
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Petatutntutn 
POPPA IS 


An Exclusive Privilege for 
High Grade Shoe Merchants 


The usual rubber heel ill becomes fine shoes. Because the Pietzuch 
Heel is highest in quality and efficiency, its higher price makes it fit 
for the better-grade footwear, though the cost is but a few cents 
more, Every high-grade shoe merchant owes his customer this 
better heel equipment on his better,shoes. Ask for this equipment 


on one of your better styles. 


Ninety-five per cent of all the foot troubles and ineffectiveness of 
inner appliances, as well as of corrective shoes, are caused by the 
use of the usual rubber or leather heel, it being responsible for the 
wrong position of the inner longitudinal arch in walking. 


The PIETZUCH WONDER ARCH GUIDE RUBBER HEEL prevents and cor- 
rects all foot, knee and ankle ailments, and assists all inner appliances and cor- 
1ective footwear in their desired results. Its composition of black rubber, which is 
75 per cent resilient, and white rubber 25 per cent resilient, automatically guides 
the foot in a straight inside line, distributing equally the weight of the body on 
the feet as nature desires. 


_vewowrewewveYwS* 
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Manufacturers and retail merchants of high grade 
shoes (only) should write for prices and samples. 


PIETZUCH’S 


PRONOUNCED PITS- YOU 
Wonder Arch Guide Rubber Heel Co. 
Station O Cincinnati, Ohio 
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THEY HAVE WITHSTOOD ALL TESTS 





STURDY FABRIC 
AS 
AUTO TIRES 





The Ends of 
Cord Thread 
Produce the Wear 


GRO-CORD SOLES AND HEELS 
ARE MADE OF THE SARS 








QUEEN C 














KING B 





cold. 








THE WEAR IS AGAINST THE GRAIN. 
SOLE KNOWN! SUPERIOR TO ALL OTHERS FOR WORK SHOES 


Does not slip, cannot bulge or stretch, and the fabric tread is a non-conductor of heat or 


Your line is not complete without shoes with GRO-CORD Soles and HEELS. They cost 
no more. The quality is higher than the price. 

SUPERIOR to ail other soles for GOLF SHOES. IDEAL for the BASKET-BALL and 
BOY-SCOUT. MADE in different designs and shapes. Write for further particulars. 


THE LIMA CORD SOLE AND HEEL CO. 
LIMA, OHIO 


THE LONGEST WEARING SHOE 

















“The Monroe” 


Tony red calf, Gun Metal 
and Patent Leather blu- 
cher Oxford Wingfoot 
Rubber Heel. 


$4.25 


More Than a Little Better 


Enough different to be worth while — 
enough better to make repeat sales. 


See our complete line at the N.S. R. A. 
Convention, Booths 201 and 202. 


Sidwell-DeWindt Shoe Co. 
222 West Monroe St. Chicago 





THE VOLLN...N-LAWRENCE CO. 


CINCINNATI, OHIO 
fH THEIR 


NEW CREATIONS IN (WOMEN’S 
FOOTWEAR 


Al the Convention, BOOTH 154, also at 
7HE PALMER HOUSE 


Rooms 450 and 452 














MEYER’S 
THREAD 


Aa! try it? Best 


ible to 

raw ol posi sewing 
purposes. Saves time, 
trouble and expense 
in the stitching room 
because it has great 
strength and fine 
finish. Let us prove 
it. Send for samples. 


JOHN C. MEYER THREAD CO., Lowell, Mass., U.S.A. 
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Success 


We are proud to be able to tell the trade that we have 
done a larger business this fall than we have done 
since we started in business. 


Our bookings for spring are tremendous. Our rapid 
growth and the large volume of business we are get- 
ting daily are exactly what we have expected as a 
result of the splendid value we are putting into our 
entire line. 


We are having plans drawn for an addition to our 
pleasant, modern, fireproof plant, which will double 
our capacity. We hope to have this completed by 
May Ist. 


See our exhibit, Booth No. 143, 
N. S. R. A. Convention and Expo- 
sition, January 8, 9, 10, I1, 1923. 


The McGOVERN SHOE CO. 


COLUMBUS, OHIO 


Spring Numbers 


2 cs | > oe No. 2507 

Growing Girls’ and Chil- . 

dren’s Small Tongue Colo- One of our Popular White 
Sea Island Line. See com- 


nial Pumps, with Field : 
Mouse, and other com bina- plete line at Convention, 


tions. 
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“Comfort in Bea 


NE of the most outstanding features of the 
Qo RILEY ARCH RELIEF SHOE is its desirabil- 

ity—which means its complete and effective 
salability, as a line in your stock. 


Women who work and women who walk are quick to 
appreciate its many advantages—advantages that are 
not all contained in the comfort features. 


That’s the reason why 
merchants who stock 
RILEY ARCH RELIEFS 
are keeping our factory 
busy with reorders from 
stock that is always on 
hand to fill their needs. 


At the 
N.S.R.A. 
(G Convention. 
“ 1 You'll spend several of 
the most profitable 


in K minutes of your life if 
| you will visit our booth 


let us explain. 


Our line will also be on 
display at the Palmer 
House during the Na- 
tional Convention. 


A shoe that is bringing many business 
building and profitable customers to 
RILEY dealers. 


f No. 142 Coliseum and 


{- | The RILEY SHOE MFG. CO 
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SHOES WITH NEOLIN SOLES 








as 


When you are buying shoes to sell for $5 to $6, be sure 
to consider those in this class equipped with Nedlin Soles. 


They permit you to offer your customers the utmost in 
shoe value for the money. 


In that way, they build business for you. 


And in buying them for your stock, you will find you 
save money for yourself. 


Ask your manufacturer’s representative to quote you 
the new low prices made possible by recent reductions 
in Nedlin Soles. 


Talk over both the quality and price of Nedlin-soled 
shoes with a Goodyear Representative at Booth 
Number 224 at the National Shoe Retailers’ Convention 


Goodyear Means Good Wear 


MNesdlin Soles 


Trade-Mark Reg. U. S. Pat. 


DURABLE - WATERPROOF - COMFORTABLE 
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5 UR complete line of women’s shoes will be on exhibit at the = 
od National Shoe Retailers’ Association Style Show from January 8th to 3) 
es January | 1th. BS 
5 e e e ce 
ei Visit Our Display a 
ei Look! Ask! Buy! ee 
ss) le 
52 OU will see why it is that we have made one of the quickest and most Sos 
Oe phenomenal successes in the history of the shoe business. Our slogan---- So) 
He Hi-St¥le----Lo-Price---means what it says. Satisfied testimonials from dealers So 
i all over the United States bear witness to our agressive policy. To serve you He 
te further we are now preparing to build an extensive addition to our factory. 1, 
ee We anticipate a wonderful year in 1923. 222 
+ Write or Wire for a Look at Samples 5 
: HI-STYLE == LO-PRICE : 


COLUMBUS OHIO. 
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— for each line of Shoes 


A Distinctive Rubber Heel 


JOO 
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During the CONVENTION at CHI- 
CAGO in January our line of Shoe 
Buckles will be on display at 


The Palmer House 


in charge of our 
MR. MILTON A. FISHEL 


Besides Rhinestone Ornaments of all 
kinds, we are showing for the first time 
a wonderful line of 


Cut-Steel Buckles 


Made of Rust Proof Chrome Steel, 
Spot Welded Points, Smooth Backs, 
at Very Attractive Prices. 


(Send for Leaflet) 


Sen WV Fishel & Sons 


126 West 22nd Street, New York City 
Salesroom—366,Fifth Avenue—Room 1003 











‘Tailored’ to Your Own Specifications 


The Republic Rubber Company manufactures rubber 
heels made to order. They correctly harmonize with 
the shoes to which you attach them. Your name and 
trade-mark are branded on every heel. 

Live shoe manufacturers find it distinctly advan- 
tageous to make their rubber heels advertise their own 
line of shoes. 
rubber heels. — 


kWrite us your requirements. We 
will make a definite proposition. . 


THE REPUBLIC RUBBER CO. 


Investigate Republics—the “tailored” 


YOUNGSTOWN, 





A Question of Taste 


People who travel extensively 
seep at the MARTINIQUE 

ECA USE it delivers in room accommo- 

dation, hotel service and food value, 
full return for the amount of the bill. 

Because it is conducted forthe New York 
trinity of dusimess, pleasure, rest. 

Because it is five minutes from the theatre 
district, two and four minutes from Penn- 
sylvania and Grand Central Stations, three 
minutes from the wholesale houses and 
around the corner trom the greatest shopping 
zone in the world. 

Consider the cost: Rooms, $2.50 up— 
rooms with bath, $3.50 up. Club break- 
fasts, 45c to $1.00. Everything else in 
proportion. 


That is why travelers have elected 
the Martinique the Travelers’ Hotel 


MARTINIQ 


Broadway at 52™ Street, New York 
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Season’s Greetings from 


SILVA & COMPANY 


Showing at 














Z Booth 176— Coliseum | 

if N. S. R. A. CONVENTION—CHICAGO 

2 Jan. 8-9-10-11, 1923. 

ry ALSO : 

= SAMPLE SHOW ROOMS—HOTEL LA SALLE 





MAKERS OF 


HIGHEST GRADE FOOTWEAR 
FOR WOMEN 





We invite you to inspect both our displays. 





“See our pumps on the runway.” 


SILVA & COMPANY 


208-216 WILLOUGHBY ST., 





BROOKLYN, N. Y. 
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ROBERT A. FOERDERER, INC. 


Sole Manufacturers of VICI KID 
PHILADELPAIA, PENN 
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The White Shoe House of America 


Chipman Harwood Co. 


564 Atlantic Ave. Boston Mass. 


ill show the most extensive line of White Shoes ever 

shown by this Exclusive White Shoe House at Rooms 
roog-1010 and 10r1I1-Morrison Hotel-Chicago-during 
N.S. R.A. Convention-Fanuary 8-11. 


The Boys will be there to Welcome you. 


CLARK HARWOOD D. J. HARKINS 

W. C. HOLT C. N. FITCH 

H. A. SUBLETT T. G. FITCH 

B. E. BELCHER N. C. YERKES 
H. J. WAGNER 





— — ————- © — — a 5 




















Pat. age Wore... 
Bawlick Ton Rubber Heel 


Mahesasny One-Strap—Wed, 1.15 
ubber H am “4 





McKAY STRAPS and 2 STRAPS 
MEDALLION PERFORATED 5-8 8%-11 11%-2 2%-8 
$1.20 $1. 
A 202 “Rubber Heel 1. y 
A 102 English Toe, Rubber Heel 60 $1.90 


STITCHDOWN 
Girls’ Sandals and Oxfords 
Rubber Heel 


Ss Fr SS 
s S88 88 


MEDALLION PERFORATED McKAY OXFORDS 


ALL RUBBER HEELS 5-8 814-11 114-22%-8 
210 Gun Metal Ox., wide toe wedge $1.15 $1.40 
200 Gun Metal Ox., wide toe 1.40 $1.60 
1200 Gun Metal Ox., English toe.. 1.60 


Patent Ox., wide toe, wedge. . J ly 
202 Patent Ox., wide toe 1. 
Patent Ox., English. toe 
Mahogany Ox., wide toe. wedge. x ol 
Mahogany Sz wide toe ° 
Catalog Mahogany Ox., English toe. 


Black Kid Ox., wide toe 











. Nut Brown Ox., wide toe wedge 
Hagerstown Shoe & Legging Co., Inc., 208 Nut Brown Ox., wide toe 


Nut Brown Ox., English toe... 
HAGERSTOWN, MARYLAND, U. S. A. 

















The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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The Appeal 
That Is Always New 


Women’s quest for style never ends. 


She is always alert for the newest expressions of dress distinction, she is quick 
to recognize the-latest mode.. 


Cornell footwear is an authority for the woman who believes in style. 


She has only to look at a Cornell creation to know that she is in the presence 


of something new and exclusive. 


You cannot afford to overlook Cornell shoes when you make an-earnest bid 
for the women’s trade in your vicinity. 


‘The Duchess’’ 


ON 75 LAST, 14-8 CUBAN HEEL 
ON 50 LAST, 17-8 SPANISH HEEL 


During the N.S. R. A. Convention Chicago | 
January 8, 9, 10, 11 


Cornell footwear will be on display at the 


MORRISON HOTEL ~ 


| By on g a Ree 
Mr. Seymour Troy — Mr. J. Wiley Biggs 


A fler these dates at our factory showroori : 
CORNELL SHOE COMPANY, Inc. 


61-67 NAVY STREET ee ne BROOKLYN, N. Y. § 
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Ask The Big Rubber Companies 


To show you samples of their lines carrying 


KRENDEA 


: enh A RES 


N.S.R. A. EXPOSITION 


Chicago, January 8, 9, 10 and 11 


Eliminates Ideal for White 
Burning and Shoes --- Can’t 
Stinging of Stain Delicate 
the feet. Hosiery 


Keeps Feet Never Hardens 
Warm in Nor Cracks, Re- 


Winter, Cool mains Always 


in Summer. FLEXIBLE 


Manufacturers of highest grade shoes state positively 
that K E N D E X is superior in every way to leather 


KENWORTHY BROTHERS CO. 
STOUGHTON, MASS. 


Kenworthy Brothers of Canada, Ltd. 
St. Johns, P. Q. 
REMEMBER—THE FEELING OF THE FEET IS REFLECTED IN THE FACE—WEAR KENDEX 
OUMNH OOOO OOOO 
The Boot and will appreciate m i t rti ts 


Shoe Re order wil te your mentioning the publication in replies to advertisements. 
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No. 566 SMOOTH BLACK CALF—Famous Pershing 
Last (No. 114) Brass Eyelets, Mahogany Edge and $ 
Heel, Rubber Heels. Widths: B,C,D, Sizes: 5} to 11. 

NO. 576 P. & V. 104 TAN CALF -(as above) % 


Chicago Gets First “Look” 


1923 STOCK LINE READY 


NE of the really great achievements of this convention will 
come from bringing you in personal contact with a stock 
service that can make 1923 AN OLD TIME PROFIT YEAR. 


Today, two months in advance of the usual release, we offer for 
immediate delivery, advance Spring styles that have already 
been stamped with selling success, as proven by the factory 
purchases made. by the country’s best merchants. 


COLISEUM: Booth No. 76 and BLACKSTONE HOTEL 


Diamond Shoe C- 


196 Church Street New York 


BRANCH OFFICES 
BALTIMORE....... ...Home Bank Bldg. CLEVELAN 244 Old Arcade Bldg. 
DETROIT...........502 Temple Theatre Bldg. 402 Central Trust Bldg. 
es ny: .708 Security Bldg. GH 503 Lyceum Bldg. 





Two Factories: Brockton, Mass. 


The Boot und Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Here are three 





Armstrong Circle A Heels 
available in the following sizes: 
Men’s -in. Sizes 1-1 to 15-16 
— -in. Sizes 9 to 16 
uban -in. Sizes 000 to 8 
Special Cuban %-in. Sizes 1-3-5-7-9-11 
anufacturers will be glad to place 


this new heel on your shoes whenever 
you specify it. 


are now 





Armstrong| 





The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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of your customers 


Toe young and the old today are insisting on 


(yes, even demanding) rubber heels on the new 

shoes which they purchase from you. They 
have discovered the springiness and comfort of the 
rubber heel. 


All rubber heels are not springy. Some of them, with 
age, become almost as hard as leather. This is a fact 
you should bear in mind when you select a rubber heel 
for your shoes. 


Consider the precaution which has been taken by 
Armstrong to make a quality heel of the finest char- 
acter. In the first place, all heels are made in a model 
rubber heel plant equipped with the most modern 
rubber heel machinery. Here the policy is not how 
many, but how well. 


Only the highest quality of raw materials is selected: 
The heels are vulcanized slowly—they are never 
rushed—which in itself is one of the secrets for the 
superior quality found in Armstrong Heels. Another 
advantage in Armstrong Heels is their design. Still 
another is their quality of non- slipperiness. Still 
another is the long wear they give. 


Taking everything into consideration, it is to your 
definite advantage to specify, not “rubber heels,” but 
Armstrong Circle A Rubber Heels, on your new shoes. 
You will please your customers and reap the reward 
always earned by giving the buyer top-notch quality. 


Let us send you personally a sample pair of Arm- 
strong Circle A Rubber Heels so that you may test 
them out for yourself. State the size and color desired. 


ARMSTRONG CORK COMPANY 


Shoe Products Division 
Lancaster, Pa. 








The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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HYGRADE 


Suede Calf 


: o> 
V7 oe 

















A 


America’s Foremost Leather of Fashion 



































HE list of users of HYGRADE Suede Calf 
reads like a veritable “blue book” of the mast 
representative American makers of finest footwear. 


You will find in HYGRADE, the fulfillment of all 
you have desired in a perfect suede calf. 


We make all the wanted colors including the present- 
ly most popular Beige and Grays. 


‘‘Hygrade means best suede”’ 


HYGRADE TANNING CO. 
Manufacturers of Fine Calf Leathers 


PEABODY 33 st MASS. 


Sole Distributor 


SAMUEL SHAPIRO 


183 Williams Street New York City 


Branches at 


ST. LOUIS, MO. ROCHESTER, N.Y. BOSTON, MASS. PHILADELPHIA, PA. 
P. A. HENRY LANG & SMITH JOS. HICKEY COOKMAN & CLARK 
115 Mill St. 113 Lincoln St. 321 Arch St. 








Leather 
Trades Bldg. 
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ST. LOUIS 


ON YOUR WAY TOTHE 














CONVENTION 
The World’s Shoe Market — The World’s Shoe Market 


St. Louis Will Be at the Main Entrance 


With a Cordial Welcome During 
the N. S. R. A. Convention 


The National Shoe Retailers’ Convention in Chicago, January 8 to 11, will be held at 
Coliseum, same as last year. St. Louis will be there with a hearty welcome—same as 
last year—at the right of main entrance. The Convention of 1923 will be larger and 
better then ever before and well worth coming any distance to attend. St. Louis will 
exhibit in a group and will display every kind of shoe from an Infant’s soft sole up 
through the various grades to the highest development in Novelty and Artistic Foot- 
wear. You are invited to see the St. Louis Group Display and also to visit Headquar- 
ters of the St. Louis Delegation at Morrison Hotel. 


Go to Chicago Via St. Louis 


The St. Louis Shoe Manufacturers, Wholesalers and Retailers invite you to join them 
in making the trip on their special train, leaving St. Louis Saturday, January 6, 11.45 
p-m., via C. & A. Railway. Reservations may be made through Mr. Julian Samuels, 
Chairman, 1214 Washington Ave. The St. Louis Manufacturers and Wholesalers 
Association will keep “Open House” all day January 6 at Hotel Jefferson, Parlor Floor, 
Rooms 126, 127, 128, and 129. Shoemen from everywhere are welcome. 


Make Yourself at Home with Us 


The following firms comprise the St. Louis Group Display at Chicago: 


Boyd-Welsh Shoe Co. Johansen Bros. Shoe Co. Roberts, Johnson & Rand Shoe 

Brauer Bros. Mfg. Co. Johnson Stephens & Shinkle Shoe Co. Co. 

Brown Shoe Co. ~* Lund- Williams Shoe Co. Samuels Shoe Co. 

Central Shoe Co. Abe Manheimer & Co. Shoe Specialty Mfg. Co. 

F. C. Church Sihoe Co McElroy-Sloan Shoe Co. Travaso Shoe Co. 

C; ri Mauldi } & Cha hue 8 John Meier Shoe Co. Tweedie Footwear Corporation 
TOR, HOGEED CE Secars, ae. WwW. T. Mecre Shee Co. United Shoe Mfg. Co. 

Friedman-Shelby Shoe Co. Pedigo-Weber Shoe Co. Vinsonhaler Shoe Co. 

Hamilton-Brown Sihoe Co. Peters Shoe Co. Wizard Lightfoot Appliance Co. 


Be 














3} 
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You Are 

Cordially In- 

vited to Inspect 

The ” A : ‘ ; ON YOUR WAY TO THE 
Billiken Exhibit a: Ee: N.SRA. 
In the St. Louis Section 3 ; “ig CONVENTION 
Duri : Join A Live BUNCH 
uring the ; 
National Shoe Retailers’ 


Convention 
In Chicago 
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but only one ---~-BILLIKEN 


S 


. 
mm 








] 


SU 


Y 
S 








§ 
“s 





MITITITITITITIM PT AUUTEAVOUOTOTAVEREAUNUIOEEAUBEELINDHDEBEL 


The Boot and Shoe R der will ciate your mentioning the publication in replies to advertisements. 


D> 








BOOT AND SHOE RECORDER December 30, 1922 





Right after the 
last Convention 


We announced 
an added line 


Johansen’s Feeture Arch Shoes 
with the patented rigid yet flexible 
shank were announced less than a 
year ago. Today hundreds of 
dealers sell and thousands of 
women find comfort with style in 
this new wonder shoe. 


Makers- Womens Shoes Exclusively 
Saint Louis. 


Jone nsen Bros. Shoe Co. 





The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Right after 
this Convention 


We will move into 
Our enlarged factory 


Our enlarged factory will be in op- 
eration almost before the conven- 
tion is over, increasing our present 
output more than fifty per cent— 
adding thousands of additional 
pairs made possible through in- 
creased facilities. But even then, 
the increased production will bare- 
ly meet the demand for Johansen 
shoes for women. 





At This 
N. S. R. A. 
Convention 


Johansen Shoes for wo- 
men will be shown at 
Coliseum Booth 17 and 
Mo ‘onHotel,sample 
s: . 3, Sa, NG, 


ohansen Bros. Shoe Co. 


Makers- Womens Shoes Exclusively 
Saint Louis. 





The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Wonderful Shoes 





Wy 








Combination 
Titan 
Fancy Lace 
Oxford 


Gray Suede and Patent Leather Combination. 
* Made over our new No. 70 short vamp last, 
carrying either a 17-8 Spanish or Louis 
Heel: with gray silk half-inch tubular lace, 


tassel ends. 
TO ORDER 


Johnson, Stephens & Shinkle 
Shoe Company 


Manufacturers 
Saint Louis U.S. A. 


SEE US AT N. S. R. A. CONVENTION 
Coliseum, Booth 13 
and at the 
Morrison Hotel, Rooms 305, 509, 510 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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“ALL ABOARD CHICAGO SPECIAL” 


CONVENTION NATIONAL SHOE RETAILERS’ ASSOCIATION 
January 8th, 9th, 10th, 11th 








Colonials 
Buckles 
Tongues 
Fans 
Rosetts 














ORNAMENTS 


COLONIALS 











If you are not 
going to the 
convention 
and have not 
received our 
late 


CATALOGUE 


writeusfor 
one and see the 
latest in shoe 
ornamenta- 
tion 


ABE MANHEIMER & COMPANY 


14th at Locust St. Louis, Mo. 
CHICAGO CONVENTION, BOOTH 19. ST. LOUIS SECTION 
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Railway Exchange Building 


a! © 


proportions during the past year, that it can be 
truly called the world’s shoe market. Never 
before in the history of the business have such enor- 
mous shipments been made. From the baby industry 
way back in 1862 when the principal business was 
jobbing and wholesaling, it has grown steadily until 
it has advanced to be the city’s leading industry, with 
an enviable record of having sold $168,000,000 worth 
of shoes in 1922. 
From the inception of the business in 1862 until its 
present exalted position in American business, there is 


‘T= St. Louis shoe industry has grown to such 














St. Louis— 
The Shoe City 


Market Shows Remark- 

able Expansion During 

Year—Volume Has 

Reached Highest Point 
In History 


a romance which, if set to words, would read more 
strangely than fiction. 


Early Battles—And How They Were Won 


There remain a few who can revert back to the shoe 
business in St. Louis of the Civil War days. In retro- 
spection these supermen of the industry today tell of 
the early struggles of the business. 

It was known as Main Street in those days. And 
they say there were no manufacturers of shoes. Whole- 
sale and jobbing houses are what they were called and 
rightly so. The day of the elevator had not dawned 





McElroy, Sloan Shoe Co. 

St. Louis Shoe Manufacturers’ and Whole- 
salers’ Association 

Johansen Brothers Shoe Co. 

Johnson, Stephens & Shinkle Shoe Co. 

Abe Manheimer & Co. 

F. C. Church Shoe Co. 

Brown Shoe Company 

Hamilton-Brown Shoe Co. 

Boyd, Welsh Shoe Co. 

Travaso Shoe Company 





Exhibitors at the N.S. R.A. Convention and Participants in 
This Market Section 


United Shoe Manufacturing Co. 
Wizard Lightfoot Appliance Co. 
Pedigo-Weber Shoe Co. 
Lund-Williams Shoe Co. 

Shoe Specialty Manufacturing Co. 
Creel, Mauldin & Chambers Shoe Co. 
John Meier Shoe Co. 

Central Shoe Co. 

International Shoe Co. 
Tober-Saifer Shoe Co. 
Kannally-Wick Shoe Co. 
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and block and tackle were employed in lifting the’ cases 
to the upper floors. Sample rooms were as unknown 
as prohibition enforcement agents. 

When the retail shoe merchant came to this market 
in those days of horse cars and gaiters, he bought his 
shoes with the aid of a hatchet, wielded by the head 











Facts and Figures of St. Louis 
Shoe Industry 


Shoe Factories 79 
Volume of Business in 1862.. $500,000 
Volume of Business in 1922..$168,000,000 
Pairs Produced per Year.... 56,000,000 
ee eee 153,000 
Average Price per Pair...... $3.00 
People Employed........... 34,000 
Wages Paid per Year 

Capital Invested 











of the firm. Opening cases as they went along, we are 
told was the prevalent method of selecting a line of 
merchandise. Business executives were a misnomer in 
that period, at least in the sense in which we apply 
the name today. 

When the merchandise had been sold, the entire 
firm from the heads of the business down to the porter, 
busied themselves in packing the boxes. The title of 
shipping clerk was invested in no one, but every one 
qualified in filling the position. The eight-hour day 
advocates were not doing effective work at that time. 
The packing was all done at night. Day time was sale 
time and every employe was a floor salesman. Retail 
merchants, employes, and freight used one entrance. 
It was a veritable “‘open door” policy, with wagon and 
steamboat as principal arteries of transportation. He 
of the quill pen, now known as the credit manager, 
fretted and frowned as well in those days of four to six 
months time on bills. 


They Had Cavalry to Collect Bills 


The great junket to the East was an event looked 
forward to with the same keenness present day buyers 
manifest at its approach. Shoes were all bought in 
the East in 1862. Saddle packs and horses were em- 
ployed in collecting bills. And brave too were the men 
who blazed the trail of what was to become later the 
principal business of a prominent city—St. Louis. 
The yearly volume of sales for all the houses at that 
time was $500,000. All this occurred in 1862. 

The manufacturing of shoes was being talked about 
shortly after this period. Various attempts were made 
to establish factories and start production off and on 
until 1878. when a group of pioneer shoe men associated 
themselves and with the help of five skilled shoe 
workers employed and brought on from Rochester, 











N. Y., as instructors, started the first successful shoe 
factory with power machinery in St. Louis. 


The Beginning of the Manufacturing Invasion 


From this small beginning other factories grew. 
Progress was naturally slow at first and no great gains 
are recorded in those trying days of the early manu- 
facturers. Then we come to 1900. From that time 
right on through the 22 years which brings us to the 
close of the present one, the manufacturing of shoes 
in the St. Louis zone has grown in leaps and bounds 
until its present gigantic proportions have been reached. 


Now 79 Shoe Factories 

There are in St. Louis and nearby towns today, 
79 shoe factories, with a total output of 56,000,000 
pairs per year, or 153,000 pairs per day, which, at an 
average of $3 per pair, makes a total yearly produc- 
tion of $160,000,000. These factories employ 34,000 
people, who are paid $40,000,000 per year in wages. 
St. Louis shoe manufacturing today shows a com- 
bined capital investment of approximately $60,000,000. 

St. Louis’ success in shoe manufacturing is a tribute 
to quality in moderate-priced shoes. The men who 
founded the large St. Louis houses and have inspired 


and educated the present generation to carry on, were 
(Continued on page 255) 
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F. C. Church Shoe Co. 


The only St. Louis manufacturer making Women’s High 
Grade Novelty McK ays for the jobbing trade exclusively. 


CHURCH'S 1923 FLAPPER 


Surpassing in Snap and Distinctiveness Our 1922 Flapper 


This and our other models exhibited at the N. S. R. A. Conven- 
tion (St. Louis Group, Booth 14) will solve your shoe style 
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Character” 





leaden 
“Women's Shoes 


Announce the Creation of 


problems for the coming season. 


Distributed Thru Specialty Jobbers in the Following Cities 


SAINT LOUIS 
CHICAGO 
DALLAS 





SAINT 
LOUIS 
U.S.A. 


MINNEAPOLIS CINCINNATI 


SAN FRANCISCO PITTSBURGH 
PARKERSBURG, W, VA. 


LOS ANGELES 


Write us for your nearest Distributor 
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FC.CHURCH 
SHOE 
COMPANY 





MANUFACTURERS 
"Women's Shoes of Character” 


SAINT 
LOUIS 
U.S.A. 
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SAINT LOUIS 


—has won the right to bear 
the banner of leadership in 
the shoe industry. And oc- 
cupying a place of honor on 
that banner are the four sym- 


bols that identify the products 
of St. Louis’ first successful 
shoe manufacturers. 


Drews Duos Gouger, 


Washington Avenue 
16th to 17th Streets 





ae DrOwnLtShOeS seen 


for Men and Women 


Et) 
elitr 
Ribbon 


Service 
Shoes 
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These lines await your inspection in our booth—St. Louis Section—Convention Hall; 
and in room 401, Morrison Hotel. 
And when you pass through St. Louis on your way to or from the Convention, we’ll 
be glad to greet you at 1610 Washington. 
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Illustratingfour No. 
&) 7310—Gray Nu- 
buck Popular 
Tongue One Strap- 
Covered 14/8 Wood 
Box Heel. Sizes 
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Visiting the National Shoe Convention — 
at Chicago are cordially invited to ~~ 
inspect the Hamilton ~Brown 
Exhibit of novelty and staple styles 


Jor Laster — 


Booth 5~Exposition Bldg 


Also at Our Sample Room 
405 Morrison Hotel 


Our Motto ~ For over 50 years — “Keep The Quality Up” 


Hamilton~Brown Shoe Co. 


10 Great Specialty Plants 
St. Louis, U.S.A. “The Shoe City.”. 
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MODELS FOR 1923 





MASTER 
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Occasion of our 


Fifth Annual Exhibition 
N.S. R. A. Convention 
Chicago, January 8th to 11th 
BOOTH No. 16 COLISEUM 


and 


The Entire Sixth Floor Morrison Hotel 


Where the Trade are cordially invited 
to see Boyd- Welsh Process Shoes 
with the real French accent 


BOYD-WELSH SHOE COMPANY 


MANUFACTURERS OF 


WOMEN’S STREET AND THEATRICAL FOOTWEAR 


COOK AND NEWSTEAD AVENUES 
SAINT LOUIS, U.S.A. 














Your Railroad Ticket 
Permits Stop-over 
At Saint Louis 


Why Not Stop 
and See 
Our Modern Factory? 
































The Boot and Shoe Recorder will appreciate your mentioning the publication in replies te advertisements. 





BOOT AND SHOE RECORDER December 30, 1929 


_— = | a 


: 





7! —— a a a ae ae ae ee ae 
————-—- - - a oe a a oe ——— = = a 


| a 
_ 











| 


| 
| 
| 





























THERMA 










































































WHILE IT IS TRUE THAT ATTRACTIVE PATTERNS 
WILL INFLUENCE MOST WOMEN IN THE CHOICE 
OF THEIR FOOTWEAR, IT IS WELL TO REMEM- 
| BER THAT THIS METHOD OF SELECTION WILL 
LEAD ONLY TO DISAPPOINTMENT AND CHA- 
GRIN, IF THROUGH FAULTY CONSTRUCTION 
OR POOR FITTING QUALITIES, THE ORIGINAL 
ATTRACTIVENESS IS LOST AFTER A FEW WEEKS 
OF WEAR. 
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THE INDIVIDUALITY OF “TRAVASO TURNS” 
WILL INVARIABLY AWAKEN [A WOMAN'S IN- 
TEREST. THESE BEAUTIFUL SHOES, MADE 
OF THE FINEST MATERIALS AND WROUGHT 
WITH INFINITE CARE BY TRAVASO CRAFTSMEN 
WHO HAVE BEEN TRAINED TO TAKE PAINS, 
WILL BRING TO THE WEARER EASE AND COM- 
FORT IAND A DEEP SENSE OF LASTING SATIS- 
FACTION. ; 
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| | OUR CUSTOMERS AND FRIENDS ARE INVITED 

TTT | TO INSPECT OUR SAMPLES WHICH WILL BE ON 

| | TT] DISPLAY AT THE COLISEUM, BOOTH NO. 14, | | 

TTT | | tt | AND MORRISON HOTEL IN CHICAGO, DURING | | 
THE NATIONAL SHOE RETAILERS’ CONVEN- 

TION, JANUARY EIGHTH TO ELEVENTH. 

COLISEUM MORRISON 


BOOTH | HOTEL 
ROOM 339 


| 
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TRAVASO SAOE ComPANy 


1908 LOCUST STREET SAINT LOUIS 
PPT Teta dd | 
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St. Louis Group Exhibitors and Their 
Booth Numbers 


Booth No. 
No. 1l 
No. 19 


Name 
Brauer Bros. Shoe Co. 
Brown Shoe Company 
Boyd-Welsh Shoe Co. No. 16 
Central Shoe Co. No. 6 
Creel, Mauldin and Chambers » § 
F. C. Church Shoe Co. No. 14 
Travaso Shoe Co. - 
Friedman-Shelby Shoe Co. No. 2 
Hamilton-Brown Shoe Com- 
pany 
Johansen Bros. Shoe Co. 
Johnson, Stephens & Shinkle 
Shoe Co. 
Lund-Williams Shoe Co. 
McElroy-Sloan Shoe Co. 


No. 8 
No. 17 


No. 13 
No. 3 
No. 22 


ee ee ee 


Booth No. 
No. 12 
No. 23 
No. 4 
No. 21 


Name 
John Meier Shoe Co. 
W. T. Moore Shoe Co. 
Pedigo-Weber Shoe Co. 
Peters Shoe Co. 
Roberts, Johnson and Rand 
Shoe Co. 
Samuels Shoe Co. 
Shoe Specialty Mfg. Co. 
Tweedie Footwear Corpora- 
tion 
United Shoe Mfg. Co. 
Vinsonhaler Shoe Co. 
Abe Manheimer and Co. 
Wizard Foot Appliance Co. 
Ely-Walker D. G. Co. 


OL OE TDG 


Big Group Display Planned by St. Louis 


Ton work of the St. Louis manufacturers and 


wholesalers for the group display has been com- 

pleted. However, like all good things which are 
difficult to keep, word has gone out from the individuals 
in “the know” that there will be an amazing sight in 
this exhibit for those who attend the convention. 

C. S. Strayer, chairman of the Booth and Display 
Committee, has left nothing undone in the way of 
effort to surpass all previous group displays. He has 
been insistent that only the market’s finest products 
be represented. 

The exhibition will be complete in every detail from 
the point of the shoe buyer. Manufacturers and whole- 
salers of this great shoe center will exhibit every type 
and variety of shoe, from the softest, tiniest baby 
“first step” to the heavy solid-sole oil-worker’s boot. 
The display will abound in novelties. This particular 
division of the market has expanded remarkably since 
the last convention and those retail merchants looking 
for this type of footwear have a rare treat in store for 
them. The very latest patterns, embodying the ideas 
of the market’s best designers, will be on revue. The 
women’s novelty manufacturers have promised a veri- 
table “Alice in Wonderland” display. The style 
geniuses have been busy designing the things that 
will be wanted Easter and no retail merchant attend- 
ing can afford to miss the St. Louis exhibit. Of course, 
novelties will not be the only footwear in the spot- 
light. There will be men’s highest grade welts. This 
is another element of the market that has made rapid 
strides during the year. Staples of the. best quality 
and complete general lines will be there in abundance. 


Foot appliances will be represented by one of the 
country’s largest. Boot tops, too, will be seen in an 
array of styles the like of which has not been seen in 
a long time. One of the country’s largest wholesale 
dry goods houses will have a unique display of hosiery. 
All these features and many others will be seen in the 
St. Louis Group Display. 

There'll be high-powered sales executives from all 
the manufacturers. And the boys on the road—well, 
you know they’ll be there to extend a welcome to 
their friends. 

There will be 26 exhibitors in the group. This is 
larger than last year and when the curtain is rung up 
on January 8, the opening day of the convention, the 
St. Louis Exhibit will blossom forth in all its glory. 

The St. Louis group will occupy the same space as 
that of last year, which is on the right of the main 
entrance and on the principal aisle to the Convention 
Hall. The group occupies both sides of this aisle and 
from all appearances there is scarcely a possibility, for 
any one who attends, to miss the St. Louis display. 





1922 Records to Be Smashed 


From all indications, last year’s records will be 
smashed beyond recognition. All of which denotes a 
healthy tone in the women’s novelty business in St. 
Louis. The big general line houses have accomplished 
almost unbelievable results. The gains recorded in the 
annual report of two of the largest houses are almost 
incredible. The figures will run into millions of 
dollars. . 
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DURING THE N. S. R. A. CONVENTION 


JANUARY 8TH TO 1!ITH 


THE UNITED SHOE MANUFACTURING COMPANY 
OF ST. LOUIS 


MAKERS OF HIGH GRADE SHOES FOR MEN 
AND WOMEN INVITE YOU TO A SHOWING OF THE 
COMPLETE DISPLAY IN 
CONVENTION HALL 
AS WELL AS AT THE 


MORRISON HOTEL ROOMS 505 AND 506 


SALESMEN IN ATTENDANCE 
J. M. SALINGER Cc. F. GOODWIN 
F. F. FRAZIER E. B. GREEN 
W. L. RAMLOSE M. B. SMITH 
J. T. MURRAY G. A. PRICE 


A. J. SPRING, GENERAL MANAGER 




















P.S. Easter is on April Ist this year, two weeks earlier than last year. 
All orders placed with the United Shoe Manufacturing Company during 
the convention will be completed and delivered in plenty of time for the 
Easter retail trade. 


Buy early to avoid delay. 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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CHARLES S. STRAYER 
Vice-President 


JOHN H. WILSON 


President of the St. Louis Shoe 
Manufacturers’ and Wholesalers’ 
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A. W. MEIER 
Vice President 


Association 





Directors 


J.T. PEDIGO 
AL. G. WHITE 








Directors 


PAUL B. JAMISON 
WYLIE CREEL 





HARRY MEYER 


Secretary-Treasurer 


St. Louis Shoe Manufacturers’ and 


Wholesalers’ Association 


An Organization Representing the Best Interests of the Industry, Banded 
Together to Broaden the Market 


HE problems of the St. Louis Shoe Manufac- 
‘Eval and Wholesalers’ Association during a 

year’s administration are many. There are two 
functions which compose the major portion of the 
organization’s activity during a year’s business and 
they are the group display at the National Shoe Re- 
tailers’ Association convention and the St. Louis 
Pageant of Fashion or style show. 

The group display at the N. S. R. A. convention 
this year will again be carried out. Great energy and 
elfort have been expended to surpass last year’s show, 
which set a high mark for this style of the market 
presentation. 


In the group exhibition there will be found the com- 
bined effort of the market’s best products. The repre- 
sentative element of the shoe industry who are mem- 
bers of the organization have, through the group dis- 
play idea developed a spirit of co-operation, which has 
reflected more forcibly at each succeeding convention, 
the tremendous growth of the St. Louis market. 


Display Better than Last Year 


Those who attended the convention last year in 
Chicago, remember distinctly the attractiveness as 
well as the completeness of the St. Louis exhibit. 
President John H. Wilson has again this year called 
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To N.S.R. A. 
Members 


You are cordially invited 
to visit us at our booth 
during the N.S.R.A. Con- 





St Louis 


Grou (a | vention in Chicago, 


< January 8th to 11th 


We will be at Booth 7, St. Louis 
Division, and will have a real sur- 
prise for you. Don’t fail to find 
out about it. 
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together the clan and has bid them outstrip last year’s 
effort to a notable degree. To any one familiar with 
the individual membership of the organization, there 
is little doubt but that this summons means a greater 
achievement. It is on occasions such as these, where 
the market’s reputation is at stake that the association 
works best. The market has never had to defend 
itself. It has always stood solidly on its legs, but the 
manufacturers’ organization has not been satisfied 
with this accomplishment. It was necessary to 
broaden its territory, and this activity also has gone 
forward under their guidance. 


Another Big Accomplishment 


Perhaps next to the group display at the N.S. R. A. 
Convention the association’s other big accomplishment 
is the shoe exhibit in connection with the St. Louis 
Pageant of Fashion, or better known as the style show, 
held in August. Last year the exhibit reached the 
Nth degree in beauty and style. Never before has 
any organization shown the spirit of co-operation that 
was manifested in connection with this show. No 
expense was spared by the manufacturers, to give the 
market’s visitors the very latest and smartest patterns. 
It was conceded by all who witnessed the performance 
that the shoe display last year was one of the out- 
standing features. 


Each Man Has An Equal Share 


In the exhibit each manufacturer was allotted an 
equal number of shoes. It mattered not if a manu- 
facturer produced 100,000 pairs a day or 500 pairs. 
The small manufacturer had an equal showing with the 
largest during the evening’s performance. To say 
that this was the most successful style show from the 
point of the St. Louis shoe manufacturer, is expressing 
it moderately: Complete satisfaction existed through- 
out the show, which revealed the spirit of harmony in 
the association. 


Merchants and Manufacturers Work Together 


Close contact with the St. Louis Shoe Retailers’ 
Association in assisting them wherever possible is an- 
other function of the organization. This spirit of co- 
operation, between retail merchant and manufacturer, 
it has often been said (by visitors from other markets), 
was enjoyed almost solely in St. Louis. When the 
progress of the market is an issue, the merchants are 
solidly behind the manufacturers. When some problem 
affects the merchants, in which the manufacturers can 
be of assistance, it is not necessary to ask them for their 
support. It is offered. This briefly sketches the St. 
Louis Manufacturers’ and Wholesalers’ Association, 
who have banded together for no selfish purpose of 
personal gain, but with the whole-hearted intention of 
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making the St. Louis shoe market a bigger, better place 
to do business. 





St. Louis—The Shoe City 
(Continued from page 245) 


men of high ideals, big. vision and far-seeing students 
of merchandising and distribution. 


Men Who Taught How to Become Great 


A. D. Brown, Jackson Johnson, Frank Rand, 
George Warren Brown and many others, by their 
aggressiveness and good judgment, have given this 
city a great industry which has shown the possibilities 
of St. Louis as the logical center for the development 
of the world’s shoe market. 

To realize the magnitude of the shoe business in St. 
Louis, one has merely to stroll down that wholesale 
“shoe belt” on Washington Avenue, which fringes on 
the West at 18th Street and on the East at 12th 
Street. It has been said that within these six blocks, 
40 per cent of the shoes produced in the United States 
are represented. This of course, includes other manu- 
facturers with offices and branch houses on Washington 
Avenue. The mammoth offices ofthe big general line 
manufacturers are housed on this street. The specialty 
houses and jobbers too, claim the avenue as their 
place of abode. The high-grade women’s novelty 
manufacturers have all selected the outlying districts 
for their plants aad selected a locality that is easily 
reached in a short time from down town. 


Shoes of Every Grade and Type 


The development of the market has been along the 
broadest lines. No attempt has ever been made to 
specialize on a certain grade or type of footwear. 
Shoes of every description are manufactured within 
its gates. This has worked toward a marked prestige 
for the market. Buyers have always appreciated the 
convenience of this feature. It enables them to make 
their complete purchases in one market and save 
considerable time. 


Women’s Novelties Show Big Gains 


Progress and expansion of the shoe business has been 
heard on every side. This has been more apparent in 
the women’s novelty end of the business than in any 
other. This increased production is a high tribute to 
the style element which these manufacturers are build- 
ing into their shoes. Three of the leading manufac- 
turers in this field have taken over additional factory 
space or erected additions to their present plants. 
Capacity in some instances will be increased as much 
as 40 per cent,—another evidence of the increased 
demand for St. Louis made shoes. 
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Now, See Here! 


— if you are attending the N. S. R. A. Convention 
— if you want something, but are not definitely sure 


what it is 








— if you know what you want when you see it 


— if in either event you are looking for it 


We invite you, very cordially, to see our styles displayed 
in our Coliseum booth, and -- - - - - = =~ = 


For the convenience of buyers, we have a much fuller, 
more complete showing of our styles at Rooms 308 and 507 
Morrison Hotel -- - January 8th to | Ith inclusive. 














Pe digo -_Weber Shoe Co. 


Saint Louis, Missouri 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 

















JOHN POELKER 
First Vice-President 


A. W. LUTZ 


President of St. Louis Shoe Retailers’ 
Association 














A. H. ZUCKWEILER 
Second Vice-President 


St. Louis Shoe Retailers’ Association 


Seldom is a trade organiza- 
tion developed as unselfishly as 
is the St. Louis Shoe Retailers’ 
Within its mem- 
bership will be found the repre- 
sentative retail shoe merchants 
of the city. The proprietor of 
the ultra-smart store, as well 
as the managers of the shoe 
departments of the largest retail 


Association. 


J. A. HUTCHESON 
Treasurer 
establish- 
ment, right on through to the 
small outlying neighborhood store, 
are included in the membership 
of the association. There is no spirit 
of competition permitted to creep 
into the meetings which would re- 
flect in any way on an individual or 
store. The monthly gathering is 
called every third Wednesday. And 
as organization attendance is usually 
judged, the retail merchants can 
claim nearer 100 per cent than any 
like group that meets in the city. 
Great good is derived from these 
business sessions. The one big topic 
from which an inestimable amount 
of benefit is gained is the subject of 
style. Intense interest is always 
manifested when the subject is up 
for discussion. 


F. RAY SLADE 
Sergeant-al-Arms 


The big problem of the retail shoe merchant today 
is buying his shoes right. 

In these open forum meetings the large buyers who 
frequent the style centers of shoedom, give freely of 
their judgment and opinion. The style geniuses of the . 
big down-town stores also frankly state how they have 
bought their shoes for a certain seasonable selling. 
This has been a bulwark of assistance to the smaller 
merchants, who would not ordinarily have this contact. 

Other problems with which the retail merchant is 


confronted constantly are worked 
out in these meetings. 

To the credit of the organization, 
it must be stated that its members 
are those merchants who are ever 
striving to create better business 
practices in the retail shoe business. 
To lift the plane of the retail shoe 
business has always been the big 
dominant idea back of every activity 
of the association. It is particularly 
apparent that the effort of the officers 
and directors has been fruitful, in 
conducting its affairs to a degree 
that has taught the members better 
methods of doing business. 

Not only has its interest been 
directed in its own sphere of activity, 
but it has been whole-heartedly back 
of every civic movement that has 
meant for a better city. 
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Of course you’ll be in Chicago from 
January 7th to 12th. 


You’ll find Lundin Shoes exhibited 
with the group of St. Louis Manu- 
facturers’ and Wholesalers’ Associa- 
tion, Convention Hall. 


For a thorough and leisurely examina- 
tion of a fine line of Lundin samples, 
drop into Room 431, Morrison Hotel. 


Lundin Shoes are uncommonly good 
looking, comfortable and long wearing. 
They are profitable because they please. 


Lundin Shoes 
To Retail at $5, $6 and $7 


The Lundin Shoe 
The Shoe of Constant Quality 


LUND-WILLIAMS SHOE Co. 


MANUFACTURERS 


ST. LOUIS U.S.A. 


If there is no -Gindin Dealer in your 
town write for our proposition. 


W-1398 


Boarded Red Calf 
Bal. Oxford 


Celta OY a 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Makeus of Womens Hime hoes 


ANNOUNCE 


A Complete Showing of 


Dress, Street and Sport 
Footwear of Latest Fashions 


N.S. R.A. Exposition 
CHICAGO 


January Eighth, Ninth, Tenth, Eleventh 
Booth Nine, Saint Louis Section 
Coliseum 





STYLE REVUE 
+ 





Hotel Morrison 
Sample Rooms 303-407-408 


Palmer House 
Mr. Goddard 


January Third to Fourteenth 











a 
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YOU'LL BE THINKING OF SHOES— TALKING OF SHOES—LEARNING FROM OTHER 
MERCHANTS WHO HANDLE THEM THE REASONS FOR THE GROWING POPULARITY OF 


Shoe forMen 
THESE MEN’S DRESS WELTS OF THE MEDIUM AND FINER GRADES HAVE FORGED TO THE 


FRONT AS THE GREAT SELLING SUCCESS OF THE YEAR. MAKE IT YOUR BUSINESS TO 
FIND OUT WHY. 
QUALITY first, then QUALITY 


(REEL. Mautpin & (HAMBERS 


iIncOoRe POR ATES =: 


ST. LOUIS U.S. A. 
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What of 1923)? 


St. Louis Manufacturers Believe That Improvement 


Is Bound to Continue 


Competition is the greatest business tonic 
in the world, and the shoe industry is acknowl- 
edged by all to be extremely competitive. This 
insures the retailer high quality merchandise 
and right prices during 1923. There has never 
been a time in the history of business when 
prices were figured as close as to-day, and all 
signs indicate this condition will continue 
through the coming year. 

The best mercantile conditions exist when 
prices are neither high nor low, and in many 
fields this period is approaching. With stocks 
low, fundamental conditions improving, rail- 
roads getting into a condition where they are 
putting money back into their pockets, nearly 
all basic raw materials liquidated, everyone 
who cares to work employed at fair wages, 
we enter 1923 with a most interesting aspect. 

Although the buying power as a result of 
these betterments in 1922 will be increased, 
the consumer will nevertheless expect and 
demand real values. Retailers, who like our- 
selves have studied the popular demand and 
can offer merchandise to meet it, will find 1923 
business better than the previous years. 

To give values we must do a maximum 
business on a minimum stock. There have 
been entirely too many shoes of the “milli- 
nery grade” to accomplish this result, making 
it extremely hard on both the manufacturer 
and retailer. Merchants are in a position to 
limit this to a certain extent, and more and 
more do we find successful retailers taking 
advantage of floor goods, thus pulling down 
their investments and doing away with the 
necessity of placing orders for these novelties 
so far in advance. 


JOHN A. BUSH 
President of Brown Shoe Co. 


Of all the nations of men on the face of the 
earth the Americans should be the most thank- 
ful. Here the gold of the world has sought 
and found a home; here the rains and streams 
furnish an abundance of pure, fresh water; 
here the grassy pastures grow without atten- 
tion to feed and fatten our horses, cattle and 
sheep; here all kinds of fruits grow to perfec- 
tion almost without cultivation; here the rich 
nuts grow wild and drop to the ground for our 
winter evening nut-cracking pastime. This is 
truly the land of milk and honey and only 
the drones can possibly have a kick to 
make. 

The South raises cotton, sugar and rice, 
the North raises corn, wheat and potatoes, and 
the farmers everywhere can raise mortgages 
with but little effort on their part. The fac- 
tories hum, the railroads roar and the coal 
mines boom while America grows richer and 
happier every day. 

The past year has been one of substantial 
progress and foundation laying. We think 
that the coming year promises to be one of the 
most prosperous which this country has ever 
known. 

We have 
and readjustments made and the retailers of 
America should look forward to one of the 
best business years which they have ever 
had. 

Our Company sees a year full of great ac- 
complishments and prosperity for the progres- 
sive retailer. In fact, we think that it will be 
one of the best years in the history of American 


gotten our foundation laid 


business. 


W. M. SLOAN 
General Manager, McElroy-Sloan Shoe Co. 
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with his prescription 
book will be in the 
Saint Louis Section 






THE 










National Shoe 
Retailers’ Association 
Convention 


Chicago - January 8-11 
Tl 


JOHN MEIER 
~<- SHOE COMPANY 


Sample Room 538 
MORRISON HOTEL SAINT Louis 


Sample Rooms 338 
442, 443 ‘Good Shoes for Men Since 1874’’ 


















ON YOUR WAY TOTHE 





CONVENTION 
Join A Live BuNcy 









Sample Rooms 



















Make ’em toe-in and walk straight and 
youll have ’em walking your way 
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The National Shoe Retailers’ Association will 


meet in Chicago the week of January 8, 1923. 


Exact time—January 8-11, inclusive. { St, Lous 


Place—-The Coliseum Building. CONVENTION 


ali to Call! 
Whatever else you do, don’t 
fail to call at Booth 6, Coliseum, 
and at Room 403, Morrison 


Hotel. We will have on display— 


1873—“Lady Louis” Wos. Pat. Wish- ; y — 
bone Stp., Pl. Toe, 2-in, Cell. Cov. A line of Sport Oxfords—the 


Louis Wood HI., Imt. Turn, Olga Last newest creations—in addition to 
A, 4-8; B, 3-8; C,2%-8 . . . .$4.25 ° 
, our regular line of Shoes. You 
will find real values that will 
pay you for making the trip, 
many times over, 


1988—“‘Lady Louis” Wos. Pat. Lea. 
Cross Stp., Plain Toe, 2-in Cell. Cov. 
Louis Wood H1., Imt. Turn, Olga Last 
A, 4-8; B, 3-8; C,24%-8 . . . . $4.50 


REMEMBER —we're expecting you at 
Booth 6, Coliseum Building, and Room 
1989—“Lady Louis” Wos. Kid Cross 403, Morrison Hotel. See you there, 


Stp., Pl. Toe, 2-in. Cov. Louis Wood January 8-11. 
H1., Imt. Turn, Olga Last. A, 4-8; B, 


GENTRAL SHOE Go. 


MANUFACTURERS 
Solid Leather Shoes 
St. Louis, U. S. A. 


The Boot and Shoe Re-order will appreciate your mentioning the publication in replies to advertisements. 
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noe Pumps in Stoek 


Shown by Tober-Saifer 
FIRST AS USUAL 


MEET US AT THE CONVENTION IN CHICAGO 
HEADQUARTERS HOTEL LA SALLE 


See Our Complete Line 


We Are Showing the Newest Patterns in 
All Popular Leathers and Fabrics 


“<- TOBER-SAIFER SHOE CO. Ga) 


Novelty Footwear in Stock SHOS 


1312 Washington Ave. - St. Louis, Mo. 


OU ONOTOOOOOOOnne 
QUO OUMMNOUMMNOMMMMMNOUMNNNO 


see aeeaamnaa waver ren ny cor ge — penne er eget oer anon ag aor” sneer —aauaaamaamammamatl 
e Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 











De 


— 
= 








Il 













BOOT AND SHOE RECORDER 





December 30, 1922 


ALWAYS CREATING A DESIRE FOR SOMETHING BETTER 


i * ? > BUYERS AT CHICAGO CONVENTION 
See our line on display at the 
MAJESTIC HOTEL 


Gives the boy a shoe that fulfills January 8, 9, 10, 11 


the mission of a man’s idea W. P. Clemens, M. E. Hattenbach 
John M. Bingham, N. A. Siegel 
will show you the profit and sales value of retailing this 
splendid line of 
“BOBS” Shoes for Boys 


“BOBS” 


The Dress Shoe for 
The Boy That Makes 

















~~ pee Tt tern 
















































Him Feel LikeaM 

Q APPLYING A NEW IDEA 

= WHERE IT IS MOST PRACTICAL 

FS Building a boy’s welt with the shoulder channel process, that 
= puts leather to leather without the use of any cork filler and 
= which insures a smooth innersole not affected by water or per- 
= spiration. No limpy or creased innersoles. A 9-iron outsole 
g directly against a 7-iron innersole. Sixteen irons of solid oak 
= “y aa sole of the best quality. A full grain calfskin upper. Full 
= SO LTT vamps. Leather counters and boxes. Full grain leather 

I IN BETTER SHOEMAKING POCKETS. One-piece stays and facings. 

= CHARACTER moulded from FIT. AND QUALITY 

e 

: MAHOGANY AND BLACK 

BLUCHERS AND BALS 
WIDTHS B C D 

5 1314- to 2 214- to 6 

= Per Pr. Per Pr. 

2 $3.25 $3.50 

= IN STOCK _ 

g KISKI PEDDIE 

= Write for copy of “BOBS” TALKS ON BOYS. 

Z Some truths about a boy and a hint to the dealer. 
_ HIGHLAND, ILLINOIS 
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The Allen-Goller line will be exhibited at 


during the week of the N.S.R.A. Convention, 
January 8-9-10-11. Buyers are cordially in- 
vited to meet our representatives and inspect 


our newest style offerings. 


“A Correct Style for Every Occasion.” 


























———— Hil ; 
——————————— mii 
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A fine new fixture for 
attractively displaying 
ladies’ shoes, in a man- 
i ner that will invite selec- 
tion. 



























The complete design of 
this new Period, which 
is an adaptation from an 
early Colonial style has 
proven to be a valuable 
fixture for making dis- 
plays more attractive. 



































Especially are the Tables 
and Plateaus unique and 
distinctive, new, practi- 
cal, beautiful for correct 
display. 



























The No. 3100 line is de- 
scribed in our new Sup- 
plement. 














Write us for further in- 
yy formation if you are in- 
terested. 




























j HUGH LYONS & CO. 
Rn, we Lansing, Mich. 


Salesrooms 











New York—35 W. 32nd St. 
Chicago—217 W. Jackson Blvd. 
Boston—52 Chauncy St. 

Baltimore—No. 1 Eutaw St. 










































































Make Your Headquarters 
In Our Show Rooms! 


Only Five Minutes from the Coliseum! 





Visiting shoe men and display managers are cordially invited to 
make use of our commodious Chicago showrooms during the 
N.S.R.A. Convention. We shall be glad to extend the use of 
our stenographers, desks, telephone service, and any other con- 
venience which you may desire. 

Here, too, you will receive many refreshingly new ideas for your 
own windows from our elaborate exhibit of highly artistic dis- 
play fixtures—including luxurious floor coverings, 
richly fashioned floral decorations, uniquely carved 
lamps and window furniture. 

Make a memo NOW of the address and be sure to see 
our exhibit while in Chicago. 


Bodine-Spanjer Co. 


Designers and Makers of Original 
Decorations 


316-318 South Wabash Ave. 
CHICAGO 
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Indispensable for Indispensable for 
Shoe Department Orthopedic Department 


(Lateral View) 


wy 
Booth Number 


108-109 


N.S. R. A. 
Convention 


as as 























BROCK SALES COMPANY 


246 West Water Street 
MILW AUKEE WISCONSIN 
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“THE BUTTON IN THE RED LINE BOX” 


i RIVET | 
) Sawention i SHANK 


| ces || | BUTTONS, 
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The U.S. Government Your Banker 


And the Firms You Buy from Are Interested 
in Your Inventory 


NE of the most important jobs facing most When a merchant presents his inventory to a manu- 
retail merchants right now, is taking the annual _facturer or wholesaler; his character and his personality ; 
or semi-annual inventory, and closing the books _ his honesty and integrity; his knowledge of values and 

for the fiscal year. Not all merchants begin their his methods of conducting his business are clearly and 
business year with the calendar year, but most of indelibly written between the lines of that document. 
them take an inventory at the close of the calendar When he presents his financial statement to his 
year or in the early part of it. banker, the paper is scrutinized with the same question 
Many merchants take a trial balance and close their jn mind, “Is this a clear, concise, honest statement of 
books monthly, but in most stores actual stock taking the conditions of the business or is it bolstered up for 
is an annual or semi-annual occurrence. the purpose of obtaining an undue amount of credit?” 


It does not take long for either the manufacturer or 
; . ‘ar the banker to draw his conclusions as to the liability 
The primary object of stock taking is that a mer- of g firm both financially and morally, from the inven- 
chant may know “where he is at’’; to accurately list tory and financial statement. The merchant who 
his assets and his liabilities, and from these compile a pinks he is putting something over on these experi- 
financial statement for his own personal information. anced men of business is really fooling himself, and is 


An accurate inventory is necessary for many other jessening bis chances of obtaining the desired credit 
reasons. 





Purposes of Stock Taking 


rating. 
Every merchant has to establish a line of credit, and . ; 
the inventory and financial statement are necessarily The Government's Interest in Your Inventory 
the basis of credit. Personal hazard is a big element Business men generally and many politicians are 


that is usually taken into consideration, but the form constantly preaching the gospel of less government in 
of the inventory and financial statement goes a long business, but the facts remain that the government 
way in determining personal hazard. (Continued on page 283) 


This inventory form meets the requirements of the Government. 
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Figure 1 


January Sale Windows 
Make Your Show Windows Tell the Story at Sale Time — 


Make Them Sound the Appeal 
the Public Estimation of the 


UCCESS in making January the great sale month 
S of the year depends upon the combined efforts of 

the advertising man and window display manager. 
The display ideas in the ads and in the windows 
should be made to “hook up.” 

January seems to be the month of bargain hunters, 
therefore, the prime motive of all displays at Sale 
Time must be to sell the goods. Display them, then, 
in such a manner that they will appeal to the thrifty 
side of one’s nature. 

A really successful sale window is more difficult to 
execute than the elaborate Chirstmas windows, for as 
a rule the people are in a buying mood at Christmas 
time and price is no object, while the reverse is true 
in the month of January, when the trade must be 
coaxed into the store with good clean-cut window dis- 
plays, values and price concessions. 

The practical schemes of display efforts set forth 
should reflect that your sale is a bonafide sale, the pur- 
pose of which is to clear your shelves of merchandise 
that you do not want to carry over and make room 
for the new lines that will soon be coming into your 
store. 

Stocky Displays Important 


As a rule a greater amount of merchandise is dis- 
played in the windows at sale time than at any other 
period. However, care should be used in arranging 
the goods so as not to give the window a jumbled-up 
appearance. 

No matter how much merchandise is shown, if the 
matter of laying out the window carefully is taken 
care of and good judgment used in the arrangement of 


of Low Price Without Lowering 
Quality of the Shoes Offered 


the goods, the stocky sale window can be made just as 
attractive as those in which not so much merchandise 
is displayed. 

It is not the jammed full, junky window that is 
going to attract the people to your store at sale time. 
The one that will draw the most business is the display 
that is arranged neatly, with plenty of goods, compara- 
tive values and price tickets used freely. 

Get the display low, and arrange the different lines 
so that every shoe will stand out as a whole sale in it- 
self. Change the windows often, even if you use the 
same shoes over again. Re-arrange the shoes, put in 
another set of price tickets of a different color aad 
make a new window card. This will give the people 
the idea that a change has taken place and that there 
is something new for them again at a reduced price. 


Plenty of Signs and Price Tickets 


To give the interior of the store a real sale time ap- 
pearance, nothing is so effective as plenty of store signs 
arranged on tables or hanging from the ceiling. Every 
item on display in the shoe window should bear a price 
ticket. The window sign should be large enough so 
that “‘ he who runs may read.”’ 

Plain sign work is the best to use at sale time. 
Fancy signs are not in order. 

Interior displays of merchandise should be arranged 
on the ledges of the store. Empty cartons and shoe 
boxes will work in very nicely in giving the appearance 
of heavy stocks and values to select from. 

To be as helpful as possible to our many readers 
who are interested in novel decorative ideas to use in 
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Figure 2 


their windows at Sale Time, we illustrate herewith 
several very simple and inexpensive background treat- 
ments of a type that can be depended upon to draw 
attention. 

Plate One. This scheme can be used to good ad- 
vantage in any size window. The decorative treatment 
consists of three banners cut from card board, one 
large and two small ones. These banners should be 
red and lettered in white. 

The large banner is hung suspended from the ceiling 
of the window as near the back as possible by means 
of red silk pillow cord or satin ribbon. 

The two smaller banners are attached to the cornice 
at each side. 

Artificial flowers consisting of white roses and green 
foliage are then arranged on the tops of the banners 
as illustrated. 

The panel work of the window back is filled in with 
plain white cardboard or paper. This effect will show 
off the merchandise to an excellent advantage. 

Just in front of the back is placed the low plateau 
made of wall board and painted white. 

A piece of red felt or outing flannel is laid over the 
plateau in rug effect. 

This background idea gives the entire floor space 
over to the display of the shoes which can be arranged 
in any manner to suit the fancy of the trimmer. 

Plate Two. This setting consists of three pieces of 
wall board cut out and arranged as is shown in the 
drawing—the top piece cut square and the side flank 
pieces cut out in the shape shown. The wall board 
pieces are painted a lavender color, using alabastine or 
any other cold-water paint. 

The space in between the side flank pieces is filled 
in with a pink material that acts as a curtain back. 
Mercerized satin, china sik or plain pink outing 
flannel will answer this purpose. 

The arrangement of the pink roses and green foliage 
on the top piece is clearly shown. 

The chief decorative feature is the large calendar of 
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the month of January, which is painted on the top 
piece as illustrated. 

The floor of the window is a plain piece of pink 
outing flannel laid on smoothly. 

Plate Three carries out the idea of a sale name, such 
as Clean Sweep Sale. The back setting or unit is made 
of wall board and reinforced with light strips on the 
back. This setting is painted a cream color, using 
alabastine or any other cold water paint. The top 
and sides of the unit are finished off with narrow 
bands of black satin ribbon as is shown. 

On the center of the unit is placed the circular wall 
board cut-out. This is painted the same color as the 
back piece. The circular cut-out is decorated with 
flowers and foliage as is shown. 

Arranged on the back of the cut out are two brooms 
which carry out the idea of the Clean Sweep Sale. 






































<or 








Figure 3 


Upon the face of the circle is painted the name of the 
sale in black as illustrated. 

The low plateau in front of 
the back setting is made of 
wall board and painted the 
same color as the unit. The 
ends of the plateau are finished 
off by letting the ribbon bands 
run down over it from the 
back setting. 

Price tickets can be cut 
from cardboard. 


Plate Four. This shows an 
excellent idea to use as a dec- 
oration on the interior of your 
store as a post treatment in 

‘connection with your Clean 
Sweep Sale. The arrangement 
of the thrée brooms in con- 
nection with the circular cut- 
out and flowers on the post is 
clearly shown. The wording 

<2 Clean Sweep Sale is painted 
on in black. 
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Do People See You 
in the Right Light? 


E! has been said that 25 per cent of all retail 
sales are due to adequate window displays. 
And it has been proved that by spending a 
few cents more per day on show-window light- 
ing you can increase the number of people who 
stop to look at your window displays by as 
much as 42 per cent. 


Remember that the light in your show win- 
dows is the light in which people see you. Do 
people see you in the right light? 












Among Holo- 
phane product 
are several types 
of prt smatic 
glass reflectors 


Write us about your show windows—their ‘size 
and the kind of goods displayed—and we will 
gladly send you, without charge, information 
that will help you make your windows sell 
more goods. 


jor show win- 
dow lighting, 
cach prism de- 
signed wit 

mathematica] 


HOLOPHANE GLASS CO., Inc. 


accuracy to dis- 





auix cara Dept. B.S. R. 12, 342 Madison Avenue, New York 
certain type and 
size of show Works, Newark, Ohio 
window. Here , 
No. a ery In Canada, Holophane Co., Ltd. 186 King St., W., Toronto 
No. 983. 

ILLUMINATION SERVICE 
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WORLD'S DISPLAY 
AND STORE FIXTURE 


MARKET 





Let your trip to Chicago be pro- 
ductive of new thought on the display 
of shoes, hosiery and accessories. 
Visit the great Chicago Display 
Market. Most leading manufacturers 
of display fixtures and decoratives 
have show rooms in the loop district, 


handy to the down town hotels. 
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SILVER PLATED REFLECTORS 





The Reflector for Shoe Windows 


If you have the idea that show windows are hard on silvered reflectors—try “Pittsburgh.” 

Some folks claim that rubber and leather goods tarnish the silver plating of show- 
window reflectors, but that never happens to a silvered glass reflector that is properly made 

If you have had trouble with silvered mirrors in your show-windows, do not blame sil- 
vered reflectors as a class—blame the man who made them. 


“Pittsburgh” Reflectors withstand the test of shoe 
displays. They not only flood your shoe displays 
with light when first installed, but maintain their full 
effectiveness throughout a long life. 

The silver plating on “Pittsburgh” Reflectors will 
not tarnish or discolor, and the backing will not 
check, crack or peel—even under the severest test of 
shoe displays. 

No “Pittsburgh” Reflector sold since August 1, 
1916, has ever been reported to us as faulty, in spite 


of the fact that “Pittsburgh” Reflectors are backed 
by a FIVE-YEAR GUARANTEE. 

“Pittsburgh” Reflectors are made of highest qual- 
ity crystal glass, clear and sparkling; double plated 
with pure silver, the highest reflecting surface 
known; and this reflecting surface is maintained 
100 per cent by a secret, exclusive “Pittsburgh” 
process that lays a thin sheet of copper over the sil- 
verings. Finished in green enamel, baked on. 


Write to-day for Catalog 


Pittsburgh Reflector and Illuminating Co. 


40 Bowman Building, Pittsburgh, Pa. 
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Correct Use of Reflectors 


279 


Some Principles of Window 
Lighting Briefly Explained 


When you turn on the lights in your windows each night, are you quite certain of get- 
ling the maximum benefit of well-lighted displays? It pays for the merchant to be 
posted on the use of reflectors and other window-lighting equipment. 


plays and lighting in shoe stores has been 

noticeable in recent years; but most merchants 
still can benefit by some pointers on how to get the 
most out of their window-lighting equipment. Those 
who have made improvements should not sit back feel- 
ing that there is nothing further to be accomplished in 
the way of lighting, but should be on the alert for means 
of making the displays a little more effective, either by 
a different arrangement of his lighting units or by some 
new lighting idea. 

This does not necessarily mean that the merchant 
must purchase new equipment for lighting his windows; 
but a little well-directed thought may enable him to 
double the efficiency of his windows through the correct 
use of standard window lighting reflectors. 

It will be found worth while to note the following 
items of technical data on the proper methods of win- 
dow lighting in connection with different types of store- 
front construction. 

No set rules can be given for lighting which would 
apply to all shoe store windows, though in general shoe 
displays require a high concentration of light. 


‘im improvement in store fronts, window dis- 


Classification of Windows 


There are several types of stere-front construction 
common to shoe stores. Each requires a somewhat dif- 
ferent type or arrangement of reflectors to give the best 
results. The diagrams show three of these and the re- 
flector requirements indicated for each. 

Figure 1 shows a single shallow window where the 
street frontage is small. Figure 2 shows the same front- 
age divided into two smaller and deeper windows, with 
the entrance in the center, which gives more display 
area and makes a far more attractive front. Still more 
attention value can be attained by making what might 
be called a small arcade and getting more window dis- 
play frontage, by using a layout similar to Figure 3— 
and where the store front is wide enough, a center island 
window or case may be used very effectively. 


How to Determine Type of Reflector to Use 
Windows will have either a high or low trim, accord- 
ing to the amount of display space that you have and 
the number of items that you want to display. For a 


high trim—that is, where shoes are displayed up on the ! 


background, as is shown in the photograph of the Walk- 
Over shoe store—a “distributing” type of reflector is 


used. These reflectors can be mounted either at the 
ceiling of the window or on the transom bar—depending 
on the height. In general, it is recommended that they 
be placed at the ceiling. This type of reflector distrib- 
utes light more widely than the “concentrating” type, 
which gives greater intensity of light over smaller area. 

Windows that are over 8 feet high generally require 
either 150 or 100 watt lamps on from 18 inch to 30 inch 
centers—depending entirely on how brightly the street 
is lighted at night, and on the prominence you want to 
give your windows. 


GLASS Of” OPEN BACKGROUND. 
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This shallow window requires a concentrating prism, to concen- 
trate rather than distribute the light rays. As the background is 
glass, a distributing reflector would allow light to pass into the store. 
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This type of window with door in the center increases the display 


area available. The glass background makes concentrating reflectors 
necessary. 
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This window shows a still greater increase in display area. It has 
a solid background and is comparatively deep. These characteristics 
make a distributing reflector necessary. 
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PUNO NOOO 


SWOnMMNOMNNNNG OUR DESIR 


to serve you more completely during the past year 
through our SERVICE DEPARTMENT has proved so 
successful—as witness by the many expressions from 
satisfied patrons—that we wish to announce a continuance 
of this service, on a broader scale, during the coming year. 


This means that you can secure from L. BAUMANN 
& CO. a complete decoration for your display window or 
store interior—IDEA, DESIGN, BACKGROUND, SET- 
PIECE, LAMP, VASE, HANGING, SPECIAL FURNI- 
TURE, FIXTURES, CASE, LEDGE or AISLE 
DECORATION — FLORAL, TEXTILE, PAINT, 
WOOD or a COMBINATION of these decorative 
mediums unsurpassed in BEAUTY, QUALITY, WORK- 
MANSHIP and PRICE. 


Members of the N.S.R.A. are cordially invited to attend 
exhibit of decorations at our showroom, 357 W. Chicago Ave. 


Submit your own ideas to us, and they will be given the 
same careful consideration. 


SS 
L. BAUMANN & CO. 


357-359 W. Chicago Avenue CHICAGO 


HOW OM TOMO OM OM OMNoOMs 


MM ses teh tht ( 














the Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Windows less than 8 feet high with a high trim can 
generally be very well lighted with a “Scoop” type of 
reflector that uses 75-watt lamp, with approximately 
the same spacing. 

Where the trim is low a concentrating type of re- 
flector should be used on approximately the same 
spacing. 

Regardless of what type of lighting equipment is 
used, you should bear in mind 
that it is important that the 
light source or lamps be en- 
tirely concealed from view. 
A bare light source or lamp, 
placed in the range of vision, 
makes it hard for prospects 
to look at the display. The 
proper location for lighting 
equipment is at the window 
front, above the display, so 
that the light is thrown or 
reflected on to the shoes, with- 
out casting any shadows on 
the side where the prospect 
is standing. This is the 
standard method of window 
lighting. It makes the win- 
dow lighting similar to that 
of a theater stage—and you can even have the theat- 
rical aspect by using colored light. 


“Color Lighting” 


Color lighting has been used for a number of years in 
all classes of stores; but only of late has it been given 
much thought by shoe retailers. 

All general color lighting effects are not always de- 
sirable; but using an amber light in a window display- 
ing shoes certainly gives it an individuality that cannot 
be resisted by people pass- 
ing the windows. Amber 
lighting on black and tan 
shoes makes them “sparkle” 
and look as though they were 
ready to “walk out of the 
window.” 

Color lighting is not diffi- 
cult to use, nor is it costly. 

There are on the market 


\ typical show window reflec- 
tor with color ray equipment 
attached. 
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Example of a high trim, for which the distributing type of 
reflector is used. 
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Color Ray units, which are separate attachments that 
can be fitted on to the standard distributing or concen- 
trating types of silver mirrored window reflectors using 
150 or 100 watt lamps. The unit consists of a frame 
that is attached to the reflectors and separate gelatine 
color screens for’ inserting into this frame, when the 
color effects are desired. Color mediums that are 
available are red, green, blue, and amber; but for 
general sales displays only amber is suggested. 

On the contrary, if your displays are made with set- 
tings, every one of these color effects can be used to 
very good advantage—the same as is now being done 
by some of the largest shoe retailers and department 
stores. 

The Window Spotlight 

The use of window lighting to register directly in in- 
creased sales is not limited to these two forms of white 
and color lighting. When you go to the theater you 
see the spotlights used to attract particular attention 
to the star or leading role. How many displays can 
you put in your windows and 
have one or two pairs of 
shoes made the center of 
attraction by being either an 
especially good value, a new 
style, or some other particu- 
lar reason? A good many, to 
be sure! A window spotlight 
concentrates particular atten- 
tion on some one spot in your 
display. 

Light attracts! It need 
not be glaring to tell a story. 
Make it bright and dignified, 
or use colored lights. Mer- 
chants who are using colored 
lights say that color has a 
particular appeal, that it 
seems to talk. 

Spotlight a special item, and if you want to try out a 
novel, but inexpensive and very effective idea, where 

(Continued on page 283) 


Inserting color slide into the color frame attached to reflector. 
















Welcome! 


Never before has the Adler- 
Jones Company offered so 
many exquisite ‘decoratives 
from which the Shoe Display 
Manager might choose his 
spring displays—never before 
have our designers gathered 
together such unusually dis- 
tinctive creations! A special 
display of these new designs 
will be made in our show- 
rooms from January 8 to 
January 11 for those who at- 
tend the National Shoe Re- 
tailers’ Convention. Don’t 
miss the opportunity—we 
want to do our part to wel- 
come you! 
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Palm Beach 


i 


= Display! 











—a new note 
in 
displays for 

Southern 


Style Shoes! 


There is always the discriminating Shoe Display 
Manager—the individual who demands something 
unmistakably novel in a decorative note! For him 
the Adler-Jones Service Department has designed 
the unusually attractive Palm Beach Display! 
Surely an achievement in decorative design! 


The Cocoanut Palm Tree is 7 feet in height, with a 
4-foot spread. The box is 12 inches square, finished 
in red and white, the colors of the Royal Poinciana 
Hotel, Palm’ Beach, Florida, where the Cocoanut 
Grove is situated. 


This tree is also made twelve feet in height with a 
six and: one-half foot spread, for interior display— 
certainly makes a striking interior! 


Window Floor Blocks may be had in any color desired, but 
would suggest red and white. If you will give us the dimen- 
sions of your windows, we will ship the correct 
quantity of blocks. The Monkey, in brown and 
white, is made of papier-mache and is 20 inches 
in height. Natural grass matting may be used 
in this display very effectively. The tree may 
be made larger or smaller according to your 
window dimensions. Following are the prices: 
BOOBs cccxce 0 5 0 6 os + see 

Plain Painted Blocks, 8x8 . 12.00 per 100 
Plain Painted Blocks, 12x12 15.00 per 100 
hc «¢ se @¢s 6 8 8 


-00 
"Tyee: Grass Matting...... .. . . 7.50 persq. yd. 





At Cocoanut Grove red and white 
electric lights are strung from tree 
to tree, and perhaps some idea of 
this can be worked out in your 
window. 














THE ADLER-JONES CO., 


206 S. Wabash Ave., Chicago 
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The U.S. Government, Your Banker 


(Continued from page 273) 


must raise its expense money from taxation, and so 
long as this obtains the government will undoubtedly 
reserve the right to scrutinize the inventory of every 
business concern in the country. 

While the government is more lenient and allows 
the merchant more leeway in listing his stock than was 
the case at the beginning of government regulation of 
inventory, yee at the same time, the plan of allowing 
a merchant to take his inventory “either at cost or 
replacement, which ever is lower’’ remains in force, 
and it is only exercising good judgment to take the 
inventory and list the stock so that the records will be 
clear in event an agent from the government should 
wish to see the inventory forms. 

The inventory form here shown meets every require- 
ment of the government, and enables the merchant 
to see exactly the amount and percentage of deprecia- 
tion which his stock has suffered. 


During the last few months price advances have 
been put in effect by many manufacturers and some 
shoes in the stock may have been purchased at the 
low point and fill in orders bought at a higher price. 
The form is made up to show the percentage over 
original cost at which each item of the inventory is 
taken, or the percentage below cost at which it is 
taken. 

It would only be a rare exception where merchandise 
would be listed at more than its actual cost, because 
depreciation on account of changing style or broken 
run of sizes, would more than offset any increase or 
raise ip the market price. 

Whenever a price is changed it should be shown on 
the inventory and the reason clearly stated under 
“Remarks.” 

If the merchandise on the shelf is re-marked in accord- 
ance with the change of price shown on the inventory, 
there is very little chance of any interference from 
the internal revenue department of the government. 





Correct Use of Reflectors 
(Continued from page 281) 


shoes are displayed only on the floor of the window, use 
a window floodlight, such as is now being introduced 
for general sales, after having been exhaustively tested 
by merchants in New York City. 

If you are in doubt as to whether or not your window 
lighting is the most effective now, consult your local 
electrical man, or write to the engineers of any reflector 
manufacturers and they will help you. Above all, don’t 
forget when you are selling shoes or any other kind of 
merchandise, help it sell with light !! 

Note—Photographs and diagrams used in this article are fur- 
nished through the courtesy of the National X-Ray Reflector Com- 
pany, Chicago. Mr. Johnson is one of their corps of engineers. 
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Here Are Some Good Letters to Slow 
Pay Accounts 


“Credit is a service and as such it should be 
sold,’ was the statement made recently to the 
writer by the man who collects accounts for 
the George Muse Clothing Company of Atlanta, and 
whose collection letters are recognized by experts as 
close to the point of perfection. ‘‘Credit is not a com- 
modity,”’ he continued, “‘and as such it cannot be sold, 
a fact which many merchants do not seem to realize in 
the writing of their collection letters.” 

In other words, it is this man’s opinion that it is the 
“idea” of what a good credit rating means to the 
average man that has to be impressed upon the cus- 
tomer’s mind, and below will be reproduced two recent 
letters used by him in which this idea is successfully 
embodied. Both of these letters get right down after 
the money, but, as you will readily note, there is nothing 
in either one of them to rile the most fastidious person, 
as often occurs where the Jetters contain nothing more 
than a blunt request for payment. 

Both these letters have accomplished some un- 
usually good results, and Boot and Shoe Recorder readers 
are privileged to make whatever use they may desire of 
them. They are original with this credit man, and 
neither is copyrighted. 


Dear Sir: 

What does a good credit rating mean? 

It means—confidence, faith, a good name, esteem, 
honor, prestige, influence and trust. 

With these things a man builds his citizenship— 
stands four square among his fellows. 

Without them he by degrees eliminates himself 
from the affairs of life. 

A little leak has often been known to destroy a strong 
dam. 


Stop that little leak by paying the enclosed bill now, 
and thereby protect your credit. 


Very truly yours, 
GEORGE MUSE CLOTHING CoO. 


Dear Sir: 

An account is something like a train—they are both 
late at times. 

We are sending this letter along because your ac- 
count with us is a little overdue—and we’re asking you 
just as you would ask the station master: ““What time 
do you guess she’ll roll in?” 


How about making out your check and saying, 
‘HERE SHE COMES NOW.” 


Very truly yours, 
GEORGE MUSE CLOTHING. CO. 
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Do you want to 
sella shoe dressing— 


THAT WON’T DRY OUT 
THAT CAN’T BREAK 
THAT WON’T WASTE 
THAT IS CLEANLY APPLIED 


THAT WILL YIELD A 
SUPERB POLISH 


THAT WILL PRESERVE 
THE SHOE 


THAT WILL SELL ON 
SIGHT AND BRING THE 
CUSTOMER BACK FOR MORE 
? ? 


RIFFIN 
In-er-Tube 


Lotion Cream 


All Shades (Neutral) Black and Brown 


Fills the Bill. It is Lotion Cream in a new Package and it has become an instant 
Success. 


Just to get acquainted we will make this special offer. Gross $18.00—Dozen $1.55. 


To every original C. O. D. or cash order for dozen or gross lots we will add one 
extra tube with every dozen! 


Re-order Through Your Jobber 


det ¢ GRIFFIN, MANUFACTURING CO., Ine. 


67-69 Murray Street New York, N. Y. 
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Christmas Slippers For 
Little Folks 


Packed in colorful boxes show- 
ing story-book characters—full 
of interest for the youngsters. 

Useful in many ways during 
the winter. 

For up to bed at night. 

When they come in with wet 
feet. 

To change into after supper 
when the noise of heavy boots 
would disturb the household. 

Keep the children from catch- 
ing cold because they are warm— 
healthful. 

Who is there who hasn’t some youngster 
in the family to whom a pair of these 
cozy slippers would prove a delight? 

Many colors to select from—A variety 
of designs— Prices reasonable. 

We'll deliver the pair you buy in 
sealed package marked DON’T OPEN 
UNTIL CHRISTMAS MORNING. 


a 





NOTHER piece of merchan- 
dise that allows the shoe 
store to present a strong holiday 
appeal for business. Felt Slippers. 
Emphasize the use of a gift 
certificate in the sale of these 
goods. 

Have the ads shown here 
reproduced by your engraver 
for immediate use. The Recorder 
gives its Merchant Readers the 
privilege and strongly urges using 
these ad helps to stimulate 
business. 
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Imagine Their Surprise— 
Warm Slippers 

Endless hours of comfort— 
untold appreciation of your 
thoughtfulness. 

Comfortable felt slippers make 
a most acceptable gift for Grand- 
ma and Grandpa. 

Would you miss an opportunity 
to please when it costs so little? 








GI er crak 


* abo 
Winter 








Most Acceptable Gifts For 
Winter Evenings 


For those nearest and dearest 
little remembrances which bring 
with them a message of consid- 
ation. 

Felt slippers cannot be classed 
as a casual gift—nor can they be 
valued in money terms. Gifts 
many times more costly cannot 
express anything like the senti- 
ment contained in such a simple 
bestowal. 


Both husband or wife knows the othe 
will get a world of comfort out of such a 


So if either or both of you read this ad 
put down FELT SLIPPERS if you 
would be really thoughtful. You can’t 
make a mistake. 

Then stop in here. We've slippers 
that are fine enough for any wife or 
husband. There’s none better, we saw to 
that. 
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“Take Me | 
Home with You 


As a Souvenir of your visit to the 
Retail Shoe Convention in Chicago 


My name is “‘Handi-Foot.”’ I am attractive and handy to place 
on your desk for holding pens, clips, pencils, marking brushes, 
etc. My purpose is to advertise the newly remodeled showrooms 
of the Superior Brass & Fixture Co., and they give me away as a 


souvenir to everyone who drops in. 


Ten Model Shoe Store Windows 


scientifically lighted, expertly decorated, and in each one a dis- 
tinct and new setting of Shoe Display Fixtures. It will be well 
worth the effort on your part to see these windows. 


Stop now and put a memo in your note-book to see this display 
and get your “Handi-Foot” Souvenir. 


° ° 
Superior Brass & Fixture Co. 
316-318 W. Jackson ~_ , ; pint Se Getee in 












































tell YOU 


can now sell your cus- 








¢ ‘] tomers Cinderella Satin 
‘| Slipper Dyes in popular 

SATIN ) 

“pve |||) shades. White Satin 


Catack |] Slippers can easily be 


fer F ne Foot meer 













tree 


mt ome 


gown. 








| dyed to match any color 
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Over 100 slipper manu- “1 
facturers mail-order Cin- “pte ( 
derella Silver Slipper 5 
Cleaner. Are you cashing 














: in on Cinderella in pack- ager 
Write for copy of —— rape nda a complete ages for retail trade? (i 
J. R. PALMENBERG'S SONS, INC. tiie supper 
/ ee re tee EVERETT & BARRON CO. 
63-65 West 36th Street, New York Seti, Bb 
CHICAGO BOSTON BALTIMORE 





Makers of highest quality 
footwear finishes 








204 W. Jackson Blvd. 26 Kingston Street 122 W. Baltimore St. 
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Booth No. 
200 


Northeastern Corner 
Of Coliseum. 
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Thos. G. Plant & Co. had several good reasons 
for installing American Interlocking Shoe Store 
Chairs in their handsomely furnished Queen 
Quality Shop at Sheridan Road and Wilson 
Avenue, Chicago. Here are some of them: 


American Interlocking 


Shoe Store Chairs 


have that beauty of design and finish which is 
best in keeping with the interior fittings of a high- 
class store. 


They facilitate using floor space to the full with- 
out giving the appearance of overcrowding. 


They insure the comfort of customers, which is 
recognized as a real selling factor. 


Their newness is preserved by surpassing sturdi- 
ness of construction. 


See them at the N.S.R.A. Convention—Booth 200, 
Coliseum. 


AMERICAN SEATING [OMPANY 


General Offices: 1016 Lytton Bldg. 
CHICAGO 


Room 707 - 250 South Broad St. Rcom 601 - 119 W. 40th St. 
PHILADELPHIA NEW YORK 
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Advantages of Flexible 
New Way Shoe Shelving | |) 


HE fact that New Way shoe shelv- : 
ing is sectional and interchange- on 
able and can be moved at will is a ae: 



































SaneRaTeS point well worth considering when con- 

SOISAOSS aa templating the purchase of shelving to be 

ae on used in the shoe department. 

ea sanT manors With our standardized system a quick installa- 

ane esae | . tion can be made, and further, because of a 
as standardized system, the equipment should 


always carry a good valuation and is not de- 
preciated in the event of moving from place 


to place or from store to store. es 
New Way shoe shelving is ? , ies 2 
Sage Be“ J ‘all . ye Sha made Of still further advantage is the fact that it is 
m both wal and center types po to buy this product at an extremely : 
with adjustable, reversible, in- ow price—a price which compares favorably : 
| terchangeable shelves. Display with cheap, “built-in” types which are not in- 


terchangeable and lack exibility, and makes 
the purchase of New Way sectional, inter- 
changeable —s positively the best buy on 


section has plate glass hinged 
door, and interior is fitted 

















with three 10-inch adjustable the market from the standpoint of economy 
plate glass shelves. Lower part and service. 
of display has hinged mirror is _— , a 
; Tee ur complete S Catalogue” A Standardi 
door adjustable to any angle. Shoo feared” alll be cant Bee eget feast. 
BRANCHES BRANCHES 
ATLANTA 
cet GRAND RAPIDS SHOW CASE CO. wak3nue 
peice in a r DALLAS 
eueesee GRAND RAPIDS, MICHIGAN 705 Insurance Bldg. 
215 South Market St. CLEVELAND 
Licensed Canadian Manufacturers: JONES BROS. & CO., LTD., Toronto, Canada 1113-1114 Ulmer Bldg. 
KANSAS CITY Branch Factory: LUTKE MANUFACTURING COMPANY, Portland, Oregon HONOLULU, HAWAII : 
606-607-608 Ridge Bldg. Harrison Bldg. 5 ie 
= = eS 
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OGDEN SHOE COMPANY 
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Cherry Red Calf Tri- 
omphe Last, Green 
Sole Stitch.g_, 5 








Havana Brn, 
Kid Biu. Common” 
Sense Last 





OGDEN SHOE COMPANY 


Cherry Red Calf MILWAUKEE oce WISCONSIN ~ 
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lf you are going to the N.S. R.A. 

Convention to see the newest foot- 
wear fashtons—then visit Booths 156 
and 157. See the newest Martha 
Washington conception of comfort foot- 


wear. 


If you are going to the convention to 
gather business building ideas—then 
visit Booths 156 and 157. Ask about 
the Martha Washington Merchandising 
plan for 1923. 


Put these numbers in your note book 
now—Booths 156 and 157. Make it a 
part of your convention trip to call at 
these booths, and see the startling new 
and daring creations in Martha Wash- 
ington Comfort Footwear. 


Booths 156 and 157 
NS: R. A. (Convention, (hicago 


Fanuary 8,9, 10 and II 


F. Mayer Boot & Shoe Co. 


Milwaukee, Wis. 


— 
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Milwaukee Blossoms Forth as the Home of 
Every Class and Kind of Shoes 


Former Work Shoe Center Now Makes 
Good Dress Footwear 


1923 convention of the National Shoe Retailers’ 
Association at Chicago will be an impressive demon- 
stration of another year of decided growth of the Quality First 
market, representing the further extension of the vigorous com- 
munity promotion work by the Milwaukee Shoe Sales Associa- 
tion. 
To the thousands of boot and shoe merchants from all parts 
of the United States and Canada, 


[Uf ts28 conven contribution to the exposition of the 





the list of manufacturers in Milwaukee, but the greatest 
growth by far has been in the increase of output of existing 
factories, some of which have been obliged to make impor- 
tant extensions of their plants in order to bring output closer 
to demands of customers. 

An absence of labor troubles in the Milwaukee boot and 
shoe industry has assisted materially to bring about this 
gratifying result. The tranquillity of shoe labor like- 

wise has helped to sustain and even 





accentuate the high quality of the 





and to the representatives of the 
manufacturing and distributing in- 
terests as well, the Milwaukee dis- 
plays not only will leave the 
impression of the enormous ex- 
panse of the Quality First market 
as a great center of the work and 
service shoe industry, but the 
prominent place to which it has 
risen in the field of. the dress shoe 
and the rapid strides that have been 
made in the development of foot- 
wear for boys, girls and infants. 
A Period of Remarkable Growth 
The Milwaukee line, taking all 
of the great industries as a whole, 
now embraces every class and kind 
of footwear, as distinguished from 
the classification of service foot- 
wear for which Milwaukee was 
originally known and from which 
the present broad market has been 


out 1923. 








The Royal Road to Success 


By A. J. OLLAY 
Edward A. Luedke Shoe Co. 

We have passed the downward trend in 
the cycle of business overwhelming the 
usual crop of calamity howlers. Fear of the 
future is the chief cause of business depres- 
sion—pessimism breeds rapidly—itis handed 
around until calamity howlers are in the 
end victims of their own actions. 

Too many people do not believe strongly 
enough in the truth of the old adage, 
**Never cross a bridge until you get to it.”’ 
Business is good—it will be; but we must 
continue to inject more optimism and 
buckle down carrying on our work diligently 
and faithfully,spreading optimism through- 


product, which is so aptly expressed 
by the slogan of the Milwaukee 
Shoe Sales Association—“Quality 
First—All Ways— Milwaukee.” 


Milwaukee Tanneries in First Rank 


Milwaukee’s towering rank as a 
center of the leather manufacturing 
industry has made no small contri- 
bution to the city’s importance as 
a boot and shoe manufacturing 
center, and the same is true vice 
versa. Just as the shoe industry 
adheres strictly to the “Quality 
First” ideal, so do the tanneries 
of Milwaukee pride themselves 
upon the distinct quality of their 
product. The remarkable develop- 
ment of the two industries has been 
the result of hand-in-hand progress. 

The work of the Milwaukee 














developed. 

Today, from one or more of the factories in Milwaukee, a 
merchant is able to obtain a boot or shoe for any occasion for any 
man, woman or child. The greater appreciation of the Milwaukee 
market by the merchants of the world is demonstrated by the 
fact that in the past year the output of Milwaukee factories has 
increased nearly $8,000,000 over the previous year, or nearly 30 
per cent. 

And a Gain of 275 Per cent 


In the past decade, the production of Milwaukee factories has 
increased approximately 275 per cent. 

Conservative estimates based on figures obtained from the 
boot and shoe industries in the city of Milwaukee show that the 
output of merchandise in 1922 amounted to $35,747,750, while 
in 1921 it was $27,650,000 and in 1913 it was $12,825,000. 

These figures are backed by the authority of Royce E. Wright, 
manager of the commercial service department of the First 
Wisconsin ‘National, Milwaukee’s largest bank, who has just 
completed his annual survey of Milwaukee business and industry 
and at the suggestion of the Boot and Shoe Recorder made a 
particularly thorough investigation of the shoe industry to gain 
the most accurate statistics it is humanly possible to ascertain. 

There have been during the past year a number of additions to 


Shoe Sales Association, which is 
composed of the sales managers and assistant sales managers 
of the various local boot and shoe industries, has played a large 
part in the marked growth of the boot and shoe business in the last 
four to five years. It is one of the most virile forces that has 
ever been set up to promote a distinct line of industry in Mil- 
waukee, which is a city of many powerful and influential trade 
and craft organizations. 

The first big achievement of the Association was to land the 
1920 N. S. R. A. convention for Milwaukee, after yielding at 
St. Louis to Boston for the 1919 meeting. But that is merely 
one of the ramifications of its activities, which are directed at the 
improvement of the volume of business of the Milwaukee shoe 
market as a whole in much the same manner that the individual 
members work for the benefit of their respective factories. 


Powerful Sales Organization Perfected 


It is not difficult to imagine what a powerful force it is for 
twenty-five or more aggressive sales managers and their assistants 
to apply those ideals, methods, plans and systems which are 
successful in their own business to the effect of the entire group. — 

Since the Association came into being, it has made Milwaukee's 
representation at the National conventions one of the most con- 
spicuous of any great market. It has capitalized upon the in- 
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Trade Mark 


A symbol of 75 years 
tanning of high-grade 
Leathers. 


Visit us and see our Exhibit 


Booths No. 5 and 6 


N.S. R. A. CONVENTION 
AND EXPOSITION 


January 8-9-10-11, 1923 


PFISTER & VOGEL 
LEATHER CO. 


MILWAUKEE +} + WISCONSIN 
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fluence of these convention exhibits and sustained their good-will 
throughout the year following, until the next succeeding con- 
vention provides opportunity to strike another bullseye for the 
broadening of the Quality First market. 

Charles G. Sharp of the F. Mayer Boot & Shoe Co. is president 
and H. P. Plass, of the Weyenberg Shoe Mfg. Co.., is secretary. 

Formal statements issued by several Milwaukee firms breath 
a spirit of fighting optimism. Here are some of them: 


- 12,000 Pairs-a-Day Production Achieved 
: by Weyenberg 
By GEORGE E. LEISER 


Eighteen years is a long time when it is before us— 
but when you look back, how quickly the time did pass. 
It was eighteen years ago that the Weyenberg Shoe Mfg. 
Company began making shoes by hand in a very modest way. 
It was from this modest beginning that this concern has grown, 
until today they have an output larger than any manufacturer 
in the Northwest, having a capacity of nearly twelve thousand 
pairs per day. 

The first shoes produced were sold to Indians and Lumberjacks, 
but they were real shoes, and the original idea of the quality has 
been handed down and carried out throughout these many years 
of the existence of the Weyenberg Shoe Mfg. Company. Today 
this company makes not only men’s and boys’ work shoes, boots, 
etc., but also a high-grade line, as well as a medium-priced line 
of men’s and boys’ dress shoes. So great has been the demand 
for these shoes that the company was forced recently to lease a 
separate building in another part of Milwaukee and set up ma- 
chinery in it, so as to increase production. 

One of the big reasons why the Weyenberg Shoe Mfg. Com- 
pany has been able to maintain its prominence and also to keep 
up the quality of its merchandise has been the tranquillity of 
labor conditions in its factories during its entire history. There 
has been a notable absence of strikes, and other labor difficulties 
that have arisen between employees and employers elsewhere. 
With satisfied employees and the most modern type of ma- 
chinery it has been possible to produce shoes at the lowest cost 
figures. 

The purpose of the Weyenberg Shoe Mfg. Company will 
always be to produce highest quality merchandise at the lowest 
possible prices, and to pass on to its good customers every saving 
in the cost of manufacturing. 


Nunn-Bush Working at 100 Per Cent 
Capacity 

We appreciate the opportunity the National Shoe Retailers’ 
Association convention gives us to display our line replete with 
new smart spring styles as well as conservative, dependable 
numbers. 

Your particular attention is directed to the snug ankle fitting 
oxford worn by our model on the Runway—one of the many 
distinctive features of NUNN-BUSH oxfords—all of which are 
readily recognized by the discriminating, progressive shoe mer- 
chant which has made necessary the operating of our plant 100 
per cent in order to give prompt service. 

We are very optimsitic and feel confident the year 1923 will 
offer abundant opportunities with satisfactory reward to the 
alert merchant as well as manufacturer who goes after business 
vigorously and supplies his customers merchandise of good 
sound values. 

A cordial invitation is extended to all visiting merchants to 
visit our exhibit at Booth No. 57—make this your headquarters— 
have your mail and telegrams sent there—use our telephone— 
let us get better acquainted—it may prove mutually profitable. 





Five Distributing Branches Opened by 
Weinbrenner 


Albert H. Weinbrenner Company manufacture the popular 
THOROGOOD shoes, a complete line of men’s and boys’ work 
and dress shoes. This concern specializes in the production of 
many shoes of a few kinds and in this manner has been able to 
maintain a high-grade product at attractive prices. To take 
care of the rapidly increasing demand for THOROGOOD shoes, 
the company has established distributing branches in New York, 
Pittsburgh, Chicago, Kansas City (Mo.) and Atlanta, insuring 
quick delivery to the trade. 


Considerable Improvement over 1921, 
Says Mayer Official 
By CHARLES J. SHARP 

The closing of 1922 in our business shows a considerable 
improvement over 1921. 

There is every indication that merchandise for spring has been 
far more carefully selected than for many a season. We have 
particularly noticed the trend of the merchants to swing back to 
quality footwear. Where a year ago the larger percentage of 
our sales ran on the lower end of the line, we find that the medium 
to the best grades are foremost in the sales for spring. 

While novelty footwear is essential in every retailer’s stock, 
yet in the so-called staples, which for a time “went begging,”’ and 
on which there was not a great deal of purchasing, today there is 
every indication, particularly with the larger merchants, that 
more attention has been given to staple footwear than for many 
months. 

At the present time it looks as though, in entering into 1923, 
the retailer, as well as the manufacturer, is going to enjoy a far 
better business than in 1922. 

The marked tendency of the retail buyer to co-ordinate with 
the manufacturer by placing his orders anywhere from sixty to 
ninety days in advance, has been quite noticeable in our organiza- 
tion, and it is on this basis that we expect to give better service 
to the trade in general than we have been able to give before, and 
our anticipations for our instock department will no doubt be 
nearer the right proportions. We look forward to seeing con 
structive legislation and recommendations along this line 
introduced at the N. S. R. A. Convention, and are living in 
hopes that the righting of a tremendous industry, such as shoe 
manufacturing is, will be brought about through the instigation 
of the N.S. R. A. directory and its associates. 


Success Won by Square Deal, Says Ideal 
Shoe Mfg. Co. 
By HUGO J. BRANCH 


Greater strides have been made during the past five years 
toward building footwear for children along proper lines, than 
at any time since the passing of the high heel in children’s shoes. 
The public is gradually becoming educated to the fact that the 
youngster’s feet need attention, and that the foot while it is 
growing must be handled with great care and given proper care. 
In Ideal shoes we have tried to recognize that trend, eliminate 
all freaks and yet to build a shoe that is right from a standpoint 
of its fitting qualities and its wearing qualities. 

We attribute a great portion of the success of the little shoes 
that we are manufacturing for infants, chi'dren, and misses to 
our manufacturing policy. This includes a sincere effort to make 
the first pair in every case look exactly like the twelfth pair, 
to make a size three look the same in appearance, finish and 
workmanship as a size twelve and to make just as nice appear- 
ing and as solidly built shoes in December as in July. 
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He’s in the right mood --- 
keep on selling! 










Send for some of these 





HEN your customer says, “All right, 
I'll take these shoes’’ --- then you’ ve 
No. 24X — Womeu » 18-inch silk boot, 240 


got him going. needle, fiue gauge, 11 thread silk. Colors: 
Black, White, Beige, Zine, Cordovan, Ma- 
hogany, Russia Calf, Suede, Navy. Silver 
and Nude. 


Don’ t stop ! Price, per dozen. ..............65:- $9.50 


No.23— Women’s silk hose, semi-fashioned 
Snug-fitting ribbed top. Sizes 844-10!4 





staple numbers 








While he’s in a buyihg mood show him Alt =i Little 
some new hosiery to match his shoes. Tell No. 270—Women's 22-inch silk boot, 240 






needle, fine gauge, 12 thread silk. Colors: 






him that you can give him as good a fit in hogar, Rusia Call, Suede, Nav, Silve 
an ude. ice, per dozen....... 
hosiery as in shoes --- that the combination No. 55—Men's 11 thread silk hose, 240 





needle. Colors: Black, Navy, Smoke, 
Pearl, White, Cordovan, Mahogany, Cham- 
pagne. Price per dozen. ‘ . 86.00 






will make his feet more comfortable. 





No. 5— —— nae . ~ moroeriond ine 
With a little gentle urging you can make another big Sle itsaanie. Ctoones Price 
$3. 


GN cccenetevanteuaasedes 
sale and another big profit—instead of only one! a 
















Hosiery helps sell shoes—and vice versa. The com- 
bination builds a bigger business. Every shoe store 


Everwear Hosiery Co., Dept. B 
Milwaukee, Wis. 


Send me, at regular discount, 
quantities of hosiery checked 


below: 


...doz. No. 24X_ ....doz. No. 23 
doz. No. 270 


should sell hosiery, too. 


Interested in starting a hosiery department? Or in 
making your present department pay more? Write 
for our free booklet of selling suggestions. 


doz. No. 55 ....doz. No. 5 


Also send price list and advertis- 
ing material. 





TIETITIII Id 


Store 
Name 
EVERWEAR HOSIERY CO. (Dept. B), MILWAUKEE, WIS. Address.......... 
Chicago Office Boston Office and Stock Room go 9 S  **crrrtrets 
Textile Bidg., Wells and Adams Sts. 110 Summer Street : er ere Per ee 


mIDIIIIIIII III 





San Francisco Uffice and Stock Room 
130 Bush Street 












Don’t miss the Ever- 












San-Tan 
wear exhibit at the Ti, Fo 
N. S. R. Convention. Youths’ 
Look for Booth 185.. 
1 ee 
Hosiery — 
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TEEPLE 


WELTS tor B 





Style 62 
Patent Chrome Corded Four Row Tip 
IT Minas eo dl nie o 2 ao. CWE M6 ale ee $3.50 
Youths’ ' 3.25 
Little Men's . 3.85 





Style 54 
Khaki, Brown Elk, Brown Kip Tip Saddle 
and Backstay, “Dryden” Studded Sole, 
i to 6, Leather Sole, 10 to 1344 


Boys’ $3.50 
Youths’ 3.25 
Little Men’s 2.85 





Style 60 
San-Tan Willow Calf, Shield Four Row 
Tip, Four Row Vamp. 
eer eS tee $3.50 
Ra eS ae -- 3.25 
gg | EEE SS are 2.85 


Terms, 5% 10 days. 


Here is a turnover and profit propo- 
sition that means more boys’ busi- 
ness on less stock! Put in and feat- 
ure these five standardized Teeple 
styles to start the season with—and 
later they will be carried in stock at 
the factory for your size-up business. 


Concentrate on 
Five Styles in 
Boys’ Welts 


The average store needs no more than 
these five standardized styles in boys’ 
welts—high and low shoes. Let the Teeple 
Big Five constitute your stock. Your 
original purchases will be minimized and 
you'll get a turnover that is possible only 
through this plan. 


‘ 








Three Specifications 
of All Teeple Mighty Good Shoes 
Prime Fine Soles cut by J. D. Niel- 
son & Co. 
Dryden Double-Wear Rubber Heels 


Fred Rueping Leather Co.’s upper 
stock 
(Your assurance of gcod looks and good 
wear plus Teeple fitting qualities) 


TEEPLE SHOE CO. 


WAUPUN 





Style 53 


Broncho (same as last season) Black Kip 
Blucher Oxford. 


Boys’... . o_o er . 83.25 

Youths’ ‘ heat 3.00 

Esttie Mien'S.........cc0css005 .. 2.65 
Style 51 


Broncho (same as last season) Brown Kip 
Blucher Oxford. 





WISCONSIN 





See Samples 


Morrison Hotel 
Room 1932 
During 
Convention 











60t™ Ss 


TEERLE ~ 


Ay 





Prices based on even dozens entire order. 





The Boot and Shoe Recorder will appreciate your mentioning the publication in replies te advertisements. 
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Fast selling models in 
the popular leather 


The fast-growing sales of Foot-Fitter 
models cut in Kaffor Kid point the way 
to dealers who are looking forward to a 
Prosperous New Year. 


Kaffor Kid, the new leather, has proved 
its remarkable qualities and won favor 
with progressive shoe dealers throughout 
America. It’s soft and beautiful as kid, 
yet has the durability of calf. Guaran- 
teed a straight aniline dyed leather, free 


from pigments. 


No. 32—Black Kaffor - Kid 
Blu. AA to E, 5 to 12. 








NEW KAFFOR-KID 
MODEL ADDED TO 
FOOT-FITTER LINE 


No. 023—Morro Brown 
Kaffor-Kid Bal. Oxford 


No. 23—Morro Brown : No. a ~ Kaffor Bal. 


Kaffor-Kid Bal. No. 33—Black Kaffor Bal. 
A to D. 6 to 12 - Shoe, A to D, 5 to 12. 


Ready for delivery Jan. 
15th 








See Them at 
the Convention 


Booth 188 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Five popular Foot-Fitter models in Kaf- 
for Kid are shown here—five smart styles 
that will enable you to suit every man’s 
preference. Five Foot-Fitter shoes, each 
embodying the scientific construction 
features that you can show your custom- 
ers by means of the nationally known 
Buzz-Saw Test. Show them the famous 
Wedge Insole, originated by Edmonds to 
keep shoes from “running over’’—the 
biggest development in shoe construction 
in years. 


See the Foot-Fitter exhibit at the Con- 
vention—or if you can’t attend, make 
up your order now! 


EDMONDS SHOE CO... se 


MILWAUKEE, WIS. San 


No. 31—Black Kaffor - Kid. 
Blu. AA to E, 5 to 12 


Edmonds’ Foot- Fitters are made in 
the only men’s dress- shoe factory i in 
America which combines in all its 
shoes a full-length vamp, leather 
box toe, leather. inside counter lining, 
and heavy shoulder channel insole 
which eliminates cork bottom filler. 
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The smarter the shoe style, the 
smarter the finish of the leather 
must be in order to do it justice. 
This snappy Thompson sport 
Oxford on their “Club” last is of 
Rueping’s Kin Kin Smoked Veal 
Sides. 
Made by 


Thompson, Bros. 
of Brockton, Mass. 


THOMPSON BROTHERS 


are prominent on the list of leading 
makers of good sport shoes who cut 


RuEPINGS Kin Kin 
Sport Shoe Leather 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Colors in 
Kin Kin 
Sport Shoe 
Leather 


Smoked 
Pearl 


Chocolate 
Beige 
— Brown 

Another Thompson <* a 
Sport Oxford of —" - —— Brown 
Rueping’s Kin Kin >—> - I dian R d 
Smoked Veal Sides. << - Ro: . 
“Sport” Last. a Cute 
Green 
Blue 
Lavender 


Rueping’s Kin Kin Sport Shoe Leather Copper Red 
Mulberry 


has just the right degree of elasticity. Under stress Scarlet 
of action it “gives” just enough to allow the foot Bamboo 
freedom of movement while preserving the orig- Brown 
inal shape of the shoe. Hence it is the most prac- Gray 

tical as well as the most dressy leather for athletic 


and walking shoes. Ef 


RuePincs Kin Kin 
Sport Shoe Leather 


is made of carefully selected hides, and has that fineness of 
grain and mellowness of feel for which all Rueping leath- 
ers are noted. 

The variety of colors in which Kin Kin is made permits 
wide latitude in the selection of color combinations, which 
now are strongly featured in sport footwear. 














Color cards cheerfully furnished to 
dealers and to manufacturer’s salesman 


Fred Rueping Leather Co. 


FOND DU LAC, WIS. 


RAN . JBoston Cincinnati Milwaukee St. Louis NewYork 
a CHES: el San Francisco Montreal Northampton, England 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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“Faithful to the Last” 


2134—Campus—$5.05 


Rosy Red Boarded Calf 
Gable Edge and Heel Seat 


In Stock. A to D 


Nunn-Bush & Weldon Shoe Company wezaue. 














The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Gr Kecognition 


of the good work done by 
the N.S. R. A., our co-oper- 
ation is always extended. 


Visit our Booth 57 
at the Chicago Convention 


: ofits ii Hi] ma 
ae ie 4 miner: map us 
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ats 


Daylight Plant of the 
Nunn, Bush & Weldon Shoe Co. 
Milwaukee, Wis: 














The Beot and Shee Recerter will appreciate your mentioning the publication im replies te advertisemenw. 
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‘an GREATEST 
Work Shoe a z in 
‘The Worlg 








= 


oi — ae Sey THE MENZIES SHOE COMPANY 


FOND DU LAC WISCONSIN 


Tb« Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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A New Creation in » Children’ s Hosiery 


“Tron Clad’ No. 95 


Fine ribbed mercerized stocking in a drop stitch 
pattern for Girls and Misses 


T’S real new—just off our machines—a style and value 
that is unequaled on the market—and ready for 
IMMEDIATE DELIVERY. 


This stocking has a highly lustrous finish. It is neat and 
dressy. Very durable, because it is made from fine long 
strands of staple cotton, backed by the well-known “Iron 
Clad”’ idea of guaranteed construction. The drop-stitch 
feature will appeal very strongly to your trade. It will 
be a remarkable seller. Stock No. 95 today 


“Iron Clad” No. 95 
at the following prices 


Black fine ribbed drop stitch, mercerized stockings for Girls and 
Misses, unquestionably the best value ever offered in a stocking 
of this kind. 


Sizes 6 — 6%, $3.50 
Sizes 7 — 7%, $3.75 
Sizes 8 — 8%, $4.00 
Sizes 9— 9% — 10, $4.25 


No. 95 W. White, same sizes and 
prices as black. 


No. 95 C. B. Cordovan Brown, 
sizes and prices same as black. 


Cooper, Wells & Co. 


100 Broad St. St. Joseph,Mich. 
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sa ah onan ati N.S.R. A. Convention 


No. 350—GUN METAL 
/IDTHS—A to D 


Price, $3.45 

















No. 6—MAHOGANY 
No. 60—GUN METAL No. 55—MAHOGANY No. 65—MAHOGANY 
WIDTHS—B to E WIDTHS—A to D WIDTHS—B to E 


$3.45 $3.45 $3.40 
A SS ESL LLL RE ST 
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The - Out - Standing - Line - of - Men’s - Popular - Priced - Dress - Shoes 


ONE - GRADE - ONE - LEATHER - 10 - STYLES 
Beautiful Kip Upper Leather in Mahogany and Gun Metal, Oak-Bend Soles, Wingfool Heels 


Quality-Extraordinary Thru Standardized Production 


FREEMAN SHOE MFG. CO. 














| BELOIT, WIS.| 














No. 25—MAHOGANY No. 5—MAHOGANY No. 2—MAHOGANY 
No. 250—GUN METAL we .? ; 
WIDTHS—A to D WIDTHS—A to D NWIDTHS—A to D 


Price $3.45 Price $3.50 Price $3.50 
en ee 
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~ Art Flowers and Decorations 






































poate 2 Michigan Ave Congress Hotel COLISEUM J 
G Wabash Ave 











ri 


G. Reising & Co. | | 


state SE Show Room & Factory } | 




















WHEN in Chicago for the N.S.R.A. Convention, don’t think only 
of buying shoes. Give some thought tomeans of selling them 
{Come up tothe Reising showrooms and see the newest and most 7 


effective spring decorations for shoe store windows and interiors. 
{Drop inon your way to or from the Coliseum. 24 East Congress Street 

















| 
is just a block west of the Auditorium and the Congress Hotel —only izi 
a few doors west of Wabash Avenue (the street the Coliseum in on). mi 
u 
G. REISING & CO. le 
FLOWERS—PLUSHES—V ALANCES 
| 24 E. CONGRESS STREET CHICAGO, ILLINOIS “er 
| No. Side of Street, bet. State & Wabash Telephone: WABASH 9364 he 
the 
pu 
ma 


Sell Russell’s m 




















the 
IKE WALTON Co 
the 
Staunch and Serviceable as a Heavy Sporting Boot ma 
Flexible as a Moccasin bet 
the 
Chocolate, chrome-tanned waterproof Jeather. Its unique hens 
construction provides four layers of leather between the foot th 
and ground—more protection than the ordinary street shoe. : 
Its light weight appeals to the outdoor man. per 
T 
The Russel] quality speaks for itself. So does Russell shoe P 
making. he | 
e 
The Scout Moccasin the 
Made of Chocolate elkskin, with soles of flexible, sturdy Maple stit 
Pac. Natural shape affords every freedom to the foot. mu 
The ideal of comfort and service in moccasin footwear for dry sho 
season wear, and a sensible “pal” for the growing lad. Write fer Dealers’ Psice and ma 
Catalo q 
. De 
Ea 
cer 
W. C. Russell Moccasin Co. . 
Berlin, Wis. ae 
me} 
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A Million Six Hundred Thousand 
Styles—and Economy 


HE Department of Commerce at Washington is 

committed to a policy of economy through 

elimination of waste. A process of standard- 
izing where standardization is practical. The idea is 
commendable and deserves the support of American 
business and undoubtedly American business men will 
lend Mr. Hoover their hearty support and co-operation, 
whenever and wherever they can be shown that his 
ideas are practical, and inure to the good of their 
business, and of the public whom they serve. 

Some of the statements made by representatives of 
the department, however, should be clarified lest the 
public get a misconception of the aims of American 
manufacturers and distributors. 

In a recent talk before the Association of Business 
Paper Editors in Chicago, Mr. W. A. Durgin, chief of 
the division of simplified practices of the Department of 
Commerce, said the department had estimated that 
there were over a million styles of women’s shoes on the 
market at the present time. This estimate was placed 
before “a man who had made a million dollars out of 
the shoe business and after careful figuring. this man 
had placed the estimate at a million six hundred 
thousand different styles of women’s shoes and slip- 
pers.” 

Mr. Durgin in his talk gave no basis upon which the 
estimate was established, but when I asked him how 
he arrived at the figures, he said that they went on the 
theory that it took 60 pairs of women’s shoes to con- 
stitute a run of sizes and widths. This figure was 
multiplied by the number of factories making women’s 
shoes, and the result again multiplied by the approxi- 
mate number of styles each factory made. 

The point is that the basis of the figuring of the 
Department of Commerce was wrong to begin with. 
Each of the sixty pairs were alike so far as style is con- 
cerned, but the average newspaper man knows nothing 
about the shoe business, and takes figures as authentic. 

The inference of the average reader of the newspaper 
would be that the shoe manufacturers and retail shoe 
merchants of the country were in a league to extort 


money from the American public without giving value 
received; that the industry was spending its time in 
creating styles simply that they might extract the last 
possible cent from the purses of American women. 

In Mr. Durgin’s talk, referred to above, he also 
stated that there were about 280,000 styles of single bit 
axes on the market. 

In arriving at this figure the department probably 
used the same process of figuring, that is to say, they 
determined the number of sizes of single bit axes from a 
small hand axe up to a broad axe and multiplied this 
number by the number of manufacturers making axes. 

Yet it would seem that a million six hundred thou- 
sand styles of women’s shoes would not be far out of 
proportion as against two hundred eighty thousand 
single bit axes. 

No figures were given on the number of styles of 
women’s hats, but certainly there would be more than 
one style for every group of thirty women, because it is 
pretty hard to find two women’s hats that are exactly 
alike. 

A significant statement contained in the Chicago 
newspaper editorial is worthy of consideration: 

“*Men’s clothing is pretty well standardized into five 
groups: working, walking, business, sports and dress. 

** Women’s love for dress finds expression in infinite 
variety. No limit to variety will ever be reached until 
she becomes a universal participant in the business of 
the world. Then and not until then will her attire 
become a secondary consideration.” 

This really tells the story. Undoubtedly shoes would 
be cheaper if women would be satisfied with a very few 
styles made from available material that would give 
maximum service and wear. But just so long as foot- 
wear is considered as an article of adornment, as well as 
service, then infinite variety and a multiplicity of styles 
will be necessary. 

In order to standardize women’s footwear it will first 
be necessary to standardize her social activities, and to 
standardize music that is heard in the home, in dance 
halls, cabarets and other places of public entertainment. 
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CINCINNATI 


Strike Definitely Settled and Production 
Comes Back Rapidly 


HE official settlement of the Cincin- 

nati shoe strike which lasted practic- 
ally seven months and ended on the 15th 
of this month, serves as a final and thor- 
oughly satisfactory step in placing the 
market as a whole back on a normal pro- 
ducing basis. For many weeks prior to the 
actual settlement, the local plants were 
well on their way to normal production, 
but with the decision on the part of the 
union workers to make compromises ac- 
ceptable to the manufacturers, and to im- 
mediately return to work. 

The local manufacturers, members of 
the Cincinnati Shoe Manufacturers’ Asso- 
ciation, who withstood the hardships of 
the struggle, unanimously say that the 
settlement is most satisfactory. They 
state with an air of confidence that they 
are now in a position to maintain a grade 
of workmanship even better than that set 
by their former high standards. Under 
the improved factory conditions the manu- 
facturers will have complete control of the 
operation of their plants. They are free 
from any chance of interference with the 
most efficient methods of production. 
Therefore they are setting their shops in 
order, and are keying up their organiza- 
tions in every department, to toe the line 
on the standard they have set, namely 
“One Hundred Per Cent Quality,” and 
“One Hundred Per Cent Service.” 

During the past seven months the manu- 
facturers here have had the opportunity 
to view the problems of their business from 
many angles, and to say the least they 
came out of the strike with an unbeatable 
spirit. Their fight was to conserve, up- 
hold and improve the splendid reputation 
for high-grade footwear for which the Cin- 
cinnati market has been renowned during 
its 60 years of shoemaking. They have 
protected this enviable reputation, and 
from now on, under the new arrangements, 
their progressive spirit will be reflected in 
a more tangible form in both the quality 
and price of their product, as well as in the 
service they render. Their improved con- 
dition will also allow them to go after a 
class of business which they formerly could 
not get, due to their inability to compete 
with other markets. 

John Carlisle of the Krippendorf-Ditt- 
man Company says: “The spirit of the 
market now is to rise upon our toes and do 
bigger things than we have ever done be- 
fore. Our improved factory conditions 
enable us to solicit a wider range of busi- 
ness. 


Good Style Selection Offered 


The manufacturers of the Cincinnati 
market just at this time are offering an 


unusual selection of the latest styles and 
patterns. These new creations clearly 
show that thorough study has been made 
of the latest tendencies in the style realm. 
While the newer patterns are considerably 
different from those offered at this time 
last year, they nevertheless are the out- 
come of natural development, carrying the 
variations and modifications from the 
simple one strap down through the 
Colonial family, to the latest offerings 
in ties and fancy oxfords. 

Inlays continue to be very dominant, 
although they have appeared to take on a 
more artistic turn. The newer patterns 
seem to have lines that are far more beau- 
tiful than those seen last spring. 

Small tongue pumps with tongues inlaid 
with gray and fawn, as well as with the 
brighter colors, are seen in many of the 
lines in very tasty combinations. Obvi- 
ously, the large tongue Colonial is passe. 

The consensus of opinion among style 
builders of this market is that semi-sport 
and full sport oxfords are going to be very 
strong for spring. Elk skins, made up in 
golf effects, with both leather and rubber 
soles, will, no doubt, sell in great volume. 
In semi-sport effects, patent leather is ex- 
pected to play a good part. 








A new and distinctive offering by one of 
the manufacturers here is a patent oxford 
with a saddle strap, with lattice work, in- 
laid in fawn. Gray is also used in com- 
bination with patent. 

Welt oxfords with quarters inlaid in va- 
rious combinations, some in the more vivid 
colors for spring, are looked upon with 
great favor. 

The 8-8 and 10-8 heels are expected to 
be in demand for spring in as great quan- 
tities as they were last spring. 

The four and five button ties with fancy 
laces, made up in combination of satin and 
ooze, are looked upon as the latest develop- 
ment for dress lines. 

Some manufacturers here feel that next 
spring will be a greater sport season than 
ever before, and in keeping with this be- 
lief, they are preparing to do a tremendous 
business in straight sport footwear. 


Clearance Sale At Gibson 
Shop 


The Gibson Boot Shop in the Gibson 
Hotel Building on Walnut Street, has 
been conducting a clearance sale during 
the past few weeks, cleaning out its stock 
and making ready to move to 38 E. 6th 
Street. They have been selling regular 
lines at $3.85, $4.85 and $6.85, while 
they have offered their French Shriner and 
Urner shoes at $9.85. Manager Seekatz 
states that he expects to be in his new 
location by the first of the year. 





MILWAUKEE 


Arctic Supply Getting Low 


Two Days of Snow and Slush Make Tremendous Inroads on 
Retail Stocks 


FTER the arrival of the long-awaited 
snow and its subsequent transforma- 
tion into slush, Milwaukee shoe merchants 
took stock of their supply of arctics, and 
then quickly cast about for a source of im- 
mediate supply. Two days of snow made 
tremendous inroads on local stocks. De- 
partment stores have sold from 50 to 60 
cases daily since the first snowfall. Four 
buckle arctics, in plain styles, are favored 
by the majority of buyers, young and old. 
Cavalier arctics are selling well, but the 
fancy types have been rather slow. Some- 
how, the public does not feel the need of 
elaborate style in an article of footwear 
so obviously designed for old-fashioned 
comfort. The fancy cuff types are selling 
fairly well however—it must not beinferred 
that they are not moving. Butsales in the 
plain four and five buckle arctics are so pre- 
dominantly large, that the demand for the 
remaining types loses much significance by 
comparison. 
Black satin, black suede, and black and 
brown calf oxfords are in nice demand, and 


shoe merchants are securing very satisfac- 
tory business on them. Brown follows 
black as a leading color, in all types. Gold 
and silver pumps are in favor again, and 
sold very well, merchants say, apparently 
for Christmas gifts. 

Men’s oxfords are growing weaker, and 
showed a noticeable dropping off after the 
memorable first snowfall. High shoes in 
black and brown, with the semi-blunt toes, 
and delicate punchings and trimmings are 
in heavy call. Men’s stores report busi- 
ness as being entirely satisfactory. 

General volume of sales for December, 
1922 will exceed those of December, 1921, 
which will be remembered as a very good 
month, by a comfortable margin, mer- 
chants say. 


Manufacturing Peak Reached 


R. E. Wright, manager of the commer- 
cial service department of the First Wis- 
consin National Bank, reports, after inves- 
tigation, that the maximum seasonal ac- 
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tivity of Milwaukee shoe manufacturing 
plants has been reached, and that an even 
keel or slight falling off, will be the trends 
to look for in the future. Despite this pre- 
diction, however, local factories took on 
about 2.4 per cent more men in the month 
just passed, and still maintain a leading 
position in the list of Milwaukee’s busiest 
enterprises. 


Crawford New Manager 


Announcement is made by the Allen A 
Co., of Kenosha, hosiery manufacturers, 
of the promotion of C. E. Crawford, form- 
erly in charge of the service department of 
the home plant, to the position of office 
manager of the New York office. 

Hosiery Company Opens 
Branch 


The Real Silk Hosiery Mills, Indian- 
apolis, Ind., have opened a branch office in 
Green Bay, Wis., and according to J. R. 
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Fuehrer, sales-manager for that city, ulti- 
mately expect to employ 40 men. Sales- 
men for the company sell by the house to 
house method, giving each buyer a free, 
gift as a buying incentive. At present 
seven men work out of the Green Bay 
office. 


Shoe Co. Changes Name 


An amendment to the articles of incor- 
poration of the old Beals & Torrey Shoe 
Co., Milwaukee, filed with the secretary of 
state, provides that the company shall 
henceforward be known as the Beals-Pratt 
Shoe Mfg. Co. 


Organize New Company 


The Perfection Table-Slide Co. of Water- 
town, has been finally organized and offi- 
cers elected. F. W. Pfeifer, manager of 
the Watertown factory of the Beals & 
Pratt Shoe Mfg. Co., Milwaukee, was 
elected vice-president of the new concern. 





DETROIT 


Unusual Christmas Business 
Snow Fall Helps to Make Christmas Business Best for Years 


HE long-looked-for change in the 
weather came the second week in De- 
cember and a ten-inch snow-fall changed 
a lagging business into an unusually busy 
one. Saturday, December 16, was reported 
in many stores to have been the “busiest 
in the history of the business’—with 
Christmas week being looked forward to 
as the best Christmas week for many years. 
Detroit was practically cleared out of 
galoshes, the buckle variety still holding 
to its old-time popularity. Sizes were also 
broken in all the newer style winter boots 
that have been introduced to take the 
place of the galosh. Case after case was 
broken and sold on that (un)lucky 13th of 
December, until stocks were depleted— 
then the usual mad scurry to the whole- 
saler for more, with prospects small for a 
filling of hurry-up orders. 

As predicted in a former letter the prices 
of galoshes have not held steady, some 
merchants, probably frightened with the 
idea that there would never be a winter 
again, began shaving the prices in an ef- 
fort to create business, which could not 
be done as long as the sidewalks were dry 
enough to wear satins in comfort. One 
large store evidently had a large standing 
advertisement ready to use as soon as the 
snow came, with prices lower than those 
already quoted by others. 

It is a problem of considerable impor- 
tance to know how to act when stores 
nearby cut prices below a proper figure 
and which mean a loss on all the trade 
done in the lines being slashed. Not only 
have galosh prices been cut but the prices 
of felt slippers have been badly handled. 


One store offered felt slippers for a cent a 
pair, with the purchase of a pair of shoes. 
This was an inducement for the customer 
to purchase shoes at a time when shoes 
were not selling very readily. Another 
merchant followed with an offer of a pair 
of felt slippers FREE with every purchase. 
This naturally demoralized the felt slipper 
trade to some extent, but the manner in 
which one merchant meets this kind of 
thing is worthy of thought, and imitation, 
for he finds that it works out to his ad- 
vantage. 

“T handle only a good grade of slipper, a 


named line,” he says. “I do not pay the 
slightest attention to what the other fellows 
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are doing. If they want tosell slippers with- 
out a profit, that is their business; mine is 
to make a profit. I hold up my prices and 
explain to the customer the difference in 
quality and I have ‘sized’ up three times 
this season, showing that I am doing some 
business, anyway. Even if I do not do as 
much business in dollars, or pairs, as the 
price-cutters, I will make a profit, and it 
is not likely that they will. It is the same 
with galoshes. I have two grades and 
that helps me to point out the impossibil- 
ity for an inexperienced customer to know 
what she is getting, except by dealing at a 
reliable house.” 

The galosh business naturally super- 
seded the business in leather goods, slow- 
ing up the sale of women’s lines, but in the 
men’s departments the change in the 
weather has had a different effect. Men’s 
business was very far behind that of former 
years, now the departments are busy, so 
busy that customers have to line up and 
wait for an opportunity to secure seats 
where they can be fitted in some of the 
larger stores. Oxfords continue to sell in 
a surprisingly steady quantity despite the 
snow banks outside. High-cut sales are 
still in the majority, however, as formerly 
reported. 

The Christmas slipper business is prov- 
ing the best in years. At R. H. Fyfe & 
Co.’s it was reported that the sales will be 
50 per cent over last year, if not more. 
Hosiery and buckles have been large 
sellers for gift purposes. In one store that 
usually carries quite an extensive stock of 
buckles the stocks were reduced to a very 
few pairs a week before Christmas. Some 
of the stores handling hosiery have boosted 
sales of hosiery by holding special sales in 
time for the Christmas shopper to take 
advantage of the special offerings for gifts. 
In one store a large line of lace silks and 
other lines that have not sold freely, were 
bunched at an attractive price and sold 
out clean. This was good business for 
both the merchant and the customer. 





LOS ANGELES 


Call Is for Sturdier Footwear 
Rain Helps Demand—Holiday Trade Good 


HE first week of December brought a 

nice rain in its wake, and while for a 
day or two it rather quieted things down 
in a business way, the merchants now re- 
port a quite general pick-up in sales dur- 
ing the past few days and expect as a re- 
sult that a great deal more business will 
be transacted in the interval before the 
holidays. There has been a little better 
call for oxfords for the ladies and a cor- 
responding call for high shoes for the men. 
The rubber business has not amounted to 
very much. Sturdier footwear is expected 
to be more in demand for street wear from 
now on. 


Colonial models continue to loom largely 
on the sales sheets, although strap pat- 
terns, if anything, are a little better sellers. 
Innes are displaying a Grecian effect Co- 
lonial tie, and other stores are showing tie 
effects also, frequently combined with the 
tongue. 

The Florsheim Company states that 
men are asking for high shoes in about a 
50-50 proportion the last week or two, and 
that browns and blacks are about equally 
good. Brogueish types are not as good 
sellers as the plainer models. The creased 
vamp is being shown, but is not taking 
very well locally. 
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You, Too, 


Will Admit It 


“Breaking jn” a new pair of 
shoes with a hard, stiff sole 
is always the unpleasant 
part of buying new footwear. 


Overcome this bugaboo and 
you will soon increase sales 
to your present customers 
and encourage patronage 
from new ones. You can do 
it by stocking shoes soled 
with Flexoak. The 


oJ 


ete 


Tue SOLE OF GREATER WEAR 


is the product of a special 
process of tanning which 
ideally preserves the native 
toughness of the steer hide 
and yet imparts to the fin- 
ished leather a degree of 
flexibility heretofore un- 
known in a durable sole 
leather. A Flexoak-soled 
shoe needs no “breaking in.” 
It responds to every foot 
movement as readily as a 
moccasin, yet it will far out- 
wear the ordinary sole 


Let us send you a sample of 
Flexoak and prove to you 
why it is to your advantage 
to specify Flexoak Soles in 
the shoes you buy. 


C. G. Fleckenstein Co. 
Muskegon, Michigan 


THE SOLE OF CREATER WEAR 
@©cer. co. 1922 
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Windows in Holiday Dress 


The store windows are all dressed up in 
holiday attire and feature dainty accesso- 
ries, such as buckles and ornaments, along 
with felt slippers and hosiery. All the 
stores seem to be putting more emphasis 
on hosiery this season and giving it a promi- 
nent place in both windows and advertising. 
Most of the stores are making special box 
offerings at reduced prices, sometimes a 
combination of colors in a box. C. H. 
Baker’s have their hosiery display right 
in the most prominent part of their win- 
dow, where it cannot fail to catch the eye, 
and with it a placard stating, “A shoe 
store is the logical place to buy hosiery.” 
Mrs. Maxwell, who has charge of the 
hosiery department, says they are doing 
a wonderful business and that evidently 


hosiery is becoming more and more the 
choice for Christmas giving. 

Gude’s windows are decked out with 
frosted wreaths of holly and display a 
dainty array of evening slippers, embracing 
a wide range of fabrics, gold and silver 
cloths, white and pastel shades, and gor- 
geous oriental designs, with scintillating 
buckles, and tongues of lace and chiffon, 
all ready for the social gaic ties incident to 
the holiday season. 

Wetherby-Kayser’s is another store 
which is devoting a large amount of win- 
dow space to dainty evening slippers and 
accessories. The central motif in one win- 
dow is a huge imitation buckle several 
feet long. The holiday atmosphere holds 
sway in all the window decorations. The 
high grade stores report a great deal of in- 
terest being shown in buckles for gifts. 





INDIANAPOLIS 


Christmas Trade Was Good 


Windows More Showy than Ever and Buying Spirit 
Dominates 


ITH the Christmas shopping season 
in full blast, Indianapolis retail 
shoe merchants made a strong bid for 
their share of the seasonal volume, par- 
ticularly with reference to hosiery, house 
slippers, etc., and appear to be more than 
holding their own with their numerous 
department store competitors. Prac- 
tically all the downtown shoe stores were 
thronged with holiday shoppers Saturday 
and numerous pairs of felt and leather 
house slippers and fancy hosiery for holi- 
day gifts were included in the day’s sales. 
In keeping with the holiday spirit, a 
large number of the leading retail shoe 
merchants in the city have attractively 
decorated their show windows and the 
interior of their stores with holly, mistletoe 
Christmas trees and evergreens and in one 
store—the Marott Shoe Shop—old Santa 
Claus is appearing daily in the children’s 
department, as has been his custom in 
the past. 


Colder Weather Helped a Lot 


The announcement that Santa would 
make his first appearance of the season at 
Marott’s Saturday afternoon drew hun- 
dreds of wide-eyed .children and their 
parents to the store. There the be-whis- 
kered old Saint held court and lent a will- 
ing ear to the long pleas of his youthful 
worshippers. All sorts of pilgrims were 
there, from the demure little miss who 
wanted new slippers with “real diamond 
and silver buckles’’ to the bold little lad 
who announced that he wanted an air- 
plane—not a toy one, but one that would 
really take him up in the air. 

With the advent of colder weather, the 
shoe business has shown considerable 
improvement over what it was a week or 


two ago, when some of the merchants 
staged price reduction sales in order to 
stimulate consumer buying. The Fashion 
Boot Shop, operated by Edgar Hart, 
offered some exceptional bargains in dis- 
continued lots at $4.95, and the Marott 
Shoe Shop staged a special $4.85 sale, both 
of which received a big response. The 
colder weather which arrived later, seems 
to have had a good effect on business and 
the merchants are hoping it will continue 
for some time. Atout 75 per cent of the 
business at this time depends on the 
weather conditions, they say. 


Buckles Selling Well 


The Indianapolis stores report a good 
run on buckles, particularly fancy ones in 
rhinestones and cut steel. The demand for 
these has been good all season and some 
stores are finding difficulty iu keeping up 
with it. A number of buckles also are 
included in the holiday sales. 

Edward Haldy, manager of the Fashion 
Boot Shop, reports that black satin 
Colonials are leading all others, with 
brown and bronze running second. A 
number of fancy slippers for opera and 
party wear also are being sold at this time 
of year, he said. In the women’s depart- 
ment at the Marott Shoe Shop, black and 
brown oxfords are reported in the lead, 
followed by Colonials and strap effects. 
Although straps have slipped somewhat 
in the last few weeks, there is a belief 
among some of the local shoe men that 
they will ‘come back” a little later on. 
Only a few boots have been sold, but this 
is not worrying the merchants because 
the majority of them have only a 
small stock of high shoes on their 
shelves. 
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SALT LAKE CITY 


Retail Business Quiet 


Lloliday Business Slow in Starting—Straps Holding 
Their Own 


ITH here and there an exception, 
shoe retailers report business as 
very quiet, the n.anager of one concern 
going so far as to use the term “rotten!” 
The holiday busi:.ess has not started yet, 
at least, as far as ihe majority of the deal- 
ers are concerned. No special effort has 
been made this year to get the public to 
shop early and the Christmas crowds are 
not expected to turn out in large numbers 
more than a few days before the 25th. 
Most of the stores are featuring slippers 
and H. D. Farrington, manager of Speich- 
er’s Economy Shoe Shop, Main and 3rd 
South, told the Recorder correspondent 
that he thought his firm was doing a bet- 
ter business in comfys at this time than it 
has done for two years. Manager Ulrich 
of the Gardiner and Adams shoe depart- 
ment reported a brisk demand for men’s 
house slippers, particularly Cavlier’s and 
Fai sts. High-grade stuff was moving 
ezrlier than cheaper merchandise, he said. 
Every one seems to think .December will 
pr ve a good month before it is through. 
As these lines are being typed the weather 
has started to storm again, which should 
result in a good rubber business, at least 
for a few days. 
The industrial situation is satisfactory 
and there is no reason to doubt that 
business is going to be very good here next 


spring. As a result of the coming of the 
steel industry two more municipalities are 
being considered—one to be called Steel 
City and the other Bay City. They will be 
in Utah County. No one expects unem- 
ployment conditions will be bad during the 
first month or two in the New Year as 
they were a year ago. It would seem that 
there is going to be work for everybody 
who wants it. 


Straps Still Popular 


Satin straps are as popular as ever, it 
seems, though one or two firms have 
been doing fairly well with tongues. Art 
Bolton’s shop, which caters to the novelty 
trade, has found a good demand for what 
one of the clerks termed “Colonial crino- 
line pumps” in black satins and Spanish 
heels and selling at $9.85. Co'onials gen- 
erally are leading at this store. Another 
store reported that tongues were in de- 
mand, but almost entirely by the ‘‘Flap- 
pers.” The local market seems to be 
flooded with styles. With most of the 
women, even including those long past 
the ‘flapping’ age style is a very im- 
portant consideration. Every one who 
sells women’s shoes has got to make up his 
mind to partake a little of the spirit of 
chance, or is it prophecy. 





DES MOINES 


Cold Weather Starts Brisk Business 


Seasonable Weather Helps Retailers—Evening Footwear 
Featured 


ITH the beginning of this week 
Des Moines experienced a real 
touch of winter weather. For the first time 
this season we have had below zero 
weather and with it the shoe retailers 
have enjoyed a stimulated business. A 
great volume of wool and silk and wool 
hosiery have been sold, due to the sudden 
change in weather and due to the rapidly 
approaching holidays. The heavy snow- 
fall this week forced those who intend to 
wear low shoes the entire winter to buy 
galoshes. The majority of the men’s 
business has turned to high shoes with the 
general tendency of the men turning 
toward rather low-priced footwear. 
The two leading features which are being 
played up in advertising and window dis- 
plays of all of the larger downtown stores 
are slippers and hosiery as the most suit- 
able for gifts and the stores are also now 





displaying footwear for formal and semi- 
formal evening parties. The demand for 
buckles and ‘trimmings of a jewelry 
nature is very strong. 


Hopes Wholesale Prices Not 
Preparing for Jump 


Sol Panor, owner of the Panor Shoe 
Stores Inc. said, ““There seems to be a 
tendency in the price of shoes sold at 
wholesale to increase in price. It is my 
belief that if this continues to a very 
great extent the present excellent retail 
sales outlook will be injured. This would 
be especially distressing as the next slump 
which would occur under such circum- 
stances would hurt business more than 
even the last one did. It is to be hoped 
that all shoe price increases will be modg- 
erate and gradual.” 
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“Dick Cak 


Trade Mark Reg. U. 8. Pat. Off. 


What does that mark on sole 
bottoms mean to the shoe 
trade and to the public? 


To the wearer of shoes, it 
vouches for the quality. It 
says to him “The tanner is 
proud of his name.” 


To the retailer of shoes, it as- 
sures his assurance of satis- 
factory service. He sells 
“Rock Oak” bottomed shoes 
with confidence. 


To the manufacturer it means 
“Integrity.” He knows that 
the best hides, tanned by best 
methods, go into sole leather 
bearing the“‘Rock Oak” stamp. 
That nearly a half century of 
faithful service to the trade 
stands behind it. 


To the traveling salesman it 
means quick sales, because 
buyers will accept “Rock Oak” 
without hesitation. 


Let the “Rock Oak” stamp be 
your token of solidity and 


strength. 


Rock Oak is 


“Founded on Integrity.” 


The AMERICAN 
OAK LEATHER 
COMPANY 


CINCINNATI 


Chicago St. Louis Boston 
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CF kKq) gance. 
> SERVICE 
K4| Retaining their fine appearance through long months 
of wear, Brennan Shoes build up a feeling of high re- 
gard for the store that sells them. And our service to . 
you is to fill your requirements with all possible speed id 
without sacrificing quality. 
4 
VALUE 
Brennan Shoes speak for themselves, for they contain 
exceptional quality. A most prof- 
itable line to carry—every pair 
offers a substantial margin of net. 
We invite your attention to the two examples 
of Brennan Quality shown here. 
We are proud of our 
complete line on 
display at room 448, 
Palmer House, Chi- 
cago, Jan. 8th to 
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183 Essex Street Factory and 
NEW YORK OFFICE SHOES FOR YOUNG MEN Main Office 
AND MEN WHO KEEP YOUNG RANDOLPH, MASS. 
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VACUA IN LNA et RN et BET PTR ETRE TEST FREE NENT ESS LISELI SWESSSELISN WE EATEN 








PINEHURST 





WASASTANST EN TAR I TENAT LAS ASANTE ATL 





'inchurst 
PRAT 


This |special toe 
design (patent 
applied for) can 
be only 


obtai 
from jus. 


EASES; 





“2TASAMULLTAA 


SPORT SHOES Made by SPECIALISTS 


FTER the introduction of golf 

in America, Norman & Ben- 

nett were the first and for 
some years the only makers of shoes 
specially designed and constructed 
for the game. 
Today, NORMAN & BENNETT 
“PINEHURST” Shoes reflect the 
combined knowledge of the fore- 
most golf experts, and our own half- 
century’s practical experience in 


NORMAN & 
BENNETT 
Inc. 





— 


NOP CO AST 






ULEASYLASSILE 


EN & BEND 








Any PINEHURST Model 
can be furnished with 
this sole 


producing the most popular types of 
Shoes specially adapted to the re- 
quirements of golf. 


Genuine imported Scotch Grain lea- 
thers—the new Colombo Crepe 
Rubber Soles—the novel “‘no-bite” 
toe reinforcement—are just a tew of 
the many important improvements 
pioneered in PINEHURST Shoes 


exclusively. 


In most communities—the leading shoe, stores carry the complete PINEHURST Line. 


iy 


cA 







of 
> 
IN 
~ 






BINT RAC TTA EV Ee EBNANNANS TI BYASNI EP LASSI 












1, 
144 High St. 1, 
Boston RNIN 
Mass. Ky 
iy 
‘y 


ly Colombe Crepe 
SF Rubber Sole 
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HAVANA 
BROWN 


“The Ou {standing Colored 
Leather Surety on 


which there is no 
Speculation.” / 
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BS its Users 












he Judgment of Paris 


Paris, the source of fashions, has decreed that Brown is to be the pre- 
vailing color. And what Paris wears today, the world will wear to- 
morrow. 

“Brown, Tan, and Navy are the leading shades for street 

wear. Henna shades are extensively used as a trimming 

on Brown.”’—From the Paris Bureau of the Dry Goods Economist. 


Shoe manufacturers and retailers recognize that New Castle HAVANA 
BROWN complies perfectly with the above. 


Its all-round value and rare coloring are found in no other leather. 


There is no substitute for 


NEW CASTLE HAVANA BROWN KID 


NEW CASTLE LEATHER COMPANY 
NEW YORK 
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Novel ‘“% Novelties 


In Stock In Stock 
\y _ 


























$3.60 $3.60 


B 422 B 422-1 
(The Angelus) (The Angelus) 
Vic Br Kid Welt One . OL 
ack Cal bbe: Hell’ IN. STOCK—AA. 3-5 Block Wingfoot Ru bber Heel, IN STOCK 


Ru i. ‘A 
Winefoor Rubbers Heel ad D, 24-8. NA 58; Ant8: B38: Cand Dia beee 


$4.65 $4.65 


. B 458 


B 489 TI 
_ ome Aragon) Black"Ooz - ; nh a mn) ed, 115 
tent 
n Nu buck Welt Oxford, wih Beywn Last, 9-8 Blo ck§Wingfoot Ru bbe r Heel. IN 
“8, Block Wingfo STOCK—AA, "5-8; A, 4-8; B, 3-8; C and D, 


We'll See You at Chicago _ 


| {una \ Sveet al 


i ~ Auburn. ‘Paine 


Wy 
ry 
@== 
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A REVOLUTION 


IN TURN SHOEMAKING 


Sweet Sally Lunn 
Suspension Arch Turn Shoes 


IN STOCK 


JANUARY 25th 


$3.85 


— 


B 173 


= how Top Cutest, 13:8 
paleet Rubber 
Stocks AKA S10, AA S10, A 10, B. 
> ,2%-9. 


B 183 
except made of Havana Brown 


$4.35 





The First Genuine Corrective 
Turn Shoes 


Made under our new patented process with specially constructed 
steel shanks that will not break down. 


tl — i et al A 
— > ———— 2 es 


a , er 


See Them at Chicago 


Aann && Sweet Com mpan{ 
“Auburn, Maine 


| 
= =i 
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OR the Members of the National 


Shoe Retailers’ Association whom 
we will meet in person at Chicago, 


the Hood Rubber Products Co. will 


have a warm greeting. 


To those who may not be with us 
then, as well as those who will, we 
extend our best wishes. May 1923 


bring them all 365 days of Happi- 
ness and Prospentty. 
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+% r 4 “y a s r (Ts “ ‘ U “4 
“None So Good” Me oS yy =e > <= ab “Ask The Man 
. a 


HU RLEY 


GRIPSEM (7 / ARCH 


TRADE MARK 


SHOE 
HURLEY’S LATEST CREATION 


IN ARCH SUPPORTING SHOE 




















Eight Styles in Stock. Send for Booklet. (Exclusive agency may be secured) 





“Holds the Foot in Soothing Embrace ” 





Pat. Applied For 



































HURICY SHOE Co. 


ROCKLAND, MASS. 

















— 
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LLER™ 


The Sale of Shoe Trees Should Be Encouraged 


HOSE who do not use shoe trees are simply waiting for some one to properly explain 
their advantages, and you will find your customers will appreciate your interest 
in the welfare of their shoes if you will acquaint them with “Miller” Shoe Trees. 


Suggest shoe trees to every customer. Tell them that trees will keep the shoes in their 
original shape without any stretching or distortion. The little bunches of fibre which 
have been stretched or strained by wear come back to their original position as other 
portions of the shoe resume their normal location. When the shoes are worn again 
they will have the comfort of an old shoe, with the pleasing appearance of a new one. 


Briefly, shoe trees are a positive necessity in preserving the fit and appearance of shoes 
as well as a sure means of increasing their wear and comfort. 


If 7 have not seriously considered featuring 
‘Miller’ Shoe Trees and their possibilities for 
service and profit, won’t you request a catalog? 


Shoe Tree Division 


O. A. Miller Treeing Machine Company 


Brockton Massachusetts 


SHOE TREES 
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a shoe lace that outwears 


by months ordinary laces 
stays tied and never looks shabby 


THE CORDO-HYDE PROCESS 


is exclusive and it is impossible to make a lace its equal without 
the “Cordo-Hyde” material and method of manufacture. 








The counterfeits can resemble “Cordo-Hyde” somewhat in 
appearance—but not in service, and as proof of this we ask that 
you make the test in your own shoes. 


The shoes you sell will be better shoes if they are equipped with “Cordo- 
Hyde” Laces. 


The manufacturer from whom you buy will agree that care of details 
counts, and your suggestion to have your shoes come “CORDO-HYDE” 
equipped, deserves acceptance. 

Lace Division 
QO. A. Miller Treeing Machine Company 


Massachusetts 


LC 


Brockton 
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THE SHOES YOU SEE AT THE CHICAGO CONVENTION 
MAY BE “STYLEWOOD” EQUIPPED 


—INQUIRE INTO IT— 


GRAY WOOD HEEL CoO., Lynn, Mass. 














The LYNN Home 
of “STYLEWOOD” HEELS 

The most modern heel-making 
plant in America 


“If it’s NEW— it’s STYLEWOOD” 


“STYLEWOOD” HEELS are LEADERS in both conservative models and extreme 


styles. To the shoe manufacturer who must have the best and who must have that 
best when he wants it — we offcr 


Immediate Quantity Service 


Shoes cerrying our “Stylewood” Florentine Heel, the very latest novelty in shoe 
ornamentations are shown by these firms: 


U. S. RUBBER CO.. New York P. A. FIELD, Beverly, Mass. 
IRVIN CONE SHOE CO., East Boston, Mass. 


BROPHY BROS. SHOE CoO., Lynn, Mass. 

CUSHING SHOE CO., Lynn, Mass. BAGLEY & DELUREY SHOE CO., Lynn, Mass. 
In cartons of twelve pairs and in attractive individual packages we have 
a wonderful opportunity for profitable business for the SHOE FINDER 


Mr. Manufacturer--Mr. Shoefinder--Write for Samples and Prices 


Dec 
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RADIO BOOT 


TRADE MARK REGISTERED 



















2 
ON AND OFF INA FLASH 


over 
the 


Shoe 


SHOWN AT 


BOOTA 99 


CHICAGO STYLE SHOW 


FOR MOTORING 








IDEAL FOR CHILDREN FOR PLAY OR 
SCHOOL 


en ty 





FOR SPORTS FOR WALKING 





PRODUCTS OF QUALITY | 
RUBBER FOOTWEAR: TENNIS SHOES 


CAMBRIDGE RUBBER CO. 


CAMBRIDGE,MASS. 


| '9 SOUTH WELLS STREET, CHICAGO, ILL. BALFOUR HOUSE | 19-125 FINSBURY PAVEMENT, LONDON,ENG. 
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These Are In Stock 


STYLE 371 


NEW THIS WEEK Swgte GS 
STYLE 451 No. 371—Brown Satin Tongue Pump, Checker- No. 432—Patent Lace, Mouse Kid Top, Mili- 
board Brocade Satin Quarter, Full is heel. tary heel, B- Price -00 
No. ay we mY Lace, tip, rubber heel. Turn, A-C. Price $5.00 No. 409—Patent Lace, Dull Kid Top, Military 
Welt. A-D. Price $3.50 No. “we stvtes = Bronze Kid, full Louis Beek, ADD. Peles. co cccccccecccescesces 
’ heel. Turn, A-C. . 00 No. 406—Patent Lace, Gray Buck Top, Mili. 
B-D. Price $3.50 No. 372—Patent Va 4. tary heel, B-D. 
No. 455—Black Kid Lace, London Toe, tip. Satin Checker ull No. 428—Black Kid “ pane Sass “tap, 
Wes BA. Fe wh oscnieccccccsees $4.00 Louis heel. Tonk we is Military heel, A-D Price. 


WE HAVE SOME BOOTS, IN CASE LOTS, THAT ARE EXCEPTIONAL VALUES 
SEND FOR NEW PRICE LIST OF HIGH AND LOW SHOES 


THE BOARDMAN — COMPANY 
564 ATLANTIC AVENUE .. . . BOSTON (9), MASS. 


CHROMOK 


SIDE LEATHER 



































“Chromok” makes better medium priced shoes 
because it is specially made for just this grade 


W. D. Byron & Sons Leather Co. 


Williamsport, Md. e es o Boston, Mass. 


Also Makers of 
Famous Oak Tanned Flexible Inner Soles, Flexible Sides and Bends 


UHUVUQNEOQOQQ00000000000000000000000000000000000000000000000000000000000000 
( WMUUUVVOANUEUONNNAOUUONONGUESMONGGUUOONONGOUUONONGOUUNOGGUOUOOOOOUOOANY 
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Factories No. 3 and 4, Worcester, Mass. 


MANNING 
“UNICO” FELT SLIPPERS 


MANNING 
“MEADOW BROOK” WHITE 
SHOES 


NATIONALLY ADVERTISED 


SP STS4 ST 





IN OUR FACTORIES wf 


5 Pee 

AS SHOWN WE HAVE A $y iff 
CAPACITY OF OVER 15,000 val MaTEESLEE 
PAIRS OF SHOES PER DAY. “Lit 


a 


Ty 











Factory No. 1, Haverhill, Mass. Factory No. 2, Haverhill, Mass. 


See Our Lines At Chicago. Booth 96, National Shoe Retailers’ Association Exposition 
Also Sample Room, Palmer House, Chicago, January 8-9-10-11 1923 














AND NOTE WHY IT IS NECES- 

SARY FOR US TO PLAN IN- 

CREASED PRODUCTION FOR 
1923 


THE FOLLOWING SALESMEN WILL 
BE IN ATTENDANCE AT THE CHI- 
CAGO EXPOSITION AND WILL 
WELCOME ALL THOSE WHO ARE 
INTERESTED IN THESE HIGHEST 
QUALITY GOODS 


H. E. Clark P. A. Ehrle 
E. L. Clark W. A. Mansfield 


Factory No. 5, Worcester, Mass. 4 A. Emmet C. R. Rice Show Rooms and Distributing House, Boston 


THE a SHOE ———— 


WORCESTER °° “- HAVERHILL as BOSTON 
MASS. 


| MMMM 
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( BRUSSELS FOR CARPETS 
9 DETROIT FOR AUTOMOBILES 


WORCESTER 4rFELT SLIPPERS 





















































GROCO styles suit the taste MANNING “UNICO” © Felt Slippers for the Whole Ane 
of foane a Their FELT SLIPPERS Family. A complete line for wen 
workmanship and quality are ; ‘ 
of the best. Unsurpassed in A Complete Line. — — merchant ve 
beauty and wearing quality. Nationally Advertised. . P 
Shoes Built to An Ideal of : 
Quality. 8 
Not to Meet a Price. = 
=“ But Low in Price Because eel 
FELT of Quantity Production. ur 
oo EAR J} Increased Production for “vagy 
= REGUS Par Orr at trade 
1923. 
: Ne 
C. A. yes Shoe Outing Shoe Company sotahit ail 
ampany Worcester, Mass. = ee ipper Co. 
70 Central St. Siestan: @@hie 106-108 Gold Street 
Worcester, Mass. 530 Atlantic Avenue Worcester, Mass. 

















1% 22 


_ 











Le 
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—-— 


es, Norcester for Jelt Slippers: 





GX OMMUNITIES are famous for the products of their 
hea manufacture. “By their works shall ye know them’? is as 
true in present day American commerce as it was in Scriptural 
time. 


To think of Worcester is to think of that group of manufactur- 
ers whose product is known wherever Felt Slippers are worn. 
For Worcester is the home of the Felt Slipper Industry. 


In no other community is there to be found such a large num- 
ber of skilled workers who know the intricacies of felt slipper 
manufacture. In no other community can orders be placed 
with such full assurance of quality merchandise and prompt 


delivery. 


The safe course is the purchase of felt slippers from Worcester. 





— 








A new addition has been made 








to our well-known line of High 
Grade Felt and Quilted Satin 
Slippers. Leather soft soles 
are now offered in brown and 
black—in kid and cabretta. A 
complete line for men, women, 
misses, boys and children. 

Our Mr. Edwin J. Hancock is 








“Feltgud” is the trade name 
which covers our complete 
line of brocade and kid soft 
soles. Investigate this com- 
plete assortment; it offers a 
broad selection of models just 
suited to your trade. 








We offer an unusual assort- 
ment of soft sole felt slippers 
for men and women. A wide 
range of color selection, and 
each number of the highest 
grade. 


The House of Quality, 
Service and Price 


All numbers of the “Bonnie 
Rest” line are distinguished by 
their style appeal and the qual- 
ity which goes into their manu- 
facture. 

Men's, Women's, Children’s 
Felt Slippers and Boudoirs, 
Many attractive models in silk. 
satin, leather and cretonne. All 
are with soft soles. 














— on. the wholesale Velgud Goo Van National Felt Slipper Co. 
(INC.) 
New England Slipper Worcester Felt Goods Factory and Office: Frank H. Pfeiffer Co. 
Company Company 8 Beach Street Inc. 
P Worcester, Mass. 
140 Green St. me Becton Offies: 24 Washington Sq. 
Worcester 113 Lincoln St. Room 305 113 Lincoln St., Room 202 Worcester, Mass. 
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FOLLOW THE 
CREIGHTON LINE 























New Factory Now Completed 


Increased production to take care of increased demand 
for Creighton Shoes. The service you require is the 
Creighton service. Styles that you want when you want 
them. Prices that are in keeping with good materials 
and good workmanship. 









































(ATON: 








A.M. CREIG 








TIT 

















Ni 
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FOLLOW THE 





While in Chicago you are cordi- 
ally invited to inspect our new 
line at Rooms 814 & 814A at 
the Morrison Hotel. 


New Spring Jn Stock 


lines now ready. 


BOSTON OFFICE—183 ESSEX STREET 


REIGHTON LINE 





I 


yj LYNN. MA SS; 
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KINNER quality in shoe satin, 
just as Skinner quality in lining 
satins, assures long wear. 





Skinner’s Shoe Satin is made es- 
pecially for use in shoes — extra 


strong. 








Immediate deliveries on all grades. 


Skinner's 
Shoe Satin 


WILLIAM SKINNER & SONS 
NEW YORK CITY 
CHICAGO PHILADELPHIA 
Established 1848, : 




















BOSTON 








‘Look for the name in the selvage”’ 
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Fashion in Footwear 


Is, when accompanied by the right materials, the right fitting qualities 
and the right workmanship, the real profit producer in. women’s 


lines. 
MACKEY’S 
MASTER MADE TURNS 


MEET THE SPECIFICATIONS 


A full line of advance creations for the spring 
as well as for the present will be shown at the 


Chicago Convention Coliseum 
BOOTH 326 
And also at the HOTEL SHERMAN 
We really believe a visit will disclose a number of things in both 


patterns and lasts that you will admit to be exclusive, beautiful and 
emphatically salable. 


saone MACKEY SAVE COMPANY  onccsecon 


526 Marbridge Bldg. ¢ 21 Hopkins St.. 
New York “The World “Jurns Toward Qw Brooklyn Nester Tae Brooklyn, N. ¥ 
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Can You Afford 


The Menihan ARCH-AID 


The Menihan ARCH-AID Shoe Merchandising 
Plan was conceived especially for you. 


It was prepared with the so- 


lution of your selling prob- 
lems in mind. EAD 


As recently announced by us, 
it is particularly adapted to 
your merchandising needs. H IS 
It is a plan which is almost 


certain to revolutionize the 
entire shoe industry within a 


very short time because it 
means real merchandising, the kind of co-operative 
selling that satisfies all parties concerned—manu- 
facturer, dealer and consumer. 


In all, it is a plan which is going to profit dealers to 
take advantage of without delay—to get in on the 
ground floor. 


To become identified as a Menihan ARCH-AID 
Agent is to become pop- 
ular as a shoe merchant. 


Can you conscientiously 
afford to pass it up when | 
it means so much to you? } 


THE ARCH-AID SHOE 


Brie 81 Brown 1/0 Menihan ARCH-AID Shoes are also made in 
many other styles, in all sizes from 1 to 12, 
and in widths from AAAA to EE. 
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1 To Pass This 


[D | Agency and Sales Plan 


Get these facts firmly fixed in your mind: 


“po 





























The merchant is always assured 
of the salability of his merchan- 
dise at the full price of roo 
) an cents on every dollar. 
: Menihan ARCH-AID Shoes 
are carried in stock in all 
H | S widths, from AAAA to EE, 
sizes I to 12, ready for imme- 
> diate shipment. This will en- 
able merchants to carry smaller 
stocks, reducing overhead. 
By our easy payment plan the shoes pay for them- 
selves as they sell. A helpful feature. 
We financially assist merchants with advertising 
in his locality on a liberal co-operative basis. We 
also offer free dealer-helps, window signs, counter 
displays, street car cards, consumer booklets, cir- 
culars, window trims, cuts, ads, etc. 
Advertising support to create a steady demand; 
satisfaction to you before we are satisfied ourselves; 
the shoe is right, the price is right. 
Will you be satisfied to let this opportunity pass by 
when you have everything to gain and nothing to 
lose? 
Sample lines of The Arch Aid Shoe Company, The 
Menihan Company, and The Carfagno Company 
will be displayed during the Convention of the 
N.S. R.A., January 8 to 11, at our permanent Chi- 
cago sample room, in charge of Mr. Frank J. 
Shatek, at the Majestic Hotel. 


E | CO., Rochester, N.Y. 





A few of the Dealer Helps furnished 
free to ARCH-AID Agencies 
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You should understand that 
in our 


Chestnut Brown 


Cherry Black 
BOARDED [Zi Mie} SIDES 


you are getting top quality leather 
value in your medium-priced shoes 


C. D. Kepner Leather Co. 


139 South St., Boston, Mass. 
212 W. Lake St., Chicago, Ill. 
10 Spruce St., New York 




















K 
ron mew SHOE 


SEE THIS LINE AT CHICAGO 
WEEK OF JAN. 8th—13th 
MORRISON HOTEL 
ROOMS 904 AND 905 








Style 4000 
Brown heather oxford. York 
last. Spaced fitting Heavy . e ae 
single vole Shoes of Quality. Priced Right. 
POOLE & JOHNSTON, Ince. 
Boston Office BROCKTON, MASS. New York Office 
ates (Campello Station) i el acd 
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Convention-bound! 


Our complete showing for Spring will 
be displayed at the Hotel Sherman— 
you will find it most interesting! 





” ROOKLYN MAID” Footwear, 
in a galaxy of the newest 


The-Assurance-Mark Spring, 1923, styles, will be 


: ready to greet you at the Chicago 
of Style and Quality Convention. 


Timely —Styled Right —and Highly 
Salable, the new line will appeal to 
your good judgment—each number 
typifies Fashion’s smartest thought. 
And as to the Value—Brooklyn Maid 
Footwear is the embodiment of highest 
quality—you will be able to testify to 
this the minute you glance over the 
convention assemblage. 


We will look forward to meeting you 
in Chicago. Remember ‘Brooklyn 
Maid” Footwear—remember “Hotel 
Sherman’”—and of course you'll re- 
member the dates, January 8, 9, 10, 11. 
— Who could forget these important 
shoe facts ? 





HARRY SMOLEN & CO.,, Inc. 


Manufacturers of Ladies’ Fine Footwear 


24 to 28 Boerum Street - - Brooklyn, N.Y. 
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STITT UH 


THIS ADVERTISMENT 
APPEARED IN THE 

DEC. 16 ISSUE OF THE 
SATURDAY EVENING POST 


( 





a t 
v0 
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hape \ st 
Glev Ast he $ a — 
you oe vip “py ; —y 
The secr® le 0 {ole yports t sng it down = 
step Mat a gently SUPP’ 4 of pressine — 
the Se fits saul), * ~ arch ve s = 
Jeather » hits UP and exclusive: women © — 
e as a H patente ; a th mens ¢ ‘ Pacer ee 
This t¢# » made * Jeathers- ed below. = 
Clove LotiPs are modes and le cots s\lustrat am if = 
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stylet  fashiona o most pope ld ve i we Gap A) also 
: — ; 
mp ne of the i does not ag who docs, i men 
oe dcatct * amare one rch men's 
y fo the f _— 


y ee FOR BUSINESS BET- | .. 
UD TERMENT LINK UP 
YOUR STORE TO 
OUR NATIONAL 
' ADVERTISING— 


ST EG 





In placing our advertising in the Saturday Evening Post we are doing two things— 


We are telling the world that in Arnold’s Glove Grip shoes we have something for which there is 
a big demand. We have faith in the merits of the shoe we brand with our name. 


We are combining our resources with the shoe merchant’s resources thus linking our business to 
his business and uniting our forces to stimulate sales. 


M. N. ARNOLD SHOE ol N 


Boston Office, 10 High St., Room 801 
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MEET US AT THE 
CHICAGO CONVENTION 


MAKE BOOTH 82 YOUR HEADQUARTERS 





G. S. WILSON L. T. EASTHAM 





B. L. WALES 
Advertising and Stock Dept. Mgr. 





W. PERCY ARNOLD 
President and General Manager 


While at the Convention be 
sure to visit our booth and 
go over our _ proposition 





thoroughly. 
s Arnold Glove Grip Shoes F. W. WALLACE 
Biiscatiooal Direc are different and offer the tan 
BOOTH retailer an unusual oppor- CONVENTION 
82 tunity to increase his busi- —_* Gaicaco 
New England ness and add to his profits. 1923 
».|NORTH ABINGTON, MASS. 
New York Office, 127 Duane Street 
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TRADE MARK 


STACY-ADAMS COMPANY 


ORIGINATOR OF COMBINATION LASTS 
MAKERS OF MEN’S SHOES ONLY 


“FOOT-FLEX” 


(Trade Mark Copyrighted) 


All that the name implies—It is the last word for comfort in 
footwear for men. 




















‘‘Foot-Flex”’ construction means footwear that requires no breaking in. 
The foot shapes the shoe, not the shoe the foot. 


“Foot-Flex" is a patented process by which the shoe is made without any steel 
shank but is equally comfortable with regular steel shank, or with the rigid arch 
support for the man who needs it. “Foot-Flex” can be built into any style last. 


FACTORY AT 


BROCKTON, MASS. 


BOSTON OFFICE: LITTLE BLDG. 
TREMONT AND BOYLSTON STREETS, ROOM 706 



































The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 














December 30, 1922 BOOT AND SHOE RECORDER 


341 

















QYUNUUNUDAIONYIVUUUIUUULULUUNUT UDOT ENTER ATT Us UUUUULTAUVAPULIADOTUURUUETUUUU UU 











TURNS and WELTS FOR CHILDREN 
SHIPPED WHEN YOU SPECIFY 


Safe Treads are made especially for 
the childish foot. The most depend- 
able leathers and findings are used in 
their manufacture, the workmanship 
is of superior grade, and the lasts 
employed allow the foot to develop 
naturally. These points help make a 





Plymouth Colonial 

shoe suitable for children who are hard Strap Pump. 

on footwear. No. 5426. Grow- 
ing Girls’ Patent 


; inlaid Tongue. 
Our factory In-Stock Department is 9-8 Leather Heel. 


prepared to fill promptly all needs. If No. 69 Last. Turn. 

) , No. 5436. S 
-you seek a rapid-turning, consistent- tn Black. am ee 
selling line of juvenile styles, write us 


Brocaded Satin, 
for a showing of complete samples with Covered Heel. 
or catalog. 




















“Safe Tread Shoes Sell to Sell Again 4 


BURDETT SHOE 1, COMPANY? 


Ka Pel PT, 
Boston Salesroom-, * ae OF ¥ ssex Si Ce 
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CEDAR CLIFF 
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a Ftyle “Jlecessity 


HEN Ralph Waldo Emerson 

wrote “Necessity does every- 
thing well,” his wisdom touched 
the present satin situation. 

The greatest dancing vogue this 
land ever enjoyed gave the great- 
est impetus to the sale of satin 
footwear. 

Behind the need of Slippers was 
the insistent demand for satin 
service as well as satin beauty. 


Tongue. 





No. 301—Cedar Cliff Black 
Satin Tongue Pump, In-lay 


No. 294—Cedar Cliff Black 
Satin Tongue Pump, with 
Ooze Calf Tongue and Collar. 
Satin In-lay. 


Made by 
Geo. A. Learned. Newburypoit 


Cedar Cliff Shoe Satin answered, 
was accepted and today dominates 
in factories specializing in durable, 
beautiful, lustrous satin footwear: 
Thus the need of slippers brought 
forth a better fabric to make them. 


Cedar Cliff is a forceful talking 
point in selling Cedar Cliff Satin 
Slippers, both to retail merchants 
and for retail merchants. 


The Lustre Lasts. 


“Ve CEDAR CLIFF 
SILILC COMPANY 


-2351-2355 


FOURTH ANWVE. 


NEW YORI 

















SHOE SATINS 


o:<>-<>§ 
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ARMORTRED 


Longer Wea 


ith 
wing all wi 
< Mane TRED are offering retailers better 
values through longet wear. 


¢ ARM MORTRED HEELS on popular num- 
bers help to build good-will. 


G RUBBER co. 
ookfield, Mass. 
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FRENCH. SHRINER & URNER 


MENS SHOES 


At Chicago 








Booth 112 


National Shoe 
Retailers’ Association 
Convention 


THE COLISEUM 
CHICAGO 


January 8-9-10-11 
1923 























We cordially invite you to visit 
our booth at the Chicago Con- 
vention. 


We will have on display, in addition 
to the present season’s models, a 
complete showing of the new 
French, Shriner & Urner shoes for 
the Spring and Summer of 1923— 
each one expressive of the best ideals 
of the fine art of making men’s 
“extra quality” shoes. 


FRENCH, SHRINER & URNER 


Factory and Salesrooms: 63 Melcher Street, Boston, Massachusetts 








G upertority fyuilt in, 











Not Rubbed On 
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For EA 





Color 


Medium Gray 





R 






CE 
- A Don’t Say 
E| WEILDA}=) Suede 


oa —Say “WEILDA” 














A. C. LAWRENCE. I 


161 SOUTH STREE | T 


New York Chicago Philadelphia Gloversville 
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|S TER 


WEILDA 
CALF 


Must be something particularly fetching 
about Color R or so many shoe men 
wouldn’t be calling for it all at once. 


There is!!! — 


Better let us show you while we can. 


| LEATHER COMPANY 


T, BOSTON, MASS. 


Rochester Cincinnati Milwaukee St. Louis 














Oe 
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SEE US AT CHICAGO 


N.S.R.A. Convention, Jan. 8-11, 1923 
BOOTH No.1300rHOTEL LASALLE 


~ 
Nw 
es 




















We have been telling you about 





oes 
TRADE MARK 





Se ee ee _——— 
_— 7c _—— 


IMO OOOO OOOO 0 0 ger sear ese ge george oe oe or oe as a 
Ic Ic Ur 


For Infants, Misses, Children and Growing Girls and 
the Advantages of our In Stock Service. 


——_ || ann 
We want you to see the Shoes themselves—all of them— 


Including Many Entirely New Styles Now Carried In Stock 


Seas a eee aaa eae aaa gg ggg ogg anna nn 8g aa or 92526 orS25e 525252525252 S252 
2INININNMINNNNIMe 


Fee ee ee ee ee ee ee ee LT TOO DOO S SSS SS SS SS SS eS at eS = ee eee 


HERE IS JUST ONE NUMBER. 
IT IS IN STOCK NOW. 


OOO ee ee ee 





FAIRY 2140 


Patent Leather 
Wide Cut Out 
Strap, 9-8 Heel, 
Welt Ato D, 2% 
tos .. $3.75 






—— ee 


_—— eS eS 
——-— es 





GRIEB SHOE MFG. CO. 
309 ARCH STREET : - - - - - PHILADELPHIA, PA. 


Factories: Palmyra and Annville, Pa. 





JOO ee 








SOL SLOLE LLL LULL LRU LUO PLL LU LOPLLLLU LULL LLL 





_——— — « ———<—<—<— eK oF 


_———e—— eee 
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aan 
C.H.ALDEN CQ 


Us. 


ONCENTRATION of our efforts has 
enabled us to offer that which the 
times and the trade require. 


—best quality of Stock with our Standard of Workman- 
ship, at prices lower than could have been accomplished 
in any other way. 


We are also able to give quick deliveries on certain lines. 
But this is not in any way an in-stock proposition. 

















SOC OOOO OE OU OU OOC OUCH OU OHO CNONNCNONN 
eee UT Te TTT eee Mell nemiinnelliiniiellinnineniiiiiti@ lll iiieniiiiieniiiiieniiiien tiie iii 


Booth 153 
N.S. R.A. 
Exposition 
Chicago 
Jan. 8-11 
Lot No. 250 
Men’s Black Viking Oxford 
824 Brogue Last 
Straight Tip, Pinked 
Also in No. 4 Viking 
Sizes: A 7/11 C 6/11 
B 6/11 D 6/11 
The above is one of the styles 
that can be delivered promptly 
FACTORY BOSTON OFFICE 
ABINGTON, MASS. 10 HIGH STREET 
eT eL Tene ITT eT eTTT ellen el eT ELLE LLL LU LLL U RELL © Lb 
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Ladies’ Novelty Welts 
Straps and Oxfords 


Buyers interested in getting quick deliveries, in case 

lots, of our snappy novelty welts, will find that our 

line possesses rapid-turning possibilities. The style 

element is supreme, the evidences of master work- 

manship stand out, and the leathers are blended in 
pleasing combinations. Customers difficult to please readily grasp the true value of Kiely 
Welts. Repeat orders are simply a matter of course. Uniformly good service in each of our 
styles assures future confidence of all who buy them. 


If you buy in quantity and seek quick action on the styles that are “best sellers ’ today, wire 
or write us for complete details. 


T. J. KIELY & CO. 


LYNN - MASSACHUSETTS 




















MUTUAL SHOES 


Mutual Advantage 


CORRECT IN STYLE 
BEST IN FITTING 


“The Mable” 


DURING THE N.S.R.A. CONVENTION IN CHICAGO 
January 6--9--10--) |) ——W——_ 


Our New Models will be on Display at the 
HOTEL LA SALLE 


Our Mr. Elson and Mr. Noumoff will be at your Service. 





MUTUAL SHOE CO. - 2 er 
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The Kind That Make 
Them Call For 
More and More 

and 
More and More 


Made on the same. principles of production as Henry 
Ford’s --- Concentration and Volume Production, Re- 


sulting in Pronounced Value at Popular Price. 


“There are no Mary Janes 
like 
Lyons and Hershensons’’ 


has become a trade saying. 





Your Wholesaler Can Supply You 
If You Ask Him Early Enough 


Lyons & Hershenson, Inc. 
Chelsea, Mass. 


Boston Salesrooms 207 Essex Street 


The Beot and Shoe Recorder will appreciate your ioning the publicati in replies te au vertisements. 
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Stock No. 909 
Barry’s Aberdeen 


Gallun’s No. 3 Norwegian Calf Bal. Vamp, 
Eyerow and Tip, pinked and perforated. 
Heavy Single Sole. Round Edge. Stitched 
Heel Seat. A, 7 to 11 B,6to 11 C and D,5 to 1€ 


Price $5.50 
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Fade 
SA 


Stock No. 91] 
Barry’s Aberdeen 


Stock No. 913 Gallun’s No. 11 Norwegian Calf Bal. Vamp, 
Barry’s Siren Tip. Heel Foxing perforated. Heavy, Single 
ie, 


n Sti Seat. A,7toll. B,6t 
Dark Russia Calf Bal. Single Sole. Wingfoot mean) ky ” a 


Rubber Heel, A, 7 to 11 B, 6 to 10 C and D, 


to 10 Price $5.00 Price $5.50 
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— 
> 
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T. D. BARRY CO. 


BROCKTON, MASS. 


STOCK DEPARTMENTS: 


At the Factory; 200 Fifth Ave., Room 608 
New York City 
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We Are “‘Coming Clean’’ 
With The Wholesaler. 


Tes is a profession of 
faith in the great value 
of the wholesale shoe 
house to its industry and Levor's Fayn Ooze 
to the Humphrey Shoes. ae 3 


heel. Milo buttons. 
Sizes, 4 to 8. 


As evidence of this 

faith, we have trusted 
our entire selling policy to a 100% jobber 
distribution. 


Humphrey Shoes are known to the retail 
merchants of America as good shoes—sold 
exclusively through wholesale channels. 


From the wholesalers we suggest this co- 
operation: When the trade asks for Hum- 
phrey’s Shoes—sell them Humphrey's Shoes 
if you are carrying them or if you can get 
them. 


We thank the wholesale trade for its co- Dull Quarter. Pat 
‘ d -~ Ae Ap x 
-tTo- s atent Lea- 
operation up to ate. ear Collar Pony 
Cut. Wedge heel. 

Sizes, 4 to & 


Note Change in Boston Office from 59 to 155 Lincoln Street. 


HERBERT HUMPHREY’S SONS 


MARBLEHEAD, MASS. 
BOSTON OFFICE 155 LINCOLN STREET 
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PLUG OXFORD 





BAL OXFORD 





BOYS’ AND MEN’S VENTILATED OXFORD 





GROWING GIRLS’ and Bove". 
LADIES’ and MEN 
‘PLUG OXFORD > 


BOOT 
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<7 GROWING GIRLS’ AND 
SANDAL LADIES’ SALLIE SANDAL 


Samseys SPRING 1923 
Patented SANDALS and OXFORDS 


SANDALS—BRANDED BEST BEND SOLES—GRADE A 


5to8 814 toll 11%to22%4to7 
80 30 






64—Cherry Chrome, Elk Sole....... 2... 0.6.0 ee eecees \ -90 $1.05 
00—Cherry Chrome, Oak Sole.................. ces -95 1.10 1.25 1.75 
15—Full Grain Brown Lotus, Oak Sole. ..... on : 1.05 1.20 1.40 1.90 
61—Full Grain Pearl Elk, Elk Sole... .. ‘ nity 1.05 1.20 1.40 
63—Full Grain Smoked Elk, Elk Sole sud 1.05 1.20 1.40 
9—Patent Leather, full sheepskin lined, Oak Sole. a 1.25 1.40 1.60 
SANDALS—SHOULDER AND NEOLIN SOLES—GRADE B 
44—Cherry Chrome, Neolin Sole ere re .80 -90 1.05 1.50 
0—Cherry Chrome, Oak Leather Shoulder Sole......... .85 -95 1.10 1.60 
PLUG OXFORDS—BRANDED BEST BEND SOLES—GRADE A 
264—Cherry Chrome, Elk Sole ........... hie eesieb iinet .85 -95 1.10 
200—Cherry C hrome, Oak Sole : , 1.00 1.15 1.30 1.80 
215—Full Grain Brown Lotus, Oak Sole... ... ‘ane 1.10 1.25 1.45 1.90 
261—Full Grain Pearl Elk, Elk Sole........ ° ‘ : 1.10 1.25 1.45 1.9. 
PLUG OXFORDS—SHOULDER AND NEOLIN SOLES— 
GRADE B 
244—Cherry Chrome, Neolin Sole oneness 85 -95 1.10 1.60 
20—Cherry Chrome, Oak Leather Shoulder Sole. . . nee -90 1.00 1.15 1.65 


BAL OXFORDS AND TWO-STRAP ANKLE TIES—BRANDED 
BEST BEND SOLES—GRADE A 


2315—Brown Lotus, Bal Oxfords, Spring Heel, Oak Sole. . 1.35 1.55 1.75 
2515—-Brown Lotus, Two Strap Ankle Tie, Oak Sole. ..... 1.20 1.35 1.60 


ONE STRAP ANKLE TIE—BRANDED BEST BEND SOLE— 
GRADE A 


615—Brown Lotus, One Strap Ankle Tie, Oak Sole ve 1.10 1.25 1.45 


GROWING GIRLS’ AND LADIES’ SALLIE SANDALS— 
RUBBER HEELS 


2% to7 

109—Patent Leather, Shoulder Oak Sole, Sheepskin Lined,. ‘ * 2.35 
111—Pearl Elk, Shoulder Oak Sole............... nrtsenaeenkesecumel 2.10 
EE ES II TE Pe ee 
00 


115—Brown Lotus, Shoulder Oak Sole .. pela ages hanes ee ienh ehen eee eee 


GROWING GIRLS’ AND BOYS’, LADIES’ AND MEN’S 
PLUG OXFORDS—RUBBER HEELS 


700—Cherry Chrome, Shoulder Oak Sole... .. 0... 6c cece eee eens 1.80 2.00 
715—Full Grain Brown Lotus, Shoulder Oak Sole.....................4.4. 2.00 2.25 
711—Full Grain Pearl Elk, Shoulder Oak Sole.................... Pe 2.25 
MEN’S AND BOYS’ VENTILATED OXFORDS—RUBBER 
HEELS 
ys” Men's 
2% to5\% 6 to ll 
900—Cherry Chrome, Shoulder Oak Soles... . .... 2... 6. ccc cece cc ccccces -75 2.00 
915—Full Grain, Brown Lotus, Shoulder Oak Soles... ................005 2.00 2.25 


ee OMSL UMeLMeliiiiiieniiiiiieliiiiiieniiiiiieniiiiiieniiiiiineliiiiiii enue 
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This Is Not a Map of the United States 


All Parts of the United States Can Be Considered Good Parts 





iW 











Grade A 
Grade B 





| Grade D 


(RAMSEY'S SOLES ARE CUT OUT FROM THIS PART) 
4 When Branded ‘Best Bend”’ 








Grade C 


But 


Not so on this map of a whole side of Sole Leather 
0 srade A—THE BEN D—Most choice part of the animal and the most expensive. This is 
the part from which the soles used on the very best of shoes are cut. 


A rade B~-THE SHOULDER —Not as good a quality as the BEND, but a much better 
piece of leather than 


" rades C and D—BELLIES AND HEAD—The poorest part of the hide. Some manu- 


facturers use this for outsoles on their stitchdowns. 


When any of these parts are cut into soles—each and every one is all | 
leather and solid leather—and in appearance look the same—BUT  ;- 


OH WHAT A DIFFERENCE IN THE WEAR! hive 


“THE ONLY COMPLETED STITCHDOWN™ 


TRIPLE WA’ WELT 


a Or Srrronms HOLDING UPPER TO INSOLZ THAT IS 
. A iF GOOD YEAR STITCHING HOLDIN' G OUTSOLE TO INSOLE AND UPPBIL 
Fwo iweb OF GOODYEAR. STITCHING SHOWING O68 BOTTOM OF OUTSOLE RAMSEYS 


- 69 Atlantic Ave. Brooklyn, N.Y. 


Dae Le eee 
he Boot and Shoe Re-order will appreciate your mentioning the publication in replies to advertisements 
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«Onyx @> Hosiery 
We welcome this opportunity of wishing 


all our dealers a happy and prosperous 
New Year. 





Here's hoping that all our relations dur- 
ing the coming year may continue on the | 
same cordial and mutually profitable basis | 
as in the past years. | 


Emery 6 Beers Company, ine | 


Sole Selling Agents for 


PAUL GUENTHER, INC. 
Broadway at 24th Street NEW YORK 


Ps 6 ow 6 0 ee teed 6 oe % % ae 6 oS 44 © 6 eee eee 
Dn + «4 6-6 + 6s a: 6 06 Oe oS. 6 eee me 1033 Chestnut Street 
BEE wcoe oe oh 8 See ee 6 Oe oo oes Eee Eee eee 
OE a ee ae ee a a a ee a a a a a ee 36 South State Street 
San Francisco........ . sa ee © oe 6 Oe 8 ee hee © eee 


SO nas 6 8 6b Oe OS be 6 6 Oe & ooe be OO 8th and Hill Streets | 
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1922-1923 
Our Record and Our Plans 


What We Have Accomplished 


E have built up a reputation for 
\ \ fair-dealing, liberal policies and 
quick service. 

We have perfected our shoes to the 
point that we welcome competition. 

We are building a product which 
dollar for dollar is the best value in 
the country to day. 

We have taken advantage of the proved 
fact that about 75% of the women buy very 
much the same type of shoe year in and 
year out. This has led us to design and 
build certain styles and patterns which are 
in steady continuous demand everywhere. 

This has resulted in continuous pro- 
duction for us on these numbers—shoes 
which don’t accumulate in stock but go 
straight from the bench to the retailer. 

It has been the means of our working 
steadily and in full force, cutting down our 
costs, which savings we’re passing on to 
our retailers. 

It has resulted in overcoming one of 
the shoe hazards—that of unsaleable shoes 
and improving the greatest factor in any 
business—turnover. 

In short, it has been a prosperous 
year for us and most of our dealers. 


What We Plan for 1923 
Q UR plans include the passing along 


of what we have learned to our 
many dealers. 

We propose to continue our steady 
production and increase it to the limit of 
our capacity in order to satisfy our cus- 
tomers and supply the many new dealers 
who would like to sell our line. 

We plan to build only saleable shoes— 
stylish, long-wearing, perfect fitting, value- 
full numbers which simply refuse to 
remain in anyone’s stock. 

We will offer the most liberal terms 
possible to help our dealers carry the bur- 
den and increase their turnover and profit. 

We will improve our immediate ship- 
ping service with the ideal in view of 
filling each order the day it is received. 

We are going to commence a still 
greater step forward in shoe merchandis- 
ing at the Chicago Show, January 8-9-10- 
11. We’re going to offer retailers an eco- 
nomically sound plan of increasing their 
business, their service and their profits. 

We're going to upset some old-time 
precedents and inject into our business 
some unusual practices which have proven 
so profitable in other industries. 


Our Best Wishes for a Prosperous New Year 


HARRISBURG SHOE MANUFACTURING CO. 


HARRISBURG - PENN. 


“See Us At the Chicago Show” 
Jan. 8-9-10-11 
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1923 - 
SANDALS AGAIN FOR SPRING—1923 (gm 
EVANS 3 
: 
: 
5 
WE HAVE THEM IN STOCK—-WELTS AND TURNS— = 
IN ALL SIZES—INFANTS TO GIRLS—ALL LEATHERS z 
Do not fail to see our new = 
“HOLLYWOOD SANDAL” = 
FRANK D. BROWN L. B. EVANS’ SONS CO. 5 
Palmer House 535 Wakefield, Mass. = 
: 
E 
: 
a 
: 
INCREASES FLOOR SPACE 2 
To meet the demand for 5 
“Distinctive Shoes for Men’’ = 
Brockton Made. Union Stamp = 
We are adding 7000 square feet to our present plant, thus enabling us a 
to increase our output to 1800 pairs daily. = 
Four real reasons for the Always Busy F actory: | = 
ist—Quality 3d—Service Q 
2d —Value 4th—Style = 
We will exhibit at the N.S.R.A. Convention and Shoe Style Show at s 
Chicago, January 8-11. Booth No.221. Q 
WALL-DOYLE & DALY INC. = 
BROCKTON, MASS. 5 
Makers of Retail Quality Men’s Shoes for the Jobbing Trade = 
BOSTON OFFICE 207 ESSEX STREET, ROOM 420 = 
The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. Gun 
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see The A. H. BERRY CO. 











CRUMBS 
of 


COMFORT 


(TURNS) 
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onmicomnnie Line of Women’ S Shoes STM 
em at fr — 


Booth Number 





DAVIS 
NEW PROCESS 
A FLEXIBLE 
CUSHION SOLE 
McKAY 


























VANGELIN 


Welts 


for 
Women 





A 








IMPROVED CUSHION SOLE 
SHOES, DR. A. REED, PAT- 
ENTEE, 1900, 1901. THIS IS 
NOT THE ORIGINAL DR. A. 
REED CUSHION SHOE PRE- 
VIOUSLY PATENTED BUT 
HIS LATEST INVENTION 








eeneeneneeiemeenenenn | 








Pie ean aee 


N.S. R.A. January 8-11,’23 


Sy 
MoO 


. Lundahl 


The following men will be at the booth 
to welcome the trade: 


. Peterson R. F. Leighton 
W.J. Nicol and H.L. Berry 


To our friends the country over we 
extend the greetings of the season 


A BAH 


F. N. Kramer 


A. H. BERRY SHOE Co. 


BOSTON SALESROOM 


PORTLAND, MAINE 
:: 186 LINCOLN STREET §:: 


(4th Floor) 
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N BLACK fe BA E ; | ’ 
e FAn £Essential in 


WHITE or 


“ONE Latest Shoe Styles 


MERCERIZED 
or SILK 





























GROSGRAIN or 
SATIN FINISH 


WIDTHS 
Y4 inch to 
51% inches 


Webster and Spencer Avenues E R K ] 395 Broadway 
CHELSEA, MASS. ; nc. NEW YORK CITY 





SEE THESE ORNAMENTS AND HUNDREDS 
OF OTHERS EQUALLY BEAUTIFUL AT 


Booth 237 at the 
Chicago Show 


THEY REPRESENT NOT ONLY EX- 
, CLUSIVE DESIGNS, BUT THEY 
ARE IN KEEPING WITH THE No. 457-€ 


hinestone Bow with Pin Fastening 


LAST WHISPER OF THE MODE $14.00 DOZ. PAIRS 


FRENCH BEADING 
NOVELTY CO. 


No. 1828-5 922 LOCUST STREET PHILADELPHIA 


Jet and Steel Beads with Satin Filler 





eS sa BEADED RHINESTONE AND METAL ORNAMENTS 


SPECIAL 





| 
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MAKE MONEY WITH 3 W’S 
DURING THE COMING YEAR 


By concentrating on the needs of the children who come to your store, you will 
open a new channel to consistent profits. If you start building with 3 W’s 
Lenox Shoes, you will quickly win the confidence of parents and make sure of 
their future patronage. 

HONCHO OOOO OOO 





No. 7504 






Child’s Patent Chrome, Mat Kid Top, Button, Turn, 










: 
: 
: 
: 
5 
: 
; 








sr emt ett tr ettTth 











Plain Toe. 
7504— 3 to 8 DandE.............ccccce- $1.60 
75@5—I to5. DandE............scseceees $1.35 
6400—8 4 to 11. Lace, Spring Heel......... $2.10 
7125— 1 to5. Fat Baby, Butt. .............. $1.25 
Wel ish 
elmer, Wright 
& W I 
atkin Co. 
35 SOUTH SECOND STREET 
PHILADELPHIA 
PA. 
Our In Stock Depart- 
is prepared to fill your 
Ne. 7856 immediate needs. Wire 
or write at once. 
Misses’ 3 W’s Lenox, McKay, Fair Stitch, Patent Misses’ Nut Brown Side, Tip, Lace, Rub- 
= Fozed, Field Mouse Kid T P my By ed ber Heel, Foot Form Last. 
= 7856—11 34 to 2. Rubber Feel. and E. .. .$2.60 8400—214t0 8. CandD......... $2.85 
Q 7857—8 44 to 11. Rubber Heel. DandE....$2.35 7620—11}4to2. DandE........,. $2.35 
= 7858—8 4 to 11. Spring Heel. DandE..... $2.35 76218 toll. DandE.......... $2.1 
= 7859—5 to 8. Spring Heel. DandE......... $2.10 7622—814 to 11. (Spring Heel).....,. $2.10 
= 8420—Women'’s 24% to7. CandD....... $3.10 7623—5 to 8. DandE.............. $1.85 
fe] 
TM eens ts 
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TWO POPULAR “DU-FLEX” STYLES 


5 


ere 


OR 
” «is 


a 


- 


Ss Ar. 


Met. 


ph senk 


**Du-Flex’’ Ruf-Grip 


OUGH and springy. Ideal for golf. Made of the highest-grade 

rubber, together with just enough vulcanizing compounds 

to mould and cure. These soles can be cemented or stitched by 

machine. They have spring heels with washers, so they can be 
securely nailed. Made in Black, Red, Tan and Natural. 


» 


Fi 


eo oy 
- . 
sae. > 


**Du-Flex’’ La-Tex 


/{ ADE from fine rubber in two units, light rubber under sole 

to which the outer sole is attached. They have a rough 

wear-resisting surface and will not slip. The above soles are prac- 
tical in every way for golf and all sports. 


Other styles in the ““Du-Flex’”’ line include: Cup and Ball, Cleat, 
Knob, Studded, Plug and Insert Ribbed Soles. 


See “Du-Flex’’soles and heels displayed in the 
New England Section, Booth 104, N.S.R.A. 
Convention at Chicago. 


AVON SOLE COMPANY 


Makers 
AVON, MASS. 
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“The Cat’s Out of the Bag”’ 


r~ yp 









Ready For You 
to Take Home 





See “Our Kitty” on Display at 
Hotel Sherman, Chicago 


January 8--9--10--11. 


Delivery January 10, 1923—made up as follows: 
Black Satin Vamp and Quarter, Black Ooze Collar and Strap 








Brown Brown “ “Color L,” Collar and Strap 
Black Ooze, Vamp and Quarter, Patent Leather Collar and Strap 
ie” |: ei 7 i ws 9 
Dark Brown “ “ColorL,” “ = “ 7 Brown Kid 
MADE IN OUR SOLD IN CASE LOTS IN THE MADE IN OUR 
FOLLOWING SIZE SCHEDULE 
90 LAST 314 4 414 5 514 6 614 7 7% NEW 77 LAST 
— oct eee eee t 
Teac 1122222 1— 
16-8 SPANISH HEEL ere es 14-8 SPANISH HEEL 











Terms: 3 Off, 10 days 


TRIANGLE SHOE MANUFACTURING CO. 


11-13 Emerson Place - - Brooklyn, N. Y. 
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LARK 


Larkide Soles are now being used in 
the Spring samples of many manu- 
facturers. Larkide has been so suc- 
cessful in factory experiments, that 
they have been adopted as regular 
soling material. 


Larkide wearing and comfort quali- 
ties are well and favorably known. 
Tests long ago proved them. 


Larkide can be burnished, edge set 
and finished to look like fine sole 
leather. 


LARKIDE 


201 DEVONSHIRE ST. 
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The coming season will be a big 
sport shoe season. Hundreds of pairs 
of new styles are now in process of 
preparation. 

Larkide is adapted for staple and 
sport footwear and for every shoe 


where stability and service is ex- saiies 
pected. 





D2 





No matter whether you are mer- 
chant or manufacturer. No matter 
what kind of shoes you feature, 
Larkide will be of value to you. 


Write us about the styles that inter- 
est you and we will name the 
manufacturers. 


THE SMARTEST and NEATEST 
SOLE for the SPORT SHOE 


BOSTON 
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Shh US IN CHICAGO! 





We shall be at the Great Northern 

Hotel during the National Shoe Retailers’ 

Convention, to welcome and make the 
stay of our customers and friends as 
“pleasant and profitable as possible. 


The Preston B. Keith Shoe (0. 


Makers of Keith's Konqueror Shoes for Men and Women 
Brockton, Mass. Campello Station 
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TURN MODELS OF EXCLUSIVE STYLE 


That Will Appeal 
To Your Particular Trade 





“Czarina”™’ 


“Countess” 


These illustrated are 
representative of many. 


4-Week Delivery 


Color D—Gray Suede, Pat. Leather pene) gg ca ey, WF Ae we 
poo Spanish a Toe, 12-8 Spanish Heel. Same 
peat — = “y — oo style made with 10-8 Cuban Heel, 
Sle, made in diferent combina st in hehe! las 


MARTIN-WEINSTEIN SHOE COMPANY 


39-41 York Street, (Formerly CLASSIC SHOE CO.) BROOKLYN, N. Y. 


SESS PS SS SS SSS SS SS PPP PS SS SS PSP SSS SE 
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Smperial Ch i/orens' Shoe Corporation 


MANUFACTURERS 


ROCHESTER, N.Y. 
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Miss “‘Atta Brown’”’ 
On the Runway 


She’ll wear the popular shade of “Atta Brown” calf—the shade all the trade 
is “crazy” about—at the Big Chicago Show. 


You'll enjoy seeing her—get your lamps all trimmed for a clear view — just as 
you enjoy seeing and selling shoes of “Atta Brown” and “Atta Red.” 


BROWN’S CALFSKINS 


(Original Sunpru Colors) 
Display No. 151 


will be big side show in the main tent. Visit it and see these leathers made 


into shoes—the prettiest for Spring—AND GET FREE CLIPPINGS. 


ATTA BROWN Wres\=<-/ ATTA RED 


No. 61 


C. D. BROWN & CO.,, Inc. 


Executive Office and Factory 


ROCHESTER, N. Y. 
BOSTON STORE, 50 SOUTH ST. 
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Nothing in the shoe 
but the foot 





HOE specialists insist that shoes 

built with Crawford Arch Sup- 
porting Shanks are scientifically correct. 
Such shoes relieve fallen arches and safe- 
guard normal feet. They bring health 
and happiness to your customers and 
increased business to you. 





E Crawford Arch Supporting 

Shank is built right into the shoe 
—fitted between the inner and outer 
sole and locked to the insole. It pre- 
serves the shape of the shoe, giving sup- 
port to the arch and ease to the foot. It 
cannot abrade the skin. 











To boost your business, sell shoes built 
with Crawford Arch Supporting Shanks. 


+= 























United Shoe Machinery Corporation 


Boston Massachusetts 
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STYLES FOR SPRING 


Correct and attractive shoes for Business, Dress or Sport 
Our Full Line can be seen at our Sample Rooms 





CHICAGO 

Security Building, 189 West Madison Street 
Room 706 

E. B. Slocum ~ C. F. Barstow 


NEW YORK 
Marbridge Building, Room 651 
George S. Dyer 





BOSTON 
183 Essex Street, Room 405 
George J. Lovely George W. Manson, Jr. 


= We call your attention particularly to our new “aE 
line of Sport Shoes for Men and Women. 


The Dalton Company, Inc. 


Makers of Fine Shoes 
BROCKTON, MASS. 


BOSTON NEW YORK CHICAGO 
183 Essex Street 651 Marbridge Bldg. 706 Security Bldg. 
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ROUND 
RIPPER 


WALKING SHOES 











Meet our 


Ge 1 tle men Representatives 


IN YOUR FEET 
At the 


National Shoe Retailers Convention 


At 


Chicago, January 8-11 


Complete Sample Lines Displayed 


Hotel Morrison and Coliseum, Booth 192 S° 


New “Up to the minute” Lasts 
for Both Men and Women. New 
family of toes, all with the original 
Ground Gripper Features easy on 
theeye demanding Instant approval 
from every Ground Gripper Agent. 





Meet 
Mr. Fred. Farwell of Ground Gripper Shoe Co. 
Mr. J. S. Rawding, Salesman for Central States 


Dr. H. L. Kemp, Foot Specialist 
Mr. E. E. Evans, Central West Representative 


They’ll all have a glad ‘‘mit’’ for you 
Imitated but NEVER DUPLICATED 


GROUND GRIPPER SHOE CO., Inc. 


99 Brookline Street East Lynn, Mass. 
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BARTLETT. SOMERS COMPANY 





i eS - a — 
ARON 
GLOVE mai 























me 


24 Calf Sport Oxford Brown Suede Pump 
Dark Wine Calf Trim Russia Calf Trim 
8/8 Rubber Heel 13/8 Covered Heel 














NOVELTY FOOTWEAR 


FOR THE COMING SEASON 


For nearly sixty years, Bartlett, Somers Co. has special- 
ized in the production of high-grade novelty footwear for 
women. ‘The experience in manufacture, gathered during 
this long period of time, is apparent in every pair of shoes 
shipped from the factory. 


Numbers for the coming season have been made up, and 
are ready for inspection by buyers interested. Don't 
make a final buying decision until you have considered the 
merits of our. line. 


BARTLETT SOMERS CO. 


LYNN - MASS. 
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PATENT 


aAraINnOUuUnN 


A Leather of Merit 


Thayer-Foss Company 


Boston, Mass. 


You Can See the Difference 
Between Attractive Window Dis- 
plays and others 
ONLI-WA FIXTURES are the 
setting for good displays. Our 
catalogues are full of Correct 


Designs. 
































Meet us at Chicago, January 8-9-10-11, 1923 
SHERMAN HOTEL 
d 
Where we will have an Attractive Display Send for it 


THE ONLI-WA FIXTURE CO., 


Originators and Manufacturers of our own Fixtures. 
401 BECKEL BUILDING —. os ae os DAYTON, OHIO. 
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TRAIL 
BLAZER 


The Shoe 
Endorsed by 
20,000,000 


Women 


] Be fler Heal: 


The only shoe endorsed by 
The Women’s Foundation for Health 


CAN be seen complete in every detail at our 
booth No 47 at the National Shoe Retailers’ 
Convention in Chicago, January 8th-] Ith, 1923. 


The Foundation has combined the skill of Ameri- 
ca’s foremost shoe designers and the best of 
medical resources in producing the TRAIL 
BLAZER SHOE--the supreme combination of 
health and style features. 


YOUR FUTURE BUSINESS 


| TRAIL BLAZER LAY the foundation of your future business with 
SHOE the TRAIL BLAZER line endorsed by the 


Women’s Foundation for Health which correlates 
the health activities of fifteen of the largest National 


THE WOMEN’S Women’s Organizations in America. 


OWN SHOE 20,000,000 members of these organizations means 
The only shoe endorsed 20,000,000 potential customers for you. Only 
by the the best dealers in the country are invited to repre-. 


Women’s Foundation for sent the TRAIL BLAZER line. “Cash 1 in’ on 


Health this enormous proposition. 











THE FOUNDATION SALES CORP.  341Classon Ave., Brooklyn, N. Y. 
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REAL 
SERVICE 
THE SHOE 
MERCHANT 


thru increased facilities 





HE shoe merchant always has 

been a big factor in the wide dis- 
tribution of Gordon Hosiery. With 
the vision to see how good-wearing, 
fashionable well-fitting hosiery would 
make friends for him, when sold in 
conjunction with outer footwear, he 
was quick to recognize the sterling 
worth of Gordon Hosiery and develop 
additional profits for himself. 


Given these facts, join. with the 
unfailing basic goodness of Gordon 
Hosiery, the growth in national popu- 
larity of this line has taxed all our 
resources and ingenuity to keep pace 
with the demand, without ever an in- 
stant lowering of quality. 


Now, forced by national growth, 
we have increased our facilities so that 
we can continue to give the real serv- 
ice to the shoe merchant that we 
consider proper. You know what a 


ordon 


HOSIERY 


BROWN DURRELL COMPANY { A 
Gordon Hosiery - Forest Mills Underwear all oe 


New York 


difficult stock situation the carrying 
of a number of lines of hosiery creates, 
how it adds to overhead, and de- 
creases turn-over. 


So that you can be sure of satisfied 
and permanent customers, without 
tying up large capital, the Gordon 
line is backed by a merchandise serv- 
ice which includes large reserve stocks 
and facilities for prompt handling 
of merchants’ orders—a service organ- 
ized to meet the practical needs of our 
customers. 


We are organized, in fact, for double- 
quick service, on fill-in orders—for 
real service. 


Boston 
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“For Fit That Never Fails’’ 
| (7/772 {2 


REG. US. PAT OFF. T.6.P. CO. 


SHOLES 
In-Stock, At-Once Delivery 


Order Now from BOSTON Headquarters 


a 


Style 2028 Price $5.30 
ZANZIBAR CALF BERWICK LACE OXFORD 
Calf Collar and Saddle Strap to Match 


Welt Sole 8-8 Rubber Top Heel 
Tourist Toe Half Wing Tip 


AA to D 





A Cordial Invitation 


is extended to N.S.R.A. Convention 
visitors to make their headquarters at the 
“QUEEN QUALITY” EXHIBIT 
CHICAGO COLISEUM 
SPACES 108-109 


and to avail of the services of our 
representatives to the fullest degree 











A Responsibility 
For Satisfaction That 
We Share with You 


The name on QUEEN QUALITY shoes is like 
your name on the store—it is the mark of re- 
sponsibility for Style, Fit, and Value, recog- 
nized by the public as the final assurance of 
satisfaction wherever QUEEN QUALITY 
shoes are sold. 


As stamped on each pair of QUEEN QUAL- 
ITY shoes, this name gives to a retail stock 
that readier acceptance, quicker salability, 
more profitable rate of turnover, that have 
made QUEEN QUALITY preeminent in 


women's shoe retailing. 


The QUEEN QUALITY Agency franchise 
brings you the broadest range of styles in every 
type of shoe now in demand, and enables you 
to CONCENTRATE on clean, well-balanced 
stocks with all the advantages of QUEEN 
QUALITY style, fit, and Satisfaction. 


THOMAS G. PLANT COMPANY, BOSTON 20, MASS. 


Branches: 


NEW YORK: 125 Duane Street 


CHICAGO: 207 W. Monroe Str eet 


CREEK EREEEES CREEEEEM Ca. Seer ees. omee ee ee eee 
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HERE is a distinctive character to 

‘*Eve Cloth” Footwear. The ex- 
tremely fine texture and beautiful 
pure white finish combine to make it 
the most popular of white shoe fabrics. 
And behind it all are the strength and 
wearing qualities which make it as ser- 
viceable as it is beautiful. 
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De Old Tyme Comforts 








Two-Straps 
IN STOCK 


A Last for Every Foot 


A Price for Every Purse 








B-911 $1.90 


Black Kid Turn Two-Strap, 50 Last, 12-8 Mili- 
tary Rubber Heel. C, D, E; 2%-9. 
IN STOCK NOW 





B-14 $2.30 


Black Kid Turn Two-Strap, 20 Last, 10-8 Rubber 
Heel. A, 4-9; B, 3-9; C, D, E, 2%-9. (Ready 


to ship January 15.) 





B-12 $2.30 
Black Kid Turn Two-Strap, 50 Last, 12-8 Rub- 
ber Heel. A, 4-9; B, 3-9; C, D, E, 24%-9. 
IN STOCK NOW 





B-52 $2.60 


Black Kid Turn Two-Strap, 25 Last (Semi- 
Dress), 12-8 Rubber Heel, Sheep Lined. A, 4-9; 
B, C, D, E, 2%-9. 

IN STOCK NOW 


Don’t take our word for it 
See them for yourself at 


The Chicago Convention 











Lunn and Sweet Company 


: Auburn - e - - - - Maine 
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wank Crawford Shoe oehex 


S T Y L E S BRANDED OR UNBRANDED S T Y L E S 








The many popular numbers of Men’s Fine Welts which we 
regularly feature in this paper, combined with prompt 
shipments, help you to greater sales and profits 








No. B-848—Men’s Oxford. British Last. eo No. 4 
Norwegian Vamp and Top. Heavy Single 
Sole Goodyear aa Heel. Widt 5.75 
AtoD. Code “Dip 
No. B-983—Lenox Last. (Gallun's Black Norwegian Ox- Black ——a—. ot..c yp in _ Gatents 5. 75 
ford. Scotch Grain Apron. Crimped “Drop.” 
Vamp, Heavy Single Sole. Widths A to By 
D. Code “Deep.” 


No. B-986—Lenox Last. Gallun’s No. 4 Norwegian Ox- 
ford. Scotch Grain Apron. Crimped 5 Keep a Copy 
o 


My a Heavy Single Sole. Widths A $ 
» D. Code “Door.’ 


of Our Stock 
Style Book 
Handy for 
Reference 
when wanting 
“Crawford” 
Shoes not seen 
advertised 


No. B-930—Flier Last. Gallun’s No. 4 Norwegian Blucher 


Oxford. Scotch Grain Apron. Crimped 
Vamp. Heay Single Sole. Widths A 7 
to D. Code “Dale.” e 


No. B-940—Flier Last. Gallun’s Black Norwegian Blu- 


No. B-963—Darb Last. Imported cher Oxford. Scotch Grain Apron. 
Black Boarded C val. Bal. Heavy Single 6 00 yn ay Vamp. Heavy oe Sole. 7 
Sole. Widths A to D. Code “Duty.” e Widths Ato D. Code * ” 


Send for a copy of our latest IN STOCK Style Book 


CHARLES A. EATON COMPANY 


**The Sterling Shoemakers of New England” 


BROCKTON, MASS. 


BOSTON —207 Essex Street NEW YORK—127 Duane Street ATLANTA—226 Peachtree Arcade 
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TURNS 


Registered U. S. Patent Office 


No. 379—White Kid 
One Strap, Patent 
Leather Inlay. Covered 
Wood Heel. White 
Chrome Quarter and 
Sock Lining. Turn. 

AA, A, B, C, D.. .$4.15 


No. 357—Black Satin 
Vamp, Brocade Quarter 
One Strap. 17-8 Full 
Louis Heel. Turn. 


AA, A, B, C, D.. .83.75 


No. 500—Black Kid 
Plain Toe Oxford, Gray 
Quarter and Sock Lin- 
ing. 12/8 Rubber Heel. 
IN STOCK 
nee Eo . $2.75 
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“Their Sale Knows No Season” 





New samples are 
now ready-plan 
to see them! 


Our new samples are ready for your in- 
spection. New combinations in fashion- 
able fabrics and leathers are among the 
snappy models offered. 


You can sell these shoes with little effort, 
for their fine workmanship and original 
style lines appeal instantly to the dis- 
criminating feminine customer. 


ABBOTT SHOE CO. 


North Reading, Mass. 


Pacific Coast Representative, Stanley Turner 
Angeles Hotel, Los Angeles, California 


BOSTON OFFICE 
207 Essex Street 
CHICAGO OFFICE 
George B. Wright 
907 Security Building 
189 W. Madison St. 


NEW YORK OFFICE 
Fred Marx 


605 Marbridge Bldg. 


During convention’ week, 
January 8, 9, 10, 11, samples 
will be on display at our Chi- 
cago office, 907 Security 
Building, 189 West Madison 
Street. Mr. George B. 
Wright, manager, will be in 
charge. 


Complete line—Men’s Slip- 
pers, Women’s Boudoirs, and 
Comfort Shoes. Plenty of 
In Stock numbers. 





| “Their Sale Knows No Season” 
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CHASINEROS 


ARCH SOLA 


SHOE 























Johnson’s Orthopedics for 1923 


A GOOD TIP TO PROGRESSIVE DEALERS 
FOUR OXFORDS READY TO SHIP 


“ARCH SOLACE” Oxfords have proven extremely popular with the trade that 
appreciates staple selling merchandise of honest value. 









No. 300—B: Kid Lace Oxford, 13-8 Goodyear No.’ 301—Brown Kid Lace Oxford, 11-8 Goodyear 

Wingioot Rubber Heel, Metal Arch Support, No. ue Wingfoot Rubber Heel, Arch Support, 123 Last. .94.35 
pekeetbesekthteusadensesdeae 4 

paganseaenn ° No. 303—Same style in Black Kid............. $4.10 

No. 302—Same style in Black Kid............. $4.10 






Sizes: AA, 4 1-2 to 9; A, 4 to 9; B, 3 1-2 to9; C, 3 1-2 to9; D, 3 to 9 
Sizes 8 1-2 and 9, 25c extra 







Pine Tree State. 
SHOE MFG.CO. 
MAINE 
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| Ahead of the Style Clock 


A model of distinct fem- 
inine appeal, possessing 
many new style features 


i 






| 

































hh 

; The latest, the best, fresh from the world’s great style 
"NK centers. The most novel, yet the most practical. Fine 
| workmanship, excellent materials, flexible imitation turns 
that stand out as style leaders. 


| - Plan to visit our complete exhibit at the Hotel Morrison, 
YY Rooms 1912-1914-1914A, Chicago, during the N. S. R. A. 
| Convention, January 8,9, 10, 11. Our new styles will be 
shown on a model. You will find a warm welcome await- 
4 ing you. 








MacLAUGHLIN-CONWAY SHOE CO. 
LYNN, MASS. 


WOMEN’S_HIGH-GRADE NOVELTY FOOTWEAR 







Yj 
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For speedy, positive action-- 
the new 


Repco Shoe 
Stretcher 








Repco Shoe Stretchers 
are made in nine sizes— 


No. 000 down to No. 6. 
Each stretcher is packed 
in an individual carton. 
Corn and bunion plates 











come with each stretcher 
GHOE stretching is a little art in itself. | —are made of fully seasoned maple and 
The Repco Shoe Stretcher is designed __ held together at the back by a strong steel 


scientifically and stretches shoes easily, hinge. ‘The toggle-jointed mechanism is 
quickly and without injuring them. controlled by a square-threaded screw of 
. large pitch. 

The Repco Shoe Stretcher contains no 
springs, arrows or other troublesome parts. For up-to-date shoe stretching use the new 


The blocks—shapely and carefully finished | Repco Shoe Stretcher. 
For Sale by Shoe Findings Jobbers. 


UNITED SHOE MACHINERY CORPORATION, Boston 


San Francisco Branch, 859 Mission Street 


J. K. KRIEG, 39 Warren Street, New York 
UNITED SHOE REPAIRING MACHINE COMPANY, Boston 


MO 
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VISIT OUR EXHIBIT 
BOOTH 100 
N.S. R.A. CONVENTION 














superior quality. 








Le © TTT 








Style No. 595 










Glazed Kid Plain Toe Oxford. Pearl sheep 
quarter and sock lining. 12-8 Wingfoot rub- 
ber heel. In stock, B, C, D, and E. Price, $2.85 


Style No. 815 
Havana Brown Kid 4 2 A snug Sitting ote 


flexible slipper. In stock, 5-12. Price 
Style No. (* 


Same as above, but of Finest Quality Golden 
owe, =. and full leather lined. In osock, 


THOU 


























TURNS VISIT OUR EXHIBIT 
ME PORTER Q BOOTH 100 
0 N.S. R. A. CONVENTION 
= LYNN,MASS. 4 


Mee MMe Memeo lel nie MU elle MTs MUS LLL LE 
When attending the N. S. R. A. Convention in Chicago, be sure and call at 
Booth 100 where you will receive a cordial welcome. You will find there on 
display the complete line of women’s comfort shoes and men’s slippers of 


fs 
fs 
It will be beneficial to the retail merchant to see our new line of lasts and = 
patterns on comfort shoes and slippers. Many new numbers have been added = 
to our line and will first be shown at the Convention. = 

5 

5 


Don’t Miss It! 


We have a limited amount of territory open for a few live sales- 
men. Those who are interested see Mr. Clough at Booth roo. 


MERRILL, PORTER & CO., 113 Munroe Street, Lynn, Mass. 
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Style No. 412 





Style No. 316 


Glazed Kid One-Strap Slipper, 14-8 rubber Glazed Kid Two-Strap Slipper, 14-8 Wing- = 

heel, heavy drill lining. In stock, C, D, an foot rubber heel, gray ooze sheep quarter lin- Oo 

51 last. Price....... $2.06 ing, gray leather cushion inner sole. In stock = 
C, D, and E, 3-9, 45 last. Price...........000 $2. 





Style No. 851 





Style No. 562 
Glazed Kid, 3-4, Foxed Plain Toe Polish, 12-8 Glazed Kid Seamless Lace. Combination 


Wingfoot rpbber heel. Genuine leather cushion bunion last. 8-8 Wingfoot rubber heel. Genu- 
inner sole. In stock, C, D, and E, 3-9. Price, ine leather cushion inner sole. In stock, 4 aad 
3.65 E, 3-9. Price.. $3.25 = 





Style No. 561 
Some as above, with stock tip. D and E, 3- a = 
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A CORRECTOR OF FOOT TROUBLES. 
AN ARCH-SUPPORTING COUNTER. 
A RIVETED STEEL SHANK. 


CARRIED IN STOCK. 


Factory: 264 Broad Street, Lynn, Mass. 
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? FISHER == 





FISHER | 





COMBINED WITH FLEXIBLE OUTER SOLE, 
FLEXIBLE INNER SOLE---SOFT PLIABLE UP- 
PER STOCK---“WINGFOOT”’ RUBBER HEEL. 


SEND FOR SPECIMEN PAIRVJ. 


Chicago Office: : ; 
189 W. Madison St. ° V2 60 — } 
Security Bldg. tf. “SFT, EX O ; i 

i! 
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RIALTO 


The Gilt Edge Women’s Line 


TO BE RETAILED AT 


$5.00 $6.00 $°7.00 


Will be on display in Chicago 
during the week of January 8-13 
in Room 905 Security Building 
189 West Madison Street 


Several territories are open for Salesmen. 
Call upon us while you are in Chicago. 





Rialto Shoe Company 


New Factory at 110 K Street :: :: :: Boston 27, Mass. 
Boston Salesroom, 215 Essex Street 
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The Sportocasin has a much more finished appear- 
ance than this reproduction 


BOOT AND SHOE 








LINING 


RECORDER 


QUARTER 


SOCK LINING 
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Quarter, counter and lining are beveled, thus achieving 


a cupped heel seat 


Auburn, Me., Company Bringing Out New 
Type Sport Moccasin 


HERE is an interesting story be- 

hind The Sportocasin Company 

(pronounced Spor-TOC-a-sin) re- 
cently organized in Auburn, Maine. 

Some years ago, a New Yorker, who 
was likewise a golf enthusiast, began to 
wonder why he so frequently played well 
at the start of his game only to “blow 
up” during the last few holes. He dis- 
cussed the difficulty with friends and with 
his club professional and concluded that 
as he began to get tired, he lost that 
smooth easy rhythm which is so essential 
to good golf. Ferreting out the reason, 
he found that the fatal fatigue started in 
his feet and legs, and further discussion 
with golfers confirmed that conclusion. 
So he commenced a series of experi- 

ments with different types and models of 
golf shoes. While some were better than 
others, none afforded the sustained com- 
fort he sought. About to despair of find- 
ing a wholly satisfactory shoe, he happened 
upon a crude, but nevertheless genuine, 
Indian moccasin fitted with a rubber sole. 
Here was a shoe which was light, soft and 
pliable; which had no lining to crawl into 
wrinkles under the foot nor hard inner 
sole to walk on, and whose amazing 
flexibility permitted it not only to bend 
but to twist with the foot. This shoe had 
possibilities! 


Went to Golfers for Ideas 


But were those features desirable in a 
shoe for the average golfer, or was it a 
mere coincidence that they happened to 
suit him. He started another investiga- 
tion by searching the literature of golf 
and tabulating the views of golfers as to 
what the ideal golf shoe should be. He 
found such authorities as James Braid 
and Harry Vardon specifying precisely 
the features which were fundamental 
structural parts of the real moccasin, and 


the personal views of golfers emphasized 
the same points. 

But was there more than one kind of 
moccasin, and if so, which was the best? 
Weeks more were spent in collecting and 
studying data on the 20 or more different 
types; collections were visited, and au- 
thorities on primitive footwear consulted. 
During this study he discovered that 
although moccasins generally had been 
the recognized yard stick of comfort for 
generations, the one reason they were 
prohibitive for modern feet was their 
complete lack of fit and foot support. 
That defect had never been cured. 


Experimented to Get Ideal Golf Shoe 


To make a long story short, Mr. 
Donald B. Abbott, for that was his name, 
became so enthused that he determined 
to try some experiments. If style and fit 
could be put in a moccasin last, if a real 
arch support could be developed without 
impairing flexibility, if quality could be 
gotten in the material, and finish in the 
workmanship, and if the resulting product 
could be dressed, advertised and distri- 
buted on a superlatively high-toned plane, 
the riddle of the perfect golf shoe should 
be very nearly solved. 

Leaving his business in the care of his 
partners, Mr. Abbott went to Maine over a 
year ago to get the experienced moccasin 
makers necessary for his experiments. He 
went at it not as a shoemaker developing 
a mere novelty but as a golfer testing an 
idea. He employed the best last, pattern, 
and shoe construction experts in the 
country with the result that a remarkable 
golf shoe has been perfected which meets 
the instant enthusiasm of all golfers who 
have tried it and is arousing the keen 
interest of the exclusive trade. 

It is primarily for the production of this 
shoe that The Sportocasin Company has 





been formed—a trade-marked name sig- 
nifying Sport Moccasin. It will, however, 
in the future, develop models for other 
sports to which the true moccasin con- 
struction is particularly applicable. All 
Sportocasins are real full-bottomed mocca- 
sins as distinct from the imitation or 
welted moccasin. The company, while 
starting small and conservatively, has an 
enviable solidity, having procured abun- 
dant capital both in New York and in 
Maine. The concern enjoys the hearty 
co-operative friendship of most of the 
important business men of Auburn, and 
perhaps its most valuable asset is the 
caliber of its directorate which includes 
Mr. E. Farrington Abbott of the Cush- 
man-Hollis Company, Auburn; Mr. Nor- 
man G. Smith of the Maine Feldspar 
Company, Brunswick; Mr. Phillips Abbot, 
a New York attorney; Mr. Frank R. 
Goodell, floor coverings, Chicago, and 
Mr. Donald B. Abbott. 

The fundamental policy of the Sportoc- 
asin Company is super-quality in every 
aspect of their business. After extended 
investigation, they have employed as 
superintendent, Mr. Charles P. Stetson, 
considered by many the most experienced 
moccasin maker in the country. 


How They are Built 


Sportocasins go back for their basic 
construction to the world’s most famous 
pedestrian—the American Indian. He 
cared most for a smooth, unbroken, 
flexible surface under his foot. The con- 
tinuous “bottom” of the true mocascin— 
as distinguished from the imitation or 
welted mocascin—extending across under 
the foot from toe seam to toe seam is the 
underlying reason for Sportocasin comfort 
because it eliminates all seams, tacks, 
filling or other unevennesses under the 
foot, provides a permanently smooth, soft 
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Where to Buy 


Women’s Shoes 

















BLEECKER STYLES 


Are the last word in footwear 
for stylish wome 











Phillips-Cram Corp. 
Makers of 
Women’s Turn 
Slippers 
276 River St., Haverhill, Mass. 


207 Basen Street 


FERN & POOR CO., Inc. 
Manufa 
Newburyport, Mass. 
Women’s Furn 
mforts 
Boots & Slippers 
fer the wholesale trade 




















E. A. & M.C. Witherell Ce. 
Manufacturers 
Women’s Turns 
Boots and Slippers 


Haverhill, Mase. 


Boston Office 
Rice Bldg. Reem 406 








Mekers of 
Hand Turn Novelties 


41 Washington St. 
Haverhill, Mass. 





WOMEN’S FINE TURNS ¥ 
and Novelties 


One of our newest models 
Baad Tarn kid lettice wor, 


quarter—in al! finest 
leathers. 
TESSIER & 
BOWDOIN 
3 Washington 
Haverhill, Mase. 


seeee 








STOCKBRIDGE SHOE COM PANY | 


HAVERHILL, MASS. 
ZU SAS 








The WESTCOTT-WHITMORE CO. 
Syracuse, N. Y. 
2 


In Stock Specialists of 
Women’s Shoes, Party 
Slippers and Novelties 


Write for Catalogue 
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surface to walk on, reduces weight, elimi- 
nates any crawlable lining or hard inner 
sole from inside the shoe, and produces 
extraordinary flexibility. They are com- 
pletely twistable and will follow the 
golfer’s foot in any position. 

The Indian did not wear heels, but at 
every step his own heel made a self- 
fitting depression in the ground. In 
Sportocasins this same effect is produced 
by the novel method shown in the accom- 
panying sketch, for which patents are 
pending. A cupped contour like the 
Indians footprint is provided on the inside 
of the heels by the removal of the con- 
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ventional hard heel seat, tapering the 
edges of the quarters, counter and linings 
and covering the whole with a cushiony 
pad of plump upper leather which de- 
presses into the resulting concavity. By 
this construction, the wearer’s weight is 
carried on the whole-heel surface, not a 
mere spot in the center; and there are no 
nails in the heels to injure socks, feet or 
floors. Furthermore, as the leather sole 
is continuous across the whole bottom of 
the shoe, protection is afforded against 
stone bruises which is not obtained where 
the “crepe” sole is attached to a mere 
welt. 





NEW YORK 


Good Trade on Accessories 
Shoes Not a Good Christmas Item but Other Things 


Sell 


HE movement of shoes at retail dur- 

ing the week immediately preceding 
Christmas, was of small volume, compara- 
tively, in New York City. The shoestores, 
however, who have generally added ho- 
siery, buckles and even gloves to their 
lines, enjoyed a fair measure of the big 
Christmas business which was reported by 
department stores in general. Shoes, ac- 
cording to merchants here, never have 
been a big Christmas item and this year 





A novel strap slipper of gray ooze with 

gray kid trimmings. Fastens with three 

eyelets on side. From the line of the 
Cornell Shoe Company, Brooklyn 





was no exception to the general rule. 
Good sales of boudoir slippers, particularly 
in the satin types, fancy mules, etc., were 
in good demand. The higher grade stores, 
which carry extensive stocks of these, re- 
ported demand this year much greater 
than last year or in 1920. This apparently 
proves the contention of some merchants 
that the public has plenty of money to 
spend. 

In contrast with these spotty reports of 
good business, there was general complaint 
that shoes did not move briskly during the 
week, despite rather general mark-down 
sales which were fairly extensively ad- 
vertised. 

Gift orders, according to most mer- 


Well 


chants, did not find particular favor with 
patrons this year, in shoe lines. In con- 
trast to this general rule, however, the 
London Shoe Company, which conducts 
four stores devoted exclusively to men’s 
shoes, reported the sale of gift orders for 
shoes, to be fitted after Christmas, run- 
ning into much larger totals than they did 
a year ago, and forming a sizable propor- 
tion of the pre-Christmas sales. 

Little attempt was made during the 
week to push new shoe styles before the 
public. Some of the most prominent shoe 
stores, particularly in the mid-town section 
filled their windows with sale shoes in the 
hope of attracting Christmas shoppers 
into the store for bargain merchandise. 

In the marked-down shoes strapped 
models and plain oxfords appeared to form 
the bulk of the merchandise, although 
some stores reduced prices on special lots 
of small tongued Colonials. From a sur- 
vey made of advertising, reductions ap- 
peared to range between $1.50 and $2 a 
pair, and the two favored sale prices 
around $7 and $8.50. 


Sylvia Deutsch Engaged 


Max Deutsch, the popular orthopedic 
shoe man of the Bronx, and Mrs. Deutsch, 
recently announced the engagement of 
their daughter, Sylvia Valentine, to 
Herman Ackerman, an attorney of Brook- 
lyn. 


New X-Ray Machine Shown 


The new Adrian X-Ray machine for 
shoe stores, which permits three persons 
to view the position of the foot in the shoe 
at the same time, was shown at the L. M. 
Hirsch store December 18 to 23, and the 
Dr. Reed Cushion Shoe Store, December 
26 to 30, and will be on view at the 40th 
Street and Broadway Walk-Over Store. 
January 2 to 6, and at the Rice & Hutch- 





December 30, 1922 


ins Signet Store at 6 East 14th Street from 
January 8 to 13. 


Wildfeuer Employees to Hold 
Ball 


The annual ball of the Wildfeuer Bro- 
thers’ Employees’ Association, an organi- 
zation of the staffs of the several retail 
shoe stores conducted here by Wildfeuer 
Brothers, will be held at the Biltmore 
Hotel on Sunday, January 14. Numer- 
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— to Buy 
Men’s Shoes 


ous persons in the retail, wholesale and 
manufacturing fields here have been in- 
vited to attend the affair, which has be- 
come one of the largest social functions in 
the shoe trade in recent years. 


Perlberg to Go to Europe 


Capt. E. A. Perlberg, who joined the I. 
Blyn forces when that concern took over 
the Rambler Stores, with Mrs. Perlberg, 
will sail for Europe on January 20, for a 
several months’ tour. 





BOSTON 


Merchants Greet the New Year 
Optimistically 


Christmas Business 


Averages Good, with Some Stores 
Reporting “Excellent,” or “Best Ever.” 


Merchants 


Taking Stock 


HE past week has been one of sum 
marizing Christmas business, tak- 
ing stock, converting into merchandise 
the many Christmas gift certificates 
cashed; making some exchanges, and get- 
ting shoe stores and departments into 
readiness for January sales. In all fairness 
to the retail shoe merchants of the Hub, 
it must be said that they had very at- 
tractive and sales-productive windows. 
Accessories helped in great shape this 
year, especially for those who displayed 
them prominently. These two factors, 
with real winter weather of cold, snow and 
sleet, and good advertising caused many 
shoe stores to report as early as two days 
before Christmas—“‘The best business for 
a long time;” or “Much better than we 
anticipated; or “So busy that we can 
hardly wait on the people.” 


Gaiter Trade Big 


One of the big features of Christmas 
and after-Christmas selling has been the 
rubber boot and gaiter trade, both staples 
and novelties. Folks wanted them for 
themselves and for their children and it 
was noted that the public knew just the 
kind of a gaiter it wanted, for the name of 
the particular brand desired was mentioned 
as glibly by the customers as might be 
expected of some who belonged to the 
“profession,” Boston folks are very fond 
of gaiters and wear all of the different 
makes, with the four-buckle variety pre- 
dominating—some leave the two upper 
buckles of the gaiters unfastened and turn 
over the top in cuff effect—others fasten 
them demurely. 


Hosigry helped do its share toward turn- 
ing in extra dollars for the shoe stores; 
so did buckles and spats and skating shoes 
with skates attached, of which there were 

me beautiful models. 

As to prices, the high grade merchandise 


is moving well—so is the lower priced, 
with the public responding readily to 
$7.00 and $8.00 prices; it is the prices 
“betwixt and between”’ for medium grade 
goods which are not popular just at 
present. 


Preparing for Chicago 
Convention 


The Massachusetts Retail Shoe Mer- 
chant’s Association is making preparations 
to lend a goodly support to the success of 
the N.S. R. A. Convention, January 8-11. 
The Wolverine (The Retail Shoe Mer- 
chants’ Special) will leave the South 
Station on Saturday, January 6, at 2.10 
P.M; Worcester, 3.25 P. M.; Springfield, 
1.45 P. M.; Westfield, 5.03 P. M.;Pitts- 
field, 6.36 P. M. The round trip fare from 
Boston will be $55.10; $52.70 from Wor- 
cester; $50.59 from Springfield; $50.59 
from Westfield; $46.95 from Pittsfield. 


Memorial to Late A. C. 
Lawrence 


At a meeting of the Directors of the New 
England Shoe and Leather Association, 
held December 6, the resolutions com- 
mittee—Burt W. Rankin, Charles C. Hoyt 
and Arthur C. Tirrell, submitted a very 
fine memorial to the late Arthur C. Law- 
rence, head of the A. C. Lawrence Leather 
Co., which memorial was heartily adopted. 
In this memorial Mr. Lawrence’s sterling 
integrity and his many fine qualities of 
heart and mind were dwelt upon and 
heartily endorsed by his fellow directors, 
who desired “‘to pay a deserved tribute to 
a man whe for many years was a recog- 
nized leader of the American tanning in- 
dustry and an upright and public-spirited 
citizen.” It was “Resolved that this 
memorial be spread upon the records of 
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Manufacturers of 
MEN’S FINE 
SHOES 


BROCKTON, MASS. 


























NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 
Syracuse, N. Y., U.S.A. 


MEN’S FINE SHOES EXCLUSIVELY 
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Where to Buy 


Men’s Shoes 


PULLMAN TRAVELING surrasy 
better"than ever in Qualityand fit _ 
“Pullman 


mator.owner,s of 7haoe Mork 
DULL CABERETIA $15.00 » Bee. 
GLAZED KIT ste 
Colorr Black and Srown 
full sizes 3 toll in Stock 























M. GUSTIN CO. ; 
Wwids st New York 
anette 








FOR MEN ~—— 











Men's Suoes ~Hanp TAILORED 


NotHiING PD MavelneBesr 
But THE Man 
Best Mave Knows How 


Wuen East Visit Us 
WHEN IN Your Town We Wiz Visit You 


Stock Dept. 5 
Is at Your Service 


THE STETSON SHOE C®. (Inc.) 
Seuth Weymouth, Mass. 























HOWARD & FOSTER{CO. 


Men’s and Women’s Welts 


Address all communications to the 
factory at 
BROCKTON, MASS. 


FREDERICK 8. PECK 


Worcester, Mass. 











Men’s and Women’s | 
Sport ahd College Shoes 
Boston Salesroom ' 

207 Essex Street 
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our Association and that copies be sent 
to the family and business associates.”’ 


Send Railroad Reservations 
to Gardner 


Enslyn Gardner, Managing Director of 
the Merchants’ Association, 80 Boylston 
Street, Boston, would like to hear from 
those intending to be present, just as soon 
as possible, as there is much to be done and 
Boston wants to send a goodly delegation 
to the Convention. W. W. Willson and 
Henry E. Hagan, booked their reservations 
a long time ago; Irving B. Howe also plans 
to go to the Convention; possibly E. C. 
Goulston of Dr. Reed’s Cushion Shoe 
Store— and by January 1, Mr. Gardner 
says that he hopes he will be kept busy 
“writing up” the last-minute deciders. 


New England Wholesalers 
Meet 


The annual meeting of the New England 
Shoe Wholesalers’ Association was held at 
Young’s Hotel, December 20, the principal 


guest and speaker being M. M. Converse, 
President of the Converse Rubber Shoe 
Company, Malden, Mass. 


Mr. Converse made an_ interesting 
statement regarding present rubber foot- 
wear manufacturing conditions and said 
that the situation in the trade on the whole 
is more satisfactory than it has been for 
years. The principal part of his address 
was devoted to the vital need of the restora- 
tion of New England agriculture, its 
present lamentable condition he said being 
largely responsible for the high cost of 
living which is one of the great handicaps 
to industry in this section. 


1922 Officers Re-elecied 


The following officers were re-elected: 
Mr. E. Walter Smith, of Worcester, Presi- 
dent; Stanley M. Lane of Boston, Vice- 
President Thomas F’. Anderson, of Boston, 
Secretary-Treasurer; Byron S. Watson, 
Providence, R.1., John G. Magaw, Boston, 
Maynard Hutchinson, Boston. H. F. 
Sawyer, Bangor, Me., and Alfred S. 
Foster, Boston, Executive Committee. 





BROCKTON 


All Set for the Big Show 


Big Array of South Shore Samples to Be on Display 
at Chicago 


ACTICALLY all important shoe 
manufacturing concerns in Brockton 
and the South Shore towns of Massachu- 
setts will have samples on display at Chi- 
cago during the week beginning January 8, 
either at the Coliseum or at hotels and 
sample rooms in that city, as meeting 
places for buyers and sellers. This forth- 
coming convention and Shoe Style Show 
will, it is believed, surpass all previous 
events of a similar nature. Thousands of 
merchants and hundreds of shoe manufac- 
turers and salesmen gathered there, will 
transact business aggregating millions of 
dollars. Spring orders which have not yet 
been placed, also supplementary business 
for the coming season, will be booked at 
Chicago as a result of the many attrac- 
tive styles which will be shown to buyers. 
Many novelties will be included. Brock- 
ton manufacturers are alive to the import- 
ance of attractiveness in their spring lines, 
particularly as pertains to sporting and 
novelty patterns. These latter will be 
shown in greater variety than ever. Brock- 
ton designers and producers of men’s and 
women’s welts believe that they are in for 
a record-breaking sale of sporting footwear 
for 1923 and are making preparations ac- 
cordingly. 
New Development ‘in Shoe 
Production 


Appreciating an increasing desire on the 
part of many merchants for shoes which, 


produced in volume, can be marketed at 
popular prices, Field & Flint Co. of Brock- 
ton, have brought before the trade a line of 
men’s welts called “‘Field’s Unit Shoes.” 
These are made in volume in unit lots by a 
standardized process in a separate factory 
of the Field & Flint Co., The uppers are 
of fine calfskin, while the soles and other 
parts of the shoes are of proportionate ex- 
cellence. An important feature of “Field’s 
Unit Shoe”’ is that 12 seasonable styles are 
carried in stock for immediate delivery. 
These include black and colored leathers in 
bluchers, bals and oxfords. In both the 
bal and oxfords, two semi-brogue pat- 
terns are carried, one each of black and 
colored leathers. 


High Water Mark in Shoe 
City Schooling 


The annual report of Brockton’s super- 
intendent of schools for 1922 shows that 
the whole number of pupils registered in 
the public schools ‘s 11,993, an increase of 
313 over 1921. There are only two cities 
in Massachusetts that have a larger per- 
centage of population between the ages of 
7 and 20 years that are in school, than 
Brockton. These two are Brookjine and 
Newton, two wealthy residential communi- 
ties. It is interesting to note that 77.4 
per cent are attending school in Brockton, 
and that two other Massachusetts shoe 
cities, Lynn and Haverhill, have respec- 
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the prosperity of Brockton. It represents 
the largest percentage of school attendance 
of any shoe-manufacturing city in the 
United States. 
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nverse, tively, 70.9 and 66.2 per cent school at- 
r Shoe tendance. Brockton has one high school 
pupil for every 33 in population. The fore- 
resting going is especially interesting as reflecting 
r foot- 
d said 
whole 
en for 
ddress 
stora- 
e, its 
being HE South has now fully recovered 
ost of from the long period of business de- 
licaps pression and enters the New Year looking _ 
to one of the best business years it has ever 
experienced, in the opinion of the bankers, 
manufacturers, jobbers and leading retail 
acted: inerchants of Atlanta, in touch with con- 
Presi- ditions throughout the district. 
Vice- As a whole, 1922 was not as good as it 
ston, might have been, due to the poor start the 
itson, year had, and for the first several months 
ston, the total volume of retail trade in the shoe 
. F . stores was somewhat below the money 
dS. volume of a year ago. However, condi- 
on tions began to pick up in about September, 
and thereafter an increase in trade was 
noted, that improved to such a rapid ex- 
tent that both November and December 
were well above the vo!ume of 1921. About 
this same condition is also true of the job- 
" bing trade, though the improvement was 
noted there about a month or two earlier. 
All Industries at Capacity 
- Practically all industries over the South 
a" now are operating at near capacity, and in 
® many of the industries a shortage of labor 
= is reported for the first time in three years. 
ory In a construction way the South has es- 
on tablished inany new records during 1922, 
her with Atlanta, for instance, having the big- 
a, gest building year in its history by many 
Id’s millions of dollars. The 1922 total when 
pa final figures are available undoubtedly 
ae will be close to $23,000,000, which is al- 
‘ a most $8,000,000 better than the previous 
the largest year. In home building 1922 was 
nn almost twice as great as any previous year 
all in Atlanta’s history. While all of the im- 
portant southern cities did not establish 
such records as this, of course, a consider- 
able improvement was noted in 1922, 
De which was the biggest year for most of the 
important centers of the district. And the 
1923 outlook is for a still bigger building 
pr- year. 
at The biggest improvement in retail 
in circles in the South has occurred in the 
smaller towns and communities where the 


dealers depend largely on rural patronage, 
r- where increased trade has been remarkable 
since cotton and other agricultural pro- 
ducts of the South began to mount in 
price several months ago. Cotton has 
been holding close around 25 cents per 
pound, a price which insures the growers 
a substantial profit, and brings to the 
South the fourth most valuable cotton 
crop it has ever produced, and the most 







Best Year in History Expected in 1923 
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Famous Shoes for Men. 


























Commonweatth Soe & Leatuer Co. 
WHITMAN, MASS: 








The crop is estimated by the government 





at 9,964,000 bales, one of the smallest crops 
in years aside from the low production of 
1921, but at the present high prices, one 
of the most valuable. 


Agricultural Records to Be Broken 


Indications portend a greater produc- 
tion of cotton and all other agricultural 
products in the South. 

The 12 leading crops of the South esti- 
mated to be worth this year $1,000,000,000 
more than the same 12 crops were worth 
last year, some two months ago, have now 
swelled to about $1,200,000,000 better 
than a year ago, due to mounting prices. 

All the shoe factories in the South are 
operating steadily and at capacity, and 
are sold well ahead into 1923. 

Jobbers state merchants are doing their 
spring buying in fairly good quantities, 
considerably better than they did in the 
latter part of 1920 or 1921, and that the 
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spring outlook is for a big volume of trade 
in shoe and other retail circles. 


Planning 1923 Convention 


Preliminary plans for the 1923 conven- 
tion of the Southeastern Shoe Retailers’ 
Association, to be held at Birmingham, 
Ala., next June, were discussed at a special 
meeting of the Birmingham Retail Shoe 
Dealers’ Association held during Decem- 
ber. It is the plan of the Birmingham 
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HENRY LILLY CoO. 
88-90 Reade St. New York 


AUCTION TRADE SALES 
SHOES AND RUBBERS 


Every Wednesday and Friday 








dealers to make the affair the most en- 
joyable the association has yet held, if 
they can do so, according to Dave Rich, 
prominent Birmingham dealer and vice- 
president of the Southeastern organiza- 
tion. The association membership is now 





Where to Buy 


Boys’ Shoes 














the largest it has ever been, Secretary C. 
V. Hohenstein, of Atlanta, states, many 
new members having been added to the 
roll within the past few months, and in 
attendance figures at least the 1923 meet- 
ing should establish a record. It will be 
the fourth meeting of the association. 


Optimism with Reservations 


Optimism with reservations for the fu- 
ture and slight praise for the old year, was 
the manner in which J. H. Tregoe, secre- 
tary and treasurer of the National Credit 
Men’s Association, summed up business 
conditions in an address in Atlanta re- 
cently before: the local association of credit 
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Where to Buy 


Children’s Shoes 
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: ROCHESTER, N. Y. 








“ELAM” 
Flexible Turn Shoes 
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F. S. ELAM SHOE Co. 
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“WHERE TO BUY” constitutes a 
source of knowledge so that he who 
runs h these pages may read 
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men. “The new year will be ushered in 
with a surface improvement in business 
conditions,’ Mr. Tregoe stated, “but what 
will happen thereafter will depend largely 
on the manner in which the problem is 
treated. 1922 is passing out with many 
more problems than when it entered.”” He 
expressed himself further as entirely op- 
timistic over the future business outlook 
for the country. Mr. Tregoe was in At- 
lanta making preliminary arrangements 
for the national convention of the credit 
association that is to be held in Atlanta 
in 1923, under the auspices of the local 
organization. 


Brown Shoe Co. 
Plant 


Ground has been broken for the new 
branch factory that is to be constructed 
at Union City, Tenn., by the Brown Shoe 
Co., of St. Louis, Mo., and it is expected 
that the factory will be finished and ready 
to operate some time late in February. It 
will include a main building, a club and 
rest room for workers, etc. Appropriate 
ceremonies marked the breaking of ground, 
the spade used for the purpose being 
wielded by city officials and then presented 
to the Chamber of Commerce as a keep- 
sake. It is said about 500 will be employed 
in the branch. 


Plans New 


Show 
ment 


The end of 1922 finds collections for the 
shoe manufacturers and wholesalers of 
Atlanta and other parts of the Southeast, 
and the retail shoe dealers as well, better 
than they have been at any time since the 
post-war boom of 1919 and 1920, with a 
promise of still further improvement the 
next few months. 
facturers and jobbers state, is the better- 
ment in their collections from retailers in 
the smaller towns and communities where 


Collections Improve- 


Most noticeable, manu- 
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they are dependent principally on rural 
trade, these collections being about as 
good as they have ever been, due to the 
better financial conditions of the southern 
farmers. More accounts are now being 
discounted than in about three years, and 
percentage of amounts paid on others is 
also larger. Old standing accounts are 
being rapidly cleaned up, and within the 
next two or three months at the present 
rate jobbers and manufacturers should 
have very few old accounts on their books. 
About the same conditions prevail for the 
retailers also. 


Lots of New Stores 


The following new stores have been es- 
tablished in the Southeast the past two or 
three weeks: The H. C. Arnall Merchan- 
dising Co., of Newnan, Ga., formed with 
$74,000 capital, H. C. Arnall, president; 
the Owen-Cureton Mercantile Co., Green- 
ville, Tenn., headed by J. D. Owen; 
Grady Holder and John Armistead, of 
Grove Hill, Ala., will shortly establish 
there a new mercantile business; Orr & 
Shuler Co., dry goods, shoes, etc., is the 
name of a new store at Robbinsville, 
N. C.; Edward Loftin is to open a 
new general store at Winnsboro, S. C.; 
The White Co., formed at Cartersville, 
Ga., with $5,000 capital, by Rowland 
White and associates; the Gilreath Co., 
formed by Paul Gilreath and associates at 
Cartersville, Ga., with $250,000 capita!; 
J. B. Prater opening a new mercantile store 
at Lenoir City, N. C.; the Orgain-Kinzel 
Shoe Co. formed with $50,000 capital at 
Chattanooga, Tenn., by Rice, Orgain, Al- 
bert Kinzel, C. W. Cox, T. R. Preston and 
E. R. Getterton, Jr.; the Walk-Over Shoe 
Co., of Chattanooga, Tenn., amended its 
charter increasing the capital stock from 
$20,000 to $30,000; Kramer’s Shoe Store is 
the name of a new retail store opened re- 
cently at 1536 Main Street, Columbia, 
S. C. 





LYNN 
Surprise Styles Coming 


Style Standardizing Once More Causes Alarm—Several Year 
End Changes Among Firms 


EW shoes and the new year come to- 
gether, for Lynn manufacturers will 
present some surprise styles in the big Jan- 
uary markets, and they are already quite 
convinced that buyers will order abun- 
dantly from them. Shoes are attractive, 
prices are moderate, and the need for shoes 
was never greater. On these three facts 
the trade is generally agreed, the problem 
is to blend them for one wants this style, 
and another wants that price, and so on 
indefinitely. 
Standardization, or simplification of 
styles is the only cloud that Lynners see 


on the horizon of trade for 1923. Speak- 
ing on the matter, one designer says: 

“If you glance at statistics you will no- 
tice that sales of women’s shoes have in- 
creased about 20,000,000 pairs during the 
past five years, while sales of men’s shoes 
have decreased. Sales of women’s shoes 
have increased because the style of shoes 
have been noveltyized. Sowomen buy new 
shoes, because they are pretty, and pleas- 
ing, the same as they buy a new hat, a rib- 
bon, a box of candy or go to the matinee. 
So I say that this talk of simplification, or 
standardization of styles, which is now go 
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ing on, is injuring the trade, and, if con- 
tinued, will make it as dull as the business 
of a movie picture house that shows the 
same film week after week. 


A Summary of Samples 


“As for styles for 1923, as shown in Lynn 
sample lines, there are these points, some 
familiar, being carried over from 1922 and, 
others new: 

‘Lasts, medium narrow toes for dress, 
medium toes for street wear, and medium 
wide, even squarish, for sport shoes. A 
stage, or French last, also is used. 

Heels— from 6-8 to 18-8 high, all styles, 
pick your favorites. 

Patterns—one straps again, a repeat of 
a popular favorite, with a few innovations, 
also, some fancy straps. 

Strap and tongue shoes, the tongues hav- 
ing basket weave cut outs, or other orna- 
mentation. 

Small tongue pumps, to carry a buckle, 
if the retailer sells buckles. 

Dress oxfords, with light and dainty 
trimmings,—wood heels on many. 

Street oxfords, somewhat heavier, with 
low heels and rubber top lifts. 

Sport oxfords—many types—two tones 
of calf— smoked elk again, also, patent 
and gray, and soles of leather, fibre, crepe 
or rough grip fibre. 

White shoes—of all white kid, glazed 
calf or cabretta, also fabrics. Also, white 
shoes trimmed with red, blue, green or 
purple. 

Patents—good again. 

Satins—also good again, 
blacks. 

Suede, never better. 

Calf and kid, substantial. 

Colors, black, brown and gray, mostly 
solid colors. 


especially 


Year End Changes 


James Morris Caunt is retiring from 
Mitchell, Caunt Co., and R: H. Mitchel! 
Shoe Co. will carry on the business. Mr. 
Caunt will visit his old home in Leicester, 
England, to see his mother, and his brother 
Arthur Caunt, formerly of Lynn, and now 
manager of the Stanley factory in Leices- 
ier. Joseph Caunt, another brother, and, 
also, a former Lynn shoe manufacturer, is 
now a banker, in Pasadena, Cal. James 
M. Caunt will, after returning to this coun- 
try, give his time to building up a country 
estate in Lynnfield, a suburb of Lynn. 

A. D. Fisher, maker of slippers, is re- 
tiring. ‘After 29 years in business;” says 
Mr. Fisher, “‘it is time for a man to retire.” 

Lippitt, Alfond Co., makers of women’s 
shoes, is liquidating. 

The Revere Shoe Co. has been formed 
by the Fishers, who are in the leather busi- 
ness in Lynn. The new firm will make 
misses’ and children’s McKays, in the 
neighboring town of Revere. 

W. T. Stanley has withdrawn from the 
Salem Turn Shoe Co., Salem, and has 
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taken the dance hall in the Franklin build- 
ing, for making 1800 pairs of misses’ and 
children’s turn shoes daily: The Salem 
Turn Shoe Co. will increase its output to 
2000 pairs daily. 


A Loss to Lynn 


George W. Gage, secretary of the Lynn 
Shoe Manufacturers’ Association, died 
last week. The shops ceased manufac- 
turing, during his funeral, which shows the 
esteem in which he was held. He was 
born in Mercer, Me., in. 1866, became a 
bottom finisher in the factory of James 
Phelan & Sons, later a labor leader, and 
then secretary of the Shoe Manufacturers’ 
Association. 


Agreement Is Lawful 


James W. Santry, acting as master, to 
hear the suit to determine the legality of 
the working agreement between the Lynn 
Shoe Manufacturers’ Association and the 
United Shoe Workers of America, has 
made a decision that the agreement is law- 
ful and binding. 


Florentine Heels 


Shoe ornamentation reaches its zenith 
in the hand painted decorative designs 
now applied to wood heels. We have had 
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throat ornamentation of the most glitter- 
ing character. The heel now comes in to 
play a part in creating novelty shoe styles. 
The rich and pleasing effects possible in 
this direction are revealed in the accom- 
panying illustrations. Mr. Gray, of the 
Gray Wood Heel Co., of Lynn, makers of 








“Stylewood” Florentine heels says, “the 
heels have taken well and many of the 
newest styles shown by progressive shoe 
manufacturers are carrying them.” 
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Retail Shoe Sales Letters 
Five Copies, All Different, $3.00 
Cheek with Order 
Your Money Back if Not Satisfied 
F. S. ROOT COMPANY 
Sales Letters Specialists 
6 BEACON STREET BOSTON, MASS. 








Where to Buy 
Wanted Styles 
An Extra Editorial Service to 
“Recorder” readers, free for the ask- 
ing, with authentic information on 
current pro: 











DO YOU KNOW? 

that you can buy it—or 
sell i t—tbroagh the 
“Where to Buy"’columns. 
+S This feature in its quick 
service is a time saver in 
meeting immediate needs. 
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PITTSBURGH 


Cold Weather Brings Bigger Sales 


Uncertain Weather Over—Record Business Done in Winter 
Fashions 


HE uncertain weather conditions 

of the last few weeks had caused a 
fluctuation in the retail sales of local 
dealers; but now that the cold spell is 
definitely with us, jobbers and manu- 
facturers are finding it hard to supply the 
great demand which has sprung up. An 
interview with the traveling representa- 
tive of one of the big Eastern manufactur- 
ers, brought forth that Pittsburgh retail 
merchants were buying as they haven't 
bought in years. This salesman said 
that his orders were so big that they far 
surpassed the expectations of his firm. 
The shoe buying situation showed a 
tendency to slump recently due to the 
uncertainty in business conditions, but 
all that seems to be a thing of the past now. 
The holiday rush combined with a 
loosening of the purse-strings on the part 
of the buying public has caused an un- 
precedented increase in the amount of 
business done. Most of the department 
stores are doing capacity business. Smaller 
dealers in residential and suburban dis- 
tricts report increases of from 100 to 200 
per cent in sales. They feel that the only 
thing which can keep them from con- 
tinuing this present era of prosperity is a 
delay in receiving orders from jobbers 
and manufacturers; or a radical change 
in the industrial situation. This latter 
does not seem possible at present as the 
steel mills in Pittsburgh and vicinity are 
rapidly resuming normal production and 
this means prosperity for everybody. 
Smaller dealers in neighboring manu- 
facturing towns are enjoying this pros- 
perity now as they haven’t in months. 


Moscow Gaiters the Latest 


big as was expected. Dealers report that 
women refuse to buy them because they 
are so awkward-looking and do not fit 
well around the ankle. The preference 
seems to be in favor of the Empress Gaiter 
in spite of the novelty of the other, and 
has caused an unexpected demand which 
local dealers are finding hard to meet. 
Some dealers are completely sold out and 
are eagerly looking forward to the arrival 
of their re-orders. The demand for 
rubbers is also greater than was estimated 
and has caused some dealers embarrass- 
ment by finding themselves out of stock 
in their most popular numbers. Medium- 
priced men’s shoes seem to be selling well 
just now, with children’s shoes going 
strong. There is little doubt that normal 
conditions are back in Pittsburgh and in 
the opinion of some dealers they are here 
to stay. 


Some Novel Advertising 
Stunts 

With the arrival of prosperity, several 
local firms are considering expansion, and 
with this, some rather novel advertising 
stunts have been put across successfully. 

Schmidt’s Kumfort Shoe Stores re- 
cently advertised the opening of their 
children’s department by offering free 


‘ with every pair of boys’ and girls’ shoes 


a pair of stilts, which are very popular 
with the children in the city. Big busi- 
ness and satisfied customers were their 
reward. 

John Bright Shoe Company opened 
their new East Liberty Store on Franks- 
town Avenue by offering twenty pairs of 
shoes free to those holding the lucky 
numbers which were printed on throw- 





The season’s novelty in women’s wear, away cards. These cards attracted the 
Moscow Gaiters, are not going over as usual large crowds. 
BUFFALO 


Christmas Trade Is Satisfactory 


Arctics, Gaiters and Ornaments Selling in Good Volume— 
Shoes Not Neglected by Customers 


INTRY weather combined with 

the advent of the Christmas 
shopping season proved decidedly stimu- 
lating to the shoe business in Buffalo dur- 
ing the week ended December 16th, for 
although footwear does not exactly come 
within the category of gifts, it is naturally 
benefited most when the shopping sex 
is thickest. 
The drop in temperature turned the 


thoughts of the women folks to arctics 
and this merchandise made an auspicious 
start, the novelties, particularly holding 
an especial appeal to the younger set. 
The addition of a buckle or two hasn't 
discouraged the flapper from wearing her 
arctics in last season’s fashion—flapping 
to the breeze—and the picture of a young 
lady with the new fall “trailers” and 
unbuckled overshoes is one that hardly 
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appeals to the esthetically inclined in- 
dividual. The dealers, however, are 
giving them what they want without 
offering any suggestion as to how they 
are to be worn. 


Bronze Colonials Good 


Colonials continue to be “‘all the rage,” 
the bronze colored slipper being particular- 
ly sought after for afternoon wear. Most 
dealers have found rhinestone ornaments 
a decided asset to this line as well as 
buckles of cut steel, stee] beads, and other 
trimmings which set off Colonial footwear. 
Spats are another side line which is going 
well, both men and women finding such 
protection necessary where oxfords or 
slippers are worn. Blacks are regaining 
their popularity with male buyers, al- 
though tony reds and tans haven’t been 
displaced to any alarming extent as the 
“proper thing.”’ 


New S. B. Thing Store 
Opened 


Another link in the chain of stores 
operated by S. B. Thing & Co., Boston, 
was opened last week in the Gibson 
Building, 114 Main Street, Salamanca, 
N. Y. The store, like the many other 
retail establishments operated by this 
company all over the state, will carry 
shoes, rubber footwear and _ hosiery. 
Manager Bonsteel of the Lockport, N. Y. 
store will have charge of the new store. 


Jamestown Store Has Fire 
Sale 


The Swanson-Holmberg Shoe Com- 
pany, which suffered a loss of about $35,- 
000 by smoke and water in the fire which 
practically destroyed the Broadhead block 
in Jamestown, N. Y. are disposing of 
their entire stock at a fire sale, the settle- 
ment made with the insurance companies 
permitting disposal at greatly reduced 
prices. The store was deluged with water 
at the time of the fire, the blaze burning 


down to the ceiling of the store from above. 
The store was closed while repairs were 
being made. 

Another victim of the Jamestown fire, 
the J. L. Newhouse Shoe Co., whose 
store in the Warner block was completely 
destroyed, has made its second start 
within three months at 13 East Second 
Street in the Westrom block. The stock 
is entirely new, not a pair of shoes having 
been saved from the fire-swept building. 


“Cavalier” a New Style 
Arctic 


William Eastwood & Son Co., 567 
Main Street, is introducing a new arctic, 
made for them exclusively, called the 
“Cavalier.” The fastening is with buckle 
at instep and with two straps and buttons 
at top, which folds over as cuff. It is 
designed to clothe the feet attractively 
when worn over dress and semi-dress 
shoes and represents the highest qualities 
of material and workmanship to be found 
in this type of footwear. 


Two Stores Damaged by 
Fire 

The shoe store of Jose Americh, in 
Main Street, Warsaw, N. Y. was damaged 
to the extent of $5,000 by a fire which 
swept the business section of the town on 
the morning of December 3rd. The loss 
was partially covered by insurance. 

Fire, likewise, caused slight damage 
to the stock in the retail shoe store of 
Peter Demattreis, Lyons, N. Y. early this 
month, and temporary inconvenience 
while repairs were being effected. 

Lease Expires; Store to 
Close 


Long’s Shoe Store, 251 Main Street, is 
clearing out its stock preparatory to 
abandoning its present location December 
Ist. The lease expires at that time and 
efforts are being made in the meantime to 
find a suitable location further uptown. 





PROVIDENCE 


Rush for Arctics 


Rubbers Move Quickly with Storm—Christmas Gift 
Slippers 


INTER made its official bow to 

Rhode Island the week of Decem- 
ber 11 with its first real storm of the sea- 
son, accomplishing a lot toward “the best 
week in some time,” as several merchants 
remarked. The snow and rain, with the 
after effects of slush, caused a rush for 
rubbers and arctics, and the public’s de- 
mand found the stock of several stores 
depleted of this “‘postponed trade” sort of 
footwear. Many persons complained that 


the stocks were incomplete, and it was 
difficult to purchase rubbers in the aver- 
age “‘S”’ sizes in most stores. 

Slippers of felt and leather are the big 
sellers in the shoe departments. The 
streets are filled with shoppers in the 
larger Rhode Island cities, who this year 
seem to be buying more largely than in 
past Christmases. They are buying eve- 
ning slippers of patent, bronze, plain sil- 
\er and in brocaded effects with purchases 
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Where to Buy 


Shoe Ornaments 





























D. W. COULTAS CO. 
Manufacturers 
RHINESTONE BUCKLES 
Big Demand 
WRITE FOR SAMPLES. 
PROVIDENCE - - = R.I. 








Especially for 
Shoe Manufacturers 
For good covered 


buckles and Leather 
Bows write to the 


Vanity Novelty Works 
1261 Atlantic Ave. 
Brooklyn, N. Y. 








“Just Enough Better Te Be Thoroughly Werth While” 


BONGIOVANNI mr 
Largest Rhinestone B 
Siinetinene i. Ansadien 

High Class Buckles at Popular Prices 

2927 3ed Avenue N. Y. City 











ages pr -gimamae Of 
The tinark of ™ 


600d shoe buckles 

ever since L905 
L.ALTERSON & CO. <@aq 

PHONE FITZROY O60¢ 


1O2 W 34+» St... New York City * Y 








PARISIAN BEADING WORKS 
1028 Arch PHILADELPHIA. 











Where to Buy 


Shoe Illustrations 
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Where to Buy 


Engraving and Printing 

















Ock Ta NM 


CARTON LABE L S. "TAGS. 


SHOW CARDS, 
PRICE TICKETS, shat: ETC. 








COLOR PRINTING DESIGNING 


CATALOGUES 
Telephone Main 3408 
HOOPER PRINTING COMPANY 
74 INDIA STREET, BOSTON 











7-4-3 orfjoc 
oats 


We Creale ana ‘ Srigt most of Ly m 


TOLMAN PRINT, INC. 


orf es nad PLANT ‘mRocKTON MASS 








ATLANTIC PRINTING CO. 
Shoe Printers 


Tear eut this ad and mail for detalles of 
eur Special Printing Service for 
Beot and Shoe Trade 


201 Seuth Street, Bost 2, b 
Teles’ ree ~~ 5 ass 











= UNIVERSITY Ca 


FCTROTyPe FOUND 
yi 


“? 








of buckles and ornaments, as well as 
hosiery, oxfords, overshoes, sports, and 
boot tops. This year, as is the custom 
with some shoe stores, they are offering 
gift certificates, which can be exchanged 
for shoes, shoe accessories, or cash, after 
Christmas. Merchants are feeling happy, 
and their sales forces are enthusiastically 
promoting good will for the stores by right 
service. 


R. 1. S. R. A. Meet 


The final 1922 regular monthly meeting 
of the Rhode Island Shoe Retailers’ Asso- 
ciation met Tuesday evening, December 
12, at T. F. Peirce & Son Shoe Emporium. 
Questions pertaining to the Christmas sea- 
son were discussed, while a representative 
of the U. S. Rubber Company dwelt on 

e ‘Making of Rubbers.” 
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U. C. T. Holds Dance 


On Friday evening, December 15, 
Rhodes-on-the-Pawtuxet was the scene of 
the regular annual dance held by Provi- 
dence Council No. 67, United Commercial 
Travelers. An automobile, gold coins, as 
well as merchandise were offered as prizes. 
The affair is held every year for the basket 
fund for Christmas poor. The committee, 
headed by Chairman Fred E. Wing, in- 
cluded T. S. Delano, J. Clinton, E. Pid- 
geon, and Carl Jefts. 


An $8 Offering 


At Crawford Shoe Store, 127 Weybosset 
Street, Manager G. H. Kenyon is offering 
Crawford high-grade sboes in leathers of 
Viking Norwegian Scotch grain, etc., in 
either black or brown, at $8 with ready 
“We invite compari- 


sales. The ad reads 


son with any shoes sold at this price.” 


Reductions In W-O’s 


During alteration at the local Walk- 
Over, 280 Westminster Street, all strap 
pumps of women’s dress and street straps 
in satin, buckskins, patent, calf, 
and kid are reduced $2 a pair. Many sales 
on same for Christmas presents are being 
made with heavy buys announced. 


Tom Johns Dead 


Tom Johns, who for forty years has 
been connected with first the Goodyear 
Shoe Machinery Company and after the 
absorption of that plant by the United 
Shoe Machinery Corporation, died at the 
residence of his son Leon, 138 Marquette 
Road, Chicago, December 2 

Mr. Johns gained and held the friend- 
ship, confidence and good will of the shoe 
manufacturers with whom he came in con- 
tact in the pursuit of his duties as efficiency 
man for the United Shoe Machinery Cor- 
poration. He had the faculty of straighten- 
ing out differences that arose between his 
company and the shoe manufacturers to 
the satisfaction of both parties concerned. 
The manufacturers all felt that they could 
trust Tom Johns and leave up to him a so- 
lution of their problems. Many of the 
manufacturers in the middle west openly 
acknowledged that a large measure of their 
success was due to the untiring efforts of 
Mr. Johns to help them constantly im- 
prove their footwear in style and finish. 
He had helped many of them get extra 
production by shifting location of ma- 
chinery and in other ways, without the 
employment of additional operators. In 
the death of Mr, Johns the shoe manufac- 
turers of the Middle West suffer the loss 
of a true friend and a competent counsellor. 
Ed. McMechan, B. C. Bowman and Frank 
Gerwig constituted a committee who pre- 
pared resolutions, adopted by the Shoe 
and Leather Association, Chicago, of 
which Mr. Johns was an active worker. 


suede, 
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1921 Census Shows .Material 
Decrease 


Washington, December 26—A material 
decrease in every item of the boot and shoe 
manufacturing industry for the calendar 
year 1921, compared with 1919, is shown 
by the census of that industry, just com- 
pleted by the Census Bureau of the U. S. 
Department of Commerce. 

The outstanding figure is that there was 
a decrease of 19.4 per cent in the number 
of establishments manufacturing boots 
and shoes at the close of 1921, when com- 
pared with the end of 1919. At the close 
of the latter year there were 427 firms so 
engaged and in 1921 there were 344 manu- 
facturing concerns. 

A reduction of an average of 34.1 per 
cent in the persons employed is shown in 
1921, compared with 1919. The wages 
paid to the 6,995 persons engaged in the 
industry during last year were $8,568,000 
compared to $10,806,000 paid to 10,615 
employees in 1919. This means that while 
the number of employees was reduced 34.1 
per cent, that salaries were reduced pro- 
portionately only 20.7 per cent. 

The value of the 344 manufacturing 
plants last year was placed at $39,117,000 
compared to a value of $62,825,000 in 1919 
and represents a decrease of 37.7 per cent. 

Of the 344 establishments reporting 
products valued at $5,000 and more in 
1921, 217 were located in Massachusetts; 
56 in New York; 15 in Missouri; 12 in New 
Hampshire; 9 in Pennsylvania; 7 in Maine; 
6 in Rhode Island; 5 in New Jersey; 4 each 
in Ohio and Wisconsin; 2 each in Connecti- 
cut and Illinois; and 1 each in California, 
Kentucky, Maryland, Michigan and Texas. 





Namm’s New Buying Offices 


The following statement has been given 
out by A. I. Namm & Son, Brooklyn, re- 
garding their new buying offices:— 

“Shortly after January 1, our buying of- 
fices will be located in Manhattan. We 
have leased for a term of years the third 
floor of the New York Herald Building on 
Broadway and 35th Street. This entire 
space will be devoted to sample rooms 
kept open every day, both morning and 
afternoon. Ample facilities will be pro- 
vided for the comfort of visiting salesmen. 
Buyers and their assistants will be avail- 
able practically all of the time, to inspect 
merchandise offered for purchase.”’ 





San Francisco Notes 


R. E. Burney, head buyer for Rosen- 
thal’s, Inc. has left for a visit to the east- 
ern factories, on a buying trip for the big 
Post Street store. 

L. B. Rich has become associated with 
the Sommer & Kaufman Store at 119 
Grant Avenue. 
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Two Features 
That 
Distinguish 
Ease-All Shoes 


Ease-All shoes command the 
careful attention of all dealers, 
for in addition to their correct- 
ive features they maintain 
all the stylish lines found in 
fashionable footwear. 


was 
ber | 





ts 


ym- 


nu- 


PTT 












=> 









To... MDL De 


rl 
i! ‘ 


— 






= 








Long counter on BOTH sides 
of shoe. Made of solid leather. ‘ o. ge 
Found in no other brand of Leading orthopedic specialists 


in | . Sater. endorse Ease- All shoes because 








: of the special construction 
which prevents as well as re- H 
lieves numerous foot troubles. 








As usual our Mr. DeVille 
will be at the Majestic 3 
Hotel, Chicago, Illinois, 
during the first two weeks 
of January. 
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He will be pleased to explain 
itll the merits of this line to all 
. Tempered steel shank built into 

' 
| 
t 





the shoe. It elevates and holds buyers who are in Chicago at 
the arch in its proper place. tha t time 





























UTZ & DUNN CO. - 


ROCHESTER ~NEW YORK 











DENVER OFFICE NEW YORK OFFICE LOS ANGELES OFFICE 


218 Charles Bidg., Denver, Colo. Bush Terminal Sales Building 709 Forrester Bldg., Los Angeles, Cal. 
TIGER & McNUTT a by West 42d St., Room 1521 G. C. McATEE, Representative 
Representatives A. McOMBER, Representative 
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And Now We Have 





One of the most interesting of all contests for a name has come to a close. The Gordon 
contest was for an appropriate name to be given for all time to a shoe that is destined to 
convey to millions of people all that is attractive in a man’s comfort shoe with the dis- 
tinctively new feature of style as well. 


The men whose daily activities demand foot wear of comfort—without its conspicu- 
ously announcing to the world its mission—is legion. 


And finally after laborious work extending over a period of more than a year we are re- 
warded—the wonder shoe is an actuality! 


So to name the shoe! 


Here was a problem which we knew would be interesting to many. The name must 
be apropos. It must be worthy of a great shoe—an achievement! So we called upon 
our many friends and invited others to help us christen this infant prodigy. 


And — Now we have the Christening! 
THE 
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Teieghone 5 ALBERT A. HOTZ, Prop. 


COMPANY 
a & HOT p. OS ner 


Louis ¥. Gordon Co. Inte, 
110 Duane Street, 


New York City. 


gentlemen: 


in 
I have noticed your contest for @ name 


I have been 8° interested, 
so interesting that I 
noe that you ere 
time been trying 


the Shoe Trede Papers. 
fon has been 





end your descript 
8 

think it must indeed be ® good 

I have for some 














and . 
going to leunch that will fit. Tag "122 ri 


me 
hope may be & na 
aah <3 think of a name that signifies 
limineted 
time. I have © 
nd comfort at the same aa ie 


to sug 
It is herd to 


style © 
many thet ceme to my mind. 

The name which I wish to 

sonsider the best of all I have thought of is 


"MODR-0-PEDIC 


y find this suitable, and, 


g whav 







enter 4s bein 






Trusting thet you me hes 


thet I will be fortunate enough to win the 
& - 





7ois0 hopin 
i prize, I om 
ver 


aan: Bw 


MODE-O-PEDIC 
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The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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2 | — The Christening! 
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It has been a source of pleasure and astonishment to us to be the recipients of the verita- 
ble deluge of replies—mayhap you are one of those who so kindly suggested a name and 
we thank each and every one. The judges have agreed that, taken as a whole, the names 
have been remarkable for the cleverness shown by their proponents, and many are 
indeed worthy of use. There can be however but one name used—one prize allotted— 
and the winner the judges have decreed, is Mr. A. A. Hotz, of Stamford, Conn. 


Mr. Hotz has christened the shoe! The name of this remarkable new-comer is 


MODE-O-PEDIC 


and the slogan which will accompany the Mode-o-Pedic shoe is 
‘‘ Comfort —Disguised by Style!”’ 


The Christening is over—the lusty infant is being enthusiastically admired by all—and 
we know that there are many who will observe with unabated interest its growth—to the 


401 


full attainment of its destined place at the forefront as America’s most worthy and re- | 


nowned shoe for men! 


Note its pedigree! Picture in your mind a shoe bred from a blending of all that is cor- 
rective and best in specially designed comfort features, materials and workmanship 
unsurpassed! An aristocrat whose salient, outstanding, appearance is style—but 
whose arch-fitting certainly is nevertheless as fully perfected as the style which conceals it, 


Benz Brown Kid Special Color Heavy Twill Linings 
Surpass Black Kid All-Calf Quarter Linings, Top Stays and 
Carl Schmidt's and Back Stays 

Pfister & Vogel's Calfskins Fast Color Eyelets 

103M Iron ‘‘A’” Grade Back Soles Extra Heavy Felt Tongue Linings 

8-Iron Innersoles Specially Tempered English Steel Shanks 


Oversize Leather Counters O‘Sullivan Rubber Heels 


Remember here is a real man’s shoe that can be RETAILED for $8.00, despite the fact 
that most so-called Comfort Shoes, discomfort to the eyes as they are—are being re- 
tailed at much higher prices and much shorter profits. There will be a WONDERFUL 
PROFIT for those who acquire an agency for MODE-O-PEDIC Shoes. 


The MODE-O-PEDIC Shoe is a product of Brockton, where quality and workmanship 
reign supreme. ‘These shoes will be stocked heavily from AA to E, eliminating the 


necessity of carrying unwieldy stock. 


We invite you to inquire for the exclusive agency for MODE-O-PEDIC Shoes in your 
locality, “‘ Dealer Helps” are being prepared. 


During the Chicago Show MODE-O-PEDIC will be on display at the La Salle 
Hotel and at Booth No. 73 at the Coliseum. 


Write Today To 


LOUIS W. GORDON CO., Inc. 


110 DUANE STREET NEW YORK CITY 


Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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EXTRA HEAVY FLANGE SOLE 
—Ai thick, single layer of the finest, 
toughest rubber. Its flange shape means 
extra protection and wear, 














BACK OF THE HEEL — Eleven 
layers of heavy duck and highest grade 
rubber make this one of the strongest 
points of the whole boot. 














THE INSTEP —We've put a. sertes 
of graduated reinforcing layers into the 
instep, combining unusual flexibility 
with surprising strength 


















THE ANKLE—Wiere so many boots 
sag and crack, The“U.S,” Boot hasan 
extra“collar™ around the leg, and on top 
of that is vulcanized a heavy side-stay. 


Rugged strength 
at the 4 vital points 


—that’s why “U.S.” Boots give such long wear 


OLE, heel, instep, ankle—it’s at one 
of these + places boots get their 
hardest strain. 


And weakness at any one of them will 
rob your customers of the wear they 
ought to get! 


The big reason for the remarkable 
strength, long wear and “stand up” 
qualities of “U.S.” Boots is the fact that 
their makers have built into them at 
every one of these 4+ vital points the 
strongest kind of reinforcements. 


Made throughout of the finest quality 
of fabric and tough rubber, “U.S.” Boots 
are backed up at the “wearing points” 
by 7 to 11 extra thicknesses. And they’re 
so built that all this extra wear is gained 
without losing ease and flexibility 


United States Rubber Company 
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A suggestion for an attractive window. Presented by the United States Rubber Company 


(good Trims Sell Gaiters, if You Have ’Em 


Recent Storms Have Caused Big Demand—So Has Vogue for Staples 
and Novelties—Jobbers Rushed with Orders—Factory Wheels 
A’ Whirling—Retail Stocks Getting Lower 


HIS season, more than at any time 

in recent years, it is necessary for 

the retail shoe merchant to keep 
constantly before him the condition of his 
stock of rubber footwear. It has been a 
year marked in every line of merchan- 
dise by hesitancy towards placing future 
orders on the part of the retail merchant 
and jobber. 

All through the summer months of 
1922, a heavy burden was thrown upon 
the manufacturer to anticipate the de- 
mand which was sure to come as soon 
as winter weather appeared throughout 
the country. Every manufacturer in the 
country did anticipate this demand to a 
considerable degree, but with small stocks 
on the shelves of merchants, the boards 
have been swept clean and heavy inroads 
made into the stocks which were available. 


The Story in a Nutshell 


Today the rubber footwear factories 
are running full blast in an endeavor to 
supply the insistent demands of the trade. 


Especially is this true of the gaiter situa- 
tion—not only as it relates to women 
wearers, particularly, but also to all the 
rest of the family. 

Rubber jobbers are hustling. As one 
of Boston’s leading rubber men put it— 
“I have been working the past two or 
three weeks from 8 A.M. until 10 P.M.— 
on Sundays from 9 A.M. until 10 P.M. 
I have told my wife that I will be home to 
eat Christmas dinner.” But in spite of 
every effort, retail stocks are becoming 
lower and lower. 


Fashion Element Aids Demand 


Although the storms which have 
recently visited the country have been 
largely responsible for this flurry, another 
element ‘has entered into the situation 
and that*is the current style—for it is 
fashionable this winter for every one to 
wear gaiters, either novelty or staple. 
The chief demand seems to be on the 
staples, although the novelties have been 
pushed well and have sold well—but the 


great number of staples worn and asked 
for by the merchants has surprised even 
the factory experts, who are now speed- 
ing up on the old reliable, four-buckle 
variety. ‘The feminine portion of the 
public is indeed an uncertain proposition. 


“Once More—Size Up!” 


May we suggest, therefore, as a good 
New Year’s resolution for every merchant 
to keep supplied well ahead during 1923 
of the increasingly active rubber shoe de- 
mand which comes with every touch of 
severe winter. 

Rubber footwear is a staple which 
always moves rapidly during the wet, 
cold and sleety winter months. With the 
possible exception of a few of the extreme 
styles, it is good, year in and year out. 
The retail shoe merchant oft turns trade 
away from his store saying, ‘““The demand 
has cleaned us out entirely,” and loses the 
opportunity to make his store known as 
the place which furnishes merchandise 
that the consumer wants when he wants it. 
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Comparative Leather and Hide Prices 
Upper Leather (Price Per Foot) 
Pre-War Peak October, 1921 Today 
Calf, suede top grade...............-.+. $0.32 @$0.35 $1.40 @$1.50 .65 @$0.75 $0.60 @$0.65 
Calf, smooth colored, top grade......... -28 .30 1.40@ 1.50 45 55 45@ «.50 
Calf, smooth, black, top grade.......... -26 28 1.30@ 1.40 45 50 ---@ 45 
Side leathers, colors, top grade.......... 18 22 -75@ 1.00 -26 30 -28@ .32 
Side leather, ‘black, top A saeeodese 16 20 65 .90 -24 -26 -26@ .22 
PO a bit 3 aaa aN 45 50 1.40@ 1.60 .65 .80 -20@ .80 
White buck, top grade (side lea.) .. -28 30 .90@ 1.00 35 40 35@ 43 
Dh MM b0006sees i weserseneces 24 -26 65 .70 -24 .26 -28@ .30 
Kids, cua, | ci Sas ieecteeee andes 35 40 1.40@ 1.65 .80 .90 80@ .90 
Kids, colors, Pn adsedasecedices -28 .30 1.35@ 1.60 -70 80 -70@ .80 
Bid, Dinok, top qrade......ccccccsccces -28 30 1.35@ 1.50 -60 -70 65@ .75 
Bi GE, GERcc cc cccescceccccces -20 24 -70@ 1.10 35 55 35@ .55 
Kid, medium, 18 22 60M 1.00 30 50 35@ .50 
DI ic cnoc cotiabiavataapaacta 06@ 12 20@ .36 a 118 ..@ .20 
Chrome, patent sides and kip. . -25 30 85@ 1.05 45 48 45@ 55 
| __—_—iie = h ERR -40 1.40@ 1.60 -70 80 65@ .70 
; Sole Leather (Price Per Pound) 
ee To eneccsscsccesnecanand $0.32 b ars $0.56 @$0.58 34 @ $0.34 .36 
hadetedenwedeeeehs snewtngnsoeetese 7 .36 -90 > 46 50 52 55 
Bs Be GR nc cccceccv ee Webunescucs 38 .39 92 95 55 55 60 
No. 1 oak bends, shoe mfrs.’ use... ..... 46 AT -98@ 1.05 60 65 65 -68 
No. 1 oak bends, finders’ use............ ‘an 48 1.15@ 1.25 -70 @ .80 .75 85 
‘Raw Hides and Skins (Price Per Pound) 
(1913 Av.) 
Native steers, as used in sole leather, 90.18% ee 9 @ uK e 
pRB cccccacccepepocgesecoce 18 52 55 20 20 
Heavy Texas steers, for sole leather...... - 18 ie 50 @ .14 18 @ ies 
Light native cows, for side ui ee. « ae 17% .62 124%@ .12 @. 
Branded cows, for light sole leather... ... os 17% - 50 @.1 14% 
No. 1 buffs, for heavy ui -~ side lea. @ .15 45 50 @ 12 12% 
as 1 | Chicago City for fine calf is @ 2 16@ 
seboeeecgsscccecseosevoesess we 17 -80@ 1.02 . : -19 
Kips —~ u Di cseseuesineseas os $ -16 65 $e 13 18 4 $ é 
hides for sole leatber.............. @ .30 42@ .26 14% 15 18 18% 











No Change in Leather Prices 


YW NRADING the past week has ‘been 
confined to small Jots in the upper 
leather market which is customary 

at this time of year. Tanners, however, 
state that conditions should be better fol- 
lowing inventories. Sole leather business 
is larger in volume proportionately and 
there is considerable going forward each 
day on regular orders. 

There is no change in the price situa- 
tion. Tanners are holding firmly to prices 
and there is no sign of any weakening. 
Leather which is now being sold could 
not be produced at any less cost and 
some kinds of leather would cost more at 
the present prices of hides and skins. 
There is a quiet tone prevailing in the 
calfskin market. 
been taken of late although the principal 
business being done is on the heavier 
weights. Light weights are dragging and 
slow of sale. There is not much new 
business on patent leather although it is 
expected patent leather will have a good 
run on the spring lines. Prices will also 
continue approximately the same unless 
there is a weakening in the market on 
raw stock. In the novelty leathers quite 
a demand is springing up for alligator 
leathers in red and gray for trimmings on 
sport shoes. 


Sole Leather Firm and Active 


Sole leather is taken up in the better 
weights and grades about as fast as it 


Not many orders have ~ 


comes from the tanneries on regular con- 
tracts. There is an unusually heavy de- 
mand for heavy sole leather and sole 
cutters are also cutting considerable 
light weights. Steer backs are quoted at 
from 50c to 55c and cow backs from 48c 
to 50c. Heavy packer steer backs, tan- 
nery run, are quoted at from 50c to 55c 
and light weights from 47c to 48c per 
pound. The oak sole business has been 
more varied, with business good in some 
sections and quiet in others. Shoe tan- 
nages of oak backs run from 55c to 57c 
per pound. Oak bends bring from 70c to 
75¢c and up to 90c for the best quality 
bends. 
Calf Leather Slow of Sale 

In the upper leather market, business 
is not so brisk. Calf leather is selling in 
small lots but with an aggregate business 
which takes up considerable leather. 
Quotations are on the same basis. Chrome 
tanned, full grain colored is offered at 
48c to 50c per foot; medium grades bring 
from 40c to 45c and the cheaper grades 
from 28c to 35c. There are still some 
job lots on the market at around 16c per 
foot and up. There is a fair call for suede 
calf with the leaders quoting from 55c to 
60c on the best grades of colors. 


Side Leathers Quiet 
Side leather is in about the same posi- 


tion as calf so far as sales are concerned. 
Better business is looked for after inven- 


tories and the holiday season. The top 
grades of full grain colored chrome side 
are quoted at from 28c to 30c by the 
leaders. No. 2—24c to 26c, and No. 3 
selections 20c to 22c. The cheaper lines 
bring from 15c to 19c and job lots from 
8c to 12c. There is a fair call for colored 
buck with the best selections from 40c to 
45c; medium grade from 30c to 38c. 
There are also some job lots offered as 
low as 15c and up. The top grades of 
elk are quoted from 30c to 34c per foot 
and down as low as 20c. 


Patent Not so Active on New Business 

The principal activity in patent leather 
is in filling orders already on the books. 
Not much new business is expected until 
after the first of the year. The top selec- 
tions of patent kips are offered at 48c to 
50c and some as high as 55c. Patent 
chrome sides top grades bring 45c to 48c 
for No. 1; 38c¢ to 40c for No. 2; 25c to 
32c for No. 3. Cheaper leather is avail- 
able at prices ranging from 20c to 30c 
per foot. 

Kid Trade Moderate 


Glazed kid tanners are affected by the 
general dullness although good sized sales 
are heard of occasionally. There is no 
change in prices; the very choicest leathers 
bring from 90c to-$1, although this is a 
very small percentage of the kid leather 
made. 
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Achieving in Comfort 
the 
Achievements in Style 


I. MILLER has created in the Truwauk 
Shoe a degree of comfort as distinct as the 
superiority of his style shoes. 

wy This new comfort shoe is receiving 

N ea amazing endorsements—Dr. Lorenze says, 
eT ee “‘anatomically correct.” Shoe men every- 

the weight where are enthusiastic. 

But above all, this most comfortable of 
shoes is almost a style shoe—Graceful and 
dainty lines lift it far above all other Com- 
fort Shoes. : 

Progressive dealers will welcome the op- 
portunity to tie up with a product which 
holds such sound promise for a new and 
growing impetus to their business. 


On display at Sherman Hotel during 
Convention. 
































Truwauk distrib- 





I. MILLER & SONS, Inc. 


ONE CARLTON AVENUE, BROOKLYN, NEW YORK 
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(This Department is conducted by Helen M. Haney. Associate Editor) 






A Bit O’ N.S. T. A. History 


Its Accomplishments—Y esterday—Today—Tomorrow—“On to 


N July 17, 1911, the National Shoe 
(tarde Association, came into 

existence. Its place of birth was 
Boston. Its object was to foster the in- 
terests of its members; to ascertain, defend 
and protect their rights in the pursuit of 
their occupations; to bring about a closer 
relationship among all traveling shoe 
salesmen; to unite into one association all 
existing shoe travelers’ associations; to 
encourage and assist in the formation of 
local organizations in all shoe trade cen- 
ters; to co-operate with kindred organiza- 
tions in promoting the welfare of com- 
mercial travelers; to elevate and improve 
the moral and commercial standards of 
traveling shoe salesmen, and to discredit 
the unjust and dishonorable member. 


“Strength through Quality Membership” 


The late James D. Sheridan, who for- 
merly traveled for P. Cogan & Son, Stone- 
ham, Mass., did very efficient organizing 
work and was elected temporary chairman, 
with Fred W. Stanton, temporary secre- 
tary. A little later a permanent or- 
ganization was formed with the following 
officers: J. E. O’Brien, president; A. H. 
Hopkins, first vice-president; F. W. 
Stanton, secretary; S. A. McOmber, 
treasurer. The following associations par- 
ticipated in the organization: Chicago 
Shoe Travelers’ Association of Chicago; 
Boston Shoe Travelers’ Association; Boot 
and Shoe Travelers of New York; The 
Shoe Associates of Boston; the Southern 
Shoe Salesmen’s Association of Boston. 
The membership was 400, but it was a 
representative one. Today, there are 
16,000 shoe travelers in the United 


States, of whom the leaders are members 


“Strength 


of the N.S.T.A. through 


Chicago, January 4-7, 1923” 


Quality Membership” has ever been the 
slogan of the N.S.T.A., and this high 
standard has been borne aloft by all of the 
presidents, both national and local; with 
the 1922 President, Frank B. King, a 
strong advocate of that principle. Mr. 
King has been most untiring and unselfish 
in his work for the N.S.T.A. Besides 
attending to his profession of selling shoes 
for John J. Lattemann Shoe Mfg. Com- 
pany of Brooklyn, N. Y., whom he has 


N.S. T. A., 1911-1921 


The past eleven years from 1911 
to 1922, have been a period full of 
brilliant accomplishments. At the 
left is the picture of the first presi- 
dent of the N.S.T.A., John E. 
O’Brien, who travels the South for 
the Commonwealth Shoe and 
Leather Company, and who is 
known and beloved by all the shoe 
trade. On the right is the popular 
1922 President, Frank B. King, a 
valiant leader of the victorious 
army of the N.S.T.A. in its fight for 
interchangeable mileage, “Shoes for 
the Occasion” and “Strength in 
Organization Through Quality Mem- 
bership.” 





























represented for many years, traveling all 
of the larger cities from Pittsburgh to 
Kansas City, from there to St. Louis and 
north to Duluth, he has given much of his 
effort to the various locals. His only regret 
has been that his time has been limited 
and that he has not been able to visit all 
of the groups who have invited him to ad- 
dress them. He is a man of broad mental 
calibre and splendid personality. Through 
him, affiliation with the National Federa- 
tion of Commercial Travelers’ Organ- 
izations was brought about, giving the 
N.S.T.A., and the N.F.C.T.O. a combined 
strength of 740,000 members, which was a 
prime factor in the force of the arguments 
presented to the Interstate Commerce 
Commission on Interchangeable Mileage. 


President King a Style Authority 


Another outstanding feature of the work 
of Mr. King has been the fact that he 
has been a splendid promoter of the slogan 
“Shoes for the Occasion.”” Through him 
the N.S.T.A. has been invited to assist 
at the several conferences of the allied 
industries on style. 


N.S.T.A. Won Interchangeable Mileage 


The biggest accomplishment of the 
N.S.T.A. during the past year has been the 
securing of interchangeable mileage, for 
which it was commended on every side, 
because of the concise manner in which it 
presented its case and the logic of its 
arguments. Particularly noticeable was 
the fact that the shoe industry, which 
was represented by Thomas A. Delany, 
secretary of the N.S.T.A. was the largest 
individual force at these hearings. The 
allied shoe trades with a financial strength 
of almost a billion dollars acted as a body 
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Are the Shoes You (jet |= 


AN OLD AND RELIABLE FIRM 
NOW SUPERVISED BY 


NEW AND ENERGETIC'EXECUTIVES 


























R. LAURENCE LENNOX and Mr. Harland Leighton are 

now at the throttle of the P. J. Harney Shoe Co. The two 

officers, in years past, have worked together harmoniously and are 

thoroughly imbued with the high ideals governing Harney production 
and quality maintenance. 





Team Play and Pride in Craftsmanship are two underlying motifs in the 
Harney factory. They are first essentials, the profits derived from sell- 
ing being secondary. Perfect co-ordination is found in every depart- 
ment. Executive and operative work out problems together, plan new 
styles together and produce the best shoe humanly possible. 


Every merchant acquainted with the fine spirit which sways the 
Harney organization can buy the product with the knowledge that he 
is getting a square deal. He can be certain, furthermore, that his pur- 
chases will compete favorably with any footwear of equal grade. 


During the N.S. R. A. Convention, Chicago, see our exhibit at Hotel 
Morrison, Rooms 1314-13144, January 8,9, 10, 11. Mr. Leighton and 
Mr. Lennox will be there. 














-D.J.HARNEY SHOE C0.: 


LYNN eae MASS. 
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GEORGE GRANNAN 
President Arkansas Shoe Travelers’ Association. 





and this unity of action was brought 
about by the National Shoe Travelers’ 
Association. 

The traveling fraternity was com- 
mended on every side, because of its 
unity of action and the concise manner 
in which it presented its demands; the 
logic of its arguments, with facts given to 
prove the justice of a reasonable and just 
rate. Particularly noticeable is the fact 
that the shoe industry was the largest 
individual industry represented at these 
hearings. 

Unity of Action 

This unity of action was brought about 
by the National Shoe Travelers’ Associa- 
tion, which represented the National Boot 
and Shoe Manufacturers’ Association, 
the National Shoe Retailers’ Association, 
the National Wholesalers’ Association, the 
New England Shoe and Leather Associa- 
tion, the Tanners’ Council and such cor- 
porations as the United Shoe Machinery 
Company, the Thomas G. Plant Co., W. 
L. Douglas Shoe Company, the T. D. 
Barry Company, M. A. Packard Com- 
pany, Watson Shoe Company, the Cham- 
ber of Commerce of St. Louis, the United 
Shoe Corporations of St. Louis, with fully 
300 other manufacturers and jobbers and 
other members of the trade, representing 
in dollars almost a billion. 


Rates Soon to be Announced 


The National Secretary is in hopes to 
have a final report from the Interstate 
Commerce Commission pertinent to the 
operating of Interchangeable Mileage by 
the opening date of the convention. By 
that time arrangements will undoubtedly 
have been put through as to the kind of 
ticket which will be issued and rates 
thereof; also rates as to baggage. 
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“Tom” Daly Sends Unique 
Greeting 


Thomas Daly, representing Upham 
Brothers Co., with headquarters at 5816 
South Park Avenue, Chicago, has recently 
sent the Recorder’s Editor-in-Chief a very 
unique Christmas and Happy New Year’s 
card, in folder style on white stock and 
printed in black and red ink as follows: . 








Good Bye and Thank 
You, 1922 


Pax Wobiscum 


I am wishing you and yours 
a Better Merry Christmas 
and a Better Happy New Year 

than you have ever had. 


I hope that every day, 
every hour, every moment, 
You may grow better, 
healthier and happier. 


Welcome 1923 


Sursum Corda 


Have your Birthday 
Every morning and 
Your Thanksgiving every night. 


THOMAS DALY 
5816 South Park Avenue 
Chicago 


Dominus Wobiscum 











“Tom’”’ is evidently one of the many 
disciples of Dr. Emile Coue and a bit 
of a Latin scholar, as well. 





No Chance for Controversy 


It has been stated in some circles that 
in case the decision is not favorable to the 
railroads, this latter body will bring the 
matter before the courts on the ground of 
discrimination, but previous legal de- 
cisions in such cases have been that only 
those against whom discrimination has 
been directed have the right to enter a 
protest. The parties discriminated against 
here would be the public and it is extreme- 
ly doubtful if the public would be so unfair 
to its interests and pocketbooks as to try 
to have a measure which is of great 
benefit to it set aside. 


Elimination of Surtax on Pullmans 


The next big piece of work which the 
N.S.T.A. is to undertake is the elimination 
of the surtax on Pullmans. The claim will 
be made that this tax was put on as a war 
measure only, and is added income to_the 


409 








F. M. ROWLEY 


Secrelary-Treasurer of the Arkansas Shoe 
Travelers Association 





railroads alone, but an increased burden 
to the traveling public. 


N.S.T.A. Endorsement Valuable 


A large number of positions have been 
secured through the recommendations of 
N.S.T.A. Manufacturers and employers 
of salesmen in the shoe industry have dis- 
covered the real reliability of the infor- 
mation given through the national office 
and the advantages of securing the services 
of men who have proved their ability in 
getting orders, and of salesmen who are 
acquainted with the demands of the trade 
in particular sections. 

From various parts of the United 
States have come requests for charters to 
form two new organizations of shoe 
travelers, whose petitions for affiliation 
will undoubtedly be presented at the 
N.S.T.A. Chicago convention. 


Charles E. Green with 
A. Fisher & Son 


Charles E. Green, well and favorably 
known to the shoe trade all over the 
United States and who for a number of 
years has represented A. D. Fisher, has 
recently become associated with A. Fisher 
& Son of Lynn, Mass. 


David Burton Blanton a 
Benedict 


David Burton Blanton, who covers Vir- 
ginia, West Virginia, North and South 
Carolina, Georgia, and Florida for the 
Richards & Brennan Company of Ran- 
dolph, Mass., and whose home town is © 
Richmond, was married on Thursday, De- 
cember 14, to Mrs. Myrle,Owen Burton, 
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In Stock January Fifteenth 
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Black Kid Oxford 


Goodyear Welt—Full Grain Leather Counter. 
Solid Leather 12-8 Cuban Heel with Wingfoot Rubber Top Lift. 


B Wide, Sizes 4-8 
. = 


314-8 
D“* 328 
5 *¢° 4 


MADE WITH LARKIDE superior 
WEARING SOLE. DRESSY, 
COMFORTABLE, DAMP-PROOF. 


Same Shoe in Havana Brown Kid Style No. 9001. 
Price Black, $3.50, Brown, $3.85 
Distributed also by 


A. J. Bates & Co., New York, N. Y. 
Chicago Style Show January 8th to 12th 
SEE OUR LINE AT HOTEL MORRISON 


Will be shown by 
Mr. A. LEE BRIGGS Mr. R. MARKOWITZ 


Bricas-HutcHison CoMPpANy 


Makers of Women’s Goodyear Welt and 
Turn Type Footwear 


SALESROOM FACTORY 
10 High Street : A and Athens St. 
Boston, Mass. Boston 27. Mass. 
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LOUIS ABRAMSON 


Hesident New Orleans representative of the 

Hannahsons Shoe Company of Haverhill, with 

altraclive sample room at 419 Iberville Street. 

Mr Abramson has had long experience in the 

shoe business, has a host of friends and is de- 

lighted with the opportunity lo sell the well-known 
Hannahsons’ line 





THOMAS R. ALLEN 


Who led the Ogden Shoe Co. traveler-boosters 
in the largest amount of sales for week ending 
November 11, and was awarded a cash prize jor his 
goud work. Mr. Allen covers North Carolina. 





Cc. W. McKINLEY 


Who covers Arizona and Southern’ Calijornia 
for Ramsey's, Brooklyn. 








Cloutier Hannahsons’ 
Canadian Representative 


The Hannahsons Shoe Company is 
gradually enlarging its foreign sales or- 
ganization. Representatives have al- 
ready been appointed for Cuba, Mexico, 
Peru and Ecuador. 

A. E. Cloutier, who represents high- 
grade Canadian lines, has been appointed 
to represent the Hannahsons Shoe Com- 
pany in the Province of Quebec, Canada, 
with headquarters at his sample room, 518 
New Birks Building. Mr. Cloutier is very 
much pleased with his new connection 
and writes, “I expect to interest many of 
my Canadian friends in the fast selling 
Hannahsons’ line of satin and canvas 
novelties.” 





Fred Berg Sells Le-Hy Shoes 


Fred Berg, 2111 East 89th Street, Cleve- 
land, Ohio, has severed connections with 
the Specialty Shoe Co., Fort Wayne, Ind., 
with whom he has been associated for the 
past fifteen years, and has joined the sales 
force of the Le-Hy Shoe Manufacturing 
Corporation, Rochester, N. Y. 

Mr. Berg has visited the factory of the 
Le-Hy Shoe Manufacturing Corporation, 
and is very enthusiastic over the line which 
he will have the pleasure of showing to the 
trade in the State of Obio. 

Infants’ children’s, misses’, growing 
girls’ and young ladies’ staple and novelty 
Goodyear welts at popular prices will be 
featured. 

Mr. Berg will greatly appreciate any 
courtesies that may be shown to him in 
connection wi.h the new line. 


Thomas R. Allen Big Busi- 
ness Getter 


Thomas R. Allen, with headquarters at 
Asheville, N. C., represents the Ogden 
Shoe Company of Milwaukee, in Northern 
Carolina. Mr. Allen was the proud recipi- 
ent recently of the following letter from 
his house: 

“Dear Mr. Allen—We are enclosing 
herewith our check to cover your cash 
prize as winner in the contest for the larg- 
est amount of sales for the week ending 
November 11. We are indeed pleased to 
note that you can go out and get the busi 
ness. The Ogden mark is your shoe insur- 
ance policy. Go to it, Mr. Allen!” 


Bleecker Represented in 
Chicago 


The entire sales force of Bleecker Shoe 
Company, New York City, will meet all 
the visiting merchants and buyers during 
the N. S. R. A. convention in Chicago, 
January 8, 9, 10, 11, headed by Miles L. 
Bleecker, John G. Sperling, and Dave 
Gilbert. Bleecker’s showrooms will be 
located at the Hotel La Salle. 


“Brings Home Bacon”’ 


George L. S arks, who is now with the 
Pels Shoe Company of Brockton, and is 
covering Southern territory for this firm, 
is now on his territory, and is already 
sending in some good orders for shoes. 
Mr. Starks is one of the best-known men 
in the shoe business, and for many years 
was one of the crack salesmen of the Pres- 
ton B. Keith Shoe Company. 


C. W. McKinley Travels for 
Ramsey’s 


C. W. McKinley covers Arizona and 
Southern California for Ramsey’s, of 
Brooklyn. This very efficient shoe sales- 
man’s address is Phoenix.Ariz., but he was 
born in a rural community of Southern 
Illinois, where he attended school until he 
was thirteen years old. Thereafter, his 
parents moved to Southern California, 
and with them went this young man, who 
has eve’ since called this section of the 
country his home, and where he received 
two years of high school education. 

His early “‘career,’’ he writes us, has 
covered everything that a farmer’s boy 
could do in the way of work—from milk- 
ing cows to harvesting crops. After a few 
year; at farming, or in 1909, he decided to 
enter the commercial world and took up 
work for a Los Angeles saddlery concern, 
carrying shoe findings. When wenty 
years of «ge, he joined the sales force of 
this house, with Inter-Mountain territory, 
making Utah, Idaho, and Wyoming. He 
covered this territory from 1912 until 
1918. He then changed connections, and 
became a part of the sales force of a San 
Francisco house, selling the same lines in 
Arizona; these lines he still retains for this 
territory, in connection with Ramsey's 
lines. 


Don’t be afraid to do what you think is 
best. Reflection is a great thing and has 
its place, but too much reflection inter- 
feres with ection. 

And all prozress is by means of action.— 
Decerber Korrect Shape News. 
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Shoes of Artistic Perfection 
will be shown at 
The Chicago Convention 
Brooklyn Group 
also at 
Hotel Sherman 
and 


Palmer House 


Excellence in quality and correct- 
ness of style are hall-marks of the 
shoes produced by Eyre of Brook- 
lyn, and are so recognized by the 
most exacting of buyers and the 


discriminating woman of fashions. 


We illustrate the spat pump, a low- 
cut model that reflects what we feel 
to be a forecast of the coming style 
trend. 
simplicity are only equaled by the 


Its grace of line and severe 


superb fitting quality of the last 
over which it is drawn. 








The PEDI iuinic 


The successful combination of orthopedic correctness 
and comfort with pronounced style and grace are 
features of this line that nave gained for it a nation- 
wide recognition. 








Fred A. Eyre @ Co., Inc. 


Brooklyn _ , 


New York 
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Vulco-Unit Box ‘Toe : 
for the. Heavy Shoe* - APIS 
The ONE box toe that retains the exact’s . of ‘the tée: in 


defiance of water, perspiration and rou; ph deri Adds 
months of comfort at life to the : 


The Genuine ““YULOO-UNIT”” BOX TOE ‘is made and sold only by 
BECK WITH ‘MANUFACTURING COMPANY ~ 
111 SUMMER STREET, BOSTON, MASS, » 
Largest Manafacturers of Box Toes in the World 


ap te G. W. KIBBY, & CO,. Se. Lovie, OSCAR F. WRIGHT CO. Cincinnati, GEO. A. SPRINGMEIER CO. 
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—. scenes that 

delight the eye. Colors 
that brighten the dull days 
of winter. Superior mate- 
rials assembled by expert 
craftsmen to withstand long 
wear and severe usage. 
These are a few features 
that make Snug-lers the 
most appealing felt line for 
children. 


Snug-lers also include a 
wide variety of style and 
color in felt footwear for 
men and women. 


United States Rubber Company 
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© W: vlman 
SPECIAL 


" High Grade-Shoe &) 


A Custom English “‘Lapel”’ Blucher 


A full line of 1923 styles of our Men’s and 

‘ Women’s high grade welts will be on display at 
our Chicago office, Room 402, Lees Building, 
and our Rooms at the Hotel Sherman. Messers A. 
E. Emans, Geo. W. Howard, M. R. Layton, and 
R. P. Whitman in attendance. 


WHITMAN & KEITH CO. 


DESIGNERS AND MAKERS OF MEN’S AND WOMEN’S FINE SHOES 


BROCKTON, MASS. 
BOSTON NEW YORK CHICAGO SAN FRANCISCO 
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MORRIS BRILLIANT 


BOOT AND SHOE RECORDER 


SAMUEL BRILLIANT WV FRANK BRILLIANT 


HARRY BRILLIANT 


BUY OF BRILLIANT IN 1923 


WHOLESALERS 


We carry on the 
floor complete sizes 
and widths on pop- 
ular priced lines of 
Men's,Boys ,Misses , 
Ladies’, and Child- 
ren’s shoes that are 
extra good values 


this season. 


Good jobs at right 


prices. 


THE 
AT aa N(e 


oR THE 


snot 
TIME 
PR CR 


NEW QUARTERS 


Increased floor space 
and full equipment 
for giving the best 
possible service are 
now available in our 
new building. Quick 
shipment on all 


orders and careful 


attention to every 
detail will be our 
purpose in these new 
quarters. 


We urgently invite all buyers visiting Boston this season to call 
and inspect our stock and new surroundings. 


SAMUEL BRILLIANT & CO. 


182-184 LINCOLN ST., 


i BOSTON, MASS. 
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GOODRICH QUALITY TURNS 


“Imitation is sincerest flattery”’ 


There is no footwear so com- 
fortable as a TURN shoe, and 
when properly made, none more 
serviceable. 


24 HOUR SERVICE 


Anticipate your requirements 
and insure your supply of this 
merchandise. Orders filled con- 
secutively as received. Every 
style illustrated is a real busi- 
ness builder. 


The “Virginia’’ Gore Colonial 
No. 115—Satin Virginia. A gore colonial. 

: - ‘ Tufted tongue. 16-8 Louis LXV Heel. 
No. 109—Price $5.75 Net Price $5.50 Net 
Patent Leather ‘‘Mayflower”’ N. 1M4—P Vireini A i iz 1 
Modern in Construction, a reminder of Colonial a sehen ee i a 

Days, Black Satin Inlaid Tongue, 16-8 LXV Tufted tongue. 16-8 Louis LXV Heel. 

Heel, Medium Toe. Price $5.75 Net 


No. 110—Price $5.50 Net 
Black Satin ‘*Mayflower” 


Tufted Tongue, 16-8 Louis LXV Heel, Medium 
oe. 


No. 108—Price $5.75 Net 
Patent Leather “Triangle” 
Black Ooze Insert, 14-8 Spanish LXV Heel 
Round Toe. 


Sizes:—AA4 -8 B3 -8 
A3%-8 C 244-8 
Less than 3 pair 25c. extra. 


“ANCHORED ARCH” 
S7EEL SHANKS 
No. 112—Price $5.75 Net . No. 111—Price %6.00 Ne 
Sted Oem Snniin “tial A Perfectly Adjusted Support hoe tele widecaoe 
Black Satin Inlay, 15-8 LXV Heel, Medium for the Foot Gun Metal Beaded, 15-8 LXV, Medium 
Toe. ound Toe. 
A Shape Preserver for the 
Shoe 


HAZEN B. GOODRICH & CO. 


Turns Exclusively 
HAVERHILL MASSACHUSETTS 
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Two Popular Models From Our Strong 
Fine Line of IN STOCK Shoes 


Model R-3007 ~ Model R-403 


Black Calf Bal, Stitched Upper and Tip, Imitation Black} Norwegian ‘Calf Oxford, Heavy Single 
Foxing, College Edge, 12 Iron Sole, Wingfoot Heel. 14‘Iron' Sole, 8-8 Wingfoot Heel, | Whirlwind Last. 


—_ = 
— 


Catalog of Complete Line Sent on Request, Also 
Details of Our Agency Plan 
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SERRA RRR 


QA 


SSossos 


A cordial invitation is extended to visit 
our booth at the N.S.R.A.Convention and 
Exposition, Chicago, January 8-11, 1923. 





Booth 85---New England Section 


LEWIS A. CROSSETT COMPANY 
NORTH ABINGTON MASSACHUSETTS 
Midwest Branch: 19 So. Wells Street, Chicago, III. 
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THE ELMDORF 
OXFORD 


Color 31 Gray Buck 
with Gray Calf Trim- 
ming. Imitation Toe 
and Edge with 15-8 
box wood heel. 


We invite your inspec- 

tion of our complete 

line ---- Hotel Morrison 

during Convention 
Week. 


BURROWS SHOE CO,INC. 


ROCHESTER , NY. 
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TWO FACTORIES NOW SPECIALIZING 
ON DECIDEDLY BROCKTON SHOES 


July 6. 1918 we started manufacturing men’s welts in a portion of 
the top floor of this factory. We now occupy the entire building, 
and are making and shipping more than three thousand pairs of 
men’s and women’s high grade welt shoes per day. Our business has 
grown to its present proportions because we offer values which 
retailers consider the best from every point of view. 


Our style department keeps us a little ahead at all times. Our 
quality men keep our shoes up to the highest standard, and most 
of all our cost department keeps their pencils so sharp that we are 
able to give the best values possible for Brockton Made Shoes. 


We are the largest producers of our grade of shoes in this district. 
Our large production with a minimum over-head enables us to give 
greater values than ever before. 


BROCKTON SHOE MAN 


Makers of Brockton Shoes 
> J) BROCKTON, 


New York, 303 Fifth Avenue Detroit, 213 Bowles Building Chicago, 209 Security Building Stock 
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BUSINESS STARTED IN FACTORY NO. 1 
IN JULY 1918. BUSINESS EXPANDED TO 
"FACTORY NO. 2 IN 1922 


The demand for our shoes has been so great that we have been forced 
to branch out and take another factory. We have purchased the 
above factory which will give us factory space to manufacture at 
least five thousand (5000) pairs per day additional. 


In our No. 2 factory we plan to make shoes exclusively for the job- 
bing trade, and will bend every effort to build the snappiest line of 
shoes possible for the wholesale merchant, at prices that will be 
money makers. Our slogan has always been Quality at a price. 
“THE SAME FOR LESS.” 


Mr. Jobber, we are making shoes for some of the leading dealers 
of the country, and have thousands of pairs on order at our fac- 
tory at the present time. Be sure and see our line before you close 
for Spring business. You will find our shoes real {money makers. 


UFACTURING CO., Inc. 


to Retail at $4, $5 and $6 
MASS. 


Department, Philadelphia, Corner Market and North Fourth Streets Sales Department, 117 Lincoln Street, Boston 
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FASHIONERS OF FASHION 


‘Years of concentration have won for S. 
W. Feldstein & Co. the hearty approval 
of the live merchants throughout the 
Greater Cities who are always quick to 
appreciate the excellence and originality 
in Feldstein designs and supremacy for 
Dame Fashion’s footery. 














No. 3997—Black Satin, Black Ooze Saddle and 
Tongue, Cutout and Unde rlayed with sees Satin, 
16-8 Spanish Louis Heel, A to C, 2% to 8 $5.00 


— a 


No. 3998—As above with 14-8 Spanish Louis ae. 
Ato C, 2% wo8 $5. 


No. 3992—As 3997 in all Pearl Gray Ooze Calf with 
Pearl Gray Kid Underlay and doosvend 16-8 bee x 
Louis Heel, A to C, 24% to 8....... $5.25 


ICI 








Foc 


IN STOCK 


oS 





Oo 


No. 3993—Black Satin One-Strap, Black Ooze Collar 
Cutout and Underlayed with _ Satin, 16-8 Span- 
ish Louis Heel, A to C, 24% to $5.00 


No. 3995—As No. 3993 in Patent Leather with Gray 
Ooze Collar, Cutout and Underlayed with Patent 
Leather, A to C, 244 to 8 $5.00 


No. 3996—As > 3995 with 14-8 Spanish Louis ios, 


———— =< = a os 
OOOO ee ie IC 

















These Models Made in our Haverhill Factory by 


TESSIER & BOWDOIN 


“Shoe Suppliers to Novelty Buyers ” 


S.W. FELDSTEIN & COMPANY 
OF Tie 


SHOE 


127 DUANE STREET NEW YORK, N. Y. 








The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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T is interesting to 
know that the 
finest English boot- 
makers areadvocat- 


ing more than ever 
the use of Shoe 


Lacing Hooks for 
men’s footwear. 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Bates Shoe at Chicago 


BOOTH 89 







AT THE CHICAGO COLISEUM, in Booth 89, 
we shall make a selected exhibit of the newest ideas in 
lasts, patterns and leathers that we have developed for 
spring. AT THE PALMER HOUSE, during the 
convention, we shall have a duplicate of our expost- 
tion exhibit together with a complete line of Bates 
Shoes for the season. 


XCEPTIONALLY new effects in Spring styles and Maid- 

Summer sport fashions in Men’s shoes will make the 

Bates display in Chicago during the Style Show a 
notable one. 


Our exhibit will be striking—but not freakish. Among the 
attractive models we offer will be many that meet the universal 
call for real “‘tang”’ in Men’s fashions. 


Bates exhibits at the N. S. R. A. annual conventions have 
been commanding unusual attention ~ because the style “‘tang”’ 
has been in them. And they have commanded the attention 
and patronage of a large number of the inost prominent dealers 
in big cities across the country. 


We are exploiting most successfully the principle of indi- 
vidual styles for men’s varied uses. It has become the keynote 
of Bates Shoes. We are employing it on a scale not hitherto 
approached in the men’s shoe business. 


This keynote fits the Bates program of producing the best and 
freshest seasonable types of shoes for all the special uses men 
put them to. Consequently, it was inevitable that our efforts 
should win the approval and gain the business of the country’s 
most prominent retailers. 
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D ‘‘Trouser-Crease”’ 
Models 





Bates Trouser-Crease Styles 


The trouser-crease feature reflects the latest developments of 
snap in Men’s shoes. It is not only attractive but useful in the 
shoe. It pleases the eye, and makes the vamp stand up. It is 
a winner in the big cities! 


Putting this permanent trouser-crease into Bates Shoes is an 
art. It requires special machinery, special workmen and special 
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ae 

attention. We doit the way it ought to be done. ae 
And in these Bates trouser-crease models we put any good and i 
desirable upper leathers wanted by Bates dealers. Into these a 
shoes we also put the best of inner soles, outer soles, counters and ee 


fittings. 


% 
rN ihe eda wer et 


See the trouser-crease oxford and all the other Bates leaders at 
Chicago. Include them with the other features of the occasion 
that you would not think of overlooking. 


a7 


Paar od ewer amide heh 
Shep ee geen nen 


A. J. BATES COMPANY > 


WEBSTER MASSACHUSETTS 
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‘The Wisp’’---In Stock 


PROMPTED by the real enthusiasm 
with which “The Wisp” has been 
received, we have added this number to 
our In-Stock Department in four of our 
most beautiful and popular combinations. 


Patent Leather with Black Ooze Serpentine 
Collar. $6.25 
Mandalay Ooze with Mandalay Russia Calf : 
Serpentine Collar, Covered Wecd Heel 6.90 

Gray Buck with ‘Gray Kid Serpentine 
Collar, Wecd Heel . 7.15 

White Buck with White Kid Serpentine 
Ccllar, Weed Heel . , + tae 


Widths AAA~D 


RICK 
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The fancy oxtord 1s without doubt 
to be Fashion’s favorite for the 


coming season. 





‘The Wisp’’ Answers the Style Question 


on a turn shoe with the sturdy construc- 
on display at Chicago are many fascinating tion of a welt. 


In the complete line of Rickard Welts 


patterns, among which the Wisp here The thoughtful buyer of women’s fine 
illustrated is the undisputed masterpiece. footwear will appreciate this opportunity 
Designed by Edward M. Rickard this to obtain really high grade merchandise 
attractive oxford combines the lightness of latest style for immediate delivery. 


THE RICKARD SHOE COMPANY 
HAVERHILL, MASS. 


T the National Shoe Retailers’ Exposition, Chicago, we cordially invite your inspection 
of our complete line, displayed at three locations for your convenience. 


Booth No.72. Sherman House, Suite 1210-1211. Chicago Office, 1316 North 
American Building, 36 South State St. . 
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The Season’s Newest—Cut-out Oxfords 
High Grade Hand Turns in Patent, Satin and Bronze Kid 


In Stock 


@ Harry Joy will be at the 
Great Northern Hotel, Chicago, 
during Convention Week. We 
invite your inspection of the 





complete line. 





SIZES AND WIDTHS 


B298—PATENT Leather Cut-out Pattern B 299,—BLACK SATIN with Black Kid 
Trim Cut-out Pattern Oxford, 16-8 


Oxford, 16-8 : Covered Spanish Heel. > Covered Spanish Heel. HAND TURN. 
HAND TURN. $6.25 


$6.25 Teese Dies G0 Gage B 297—Same in BRONZE Kid, HAND 
TURN. 
$6.60 


JOY, CLARK & NIER, Inc., Rochester, N. Y. 




















“ABSO-DRI” 


N important innovation successfully carried out in Children’s, 
Misses’ and Young Ladies’ Style Shoes. 

You will find it interesting and profitable to visit 

Booth 342. 


Our Mr. H. M. HYMAN will be in attendance and will 
be pleased to outline our New “ABSO-DRI” Process to you. 


Do not fail to see us. 


LE-HY SHOE MFG. CORP. 


ROCHESTER, N. Y. 














The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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| ‘The Styles of Spring 


They require an assortment of buckles and shoe ornaments 
to meet the demand of your women customers. 

Beaded work, as shown in the Colonial pictured above, is 
a specialty with us. There are many other features in our 
line, and it will pay you to write for price list and com- 
plete information. A wide variety of styles is ready _for 
immediate delivery. 


Special buckles made to order if required. 


M. FREEDMAN & CO. 


Importers and Manufacturers of High Grade Shoe Novelties 
and Beaded Work, Shoe Buckles, Japanned 
Metal Or ts and Rhi t 


47 Washington St. Haverhill, Mass. 





























WHEN IN NEW 
YORK, CALL ON 
US AND HAVE US 
SHOW YOU OUR 
FULL LINES. 


APACHE BEADED MOCCASIN 


HOUSE SLIPPER which 
mbines comfort, dura- 
bility and attractiveness. 
Made of Tan Ooze Sheep- 
skin. A displaywill brighten 
your window and the sales 

will surprise you. 

PRICES OF APACHE MOCCASINS 


Babies’ Sizes, 1, 2, 3, 4, 5 
Child’s Sizes, 6, 7, 8, 9 


Ladies’ Sizes, 3, 4, 5, 6 
Men’s Sizes, 7, 8, 9, 10, 11 
Terms: 2%—10 days; Net 30 days. 


R Send trade references many and order 
ee our cata © showing seven different styles, or sam- 
ples of Apache a several other popular priced Moccasins 


ARROW NOVELTY CO.., Inc., 108 E. 16th St., N. Y. C. 
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SHOWN AT BOOTH 309 
N.S. R. A. CONVENTION 
CHICAGO 


The above illustration shows 
one of our latest styles. It 
will prove an important factor 
in your season’s sales. We 
cannot too strongly advise its 
purchase without delay. 


Witherell 


TURNS 
Haverhill 


grade one constuction 


are values that will gain stea- 
dy business for you at most 
favorable prices. An order will 
prove the satisfaction with 
which our turns can be so!d. 





Our line will| be shown at the Chicago Style 
Show, Booth 309, G. Herman Pulsifer, George 
R. Rule.fand M. E. Harle in charge. Also at 
Hotel Morrison, Room 1103. 











E. A. & M. C. Witherell Co. 


Boston Office: 
[Rice Bldg., Room 406 


Factory: 
Haverhill,|Mass. 


pl! GEORGE RULE 
Pacific Coast Representative 
; ct 
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BOOTH No. 105 
The Style Center of the Show 





AN INVITATION 


that the well dressed man will demand. 


Don’t forget our address— Booth 105 — you'll be welcome. 














HERE are thousands of retailers in the United States 
who agree that E. T. Wright & Co. have brought forth 
more successful styles than any other manufacturer in the 
country. Let us show you the new and exclusive Wright 
models. From the top of their modish toes to the rear of 
their serviceable heels, you'll find the shoes just the type 


Makers of the Makers of the 


densi = ET.WRIGHT & CO, hic ).sereaf 
a ROCKLAND, MASS. 
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The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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ELT SLIPPERS should be a year-round, profitable seller{for every 
dealer—particularly those whose business it is to merchandise 


foot wear. 


Spring—Summer—Fall—Winter—each is a season when your customers 
are interested in the comfort and health of their feet. And the dealer 
who doesn't limit the pushing of felt slippers to a restricted period, will 
find that he has a profit-creating staple for every month in the year. 


Every customer who enters your store is a prospect for Capitol Felt 
Slippers. Your salesmen should be instructed to sell a pair of slippers 
to every purchaser of shoes. You will be astounded at the way you can 
increase the scope of your business through this slight additional effort. 


Naturally, Capitol Slippers are the logical slippers for you to sell. 
Bearing a famous old name, borrowed from Capitol Wool Soles—with 
which they are made—these slippers represent the acme of felt slipper 
value. 


You and your customers will be more than pleased at the cost of these 
slippers as compared with other high-grade felt slippers. And the com- 
plete assortment of design and colors makes it possible to suit every 
individual taste. 


You may buy through your jobber—if possible—or 
write to us for catalog and information 


The Wiley-Bickford-Sweet Co. 


Worcester, Mass. Hartford, Conn. 





SELLING OFFICES 


Boston, 207 Essex St. 

New York, 1328 Broadway. 
Philadelphia, 44 No. 4th St. 
Chicago, 19 So. Fifth Ave. 

Portland, Ore., 461 E. 41st St. North 
St. Louis, 16th & Locust 


CAPITOLSUPPERS 
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Announcing—that beginning Jan. I, 1923, we will occupy 


) ) in the entire building at 27-29-3]-33 Ladies’ Moccasin Style, Soft, Chrome Sole, 
No. 114—Bathing Shoe with —_ Lege ~ a . & Extra Heavy Padded,{Royal'Idea. 
Waterproof Pocket Hooper Street, Brooklyn, N. Y. 


een eliTiiiite: 


= Makers of . Full Satisfaction on Price, F it, 
=Felt Slippers and Bathing Shoes Ropal Footwear Manufacturing Co. Shape and Quality 
Qu NOHO OOOO 


Ideal Babi ‘ 
"ver | | Kistler, Lesh & Co., Inc. 


Ideal Baby Shoes 
COMMISSION 
SPRING OPENING 


Hotel La Salle, Chicago LEATHER MERCHANTS 
JAN. 8, 9, 10, 11 


In personal charge of Mrs. A. L. Day FINE OAK SOLE LEATHER 
No.4s—in Swock 9.00402. Ideal Baby Shoe Co. BELTING BUTTS 


White Kid. Lazy Daisy and Line 
Stitched, and Satin Lined in 320 Fifth Avenue, Nu. ¥. 
White, Pink and Blue Factory: Danvers Mass. 332 Summer St. BOSTON, MASS. 
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APPROVED BY BOUDOIRS! 


MEDICAL MEN Are you looking for something 


As a sturdy support for the ankles fof : . 
jowing children and es @ felly venti desirable and dependable in 
fated ‘ches, the Burkley Ventilated Foot this line of foot 
Developer is unexcelled. Well-known a 
surgeons recommend its use. wear? 
gin Ti LAnee =, an me bed 
chi m 
PaTenTeD complete, “2... caae a show you 
our order today. 
one Brockton 2133 styles at a price 
for immediate action. that will deserve 


BURKLEY | your business. 
4 yg Send for Sample 


1156 No. Main 
A. W. GREELEY :: Haverhill, Mass. 


Retails $2, $3.50 Brockton, Mass. 











OULU LE TEE UI OG 


HOTEL 
OPPOSITE SOUTH STATION G5 % EX ABSOLUTELY FIREPROOF 


McCARTHY BROS., PROPRIETORS 
400 rooms, 300 baths, $2.00 a day and up. 


January sees many buyers in Boston. If YOU are to journey this way, then be sure to make reservations at the 
Essex. You will be close to 99 per cent. of all the shoe salesrooms in Boston, where the lines of manufacturers in the 
East and West are shown. The “ Essex” is the shoe trade’s headquarters. 


THE ESSEX HOTEL COMPANY 
BOSTON, MASS. 


(FSO S RSET TH SHSSES ESHER ESHERSEREEEEESE 
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“Necessity is the ~Mother of Invention” 


The Carpenter 
“SELF-STAR TER” 


was invented through the necessity of having an Orthopedic 
Shoe for infants learning to walk. 





ll os ye aio The new Self-Starter has the flexibility and comfort of a soft 
ac or a w “1° . ee 
Buck Tip and “Self-Starter™ sole, and the durability of a hard sole. Leading physicians 
Sele. 600.80 por des. are advocating the Carpenter Self-Starter to strengthen the 
CS cten, EBA Sate gt muscles and properly form the feet of infants just starting 
stock for your convenience. to walk. 


“SELF-STARTER” Carpenter will be at the Greai North- 
ern Hotel during Convention Week at Chicago. Jan. 8-13 


Ge ARPENTER SHOE (OMPANYo%ee: 

















Shoe Laces: GROPING IN 


“OLD RELIABLE” Brands THE DARK 


Mercerized and Cotton 


Time was when the purchase of advertising 
space was a “blind groping in the dark.” Ad- 
vertisers had no means of checking a pub- 
lisher’s statement of circulation and often 
these figures were unreliable. 


In six years the Audit Bureau of Circula- 
tions has solved this perplexing problem. By 
a systematic analysis of distribution and 
methods this organization is able to supply 
just the data an advertiser needs. The dark- 
ness is dispelled and the bright light of veri- 
fied facts takes its place. Space buyers no 


‘““RADCLIFFE”’ Narrow, Flat, Tub, Mercerized longer find it necessary to grope in the dark. 
**YALE,’’ Round, Mercerized . 


“DUDLEY” and “C,” Round 





There are no dark spots in the Boot and Shoe 


Your Jobber Can Supply You Recorder eirculation. Our records are audited 
FRANK W. WHITCHER CO, | || ty the Audit Bureau of Circulations. 
Boston, Mass. MFRS. Chicago, III. 

















The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Salt and Shoes 


Salt is sprinkled on sidewalks to melt 
ice in winter. What is the effect of the salt 
on shoes? 

People walking in a mush of salt, snow 
and ice notice a chill in the feet. It is like 
the chill that comes from the mixture of 
ice and salt that is used for freezing ice 
cream. This chill to the feet is a cause of 
cold in the body. 

Ask an old-time tanner, about the effects 
of salt onleather, and he will say that salt— 
Epsom salt, common table salt, or rock 
salt, is a physic of leather. In brief, it 
takes fillers out of leather, and even at 
tacks the tanning agents. 

Salt is good for flavoring. But it is bad 
for shoes, and the feet. 

Snow water, or melted snow, penetrates 
leather more than does ordinary rain water 
or water from the public supply. Snow 
water, with salt in it, is worse. 








MISCELLANEOUS 





BINDS aswell as SUPPORTS | 
The Front Arch 


The common sense principle of ff 
binding and supporting appeals to ff 
the Foot Sufferer. 


IT SELLS ITSELF 


Above Trade-Mark is a facsimile of de- 
monstration device we furnish you. You 
will be enthusiastic about it, too, when you 
sce how customers are attracted. Write 
for particulars. 
C. R. ACFIELD, Dept. K. G. 1328 Broadway 
New York City r 
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MISCELLANEOUS 
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High cut Boots—$2.90 to $3.65 
Write for samples 





Reece’s E. Z. Walking 


Oil Grain and Wax Veal—Leather uppers 


Wooden Sole Footwear 


1 buckle shoes 
$1.421% to $1.95 
REECE WOODEN SOLE 
SHOE COMPANY 


Columbus .. .. « Nebraska 


2990909999909 999 cc 
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Milbradt Rolling 
Step Ladders 


are made in a great many 
} styles to suit all kinds 
of stores and shelving. 
They will enable you to 
get along with less help, 
save the wear and tear 
on your shelving, and 
—_ —_ app arance of 
al td sub- 

Ject on approva and sat- 

isfaction guaranteed 
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Write for our latest cata- 
log showing 18 styles of 
ladders as well as other 
store fixtures. 


Milbradt 
Manufacturing Co. 


2416 No. 10th Street 
ST. LOUIS, MO. 
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N t, ot gest, lightest and most 
convenient fitting stool on the market. 








SHOE STORE 
CHAIRS 
SETTEES 


WINDOW DISPLAY FIXTURES 


The OSCAR ONKEN CO. 
1181 4th St. 


CINCINNATI, OHIO 








FAMOUS GLASS 
FIXTURES 
Showa iz Catalog G. F. 


Wood Fixtures 
Catalog No. 14 


Artificial Flowers 
Catalog No. 19 


Window Valances 


In Stook—Ask for Samples 
Window Rugs and Plush 
Samples Sent 


The Hecht Fixture Co. 
Medinah Bldg. Wells and Jackson 
NEW YORK SHOW ROOM 

36th Street 


70 West 
Just East of Broadway 





Chicago 














Metal Shoe Fitting Stools 


and Floor 
Mirrors 





lh mreseos ca 


Bicycle 
STEP 
LADDERS 


are made 
nmany 
styles and 
to fit all 





No. 4] 


THE CHICAGO 
WIRE CHAIR CO. 


621 N. La Salle Street 
Chicago, Ill. 


Write for 
Catalog 
and Prices 


Carried in stock b all wholesale shoe and 
houses. Wy sone camnot 
supply you, coder disost teeun en. 


MILBRADT MFG. COMPANY 
2416 N. 10th St. St. Louis, Mo. 


For hitrsn —py -  — ied 
it Ri Step Lad 








Information for Shoe Merchants 


“Where to Buy” constitutes a source of 
so that he who runs through these 
pages may learn. 
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TO LEASE 





T° LEASE—Ladies’ and Children’s Shoe De- 


partment fully es pp 
ment store in a tome of 
ncial 


Fina 


letter . 
ater of aoptcation will ot ee 
Se net both Be, Boston, Mass. 





TO LEASE 


Shoe Department. Store located in the 
largest city in Texas. Modern fire- 
roof building, two (2) stories and 
ment. Size 80x85. Corner loca- 
tion in the heart of the city. Fully 
equipped with fixtures. 160 feet of 
sm Windows. Will 
space on the main floor an 
e have been established for 40 years. 
We cater to the masses. Address Box 
D-683 care Boot and Shoe Reporter, 











AGENCY WANTED 


Wai metas red FIRM > — 

covering England and tland 

negotiate with a good firm d in . -"y¥ ‘and 

other upper leathers, to act as , ina 
ition to move large quantities if are right 


ther Supply Association, Ltd., len Street, 
Leicester, Haugland. 








LINE WANTED 


EXPERIENCED SALESMAN. Eight years in 
North Carolina, desires good line January 1. 
Commission wee and drawing account. Box 1119, 
Greensboro, N. C. 


MANUFACTURER'S LINE WANTED—For 

the Me jitan trade, by a reputable sales- 
a with a well established trade; with the present 
firm nine pt Poon a A women’s, growing girls’, 
“children's shoes. Will only consider 

wepeaae m. Address D-684, care Boot and 

Shoe Recorder, 207 South St., Boston, Mass. 











FOR RENT 


For RENT—Enxcellent corner for retail shoe 
business. Northwest corner Ninth and D, N. W. 
Ninth Street is one of the +) im nt business 
thoroughfares in Washington, D. Annual rent, 
$7 ee. First two sz a be had for $6,000. 
R. B. Behrend, 1315 F, N. W., Washington, D. C. 








TO LET 








TO LET OR TO LEASE 
Shoe shop 12,000 sq. ft. floor space. 
Equipped with shafting, stitching 
room, motors, and other machinery. 
Well lighted and heating system. 
Also can build a factory to meet your 
requirements. y Con, 30 People’s Wet 
Wash Laun Wallace St., 
Manchester, 











FOR SALE 


FoR. SALE—Complete store fixtures, including 
white — mirror show cases and electric 
ble. A. D. “D. Gottlieb, 140 
West iecatees, New York City. 











;OR SALE—Shoe store in a gro 
F city in Connecticut. Fine, ae Fa mee 
tablished over 30 years, lease and -will to tight 
party. Owner dead. Address , care Boot 
and Shoe Recorder, 207 South St., Boston, Mass. 


FoR SALE—Complete outfit for making all 

kinds of wood sole shoes. Price very reasonable. 
Must be sold. John B. Fellrath, 180 180 North Main 
Street, Fond du Lec, Wis. 





FOR SALE 


{OR SALE—Shoe store, established 1874. Cleve- 
land, O. Thickly settled, foreign section, Rus- 
sian, Poles, Slavs. Stock about $12,000. Always 
had good business. Will sell building or lease. 
Princ) als only. Address D-681, care Boot and 
Shoe Hescodae, 207 South St., Boston, Mass. 








ATTENTION CHAIN SHOE STORES 

934 theatre chairs for sale, suitable 
shoe stores. Brand new. Style 
Stafford Manufacturing Co.’s catalog 
No. 414. Fully upholstered in red lea- 
ther. Reasonable price. For further 
information telephone Rector 3538, or 
address W. H. Daub & Co., 31 Nassau 
St., New York City. 





MISCELLANEOUS 




















WANTED TO PURCHASE 








CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other merchandise. Any quan- 
tity. Prompt attention given. 


KIRSCH-BLACHER CO., Inc. 


293 Church St., New York, N.Y. 
Phone Canal 0679 








CASH PAID 


for shoe stores or surplus stocks of shoes or 
for other merchandise. Leases taken over. 
We will send a representative to investigate 
and make offer upon request. 
Kalter Cerf. Mercantile Co., Inc. 
591 Broadway, New York City 
Phone Spring 5160-5161-5162 








DO YOU CONTEMPLATE 


Retiring or going out of business? 
I will pay value for your entire or surplus 
stock of shoes. Leases having a short term 
to run taken over. Established 25 years. 


I. OLENICK 


413 Broadway, New York Tel. 9531 Canal 


The Most Popular 
Size Stick 


“VARNUM" 


Trade Mark 


Made in Three Styles, 
No. 1, 2, 3 


With Standard Measures, 
English, French, 
American 


Price No. 3 
$1.50 Each 


“Varnum” Size Sticks 

are made of Extra 

Quality Maple Wood, 

with Nickel Plated 
‘Trimmings. Makes an attrac- 
tive fixture for the store, also 
along wearing and useful one 
as well. 


Write Us Direct if Your Dealer 
Cannot Supply You 


Frank W. Whitcher Co. 


Manufacturers 


!BOSTON, MASS. 
BRANCH, CHICAGO, ILL. 














THE NEW YORK EXPORT 
PURCHASING CORPORATION 


596 BROADWAY, NEW YORK, N. Y. 
WILL SLOW SELLERS. FOR 
Will \SuRPLUS Stocks| FOR 


Bargains in — SS sales 








buy quick and pay bigbess cash > ote 

on retai and — stocks 

ong other merchandise. PG no ~~ 
‘or 30 ee our specialty. 


BROOKLYN PURCHASING SYNDICATE 
FRAN ALKER, Proprietor 
610 y Re Brooklyn 
Phone Stagg 1757 











SHOE STORES 
BOUGHT FOR CASH 


Retail or Wholesale Stocks 
Any Amount. Write Me 


D. KOCH, 908 Putnam Ave., Brooklyn, N.Y. 








HIGHEST CASH PRICES PAID 
for entire shoe stocks. We also buy your 
surplus or slow sellers. Quantities no object. 
_— or — Short term leases taken 
your hands. ire or phone us. 
confidential. Established 1 
MAX GLAUBERG 


fing 











Every Shoe Store Needs 
a pair of 
**MANCHESTER”’ 
(Trade Mark Reg. U. S. Pat. Off.) 
CURVED JAW CUTTING 


NIPPERS 


The onl nipper 
made which is just 
the right shape to cut 
out tacks on the in- 
side of shoes. 


“Manchester” 
Trade Mark Reg. U. 8. 
Pat. Off. 


ip are made of 
high-grade tool steel, 

-+¢ plated with a 
omvet jaw that en- 
ables you to cut the 
tacks close to the in- 
“i d specif 

e sure and 8 y 

Genuine 

“MANCHESTER” 
curved jaw when or- 
dering. 

Write us direct if 
your dealer cannot 
supply you. 

Price, $4.00 


Frank W. Whitcher Co. 


Patentees and Manufacturers 


Boston, Mass. We Loken oe 














BOOT AND SHOE RECORDER 


December 30, 1922 





$3.50 

7.00 

, 10.50 
16.00 14.00 





Recorder rates for space less than one-eighth page per 


l time 7 times ‘13 times 26 times 52 times 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


= . - $2.50 pm A 


desire answers 
5.00 tnust be allowed in each advertisement 
desire replies forwarded direet to 
address must be counted im the advertisement and paid 
Answers to ads must be semt under letter postage. 


9.00 7.50 
12.00 10.00 





Payment in advance is required, except when regular advertisers, as amounts are too small to open 


i 


Z 
gif 


ii 
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address, 


if 
ied 
_ 
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SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 





NEW WO’'S COMFORT LINE—Samples of 20 
big sellers ready Jan. 20, popular price. A 
“real” In-Stock line, 6 per cent commission, no 
advances. Only “go getters” with established trade 
on another line or men who finance themselves need 
apply. Send ej to prove ability yr let- 
ter. All states east of N sn, Hover open. Address 
1-672, care Boot and Shon 7 i + 207 South St., 
Boston, Mass. 


WANTED —Salesmen. to carry exclusive line of 
fine welts for geowing girls, misses and chil- 
dren; line well known, shoes of highest quality and 
prices right. Liberal commission. Samples wiil be 
ready and all territories assigned by January 15. 
Exceptionally good opportunity, so act quic kly. 
Specif. territory, experience and line that is to be 
carried in conjunction with ours. Address K. P. W. 
Shoe Co., 46 North Cameron St., Harrisburg, Pa. 





SAL .ESMEN WANTED—Who have established 
trade to sell, on commission, side line infants’ 
turn shoes 1-5 no heel and 2-6 spring heel, 44 styles 
in stock; strongest line baby's shoes in country. 
Give re ofe ‘rences, annual sales, territory, age, etc. 
Elam Shoe Mfg. Co., 67 South St., Boston, Mass. 





WANTED- Three live wire salesmen to sell la- 
dies’ fine turn shoes on commission. 'y, 
The Shirley Shoe Co., 45 York St., Brooklyn, N.Y. 


WANTED—For Michigan state, experienced 
salesman, to sell as a side line, misses’, chil- 
dren's and infants’ medium oriced Me Koys, ‘to re- 








ANTED—Man with wide acquaintance among 
the retailers of New York State to develop the 
novelty end of the business for a long established 
wholesale house. Salary, expenses and bonus. Pre- 
fer man who drives his own car. Address D-674, 
care Boot and Shoe Recorder, 207 South St., Bos- 


ton, Mass. 


ANTED SALESMEN—Resident in following 

exclusive territories: 1, northern Illinois, east- 
ern Iowa, southern Minnesota; 2, northern Wiscon- 
sin, northern Michigan; 3, lower Michigan, northern 
Indiana: 4, southern Illinois. To sell highest grade 
rubber footwear manufactured by year Glove 
Cc y- Knowledge of retail ihe trade essen- 








tail and department store trade on c 
basis. Addres-, Perkina Bros. Co., 313 Broad St., 
Lynn, Mass. 


IVE W IRES—With established trade, wanted to 

se! 12 live men’s dress welts, $5 and $6 retailers. 
Up-to-the-minute lasts and patterns. All solid 
leather. Western quality. Eastern soap. State 
references, experience and territory in first letter. 
6% commission. Address D-673, care Boot and 
Shoe Recorder, 189 W. Madison St., Chicago, Ill. 








GALESM EN—For a real snappy condensed spe- 

ci_lty line braaded ladies’ silk Dealery. Sold with 

a guarantee to the dry goods, shoe and specialty 

shops throughout the and I Easily carried. 
ine 


tial. Write giving age, qualifications, experience or 

call Goodyears’ India Rubber Selling Company, In- 

corperased. 301 West Monroe St., Chicago, III. 
C. Pratt, Manager. 


ROMINENT Wisconsin manufacturer of un- 

lined army shoes, work shoes and outing shoes 
for men and boys. Also high cuts and sporting 
boots for men, women and boys. Has open terci- 
tory in western Pennylvania for good salesman. 
Formerly had lar ange Bestgews 8 in that territory. Also 
has openings in South Dekota, Nebraska, Kansas 
and Oklahoma. Attractive ae ition for men 
who can produce buainess. ress D-675, care 
Boot and Shoe Recorder, er 3 St., Boston, 

ass. 








State territory covering aad now 
Address K-680, care Boot and Shoe Recorder, 127 
Duane St., New York. 


ANTED SALESMEN—Manutacturer_ well- 

known line of popular priced, union-made 
men's shoes wants live wire salesmen for Georgia 
and Alabama, Iowa, and Nebraska. Established 
trade; prefer resident of the territory. Straight 
commission. ddress D-682, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 


EIDER SHOE MANUFACTURING CO., of 

Schuylkill Haven, Pa., Raagecuening Seervess 
reliable salesmen with established trade to carry 
their line of lar priced infants’ and children's 
turns in the following states: New England, New 
Je reer, Maryland, =. Iowa, Michigan, Indiana 
and West i Li 1 commission paid. Ap- 
ply at Reider Shoe Manufacturing Co.'s sales office, 
410 Lyceum Bldg., Pittsburgh, 


ANTED—A few saleamen to take our shoes as 

side line. In-Stock turn novelties only. Ready 
sellers. Commission basis. Name territory you 
cover. Address Ellis, Eddy Co., Lewiston, Me. 














SALESMAN for Brooklyn and Jersey represent- 
pe Fe full line. poly e —— 5 _ 
need a 


salary basis. Alero K-ot cane Hest end Ghee 


Recorder, 127 Duane St., New York City. 


GALESMEN—To handle well-known line of high 
and medium-grade turn (leather soles) boudoir 
and ballet slippers. Made in all -> yt iy 
widths. Money-making line for right 
Address D-662, Cag 2 Boot and Shoe Resorder. 2 207 
South St., Boston, M 


ANTED—For States of New York, 
Carolina and South Carolina, and ‘Kansas. 
Salesmen experienced in — factory line, by 
manufacturer of one of = 4~ popular lines of 
Western made high men’s dress shoes. 
Staples and semi-novelty 7* - carried in stock. 
Must have successful record and a substantial 
following. Give full information in first letter. 
This is an excepti opportunity 4 live, a 
ade salesmen. Others need not a A 
-649, care Boot and Shoe R er. 207 South 
St., Boston, Mass. 








ALESMEN WANTED—Live-wire salesmen 
with established trade on a t commis- 
sion basis of 8 per cent on a complete ine of men's 
work and dress shoes, also boys’. All n 
carried in stock. Old establi 
coosrtumty for the right man in the f 
erritories estern i 


1 particulars in first letter 

dress, D-640, capo Hoot end Ghee Reseeder, 189 W. 
Madison St., Chicago. 
GALESMEN—We have a. desirable terri- 

tories for experienced shoe salesmen to 
handle our line p! —— 8 medium-priced in stock, 
dress welts on str a ission basis, we 
about February 1, 19. Only y Gen ao 
men who can give references wil it om 
sidered. Rohn Shoe Manufacturing Co., 414 Fourth 
St., Milwaukee, Wis. 


ANTED—Experienced salesmen to cover re- 
Wrai trade on commission basis in following 

















SALESMAN 
WANTED 


A good shoe salesman with an estab- 
lished business can learn something 
to his advantage by getting in touch 
with us. We want a live salesman, will- 
ing to work, show his past results and 
give us good references—must be a 
producer. Can make it interesting for 
such a sal Add w.T.M 

Shoe Co., Manufacturers Women’s 
Novelty Footwear, St. Louis, Mo. 














Salesman Wanted 


We have Pennsylvania open for a man 
of big calibre, experienced in selling 
the largest shoe trade in the large 
cities. Give full information as to age, 
nationality, married or single, experi- 
ence and references in Ist letter. J. E. 
Tilt Shoe Co., 512-522 W. Huron St., 
Chicago, Il. 








SIDE LINE MEN 


STANWORTH 
STYLISH OXFORDS 


$3.95 


IN STOCK FOR MEN 


Territory o; : New land and 
states west of Wisconsin, lowa, Mis- 
souri, Arkansas and Mississippi. Ter- 
ritory must be covered close. Only 

h grade men need apply. Write 


fully. 
MARION SHOE CO. 
Marion, Ind. 








arcmcosweryrul WANTED 


h ———y shoe salesman wanted 
by Ch 


Colorado 

of Chicago and vicinit: . 

peer x! it States. 

o thet bh 7 

sider such meniwho have tra 

—— with manufacturer's line. 
te age, experience, lines carried. 

t of busi booked, and work- 








> oa ee 


DsT0, care nw and Shoe Recorder. 
810 Second Nat. Bk. , Cincinnati, O. 
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SALESMEN WANTED 





Salesman Wanted for Entire South 


If you are interested in selling a line of shoes that are as 
sure sellers as government bonds, we are in a position to 


figure with you. 


No Feast or Famine Line. Seasons Do Not Count 
REPEAT ORDERS ASSURED 
Apply by letter only, with full particulars. 


ROUND 


MANUFACTURER of Infants’, Children’s, 
Misses’, and Growing Girls’ turn shoes, high 
and medium , desires 


de at attractive 
salesmen for fi ing states: Kentucky, T ky, Tennesage, 
South Carolina , Georgia, Florida Missis- 
sippi, Ohio, Indiana, Michigan, Winevnsin. Min- 
smote, Iowa, Missouri, Arkansas, Oklahoma, Kan. 
raska, Wyoming, North Dakota, "South 
Dakota and Nevada. | Our very large stock "depart- 
ment gives immediate service. We also make and 
Fr several on of Old Ladies’ comfort oxfords 
straps. iced right. Six per cent commission 
ont mont! We prefer resident salesmen 
those not epvesiog mase more than two or three sta 
Address D 626, care Boot and Shoe Recorder + Pub. 
Co., 207 South St., Boston, Mass. 


LYNN, MASS. 


POSITION WANTED 


HOE ff po married | with one 
a and seven years’ retail ex 
quthe os connection with Middle West ah 
factory work. Willing worker and anxious to learn. 
Address D-676, care tt and Shoe Recorder, 207 
South St., Boston, Mass. 








os 4 wantaD ~ —_ go-5 ter gate 
change Jan ires Men's Strong 
In-Stock $5.00 and $6.00 dress shoes. ae tends 
carrying short me of boys’ dress welts. Will two 
real manufacturers communicate with salesman 
has o OMe. in Ohio, Kentucky, Tennessee? 





THE LARGEST INFANTS’ SHOE 
LINE IN NEW YORK 


Salesmen wanted for New York State 
west of Utica, northwestern Pennsyl- 
vania, Maine, Vermont, New Hamp- 
shire, Minnesota, North and South Da- 
kota and Iowa. 

Every retailer can use our line be- 
cause we carry all styles in several 
oo to meet the ane of the 

ifferent classes of stores. 

Our In Stock * wg of infants’ turns, 
sizes 1-8 and our prompt service makes 
—— all year round size-up busi- 


“Gaty ability need 
egely,, —— full decals of territory, 
ex ence and references. 

commission and drawing ac- 
count as soon as results areshown. Ali 
replies strictly confidential. Address 
D-669, care Boot and Shoe Recorder, 
127 | ey St., New York City. 











SALESMEN WANTED 


To carry as side pees a few numbers 
im army last, lined and unlined welts 
and nailed shoes for men and boys. 
Strictly commission basis. Shoes car- 
= In Stock. Give references and ter- 

om 4 desired. Graham-Bumgarner 
Co., Parkersb » W. Va. 








WANTED 


Sal for glove rub- 
bers. States, Tilicoues and Iowa. 


MARION RUBBER CO., 
Marion, Ind. 





hio territory. 35 years of age, = 
positions in fifteen years. Will make 
Buti en in tieteos during Convention. po had 
-677, care Boot and Shoe Recorder, No. 810 
Second National Bank Bldg., Cincinnati, Ohio. 





Trained Sales Executive 
— for Position 


le experience in the shoe ae 
chandining field has equipped me 
© [ae a - co Ba adng 
sales-manager or advertis: manager, 
either for domestic or export trade with 
an important shoe manufacturing 
ho I have had wide experience in 
selling shoes and feel I can truthfully 
say that “I know the trade” both in 
this and For some 
— ears I was ‘advertising manager for a 





e manufacturing concern in Great- 

lew York. My record speaks for it- 
self. Best of references furnished. 
Address D-671, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 














HELP WANTED 


ARGE Middle-West internationally known - 
Li shoe mfr. desires experienced Spa: eh. 
abies Le for Mexico. Give present con- 
nection and refereaces. Reply treated ouiele con- 
fidential. — D-679, care + aad and Shoe Re- 
corder., 207 South St., Boston, M ass. 








TO LEASE 

















POSITION WANTED 





and 
jum to highest class trade. 
lease their. fourth floor for complete women’s and 
hildren’s shoe ment or women’s 





e4r WANTED oo ee Be and Man- 
young, experienced, efficient, aggressive. 

Have b built up $150, 000.00 bu-iness by up-to-date 

big city advertising and buyi I can 

do the e for » Reason 

. Posi " 
ity does not matter. Fred Ettinger, 2000 Pingree 
Street, Detroit, Mich. 


shoes only. 
Plenty space and daylight. Two elevators and 4 
service, 
it, 

play cases on every Hor A wndacdah chntne tec 

ig business with Shei ox coger Only finan- 
cial 
consid Svate all in first or, corpere 
care Boot and Shoe Recorder, 207 South St., Bos- 
ton, Mass. 
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PUBLISHED WEEKLY IN THE INTEREST 
OF THE RETAIL SHOE MERCHANT BY THE 


BOOT AND SHOE RECORDER 
PUBLISHING CO. 


(Incorporated under Massachusetts Laws) 
CAPITAL $150,000 
OFFICERS OF THE CORPORATION 


CHARLES G. PHILLIPS, President 
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PUBLISHER'S NOTICE 


SUBSCRIPTION—The subscription price of the 
Boot and Shoe Recorder is $5.00 a year in ad- 
vance, which includes pemage in the United 
States, Cuba, Hawaiian Islands, Philippine 
Islands, Virgin Islands, Alaska, Canada, Mex- 
ico, Costa Rica, Déminican Republic, Hon- 
duras, Nicaragua, El Salvador, Argentina, 
Bolivia, Brazil, Colombia, Ecuador, Peru, 


Uruguay, Spain, The Balearic Islands ‘and the 
Canary Islands. 


FOREIGN SUBSCRIPTION—The price to all 
foreign countries except the above is $10.00 


year, including postage 
y1 f2 =~ tions are payable i in advance. 


ADVERTISING RATES—Card of Advertising 
Rates furnished on application. For rates 
for Wants, for Sales, etc., see Want Page. 





OFFICES IN 


BOSTON OFFICE, 207 South Street. Corre- 
spondence relating to all d ents should 
be addressed to the Boston o! 


Bn, — sd Moraine pe Geo. 


« m 





CHICAGO OFFICE: 189 West Madison St. 
Telephone Main 1089. B. C. Bowen, Manager. 
ST. LOUIS OFFICE: 1627 Locust St. B.C. 
wen, Manager. 
NEW YORK OFFICE: Room 101, Graham Bldg., 


127 Duane St. H. Walter Scott, Manager. 
Telephone 2425 Canal. 

Pup ADSL Sats OFFICE: Suite 1420, Widener 

uilding. H. Walter Scott, Manager. 

aavenenia. OFFICE: Chamber of Commerce. 
Rooms, Haverhill National Bank Bldg. Geo. 
W. R. Hill, Manager. 

eI NBiiee A aS eg 810 _~— Notions 
Bank . M. wen, Manager. Tele- 
phone Canal 4426. . 


5 — ~ OFFICE: 623 Powers Bidg., 
Rossiter L. Seward, Western New York Repre- 
sentative. “Telephone Main 969. 


LYNN OFFICE: Fred A. _—— 
MILWAUKEE oor: 


Mey 
. C. Bowen, Koons Si 
RRiepbons Brow a 18 da 
WASHINGTON OFFICE: William L. Daley, 
26 Jackson Place, N. W. 


PARIS OFFICE: 2 Rue des Italiens. L. Hub- 
bard, Manager. 

es OFFICE: John C. as ptenegee, 

11 Haymarket, London, S. W., 1. England 

AUSTRALIAN OFFICE: 430 Lit. Collins St. 
Melbourne. G. Jervis Manton, Manager. 

CONTINENTAL OFFICE: William Salzman, 
Manager, Wasagasse 2, Vienna, Austria. 

ARGENTINA: Buenos Aires, Rivadavia, 2721, 
P. Sabazzini, Gerente. 

BRAZIL: Gerente. ohn S. Fitch, 88 Rue 
General Camara, 88 Sob. 

CHILE: Santiago, Las Resns 1123-1127. Otto 

Fuhrimann, Gerente. 


ve - = Mr. H. Geum, Corrales, 2A Havana, 
SAPANESS OFFICE: Yokohama. J. F. Wager, 
Manager. 


SPAIN: Garete, Leoncio de Miguel, Librere. 
Editor, 20 Fuecarral, Madrid. 
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Ph Clark & Nier Co., Rochester, N.Y... .. .428 
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Reece Shoe Co., Columbus, Neb. . . 
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Sidwell, DeWindt Shoe Co., Chicago 
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Silva & Co., Brooklyn, N. Y 
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IAMOND Brand 

Fast Color Eyelets 
on ‘her shoes and the 
‘sterling’ mark on her 
silverware—both guar- 
antee ‘‘quality”’ to the 
woman of today. 


UNITED FAST COLOR 
EYELET COMPANY 


Boston :: :: Massachusetts 
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O 0 
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0 
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A smart oxford 
for the woman 









rm 


who 





appreciates 


No. 9496 
eel value 


i OR dainty grace of line — for solidity of con- 
& struction—for real easy fit for the great 
a majority of feet, its equal is hard to find. 









. It is one of the season’s most sought-after lasts and a ready 
$ seller to the woman who appreciates the value of a trim foot 
and the self-evident quality of first-class material. 














_ Made of the finest Paris kid on a long-wearing flexible welt 

sole, with 14-inch military heel. Perforated kid tip. Blind a 
eyelets. Kid quarter lining and a solid sole-leather counter, a 
which holds the original snug-fitting heel lines to shape 
through thick and thin. 


AA to E. IN STOCK. $6.00 





—and on the same last —No. 9790 


in a rich deep brown kid. As attractive a bit of feminine footgear as 
you'll find in a day’s journey. 


AAA to EE. IN STOCK. $6.50 


J. J. GROVER’S SONS CO. 


2 LYNN, MASS. 
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We prophesy that there will be a definite 
demand for better shoes right 
through 1923 


The American people have a pronounced Quality Taste. 
Their demand for better shoes is sufficient evidence to us 


that 
GALLUN QUALITY LEATHERS 


will be in maximum demand. 


Aztec Calf 


The standard of excellence for men’s, women’s and chil- 
dren’s Spring and Summer footwear. Pliable and strong, 
this leather is pleasing to the eye and comfortable to the 
foot. Made in the seasons’ fashionable shades. 


Norwegian Veals and Calf 


A heavy, rugged, high-grade leather that is first choice of 
high-grade manufacturers for brogue styles. Produced in 
all desirable colors and black. We originated Norwegian 
Veals and Calf, and have made this leather continuously 
for twenty years under this name. 


Viking Calf 


A strong grained mellow calfskin that does not peel or 
chip, and is moisture-repellent; takes a brilliant polish 
and is especially adapted for high- grade shoes. Made in 
five colors and black. 


A. F. GALLUN & SONS CO. 


MILWAUKEE, WIS. 


A. F. GALLUN & SONS, INC., H. A. Ely, Mér., 11 East St., Boston 


Always Standards of Excellence 
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Make This Resolution 
for 1923 


OOd 


Resolve during the coming year to take full ad- 
vantage of the Juvenile “In Stock” Department 
—it is organized for your convenience. We have 
ready for immediate shipment sufficient quanti- 
ties of our leading numbers of “Kewpie Twins” 
and “National Park Hiking Boots” to assure 
quick service when you need it. 








Our “IN-STOCK SERVICE” assures prompt shipment 
of your ‘“‘fill-in’’ orders—enabling you to do a maximum 
volume with a nominal investment. It will help your 
resolve for better profits and quicker turnover in 1923. 


Now—while the year is before you— 
make your decision effective. A post- 
card will bring particulars cheerfully 
and without obligation—or, better still 
—our salesman will arrange to see you 
the early part of 1923. 


OOOd 


Manufacturers of 


“NATIONAL PARK” and “KEWPIE TWINS” Footwear 


THE JUVENILE SHOE CORPORATION 


OF AMERICA 


cau. MISSOURI 






































“The Quality is Jtigher than the Price” 
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This full page ad- 
vertisement in colors 
appears in The Sat- 
urday Evening Post 
—January 13th. 


Watch for adver- 
tisements also in The 
Country Gentleman 
and Successful Farm- 
ing. 








A Timely Message to Over Two and 
a Quarter Million American Homes 


GAIN Firestone-Apsley consumer 
advertising strikes deep into the 
consciousness of millions of Americans 
who prefer to buy the known value of 
nationally advertised goods. 

At this time of the year when the 
severity of winter weather is at its 
height, they are especially receptive to 
practical sales arguments for comfort- 
able, water-proof footwear of the 
highest quality. 

What could be more timely, more 
forceful, more helpful to dealers’ sales 
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than full page sales messages like that 
illustrated? It brings out the broad 
experience, the resources, and the high 
standards of quality that have produced 
this superior line. Yet this advertise- 
ment is but a link in the chain 
which is to follow. 


Merchants who sell Firestone-Apsley 
products are today enjoying the in- 
creased sales resulting from this adver- 
tising—and backed by the good will 
which actual performance over a long 
period of years has built. 


Firestone-Apsley 


Rubber Company 


Manufacturers of Rubber Footwear, Canvas Footwear, 
Rubber Clothing and Rubber Heels 


Hudson, Mass. 





The Boot and Shoe Recorder will appreciate your mentioning the publication in replies te advertisements. 
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1) Style Shoes 
of Quality © 


have an originality and exclusive- 
ness that set them entirely apart 
from the commonplace. 


Style B 0684C 
Woman's medium brown buck quarter and vamp 
is anette Oxford, Russia Calf, cut-out ae per- 


i Punchi ‘ora 
ind eyelets, ‘Camneck last, 





The above style, together with 
many other new and attractive 
patterns, will be found in our spring 
sample line. 


As heretofore, our complete line will 
be displayed by our Mr. A. B. DeVille 
at the Hotel Majestic, Chicago, IIl., 
during the first two weeks of January. 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Leather Counters 




















Diamond Eyelets 


Red-Line-In Lining 





ENDER FOOT) 
ARCH FITTER 
TRADE “oe a 








Reg. U.S. Pat. Off. 


“Outside” Tops on a Combination Last 


—zindispensable to the dealer featuring Fit— 


IN STOCK 





B952—Black glazed kid, “outsize” 
top, 8 in. height, perforated tip, medium 
rounded toe, 124 in. military heel with 
rubber lift. Goodyear welt construc- 
tion. Built-in steel arch-supporting 
shanks. Price $6.00. 


Widths AA to EEE. Sizes 2% to 12, 
(including EE.) 








Stylish Stout Outsize proved exceptionally 
well adapted to stout feet and ankles, but— 
W. B. Coon Co. eventually discovered that 
a stout ankle does not necessarily mean a 
fleshy instep and heel; that a wide foot is not 
always a fat foot. 


When a woman’s weight increases suddenly 
the ankle and limb thicken and the ball of the 
foot “spreads;” the arch sometimes weakens 
and the great toe joints enlarge. Usually the 
instep and heel measurements are not affected 
and the ordinary last will not fit. 








No. 952 is built over a combina- 
tion last permitting a comfortable 
fit in the forepart and a snug fit 
through ‘the instep and heel. 
The “outsize” top insures a 
proper lacing on stout ankles. 


The demand for thts boot, since its introduction three months ago, has assumed 


such proportions that it its 


one of the biggest selling numbers in the line 


a ROCHESTER, N. Y. 


Chicago Office: 506 Security Building, 189 W. Madison Street 





Leather Box-toes 
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B-707—Code “Jean.” 
Van Dyke Brown Rus- 
sia Calf Oxford. Good- 
year welt, Light-edge. 
12-8 Cuban heel. Wing- 
foot rubber top. 


Price $3.50 
AA4to8 A3%to8. 
B3to8 C2%to8. 
Weight doesn't always mean 





wear. Our feather-edge welt 
straps and colonials are light 
and dainty as turns. The 
oxfords carry somewhat 
heavier soles. First grade 
| leather is used throughout. 
| Saltonstall welts will win the 
) confidence of your customers 
and bring additional sales. 
You run no risk sending full 
trial order but if you are from 
Missouri will gladly submit 
samples. 


Saltonstall 
Shoe Co. 























HAVERHILL | 
MASSACHUSETTS 


SALTONSTALL SHOE CoO. 








STOCK 





B-500—Code “Ruby.” 
Black Satin 1-Strap 
Turn. Jet and steel 
beading, 16-8 LXV 
heel. 

Price $4.50 


B-704—Code “Clover,” 
Patent Colonial. Light- 
edge welt. 14-8 Lea. 


LXV heel. 
Price $4.25 








“Lily.” 


B-503—Code 

Black Satin Colonial 
Turn. Stitched tongue. 
16-8 LXV heel. 


Price $4.35 


B-700—Code “Elsie.” 
Patent 1-Strap. Light- 
edge welt, 14-8 LXV 
heel. 


Price $3.60 


B-701 —Code “Bertha,” 
Fine Black Kid 1-Strap. 
Light-edge welt, 14-8 
LXV heel. 


Price $3.60 











, jan. 8. 


B-706—Code “Marie,” 
Fine Black Kid Oxford. 
Goodyear welt, light- 
edge 12-8 Cuban heel. 
Wingfoot rubber top. 


Price $3.50 


TERMS 
5% 10 days. 2% 30 days. 


People like our shoes, both 
welts andturns. Take special 
notice of Nos. B-500 and 
B-503, two attractive, rightly 
priced styles in Black Satin 


turns. These are excellent 
value. Why don't you try 
them? 


New samples of high quality, 
moderately priced welts in 
latest designs will be shown by 
Mr. L. W. Stockbridge at 
Hotel Essex, Boston, beginning 
Naturally you will 
want to see them and we 
would like to hear from you. 


170 Washington St. 
HAVERHILL, MASS. 
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Superior 


Dealers who handle Edmonds’ Foot-Fitters in 
1923 will have many big, vital selling features to 
talk about. Foot-Fitter sole construction is one 
of them—familiar to dealers everywhere. Solid 
leather insoles and outsoles. Wedge Insole that 
keeps shoes from “running over.” Channel 
shoulder method of attaching uppers which elimi- 
nates cork filler that causes insole to become 
humpy. And, in addition, superior uppers— 
equal in quality to Foot-Fitter soles. Bigger 
value than ever before offered the shoe-buying 
public! 






No. 2—Ruby Red Calf. 
AA to E. 5 to 12 





No. 1—Ruby Red Calf 
AA to E. 5 to 12 


EDMONDS’ 






Sole Construction! 

















aes: 


a tet A OCU Oo 


a a, - a a. ae 














January 6, 1923 BOOT AND SHOE RECORDER 9 


—_— 
act in Ruepings 


“Rub 
wecrior Calf 


The five Foot-Fitter models shown on these pages 
are cut from Rueping’s Ruby Red—cut from only 
the top grade of upper leather and accurately 
color-matched to insure uniform tone in every 
Foot-Fitter. The Edmonds organization is not 
satisfied to create and develop construction feat- 
ures that have revolutionized shoe manufacture. 
Foot-Fitters must be right, through and through 
—in materials, in workmanship, in methods of 
construction; so the Edmonds’ trade-mark will al- 
ways give wearers the assurance of lasting style, 
greater comfort and longer service. 

For quick turnover, handle these Foot-Fitters cut 
in Rueping’s Ruby Red. Five good sellers. Mail 


your order now! 













No. 066—Ruby Red Calf. 
AtoD. 5tol2 









No. 046—Ruby Red Calf- 
AtoD. 5tol2 


EDMONDS SHOE CO. 


MILWAUKEE, WIS. 





No. 3—Ruby Red Calf. 
AtoD. 5tol2 


Foot-FITTERS 
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The ONE box toe that retains the exact seid of the 
defiance of water, perspiration and rough service. Ondae 
months of comfort and life to the heavy shoe. — 


The Genuine ** YULCO-UNIT” BOX TOE is made and sold only by 

BECKWITH MANUFACTURING COMPANY 
pavenreo 111 SUMMER STREET, BOSTON, MASS. 
Largest Manufacturers of Box Toes in the World 


Chicago, G. W. KIBBY & CO. St. Louis, OSCAR F. WRIGHT CO, Cincinnati, GEO. A. SPRINGMEIER CO, 
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Upsetting old precedents 


A revolutionary new 
plan to market shoes— 
economically sound— 
to be announced at the 
Chicago Show 


What the Plan Wil Dofec Yeo aua_ant 


It will insure bigger profits 
by increasing turnover. 


It will eliminate dead stocks 
by giving you wanted merchandise. 


There'll be no need to gamble 
on styles — you'll know in advance 
just what numbers will sell. 


Millions of women want it. 


And you’re the one to cash in 
on their demand. 
















sila M4 ill Mh tlie 








Be Sure To Visit 
Our Exhibit 
Main Convention Hall 
LaSalle and Morrison Hotels 


We'll have the details of this mo- 
mentous scheme ready for you. 
It won’t take but a minute to ex- 
plain it. 

And you'll realize in a jiffy what 
wonderful profit-making possibili- 
ties it holds. 


When we say 


There’s A Surprise In 
Store For You 
We mean every word and will prove 


it one of the most pleasant New 
Year surprises you ever had. 


Come and see us at the show. 





© 1923 Harrisburg Shoe Mfg. Co. 
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It Won’t Die! 


A prominent shoe mer- 
chant writes us as follows: 


We‘ve made up our minds that 
“TONY RED” can’t be killed. 


Reg. U.S. Pat Off. 


Our clientage in the South 
won’t take anything else. 





All this goes to re-prove the fact that when you give the American 
people something they like right down to the ground—you can’t get 
them away from it. 


That's the way America likes TONY RED. 


Is it any wonder that all we hear is “give us more TONY and the 
sooner the quicker.” 


“There’s a Whole Tony Family”’ 


TONY BROWN 
TONY BLACK 


TONY RED 
TONY TAN 


CREESE and COOK COMPANY 


TANNERIES 


SALESROOMS 
DANVERSPORT, MASS. 


95 SOUTH ST., BOSTON 


SAMUEL WOLFENSTEIN 
39 SPRUCE STREET 
NEW YORK CITY 


P. A. HENRY & CO. 
706 Broadway, Cincinnati, O. 
Leather Trades Bidg., St. Louis, Mo. 
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Four of the Popular Sellers 
Shown at Chicago 


(Booths 121 and 122) 


Carried in Stock 











SR ee re $4.25 
Black Suede One-Strap. Imitation 





turn. Full Louis heel. 


Black Suede “Annette” Imi tation No. 206—Same in Grey Suede.. $4.25 
turn. Full Louis Heel. ° J .. 4. 


No. 227—Same in Black Satin.. $4.40 








Re re Teer $4.50 N $4.00 
Grey Suede Blucher Oxford. Patent - sa ‘J lf Blacher Oxford C 
trim. Goodyear Welt. 9-8 Rubber ee ee wpe 
Heel. Rubber Sole. Spring Heel. 


THOMSON CROOKER SHOE CO. 


10 Station St., Boston, 20, Mass. 
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Complete ress. N. S. R. A. 
Line on Display Convention 

at Booth 119 Chicago— ' 

and 120 Jan. 8-11, ’23 ' 

. 

i 

5 

- 

7 

Ye. 490R—Best Quality Bla 7 bw 7% inch Polish, 11-8 x 

ingfoot Heel, Combination L. K) 

he 492R—Same Style with Piai 2 Toe ! 

ag) ot Stock AA-B po C-E; "AAA. -A also In Stock on A) 

(ende aitdadetuee veceenkceseeessensudel $4.00 i 

“COMPLETE LINES of Oxford and Strap Sandals Always IN STOCK” " 

rt 

m id 

AULT-WILLIAMSON SHOE CO., Manufacturers Auburn, Maine 5; 

LOS ANGELES OFFICE, 109 E. 8th STREET BOSTON OFFICE, 139 LINCOLN STREET i! 

= 

rt 
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‘Constant Comfort | 


‘AMERICA’S BEST COMFORT SHOE” 


A Dressy Boot 
With 
Assured Comfort 


One of the styles that show 
the result of Constant Com- 










fort improvement and prog- 
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St. Louis Office—414 North 12th Street 
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Because you’re selling medium priced 
shoes is all the more reason why you 
Should select the leather with extra care. 


Chestnut : Brown 


Cherry Black 
BOARDED - SIDES 





eaee vu 8A 


Are the choice of wise buyers who know the 
extra selling attraction of fine leather. 


C. D. Kepner Leather Co. 


139 South St., Boston, Mass. 
212 W. Lake St., Chicago, Ill. 
10 Spruce St., New York 
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BRONZE 
No. 34 


HAVANA BROWN 
No. 


LIGHT BROWN 
No.8 


BEAUTY BROWN 
4vo. 


CHAMPAGNE 
No. 18 


TERRA COTTA 
No. 3 


WINE 
No. 6 


SEA-GULL GREY 
No. 


MIDNIGHT BLUE 
No. 14 


BELGIAN BLUE 
No. 21 


MAPLE BROWN 
No. 12 


BOOZIE BLUE 
No. 


JADE GREEN 
No. 13 


ROYAL PURPLE 
No. 15 


CARDINAL RED 
No. 


CANARY 
No. 30 


CHANTICLER 
No. 36 


IVORY 
No. 11 


O see the range of SCHERER colors 


is a fascinating and convincing expe- 
rience. 


Mak 








ee 


Fascinating in the variety, warmth, and 








eS Better Shoes softly glowing sheen of the colors. 
] | Betler i Convincing in their exquisitely soft text- 
Stil oo ure and inimitably beautiful shades pro- 


duced by “‘master hands.” 





OSCAR SCHERER &.BRO. Inc. 


ORIGINATORS OF AND LEADERS IN FANCY COLORED K/D 
29 SPRUCE ST., NEW YORK 


FACTORY AT NEWARK, UT: U- 
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“The King 
BARGAIN HE 


We Specialize in Saving 


Our big volume purchases 
ability to absorb great 
enable us to undersell 


S. ROSEN 


5. ROSENBERG 140-144 Essex 





Here are a few examples of the 


Men’s High - Grade Ladies’ Black Cab. 
At $2. 50 Mahogany. Calf At 80c. 1-Strap, Hand 
English Bals. Rubber Heel. Good- Turned. Rubber Heel. Sizes, 21% to 
year Welt. Made to sell at Factory 6; 3 to 7; 3 to 8;4 to 8; 5 to 8. Sold 
Price of $4.80 on today’s market. 36-Pr. Case Lots only. 
Sold in 5-Case Lots only, as follows: 
1 Case A; 1 Case B; 2 Cases C; 1 
Case D. 
Ladies’ Black Vici 
At $] 50 Ladies’ Patent Mc- At $1.50 McKay Oxford. 
° Kay 1-Strap Mili- Military. Rubber Heel. Sizes, 3 to 7; 
tary. Rubber Heel. Sizes, 3 to 7. 3 to 8;4to8. Same as above in Brown 
Sold 36-Pr. Case Lots only. Vici. Sold 36-Pr. Case Lots only. 


REMEMBER :—We Are Jobbers To 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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of Jobs” 


ADQUARTERS 


Our Customers 15% to 30% 


fr cash and our unusual 
quantities of merchandise 
all competition. 


BERG & SON 


Street, Boston, Mass. 





L. ROSENBERG 





Savings We Constantly Offer 


Ladies’ Black Vici 
At $2.25 Oxford. Military 
Rubber Heel. Goodyear Welt. A real 
bargain. Sizes, 3 to 7; 3 to 8; 4 to 8. 
Same as above in Brown Vici. Sold 


36-Pr. Case Lots only. 


Ladies’ Tan Calf Ox- 
At $2.25 ford. Military Rub- 
ber Heel. Goodyear Welt. Sizes, 


3to7;3 to 8;4to8. Same as above in 
Gun Metal 
only. 


Sold 36-Pr. Case Lots 


Jobbers — Selling In Case Lots Only 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 


~ Misses’ Mahogany 
At 1.55 Hi-Cut Lace. Extra 
High Cut Perforated Vamp, Medallion 
Tip, Fair Stitched. Rubber Heel. 
Leather Top Facing and Eyelet Stay. 
Sizes, 114% to 2. Same as above in 
Child’s. Sizes, 8144 toll. Price $1.40. 
Same in Growing Girls’. Sizes, 2% to 6. 
Price, $2.00. Sold 36-Pr. Case Lots 
only. 
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Nothing in the shoe 
but the foot 


HOE specialists insist that shoes 
S built with Crawford Arch Sup- 
porting Shanks are scientifically correct. 
Such shoes relieve fallen arches and safe- 
| guard normal feet. They bring health 
| and happiness to your customers and 
increased business to you. 





HE Crawford Arch Supporting 
Shank is built right into the shoe 
—fitted between the inner and outer 
sole and locked to the insole. It pre- 
serves the shape of the shoe, giving sup- 
port to the arch and ease to the foot. It 
cannot abrade the skin. 











To boost your business, sell shoes built 
with Crawford Arch Supporting Shanks. 
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United Shoe Machinery Corporation 


Boston Massachusetts a 
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| H & E Quick Selling Turns 


—IN STOCK— 


“EVERY SHOE A BUSINESS BUILDER” 


a 0 6 6 = 





No. 160 No. 162 No. 161 No. 159 
No. 160—Black Satin Edna, No. 162—Black Satin wx No. 161—Black Patent Chrome No. 159—Brown Satin Vamp 
Small T Colonial, Suede 1 Strap 15-8 Louis Heel. Edna, Small Tongue Colonial. Milo Colonial, Brown Brocaded 
Tongue, tin Inlay. 16-8 3-8; B, 2%-8; C.2%-8. Price: Black =e Tongue, - Black weer ang Sed. = Kid 
Spanish Louis Heel. A-C. 75 i 
ree er $5.35 At once “delivery 
At once delivery At once ‘delivery 


At once hse 


No. 157—Patent Chrome rw 
— Front Gon ial. 


ish Louis A, ey 
et es: Cc, pyri Price $5.50 
At once delivery 


Cuts of these shoes for newspaper use will be supplied at a nominal price. 


‘-H&ESTYLES ASSURE QUICK TURNOVERS 
SATISFIED CUSTOMERS FOLLOW SALES 


Hopkins & Ellis turns of quality in addition to an up-to-the-minute 
style appeal, possess superior workmanship that makes them ideal 
business builders for dealers who seek to give their customers real style 
and; quality at prices that make friends. 
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WESTERN STOCK DEPARTMENT, W. J. CULLY, Mgr., 
316 PAXTON BLOCK, OMAHA, NEB. 
CAN SUPPLY THE FOLLOWING NUMBERS AS WANTED: 
157—159—160—161—162 
THIS DEPARTMENT WAS ESTABLISHED FOR THE 
BENEFIT OF OUR WESTERN TRADE. MAKE USE OF IT. 
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Send for Stock Style Catalogue, Write to-day 


HOPKINS & ELLIS 


FACTORY 
HAVERHILL, MASS. 


Yo ee ee 
me wee ecm ee 
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A Clean Shave 


FOR 
Old Father Time 


Old “Pop Time,”’ with his Hour Glass and Scythe, cut the final notch in the 
business life of many a shoe store as 1922 gasped the last gasp and the baby 1923 
leaped upon the stage amid the usual round of applause that always greets a 
newly-born Year. 


‘‘What ails my business?’’ demand chair-warming shoe dealers, who have strange- 
ly outlived Old 1922. 


Echo answers ‘“‘WHAT,” and His Royal Whiskers laughs gleefully. For he, like 
the newspapers, the government, and who-not, is laying to ““GET”. the shoe man. 
There are some merchants he will not—can not—get. 


He has no chance to land a MENIHAN ARCH-AID SHOE merchant. 


MENIHAN ARCH-AID SHOE merchants—hundreds of the best U.S.A. stores 
—will tell you that this first-aid-to-the-injured Proposition is a quick and sure 
relief from store ennui, from business paralysis and from utter demoralization. 


Many of the best business minds in the trade are daily handing out hundreds of 
pairs of MENIHAN ARCH-AID SHOES to delighted women. 


MENIHAN ARCH-AID SHOES are the most satisfying, high-quality correc- 
tive shoes—good for good feet and good for poor feet—on the market. 


MENIHAN ARCH-AID SALES PLAN is a good proposition for LIVE mer- 
chants. It will, by co-operative brainy effort, make live merchants out of those 
who have the business blues. 


MENIHAN ARCH-AID SHOES are CARRIED IN STOCK. 


MENIHAN ARCH-AID SALESMEN are at your command—with NO obili- 
gation on your part. 


Chop the whiskers off your business—before they grow another inch. 
Lather Up—SHAVE! 


The 
Axrch-Aid Shoe 


MANUFACTURERS & DISTRIBUTORS 


Rochester WDC 
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ULTRA 
HOT? 














Stock No. 753 


. Vine 
A new One-Buckle strap sport ed. * 4 
style thet is repidly gearing ip wi us - 
pop¢ ari i our iriends 

Madein am pa ne Buckskin 

Vamp with Buck *68 @beaver 

dee) quarter and Jam 

collar. Imitation foxin 

with perforation as shown. 

Carries a LaTex rub er / (7 
sole anda we ae heel on ours|, 

#135 last. y 


IN STOCK 8% JJEA4 
See our line at Chicago-La Salle Hotel ~~~ 


MOORE- AIAFER’ 
‘AIOE "MFG *CO° 
BROCKPORT. N.Y. U.4A. 


NEW YORK OFFICE 545-547-549 MARBRIDGE BLOG.BWAY AT 34ST. 
JACK E.JESTER,MGR. 








.-O-Tiros. 











4 —E——— 
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The Best Shoes at The Price 


The same old time value dressed in 
smartest style. 

Built to deliver an unusual amount of 
STYLE 844 


Lotus Veal, Color 104° satisfaction. 


No. 95 Golf Lace Oxford 
on Sport last, Half Wing 


pore $5 to $8 at Retail 
Weber Bros. Shoe Co. 


North Adams, Mass. 


New York Office: 1328 Broadway, Marbridge Bldg., H. Harris, Rep. 
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Two of Many Original and New Creations 


In cut-steel, jet and colored bead- 
ing Ornaments on satin and-silk— 
That will be shéwn in our display. 


BOOTH 238 


N. R. S. A. CONVENTION 
AT CHICAGO 


It will be well worth your while to visit 
us and inspect our extensive showing 
while attending the convention, Or—let 
us send a sample assortment of our latest 








He, 2706 numbers to your store. No. 2795 
A new and original creation made entirely 
One of our advanced styles in open work, oy ae Cae teet and Jet beads on 
small Colonial patterns in Bronze, Gun aS ANG SK. 
Metal and Jet. Th F A bY The originality and exclusiveness of our 
e ranco- merican designs have demonstrated the superiority 
f THE FRANCO - AMERICAN 


° 
The present development in new styles for e BUCKLES to produce that attractiveness 
the better grade of women’s footwear point Beading and Novelt y which tends to quick sales and profits. 
to an increased demand for ornamented Sample pairs of cur latest numbers seat 


slippers. Company upon request. 
914 WALNUT STREET - - - - - PHILADELPHIA 


— 
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7 RAND OLD MAN” of the rubber foot- 
wear industry is Goodyear. A pioneer— 
and always a leader. Honored by history 

as the originator of quality rubberwear — and 
imitated, even to the name, by scores of small 
manufacturers. But the Gold Seal trademark is 
your protection. It identifies the original, genu- 
ine Goodyear products—the finest rubber foot- 
wear it is possible to make. Super-quality! 


1S Goodyear dealers swear by the Gold Seal brand. 
It attracts a profitable trade from quality buyers. 
And now there is room for more first-class mer- 
chants. Write for particulars and learn what 
Goodyear can do for you. 


GOODYEAR 
RUBBER CO. 


787-89 Broadway, New York 

















line of rubber footwear. They insure 
good service and prompt deliveries. 







| These Branch Offices maintain a complete 






Milwaukee, Wis., 380-2 E. Water St. 
St. Paul, Minn., 371-7 Sibley St. 

Kansas City, Mo., 807 Baltimore Ave. 
St. Louis, Mo., 1103 Washington Ave. 






\tirely 







ds on Portland, Ore., 61-7 Fourth St. 
San Francisco, Cal. 539 Mission St. 

of our 
jority 
[CAN 
yeness 
sent 

This is the original and only Genuine 

Goodyear Rubber Co. Founded 1853. 
HIA 
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BEEBE: 











IFTY YEARS 





PRODUCING HONEST LEATHERS. 





=m Mc-nce © 







Kl 


CHERE IS 
| ONLY ONE 


VICI 
D 






























| AYER J 
| TANNING 
| COMPANY 























| SHEEPSKINS --CHROME SOLE:-SPLITS--COTTON FINDINGS — | 
129 SOUTH STREET, BOSTON,. MASS. | 
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REST RE CURE 







































































; / Stock No. 123—$6.00 

















Rest Cure Boot 


IN STOCK AAA TO E 


Williams, Clark and Company 


LYNN, MASS. 
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PLUS ORDERS MAKE 
LARGEST PROFITS 


ars the plus orders that 

make the big profits. 
Dept. 5 insures plus 
orders. 


Our most progressive, 
most prosperous, cus- 
tomers use Dept. 5 fre- 
quently. They admit it 
is the greatest aid to in- 
creasing sales. 


Thirty-one attractive 
models—Men’s and Wo- 
men’s—carried in allsizes 
and widths ready for im- 
mediate shipment. 


All styles listed and illus- 
trated in Stock Book No. 
31-B. If you have it, use 
it; if you lack it, write 
for it. 
oe THE STETSON SHOE 
CD COMPANY, Inc. 
ay So. Weymouth 90, Mass. 
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SEASONABLE OXFORDS 
For Young Men’s Trade 
IN STOCK 


SOLID WELL-BUILT SHOES 


No. 853, Imported Brown Boarded Calf Cir. Fox Oxford 
“Coach” last. — Two rows stiiching, Extension heels. 


A. B. C. and D widths 
No. 854. Same Shoe in Black Scotch Grain. 
6 STYLES IN STOCK READY 
FOR IMMEDIATE DELIVERY 
.. CATALOG AND SAMPLES ON REQUEST .-. .-. 
FREDERICK S. PECK 
WORCESTER, MASS. 


Boston Salesroom - - - 207 Essex Street 
New York Salesroom - Room 431 Marbridge Bldg. 
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“CLIFTON” 
Gem Duck 


Has Stood the Test of Years 


Used with our wet process, it pro- 
duces a perfect innersole, as it is 
easily formed in, and hugs the lip, 
producing strength where strength is 
most needed. 


The Trade Prefers 
“‘Clifton’’ Gem Duck 
when once tried 


“Clifton” shoe covering cloths, also 
“Clifton” backing and plumping 
cloths give satisfactory results. 


CLIFTON MFG. CO. 


BROOKSIDE AVENUE, JAMAICA PLAIN 
BOSTON 30, MASS. 
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1925 
Mitt: 
: 
: 
: 
: 
: 
g ON’T think of placing that foot- Of course, any fill-in orders that you 
= wear order until you see what the may require in the meantime will be 
5 Goodrich Salesman has to show you in handled promptly from any of the 
= our 1923 line. branches listed below. 
: We have some very interesting thingsto FAST SERVICE can be absolutely 
= uncover! depended upon—your goods will be 
2 You want to get in on the ground-floor shipped the same day your order 
e —to be all set when the demand comes comes in. 
tz with ample stocks of the big sellers. Another thing—there will be plenty of 
i That’s the way to cash-in. Goodrich in both “‘Hi-Press’”? Heavy 
_, The Goodrich Salesman or ‘‘Straight-Line’’ 
) is on his way. He will A Goodrich Salesman Light Goods—you will 
be with you very soon will see you soon get all you want, just 
—wait for him! when you want them. 











See full Goodrich display at the National 
| Convention, in Chicago, Booths 19 and 20 





THE B. F. GOODRICH RUBBER COMPANY 
New York Boston al er Chicago 
Kansas City 


Goodrich 


“HI-PRESS “and “STRAIGHT-LINE” 
; RUBBER FOOTWEAR. 


~828F THE LONG ee = 
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Fit is the First Essential 


O matter how beautiful the style, its 
selling value is 90% minus—<d#f it 
doesn’t fit. 
Consultation with us is the first step toward 
fitting insurance. 


UNITED LAst COMPANY 


HEADQUARTERS, BOSTON, MASS. 


TEN FACTORIES SIX SHOW ROOMS 


BROCKTON ROCHESTER a3 tek 

sane om ssex St. 

NEWARK HAVERHILL CINCINNATI 
803 Syracuse St. 


LYNN AUBURN 
CHICAGO ST. LOUIS 
NEW YORK MILWAUKEF 


ST. LOUIS 
Adv. Bldg., Rm. 303 


CHICAGO 
Wells Bidg., Rm. 406 
PHILADELPHIA 
331 Arch St. 


MILWAUKEE 
10 Metropolitan Bldg. 


Affiliated Company 
United Last Company, Ltd. 
ni ntreal 
with Bra ch Office at Toronto 
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Sarah 
Jane 


Our MARY JANES 
are known all over 
AMERICA as the 
best values of their 
type in or near 
their grade. 


Naturally more 
merchants want 
them year by year. 


t | 
Will You Get 


Yours ? 


Give Your 


WHOLESALER 
The Order 
To-Day 


BOOT AND SHOE RECORDER 


Already we are in 
the full swing of 
the spring demand. 


Don’t make it im- 
possible for us to 
serve you by post- 
poning your order 
to the last minute. 


+f 


Make sure now of 
having these big 
money-makers in 
stock. 


Lyons & Hershenson, Inc. 


Chelsea, Mass. 
207 Essex Street 


Boston Salesrooms 


renee 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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[X the new styles of footwear, the outstanding feature is the 
steadily increasing use of Lacing Hooks. 


Shoe Lacing Hooks meet the universal demand these days for 
a combination of the practical and the ornamental. 


Men demand them because they save valuable minutes every 
day and eliminate the dreaded task of threading a shoe with a 
frayed lace. Children can lace their own shoes if they are fitted 
with Lacing Hooks. 


Insist on Lacing Hooks 
When Ordering Your Boots tor 1923 


January 6, 1922 
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KINNER quality in shoe satin, 
just as Skinner quality in lining 
satins, assures long wear. 


Skinner’s Shoe Satin is made es- 
pecially for use in shoes — extra 
strong. 


Immediate deliveries on all grades. 


Skinner's 
Shoe Satin 


WILLIAM SKINNER & SONS 
NEW YORK CITY 
BOSTON CHICAGO PHILADELPHIA 
Established 1848 





‘Look for the name in the selvage”’ 
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POLO L eM L LUO LUO LO LUO LLU LUELLA @ Lt 


Announcing 


Mitchell McKays 


For the 1923 Seasons 





gq A complete line of Mitchell 
McKay Novelty Styles for 
Women will be on display at 
our Boston office, 72 Lincoln 
Street, during the January buy- 
ing season—a line that you can 
do big business on. Visiting 
buyers are invited to inspect 
“The Best Shoe for the Ceast Money” 


OHO OOO OOOO 








COMM 





R.H.MITCHELL CO. 


Successors to MircHELut-Caunt Co. 





FACTORY: BOSTON OFFICE: 


LYNN, MASS. 72 LINCOLN STREET 
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Othe Woman we all Finovw- 
and Her Childrens Shoes. 


When shock-headed Jack and giggling Jill follow Mother or Father into your store, they 
enter, not a shoe store, but a High Adventure. And if it’s the first pair of “‘really truly” shoes, 





it is a Great Adventure—in a delightfully new world, the polished windows of which they 
have doubtless pressed with inquiring noses. 





This Adventure of Buying New Shoes can be made the firm foundation of lifelong patron- 
age from Jack and Jill if you, the merchant, build with footwear enthusiastically endorsed by 
children. Yours can become that shoe store, invariably found in every locality, which does 
the largest business with the little folks. 





Jack and Jill know little about Lynn as a shoe metropolis. But in a Lynn-made line they 
instantly recognize the same footwear which is worn by the other children they admire and 
copy in dress and manner. Jack will pick a Lynn-made shoe for its clean, swagger cut; Jill for 
the feminine style which Lynn craft slips into even little girls’ shoes. 











Durability and price are nothing in Jack and Jill’s young lives! But Mother considers 
them—Mother, the Woman We All Know. The reason she buys the children’s shoes in the 
same store where she buys her own is because her own Lynn-made shoes have repeatedly stood 
the triple test of Style, Durability and Fair Price. 


Have you a line for the Children We All Know? A Lynn-made line? 


See list of representative Lynn 
manufacturers on the following page 






Lynn—Mother of American Shoemaking 
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Representative Lynn Manufacturers 


BARTLETT, SOMERS CO. 
Women’s Goodyear Welts 


BENDER SHOE CO. 
Women’s Welts and McKays 


BURDETT SHOE CO. 
Welts and Turns for Little Folks 


COTTER SHOE CO. 


Women's Welts Featuring the Formative Shoe 


A. M. CREIGHTON 
Women’s Welts and McKays 


CUSHING SHOE CO. 
Stylish Welts Exclusively 


A. FISHER & SON 
Comfort Shoes and Slippers 


GREGORY & READ CO. 
Women’s Fine McKay Shoes 


HARNEY, TRACY, CREHAN CO. 
Novelty Welt Walking Shoes 


HENNESSEY, MAXWELL & HENNESSEY SHOE CO. 
Women’s Goodyear Welt Shoes 


HOAG & WALDEN, INC. 
Women’s Goodyear Welts 


JELLY-DELANEY SHOE CO. 
Children’s, Misses’ and Growing Girls’ Welts 


V. K. & A. H. JONES & THOMAS CO. 
Practical Welt Shoes for Stylish Women 


T. J. KIELY & CO. 
Ladies’, Misses’ and Children’s Welt Shoes 


LIPPITT-ALFOND SHOE CO. 
Women’s Novelty Flexible McKays and Welts 


MACLAUGHLIN-CONWAY SHOE CO. 
Women’s Novelty Footwear 


McNICHOL & TAYLOR, INC. 
Makers of “Style All the While” Lasts 


R. H. MITCHELL CO. 
Successors to 
MITCHELL-CAUNT CO. 
Women’s McKay Footwear—Staples and Novelties 


WATSON SHOE CO. 
Women’s Fine Novelty Welts and Preventor Shoes 


WILLIAMS, CLARK & CO. 
La France Shoe for Women 


4 


§ 


‘ 


See preceding pages 
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Cosybrocade 


Style No. 3415 


Cosyfelt 
Style No. 1401 


Cosysatin 


Style No. 1441 





Cosyleather 


Style No. 2147 











Cosyfelt 





—in Satin 


—in Brocade 
—in Leather 
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Now Get Cosy Toes 
in 3 New Materials 


As well as in Our High Grade Felt 


A Complete Line to Help You Sell More Slippers 


a ype to a line of Cosyfelt slippers 
which you know are _ highest 
quality—CosyToes—are added Cosy- 
Toes in Cosyleather, Cosysatin and 
Cosybrocade. 


These new members of the Cosy 
Toes family are made in both soft and 
leather soles, turn process. They have 
the same distinctive styles, the same 
high quality material, the same tailored 
appearance, and the same _long- 
wearing durability that have always 
marked CosyToes feltwear. 


Therefore you can offer to your 
customers a complete and very high 
quality line of slippers and at the 
same time enjoy the advantages of 
buying exclusively from one house. 


Concentrate on One 
Brand 


UYING from one house simplifies matters 
for you in many ways. It is easier to buy. 
It is easier to keep your stock complete— 
reorders on fill-in numbers and sizes can be 


conveniently filled. 


But that house must be able to supply the 
high quality and variety that you want. 


In that way you build up consumer satis- 
faction by supplying at all times slippers of 
uniform high quality—the merchandise reflects 
The complete CosyToes 


line is to be advertised the year around in the 


credit on the store. 


Saturday Evening Post. 
These factors mean a larger and steadier 


profit on your slippers. 


See the 1923 Cosy 
Toes Line 


O look over the 1923 Cosy line before you 
place your order. CosyToes are fashioned 
by expert slipper makers in sunny California. 
Every pair is guaranteed against defective 
material or workmanship. You will appreciate 
the quality of the merchandise, the com- 
pleteness of the line, the broad range of colors 
and styles, and the original novelty numbers 
which you can buy from no other manufacturer. 
The complete CosyToes sample line will be 
displayed at the National Shoe Retailers’ 
Convention, January 8, 9, 10, 11, 1923, Booth 
Be sure to see it for your own benefit. 

Our salesmen start cut right after the 
If you desire to order before 
arrives, we will gladly 


Convention. 
our representative 
forward samples and prices at your request. 
We only sell to the retail trade. 


Standard Felt Company 
West Alhambra, California 


New Yor«k 
115 E. 23rd Street 


Cosy Ioes SI 


Cosysatin 


CuHIcAGo 
404 South Wells Street 


Ip 


Cosybrocade 


San FRANCISCO 
612 Howard Street 


CTS 


Cosyleather 
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ie Mar Shoe Co., Inc. 


—<Shoewueens > 


“The Marle” is a turn design that is smart and dis- 
tinctive. An exquisite creation of the shoe crafts- 
man’s art. 




























We always endeavor to make Le Mar shoes a bit bet- 
ter each season—in materials, in making, and in genu- 
ine originality of style. 








We cordially invite all of you to visit our factory and 
salesrooms when in New York, where we will be 
pleased to show you our additional styles and pat- 
terns. 






“THE MARLE” 



















351-353 Jay Street - Factory and Sales Rooms - Brooklyn, N. Y. 














On the Weave of Popularity 


Willow (alf Plain Toe Oxford 

PURITAN LAST 

Full Crimp Vamp. Rajah Sole. 
Price $5.50 


in twelve pair lots 

























Less than twelve pairs, 35 cents per pair 
extra charge. 










Terms 5% 20 days. Net 30 days. 





ao) Stock No. 100—Ready for shipment Fanuary 75. 
Widths A, B,C. Sizes: A wide—g to 7%; B and 
C wide—}?% to 7. 


The Preston B. Keith Shoe Co. 


Makers of Keith's Konqueror Shoes for Men and Women 
Brockton, Mass. Campello Station 
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Your 1923 Resolution! 


RIALTO 


THE “GILT-EDGE” LINE TO BE 
RETAILED AT $5, $6 AND $7 


Within this range of prices is offered an assortment 
of beautiful and appropriate styles that will make 
your 1923 business a source of profit and 
satisfaction. 


The merchant who is fed up on style speculation and is 
looking for a line that will offer him the most salable 
styles at a minimum of risk will do well to look into the 
merits of Rialto styles. 


The complete Rialto line of 1923. models will be on 
exhibit in Chicago during the week of January 8-13 
in Room 905, Security Building, 189 West Madison 
Street. 


RIALTO SHOE CO. | 
215 Essex St. Boston 


Factory, 110 K Street Boston 27 4 
= 


Black Satin with Patent Collar and Strap Black Kid Solid Leather Oxford. 
—Cutout—Also in Gray Ooze Calf. 
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STANDARD SCREW SHOES 


For Real Service 





We present our standard screw styles which we believe will meet the 
approval of the thrifty workers among your trade. They are made 
on our new Service Last which is a modified Munson with extra room 
at the instep and waist. It is far the best last we have ever offered 


for a work shoe. 


Experience has taught the value of the standard screw shoe in giving 
good service under all conditions. The boys in the trenches put them 
to the extreme test. In appearance and ease on the foot they give 
entire satisfaction with the extra rough-wearing value thrown in for 
good measure. 


They are made under the usual standard of Bass workmanship at 
prices we believe will merit your attention. 


G. H. BASS & CO. 


Shoemakers 


WILTON a eee MAINE 
Makers of 
Bass Shoes for Hard Service 


STANDARD OF QUALITY 
FOR FORTY-SIX YEARS 





¢ rr - al ’ ’ No. 381—Brown Kangaroo Grain upper, whole quarter, blucher. 
Makers of RAN GELE? MOCCAS INS full vamp, unlined, full bellows tongue. The bottom is double 
. sole and a half sole, fairstitched and standard screw. Solid 

leather heels, counter and insole. Price. ...... $3.75 





























The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 


























January 6, 1923 


BOOT AND\SHOE RECORDER 











« GeV e We Ve Veo W ee We Ve Ve eV e Ve We We Ve Ve We Ve Pee Vo Vo Ve Ve Veo Veo Ve Ve Vee Wo We We Fo F @ 











——<——————— ee ee ee 








s - 
—— 





























nappy opular 
tyles ” P 


Clearance Sale! 
BIG CUT IN PRICES 

















Sale begins Monday, January 15th 








and ends Friday, January 19th 





We are offering at this sale, discontinued lines of 


WOMEN’S, MISSES’ AND CHILDREN’S 

MEN’S, BOYS’ AND LITTLE GENTS’ 

LOW AND HIGH SHOES 
AT BIG REDUCTIONS 


Don’t fail to come early and get your choice. 








ALSO 
Our elaborate line of ‘‘NIFTY CREATIONS”’, designed exclus- 
ively for us, and our ‘“‘SNAPPY SPRING NOVELTIES” both 
for Women and Children, which are being shown at Chicago dur- 
ing the period of the style show, will be displayed at our show- 
rooms during this sale beginning Monday, January 15th. 


You are cordially invited to attend this Sale 


Lazarus Fried & Sons, Inc. 


Established 1879 


118-120 Duane St. New York, N.Y. 
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A Heel of Known High Quality 

















SHOEMAKER, LEGISLATOR 
AND GOVERNOR 


William Claflin 18 18-1905 


Born to inherit his father’s large = ~ 
shoe manufacturing business, WV ibdia’ 
Claflin chose to commence ~e om 
maker's bench. Though elected to honor 
after honor — legislator, lieutenant-gov- 
ernor, governor, congressman — he was 
always proud to be, as he said, ‘‘a mem- 
ber of a worthy craft with the finest of 
traditions.” 








MAKERS 








OF U. 






HERE is a science in the making of 

rubber heels—a science in the compo- 
sition of the rubber—a science in the way 
it is manufactured. 


It is this science that makes U. S. Spring- 
Step Rubber Heels superior to the usual 
run of heels. 


The United States Rubber Company 
knows rubber from the tree to the finished 
product. It is the only organization in this 
country that grows its own rubber in any 
considerable quantity. 


And with its knowlege and facilities it has 
produced a rubber heel that is standard for 
quality. 

In design, in the finish they take, in com- 
fort, in wear, U.S. Spring-Step Heels are 
not surpassed by any other heel. Many say 
they are superior to all others. 


In addition, U. S. Spring-Step Heels are 
identified by a trade mark which is a symbol 
of first quality literally to millions, not only 
in this country but in other countries of 
the world. . 


Specify U. S. Spring-Step—a heel of 
known quality. 












SPRING STEP 


RING Heels 


United States Rubber Company 


S ROYAL CORD TIRES 
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| 
Here is The Case-- 
| You're the Judge 


and Your Customers 
the Jury 








This sample sales case contains 
18 pairs of 


Dr. Posner’s 


Scientific Shoes — 
selected to give you a practical eS 
demonstration right in yourown \ay 


store of their salability. 


These. shoes are ot spel OUR PROPOSITION 


picked samples but are taken 


from stock. They show you the We will send this sample sales case to every 
styles, the quality and the work- reliable dealer who asks for it on his letter- 
manship. head. If 
Your customers want Dr. Posner POSNEp, 
shoes. Show these samples to Oe CMENTIF 
eng sf Ic 
mothers and see if you haven’t 
discovered a new and easy source SHOES 


of profits. FOR CHILDREN AND YOUNG LADIES 


are not all that we claim for them, just 
return the case—you'll be under no obligation 


But we tell you that you will enjoy selling 
Dr. Posner Shoes. 


Send for this case today 
You have nothing to lose—but big profits to gain 


THIS IS OUR FREE CATALOGUE 


It is actually a textbook on the Posner selling 
plan. It includes detailed descriptions of our 
many selling helps and co-operative plans, 
besides listing the in-stock shoes. 





Like the sample case of profit-makers, 
it is yours for the asking. 


Be Sure To Write For Both Today 


Dr. A. Posner Shoes, Inc. 


140-142 West Broadway 


New York City 





























————————— 
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a Syeel Sally (nn. 


Good Welt Novelties 
In , Stock 


$4.85 $4.85 


B 470 B 470-I 
‘*The Slinker”’ ‘*The Slinker”’ 

















« 


-8 Blo 9 "Wy gfo Rubber eel, Leather 
Lined. IN STOC K—AA, 5-8: A. 4-8: B, 3-8; Sali Y 
C and D, 


Black O poeeee Trimed Welt, 110 Last, 
9 Jee . 


$4.65 $4.65 


The Latest 
Styles at 


8 489 Popular Prices B 458 


(The Aragon) (The Selwyn) 
Nut Brown Nubuck Welt Oxford, with Brown Black Ooze Welt Oxford, Patent Trimmed, 115 
Calf Trimming, 110 Last, 9-8 Block Wi w=? Last, 9-8 Block Wi ngfoot Rubber Heel. IN 
Rubber Heel. IN STOCK—\A, 5-8; A, 4-8; STOCK—AA, 5-8; A, 4-8: B. 3-8: C and D, 
B, 3-8; C and D, 24-8. 24-8. 


Ready for — Delivery 
SEND YOUR ORDER TODAY 


Aan & Sweet Com mpany| 
uburn Maine 
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Syeet Sally funn. 


A New Idea In Turn Shoemaking 
Sweet Sally Lunn 
Suspension Arch Turn 


The First Genuine Corrective Turn 


In Stock 


(Jan. 25) 





$3.85 


N.S.R.A. 
Convention 


B 173 
Black Kid Suspension Arch Turn Oxford. 
12-8 Military Wingfoot See eel, 
%-9. 


B 183 


Same as above, except made of Havana Brown 
, 


$4.35 


If you were at Chicago you probably saw this new shoes are made under our new patented process 
Corrective Turn and placed you order then. If and are fitted with specially conscructed steel 
you were unable, or did not actend the big shanks which are literally built into the sole. 
N. S. R. A. Convention, it will pay you to send Suspension Arch Shoes mean extra profits. Order 
Bear in mind these to-day. 


SEND YOUR TRIAL ORDER TODAY 


| ann. \. Sweet Company 


uburn. Maine 


your trial order right now. 
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awford Shoe 


BRANDED OR UNBRANDED 


The many popular numbers of Men’s 
Fine Welts which we regularly feature 
in this paper, combined with prompt 
shipments, help you to greater 
sales and profits 
) 


( 
No. B-872—Men's Bal, P & V No -¥ Belmont Last. ’ 


Six Rows Stitching throughout. l-in. hee 
Goodyear >. ee ot heel 13 ire ——— 8 


Widths A-D. C “Dragon. 
IN STOCK a, eM 


No. B-848—Men’s Oxford. British Last. Gallun’s No. 4 
pereagien Vamp and Top. Heavy oa 
oodyear —_ Heel. Widths 5. 75 


ford. Scotch Grain Apron. Crimped’ 
Vam Heavy Single Sole. Widths A to 7 
D. Code ‘ ‘Deep.” S 


Keep a Copy 
No. B-986—Lenox Last. Gellun’s No. 4 Norwegian Ox- 
ford. Scotch Grain Apron. Crimped $5 7 of Our Stock 


Vamp. Heavy Single Sole. Widths A 
to D. Code “Door.” 


Style Book 
Handy for 


Reference 
e No. B-930—Flier Last. Gallun’s No. 4 Norwegian Blucher 
when wanting Oxford. Scotch Grain Apron. Crimped 
Vamp. Heavy —— Sole. Widths A 


“Crawford” } ©». Code" 


No. B-940—Flier Last. Gallun’s Black Norwegian Blu- 
Shoes not seen cher Oxford. Scotch Grain Apron. 5 7 
« 


Crim Vamp. Heavy oe Sole. 


advertised Widths A to D. Code “Dial. 


IN STOCK 


Send for a copy of our latest IN STOCK Style Book 


Charles A. Eaton Company 


‘*The Sterling Shoemakers of New England”’ 


SPT ant $6.00 BROCKTON, MASS. 


Black Boarded Calf Bal. Heavy Single 
Sole. Widths A to D. Code “Duty.” 


IN STOCK 


ROSTON—207 Essex Street NEW YORK—127 Duane Street 
ATLANTA—226 Peachtree Arcade 


AtoD. Code“ 
No, B-858—As ne 848, only in Suen ( 
Black Norwegian. Widths A to D. 5. 75 
“Drop.” 
IN STOCK 
No. B-983—Lenox Last. Gallun’s Black Norwegian Ox- 


O88) OH 
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Will You Be The Judge? 


Here’s a case for judicial determination. You are to be the judge. 
Place one of our heels on your right or left shoe, and any other good heel on 
the other shoe. Wear them for three months, and then consider these four points: 





(1) Which heel made the better appearance in design? 

(2) Which heel has given the better wear? 

(3) Which heel was more resilient? 

(4) Which heel: was less slippery on wet and smooth surfaces? 


_If you will make this test, you will find Armstrong Heels, in every point, to give greater satis- 
faction than other makes of good heels. That decision is exactly the reason you should specify 
Armstrong Circle A Heels on your new shoes. 

You want quality. And Armstrong Heels represent quality because they are manufactured 
of the best of raw materials and vulcanized scientifically to insure comfort, durability and springi- 
ness. 

If you would like to be the judge of this case for the next three months, we will be very glad 
to send you a pair of our heels for your personal trial. State color and size desired. 


ARMSTRONG CORK COMPANY 


Shoe Products Division 


Lancaster, Pa. 


Armstrong 
Circle ge Heels 


Select a heel which, in 
your opinion, is best fil- 
ted to give the Armstrong 
Circle A Heel a real test. 
Choose a good rival. 


Once you convince your- 
self, you will And it a 
simple matter to convince 
your customers. 


Send for a pair of Arm- 
strong Circle A Heels to 
make the test. 
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A Straight 
Line is al- 
ways the 
Shortest 
Distance 
Between 
Two Given 
Points. - - -- 


The SMITH 
SMART and the 
DR. A. REED 
lines are the 
shortest dis- 
tance between 
YOUR BUSI- 
NESS and 
GREATER 
SUCCESS. - - - 


It’s the way they 
wear, the way they 
look and the Com- 
fort of their touch 
that bring Prestige 
and Profit to your 


Displayed dur- 
ing the Chicago 

.S.R.A. Con- 
vention at the 
Coliseum, 
Booth 241 and 
the Rose Room, 
Hotel Morri- 
SOR. - - - = «= 
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WK 



























































)) rae oY The J. P. Smith Stock Departments, 
leer pig ye Chicago and New York, house, at 
=—— all times, a wealth of in-demand 
styles for Men and Women. Your 
‘at-once’ needs can be taken care of 
quickly expeditiously and with en- 

tire satisfaction. 


A permanent catalog will gladly 
be sent to you upon request. 


Smith Smart Shoes 


for Men and Women 


Dr.A.Reed Cushion Shoes 


for Men 


The J.P.SMITH SHOE Company 


——_ai aa: 
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see The A. H. BERRY Co. 
coos Line of Women’s Shoes acm 
ee at fr 


Booth Number 


CRUMBS DAVIS 
of os oy 
A FLEXIBLE 
COMFORT CUSHION SOLE 
(TURNS) McKAY 
IMPROVED CUSHION SOLE 
VANGELIN SHOES, DR. A. REED, PAT- 
ENTEE, 1900, 1901. THIS IS 
Welts NOT THE ORIGINAL DR. A. 
for REED CUSHION SHOE PRE- 


Ww VIOUSLY PATENTED BUT 
omen HIS LATEST INVENTION 


N.S. R.A. January 8-11, ’23 


The following men will be at the booth 
to welcome the trade: 


F.G. Peterson R.F.Leighton F.N. Kramer 
J.L.Lundahl W.J.Nicol and H.L. Berry 


To‘our friends the country over we 
extend the greetings of the season 


A BAA 


A. H. BERRY SHOE CO. 


7 PORTLAND, MAINE 
BOSTON SALESROOM :: 186 LINCOLN STREET :: (4th Floor) 


: eS MM em eM rn smo LL LL 
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A Proclamation and Greeting 


from the 


our bye-word. 


D. J. HARKINS 








___WHITE SHOE HOUSE OF AMERICA—— 


In this first issue of the new year, we affirm our determi- 
nation to maintain the high prestige which this house has 
held for so many years. We plan to make the line re- 
sponsive to the needs of our trade and ‘“‘At your Service” 


New features added will more truly acknowledge us as 
“The White Shoe House of America.” 


and friends we extend sincere greetings of the season. 


CHIPMAN-HARWOOD CO. 


564 ATLANTIC AVENUE, BOSTON, MASS. 


To our customers 


H. J. WAGNER 














APPROVED BY 


MEDICAL MEN 


As a sturdy support for the ankles of 
wens & children and as a fully venti- 


, the —— hy, Ventilated Foot 
oan is unexcelled 


Well-known 

surgeons recommend its use. 
Make your stock of 
WENTUANO® children’s shoes 
OATENTED complete by sending 

order today. 

Brockton 2133 
for immediate action. 


BURKLEY 
SHOE CO. 
1156 No. Main 


Retails $2, $3.50 Brockton, Mass. 















BOUDOIRS! 


Are you looking for something 
desirable and d dable in 
this line of foot- 
wear? 


I can show you 
styles at a price 
that will deserve 
your business. 


Send for Sample 
A. W. GREELEY :: Haverhill, Mass. 














Wood Soles 
Boots and Shoe 


Full Oil Grain 
Leather, Water- 
proof Sole Leather 
Counters. High-cut 
Buckle Shoes $2.25 
High-cut Boots $4.25 
Riemer’s Steel 
Rims for Sole 
and Heel........ 50 


A. H." RIEMER SHOE CO. 
MILWAUKEE, WIS., U.S.A. 











BLOODED-STOCK 


If you were buying a borse and he was just a horse you would have to 
take for granted the things the owner said, and then wait for experience 
to show if he had spoken the truth 


But if you bought a horse of blooded-stock that had a pedigree, you 
would not need to take the man's word for it. The would 
show his ancestry and race and give you an idea of the animal's capacity 
for speed and endurance. 


Se Os ope Saree eis ae Some publications sel! 
“just a ho-se” and you have to take their circulation st.itement with 
pinch of salt. 


The Boot & Shoe Recorder is blooded-stock. A» 
A B C statement is the pedigree that tells you 
what to expect in the way of speed and endurance. 














The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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B-911 .... $1.90 


Black Kid Turn Two-Strap, 50 
Last,. 12-8 Military Rubber 
24-9. 














Heel. C, D, E; 
IN STOCK NOW 


ee $2.30 
Black Kid Turn Two-Strap, 20 
Last, 10-8 Rubber Heel. A, 
4-9; B, 3-9; C, D, E, 2%-9. 
(Ready to ship January 15.) 


Pe sans $2.30 


Black Kid Turn Two-Strap, 50 
Last, 12-8 Rubber Heel. A, 
4-9; B, 3-9; C, D, E, 24-9. 
IN STOCK NOW 


B-52...... $2.60 


Black Kid Turn Two-Strap, 25 
Last (Semi-Dress), 12-8 Rub- 
ber Heel, Sheep Lined. A, 4-9; 
B, C, D, E, 2%-9. 

IN STOCK NOW 
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Especially 
De Old Tyme Comforts 








When you stock “Ye Old Tyme Comfort 
Shoes”’ it’s just like putting money in the 
bank. 


Profits accrue like compound interest be- 
cause your customers once they wear 
them always “come back for another 
pair.” 
Moreover, “Ye Old Tyme Comfort Shoes” 
have real STYLE as well as easy and 
proper fitting qualities. To prove this, 
just glance at the numbers listed at the 
left and compare them with the ordinary 
shoe of this type. 


These are only a few of our styles and by 
no means the dressiest ones. 


Your order will be given immediate at- 
tention and your shoes shipped the day 
it arrives. 


So Send It Today 


N.S. R. A. Convention 
Booth 325 





IN STOCK 
Lunn and Sweet Company 


Auburn - - 





The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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IAMOND Brand 

Fast Color Eyelets 
on her shoes and the 
“sterling” mark on her 
silverware—toth guar- 
antee ‘‘quality”’ to the 
woman of today. 


UNITED FAST COLOR 
EYELET COMPANY 


Boston :: :: Massachusetts 











) Nee these Shoes | ; | 


at our Expense! 


‘k= pictures and the price can’t tell the 


story. See the shoes themselves. Feel 
them. Bend them. Look them over inside 
and out. Note their style, Field & Flint Co. smart- 
ness, Brockton finish, and high-class shoemaking. 
Examine critically the fine selected, full-grain calf- 


skin uppers, the extra heavy oak insoles, the fine 
Cold 


heavy oak single outersoles. 


error ef S& & 
rere re & & PD 


Compare them with any other shoes in your store 


at any price. You will see at once what Field’s Unit Syandap 


shoes can mean to you. 


Field’s Unit shoes are made a new way—the p | 
UNIT way. If we made these shoes in the regular of H\ 
way, they would have to cost much more. They are | . 
made in volume, in unit lots, by standardized pro- Valve I. 
cesses, in a separate factory of our plant. The result + 
is— better shoes for less money. 

And they are better shoes, gentlemen’s fine calf- 
skin shoes for $4.75, $4.85 and $4.95. See them. 
Look over the styles shown on the next two pages 
and send for specimen pairs, right from stock— we 
make no samples. If they do not sell themselves to 
you, send them back at our expense. 


FIELD & FLINT CO. 


MONTELLO STATION 
BROCKTON, MASS. 














“BUDDY” 














rr o>> > & & 


The Gold Standard 


“Buddy” 
Last 


Black Boarded Calf Semi-Brogue Bal. Perforated 

and pinked; scroll tip; 15-iron edge sole. Goodyear 

Wingfoot Rubber Heels. Sizes 5 to 11. $4 95 

Widths AA to E. Price, ° ° ° ° 
Style sor. Same in Tan Boarded Calf. 


Black Calf (smooth finish) Bal. On an extremely 
smart modified French last; 13-iron edge sole. Good- 
year Wingfoot Rubber Heels. SizesGto $ 

11, Widths AAto D. Price, ° ° 4.75 


Style 505. Same in Tan Calf. 


Tan Calf Elucher. (In the popular glazed red). 
High toe last; 13-iron edge sole. Goodyear Wing- 
foot Rubber Heels. Sizes 5 to 11, Widths $4 

BtoE. Price, . ° ° . . 75 


See the shoes at our expense ! 


WELVE of the smartest styles in black 

and tan calfskin that are to be had this 

season, in stock now. Made in Brockton 
where the shoemakers are, by Field & Flint 
Co. whose organization, for more than sixty 
years, has been making men’s fine shoes. Every 
one of the twelve is a gentleman’s fine shoe 
and shows it at a glance. Every pair in every 
style has wear and satisfaction for your cus- 
tomer built into it. 


And think of it, the price of these fine calf- 
skin shoes ts 


FROM 
STOCK 


(For all styles except 501 and 502 Bals, which are $4.95 
and styles 503 and 504 oxfords, $4.85. These four styles 
have 15 iron edge soles.) 


Tan Calf (glazed red) Bal. A combina- 
tion last; 13-iron edge sole. Goodyear 
Wingfoot Rubber Heels. Sizes 514 to 

Widths AA to E, $4 75 


Terms 5% 10 


Field & 


Montello 
Station 


Way _ 




















of — “Value — 


el IELD’S Unit Shoes offer an unbeatable 
combination of style, smartness, merit 
value and popular price. It is a com- 













































A 
ack _ , , 4 
this bination that results in quick turnover, and : 
oo volume business. 
i ” " , 4 
lint Field’s Unit Shoes are solid leather through- 4 
xt : STYLE 
y out. They are made of selected full-grain . 
ery : ? 504 4 
i. chrome tanned calfskin; all facings are of calf- 
e ; 
ery skin to match. Box toes and counters are of 
ag sole leather. They carry full seven-iron oak 
innersoles and heavy oak tanned single outer- 
soles. But—get the shoes in your hands and “Buddy” 
let them tell their own story. Send for speci- 
men pairs, and a cut open shoe that shows outed end giubedy cata Gos chisen alge ote 
. ‘ . Goodyear Wingfoot Rubber Heels. Sizes $4 85 
their construction. $to 18. Widths AAtoB. Price, . . “te 
Style 503. Same in Tan Boarded Calf. 
that we say send for “*Specimen”’ 
Note 08 ep a re 
pairs—not samples. No samples 
are made in Field’s Unit Faétory. No 
shoes are made to order. The system of 
produétion won't permit it. All orders are 
shipped from stock, and all shoes submitted 
for inspeétion are taken from stock. They 
show the shoes as they are. 
Black Calf (smooth finish) Bal. Combination meas- 
urements; — — ue 
ls, ° 
a... . : ee 
Style 507. Same in Tan Calf, 
STYLE 
512 
Tan Calf (Glazed Red) Bal. Of dis- 
tinétive pattern, Perforated vamp; scroll 
tip; 13-iron edge sole. Goodyear Wing 
foot Rubber Heels. Sizes § $4 75 
to11, Widths AA to D. Price, e 
10 days. Net 30. 
& | FlintCo 
int ” Tan Calf Bal on a smart professional last. 13-iron 
B edge sole. Goodyear pas nage rege $ 
le . 1 Ss ° e 
lo ROCKTON, Heels Size sto 11. Widihe AATOD. $4.75 
on MASS. STYLE 


511 


, Yo/d Une’ Way 
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Heavy Oak Soles 


Extra Heavy Oak 


Th, ' Innersoles 
Gold 
Vandard 
of 
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YViVIP eels” 
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Note the solid construétion shown in this ‘‘split chicken’’ view. 
Field’s Unit shoes have the substance and merit built into them. 
Selected chrome tanned calfskin upper leather ; calfskin facings and inside backstays 
to match. Heavy single oak tanned soles (natural finish). Extra heavy innersoles. 
Rubber heels built on solid leather bases. Solid leather construction including sole 
leather box toes and counters —all the quality, substance and ‘‘feel’’ that shows 
real merit and real wearing quality. Quality built into every line, seam and stitch— 
and built in to last—by one of Brockton’s oldest and best known shoemakers, 


We are putting on additional salesmen to bring Field’s Unit shoes 
to all the trade, but don’t wait until we have our sales force com- 
plete. The shoes themselves will convincingly tell their own story, 
Wire or write for specimen pairs and cut open shoe, at our expense, 














FIELD & FLINT CO. 


Makers of **KORRECT SHAPE"’ shoes, ‘*‘ANATOMIK”’ shoes for Men 
and FIELD'S UNIT SHOES 


Monretto Station, - Brockton, Mass. 
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Styleful Satins at Low Prices 


RA 





B 840—Black Satin Colonial Brocaded we 
ter, Imitation Turn, 14- -8 SpanishHeel. Widths 
Bto D. Code, “Avis”.... . 

B 848— 4 as anoxe: except ‘Genuine hy 
Widths Ato D. Code, “Bunny” 





B | Satin Brocade Sag Suey. rk 

14-8 Louis Heel. Bto D. Code, “Vera”. . $3. B 882—Black{Satin Brocade Quarter 5-Eyelet 

B 800—Same as above in White Satin. B to D. Lace Oxford O15- 8 Ir. Louis Heel, Imitation 

Code, “Helen”...... ae + 2 Oe wo $3.15 ae. Widths Bto D. Code, ‘ ‘Diana” . $3.10 

Same as above, except 12-8 Cuban 

Heels Code,“Pomona” . . . 2. 2 2 + » $3.10 
January 1 Delivery 








SPECIALISTS 


HANNAHSONS are fabric foot- 
wear specialists, confining their 
entire production to Satin and 
Canvas shoes. This makes pos- 
sible better shoes at lower prices. 
HANNAHSONSuses high-grade 
Satin—backs it in their own fac- 
tory. Proper backing insures 
longer wear. 





N 


B 778—Black Satin Colonial Strap, Leather 
Lined, 16-8 Full Louis Heel, Genuine Turn. 
Ato D. Code, “Iris”. . $3.75 
B 887—Same as above, except 14- 8 Full Breast- 
ed ne Heel. Widths A to 

Class”... — $3. os 





HANNAHSONS’ fabric novel- 
ties are designed and manufac- 
tured by experts. They are ac- 
knowledged the best fitters in 
the grade. 


And HANNAHSONS’ satins are 





B 1110—Black Satin One-Strap, 16-8 Half 
Louis Heel, Leather Lined, Genuine Turn, 
Rhinestone Button. Widths A to D. Code, 























y. ANT “Dolly” . $3.10 
J : , —- eas above, « exce t with 12- Bab 
eye available when you Bite tomes Se ee cep ae ‘ee 10 
Thousands of merchants have 
found HANNAHSONS’ satins 
rapid sellers and permanent 
trade builders. The best proof 
of these qualities is a 200% in- 
crease in sales in the last five 

months. 

Size in as you size out on 
HANNASONS’ Satins, and se- 
cure a maximum turnover with 
a minimum investment. 


B 720—Black Satin, Fan Flare Tongue, Metal 








> ; B 786—Black Satin Wide One Strap, 9-8 Flap- 
Fe wie ane D. ie Pan” et $3.85 HAVERHILL, MASS. - Heel, Rhinestone Button, Genuine a 


eather Lined. Widths B to D . 


$3. 
i pase 90 Stare, gasept oe ‘sh.ts B 776—As above, except Imitation Turn $2.75 


Louis Heel. Code, “Pat”... ....- FABRIC FOOTWEAR NOVELTIES 





fIANNAHSONS JHANNAHSONS/ 
> Meet Us in Chicago ty. 


Of course you plan to attend the N.S.R.A. Convention in Chicago, 
January 8, 9, 10, 11! We’ll be there—BOOTH 75. It is going to be a genu- 
ine pleasure to meet you. Adequate plans have been made to insure 
every visitor this opportunity to learn the merits of Hannahsons’ 
wonder line for 1923. 


























ye "4 
IN STOCK - - IN STYLE 
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Just As Good As Educators? 


The American public buys what it wants—not what individual sales people 
think is just as good. 


Our files contain letters from consumers from every section of the country, 
complaining that some clerk had tried to sell them something supposed to be 
“just as good” as Educators. These people did not buy the substitute. We 
serve them either through 15,000 Educator dealers, or by direct service. 


Educators have become the Standard of Comparison. They are the pioneer 
orthopedic shoes of America, made for the whole family. They have been on 
the market for twenty years and have given satisfaction to millions of people. 


Public opinion has condemned the “‘just as good” comparison. That is one of 
the reasons why Educators have the reputation of. being the fastest selling 
shoe stock in the world. 


Persistent and truthful national advertising has, told and is telling the story of 
Educator sensibility in every section of the country. 


You, Mr. Retailer, would call an Educator Department your biggest money- 
maker. Let us ship you a small stock at once. A trial will be the permanent 
convincer. 


RICE & HUTCHINS 


INCORPORATED 
BOSTON U.S. A. 








EDUCATOR 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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The Trade’s Great Opportunity 


Put the Powers of Publicity to Work 
in January 


serving the public with footwear, meet in the 

month of January. The manufacturer, salesman 
and merchant, each in their own convention, deliberate 
on their usefulness to their members and argue long 
and loud on the service of each branch and how neces- 
sary a profit is for services rendered. 

We realize today the great opportunity that lies 
before the industry through the instrumentality of 
some one of these three associations. It is time to pre- 
sent important shoe truths to the public. There are 
dozens of things which, if presented in concise jour- 
nalistic style, would be seized upon eagerly by news- 
paper correspondents and by the great press agencies 
and would work a benefit to every part of the shoe 
trade through the correction of popular misappre- 
hensions and popular prejudices. 

The truth could be emphasized that, with the shoe 
store, as with the doctor, oculist or dentist, the con- 
sumer is safer when he or she avoids quacks and 
frauds, and freaks and fancies. 

The one big thing that ought to be told can be put 
in one phrase, “by any standard of value, shoes are 
the least expensive article of dress—and the most im- 
portant.”” The abundance of stylish shoes in America, 
by the very familiarity of their use by all classes of 
people, has obscured the wonder and intricacy of their 
making. Between the tanned leather and the finished 
shoe are nearly 200 important processes, each calling 
for skill and accuracy, and preceding this manufacture 
comes the creative work of designers, pattern makers 
and last makers. Scores of brains and hands work over 
every shoe shown to the public so that it can have 
style, comfort, durability and economy. Whatever 
price paid, it is fair and moderate in comparison with 
the labor and brains put into the shoes, and the price 
compares most favorably with other articles of dress. 


fees of the major associations of the industry, 


Unappreciated also is the selling service which gives 
the customer the right shoe at the right time. The func- 
tion of the manufacturer and the merchant is a most 
important one. It deserves emphasis at the beginning 
of a year because before long Easter shoes will be 
called for, and the industry makes its profit on shoes 
bought in season and not on the bargain table. 

Why should shoes remain one of the most misunder- 
stood of all commodities? Why should the public be 
permitted to hold the idea that the consumer is being 
held up? Why not use this great opportunity to place 
before the public some such solid, concrete and emphatic 
truths as that “by any standard of value, shoes are the 
least expensive article of dress and the most important” 
or “one day’s work will buy a better pair of shoes in the 
United States than it will anywhere else in the world 
by more than 50 per cent.” 

The opportunities are simply tremendous to get 
important truths before the public. The shoe trade 
needs all it can get in the way of justice in publicity 
and in increase of popular understanding and popular 
esteem. 

There isn’t a merchant attending the convention that 
does not owe it to his own community, the preparation 
of a night letter back to his local editor telling that the 
merchant went all this distance for one purpose alone, 
to better serve his customer in the spring and summer of 
1923, in style, in economy and in good taste. Also that 
conventions serve as mixing pots for ideas in the better 
understanding of fit and footwear; and finally, that 
New York and Paris have nothing on his town for pro- 
gressiveness in shoes and service, because the whole 
world of shoemaking was spread before him, from 
which he could make selections. 

He can tell the public the self-evident message that 
good taste in attire comes in having both usefulness 
and fitness in proper shoes for different occasions. Shoes 





60 


wear better and give better satisfaction if devoted to 
their proper uses. The wide variety of materials for 
shoes has developed because there was a variety of 
need. The woman who buys the kind of shoes she 
needs may buy the heaviest of calf skin mountain boots 
or the lightest of satin slippers, or may buy suede, kid, 
patent leather, white canvas and mules. Every woman 
who can afford it should have all kinds and no woman 
can afford not to have more than one kind for every 
day use. 

There are dozens of stories worthy of presentation 
in your home newspaper, providing you send them the 
“makings of a story.”” Conventions in January serve 
an excellent purpose of starting off the year with a vigor- 
ous stride. A volume of buying will be great industrial 
news encouraging to every other merchant and manu- 
facturer. 

Industries today are so inter-linked one with another, 
that a spurt in one means possibility in another. Even 
in your own advertisements, the news element of styles 
in footwear purchased at a great market place gets 
popular attention. The important thing is to emphasize 
again and again that “by any standard of value, shoes 
are the least expensive article of dress—and the most 
important.” 





Shoe Selling Is Changing 


Rapidly 


HERE are few lines of business which are 

changing more rapidly than is the business of 
selling shoes at retail. It has changed greatly within 
the past five years. It takes quicker action, closer 
over-sight, more extended style knowledge, and better 
merchandising ability in every way, in order to make 
a shoe store pay a profit. Competition is keen, and 
efficiency must be developed. 

The most efficient shoe store is the one which, con- 
sidering its surrounding circumstances, gets the most 
shoes sold right. The last word in the above sentence 
is the first in importance. Quantity alone will not solve 
the problem. 

It is necessary not only that a sufficient quantity 
of shoes be sold, but it is necessary that they should be 
sold right, not dumped into heaps to be pawed over by 
customers for misfits, as a bum paws over ash heaps 
for stray treasures, but sold with some idea of treating 
a shoe respectfully as a commodity. 

Not sold to the wrong wearer, like suede and satin 
to washerwomen, or high heel freaks to old men, or $2 
shoes to people who ought to be wearing $6 shoes, but 
sold with a view to the individual customer’s needs, 
wants, occupation and station in life. Not dumped on 
the market at bargain prices which are a direct bid for 
the attention of the sheriff, but sold at fair prices and 
for a reasonable profit. In order to achieve these pur- 
poses every department of the store’s work must be 
brought up to a high ideal. 
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To begin with, SHOE BUYING should be done with 
a cool and calculating eye to anticipating the wants of 
the store’s trade, based on sales records, and with a 
most careful reference to stock on hand and to current 
sales. It should take note of the maximum sales pos- 
sibilities of the locality, not overdoing the matter, but 
still maintaining a reasonable amount of “nerve”’ in 
trying out new ideas. 

Part of the duty of the buyer is to decide the retail 
prices—to mark the goods. He knows every style that 
he buys, and knows whether it is a staple which can 
safely be sold close, or a novelty which must be made to 
pay its way quickly. Price marking is not so simple a 
matter as it used to be. No shoe dealer can afford 
merely to put a flat rate of percentage in all his stock. 
If he does he will be undersold on staples, or else his 
novelties will not pay their way. 

The STOCK KEEPING should afford the greatest 
possible economy of time in handling shoes in the store, 
the greatest facility in keeping track of “what is selling” 
from week to week, and the greatest efficiency of guid- 
ance to the buyer in reordering. 

The FLOOR MANAGEMENT must be of a char- 
acter which secures the best results in distributing au- 


‘thority, and in making each individual directly re- 


sponsible for his work, and answerable to his superiors, 
and also gives the superior full knowledge of just what 
his subordinates are doing. 

The SALES FORCE must be so trained and drilled 
that each member of it comes as near as possible to re- 
presenting the proprietor, taking into account, of course, 
the natural differences in temperament and personality. 
This point grows increasingly important as the store 
increases in size. You must teach your sales force to 
sell shoes your way; to push hardest the shoes you want 
sold first; to work with you every day of the year in re- 
ducing stock to the best advantage; to back up all your 
plans and justify all your expenditures in display and 
advertising. 

The SHOE FITTING should be done in such man- 
ner that the business of fitting shoes might well be called 
a semi-profession, and retail shoe salesmanship ought 
to be elevated and recognized as such. It must be so 
done that customers will get the utmost possible wear 
as well as the most comfort, to their own advantage 
and to the great advantage of your reputation as an 
expert in shoes. 

This forms the most strictly technical part of the 
training of your sales force referred to in the preceding 
paragraph. Shoes should be so fitted that the customer 
will feel inclined to return for the next pair. One of the 
best shoe men we ever knew always said to his help: 
“Remember that you are always to try to sell two pairs 
at once, the pair the customer takes away with him, 
and the next one that he is going to want.”’ Good fit- 
ting is the surest help. 

The MEN’S SECTION of the shoe store should 
specialize on information concerning men’s shoes, 

(Continued on page 70) 
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Boot and Shoe Recorder CREED 


Getting More Shoes Sold Right: not only “more” but “right;"* sold for the right purpose, to 
the right wearer, in the right fitting, for the right price, at the right profit. This is the great 
problem of the retail shoe merchants. The chief purpose of the Boot and Shoe Recorder is 
to help solve it; for this is the basic problem upon which depends the progress of the 
entire allied industries relating to shoes and leather; their production and distribution. 
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The Recorder Merchandising Calendar 
for January, February and_March.... 62 


New England Shoe Industry Faces Pe- 
riod of Prosperity 

In which two of New England’s leaders 

“take a crack’’ at the professional pessimist 


Manufacturers’ Association Has Accom- 
plished Much During 1922 
The year which ends with a big! two days meet- 
ing on January 16 and 17 has_been_one of the 
most successful in its history 


Here’s Where the Credit Man Gets into 
the Game of Making a‘ Profit........ 69 


The Recorder Hosiery Section 


Concentrate on Lines and Sizes 
Points on Hosiery Making 

Hosiery Ad-Visor 

Hosiery Styles for Spring 

Quality Goods at Fair Prices—Always 





“I Cannot Afford to Stay with a 
House That Does Not Advertise” 


A prominent shoe salesman wrote me re- 
cently requesting my co-operation in secur- 
ing for him a “strong, aggressive line”’ for the 
coming season. 

“My present house,” wrote he, ‘‘are fine 
people and make good shoes. But they are 
unwilling to change their pre-war policies. 
They don’t believe in advertising. Their 
business is slipping. I cannot afford to stay 
with a house that does not advertise.” 

Business failures and liquidations are daily 
bearing witness to the fact that not to adver- 
tise is not to prosper. 


It will pay to advertise in 1923. 
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Every morning a new day is born and with it come new problems, 
new responsibilities, and new opportunities to serve. Yet each day is 
burdened with a certain routine and agiven number of things that must 
be done if a business is to prosper and life is to be worth the living. 

Much depends upon starting the day right. Be punctual. Say 
“good morning” and say it with a smile to everybody when you get to 
the store. Put money in the cash register, or cashier’s drawer, for 
change, open your mail, answer important letters. Are there any bills 
due today? Look over the “want book.” Maybe you should order 
something now. Keep a daily weather record in your cash register 
book or elsewhere so it may be referred to daily. 


(Calendar for fanuary 


The calendar year and the business week begin on the 
same day. The first big problem is the annual stock 
taking and inventory and then compiling the figures 
into a financial statement. 


Opinions as to basis on which an inventory should be 
taken vary considerably, but the old plan of taking 
two inventories—one for private use and the other as 
a basis of credit or insurance adjustment—is fast be- 
coming obsolete. Also the plan of listing all mer- 
chandise at cost and then figuring off a flat percen- 
tage for depreciation is also passing into oblivion. 
The government regulation of “Cost or Replacement, 
whichever is lower” still remains in force. 


The inventory form should show the original cost, 
the re-marked price, the percentage of price change, 
and the reason for the change. If the selfing price is 
then re-marked to harmonize with the re-marked 
cost, there will be no interference from the Internal 


Department of the Government. 


The financial statement is an important part of the 
inventory. Several copies should be made, one given 
to your banker and others sent to the principal manu. 
facturers and wholesalers from whom you buy. 

The next big problem is the clearance sale. Possibly 
you held the sale during the week between Christmas 


and the New Year. If not, all short lots and slow- 
moving merchandise should be segregated and con- 
verted into cash by some method or other. A 20 
per cent discount sale may sell merchandise, but it 


will not clean stock. The advertising is important 


and the most important part of it is to stick religi- 
ously to the truth. Extravagant statements and wild 
price comparisons seldom get business, and are apt to 
get the merchant into a lot of trouble—better avoid 
them. 


A department budget system is advisable and an 
advertising budget based on last year’s sales is 
imperative. 


The annual National Shoe Retailers’ Convention, 
Coliseum, Chicago. There is but one convention a 
year. The cost of attending should be spread over 
the whole year like taxes and insurance. If appor- 
tioned this way it will not cost to exceed 15 to 25 
cents a day for each business: day of the year. 
Whether you go to the convention or not, fill in the 
gaps left open when early spring buying was done. 
It is safe to anticipate further ahead on staples than 
novelties, but if you are buying from factories antici- 
pate on all far enough so the shoes can be made and 
shipped on time. Then if they come in late you are 
in the clear. 
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Jan. 29-Feb. 3 


Feb. 5-10 


Feb. 26—Mch. 3 Mail statements of customers’ accounts. 


Mch. 5-10 


Monthly meeting of sales force. Topic, “What I 
learned at the Convention.” Give your sales people 
the benefit of your experience, discuss styles and sell- 
ing methods. 


Arrange advertising and publicity campaign. Appor- 
tion advertising budget between direct mail, indirect 
advertising (newspapers, billboards, window trims, 


(Calendar for February 


Take monthly trial balance. Take an accounting of 
pairs in each department. To what you had on hand 
the first of the month, add what was put in stock 
during the month; subtract the number of pairs sold. 
Are you satisfied? Which departments lag behind? 


New spring shoes are arriving. Tell the sales force 
why you bought each style. If you sell your sales 
force on what you have bought they will sell them to 
the trade. Do not think you are too busy to do this 
little act. 

It is time to “Form up” window shoes. It is im- 
portant they appear right in the window. It is a good 


(Calendar for March 


Take 
monthly trial balance. Order cuts for newspaper ad- 
vertising. Buy shoes for May and June selling. Do 
not forget white. 


April 1 will be Easter Sunday. Plan your window 


' and advertising now. Revise your mailing list. 


Put new spring background and drapes in the win- 
dow. Make special display and run advertising on 
juvenile footwear. Have you bought baseball shoes? 
The teams are getting lined up. Get in touch with the 
managers. 


The new season is getting into swing, you can sense 
the style trimmed now. Put P.M.’s on all novelties 
that have been on the shelves over five weeks and are 
not moving. They will sell better now than at the 




















Jan. 22-2) 


Feb. 19-24 


Mch., 19-24 


Mch, 26-31 
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etc.). Replace broken and dirty cartons with new ones. 


Mail statements of customers’ accounts. How many 
accounts inventoried as worthless can be redeemed? 
Get busy on them at once. If your losses on bad 
debts are heavy do some radical pruning or get on a 
cash basis. You can’t take heavy losses on bad debts 
and compete with the fellow who sells for cash. 


idea to have one pair of each lot come in from the 
factory on forms, but take the forms out before plac- 
ing them in the window. A little starch mixed rather 
thick and rubbed into the vamp lining will make 
them stand up better in the windows. A little tissue 
paper stuffed in loosely will give the shoe a good 
appearance. 


Monthly meeting of sales force. Topic, “Corrective 
Foot Wear.” It is a good plan to select a different 
salesman each month and make him chairman of the 
meeting. It will give him confidence in himself and 
make him a better salesman. Display flags and pic- 
ture of George Washington in the window. 


end of the season. Segregate short lots into the 


special section. 


Monthly meeting of sales force. Topic, “Getting 
More Hosiery Sold Right.” Meeting in charge of the 
salesman who has made the best record on hosiery 
sales. See that the stock is complete on hosiery to 
match sport footwear. 


Mail monthly statement of customers’ accounts 
This is Easter week. Every sales person should be 
unusually well dressed and well shod. The store 
from window to wrapping counter should appear at 
its best. Special displays in each department. 
Many additional sales can be made by suggesting an 
extra pair for some special occasion, or to match 


some particular costume. 
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Written for the Boot and Shoe Recorder 
By JULIUS H. BARNES 
President, Chamber of Commerce of the United States 


The business outlook for 1923 is one of great potentiality. In spite of most discouraging govern- 
mental and political complications in Europe, the progress of Europe has been, in the main, toward the 
basis of substantial recovery. 


In America, the trade indices are greatly improved over those of a year ago, when we were then 
engaged on a problem of four million unemployed. In America the outlook is for a strengthening and 
widening of trade at home, especially as a relative disability of the grain farmer is being rapidly corrected 
by advancing grain prices, placing their buying ability more in line with that of other earners. In Europe, 
the very clear desire of all peoples to solve their problems into an atmosphere in which they can work and 
produce, carries assurance that the present political difficulties will be overcome, and it is to be expected 
with fair confidence before the end of 1923 that Europe will have repeated the recovery record which 
America has just written. 


As to your own particular industries, their ability to meet competition in any direction, in the most 
trying period of depreciated wage scales in other countries, stamps the industry as one of high efficiency 
and one peculiarly ready to respond to the trade stimulus of the greatly enlarged human activities whjch 
now seem in sight all over the world. 
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New England Shoe Industry Faces 
Period of Prosperity 


Production Nearly Back to Normal but There Is Need“of More Friendly 
Co-operation between Manufacturers and Organized Labor 


By A. N. BLAKE 
President of the Watson Shoe Co., Lynn, Mass. 


There seems to 
be nothing but fair 
skies ahead of the 
shoe industry as 
far as the first part 
of 1923, at any 
rate, is concerned. 
Our industry has 
been greatly heart- 
ened by the recent 
publication of the 
boot and shoe pro- 
duction figures for 
the month of Oc- 


these figures with 
the total for the 
twelve-month _pe- 
riod ending October 
31 apparently 
proved that our 
business has very nearly returned to a normal basis. 

No department of American industry has suffered 
more severely from the post-war slump in business 
than the allied leather and footwear trades,.and for 
most of us up to a very recent time it has been a verit- 
able ‘‘nightmare”’ period. 


One Million Pairs Per Day 


Our 1300 shoe factories appear to be producing fully 
one million pairs of shoes for every working day, and 
it is gratifying to realize that our own New England 
section is manufacturing about one-half of this total. 

Even the export trade in footwear has perceptibly 
improved of late, some authorities giving the increase 
over a year ago, as approximately 25 per cent, and this 
increase is a considerable help to the industry, although 
far from satisfying it. 





“There seems to te nothing but fair 
skies ahead," says Mr. Blake 


Confidence the Prevalent Note 


In looking over the New England field 1 find every- 
where a quiet feeling of confidence as to what 1923 is 
likely to bring to us as shoe manufacturers, and while it 
is rather discouraging to know that our New England 
industry is still disturbed in certain centers by con- 
tinued friction between employers and workers, 1 am 


tober this year, and ° 


hopeful that in due time this, the most serious of our 
handicaps here, will be removed. Certainly , there 
never was a time in the long history of New England 
shoemaking when there was more urgent need of friendly 
co-operation between manufacturers and organized 
labor. I am confident that the good sense of both will 
ultimately prevail. 


No Market for Crepe 


More or less is being published in these days about 
the alleged decadence of our cherished New England 
shoe industry, but when we look around and see the 
many industrial centers in which there are being 
erected new factories, or additions to old ones* (in- 
cluding my own city of Lynn), I feel that the time has 
not yet arrived for the Jeremiahs to take possession 
of New England and hang crepe on our factory doors. 

New England shoemakers are still very much alive 
and they bid 1923 Welcome with every confidence, as 
the beginning of a period of prosperity for all. 


Evidence of Return to Normal Seen on 


Every Hand 


By HERBERT T. DRAKE 
President of New England Shoe and Leather Association 


The New England Shoe and Leather Association 
has recently inaugurated a weekly service of radio 
reports of shoe and leather trade conditions, this being 
broadcast from the Amrad Station at Medford Hill- 
side every Thursday evening at 6 o’clock. The follow- 
ing New Year’s Greeting was sent out by President 
Herbert T. Drake of the Association last Thursday: 

“Although there yet remain a few days of this event- 
ful year of 1922 I am glad to take advantage of this 
opportunity to broadcast, through the courtesy of 
our good friends at Medford Hillside, a cordial mes- 
sage of good-will to everybody for the coming year, 
and to express the hope that it will be a most happy 
and prosperous one. 


Christmas Trade Encouraging 


“T feel that our New England shoe and leather in- 
dustry has every reason to face the coming year with 
(Continued on page 68) 





66 


BOOT AND SHOE RECORDER 


January 6, 1923 


Manufacturers’ Association Has Accomplished 
~ Much During 1923 


By J. DUDLEY SMITH 
Secretary of the National Boot and Shoe Manufacturers’ Association 


manufacturers met at the Hotel Astor, New York 

City, to discuss the conditions that were then 
confronting the industry, and as a result of this meeting, 
the National Boot and Shoe Manufacturers’ Association 
was formed. The accomplishments of the Association 
are well known to the members and, from year to year, 
they are becoming better known to the Allied Trades 
and the public at large. Up to the time of the 
organization of this Association, 'the manufacturers 
were only known to each other by name, but in the 
course of time, the acquaintance has ripened into 
staunch friendship. The edges of competition have 
been rubbed off and the friendships made have changed 
it to a rivalry for business. At the same time, as the 
result of associated efforts, the achievements have 
benefited the trade and industry at large. 


QO: February the 22nd, 1905, seventy-two shoe 


Aims of the Association 


The Association was organized to foster the boot and 
shoe trade and the interests of those persons, firms and 
corporations engaged in the manufacture of boots and 
shoes in the United States, to reform abuses relative 
thereto; to secure freedom from unjust and unlawful 
exactions; to diffuse accurate and reliable information 
as to the standing of merchants and other matters; to 
procure uniformity and certainty in the customs and 
usages of business; to settle differences between its 
members, and to promote a more enlarged and friendly 
intercourse between them. 

During the past eighteen years, the Association has 
made steady progress in each succeeding year. At 
present its membership is larger than at any previous 
time in the history of its organization. As far as produc- 
tion is concerned, the Association represents by its mem- 
bership about ninety per cent of the entire output of 
boots and shoes manufactured in the United States. 
Its Credit Bureau is making phenomenal strides and is 
becoming one of the bulwarks of the Association. All 
other activities are showing a correspondingly upward 
trend. Recently a number of new members have been 
added to the membership list. 


And What It Has Accomplished 


The year of 1922 has been an unusually active one for 


the Association. It was very actively engaged in a 
strenuous fight for over a year in an effort to prevent a 
tax from being put on hides. Its efforts were finally 
crowned with success in the signing of the Tariff bill by 


the President at a recent date, which continues hides on 
the free list. There is no question but that had this 
Association not been in existence, the tax would have 
been levied, which would have resulted in an estimated 
increased cost to the American public of about $120,- 
000,000.00 annually. 

During the past summer, information was received 
that Cuba contemplated a 100% increase in the import 
duty on American-made boots and shoes. It was claim- 
ed that this increase was in retaliation to the Fordney 
tariff law increasing the duty on imported Cuban 
sugar. This Association at once took active steps in 
protecting the interests of its members in order to pre- 
vent the loss of the best foreign market in the world for 
American-made footwear. From recent reports re- 
ceived from Cuba, there is every reason to believe that 
the bill proposing the increased duty on American-made 


_boots and shoes has been permanently shelved. 


Linked with Retail Merchants and Tanners 


Among the new activities added during the year are 
the quarterly meetings of the Joint Conference and 
Styles Committees of the retailers, manufacturers and 
tanners. As a result of these meetings a printed pro- 
gram of merchandising is issued quarterly giving the 
style trend for the approaching seasons so that the 
retailer may know what he should order for sale during 
the months for which the styles are announced. 

In addition to the above Committees, and in the way 
of an innovation, there were invited to the last meeting 
held at Hotel Astor, New York City, November 15, a 
Committee from the Shoe Travelers’ Association, repre- 
sentatives of the trade journals, fashion journals, hosiery 
manufacturing industry, the Textile Color Card 
Association as well as a group of gown buyers. During 
the meeting, a very important cable, containing over 
five hundred words was read by a representative of one 
of the fashion journals which gave the very latest in- 
formation regarding styles in the Parisian footwear. 


Aided Travelers at Washington 


This Association was quite a factor in aiding the 
National Shoe Travelers’ Association in securing the 
passage of the bill authorizing the issuance of an inter- 
changeable mileage ticket good over all railroads in the 
United States. This ticket will prove invaluable not 
only to the traveling salesmen, but to the public at 
large. 

The Council of Arbitration composed of the four shoe 
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and leather Associations, early in the year voted on the 
election of a new Chairman and as a result of this action, 
President Briggs and the Secretary of the Manufac- 
turers Association were elected Chairman and Secretary, 
respectively, of the Council. Since that time about 
fifty controversies between buyer and seller have been 
considered and a large proportion of them have been 
satisfactorily adjusted, thus avoiding the unnecessary 
expense and annoyance of litigation, and at the same 
time, enabling the cases to be settled in a manner as 
understood by business men, according to the customs 
of the trade, and not decided upon some technicality 
that is so often resorted to in Court proceedings. 


Leasing Contracts Acted On 


During the year the Census office arinounced that it 
desired to secure monthly reports on stocks of boots and 
shoes held by manufacturers, wholesalers and jobbers. 
After taking the matter up with the members, it was 
discovered that the objection was so overwhelming 
against the proposal, that the Director of the Census was 
notified accordingly and he has advised that no attempt 
would be made to secure this information on account 
of the general objection to same. 


The Contract Committee of. the Asssociation has 
been actively engaged in a constructive program to help 
the manufacturers in securing satisfactory leases for 
their machinery and a report in the shape of a printed 
pamphlet has recently been mailed to all shoe manufac- 
turers announcing the final result as accomplished at 
the meeting held in Boston on November 17th between 
the members of the Committee and the officers of the 
United Shoe Machinery Corporation. 


Helpful in Many Ways 


In these days, every concern, in whatever trade en- 
gaged, owes some service to the trade and to the organi- 
zation representing it, not only for itself but for its 
patrons. To solve perplexing problems of business and 
of industry, trade associations are a necessity. Indivi- 
dual effort is of no avail to solve or adjust trade and 
business problems. Co-operative-associate action is 
required. 

In its relation to the membership, the National Boot 
and Shoe Manufacturers Association, endeavors to be 
helpful in any direction that opportunity offers. Among 
some of the services rendered by the Association are the 
following: 

Interchanges ledger credit information with its mem- 
bers who desire to participate ; 

Corrects trade abuses; 

Serves as mediator between buyer and seller in ad- 
justing disputes that cannot be mutually settled by 
the contending parties; 

Aids in preventing laws and regulations that would be 
harmful and unjust to the industry and the public at 
large; 

Protects its members against unjust discriminations. 
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Import and Export Statistics 


Secures import and export statistics and other 
statistical information, and disseminates same to its 
members ; 

Publishes periodical bulletins which keep the members 
informed as to matters of interest to the industry; 

Provides free service corresponding to a bureau of 
information, the use of which is available to all of its 
members; 

Provides its members with Color Cards announcing 
in advance the colors which will be adopted for each 
approaching season; 


Style Program Distributed 


Publishes and supplies to its members a quarterly 
Style Program, thus keeping them constantly informed 
of the predominating styles; — 

Offers its services where necessary in securing execu- 
tives to fill vacancies; 

Arranges an exchange or sale of member’s surplus 
machinery and other equipment; 

Secures an exchange of information from interested 
members concerning their experience in different manu- 
facturing operations for the mutual advantage of others 
concerned ; 

Secures passenger accommodations on ocean steamers 
and aids in securing passports. 


Work in Developing Foreign Trade 


Provides letters of introduction to members going 
abroad ; 

Secures interpreters for all languages; 

Facilities for coding and decoding of cable messages; 

Offers its services in protecting trade marks in foreign 
countries. 





New Company Formed to Make 
Men’s Shoes 


Boston, January 3—Add one more to the shoe 
manufacturing concerns located in South Boston. 
The most recent arrival is the Hutton-Johnson Com- 
pany, with factory at 253 A Street and city sales offices 
at 113 Lincoln Street. Men’s medium grade, Goodyear 
welt shoes for the retail and wholesale trade will be 
manufactured. 


The members of the new firm all are well known in 
the manufacturing field. Orrin J. Hutton has been 
with the F. M. Hoyt Shoe Company of Manchester, 
N. H., for 16 years. Howard F. Johnson has been with 
the George E. Keith Company for more than 14 years 
and has held responsible positions with other shoe 
manufacturers. Associated with them will be Louis 
Gutterman, who is prominent in the sole leather and 
cut sole business. Mr. Gutterman, however, will have 
no active part in the business. Mr. Johnson will 
supervise manufacturing and purchasing while Mr. 
Hutton will have charge of sales and finance. 
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New England Shoe Industry 


(Continued from page 65) 
most hopeful anticipation, for wherever we look there 
are to be found evidences of a most gratifying return 
to the former normal conditions of business. 

“Reports from all parts of our great country prove 
that Christmas trade this year has been uniformly 
better than for a long period, if indeed it has not actu- 
ally made a new record. 


HERBERT T. DRAKE 


“This is a most happy augury for 1923, because it 
indicates that the people of the United States not 
only have money to spend, but are willing to spend it; 
and if they remain in the same mood during the com- 
ing year it should result in making all of us forget, in 
1923, that there ever was a grave and general period of 
business depression. 


Standards of Quality Maintained 

“Our great and progressive New England shoe in- 
dustry is thankful for what 1922 has brought to it, 
and is hopeful of deserving and achieving an even 
greater degree of prosperity in 1923. I think that we 
shoe manufacturers have little to regret regarding our 
policies of the past year, for unquestionably New 
England has kept up its high standard of footwear 
quality and style and is still able to meet all comers. 

“We have a few local handicaps that yet remain to 
be eradicated, but I am confident that we shall solve 
these problems in good time and continue, as in the 
past, to produce our fifty per cent of the country’s 
footwear, of a character that will help to maintain our 
traditional prestige. 

Co-operation and Salesmanship Needed 

“New England, as a whole, needs nothing so much 
as co-operation plus vision and good salesmanship, and 
the time has come for every element in our great in- 
dustrial community to get together in the spirit of ‘one 
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for all and all for one’; and this applies particularly to 
the manufacturers and their workers, for neither of 
these acting alone can bring to New England the busi- 
ness prosperity that must be the life-blood and daily 
bread of all of us. 

“Let us, therefore, cast aside our blue glasses and 
look toward the coming New Year with that uncon- 
querable spirit of enterprise, loyalty and fraternity, 
that has made possible this great Republic of ours.”’ 





Walk-Over Dealers to Meet in Chicago 


The Annual Convention of the Walk Over Dealers’ 
Association will be held in Chicago at the Auditorium 
Hotel on January 11 and 12, directly following the 
National Shoe Retailers’ Convention. This organiza- 
tion, composed of Walk Over dealers all over the coun- 
try meets each year and according to Secretary Sydney 
Stokes of New Haven, this year’s attendance promises 
to be larger than ever before. The officers are as follows: 

President, I. R. Jacobs of New Orleans; Vice-Presi- 
dent, M. G. Harper of Philadelphia; Secretary-Treas- 
urer, Sydney Stokes of New Haven. The Executive 
Committee consists of the above officers and E. L. 
Seaman, New York: I. B. Howe, Boston; W. T. Cheney, 
Terre Haute; E. B. Stern, Tulsa; P. A. Jesberg, Los 
Angeles. The Convention Committee consists of I. R. 
Jacobs and Sydney Stokes on publicity and program; 
C. H. Fliessbach and A. W. Lutz, meetings and ban- 
quet; R. D. Graffis and R. M. Hardebeck, hotel reser- 
vations; A. A. Stentz, C. B. Fischer, J. R. Clouse, J. H. 
Timmons, H. G. Schutz and O. W. Kehm, registration. 

Messrs. Harold C. Keith, President of the Geo. E. 
Keith Company, Geo. H. Leach, Charles E. Moore and 
H. T. Conner of the directors and E. A. Burrill, W. T. 
Card, A. J. Chase, Frank E. Packard, Walter D. Leach, 
and W. A. Farley and a number of salesmen will be at 
the meetings to help in solving manufacturing prob- 
lems or those pertaining to the home plant. 

In addition to the booths at the Retailers’ Convention 
Hall, the Geo. E. Keith Company will maintain a sam- 
ple display room for Walk-Over dealers at the Audi- 
torium Hotel. 





New Orthopedic Shoe for Men to Be 
Made by Bates 


Webster, Mass., Jan. 3.—As the result of an investi- 
gation which covered a period of three months, the 
A. J. Bates Company has acquired by lease the right to 
manufacture men’s shoes under the so-called Hafertepen 


patents. These patents, recently granted to Ed. B. 
Hafertepen and by him assigned to the Hafertepen 
Patents Company of New York City, cover a new 
method of making a flexible shank, arch supporting shoe 
known as the Arch Bandage shoe, the unusual feature 
of which is the shoe’s ability to hold its original mould 
and retain its flexibility. Speaking of this shoe, Mr. 
(Continued on page 73) 
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Here’s Where the Credit Man Gets into the 
Game of Making a Profit 


By W. B. McCONNELL 


Secretary of the C. A. Verner Company of Pittsburgh, and Past President of the 
Retail Credit Men’s Association of Pittsburgh 


remember the time when the authorizer of re- 

tailcredits was considered primarily a rubber- 
stamp executive—a necessary evil, and an item of un- 
productive expense. Happily that period in the evo- 
lution of retail credit is past, and the credit department, 
whether presided over by the bookkeeper in the smaller 
stores or the credit manager in the largest department 
store, has assumed its rightful position, and is now rec- 
ognized as one of the most important units in the store 
organization and a tremendous factor in constructive 
business building. 

The granting of retail credit has now been reduced to 
ascience. The modern retail credit grantor must meas- 
ure up to new standards of efficiency. He is not judged 
by the number of accounts he declines, but by the vol- 


M ANY of the older credit men in our association 


as to the true relationship between our delinquent ac- 
counts and the net profits of the store. 

Is our credit and collection policy consistent with 
true business-building principles and contributing its 
full quota to the store’s profits? 


Getting the Money and Building Good Will 


A theory which once existed in the minds of many 
credit men that strict enforcement of credit terms drove 
business from the store has long since been exploded. 
It is now a recognized fact that insistence of settlement 
of bills in conformity with terms of sale will not only 
create and retain the respect of the customer, but will 
create for the store a customer who, with that extreme 
satisfaction which comes only to those who know their 
credit is never questioned, will feel at liberty to use 


ume of collect- 
ible accounts he 
places on the 
books. By con- 
structive busi- 
ness building he 
is contributing 
to the profits of 
the store. 

Sales quotas 
are established, 
and to exceed 
the record of yes- 
terday—l a s t 
month—and last 
year is the goal 
and ambition of 
every modern 
business builder. 

While not 
minimizing or 
depreciating this 
method for aug- 
menting the 
store’s profits by 
increasing the 
volume of sales 
witha correspon- 
ding decrease in 
the percentage 
of overhead ex- 
pense,the 
thought arises 











NET PROFIT 
Operating 


Expense 
25.8% 


TOTAL SALES 


Mark-up Selli Gross 
40% of ic Profit 
28.7% 


Accrued Profits 
On Basis of Monthly Settlements 





Trading Original 
Period Investment Lost 
in and Net 
Profits 








$140.00 


48.06 
$263.61 
40.00 





$238.96 
36.26 


$202.70 


$922.62 
140.00 


$782.62 


Total 6 Mos 


$659.01 $263.61 
6 Mos. Acct 100.00 40.00 





Loss to Store $559.01 $223.61 $223.61 





The above chart represents a hypothetical investment of $100 in merchandise 
for re-sale. It does not include any investment in store fixtures, nor is any pro- 
vision made for bank loans to finance the sale. 

The percentages used for Gross Profit, Operating Expense and Net Profit are 
the average of the common figures reported to the Harvard University of Business 
Research by 334 retail shoe dealers in all parts of the country for the years 1919, 
1920 and 1921. 

It will be noted from the above chart that the first sale, which represented an 
investment of $100 in merchandise, and marked up 40 per cent to give a gross 
profit of 28.7 per cent on net sales, and which was paid within 30 days returned a 
net profit of $3.74. This profit of $3.74 was re-invested in merchandise for re-sale, 
and at the end of six months, on the basis of monthly settlements, the stock 
turned six times with net profits amounting to $24.65 or a return of 24.65 per cent 
on the original investment. 

On the other hand, if the account had been permitted to stand on the books for 
the six months period, the original investment would have been tied up for that 
period, and with but one stock turn, would have shown a potential loss of $782.62 
in sales and $20.91 in net profits, or a loss of 20.9 per cent on original investment. 

Had the hypothetical account in question run five months instead of six, the 
loss would have been $16.42; for four months it would have been $12.09; for three 
months, $7.92; and for two months, $3.88. : 

The above figures are based, as previously noted, on an investment of $100, 
but any multiple of this amount can be used. Figure for yourself what the profit 
or ae would be on a charge business of $100,000 on credit terms of 30 days to six 
months. 

Let us be Business Builders in the truest sense of the word, by observing and 
understanding the true relationship of our delinquent accounts to the store 
profits. 











their charge ac- 
count continu- 
ously through- 
out the year. 

In the exper- 
ience of themem- 
bers of this as- 
sociation, how 
many are carry- 
ing delinquent 
customers who 
have temporarily 
discontin- 
ued using their 
charge account, 
and who are pay- 
ing cash in your 
store for their re- 
quirements? A 
relatively small 
percentage, I am 
confident. 

It is the pur- 
pose of this arti- 
cle to show the 
importance from 
a business-build- 
ing standpoint of 
adopting a con- 
servative collec- 
tion policy which 
in the final an- 
alysis, will pay 
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big dividends in good will and actual net profits. 

When considering the policy to be pursued in relation 
to delinquent accounts, it will be quite obvious that 
our attention primarily should be directed toward the 
chronic and habitually slow-paying customer, who, by 
his very methods of payment, is tearing down and con- 
tributing in no way to the process of constructive busi- 
ness building. 

The unfortunate who, by adverse circumstances, is 
forced into a situation of financial difficulty and em- 
barrassment, is the exceptional case which requires the 
personal and individual attention of the credit man. 
In your own experience you will recall instances where 
consideration and the true appreciation of that most 
responsive chord in human experience—human inter- 
est—has builded for you and your store an asset in 
good will which, in cold dollars and cents, is incalculable 
to the store. 


One Month Better Than Six—But How Much Better? 


As business builders we are, therefore, naturally in- 
terested and concerned with the relationship of delin- 
quent accounts to the net profits.of the store. The 
most ardent supporter of rule of thumb methods will 
concede that a thirty-day account is more remunera- 
tive than an account of six months’ standing, but have 
we ever stopped to consider the difference in actual net 
profits of the two accounts? 

The chart accompanying this article is somewhat 
startling, and emphasizes in a striking manner the im- 
portance of watching our collection percentages. It 
also emphasizes the importance of contributing to and 
receiving the collection charts issued by the Credit 
Statistical Committee of our association. Watch close- 
ly the average monthly collection percentages of stores 
in your own group. If your percentages are below the 
general average—all other factors being equal—then 
you are rol earning as much net profit for your store. 





Shoe Selling Is Changing Rapidly 
(Continued from page 60) 
men’s styles and men’s preferred way of quick shopping. 

The WOMEN’S SECTION should be so managed as 
to present in the clearest possible manner the new 
changes in shoe fashions, and to emphasize your shoes 
as being ‘““THE”’ style. Some of your shoes are just as 
good and just as fashionable as some of the shoes that 
Slater’s or Frank Bros.’ sell in New York; but you might 
have trouble in making their customers believe it! A 
style reputation is worth thousands to a shoe store, and 
is a genuine asset. 

The CHILDREN’S SECTION should be so man- 
aged that you get your full share of the children’s trade 
of the community; that your store becomes known as 
a safe place to send a child for shoes. 

The SLIPPER SECTION should emphasize the 
goods sold as a special kind of footwear for men, 
women and children. 
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The RUBBER SECTION should be up to date in the 
matter of overs to fit the shapesof shoes being sold in the 
store. It should have the goods handy, and the sales- 
men should know just where to find at once any style 
desired. The call for rubbers always comes with a rush 
and customers must be waited on in a hurry. 

The WINDOW DISPLAY, and all other displays of 
goods, should give the clearest possible idea of the kind 
and class of shoes you sell, what they cost the customer, 
and especially should convey style information. They 
should be planned in advance and carefully studied. 

The SHOE FINDINGS SECTION should educate 
the public to use and want the many appliances and in- 
cidentals which pertain to shoes. There are thousands 
of people who do not even know what a shoe tree is! 

SHOE REPAIRING should be so looked after that 
slipshod people will become a rarity. It should be ad- 
vertised and developed in every way as a profit-maker. 

SHOE ADVERTISING should be so systematized 
that you will KNOW the best means of reaching the 
people of your town, the people in the surrounding 
country, and the people who will order by mail, and all 
classes and occupations within your trade territory. 
You should carefully try out the best ideas in circular 
and letter, as well as in newspaper advertising, and all 
your advertisements, without exception, should TELL 
SOMETHING interesting about your shoes. It should 
be natural in tone, a real talk to customers. 

Your ADVANCE OUTLOOK should be complete for 
the entire year. You should be ready in advance with 
good plans for every holiday, every season, every special 
trade event for the coming year. It does not pay to 
trust to the spur of the moment. Your strongest com- 
petitors don’t! You need, more than ever before, to 
KEEP POSTED ON STYLES. 

In STOCK CLEARANCE there is room for vast im- 
provement in many stores. The clearing-up process 
should be an all-the-year-round process, not merely a 
spasmodic effort twice a year to close out odds and ends 
on the bargain table in clearance sales. Better work in 
this particular would stop ONE OF THE BIGGEST 
LEAKS IN THE RETAIL SHOE TRADE. 

SHOE ACCOUNTING should be clear, plain, com- 
pact and yet full enough to be a complete record. It 
should be complete enough to include all your expenses 
and all your losses. The receipts will take care of 
themselves. More than anything else, it should show 
THE HIDDEN LOSSES. Whether by depreciation of 
stock, extra work, and allowance to customers, loss in 
cut-price sales, or what not, the dark corners should be 
dusted out and a bright light turned on everywhere. If 
this is not done you are probably cheating yourself 
every day you live! 

No one of these subjects stands alone. They are all 
related and intertwined. Stock keeping and buying 
must work together. Floor management and the train- 
ing of the sales force are each part of the otber, and 
shoe fitting is an appertaining detail. They are all 
a part of the whole. 
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Style Show for Volume Buyers 


The Cycle of Footwear Fashion Expositions Now Complete; Booths consisted 
of tables with Twenty Shoes the Limit ; 


Boston.—The Boston Shoe Trades Club was the 
scene of a unique idea in shoe style shows the past 
week, with 35 New England manufacturers doing 
business exclusively with the wholesale shoe trade as 
exhibitors, the idea being to focus the attention of 
volume buyers of shoes on advance footwear fashions, 
to arrive at the retail shoe stores in ample time for 
Easter selling. 

The show was held on the evenings of January 2-4 
—from 8 until 11 o’clock and brought out a large at- 
tendance which consisted of buyers only and repre- 
sentatives of the press. The public was excluded— 
volume buyer concentration was the aim and the ac- 
complishment. The buyers came from as far west as 
Kansas City and a large number from the South as 
well as from the East. So successful did the plan prove, 
that the very next day after the opening night, ex- 
hibiting manufacturers’ offices were crowded with 
buyers. 

Concentrated Buying Power 


The method of procedure was entirely contrary to 
the usual way of conducting shoe style shows. In- 
stead of perhaps 25,000 visitors, including a possible 500 
buyers on the opening night, practically every man 
present was a buyer—the displays were made on tables, 
each containing not over 20 shoes, against the usual 
exposition of anywhere from 100 to 300 samples in a 
line. There was a runway, with 15 living models, 
music and intensified interest in a few samples. 

The director of the show was A. L. De Noyers. 


Stanley Wass Originated Idea 


The man in whose brain this style show idea origin- 
ated was Stanley Wass of the Geo. A. Learned Com- 
pany, whose headquarters are at 135 Lincoln Street, 
Boston, Mr. Wass is a very popular salesman. He is 
well known as a man of forceful and pleasing person- 
ality, and when some three weeks ago, he had thought 
out his plan, he immediately proceeded to put it into 
action. 

The 35 exhibitors were ready workers—all working 
as a unit for better co-operation between the manu- 























facturer and the distributor. This concentration of the 
market for the benefit of all volume buyers was a real 
labor of love on the part of the manufacturers and was 
put on solely with the idea of helping the wholesaler 
and retail shoe merchant. More will go in the next time. 


Intelligent Co-operation Necessary 


Mr. Wass made an address on the opening night in 
which -he pointed out that the distributor should 
appreciate the fact that the tanner, as well as the man- 
ufacturer of leather and fabrics, requires time to get 
his material ready; that he cannot make immediate 
deliveries unless he has some means of obtaining in- 
formation as to what the shoe manufacturer requires 
—for instance, take the case of fabric for satin shoes— 
one loom can weave on an average only ten yards a day 
—it takes approximately six yards to make one 36-pair 
case of satin shoes. _ 

Among the exhibitors were: Tolman Print, Inc., 
Brockton, Mass.; L. H. Spaulding Co., Lowell, Mass.; 
Lyons & Hershenson, Inc., Chelsea, Mass.; Porter & 
Burns, Boston, Mass.; Perry; Malcolm Co., Haverhill, 
Mass.; Barbour Welting Co., Brockton, Mass.; Han- 
over Rubber Co., W. Hanover, Mass. ; Outing Shoe Co., 
Boston, Mass.; V. K. & A. H. Jones Thomas Co., Lynn, 
Mass.; Harding Shoe Co., Inc., Haverhill, Mass.; 
Leonard Stevens Co., Belfast, Maine; Wm. P. Lowell, 
Newburyport, Mass.; Capital City Corporation, Bos- 
ton, Mass.; Victoria Shoe Co., East Boston, Mass.; 
Gorman Shoe Co., Haverhill, Mass.; McLaughlin- 
Conway Shoe Co., Lynn, Mass.; Gilbert-Freedlander 
Shoe Co., Haverhill, Mass.; Ralph H. Mears, Boston, 
Mass.; Carroll & Jellerson Shoe Co., Norway, Maine; 
Huckins & Temple, Inc., Milford, Mass.; J. S. Walker 
Co., Lewiston, Maine; Geo. A. Leonard Co., Newbury- 
port, Mass.; Avon Sole Co., Avon, Mass.; Raymond 
Sales Co., Bojton.; C. G. Daniels Co., Boston; I. Brock- 
man and Co., Boston; J. A. Manning Shoe Mfg. Co., 
Boston; Bunker Hill Shoe Co., Everett, Mass.; Bart- 
lett Somers Co., Lynn, Mass.; Clifford Rubber Co., 
Franklin, Mass.; McNichol-Taylor Co., Lynn, Mass.: 
William Skinner & Sons, Boston. 
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The panelled walls show alternating mirrors and tapestry and even 
the side lights have the quaint lines of the Chinese pagoda 


Borrowing from China for the Shoe Store 


that the East and West shall never meet. The 

shoe world has demonstrated the fallacy of the 
statement, by producing a typically Chinese atmosphere 
in a retail shoe shop. 

This latest addition to the growing list of novelties 
in the form of shoe emporiums, is located at 106 Delan- 
cey Street, in the heart of New York’s downtown, East 
Side section. It is owned by I. Fastenberg, a retail 
merchant who already has impressive stores on Pitkin 
Avenue, Brooklyn and at 104 Lenox Avenue, Harlem, 
and is soon to open a new and novel shop in the old 
Hotel Claridge Building which has been converted into 
an office structure, with the passing of other hostelries 
famous in pre-prohibition days. 


i ( IPLING was not altogether right in his statement 


Pagodas—Lacquer— Rugs 


It is almost impossible to describe this new store, 
with its lacquered fittings, its Chinese embroideries, its 
little pagodas peeping out here and there, its soft 
Chinese rugs and richly brocaded furniture. 

The entrance to the store is deeply recessed and the 
windows are broken by sharp angles. Ovehead in the 
entrance is a domed sky, painted in soft blues and pinks, 
with fleecy clouds seeming to hang suspended in mid- 
air. The plate glass windows are broken by little 


Chinese balconies which are bordered with flowers and 
topped with the quaint slant of the Chinese pagoda. 
In the windows themselves are many pieces of Chinese 
pottery, lamps, dragons and other pieces which have 
a strange fascination for western eyes. 


Panels of Tapestry and Mirrors 


The background of the windows is made of alternate 
panels of embroidered tapestry and plate glass mirrors, 
in which a pagoda effect has been deeply cut. The cut- 
ting on the glass is carried out in the door that enters 
into the sales room and also in the windows giving from 
the display windows into the store. 

Inside, the domed ceiling with its sky-like painting is 
repeated, as are also the alternate panels of tapestry and 
mirrors. The wood work is lacquered and the mirrors 
topped by pagoda effects with pagoda like lanterns 
suspended at the upper corners. Instead of seats or 
individual chairs, large Chinese sofas, upholstered in 
black and gold brocades are used to seat the customers. 
The fitting stools are made to match. It is interesting 
to note in passing that the interior furnishings including 
these sofas were made on the premises. 

Toward the center back of the room is a stairway 
leading to the salesroom and stock rooms upstairs. 
No wall cases or stock is visible in either selling room. 
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W. A. Julian Retires; Adler New Head 
of Cincinnati Company 
Cincinnati, O., January 3—After serving for thirty 
years as head of the Julian & Kokenge Company of 
this city, Mr. W. A. Julian has retired from active 
business and plans to devote the remainder of his life to 
traveling and to the administration of the many 










MILTON ADLER 


Who succeeds W. A. Julian as President 
of the Julian § Kokenge Co., Cincinnati 


charities in which he is interested here in Cincinnati 
and elsewhere. 

He is succeeded as president by Mr. Milton Adler 
who has been vice-president for several years. 

The position made vacant by his promotion, has been 
filled by the appointment of H. N. Lape as vice- 
president and general manager. 





New Orthopedic Shoe 
(Continued from page 68) 

F. I. Sears, vice-president of the A. J. Bates Company, 
says: 

“The last’s construction in itself is a wonderful step 
forward, the lines are of scientific corrective design. 

“The construction is so arranged that the original 
tread of the shoe is retained throughout its life, by in- 
terior process of making. The stitching in the shank 
is the visible evidence of its unusual construction, these 
stitches bind the inner and the outer soles to the 
patented Fabric shank piece, holding the original 
mould of the shoe and at the same time retaining the 
flexibility of shank. To prevent the shoe proper from 
creeping to an inward, or outward position from long 
wear, the inseam of the entire shoe is reinforced with a 
Fabric cord, when upper is attached to insole. The 
indentation of the inner sole, brought about when 
moulded on the last, must hold their mould while at the 
same time the flexibility of shoe and shank remain.” 
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The All-Prevalent 


What is that pain between my eyes? 
What are those aches in bones and thighs? 
Why does that fever through me roam? 
What is that hammering in my dome? 

It’s flu! 


Why do I doze in dopey slumber? 
Why are my legs like heavy lumber? 
Isn’t this life a heluva bore? 

Where is my virile pep of yore? 

It’s flew! 


What is one man’s fuel is another man’s 
poison. 


About now, Father really feels the Christ- 
mas club. 


The difference between drink and the 
radio bug is that you can take a drink or 
leave it alone. 


Kindergartens are fine little institutions. 
But what we also need are a lot of papa-and- 
mammagartens. 


Enthusiasm is a bridge which will carry 
you over many a chasm. 


What ever they may do for women, we 
violate no confidence in saying no man looks 
graceful and swagger in pajamas. 


The best thing we have seen in styles is 
this Young 1923. 
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Johansen’s 
Feeture Arch 


Shoe 


No. F-202—Surpass Black Kid 
Two-Strap, Goodyear Welt, 113 
Last, 13-8 Cuban Heel 


No. F-203—As above, Benz Havana 
Brown Kid 


No. F-204—As above, Patent 5.00 
AA, 5-9; A, 414-9; B, 4-9; C, 3-9 
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Johansen’s Feeture Arch Shoes 
have proven a wonderful business 
builder for retailers. Write us to 
see if your locality is still open. 


Thousands of women have 
found foot comfort in .. .. 





Johansen’s Feeture Arch Shoes 


Thousands of women have been willing 
to try them because they’re not freaky- 
looking but just as stylish and graceful as 
any shoe. 


And those women have been amazed— 
pleasantly amazed—at how genuinely 
comfortable these shoes are. 


The secret is in the patented arch, rigid 
yet flexible. It is a rigid and perfect sup- 
port to the arch of the foot when the 
weight of the body presses down on it. 
Yet it is flexible, too, and allows perfect 
freedom to the foot muscles when walk- 


Absolutely 
Rigid 








ohansen Bros. Shoe Co. 


Makers- Women's Shoes Exclusively 
‘Saint Louis. 











The Boot and Shoe Recorder will appreciate your mentioning the publication in replies te advertisements. 
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Do You Need Help in Planning Your 
Clearance Sales? 


January usually finds a place in the scheme of things 
as a month of clearance sales. In the first place, the 
holiday shopping is over. In the second place, there is 
new merchandise to be ordered for spring selling. And 
in the third place, there is usually stock inventory to 
be taken into consideration. 


These are the three main causes of the clearance 
sales which are now starting the country over. 


But there are right and wrong ways of holding these 
clearance sales. Some new wrinkles have been devel- 
oped which tend to swell volume during this period. 


These new methods will be a prominent feature of our 
next issue—dated January 13. You will profit by 
studying it intently and undoubtedly will find a host 
of good ideas of which you can take advantage. 
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The Line 
of 


Vision 


Getting Your Shoes Displayed Better 
in the preferred position sells more 
every day. 


As a person stands in front of your window, 
their eye strikes across your window, on the 
line of vision. Just below the line of vision 
on is the best place to arrange ‘your display— 
Louis XVI Design for the eye of your prospective customer 
The fiztures that will “‘put your dis- drops to the level of your window floor. 
plays across. ° “c < a6 9° 
Here, then is the “preferred position” in your 
window—the place where it requires little 
effort to look at. 


By avoiding flat displays your merchandise is 
attractively displayed at the point, where 
more sales will result. 


All fixtures completely described 
in Catalog 1, sent al your request. 


HUGH LYONS & COMPANY 
LANSING, MICH. 


—Salesrooms— 
NEW YORK CHICAGO No. 2935 
35 W. 32nd Street 217 W. Jackson Blvd. ! Two Bar Hosiery 
BOSTON BALTIMORE Dis; 
52 Chauncy St. 1 N. Eutaw Street 24” high 





The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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One Store in 1886; Five in 1923 


Firm of Wetherby-Kayser Opens Fourth Store (This One in Pasadena) and 
Lets Contract for Fifth, in Hollywood, Cal. 


HE opening of the new Wetherby-Kayser Shoe 
TL stor in Pasadena marks a new epoch in the 

career of this well-known shoe firm, and recalls 
the fact that it was in Pasadena, in 1886, that it had its 
origin, when Bruce Wetherby and Emil Kayser formed 
a partnership and laid the foundation for the huge enter- 
prise of today, with its four stores dotting Los Angeles 
and Pasadena. Both these young men were in their 
early twenties, and each had come from Eastern points, 
Mr. Wetherby having sailed from New York a couple 
of years earlier via Panama, and Mr. 
Kayser hailing from Omaha. 


Mighty Oaks from Little Acorns 


A brief review of the history of the 
Wetherby-Kayser Shoe Company is 
interesting. It reveals that from the 
start these young men had great am- 
bitions for the future of their enter- 
prise. 

Mr. Wetherby, for instance, had 
a propensity for painting signs, 
and soon the surrounding country 
was placarded with signs calling at- 
tention to Wetherby-Kayser shoes, 
and on one occasion an irate old gen- 
tleman, on not being able to find just 
the shoe he wanted, remarked that 
he wished they would display more 
shoes and fewer signs. 

In 1887-88 they erected the Weth- 
erby-Kayser building on Colorado 
Street, where they conducted a very 
successful business until 1902, when they realized that 
Los Angeles offered greater opportunities, and located 
on Broadway, between Second and Third Streets, short- 
ly afterwards discontinuing the Pasadena store and 
centering their activities on the Los Angeles store. 
Here their vision that a shoe store could be an artistic 
and attractive shop was realized, and the shop attracted 
much attention from shoe dealers and manufacturers 
on the Coast and in the East, and marked a new era in 
the retail shoe business. 


A History of Rapid Growth 


In 1904 the business was incorporated as the Weth- 
erby-Kayser Shoe Company, with Mr. Wetherby as 
president and Mr. Kayser as secretary and treasurer, 
Mr. Kayser succeeding Mr. Wetherby as president on 
the latter’s death in 1916. It was during these early 
years that Mr. Heidel was taken into the firm, and 


F. W. HEIDEL 


Secretary-Treasurer and General Man- 
Fager of the Wetherby- Kayser Shoe Co. 
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played such an important part in the upbuilding of the 
business. 

it was not long before they outgrew their Third and 
Broadway store, and had to seek more commodious 
quarters at Fourth and Broadway. This store is still 
one of the most active of their branches. 


De Luze Shop in Hotel 


Again, in order properly to care for their rapidly- 
growing clientele, it was found necessary to open a new 
store, this time on West Seventh 
Street, in line with the city’s wonder- 
ful growth in this direction. This is 
probably the finest shoe store in the 
West, excelling not only in its ap- 
pointments and equipment, but in 
the splendid service it renders. A 
little later a de luxe shop was opened 
in the Ambassador Hotel, where only 
the finer conceptions of shoes are 
carried. 

During these years this company 
has built up a staple and conserva- 
tive business in Los Angeles, and has 
been able, through the handling of 
superior merchandise, to retain a 
great number of its friends in Pasa- 
dena. It has always been realized, 
however, that no little inconvenience 
was caused its Pasadena customers 
by their being obliged to do their 
purchasing at the Los Angeles shops, 
and Mr. Kayser has had in mind 
for some time the need of a store in Pasadena, 
with the result that on November Ist was opened, 
on East Colorado Street, but a few blocks from the 
site of the original store, a handsomely equipped 
shop, to take care of this clientele. No wonder Pasa- 
denans feel they are but welcoming home an old friend, 
as evidenced by the large gathering to greet them on 
the opening day, when the house was massed with 
floral offerings from their many friends. 

The exterior of the store is old English architecture, 
with an arched vestibule and foyer with marble floor, 
and on each side large display windows five feet deep 
and twenty feet long. The windows are of leaded glass, 
with carved oak background and oak flooring. The 
doors are unique in that they disappear into the floor. 
They are of leaded glass, emblazoned with a shield in 
colored glass. 

The interior is beautifully fitted up with carved 





78 BOOT AND SHOE RECORDER 


January 6. 1923 


For speedy, positive action-- 
the new 


Repco Shoe 
Stretcher 


GHOE stretching is a little art in itself. 

The Repco Shoe Stretcher is designed 
scientifically and stretches shoes easily, 
quickly and without injuring them. 


The Repco Shoe Stretcher contains no 
springs, arrows or other troublesome parts. 


The blocks—shapely and carefully finished 





Repco Shoe Stretchers 
are made in nine sizes— 


No. 000 down to No. 6. 


Each stretcher is packed 
in an individual carton. 
Corn and bunion plates 
come with each stretcher 











—are made of fully seasoned maple and 
held together at the back by a strong steel 
hinge. The toggle-jointed mechanism is 
controlled by a square-threaded screw of 
large pitch. 


For up-to-date shoe stretching use the new 
Repco Shoe Stretcher. 


For Sale by Shoe Findings Jobbers. 


UNITED SHOE MACHINERY CORPORATION, Boston 


San Francisco Branch, 859 Mission Street 


J. K. KRIEG, 39 Warren Street, New York 
UNITED SHOE REPAIRING MACHINE COMPANY, Boston 


1 appreciate your men 


the publication in 
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fumed oak period furniture, and gayly-colored Oriental 
rugs cover the polished floors. Inverted ceiling lights 
and parchment wall-sconces shed a mellow glow. From 
the outside of the building one can see the entire inter- 
jor back to the huge cathedral glass which hides the 
repair shop and workrooms. The offices are also in the 
rear. 
Hosiery an Important Feature 


The store faces on Colorado Street, diagonally across 
from the Hotel Maryland. No effort has been spared 
to make it one of the most complete and artistic shops 
inthe West. Here are carried shoes for every purpose— 
for business wear, for afternoon wear, and for extremely 
formal wear, for men, women, and children. A fine 
line of hosiery is also carried, as well as buckles and 
accessories. 

The officers of the Wetherby-Kayser Shoe Company 
are: Mr. Emil Kayser, president; Mr. F. W. Heidel, 
secretary and treasurer and general manager; Frank E. 
Bush, assistant secretary and treasurer and buyer; 
Frederick C. Kayser, Jr., junior director and assistant 
buyer, and Henry Wetherby, assistant general manager 
and junior director. 

Mr. Heidel has been with the company almost since 
its inception, and under his capable direction the orig- 
inal plans of the founders are being carried out and 
broader plans for the future being inaugurated. 


Aim to Sell $1,000,000 Worth of Hosiery 


Mr. Kayser is also general buyer for the firm, and 
here it is apropos to mention that his hobby is hosiery. 
The enormous sales they have built up on hosiery are 


due to his active interest and keen sagacity. It is his ° 


aim to make this a million-dollar year in hosiery sales. 
Frederick Kayser, Jr., shares his father’s devotion to 
this branch of the business and is assistant buyer. He 
is also manager of the Fourth and Broadway store. 

Mr. Frank Bush is another valued member of this 
group. Upon his shoulders devolves the buying, and 
he makes frequent trips to the markets to keep the 
stores supplied with the newest concepts in footwear. 


Sons to Continue Business 

Since coming to California, Mr. Kayser has always 
resided in Pasadena, as did Mr. Wetherby during his 
lifetime. Their long friendship in business is to be 
carried on by their sons, Henry Wetherby and Freder- 
ick Kayser, both born in Pasadena. 

Mr. H. F. Kleps, the manager of the Pasadena store, 
has been with the Wetherby-Kayser Company for 
many years, and more recently manager of the de luxe 
shop in the Ambassador Hotel in Los Angeles. He has 
been a resident of Pasadena for twenty years, and is 
well known there, being identified with many of the 
business organizations of that city. 


To Build Fifth Store in Hollywood 
Announcement has just been made that Wetherby- 
Kayser’s have just completed a lease in the best busi- 
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ness district of Hollywood and will erect their fifth 
store. Contracts are already being let and it is expected 
that this building will be ready for occupancy about 
March 1. This lease will run for fifteen years. 


Adin V. Chipman Is Dead 


Boston—Adin V. Chipman of Chipman-Harwood & 
Co. died at Providence, Tuesday, January 2. He was 
taken ill on the train en route to Boston and died in the 
hospital at Providence. 

Mr. Chipman was one of the old timers in Boston’s 
shoe district and his death will be sincerely mourned by 
his countless friends throughout the trade. 


Well Known Wholesaler 


He was born in Marlboro, September 29, 1848. His 
father was in the shoe business before him. Mr. Chip- 
man came to Boston in 1865. He began business with 
Jenkins, Lane Company, later known as R. J. Lane 
Company. He formed a partnership under the name of 
Chipman, Critchett Company and later headed the 
Chipman Cawley Company. In 1900 he started the 
partnership with Clark Harwood in the Chipman- 
Harwood & Co. and this concern has been one of the 
best known of the Atlantic Avenue jobbing house for 
twenty-four years. 


Reorganization Not Affected 


The reorganization of the company, recently an- 
nounced, will not be affected by the passing of Mr. 
Chipman. Mr. Chipman is survived by his widow, two 
sons and a daughter. Fred Chipman, one of the sons, 
has been connected with Chipman Harwood & Co. 
for several years. The funeral took place at 24 Beau- 
mont Street, Ashmont, on Thursday, January 4. 
Interment will be at Marlboro, Mass. 








Southeastern Convention Plans Being 
Developed 


Birmingham, Ala., January 2—Plans for the enter- 
tainment of the Southeastern Association of Retail 
Shoe Dealers was the principal subject under discus- 
sion when the Birmingham Shoe Retailers’ Association 
met recently at the Hotel Hillman for their regular 
monthly session. Hubert Steel is president of the local 
association. 

President Steel stated that fine business as a result of 
the organization of the retail shoe merchants has been 
noticeable in Birmingham ever since its organization. 

Dave Rich of Birmingham, Vice-president of the 
Association, announced recently that there would be a 
large attendance at the convention of the Southeastern 
Shoe Retailers’ Association to be held in Birmingham 
in July. Five Southern states are represented in the 
Association and great interest is being manifested in the 
business that is considered at the gatherings. He stated 
that the dealers of the Southeastern Association are 
realizing the value of close co-operation and are con- 
ducting themselves accordingly. 
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TIPS:— Guaranteed Not to Come Off 


CONSUMERS APPRECIATE THIS FEATURE OF 


“HUBTIP” “NO-METAL-TIP” SHOE LACES 


4 a 
, : : z MO BNP 
Ax PAT. OCT.18 104 ¥ 


i “HUBTIP” Shoe Laces onsequently, they 
it HIACK en 








will wear twice 


Made of First Quality, Fast Color Braid from Tip-to-Tip 
Cannot PULL OFF, FRAY OUT or CATCH IN HOSIERY 
DISPLAY A CABINET OF “HUBTIPS” 


Easily and Conveniently handled. Packed in Single Pair Cartons, 72 Pair in Cabinet 


TODAY’S PRICE LIST 


27 in. per gro. Laces, $2.00 36 in. per gro. Laces, $2.50 45 in. per gro. Laces, $2.90 63 in. per gro. Laces, $3.70 
30 im per gro. Laces, 2.20 40 in. per gro. Laces, 2.70 54 in. per gro. Laces, 3.30 72 in. per gro. Laces, 4.10 


EITHER BLACK, BROWN OR RUSSET °*.- ASSORTED CABINETS SUPPLIED 
YOUR FINDINGS JOBBER CAN SUPPLY YOU 


MANUFACTURERS 


FRANK W. WHITCHER CO. _ Boston and Chicago, U. S. A. 
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Service~o 


“IT had six honest, serving men; 
(They taught me all I knew)! 
Their names are W HAT and WHY and WHEN, 
and HOW and W HERE and W HO.” 
( Kipling) 


W HAT was the Declaration of London? 
W HY does the date for Easter vary? 

W HE N was the great pyramid of Gone built? 
HOW can you distinguish a malarial mosquito? 
W HERE is Canberra? Zeebrugge? 

W HO was the Millboy of the Slashes? 


Are these “six men” serving you too? Give them an 
opportunity by placing 


WEBSTER’S 
NEW INTERNATIO 
DICTIONARY 


in your home, office, school, club, shop, 
library. This “Supreme Authority” in all 
knowledge offers service, immediate, con- 
stant, lasting, trustworthy. 





The Styles of Spring 
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They require an assortment of buckles and shoe ornaments 
to meet the demand of your women customers. 


Beaded work, as shown in the Colonial pictured above, is 
a specialty with us. There are many other features in our 
line, and it will pay you to write for price list and com- 
plete information. A wide variety of styles is ready for 
immediate delivery. 


Special buckles made to order if required. 








You will find it a complete lexicon of shoe and leather terms not 
only for the beginner but also for the experienced man in the industry. 
The name Merriam on Webster’s Dictionaries has a like significance 
to that of the government’s mark on a coin. The NEW INTER- 
eee Saal ya the Supreme Courts and the 
overnment Printing ce at Washington. 
M. FREEDMAN & co. Write for a sample page of the New Words, specimen of Regular 
and India Papers, also booklet “You are the Jury,” prices, etc. To 


Importers and Manufacturers of High Grade Shoe Novelties : : f Pocket 
and Beaded Work, Shoe Buckles, Japanned — Boot and Shoe Recorder—we will send free a set of Pocke 


Metal Ornaments and Rhinestones G. & C. MERRIAM COMPANY 
47 Washington St. Haverhill, Mass. Springfield, Mass., U. S. A. Established 1831 


OOOO oOo ooo ooo ooo. 


—_——————— = = oo 
































BOOT AND SHOE RECORDER 


ere eS 





BOOT “AND SHOE“ 


KECORDEN 


iy 


iP 
\ CThe Great Nati onal, Shoe Ue 








ESTABLISHED APRIL I, 1882 


a at 


a ee 


SS 











The Lord Helps Him Who o Helps Himself 


HE country over, with few excep- 
T tions, stores that had wanted 

merchandise at right prices enjoyed 
an unusually large Christmas business. 
The big department stores of Chicago 
and other American cities broke all pre- 
vious sales records. 

The enormous and increased buying 
power of the public was clearly demon- 
strated. No American business man can 
look backward over the last two and a 
half years and, step by step, view the 
road over which he has passed without 
turning about and facing the future with 
strength and courage. Nor can he take 
a world wide view of conditions without 
thanking the good Lord that his lot has 
been cast in the best country upon which 
the sun shines. 

During this two and a half years, we 
have gone through a period of rapid 
deflation. Commodity prices have been 
lowered. Commodity production ‘has 
slowed up and the purchasing power of the 
public greatly diminished. 

Practically every kind of business 
suffered and as a group the shoe and 
leather industry suffered as severely as 
any other group with the possible excep- 
tion of the farmer and live stock grower. 

We are again heading into a period of 
inflation. For the past few months prices 
on nearly all commodities have been 
gradually advancing. In our own in- 
dustry prices have not advanced abruptly, 
but hides, leather and shoes are all on 
higher price levels than they were a year 
ago or six months ago. 

In a business cycle there is always a 
long curve and a short curve, according 
to the business statisticians. The long 
curve is down and we are on the upward 
swing of the short curve, or as one of 
these business scientists puts it, we are 
going over a “thank-you mam” in the 
road down hill toward normal prices. 

} To define “normal prices” is almost 
out of the question. It does not mean 
prices as they were in 1913 or 1914 or 
any other year, so much as it means that 
a bushel of wheat should purchase a pair 


of shoes that represents an equal amount 
of labor and material consumed in its 
production and transportation. 

The price of farm products, grains, 
fruits, vegetables and live stock averages 
considerably higher than a year ago, but 
yet what the farmer buys costs too much 
in proportion to the price he receives for 
what he sells. 


Government reports show that there 
was less unemployment at the beginning 
of December than at any time since the 
break in 1920. In some localities and in 
some industries there is an alarming 
shortage of common labor. Recently 
there have been many insistent demands 
for changes in immigration laws that will 
permit importation of more common labor. 

Reports on car loadings show more cars 
loaded during the last week of November 
than for any given week in the history of 
railroad business. 

Gradually, then, the farmer is coming 
back. He is getting more for his products 
and the spread between what he produces 
and what he buys will lessen and his 
purchasing power will increase. 

Somebody worked to produce the 
materials and commodities that were 
loaded on those cars; somebody worked 
to produce the wagons and trucks that 
transported the freight to the railroad 
stations; the vast army of railroad em- 
ployees are working to transport it to its 
destination. Much of it was merchandise 
coming to your store and the store of your 
business neighbor; much of it was coal 
going to feed the boilers of factories and 
furnaces—heat-producing energy that is 
being converted into more commodities. 

All of this means more people are work- 
ing and earning; more pay envelopes— 
more purchasing power and an increased 
consumption of commodities including 
farm products. True a lot of men afe still 
jobless. Every morning there is a small 
army of them around the offices of the big 
daily newspapers waiting to grab off the 
first editions and read the ‘“‘Help Wanted” 
columns. 


But look them over and size them up. 
Ninety percent of them are “Alibi Ikes” 
and “Get-by-Artists.”’ Young and 
middle-aged men who fooled somebody 
once and think they can do it again. They 
are looking for easy money. Probably 
some of them owe you for shoes and owe 
the grocer across the street since May, 
1920. Don’t let this bunch of loafers 
fool you into believing there is no busi- 
ness to be had. 

Gradually the farmer is ““coming back.” 
He is getting more for his products and the 
demand for them is sure to increase as pay 
rolls grow larger. The spread between 
the price of what he sells and what he has 
to buy will be less; and his purchasing 
power will grow. American money is being 
invested in securities of Latin America 
and many European countries and Ameri- 
can trade will surely follow. Export trade 
in farm products and American made 
commodities will be the natural sequence. 
The outlook for business in 1923 is far 
better than it was at the beginning of 
1922; but he who gets the business whether 
he be manufacturer, wholesaler, retail 
merchant or salesman, will have to work 
and work hard for it. : 

Praying won't bring it. “Watchful 
waiting’ won't turn the trick. Sharp 
practice and lies are useless. There 
is just one answer—intelligent work. 

The manufacturer who thinks he can 
make just what he wants to make and sell 
it just the way he wants to sell it without 
taking into consideration the wishes and 
needs of the merchant is sure to find hard 
sleding. The traveling man who thinks he 
can put something over on the merchant 
will in the end make himself the goat. 
Likewise the merchant who thinks he can 
force consumers to buy any old thing he 
happens to have in stock at any price he 
wishes to put on it is flirting with the devil 
and beckoning to the sheriff. 

Competition is fierce—competition for 
the pay envelope—more than competition 
between two shoe merchants in the same 
neighborhood. The man who gets the pay 
envelope is the man who has what the 








82 BOOT AND SHOE RECORDER 


owner of the envelope wants at a price he 
thinks is fair and reasonable; the merchant 
who does business the way the owner of the 
pay envelope wants him to do it. 

No one merchant can get all the pay 
envelopes. Strive for a certain class of 
them—and strive hard. 

A certain store carries six styles of men’s 
congress shoes and sizes up those styles 


once every month. The stock in that store 
turns about six times a year. If that mer- 
chant tried to force his customers to pay 
high prices for fancy patterns on the new- 
est lasts he would go broke. 

Get the idea; find out what they want, 
have it for them when they want it, at a 
price they are willing to pay—and then 
make them worth the money. 





CHICAGO 


Holiday Trade Beyond Expectations 


Practically All Styles Good and Stocks Are Well Cleaned Out 
in the Windy City 


HERE'S a smile on the face of every 
retail shoe merchant, and all are very 
The Christ- 
mas business was way beyond expecta- 
tions, and far exceeded the amount of 
sales during the Christmas season of last 


optimistic as to conditions. 


year. 

There was no special style that took 
the lead, straps being as popular as 
Colonials, and oxfords as popular as 
straps. The seme can be said of materials, 
kids, satins and patents, each sold equally 
as well as the other. 

This made a clean sweep of the stock 
and left no one or two styles on the shelves 
as “‘dead,”’ to be closed out, or practically 
given away later. 


Rhinestone and Steel Buckles Popular 


The demand for rhinestone and cut 
steel buckles, as well as buttons, tassels, 
and fastenings, was unusually large. 
These made attractive Christmas gifts, as 
well as being used to rejuvenate plain or 
last year’s slippers. 

With the return to favor of the brown 
slipper, has come some very attractive 
buckles to match, of bronze and bronze 
rhinestone in various shapes and sizes, 
from buttons to large tongue designs. 


Special Sales on Now 


Most of the retail stores are having 
special sales that are not being advertised 
in the newspapers, but instead friendly 
letters have been sent out to the stores’ 
customers, telling them of the special 
bargains. This gives their patrons a 
rather exclusive opportunity to avail 
themselves of the unusual values offered 
during this week. 


Wholesale Outlook Good 


A tour of the wholesale district tends 
to confirm the optimistic outlook for the 
coming year taken by the retail merchants. 
The general report is that there has been 
a greater volume of business placed dur- 
ing 1922 than during 1921. 

On checking up collections, the whole- 
salers find they are much better than the 


year previous, and bills have been paid 
more promptly, leaving a smaller amount 
of unpaid balances on their books. This 
is the surest indication that the shoe 
business is on the right track to recovery. 

The merchants have been buying more 
conservatively, and consequently their 
shelves are not filled with a very large 
quantity of unsalable merchandise. ‘lhat 
prices are about staple is being realized. 
These two facts combined, would have a 
tendency to increase spring buying. 
This makes the outlook for 1923 business 
unusually good. 

There is a firm belief that spring trade 
will demand two tone effects and combina- 
tions in straps, small tongue effects and 
oxfords in addition to the usual blacks 
and browns in kid, patent and satin. 
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Novelty Shoe Company 
Senses Demand for Better 
Shoes 


““A year or so ago,” says Archie Weis- 
berg, general manager of the Novelty 
Shoe Company, “merchants were asking 
for good looking, snappy, footwear for 
women that could be sold at a price. 

“It looked like the great demand was 
turning to cheap shoes. 

“Merchants told us they could not sell 
good shoes; that everybody was yelling 
for something cheap. 

“‘As months went by we sensed a gradual 
change. Merchants began calling for 
better shoes; shoes more ‘reasonable’ in 
style and made of better materials. 

“‘We have come to the conclusion that 
the consuming public never did want 
‘dreck’; what they wanted all along was 
good footwear, but they objected to pay- 
ing war-time prices. 

“‘Now that shoe prices are again on a 
reasonable basis, the demand is decidedly 
toward better grades. Gradually we have 
been closing out our low grade merchan- 
dise and by buying welts and turns made 
by higher grade factories, our percentage 
of complaints are greatly reduced and our 
stock cleanup much better. 

“We are so well pleased with the results 
that we are going still further toward 
better grades. We will carry almost 
every line of welts and turns from AA 


up. 





MILWAUKEE 


Holiday Trade Records Broken 


$20,000,000 Spent by Shoppers in Two Weeks Before Christ- 
mas Is Estimated 


7. very best holiday business the 
shoe department has evet done,” 
said the head of a large department store 
shoe section in discussing the Christmas 
business this year. Virtually the same 
sentiments were echoed by all the down- 
town shoe merchants, and most of the 
outlying store proprietors. 

Saturday, December 16, was by all 
odds the biggest shopping day in the 
history of Milwaukee. One week later, 
the amount of business came within a 
fraction of a per cent of being as large, 
thus establishing records for Milwaukee 
which will be hard to beat. More than 
$20,000,000 was spent by holiday shop- 
pers, according to estimates. Ninety 
thousand people jammed one store to 
capacity Saturday, making it necessary 
to close the doors for five minute intervals 
in order that business might be trans- 
acted with expediency. Retail stores 
did 25 per cent more business in December 
of this year, than in the best previous 


December of retail history, that of 
1920. 


Quiet Until January Sales 


Little will be done by local shoe mer- 
chants until the Chicago Convention is 
over and the January clearance sales get 
under way. The usual dullness which 
follows a heavy holiday season has de- 
scended on local stores, relieved only by 
the exchange of footwear hurriedly pur- 
chased during the Christmas rush, and by 
heavy business at the fancy footwear 
counters. Novelty pumps and high-class 
footwear of all kinds for the New Year 
affairs sold well. In general, manufac- 
turers are taking inventory and merchants 
in addition to inventory, are charting 
clearance sales unhampered by present 
activity. 


Menzies Making Good 


According to Fond du Lac papers, the 
Menzies Shoe Company, of that city has 
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Wis., will dispose of all shoes in stock 





achieved a remarkable record after only 
three years of operation in that city. 
The company came to the city in 1919, 
taking over the plant of another shoe 
company. This former company had re- 
ceived a grant of $57,000 from the Asso- 
ciation of Commerce, toward the purchase 
of the factory, conditional to the pay- 
ment of $1,000,000 in wages to Fond du 
Lac people, within ten years. Menzies 
took over this obligation when they 
bought the factory. Announcement has 
just been made that the Menzies payroll 
now exceeds $1,000,000, thus fulfilling the 
terms of the agreement in less than three 
years. Three branches have been estab- 
lished, located in Portland, Oregon, Bos- 
ton, and Dallas, Texas. One branch 
plant in Fond du Lac, has also been 
taken over. 


Gimbels Commence 
Building 


Operations on the new $1,250,000 addi- 
tion to Gimbel Bros.’ Milwaukee store 
have commenced, and if possible, the 
building will be ready by the fall retailing 
season. One of the departments affected 
by the building operations is the women’s 
and men’s footwear sections, under 
charge of Charles Collar. He is now 
supervising the contraction of his depart- 
ments into smaller quarters to permit the 
tearing down of the building in which 
part of each of his sections was located. 
The general position of the shoe depart- 
ments, however, will remain unchanged. 


South Prosperous, Says 
Utley 


“Business conditions in the South are 
becoming better every day, and there is 
a constantly growing demand for Menzies 
shoes in that region,” said George P. 
Utley, vice-president and sales manager 
of the Menzies Shoe Company, Fond du 
Lac, Wis., upon his return from the com- 
pany’s branch office at Dallas, Texas. 
Business at that branch had exceeded all 
the company’s expectations, Mr. Utley 
stated. 


Davies Addresses Lions 


“The Ins and Outs of the Shoe Busi- 
ness”’ were explained to the Racine branch 
of the Lions Club by Charles Davies, 
head of the Davies Shoe Company, of that 
city. Mr. Davies’ long experience in the 
industry ably fitted him to speak on the 
subject. In his address, Mr. Davies 
stated that the business of his company 
has grown so fast that a branch had to be 
built at Waupun, and another will soon 
be built in Racine. 


Madison Store Closing Out 


Gleue Brothers’ shoe store at Madison, 
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through an auction conducted by the 
Macomber Sales Company of Minneapo- 
lis. This action follows the formal closing 
of the business which took place Decem- 
ber 23. No disposal of the site has yet 
been made. 


Style Queen Eliminated 


The style show to be conducted by 
Waukesha merchants this year will be 
unusual in that no style queen will be 
elected. The Woman’s Auxiliary, con- 
ducting the affair announced its belief 
that election of a “queen” only leads to 
the introduction of disturbing elements. 
The show commences March 8, at the 
Waukesha Auditorium. 


Dempsey Talks to K. C. 


“In the early days of credit writing, it 
was almost impossible for one house to 
get any credit information from a com- 
peting house; there was a lack of under- 
standing and co-operation between credit 
men,” said Raymond J. Dempsey, credit 
manager of the Weyenberg Shoe Mfg. 
Company, and president of the Milwaukee 
Credit Men’s Association, speaking before 
the Knights of Columbus at their weekly 
luncheon at the Republican Hotel. Mr. 
Dempsey’s subject was “The History of 
the National Association of Credit Men.” 


Favors “‘Boost Milwaukee”’ 
Week 


Hundreds of Milwaukee business men 
have expressed their appreciation of the 
“Boost Milwaukee Week” intended to 
stimulate interest in the city and its com- 
mercial and industrial activity... The 
latest to make known a definite stand on 
the question is Phil A. Grau, executive 
director of the Association of Commerce. 
Mr. Grau urges that the affair be an 
annual one, known as ““Know Milwaukee 
Week.” 


Want Daylight Saving 


The first of a number of local organiza- 
tions expected to come out openly and 
campaign for the permanent adoption of 
a daylight saving measure, has begun to 
work in Milwaukee. Merchants will soon 
band themselves together, according to a 
leading shoe merchant, and fight the 
efforts of the Socialist aldermen to defeat 
the measure. 


Plan Membership Drive 


An effort to increase the membership 
of the Oshkosh Association of Credit Men, 
from 111 te 140, will be made at once, 
according to C. D. Breon, secretary. Mr. 
Breon also announces a_ forthcoming 
meeting of representatives of the national 
and local organizations of credit exchange 
bureaus to be held in this city, to discuss 
important questions. 











Flexoak 
Flexibility 


Style, ice and quality 
have their place b in- 
fluencing the sale of a shoe, 
but the one big feature 
that does most to keep a 
shoe “sold” is the measure 
of foot comfort it will give. 
The sole is the foundation 
of .hoe comfort. As the sole 
is stiff or flexible the shoe is 
ill fitting or comfortable. In 
the development of the 


Feast love 


THE SOLE OF OREATER WEAR 


the science of tanning has 
offered its greatest contri- 
bution to modern shoe 
merchandising. Flexoak 
Soles have a!kthe toughness 
and resiatance to wear inher- 
ent tosteer hidesole leather, 
et they afford a degree of 
hexibility heretofore un- 
known in a leather of like 
durability. 
A Flexoak-soled shoe needs 
no “breaking in.” It 
responds to every move- 
ment of the foot as readily 
as a moccasin yet it will far 
outwear the ordinary sole. 
Your customer will be 
“sold”’ on their easy slipper- 
comfort the moment he 
takes his first step in a 
Flexoak-soled shoe. 
Get better acquainted with 
the exceptional character- 
istics of Flexoak Soles. 


Write for Sample. 


C. G. Fleckenstein 


Company 
MUSKEGON, MICH. 


THE SOLE OF CREATER WEAR 
©cer. co. 1922 
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Veteran Shoe Man Dies 


Word has been received in Milwaukee 
of the death of Harry H. Grassie, aged 60, 
who passed away at his Chicago home, 
after a long illness. Mr. Grassie had once 
been identified with the shoe business in 
Milwaukee, but more recently -he was 
associated with the Florsheim Shoe Com- 
pany, Chicago. Funeral services were 
held at his home, with burial at Appleton, 
Wis. 


Pay Tribute to Vogel 


On the occasion of the 60th birthday 
anniversary of August, H. Vogel, vice- 
president of the Pfister & Vogel Leather 
Co., Milwaukee, one of the local papers 
published a brief biography of Mr. Vogel, 
showing his varied activities. To the 
fact that Mr. Vogel entered the lowest 
position in the tannery founded by his 
father, immediately after his graduation 
from Harvard, his biographer attributes 
his success. 


Rubber Heels and Editors 


The editor of the Marshfield, Wis., 
Daily News takes it upon himself to 
draw a lesson from the popularity of 
rubber heels. “Rubber heels are now on 
60 out of each 100 pairs of shoes worn by 
men,” he says. “‘Remember back only 
a few years when rubber heels were un- 
usual? What brought them into popu- 
larity?’’ And then, grandly answering 
his own question he says, “Advertising!” 


Wautoma May Get Factory 


The town of Wautoma, Wis., is work- 
ing hard to secure the erection of a shoe 


factory in that city. Outside interests 
have virtually promised to organize such 
a company, providing that certain busi- 
ness details are arranged for. After pro- 
visions for disposing of the shoes manu- 
factured have been made, it is expected 
that organization will be completed. 


Nunn-Bush Christmas Party 


Friday afternoon and evening were set 
aside for the annual Christmas party and 
dance of the Nunn-Bush Shoe Company. 

The entire factory closed down at noon, 
and the daily pursuit of the manufacture 
of shoes and the development of com- 
mercial success was dispensed to enable 
the employees to enjoy the Shoe Yuletide 
party of this large shoe family. 

The afternoon program started at 2 
P.M. and was devoted entirely to the 
children. There was an attendance of 
approximately 400 cute little tots. Mr. 
Otto Hermann had charge of the pro- 
gram which included some exceptionally 
good talent. The stars of the perfor- 
mance were Mary Perry, Mary Clouder 
Gene Kenny, Woodrow Hermann, and Joe 
Clouder. 


The height of the party, however, came 
to its final climax at the arrival of Santa 
Claus in the personage of Charles Knuth. 
A magnificent Christmas tree and several 
hundred Christmas gifts for the children, 
insured the success of the party. The 
music was furnished by Gerber’s Orchestra. 

The evening was devoted entirely to a 
dancing party. The event of the evening 
was the Grand March, headed by Mr. 
H. L. Nunn, Mr. A. W. Bush, and Mr. 
W. E. Weldon. 


Decide On Fashion Show 


Merchants of Waukesha, Wis., have de- 
cided to hold their annual fashion show on 
March 8, instead of January as originally 
planned. This year’s affair will be in 
charge of the Woman’s Auxiliary of the 
Farm Bureau, and is expected to attract 
hundreds to the city. 


Wisconsin Merchants to Meet 


Five thousand merchants of Wisconsin 
will be invited to attend the 1923 Retail- 
er’s Week to be held in Milwaukee in Feb- 
ruary, according to action taken by the 
jobbers’ and manufacturers’ division of 
the Association of Commerce. During the 
week, jobbers and manufacturers will offer 
to the merchants as a motive to visit the 
city, the lowest possible prices on standard 
merchandise. 


Store Name Changed 


“Field’s Department Store” is the name 
of the former Goldberg Department Store 
at Antigo, Wis., which recently came into 
possession of the Field syndi¢ate. A new 
slogan. ““One Million Dollars in Business 
the First Year,’”’ has been adopted by the 
company, and every effort will be made to 
have the slogan realized. : 


Big Store Moves Soon 


“‘Kessenich’s,”” department store at 
Madison, Wis., is to move away from 
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Capitol Square, and will soon be located at 
State and Fairchild Streets. The company 
recently purchased the new location at a 
reported price of $100,000. A new fire- 
proof building, with 60 feet on State Street, 
55 on Fairchild Street, 120 feet deep, and 
four stories high, will be erected on tht new 
site. 


Complete Addition 


The large addition to the tannery of the 
W. B. Place & Co., at Hartford, Wis., has 
been completed, and installation of ma- 
chinery and equipment is now under way. 
The new accommodations will enable the 
tannery to turn out the increased volume 
of new business being received, in better 
time. 


Addresses Credit Men 


“The Evils of Returning Merchandise” 
was the subject of an address by Charles 
G. Sharp, sales manager of the F. Mayer 
Boot & Shoe Co., delivered at the regular 
monthly meeting of the Milwaukee Shoe 
Credit Men’s Association. The meeting 
was held at the Whitefish Bay Inn. Res- 
olutions were passed, appointing com- 
mittees to confer with the shoe sales mana- 
gers in an attempt to wipe out the return 
merchandise evil. D. L. Sawyer, credit 
manager of the F. Mayer Boot & Shoe Co., 
president of the association, conducted the 
meeting: 


Celebrate Anniversary 


Members of the Milwaukee Credit 
Men’s Association celebrated the 26th an- 
niversary of the founding of the associa- 
tion, with a big dinner and banquet at the 
Hotel Pfister. Among the principal speak- 
ers were E. A. Belda, editor of the Credit 
News; Oscar Loeffler, secretary of Goll & 
Frank, and Harry L. Eisen, of Landauer 
and Co., E. G. Dunn, Mason City, Iowa. 
a guest of the association also delivered a 
short address. 





CINCINNATI 
New Year Opens Auspiciously 


Several Stores have Broken Records in Pairs Sold During 
Holiday Trade 


HE New Year has begun with the 

local retail shoe stores in a good con- 
dition. Their sales during the past two 
months, and especially during the month 
of December were very satisfactory, off- 
setting to a great degree the small volume 
during the early fall as a result of incle- 
ment weather. In many cases last month 
proved to be the largest December in 
number of pairs sold, since before the war. 
The felt business this year has been 
unusually large, and there is a considerably 


larger demand for evening footwear than 
for many winter seasons. The more 
prominent downtown merchants who 
formerly stocked but one pattern in silver 
cloth, have on hand two, three and in 
some cases four patterns this year. In 
this type of footwear the medium low 
Louis heel is meeting with the grestest 
demand. 

The merchants here generally are 
optimistic over the outlook for 1923. 
Greater stability in economic conditions 
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of the country as a whole seems to form 
a reasonable basis for their belief that the 
volume of business to be done in the shoe 
business will be on the incline during the 
current year rather than on the decline. 
Many are of the opinion that the period 
of readjustment is in its last inning, and 
that the constructive period is well under 
way. 

Every indication points towards a 
heathy buying power on the part of the 
consumers in this section of the country 
during 1923. Agricultural conditions 
are better than for several years. Em- 
ployment conditions are excellent and 
reports from all branches of manufacture 
are indicative of a favorable basis for in- 
creased production and larger sales during 
1923. 


Gift for Sam B. Wolf 


Sam B. Wolf, president of the Sam B. 
Wolf Shoe Company, was presented with 
a handsome gold cigarette case and an 
amber cigar holder by the employees of his 
factory as a Christmas gift. Mr. Wolf was 
greatly touched by this manifestation of 
kindly spirit. 


Expects White to go “Big” 

Harry Wiechman of The Wiechman 
Pattern Company, says that “many new 
tongueless oxfords now tread the style 
stage and among the most attractive is a 
three-eyelet design, with a patent vamp 
and quarter and a fancy lace stay of suede, 
the lace stay being carried over the side in 
a panel effect. There are three invisible 
eyelets in the stay and the shoe is laced 
with a ribbon lace. The throat is open in 
U-shape that reveals the stocking. The 
bottom is made in the light-weight style, 
the heel of Louis type. 

“White will go over ‘big’ in 1923. 
White leather, white fabric and combina- 
tions, will be created in fascinating effects. 
The strip pump, strap pump and small 
tongue pump and oxford will be featured 
for spring and summer, 1923. 

“These will reign—straps, small tongue 
pumps, plain oxfords, open work oxfords 
and opera brocades for street wear. In 
gray and dark beige and fawn ooze and 
buck, trimmed to match, blend and con- 
trast. Black suede, patent trimmed, will 
be favored. The demand for boots shows 
strength. No question as to their popu- 
larity for Fall, 1923. One and one-quarter 
inch is width of tongue now. The swing 
toward the smaller tongued pump is 
unmistakable. 

“Suede shoes, in black, brown and gray, 
are brisk and: it looks as if suede has be- 
come staple for winter. A short time ago 
a ‘novelty,’ an ‘experiment,’ suede is 
now a standard. During January, Febru- 
ary and March, shades in the light wood 
browns, fawns, sand and gray will find 
favor, say the modistes and makers of 
women’s wearing apparel. 
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“Paris reports skirts shorter, with few 
boots being shown. The general belief is 
that straps will outlast the tongue effects. 

“As to lasts, the slighter narrower 
effect is confined to the higher heels and 
the broader effects to the lower heels. 
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Lighter leathers such as kid and pale 
shades of ooze will run toward the more 
narrow of the round toes and the heavier 
leathers to the broader toes of the present 
prevailing style. Heels, at present, 
10-8 to 14-8.” 





ST. LOUIS 


Shoe Sales Slump During Holidays 


Depression Offset by Big Slipper Business Which 
Swamped Stores 


HE shoe business during the week 

previous to Christmas slumped to a 
notable degree, according to the reports 
from a large number of down-town shoe 
stores. The downward influence was 
more discernible in the department 
stores. This, of course, did not apply to 
the shoe departments. The demand for 
felt slippers, however, boosted the week’s 
volume and completely inundated this 
end of the business. It was stated that 
never before has the demand for slippers, 
particularly in women’s and children’s, 
been as large as it was this season. Stocks 
were continuously depleted and _ the 
manager of this department of one large 
store, declared it was impossible to secure 
enough of this merchandise. Some stores 
devoted part of the regular shoe section 
to tables for slippers and this caused con- 
siderable congestion. Leather slippers for 
men were rather active, but the volume 
was not equal to that of the women’s end 
of the business. Buckles, both steel-cut 
and rhinestones, were found to be in good 
demand and all stores reported good sales 
on these ornaments. , 


Colonials Led in Favor 


There were few shoes sold, with favor 
going to Colonials on the sales made. 
The smaller tongue effects are becoming 
more pronounced as well as some new 
patterns that have novelty tongues of 
various shapes and designs. 

A store that has a rather high price 
stock reported that the week was the best 
ever experienced in the history of the 
business. It is significant to note that no 
Christmas slippers or felts were carried 
by this store. 


Federal Reserve Report 
Notes Increase in Retail 
Business 


The December report of the 8th Dis- 
trict Federal Reserve Bank just issued, 
reports an improvement in retail distribu- 
tion and the movement of merchandise 
into consumption on a large scale. The 
report in part is as follows: 

“The usual stimulation of fall and 
winter demand was reflected in general 
business throughout this district during 


the past thirty days. Production of com= 
modities in the division of manufacturer 
maintained the gains noted during the 
preceding month and in a number of im- 
portant lines further increases were made. 
The movement of merchandise into con- 
sumption was on a large scale, the total 
being considerably in excess of the month 
before, while compared with the corre- 
sponding period a year ago formidable 
gains were recorded. 

“In spite of the high temperatures pre- 
vailing during November and the first 
week in December, buying of typically 
winter merchandise was marked by good 
progress. The movement of overcoats, 
suits and heavy clothing generally, which 
had been backward earlier in the season, 
was reported brisk, both in large centers 
of population and the country. Dry 
goods, groceries, hats and caps, millinery, 
hardware, furniture, bakeries confection- 
ery and boots and shoes were among the 
lines showing improvement. The com- 
ment is made that retail merchants and 
the public are still discriminating in their 
purchasing and insisting on value and 
quality, but are taking a greater variety 
and better grade of goods than at this 
time last year. 

“According to reports from department 
stores and other retailers generally through 
the district, the Christmas holiday trade 
opened this year from two to three weeks 
earlier than in 1921. Indications are that 
the volume of this business will be well 
in excess of a year ago. Sales during the 
first two weeks in December show sub- 
stantial increases over the corresponding 
period in 1921 and in case of jewelry, 
toys, musical instruments and other 
typical holiday goods are the largest 
since 1919.” 


Wm. Graham, Jr., Dies 


Retail shoes circles were shocked when 
the news of the death of William Graham, 
Jr., reached St. Louis this week. Graham 
died December 21 at Sarasota, Florida, on 
his farm where he had gone to retire. 
Death was due to a heart ailment, with 
which he had been afflicted some time, 
causing his retirement six months ago. 
Previous to his retirement he was manager 
of the St. Louis Hanan store, a position 
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he held for ten years. Graham was one 
of the deans of the retail shoe business in 
St. Louis. He was the type of retail 
merchant who was loved by all those 
who knew him and his keen business 
judgment gained the respect of the entire 
shoe fraternity. He was active in every 
movement which had for its motive the 
betterment of the retail shoe business. 
In the St. Louis Shoe Retailers’ Associa- 
tion his counsel was eagerly sought and 
his death is deeply felt by his many 
friends throughout retail shoe circles. 

Graham was at one time connected 
with Marshall-Field in Chicago in its 
shoe department. Later he became 
manager of one of the Hanan stores in 
Chicago. He left this position to manage 
the St. Louis Hanan store where he re- 
mained until his retirement about six 
months ago. 

Shortly after he left the Hanan organi- 
zation here he was stricken again and 
had to be removed to the hospital, where 
he rallied sufficiently to make the trip to 
Florida where he went to regain his 
health. His family accompanied him and 
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were with him at his death. Graham was 
buried in Dubuque, Iowa, his old home. 


Vogue Has Big Week 


M. Weiss and S. Crasilneck proprietors 
of the Vogue Boot Shop, announced that 
the week previous to Christmas was the 
largest week in point of sales as well as 
dollars and cents that the firm has ever 
experienced. They attribute a great deal 
of this unusual business to the fact that 
they devoted all their energies in selling 
shoes and carried no felt slippers of any 
kind or character. 


Hanan Have Big Demand 
for Imported Mules 


F. H. Maxted, manager of the Hanan 
store in St. Louis, reported an unusual 
demand for mules. Maxted had an excep- 
tional lot of imported mules, of a typical 
French last that sold for $7.50 each. 
Rainbow cloth and a patent number, 
lined with red satin were two numbers 
that were favored in the assortment. 





CLEVELAND 
Year Shows Decided Increase 


1922 Was From 15 to 25 Percent Better Than 1921, Say 
Merchants—Prospects Are Good 


LEVELAND shoe merchants in 
the downtown section who have 
balanced their books for the year 1922, 
say the year was a better one than 1921. 
Business started out in the year 1922 
rather slowly, but it improved with pass- 
ing months. The crest of the trade was 
reached in the days preceding Christmas, 
when merchants did what was probably 
the best holiday business in their history. 
Estimates of how much better trade 
was in the closing year than it was in 
the previous 12 months vary from 15 to 
25 per cent. Now and then a merchant 
was found who stated trade was a third 
better in 1922. 

All agreed that the prospects for 1923 
are much better than when the year 1922 
was ushered in. The country had not 
fully recovered from a stagnation when 
the closing year was born. In Cleveland 
the factories were operating at a greatly 
reduced rate and thousands were out of 
work, whereas today all factories are going 
along at a 100 per cent capacity and labor 
is a commodity that has been scarce for 
months. 


Note of Optimism Uppermost 


Various reviews and prophesies that 
are made by local bankers and manufac- 
turers all carry a note of optimism for 
the new year. Most agree that the volume 
of business reached in the closing months 


of 1922 will be maintained in the next 12 
months. 

Cleveland shoe merchants as a rule 
enter the new year much stronger than 
they did a year ago. Readjustments of 
prices had caught many of them heavily. 
They had marked down their values, put 
the goods on sale, took their losses and 
went into 1921 hoping for the best. The 
shoe market is far more stable than it 
was a year ago, prices are where the mer- 
chant can buy and know what to expect 
when he markets the goods. 

“With the uncertainties that marked 
the early months of 1921 out of the way, 
it is no wonder that the Cleveland shoe 
merchant feels optimistic today about the 
future,” said one. ‘With economic con- 
ditions stable our course is certain to run 
smoothly.” 


Retail Stocks in Healthy 
State 


Merchants here will go into the new 
year with stocks on their shelves that are 
not larger than what they usually carry 
at this season, and considerably below 
what they have had in one of two seasons 
in past years. 

The stock is largely shoes that can be 
sold in the spring and summer months. 
This is so, because the merchants here 
have been buying low shoes for winter 
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wear. The low models are a fad for win- 
ter wear, and it is doubtful whether so 
many were ever sold before for winter 
wear. 

Notwithstanding they have low shoes 
largely in their stock and with the regular 
seasons for low models just ahead, the 
merchants are making the usual drive to 
sell shoes by January sales. In practically 
all of the downtown stores these special 
sales started Tuesday, January 2. Re- 
ductions of from 25 to 50 and 60 per cent 
were offered. 


Many Going to Chicago 


Plans for the trip of Cleveland mer- 
chants to the annual convention of the 
National Retail Shoe Dealers’ Association 
in Chicago in January are going forward. 
The entire northern half of the State is 
being canvassed for delegates as it never 
was before. President Chisholm of the 
National Association will make the 
journey on this train and other induce- 
ments have been offered to Northern 
Ohio merchants to come here and make 
the trip to the convention city with the 
local merchants. 


Holiday Trade Good 


The holidays was a busy week for 
Cleveland merchants. There were many 
sales of dress shoes, black satins and 
novelties for parties and parties. Many 
clerks were kept busy with exchanges 
also. All week long there was a steady 
stream of persons with shoes that were 
either too large or too small or with 
hosiery that did not fit. All had to be 
exchanged. 

But the clerks found time to dispose of 
a quantity of overshoes, galoshes and 
other models of rubber that compares 
favorably with the record made in any 
other wet week of the past few years. 

The holidays were either cold and 
gloomy, or snow was melting under the 
warm rays of a sun. It would no sooner 
snow than the snow would melt, and 
having melted a new blanket of white 
would be placed over the earth. It was 
excellent weather for rubber wear and 
business thrived. 

The four-buckle galosh maintained its 
supremacy as.a seller during this week’s 
period. 





New Store to Open in 
Des Moines 


Harry Jacobsen, for many years mana- 
ger of the Seymour Shoe Company which 
business is expected to be closed out by 
February Ist, has announced that he will 
open an exclusive men’s shoe store. The 
new store will be located on Seventh 
Street in the Chamberlain Hotel Building. 
Remodeling has already been started in 
the new store. 
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Here It I—-MODE-O-PEDIC 


Comfort—“Disguised by Style’’ 


The Prize \ 
Name | 


of the shoes that, by virtue of its many qualities, is des- 
tined to become the foremost corrective shoe for men. x or NY 


MODE-O-PEDIC, as its name implies, is a comfort- 


able, corrective shoe made stylish,—a shoe that pos- 
sesses all the qualities of a good shoe to retail at a gen- 5 QO 
erous profit for $8.00. e 








To Retail for $8.00 


Every progressive shoe retailer will readily recognize 

the good value in this shoe—-sold at a price every man 

can afford. The dealer who wants to increase his profits | 
should avail himself of this timely opportunity to be the Boots 
first to secure representation of MODE-O-PEDIC in 

his locality. 


Write, Phone or Telegraph your Reservation Today $ P 85 
MODE-O-PEDIC will make its appear- Se 


ance at Chicago Convention, at the 
La Salle Hotel. Don’t Miss It. 


LOUIS W. GORDON CoO., Inc. 


110 Duane Street New York City 
MEN’S FINE SHOES 




















The Boot and Shoe Recorder will appreciate your mentioning the publication in replies tv advertisemenis 
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Easter Novelties 














IN STOCK 


High Grade Construction 
Silk French Cord 


Order Early to Assure 
Prompt Delivery 


Terms—5% Ten Days 


Ood 


COLLINS & STAPLES 


HAVERHILL, MASS. 


GEO. H. LEWIS, Southern Representative 
Imperial Hotel, New York City 
during January 
E. T. RICKER 
Boston Office 
183 Essex Street 


A. G. COLLINS 
La Salle Hotel, Chicago 
January 8—11 


Four New Ford 
Styles 


IN STOCK 


WRITE OR POST ORDERS TODAY 





No. B436—85.60 
Russia Calf and Brown Suede} 
Combination 


SIZES AND WIDTHS 











TERMS: Net 30 Days 


C.P.FORD &CO. 
INC. 


Rochester 


No. B434—85.00 
Brown Russia Calf Oxford, Welt, 
229 Last, 9-8 Military Heel 
with Rubber Top Lift. 


N. Y. 


New York Office: 127 Duane St. 


Sole Leather Counters 
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Stock No. 310—Gray Nubuck vamp and 
quarter. Patent collar and strap, 14-8 
Spanish Louis heel. A, B, C, Widths. 
Price $5.00 


Stock No. 300—Gray Nubuck one strap. 
Patent collar and strap. 14-8 Spanish 
Louis heel, A, B, C, Widths. Price $5.00 





No. B422—85.60 
Patent Leather and Gray Suede 


ombination 
241 Last 14-8 Wood Cuban Heel 


No. B421—$4.50 
Patent Leather One-Strap Pump 


t 
244 Last 12-8 Walking Heel 
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More Hosiery Sold ‘Right’ 





Five Years 


Ago 


Unheard of— 
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How to Make More Money 
in 1923! 


Give a thought to hosiery! Last year many stores paid 
their overhead out of hosiery profits. Somebody sells 
your customers hosiery and makes money out of it— 
why can’t it be you? 


Let Van Raalte organize a hosiery department in your store. 
How much to invest, what numbers to carry, how to merchandise 
for quick turnover—these and other problems have been carefully 


studied. Our suggestions will be gladly given to help you make 
money. 


Van Raalte Hosiery is nationally advertised. Its quality has 
made it an acknowledged leader. Its quality reputation helps the 
sale of quality shoes. Full-fashioned silk stockings in staple and 
fancy styles. Also, plain and novelty glove silk numbers. 


Van Raalte Company, 295 Fifth Avenue, New York 


VAN RAALTE 
Silk Stockings 


Makers of Van Raalte Veils, Glove Silk Underwear, 
Silk and Suede Fabric Gloves 


—Today an 
Acknowledged 
Leader! 
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UTUAL - KNIT 

Stockings are Full 
Fashioned to Fit. Made 
in all weights from the 
ever - popular chiffons 
to the wear-defying 12- 
strand silk. All styles 
made with 4-ply foot 
with toe and heel extra 
reinforced by extra long 
staple Egyptian cot- 
ton. Seasonable shades. 


We Urge Buyers 
NOT To Take An 
Extra 25% Mark-Up 
On This Hosiery 


HE temptation is a natural one 
in contrasting this hosiery with 
other known brands selling at 

the same price, to ask another twenty 
to twenty-five per cent for ours. 


This we feel is a mistake. 


Mutual-Knit and Pat-Knit hosiery is 
our contribution to the advancement 
of manufacturing standards. The nor- 
mal outcome of better methods and 
stricter inspection at no great extra 
cost to us. And none to you. 


We believe, therefore, that the buyer 
should accept Pat-Knit and Mutual- 
Knit as a new standard of value and 
represent it to his customers as such 
at the usual price. Holding that he 
is in a much stronger position with 
relation to his competition and to his 
customer if this extra value is given 
rather than sold, for then his hosiery 
is figuratively underpriced, without 
the necessity of taking a mark-down. 


And this can lead to but one thing— 
INCREASED VOLUME, the turn- 
over resulting from which will provide 
the extra profit anyway. 


If Mutual-Knit and Pat-Knit 
make it necessary to reduce the 
price of other lines now selling at 
the same price, why not concen- 
trate on these two lines? 


AT - KNIT Stock- 

ings are Full Fash- 
ioned to Fit of pure dye 
ingrain Silk. Wonder- 
fully lustrous and _bal- 
anced in weight. Extra 
elastic tops. All seasonable 
shades. 








SPRING LINES 
ARE NOW BE- 
ING INSPECTED 





Paterson Knitting Mills, Inc. 
1140 Broadway New York City 
0ille—_—___—_—__—___— 


Philadelphia, Pa. Ramsey, N. J. Paterson, N. J. 





SELLING DIRECT 
FROM MILLS 
TO RETAILER 
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SILK HOSIERY 


OUR customers will appreciate these inter- 

} esting features: Ample length—29 inches. 

Unusual width at top—obtained by the 

fashioning of our wide machines, not by simply 
boarding out. 


No lines across the instep—because our exclusive 
method of attaching the foot to our sheer stock- 
ings provides a continuous thread from top to toe. 


Holyoke Silk Hosiery is the highest 
grade of ladies’ full-fashioned silk hosiery 
that can be made. 


Our popular number (405) in black and all new 
cud wi.dadcws banee hes cee $23.00 


Our extra fine sheer number (460, and sandal hose 


462) in black and all new spring shades. . .$33.00 


Carried in Stock by the Best 
Shops for Their Best Trade. 


Holaghe, Sth Beri Hhesiery @. 


oO. 





Columbia Trust Building Dexter Building 
358 Fifth Avenue 453 Washington Street 
New York City Boston, Mass 


915 Central Building 
108 West Sixth Street 
Los Angeles, Cal 
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First on Fifth Avenue 


Fifth Avenue—that thoroughfare of daily ““PREMIERES’—to be hosiery 
leaders ““THERE”’ requires a discernment that recognizes far in advance 
those style tendencies in other wearing apparel which are bound to influence 


women’s hosiery. 


FORESIGHT and COORDINATION enable us to be leaders in our exact- 


ing city and to make it possible for YOU to be first in your community. 


Prestige constantly maintained by Gotham Hosiery on 5th Avenue— 
finds its way to you making a very noticeable showing in your Hosiery 
Profit. 


GOTHAM GOLD STRIPE 
HOSIERY THAT WEARS 





Gotham Silk Hosiery Co., Inc. 
516 FIFTH AVENUE 


Manufacturers 
































Issue of January 6, 1923 





HOSIERY SECTION Boot and Shoe Recorder 


sitet ig 














THE experience described below is taken from an unsolicited letter 

we have recently received and is reproduced here because it is so 
characteristic of the general opinion concerning Corticelli Silk Hos- = 
iery. No guaranty as to wear is given with Corticelli Silk Hosiery, | 
of course, yet this letter indicates the extraordinary service Corticelli 
Silk Hosiery is actually giving. 





The Six Pairs of Silk Stockings 
That Lasted Fourteen Months 


“TF only I could find silk stockings that would wear! Then one day a 

new make was bought—soft, evenly woven, lustrous—six pairs of 
them. Week after week, around the house, walking, dancing, and not a 
sign of a thin place or a hole. Washing after washing, and the same rich 
luster—not a streak, not a thread broken. 

“Fourteen months before they had to be replaced.” 

They were made of the famous Corticelli Silk, upon which the house 
of Corticelli founded its enviable reputation and became the largest manu- 
facturer of spool silk in the world. 

Women everywhere are finding that Corticelli Silk Hosiery gives them 


service which they had never thought possible from silk hosiery. Their to 
satisfaction amounts to enthusiasm. They tell all their friends of this * 
splendid new hosiery. * 
Because service of this kind is so very unusual from silk hosiery, this | 
letter, so characteristic of general experience, will be featured in a full hed 
color-page advertisement in the Ladies’ Home Journal for April, and also 1s 
in a full page in Vogue for February 1. These pages are a part of the as 
extensive advertising which is making the quality and beauty of Corticelli hc 
Silk Hosiery known to all American women. This aggressive advertising = 
is selling Corticelli Silk Hosiery to your customers. | 
Here is what this splendid new line of silk hosiery offers you: ” 

A full-fashioned line of the highest class, made in a style, weight and 
color for every shoe, costume and occasion; correctness of style, the colors a 
and styles favored by fashion arbiters; quality and unusual service coupled th 
with rich luster and beauty; aggressive, powerful backing in national so 
advertising, valuable sales aids and tie-ups for your local advertising; an 
the nationally-known reputation of the famous old house of Corticelli, he 
makers of good silks for 84 years. - 
Write our office nearest to you for complete details or for a trial stock. hi: 
he 
THE CORTICELLI SILK COMPANY , mi 
New York Chicago St. Louis Cincinnati Sp ir mi 


m Boston St. Paul Baltimore . 
Philadelphia San Francisco ’ ee 
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[A DeparTMENT OF THE Boor AND SHoe REcorDER 
207 South Street, Boston 


Concentrate On Lines and Sizes 
Don't Carry Too Much Stock or Too Many Lines of Hosiery 


NE of the mistakes to which the retail shoe 
() merchant is most liable when he first enters 

the hosiery field is the mistake of carrying 
too large stocks or too extensive assortments. It 
is very easy to make this mistake, because one of 
the elementary principles of retailing, a principle 
which every merchant practically grows up with, 
is that the merchant should always carry fully 
assorted stocks. And starting head-on into the 
hosiery field the shoe retailer is apt to follow the 
maxim of an old-time vaudeville comedian and 
order “half a dozen of everything.” 

But the principle that a merchant should always 
carry full stocks emphatically does not apply to 
the shoe merchant who handles hosiery. This 
sounds like mercantile blasphemy, but it is true; 
and a lot of shoe retailers have lost money on 
hosiery because they did not know it. Many a 
shoe retailer who has failed to make a success of 
his hosiery business, and who is asking himself why 
he failed, will find that the reason for his failure 
may be traced back to the fact that he carried too 
much stock and too many lines. 


Stick to Shoe Principles 

If a shoe retailer patterns his hosiery business 
after the methods of a hosiery department in a big 
store or after the methods of a hosiery specialty 
shop he is courting failure. Because his problem 
is quite different and quite special to himself. In 
the first place he has a very limited space at his 
disposal for carrying hosiery stock and especially 
for displaying it. And it is absolutely necessary 
for the shoe store to display hosiery prominently 


and effectively in order to sell it successfully- 
One can go into some shoe stores and buy a pair 
of shoes and walk out again without even suspect- 
ing that they sell hosiery. One may see a few 
pairs of shoes and stockings ornamenting a glass 
case in the middle of the store or a few pairs of 
stockings thrown on the floor of the window and 
absolutely overwhelmed by the display of shoes. 
And the impression gained by the casual observer 
is that the stockings are there merely for orna- 
ment—for local color, so to speak. 

Now this kind of display is about equivalent to 
no display at all. But a real display is necessary, 
a display that says as plain as words, ““Your atten- 
tion is invited to the fact that this hosiery is sold 
here,” a display that will catch and hold the at- 
tention. The shoe retailer cannot give over a 
whole window to this display, as the department 
store or the specialty man can. He has not a large 
separate department to give over to it. He has 
only a limited space for the display of hosiery, and 
having only a limited space he must concentrate 
on a limited number of lines. 


A Real Service Rendered 


But this is not his only limitation. by a long 
shot. He is limited also by the buying habits and 
inclinations of the consumer. When the average 
woman thinks of hosiery she does not think of the 
shoe store; she thinks of the department store or 
the specialty shop. After she has bought hose to 
her satisfaction a number of times in a shoe store, 
she may think of this store when she wants hosiery 
—but that is‘a different matter. The principle 
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appeal of the shoe store to the average consumer is 
(1) convenience and (2) the accurate matching of 
shoe and hosiery colors. 

When a shoe store is located at some distance 
from the nearest big department store it has an 
opportunity to build up a good neighborhood trade 
in hosiery. Apart from this neighborhood contact 
its chief opportunity for building up a hosiery 
business is among the people who come in to buy 
shoes. In both cases its clientele is restricted, as 
compared with the department store which draws 
trade from all classes and sections. Consequently 
the class of hosiery it carries is, or should be, re- 
stricted according to the class of trade it caters to. 
For example, if a shoe store caters to a $5 and $6 
trade, it has no business carrying $5 or $6 silk 
hosiery, because obviously if a woman will not pay 
more than $5 for a pair of shoes she will not pay 
as much as $5 for a pair of hose. Similarly a store 
that caters to a $10 to $15 trade will probably find 
a ready sale for the higher-priced hosiery lines and 
comparatively little call for silk hosiery at $1 to 
$2 a pair. 


Pick Your Lines for Salability 


And a shoe store can afford to carry only such 
lines as are likely to go with its average customer. 
Its turnover is not large enough for it to carry 
profitably lines which do not appeal to the bulk of 
its trade. A department store that does the bulk 
of its business on $1.50 or $2 lines, may still get 
enough call for $5 or $6 lines to make it worth 
while to carry them in stock. But this is not true 
of a shoe store. The occasional demand for hosiery 
in a shoe store is not big enough to be worth cater- 
ing to. 


HOSIERY SECTION 
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A special word of caution is necessary with re- 
gard to cotton hosiery. It may be stated as a good 
general rule that it is inadvisable for a shoe store 
to carry staple cotton goods. The margin of profit 
on such goods is so slight and the turnover so small 
that it does not pay to carry them. They are 
profitable enough for a department store, which 
has a large turnover. But the turnover on hosiery 
in a shoe store cannot be very large. Besides the 
sort of people who buy staple cotton hose are the 
least likely to go to a shoe store for them. They 
are the economical people who hunt bargains in 
the department stores. A shoe store can profitably 
carry a few good lines of lisle and mercerized hose 
—-particularly half hose for men. But it should let 
the low-end cotton lines alone. 


Measure Your Community 


Naturally every shoe merchant will have to de- 
velop his hosiery business according to the condi- 
tions that arise as he goes along. He may find as 
his business progresses that he can profitably make 
provision for larger stocks or branch out into lines 
which did not look like a safe investment when he 
started. But he should start conservatively with 
moderate stocks of good hosiery at about the 
prices he thinks would go with his class of trade. 
He should buy about half blacks—this applies to 
silk and cotton hose, of course—and the rest in an 
assortmentof the seasonable shades, paying partic- 
ular attention to the colors that will harmonize 
with his shoes. And finally he should confine him- 
self for a start to sizes 814 tog in women’s hose— 
with special emphasis on size g, which is the size 
worn by the majority of women—and to sizes 10 
to II in men’s hose. 





The Raw Materials for Silk Hosiery. 


manufacture of spun silk yarns.) 
The Raw Materials for Wool and Cotton Hosiery. 
descriptions of woolen, worsted, and cotton hosiery yarns.) 


Imitations and Adulterations. 


(Artificial silk, silk weighting, mercerization, shoddy, etc.) 


The Manufacture of Seamless Hosiery. 


Outline of Educational Series 
Exclusive in HOSIERY for 1923 


The Manufacture of Full-Fashioned Hosiery. 


(This will include something about the nature and qualities of 
raw silk, the preparation of hosiery tram and the source and 


(Including brief resume of manufacturing processes, grades, and 


Dyeing and Finishing Processes. 

How Fancy Effects Are Obtained. 
Some Pointers on Fudging Hosiery. 
How to Sell Silk Hosiery. 

How to Sell Wool and Cotton Hosiery. 
How to Advertise Hosiery. 


Terms and Definitions. 











Issue of January 6, 1923 











Boot and Shoe ‘Recorder 


HOSIERY SECTION 


When you feature evening hosiery you have a golden (and silver) opportunity to harmonize fine footwear with extra fine hosiery. 
Here silver and gold cloth are used as a background for dainty slippers and hosiery. 


Points on Hosiery Making 
Important Facts as to Dyeing, Ingrain and Plaiting 


National Association of Hosiery and Under- 
wear Manufacturers, and read recently before 
the Better Business Conference in Washington, 
some details were given concerning the manufac- 
ture of hosiery which are of considerable interest 


I: a paper written by the president of the 


to the merchant. These concern the dyeing and 
plaiting of hosiery. In regard to the dyeing of 
hosiery the paper says: 

“There is what is known as pure silk, pure dye 
hosiery. By this is meant hosiery made of natural 
silk in the gum. The gum is boiled off after the 
knitting is finished, and the hosiery is then dyed to 
shade. It would be impracticable to knit a stock- 
ing out of pure silk after the gum had been re- 
moved, because it would run the cost up too high. 
A stocking, as you know, will cling to your finger- 
nails, rings, or other sharp things that it may pass 
over, whereas the gum protects the silk until the 
knitting and other operations have been com- 
pleted. 

Then there is what is known as an ingrain, which 
is knit out of colored yarn, from which the gum 
has been extracted, and which in turn is loaded 
with metal. If the loading is not properly handled 
the metal in the silk will in time tender it, and at 


the first washing the stocking will fall apart, or at 
least will show holes long before it would had the 
stocking not been loaded with the metal. This 
kind of stocking appears to have more silk, and 
also has more lustre, and a weighty feel, but the 
fact is that the consumer is paying for less silk 
and is being deceived as to quality. 

Then there is what is known as a plaited stock- 
ing, either pure silk plaited over mercerized cotton, 
pure silk plaited over artificial silk, artificial silk 
plaited over mercerized cotton, or wool plaited 
over cotton. These cover the main lines where 
plaiting is used. The plaiting of a stocking is in 
a measure the same as gold or silver plaiting of a 
piece of metal. The artificial silk or wool is laid 
over the surface of the body while being knitted. 

The backing is of a material of varying quality, 
depending entirely on the price that the stocking 
produces, which in turn reduces the cost of ma- 
terial very substantially and at the same time gives 
the consumer—if it is properly labelled and is not 
misrepresented—a very good value and a piece of 
merchandise that has the appearance of the better 
quality, at least in a measure. In all selling and 
advertising of hosiery, of course, care should be 
taken to tell the consumer the truth. 
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vertising the. 


Plenty of time before January markdowns 
to stimulate the sale of sport hosiery. 


Advertising shakes off its lethargy during a 
strenuous season. Old ‘Boreas’ himself is in 
it. If not, then it doesn’t equal the spirit 
that it must dominate and influence. The 
| business of furnishing proper togs goes to 





the merchant whose advertising is forceful. 


7 . It’s a job worthy of the best powers of 
"Nothing like advertising to correct a groundless habit of 





























































































































buying highly technical articles of wear, 


Heather Mixtures requiring specialized knowledge in selling, 


at general sporting goods stores. 
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Your Name Here 
Jtreeb ~ —= Town 


mT 


The sport costume is picturesque as the hills nowadays 
just radiates the freedom of the open. 


The weaves in woolen hosiery are simply fascinating, YOUR NAME HERE 


checked, ribbed, clocked, black and white, camel's 
hair browns. The proper color complement to hat and Street - 2 -~ Town 
mittens—boon companions to knickers. 









































































































































































































































Add boots as pictured. Sturdy and warm black or tan. 
Then for limitless enjoyment of any sport. Come snow or blow, if you're togged in these fuzzy, colorful 
; ski hose and racy boots it’s all fun. 
The Winter Girl is a sensation in the, startling vogue For a season brimming with good times. 
GS Winter Spert Cage. Shop around but be sure to come here, too. You'll be 
surprised at the opportunity for individual selection of 
sparkling, sporty wool hose. 




















Issue of Fanuary 6, 1923 




















Sterann 


Boot and Shoe Recorder HOSIERY SECTION 





SOONG 








Quality is of varying degrees. Service is 
composed of financial and physical elements. 
Confidence is a cornerstone, the result of 
conscientious dealing over long periods. 


These are the principles advertising vivify 
in the public mind. 


Then comes the allotment of space sufficient 
to create a fixed idea of a// goods carried. 


The Hosiery Department deserves a flesh- 
and-blood relationship to shoes in adver- 
tising. Much more can be done in this 
direction. 
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Your Name Flere 
, Otreet Towns 4 




















Where do styles originate? We know a great many have their source 
right in our hosiery case. Founded on good taste. From beautiful 
to gorgeous picked for the very qualities that create style. 

And it’s refreshing to match hose with shves 4défore purchasing 
Many fetching and original style touches result. 





OS1elY department 


A treat for lovers of good things. Our hosiery. 


Unending in variety, diaphonous in texture, they 
herald a lively season of balls, teas, bridge, etc. 


Positively as correct as they are beautiful. Selected 
with infinite care from authentic sources. 


Nude hose with colonials, sleek and rich-buckled lead 
in favor for evening wear, say leading designers. This 
combination is to be seen more and more wherever 
smartly gowned women entertain. 
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Your Name Here 
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FAMILY TAILORED HOSIERY 


Certainly the buying"pub- 
lic seems to appreciate 
good goods, if the reorders 
that have come to us every 
day in the past can be 
taken as a criterion. Our 
No. 1042 is an all ’round 
crackajack and is fast riv- 
alling in popularity our 
famous record-breaking 
No. 544, round tailored 
seam, and its high quality 
can be pretty fairly judged 
from the picture. The price 
remains at $12.50. 


Compare the stocking on 
the left with this cut, which 
is a good representation of 
reg ular silk hose. No- 
tice the unsightly markings, 
spots and uneven texture of 
this sample; then observe the 
Weldrest number. See that 
smooth, beautifully clear, 
lustrous surface. It’s there. 
And, moreover, it is charac- 
teristic of all Weldrest stock- 
ings—a good point to re- 
member 


Allen Hostery Co. 


23rd and Allegheny Ave. 
Philadelphia 


Weldrest Hosiery embraces 
an especially lovely line of 
children’s socks and chil- 
dren’s three-quarter lengths 
at attractive prices, silk of 
mercerized. Early orders on 
these varieties are solicited, as 
our production is limited. 
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-Y TAILORED HOSIERY (¢ 
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Pat. No. 1353659, 9-21-20 


A Real Hosiery Triumph 
Retailing at only $2.00 


Above is shown our No. 982—a stocking that we consider one of 
the “high spots” in our many long years of hosiery making. 


This stocking is distinct in every way—in the high quality of its 
silk, the smooth perfection of its knitting, its neat round tailored 
seam, general trimness, and the chic vertical stripe that gives it 
high-bred distinction. As snappy as the finest French novelties. 


At present we can make this number in black only, and in a 
strictly limited production of 4,500 dozens. The process is pat- 
ented, and no stocking anything near it can be obtained else- 
where. Consequently we advise early placing of orders, as we 
are compelled to enforce a policy of “first come first served” 
until further notice. 


Allen Slosiery Compang 
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When Mrs. Brown goes*way downtown’ 
to Blanks 


ISCRIMINATING people will go out of their way to | 
. f ~ . 8 . . . y . 
patronize the shop that offers distinctive service with uni- b 
formly high quality of merchandise. 





n 

Gold Seal full fashioned silk stockings, with their enduring a 
beauty and long-wearing quality attract and hold the custom of I 
the most particular. . 
oO 


No. 315—A chiffon number—combines gossamer 
beauty with the flawless texture that promises h 
satisfactory wear. Full fashioned. In all colors. 


Philadelphia Knitting Mills Company 
Sixteenth Street and Indiana Avenue 
PHILADELPHIA 
New York Office: 1270 Broadway 


GOLD SEAL Silk Stockings 


Quality first since 1889 
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Clocked Model from the line of the Holyoke Silk Hosiery Company, Holyoke, Mass. 


Hosiery Styles for Spring 


(ompare This Hosiery Trend with the Shoes You 
Buy in Fanuary 


HAT is to be what in hosiery styles for 

spring? This question is naturally the 

one foremost in the minds of hosiery 
buyers just at the present time. 

The answer cannot be given in a single phrase, 
nor can the mention of the possible high /ight in 
any way serve as the guide for buying, because as 
long as there are women with varied tastes, and 
this means as long as there are women, the question 
of style will always be variously interpreted. 

Just at the present time, buyers for retail store 
hosiery departments are, in the placing of their 


oo ace ames foal 


With the social season at its height, be prepared to match 
Shoes and Hosiery. 






orders, indicating a great deal of confidence in a 
spring vogue for sheer, plain hosiery. But “One 
swallow does not make a Summer,” nor one pair 
of Stockings a wardrobe, and it is a pretty safe bet 
that while the sheer, chiffon type of silk stockings 
will almost certainly have a big vogue, medium 
weight, staple styles will also find a very generous 
patronage, and that there will be some of the 
feminine clientele who will continue to fancy the 
Styles that are more elaborate, lace and open-work 
effects, etc. For wear with sport shoes in Spring 
and Summer, medium weight hose with smart 





Shoe Stores should select their Easter Hosiery Now. 
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Shoe men are discovering that Rosaine Hosiery plays the merchants’ 
game as no other hosiery manufacturer plays it. | 


We follow shoe styles and colors constantly, quickly and accurately. 
We are working closely and intelligently with the largest leather houses 
for advance colorings. We specialize on matching shoes sent by merchants. 


Just now—we are prepared to ship chiffons in any quantity and of 
superb quality. You’ll find our deliveries exceed your best expectations. 


No. 5755—Full-fashioned, pure dipped Chiffon with French tailored seam 

$24.00 the dozen 
No. 1210—All silk, extra fine gauge $21.50 the dozen 
No. 1209—Chiffon, with lisle welt for garter protection $21.00 the dozen 


4 
No. 1212—Full-fashioned, pure dipped Chiffon with 8-inch lisle top, silk foot 
$16.50 the dozen 
i a I, ME OID. vv ova ccccnsccvsscnesseteacenneee $16.00 the dozen 
osenhain Co. Inc. 


oOo 


220 Fifth cWve. New York Cily 
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Novelties in Silks are good 
sellers. Study the styles with 
your Shoe Stock in mind, 











clocks will almost certainly be again featured, so 
that the safe and wise plan will be to be prepared 
for a variety demand. 


Sheer and Dressy Hose 

Dressy shoes inevitably mean that dainty look- 
ing hose will be in demand, and certainly begin- 
ning with the strap shoe’s definite claim to fame 
when it loomed on the sartorial horizon a few 
season’s ago, the trend has continued to grow and 
increase towards dressy footwear for general, one 
might almost say, practical purposes. 

The very sheer hose that are being offered for 
Spring are in the main superior to any previous 
season’s output, due to the fact that while they re- 
tain a most alluring sheerness, they also may lay 
some claim to practicability, and a saleswoman will 
not have to draw on her imagination too extrav- 
agantly in order to be able to assure her customers 
that even though sheer, these stockings actually 
give service. 

“Sheer hose are unquestionably in great de- 
mand” was the report heard in the show rooms of 
a number of manufacturers and jobbers visited 
recently, and it was pointed out that these stock- 
ings are more often than not reinforced so that 
where there is actual wear on them there will not 
be the weakness that means “tear.” Full-fash- 
ioned hosiery with the new French panel backs are 
said to be gaining steadily in favor, and the “sandal 
foot” is a new and practical reenforcement, so 
constructed that the heavy or reenforced part of 
the stockings does not extend over the instep, or 
show, no matter how low the shoe or slipper with 
which it is worn. 

Gun metal and cannon are two of the gray 
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A fine Silk Hose with silk 
lining in gold to shine through 
the black. Fromthe line of the 
Shanahan Co., Buffalo, N.Y. 











shades that are said to be attracting favorable at- 
tention, various other grays in rather a dark 
range of tones also being sought. Beige and otter 
shades are good, too. 

Because of the fact that tans are to play such an 
interesting and important role in outer apparel we 
may be very sure that these shades cannot be 
overlooked, and black will, as always, be strong. 

“Sheer, sheer, very sheer” is the bulletin given 
out by hosiery firms that cater to the rather ultra 
or extreme trade, and those catering to a more 
conservative trade declare with equal vehemence 
and insistence: “The bulk of our business is done 
always in staple, medium weight silk hose, and 
spring buying as so far recorded shows no change 
of sentiment.” 


Effects of Dress upon Hosiery 

The extremely long skirts that designers tried so 
hard to popularize last season failed to register 
favorably, and for street wear for the coming 
spring the average frock or suit will be about seven 
or eight inches from the ground. 

This certainly means that hosiery will play a 
big and important role, and that the dressing of 
the foot generally, both in the matter of shoes and 
hosiery will be of tremendous importance. The 
woman who is inclined to be a little careless in the 
fine points of her toilette may wear shoes and hose 
that are not quite up to a hundred per cent if her 
frock is of street sweeping length, so that merely 
an occasional glimpse of silk clad ankles is seen, 
but when the skirt is seven or eight inches from the 
ground, no matter what her careless inclinations 
are, run-over heels or stockings with “runs” must 
be taboo. 
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In the little thatched cottages and 
hamlets, not far from the haunts of 
Robin Hood was born and nurtured 
the art of knitting. 


From Nottingham Castle, one looks 
down upon the ancient cradle of 
this great modern industry. 


The growth of generation after 
generation in the art, must show in 
the product. 

Of such is the Dakin Mill and its 
family heritage reaching back into 
threefcenturies. 




















Exquisite—sheer—the high- 
est perfection of the weaver’s 
art. A delight in store for the 
woman'twho comes to your 
shop for the finest quality in 
footwear. 


We “will %gladly forward a 
sample pair of each of our 
numbers to any responsible 
shoetimerchant, for his in- 
spee'ion. 


‘Gh Sheeresi Sfosiery 


this side of (aris ~ 
and at Half the Price 


For 1923 we offer you three numbers, two of which stand out conspicuously 
as among the best hosiery of the times. 
_—_— 


(1) Our No. 2500.” A Paris Clocked Hose, Frenchy and beautiful, looking 
for all the world like those wonderful imported chiffons, and only half the 
$36.00 per dozen. 


(2) Our No. 1000. This stocking is a beautiful, plain 42-gauge, all the 
way up sheer hose of pure thread silk, in many colors. Hundreds of American 
Stores and Shops are using this hose as their standard, as are also some manu- 
facturers. We positively believe this hose to be unsurpassed in any feature 
that goes to make a practical and satisfactory hose for both seller and wearer 


$22.50 per dozen 
(3) Our No. 100. A sheer silk hose with an eight-inch lisle top and sole, the 


most transparent full-fashioned hose manufactured to date. A Two-Dollar 
retailer. $16.50 per dozen. 


SILK Paki wossens 
Milton, Pa. 


a 
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“Quality Goods at Fair Prices—Always” 


Thomas F. Peirce & Son, Shoe Store Hosiery Pioneers, Give 
— Y e 
Merchandising Suggestions 


By HELEN M. HANEY 


HE exclusive retail shoe store of Thos. F. 

Peirce& Son, Providence, R.I., is now in its 

fifth generation—founded by Jabez Peirce 
on June 12,1767. It is, therefore, one of the oldest 
in the country, in point of establishment, but one 
of the youngest in the country, in point of modern 
ideas and service. With a 155-year history of good 
merchandising accomplishment, it is not  sur- 
prising that George E. Peirce, the present pro- 
prietor, should have been one of the pioneers to in- 
$all a hosiery department in his shoe store. In fact, 
Mr. Peirce states that twenty years ago “Jack” 
Slater, of J. & J. Slater; Smith-Kasson Co. and 
George E. Peirce of Thomas E. Peirce & Son, 
Started the stocking game. He cannot say for sure 
which was the first. He does know, however, that 
his department was installed in February 1902. 


Much Unfair Competition 


There are also some house-to-house canvassers 
in a nearby town, who sell the consumer direct, 
and the nuisance known as the “‘nail file test” has 
been demonstrated to many among the gullible 
public. This, it was explained, can be tried on 
any silk hosiery, even chiffon, with either good or 
bad_results, just as the experimenter may wish. 


An outline of the 11 x 7 feet Lucas hosiery display case of Thos. 
F. Peirce & Son, with shadow unitate top, containing 64 glass 
front display drawers. Of the 64 drawers, twenty-four are devoted 
to women’s silk hosiery; sixteen to women’s wool hosiery; eight to 
misses’ and children’s hosiery and sixteen to men’s goods. At the 
base of the display case are eight large drawers at either end for 
heavy wools and four small drawers in the center for silks. 

A glimpse at the inside of the men’s and women’s hosiery drawers 
is here shown—the women’s drawer containing four compartments 
and the men’s five compartments. 


Those demonstrating, however, aways take good 
care to draw the point of the nail file between the 
silk threads, in a slanting direction. If some 
onlooker should suddenly give the other end of the 
nail file a little push, directing it at a right angle 
against the stocking, the “test”’ would be lost, as a 
hole would certainly appear. These “tested” 
Stockings sell readily to the poor, unsuspecting 
consumer at three pairs for $5.00, with a com- 
mission of $1.50 to the agent. Many times these 
stockings are “loaded” with zinc, and always as 
good a stocking as the three-pairs-for-5-dollars 
variety may be obtained at the stores for $1.00 the 
pair. 


Silk Is a Strong Fibre 


And here, John A Quinn, the store manager, 
told about other tests which really do not amount 
to anything except to prove that silk is the 
Strongest fibre made. One of the “Stunts” showing 
the strength of silk stockings is the suspending of 
say a 225 stone with a pair of silk stockings; 
another one consists in a constant hammering of 
the toes of a silk stocking to the great edification 
of the uninitiated. But Mr. Quinn stated that he 
could put on a test “Stunt” that would be one 


Cross section view of 

hosiery department of 

Thos*F. Peirce & Son, 
Providence 
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STYLES 
1251— Lisle $5.00 dozen 


In % dozen boxes. 


9967—Pure Silk and Fiber 
$8.50 dozen 
4 dozen boxes. 
1200—Pure Thread Silk, 
$12.00 dozen 
Y{ dozen boxes. 
1700—Pure Thread Silk, 
Heavy $15.50 dozen 


4 dozen boxes. 


Glen Knitting Company 


Brown-Phelps Hosiery Co. 


NEW YORK 
Room 800 Burton Bldg. 
267 Fifth Avenue, at 29th St. 























moor wearing qualities properly sustain 
your reputation as a quality shoe merchant. 
The Seamless Foot and Fashioned Leg make a 
happy combination of comfort and perfect fitting. 


Their “big point” is the Radmoor Pyramid Heel 
splicing, which gives an appearance of slim, grace- 
ful form to even the portly ankle. Made in stand- 
ard colors, which secure the desirable harmony 
between shoes and hose. 


Sell Radmoor Hose with a pair of good shoes and 
you have a permanently satisfied customer. 


Prompt delivery of all styles direct to dealer. 
Order your samples today. Not returnable, but 
worth possessing. 


Radmoor Mills 


21st and Philadelphia, 
Lippincott Sts. Pa. 


SAN FRANCISCO 
Room 653 Pacific Bldg. 
Fourth and Market Sts. 
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COLORS 


1251—Black, White, Seal, 
Crane. 

9967—Black, White, Seal, 
Maple Sugar. 
1200—Black, White, Seal, 
Navy, Lark, Polo, Crane, 
Silver, Moccasin, Maple 
Sugar. 

1700—Black, White, Seal, 
Navy, Moccasin, Polo, 
Crane, Silver. 


Thomas E. Brown 
President and Manager 


BOSTON 


Room 1106 Dexter Bldg. 
453 Washington Street 
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ahead of any of these demonstrations, namely 
that of a 3500-pound auto being towed by four 
women’s silk stockings, without breaking the 
Stockings, provided they were tied together 
securely enough—and yet he said that this test 
would not prove a thing, except the strength of 
knitted silk. 
“Return Good for Evil” 


The answer to competition of the above sort, 
Mr. Peirce believes, is quality goods at a fair price. 
This store finds no difficulty in its price range of 
women’s hosiery from $1.50 up to $20 in plain silks 
and silks with lace clocks; or hand embroidered 
clocks; in lisles, silk and wool, all silk and wools, 
the prices run from $1.00 to $5.00; for silk lisles, 
so cents to 65 cents. This store carried at one 
time a line of German lisles, which were excep- 
tional values at $1.25—“‘nothing like them made 
in this country,” Mr. Peirce explained, but it 
seems impossible to get more of these. He is very 
enthusiastic about his children’s hosiery trade, 
reporting that this year, he has doubled his busi- 
ness thereon. 

Miss Emma Bowers, who has been in charge 
of the hosiery department since 1914, states that 
the $3.00 price in all silk is the best seller, with the 
next favorite, the $2.00 price in the silk with lisle 
top and foot. She also finds that there is a good 
demand for wools, but that silk and wool is a 
better seller than the all wool; she finds that chiffon 
leads in silk, especially for evening, with the three 
best shades, black, gun metal, and silver. 

In women’s lines, vertical stripes, ribbed effects, 
Jaccard weaves, drop stitch, lace clocks and 
embroidered clocks were well displayed and sold 
well. A line called “Lovet” was shown in one of 
the big wall cases; this was of the fancy sport type 
and was in a bluish green tint, with contrasting 
pink silk clocks. This latter variety was designed 
for wear with oxfords, and so oxfords were placed 
beside the hosiery in two of the big wall display 
cases. And as to display cases, there are six, 
one large floor case, two large wall cases and three 
little wall cases. 


Never Conducts Sales 


This store never conducts hosiery sales. If 
Mr. Quinn finds that he may have only one or 
two sizes in a certain style, he will perhaps put 
in the window a sample of the merchandise, and a 
sign reading “$1.50 in sizes 9% and 10 only.” 
But as to clearance sales, the line is drawn against 
them, on the ground that they tend to destroy 
the very idea which the store wishes to convey in 
regard to its hosiery department—quality goods, at 
fair prices, all the while. The hosiery department 
is well advertised and is included about 75 per 
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cent of the time when shoes are mentioned in the 
store’s publicity. 

And Mr. Quinn knows each morning just how 
many pairs he has to work with that day, for a 
pair record is kept and sizes called every morning; 
in addition an inventory of the total number of 
pairs and the different grades is taken every week, 
so that the department knows where it stands. 

A $10,000 Stock Well “Housed” 

Hosiery comprises one-fifth of the stock of the 
Store, or in dollars and cents, the hosiery stock 
carried is valued at $10,000 and is kept in a new 
Lucas display case built expecially for the Thomas 
F. Peirce & Son shoe store, and installed in Octo- 
ber last. This case occupies a space of 11 feet wide 
by 7 feet high. It has sixty-four drawers, twenty- 
four of which are devoted to women’s silk hosiery; 
sixteen to women’s wool hosiery; eight to misses’ 
and children’s hosiery and sixteen to men’s goods 
—thus it will be seen that two-thirds of the dis- 
play case, or 40 drawers, are devoted to women’s 
hosiery. The sizes in the children’s goods range 
from 6 to 10, or for little folks’ feet of three years 
up to those of young ladies of 16 and 17. At the 
base of the display case are eight large drawers at 
either end and four small drawers in the center. 
The eight large drawers contain men’s and women’s 
heavy golf stockings, such as Angora wools, etc. 
The four small drawers in the center are used for 
silk hosiery. In the glass, sixty-four-drawer 
section just above, the forty drawers devoted to 
women’s hosiery contain four compartments each; 
there are five compartments in each one of the 
sixteen in which men’s goods are placed and five 
compartments in each one of the drawers in which 
the children’s hosiery is placed. The remainder 
of the stock is kept in the basement. 


Suggestions to Manufacturers 

Mr. Peirce, who is an expert on hosiery mer- 
chandising, through his pioneer association with 
the shoe store hosiery selling proposition, helps 
Miss Bowers with the buying. And he States 
that he believes in confining his sources of supply 
to a few of the better houses rather than to have a 
great many manufacturers’ goods coming into 
the store. He also expressed the opinion that 
jobbers and manufacturers should cater well to 
the quality hosiery departments of shoe stores, 
see that they get the right merchandise and get 
it on time; that as a shoe store’s hosiery depart- 
ment was a quality’ proposition, with quality 
service rendered to the public, the manufacturer 
or jobber should give quality service to the retail 
shoe merchant, knowing full well the keen com- 
petition with which the hosiery department of the 
shoe Store is surrounded. 
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SILK and WOOL HOSIERY 
Gjuaranteed -Ata Better Price 


Merchants everywhere are demanding one specific kind of silk and 
wool mixture Hosiery. 
Quality—Definitely guaranteed. 
Price—Right. 
Fit—Accurate. 
Color Range—Wide and fashionable. 
That’s the description of Polo Hose for Men and Women. 
Prices here quoted indicate the entire line. Place orders with entire 
confidence—under our guarantee. 


Ladies’ Hose in Thirteen Colors, including all Men’s Half Hose in Ten Popular Colors and 
the late shades and an attractive assortment Assortment of Clockings in Desired Combina- 
of clockings: Beaver, Smoke, Chestnut, Beige, tions: Taupe, Slate, Chesinut, Blue or Cordo- 
Black, Blue and Cordovan van, and other shades. 

No. 445—Plain, per doz........$17.00 No. 300—Plain, per doz.......$12.50 
No. 600—Clocked, per doz..... 21.00 No. 305—Clocked, per doz..... 16.00 


FAY HOSIERY MILLS INC. 


PHILADELPHIA .. .. Front and Clearfield Streets .. “. PENNA. 
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"eg VS Pet. Orfice 


Your (ustomers eAren’t Private “Detectives 


So they can’t be expected to trim shown .above. 

know what lines you carry We’ ll help you out with ‘movie’ 
; ; 

unless you tell em. slides, newspaper cuts, display 

There are lots of ways of doing material and envelope stuffers. 

it, too. One of our good cus- ‘Just write and tell us your 


tomers uses the effective window needs. 


Dept. P 


‘Emery 6 Beers Company, inc. 


Sole Owners and Wholesale Distributors of “Onyx Hosiery” 


Broadway at 24th Street NEW YORK 


Boston Office 


Philadelphia Office 
i. + 6-4. s ¢ a 0h © oe + © % 6) o Mutual Life Bldg., Pearl Street 


ee ae ee eee a ee ae 36 South State Street 
259 Geary Street 
8th and Hill Streets 








San Francisco Office . 
Los Angeles Office 
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Beautiful Ipswich Heathers Retailing in Big Volume at a Dollar 














Ladies’ drop stitch, heather stockings in the season’s fashionable 
shades. 

On a weight just right for all-year-round selling. 

With ankles that fit perfectly and tops that are wide and comfortable. 


If you are interested in big volume selling ask your jobber 
for Ipswich Style 5000. Write us if he cannot supply you 


BRI 


Sor Wen Women and Children 
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Good Business Looked for in Chicago 
Packer Hide Market 


General Director of By-Products Interests, Morris § Co., 


in our hide markets during the past 

year, perhaps the most interesting 
disclosure is the consistent lack of proper 
balance between hides and skins and the 
equivalent classes of leather. During 
the period under review, we have seen 
much sole and other classes of leather 
cheerfully sold at prices that, without 
respect to any profit in the transaction, 
yielded an amount of money which, rein- 
vested in hides and tanning to re-create 
the same leather, would not reproduce 
as much as had just been sold. 

True, much of this leather was either 
old stock or was made of hides purchased 
months before on a much lower market; 
so, therefore, its sale may have shown a 
profit on its cost while still being sub- 
stantially short on its cost of replacement. 


OOKING back over what transpired 


What Causes Irresponsible Competition 


This again has directed attention to 
the harm that is done to the general 
structure of the hide, leather, and leather 
goods market by the few who persist in 
believing that raw markets must conform 
to the prices at which they choose to sell 
their finished product, thus creating an 
irresponsible competition that is extremely 
embarrassing to the saner manufacturer, 
who recognizes his future welfare funda- 
mentally depends upon his ability to 
secure a selling price for his product. 


Lack of Price Balance 


Many times during the past year, a 
definite lack of relative balance between 
the different kinds, grades, and weight 
selections of hides and skins has been 
created by the reflection of these leather 
market conditions in the raw stock 
markets. Thus, during the past several 
months, we have seen times when the 
heavy end of calf skins were selling at a 
premium over the light end; when kips 
were worth very nearly as much as calf; 
and what is still more abnormal, when 
heavy native steer hides have sold at a 
substantial premium over the prevailing 
city calf skin market price. 


Surplus Digested During 1921 


Now to establish a point of commence- 
ment for reviewing the Chicago packer 
hide market for the past year, we must 
£0 back and recall that, following the 
heavy blanket of demoralization which 
had enveloped all branches of the hide, 
leather, and leather goods markets, the 


By GEORGE H. RASCH 


hide market at the commencement of 
1921 was in very bad technical shape. 
Large stale accumulations of hides from 
the take-off of previous years were then 
being carried over at practically all of 
the world’s hide producing or collecting 
centers. 

During 1921, a demand developed, 
which in addition to easily absorbing the 
current world’s production, likewise be- 
came broad and deep enough to gradually 
digest the surplus carried over from the 
take-off of previous years. Thus, during 
the late days of November, 1921, we 
witnessed an extremely active demand, in 
the face of which the market had turned 
completely around to the point where it 
was completely sold out—or perhaps 
even on some selections, a little bit over 
sold. 


December Strike Stopped Buying 


During the early days of December, 
1921, with prices strong at the peak 
points of the year, stocks well absorbed, 
and with every indication of a continu- 
ance of the demand, trading, due to the 
outbreak of the strike of the packing 
house workers, stopped abruptly. Buyers 
were fearful of the quality of the hides 
that would be produced during the period 
of demoralized labor conditions that 
would naturally prevail while the Stock 
Yards strike was in progress and the new 
men were being trained to skillfully per- 
form up to the packers’ customary high 
standards of workmanship, and as prac- 
tically all of the hides taken off prior to 
the outbreak of the strike had previously 
been sold, they either quit operating or 
turned to other markets. 

Here we reach the commencement of 
the present year and find a market, in 
the best possible technical position, but 
extremely quiet, buyers diligently watch- 
ing developments, plainly indicating their 
need of hides, but as faith in the quality 
had been shaken, they feared to trade. 


Buying Resumed in March 


The dullness thus started persistently 
prevailed until, finding it impossible to 
keep out of the market any longer, one 
of the biggest buyers entered early in 
March and bought a number of hides, on 
special so-called ‘“‘strike’” terms, which 
only two of the packers were inclined to 
meet. 

Once started, it took but a few days for 
the market to broaden out. Hides pre- 


Chicago 


viously spurned commenced to look 
attractive. Considerable miscellaneous 
trading and booking occurred, relieving 
the market and immediately restoring its 
very strong technical complexion. Many 
of the hides sold at this time were of mid- 
winter take-off, prices ranging from 4c 
to 4\%c higher than the values at which 
hides of the same take-off had cleared 
during the year previous. This then gave 
to the operator something tangible to 
work on. 

The wide open winter that prevailed 
had a favorable effect on hide quality 
and likewise influenced the appearance 
of shedder hides at Southern points at an 
unusually early date, which stimulated 
further interest in packer hides. 


Periodic Spurts Developed 


Following the March movement, the 
market settled down to a series of peri- 
odical spurts. Early in April there 
would be a few days of great activity 
clearing the March hides; in May a 
similar period of activity would re-occur 
clearing the April hides—the quiet periods 
in between, caused by a famine of sizable 
offerings, were manifestations of great 
fundamental strength. 

Thus the markets continued until well 
into fall, punctuated occasionally with 
happenings of special significance, at 
least one of which caused some excite- 
ment and subsequently had a deep reach- 
ing effect. During the latter part of May 
the Auto Leather Tanners started their 
annual pilgrimage into the New York 
markets to cover their spready hide re- 
quirements. As usual, they were seeking 
to contract ahead for June 1 to January 1 
take-off. May Belt Natives were being 
sold by the New York packers at that 
time at from 14%c to 15c per pound, 
based on which, Spready buyers inti- 
mated a desire to purchase June to Decem- 
ber inclusive at 17c. Sellers recognizing 
the fundamental strength of the world’s 
hide markets, were reluctant to go short 
by contracting hides ahead of take-off. 


Price Advances Met 


To shake them from this determina- 
tion, after some preliminary skirmishing, 
buyers plainly showed their anxiety by 
meeting the market, starting with a trade 
of 21c, followed by a quick jump the same 
day to 22c, and finally, within a ten-day 
period, running the market up to 25%c 
paid, where the market hesitated while 
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certain of the tanners of this class of 
leather, in view of the wide spreads that 
had been created between Native and 
Spready Steer hides, commenced to survey 
the situation and contemplate the possi- 
bility of using some of the first named 
selection. 

The wonderful demand that the auto- 
mobile manufacturers were experiencing 
was having its effect on the tanners of 
leather, who, by their actions, 
plainly showed they were urgently in 
need of raw stock, even to the extent of 
using certain comparatively cheap hides, 
which under ordinary circumstances would 
not be considered suitable for their pecu- 
liar requirements. The most interesting 
feature here is, having so quickly run the 
Spready market in New York up to 25, 
all of the rest of the market was out of 
balance, which inspired the very Auto 
Leather Tanners who cause it, to look 
with favor on Native Steer and certain 
foreign hides which, at their wide relative 
spread in values, might be used in auto 
leather in a limited way. Thus stimu- 
lated, their buying outside of their usual 
field set a pace which had a large influence 
and bearing on the market basis estab- 
lished for hides of all selections; while 
likewise, the additional strength thus 
created in the hide markets had a very 
favorable sentimental effect on the status 
of all other branches of the tanning and 
leather trades, stimulating a_ broader, 
more active demand and higher values. 


auto 


Stronger Market Opens Summer 


With the market continuing active 
enough to clean up each'month’s hides as 
they became available, it isn’t surprising 
that considerable strength developed 
towards the end of summer that put the 
entire market on a higher plane of values 


than those that prevailed at the com- | 


mencement of the year’s trading. We 
have already noted that the winter hides 
cleared at around 4c higher than the 
hides of the same take-off of the year pre- 
vious. During 1921, the top price of 
1614c on Native Steer hides was estab- 
lished during the early days of December 
on hides of November-December take-off, 
while better hides of September-October 
take-off had, just a short time previously, 
cleared at from 15c to 154%c. This year 
the peak was reached in the period of 
activity just preceding the dullness that 
settled over the market immediately fol- 
lowing the annual convention of the 
Tanners Council, which was held in 
Chicago during the very late days of 
October. During this spell of trading, 
October Native Steer hides sold at 23c, 
which, contrasted with the average of, 
say l6c, for hides of the same take-off of 
the year previous, indicates an advance of 
ve per pound. Therefore, while we 
started off on the year’s market with a 
spread of 4c over hides of equivalent 
take-off of the year previous, at the peak 





BOOT AND SHOE RECORDER 


of this year’s market our prices were 7c 
higher than the peak established on the 
previous year’s market, or a gain of 3c, 
which on the average value of hides, 
would be about a 20 per cent enhancement 
in the general market plane of values. 


Slump in November 


With the sudden let up of activity 
early in November, even though it was 
known that many tanners were short of 
hides for their current requirements and 
had entirely failed to make the usual pro- 
visions to tide them through the winter 
season when the current take-off is small 
in numbers and poor in quality, it soon 
became evident the edge was off the mar- 
ket. With the one exception of Light 
Native Cows, all of the packers were 
pretty closely cleaned up when the Novem- 
ber spell of inactivity developed, so the 
market continued to be in excellent tech- 
nical condition. But nowadays the tend- 
ency is to keep the market alive; conse- 
quently, after a 30-day period of inactivity, 
buyers reached the point where they 
wanted to buy and sellers were openly 
desirous of selling, so considerable activity 
developed at prices that, following the 
developments that had previously been 
revealed in the South American markets, 
recorded a decline of about 3c per pound. 
The strong technical position was again 
emphasized by the fact that once the 
quiet spell was broken, trade immediately 
broadened out and a prompt “kick back”’ 
of 4c per pound in values occurred in 
the subsequent trading, though still later 
in the face of the seasonable holiday dull- 
ness, quiet again prevailed as the year’s 
market approached its close. 


Increase in Hides Probable 


Now as regards the future of our hide 
markets, we know the past year has seen 
a substantial improvement in the position 
of the farmer and live stock raiser so 
that the production of live stock has been 
sufficiently profitable to offer satisfactory 
inducements to raise, finish, and supply 
whatever cattle are needed to satisfy the 
beef demand from the large army of our 
inhabitants who, being fully employed 
at good wages, are in an excellent posi- 
tion to spend to the point of extravagance. 
Therefore, we would not expect any sub- 
stantial decrease in the demand for beef 
or beef products, and believe that with 
the usual seasonable variations, the cattle 
runs throughout the approaching year 
should at least hold their own with last 
year’s, with the possibility that the market 
will be able to comfortably absorb what- 
ever additional offerings come to market. 
We, therefore, can contemplate a pro- 
duction of hides about the same as, or 
we hope, somewhat larger than, we have 
had during the past year, but considering 
there are no accumulations whatever in 
any part of the world, will that be suffi- 
cient to meet the ever-increasing demand 
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incidental to the revival of trade, that 
has been consistently developing during 
the past two years? 


What Effect Conditions Abroad Will 
Have 


European conditions will have some 
bearing on the future situation. They do 
not to any extent affect the present day 
production of our domestic hides, because 
while this country does a very important 
business with Europe in meat products, 
only a small percentage of it is beef, the 
European demand for which has long since 
been more economically supplied from 
South American packing points. Upset 
financial and _ political conditions in 
Europe do, however, have a strong senti- 
mental effect on our general situation, 
which in turn is quickly reflected through 
the leather and financial situations into 
the hide market. Furthermore, under 
normal European conditions, considerable 
American leather of different kinds finds 
its way into their markets, and while, 
perhaps, compared with total production, 
the percentage nowadays isn’t very great, 
nevertheless the movement abroad of this 
rather has an important sentimental 
effect on our domestic demand, particu- 
larly so as export business knows no 
season and keeps some little movement 
and life in the situation during the in- 
between seasons of dullness in the domestic 
demand. 


Domestic Conditions Favorable 


Domestic financial conditions look 
favorable, and contrasted with the strin- 
gency and resulting high cost of money 
during the period immediately following 
the war, money rates are now more 
nearly normal, with the prospect the 
present favorable rates will get even a 
little bit lower after the financing, inci- 
dental to the turn of the new year, has 
been taken care of, and the large sum 
the Government is paying out to refund 
War Savings Stamps and other maturing 
war obligations finds its way through 
the banks back into commercial circula- 
tion. 

To sum up, the people in this great, 
wonderful country of ours have plenty of 
profitable employment, which assures a 
good demand for beef products as well as 
for leather goods of all sorts. All present 
signs are indicative of a good leather 
business, and experience of the past has 
clearly taught us that tanners, while sell- 
ing leather, will always buy hides to re- 
place that leather in their vats, especially 
so where money to finance the under- 
taking can be borrowed by responsible 
parties at reasonable rates. At the close 
of 1922, an optimist can see plenty of 
bright promise in 1923—will those in the 
hide, leather and leather goods trades 
make the most of the opportunity—only 
Time, after 1923 has passed before it, can 
tell. 
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EXTRA HEAVY FLANGE SOLE 
—A thick, single layer of the finest, 
toughest rubber. Its flange shape means 
extra protection and wear, 











BACK OF THE HEEL — Eleven 
layers of heavy duck and highest grade 
rubber make this one of the strongest 
points of the whole boot. 











THE INSTEP —W¥e'we put a. sertes 
of graduated reinforcing layers into the 
instep, combining unusual flexibility 
with surprising strength 











THE ANKLE—Wiere so many boots 
sag and crack, The“U.S," Boot has an 
extra“ collar” around the leg, and on top 
of that is vulcanized a heavy side-stay. 


Rugged strength 
at the 4 vital points 


—that’s why “U.S.” Boots give such long wear 


S° LE, heel, instep, ankle—it’s at one 
of these + places boots get their 
hardest strain. 


And weakness at any one of them will 
rob your customers of the wear they 
ought to get! 


The big reason for the remarkable 
strength, long wear and “stand up” 
ualities of “U.S.” Boots is the fact that 
their makers have built into them at 
every one of these 4 vital points the 
strongest kind of reinforcements. 


Made throughout of the finest quality 
of fabric and tough rubber, “U.S.” Boots 
are backed up at the “wearing points” 
by 7 to 11 extra thicknesses. And they're 
so built that all thig extra wear is gained 
without losing ease and flexibility 


United States Rubber Company — 
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New Rubber Prices for 1923 Show No Changes 


Despite Advance in Raw Materials, the 1922 Tariff Prevails—And, as 
Usual, Prices Are ‘“‘Subject to Change without 


expected by wholesale and retail 

shoe merchants, alike, that there 
would be an advance in rubber footwear 
prices over the 1922 level, the new prices 
just announced show no increase. This 
state of affairs is naturally a big surprise 
to the trade, on account of the steadily 
advancing costs of raw materials used in 
the manufacture of waterproof footwear. 
During the last few months, costs of 
crude rubber and fabrics have ruled con- 
siderably higher than at the time of the 
last price list of 12 months ago. This 
being the case, the large producers express 
themselves as very much pleased in being 
able to start the year 1923 with selling 
prices unchanged. 


1922 Retail Stocks Low 


In 1922, in spite of continued effort by 
rubber shoe selling organizations to make 
retail shoe merchants understand the 
true condition of affairs and 
would happen with any kind of 
winter weather and style demand, 
retail shoe merchants, generally, far 
underestimated their requirements 
and failed to order in advance to a 
reasonable extent. Merchants neg- 
lected to take into account the 
seasonal activity of rubber shoes, 
which is more pronounced than any 
other type of footwear. 


Big Rush a Bit Upsetting 


Manufacturers and wholesalers, 
however, stocked liberally, but 
notwithstanding their preparations, 
fall and winter weather brought a 
very great demand and the rush of 
dealers to replenish their depleted 
stocks was so great that it was phy- 
sically impossible for the distribu- 
tors in many instances to satisfy 
the demand promptly and satis- 
factorily. 


The Old, Old Story 


As a result, we are advised that 
many retail merchants have lost 
business, and, to an extent, good 
will from their patrons. Therefore, 
these folks have made a firm resolve 
not to allow their stocks to fall so 
short the next time. And the manu- 
facturers, of whom there are only a 
few, and the wholesalers, of whom 
there are a few more, but not 
nearly so many as there are retail 


\ LTHOUGH it has been generally 


Notice’’—Rubber Quotations 


shoe merchants, are once more repeating 
the old, old, but nevertheless, true story, 
that unless the retail shoe merchant will 
assume the responsibility of anticipating 
his fall and winter requirements to a 
reasonable degree, the manufacturers and 
wholesalers will find it impossible to ex- 
tend the service which they want to give 
and which the retail shoe merchant 
expects. 

But, there is cause for general rejoicing 
all around that no advances appear in the 
new rubber price lists, which appear with 
the same dollars and cents marks as the 
1922 lists and the customary footnote— 
“Subject to Change Without Notice.” 


Rubber at 30 


In marked contrast with the apathy 
usually existing at the year end and the 
dullness almost invariably prevailing on 
the last day of the week, there was an 
active market for plantation rubber De- 





IT USED TO BE THE ; 
DEBUTANTE SLOUCH} 
|, NOW (TIS THE ‘Ss 


- 


COLD ANKLE HUG’) FP 














A cold weather sketch in which the rubber man commences his observa- 
tions for the day as to who is and who is not wearing gailers—and 
whether they are novelty or staple variety—Place—near car slop in a 
Boston suburb. Amazement on part of rubber man sent the thermome- 
ter down another degree. An “observant citizen” heard him make the 


above remark. 


cember 30, and if the quantity turned 
over was not great it was only because 
sellers could not be found- to meet the 
demand, even at bids considerably above 
the relatively high closing figures of the 
preceding day. If the spot price did not 
reach 30c it came so near it as to cause 
something like cold chills in. those who 
had covered bets made by more optimistic 
observers of the recent trend of events 
that that price would be paid before 1922 
ended. 

January delivery, which is virtually 
spot, sold at 2834c, and might have gone 
higher but for a reported easier closing in 
London. That market was said to have 
opened at 14% d, buyers, and got as high 
as 15d paid before a reaction, apparently 
due to profit taking, caused a decline to 
1434d, sellers, at which price it was re- 
ported to have closed. The final asking 
prices in New York market on ribbed 
smoked sheets or first latex crepe were: 
For spot and January, as to seller, 

28% @ 29c. February-March, 
2934 @ 29l4c; April-June, 30% @ 
301%4c, and July-December, 3144 @ 
31 3c. 
Lower Grade Plantations Active 
There was an increased show of 
factory interest in the lower grades 
of plantations, prices for which 
again moved up in sympathy with 
the standard descriptions. In- 
creased inquiry for Paras, coupled 
“with limited available supplies, 
caused a rather sharp upturn in the 
prices for the several descriptions, 
up-river fine being quoted at 25c, 
upper coarse at 18)4c and ball at 
2134c, other grades advancing in 
proportion. 


Recent Quotations 


Plantations— 
First Itx, crp, spot. 


@28)4 
2834 @29 
2934@2914 
3034@30% 
314 @31% 
2834 @29 
2834 @29 
2934@294 
3034@30% 
314% @31% 

@27% 

@27% 

@26% 


February-March... 
April-June 
July-December. .. . 
‘Ribbed, smk sh, spot. 
January 
February-March.. . 
April-June 
July-December. .. . 
*Brown crp, thin, cln 


ee 
*Nominal 
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(This Department is conducted by Helen M. Haney, Associate Editor) 


Big N.S. T. A. Meet Is “On” 


H. 8S. Kushins, Salesman for Harney, Tracy, Crehan Co., Was the Live-Wire 
Chairman of Delegation on 20th Century Convention Special 


ODAY, January 6, was one of the 
"Tie days of the N.S.T.A. Chicago 

Convention. It will be fittingly 
crowned tomorrow evening, January 7, 
with a banquet at the Hotel Sherman, 
when the good deeds of the past year 
will be reviewed and fresh inspiration 
furnished from the constructive talks of 
the speakers, national leaders all, who 
will doubtless urge the boys on to fresh 
victories, with the assurance that they 
have the support of the entire trade. 


Reviewing Scenes of Action 


A review of the past week brings to 
mind much activity, with booking of last- 
minute reservations and a holiday, New 
Year's Day, adding to the general con- 
gestion of events; and then on Tuesday, 
January 2, the departure of some of the 
advance agents, among whom was the 
efficient National Secretary, with a few 
more delegates on January 3 and 4, and 
on January 5, at 12.30 the departure 
of the Twentieth Century limited, with a 
special pullman of delegates for both the 
N.S.T.A. and N.S.R.A. Conventions, 
headed by H. S. Kushins, who travels 
from Coast to Coast for Harney, Tracy, 
Crehan Company of Lynn, in charge as 
chairman of the delegation. 


1 Bunch of Jolly Good Fellows 


This was a live-wire 
from Boston to the Convention, and repre- 
sented much good work on the part of Mr. 
Kushins. A bunch of jolly good fellows, 
all of whom were most emphatic in their 
decision to go on this train and none other 
and all wearing N.S.T.A. badges lined up 
by Chairman Kushins. 


i ° ” ° 
special” train 


for “inspection” 


The roster included Harland P. Leighton 
who represents P. J. Harney Shoe Com- 
pany; “Bunny’’ Armstrong, who repre- 
sents A. M. Creighton; Ray, J. A. and G. 
A. Chenoweth, representing R. A. Cheno- 
weth & Co.; Lawrence Lennox represent- 
ing P. J. Harney Shoe Company; Arthur 
Wallace, retail shoe merchant of Boston; 
Milton Katzman of Katzman-Adler Com- 
pany; Edric Taylor and A. Taylor 
representing the McNichol-Taylor Com- 





DORIS KUSHINS 


Aged three, little daughter of H. S. Kushins, 
Jrom whom her fond *‘daddy” says he receives 
his inspiration jor bigger and better business. 
Mr. Kushins covers the big jobbing and retail 
trade from coast to coast jor Harney, Tracy, 
Crehan Company. Mr. Kushins’ other in- 
spiralion is kis young son, Leonard, aged nine. 


pany, Lynn; W. A. Sullivan, representing 
Cruise-Sullivan Shoe Company of Lynn; 
H. A. Derry, representing the United 
States Rubber Company; Joseph Wein- 
stein, representing Cohen & Weinstein; 
A. Hershenson, representing Lyons & 
Hershenson Inc. and “Charlie” Harney. 


“Inside’”’ Information by Wireless 


Now H. 8S. Kushins is an entertainer of 
repute and by wireless his monologues and 
stories in the negro and Hebrew dialects 
were broadcasted to the special Recorder 
radio receiving station. This same broad- 
cast also gave the Shoe Traveler Editor 
some “‘inside’’ information on the ac- 
tivities of the merry party en route. For 
instance, several excerpts from the witty 
anecdotes of Harland P. Leighton, which 
made the air fairly scintillate; Arthur 
Wallace’s voice, telling how many five- 
dollar bills he takes in a day and his 
‘specials;’ Milton Katzman expressed him- 
self on business conditions in a very con- 
servative manner, while Mr. McNichol 
related volumes about the pretty models 
he always hires for the various conven- 
tions; H. A. Derry talked about the 
desirability of wearing overshoes in win- 
ter and stated that the public evidently 
thought so, because business thereon had 
been exceedingly good, that on his par- 
ticular line he is all sold up, but is always 
willing to take on a little more. “Bunny” 
Armstrong stated that he was cutting 200 
a day in his factory—he did not specify 
whether it was pairs or cases. 


“Charlie” Harney’s Second “Thrill” 


“Charlie’’ Harney was heard to remark 
that he was getting the second thrill of his 
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life, and that his first was received at the 
Chicago Convention of last year. Right 
here Chairman Kushin’s voice was over- 
heard to remark, ““No matter what time 
you retire at night you will have to get 
up sometime during the morning hours.” 

General agitation was next recorded 
and the listener inferred that Lawrence 
Lennox was “‘springing’’ one of his sur- 
prises de luxe. 


Sullivan Is Pink Tea Connoisseur 


Another tuning in, just as the special 
was arriving at the Chicago terminal 
brought to the Recorder’s receiving station 
an opinion from W. A. Sullivan, pink tea 
connoisseur, on the quality and flavor of the 
tea, served at the official series of pink 
teas, the first of which commenced right 
after the train started, and the last con- 
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offices of good association men and loyal 
hearts like that of Mr. Kushins and his 
companions that many a dull corner is 
brightened. Therefore we say, all credit 
to him and his delegation on the Twen- 
tieth Century Ltd. who left Boston on 
that memorable fifth day of January, 
A.D. 1923. 


Southern Boys Elect Officers 


The Southern Shoe Travelers’ Associa- 
nnual meeting 
W. Stanton, 


tion held its thirty-second 
at office of the Secret: 

room 404, 183 Essex 5 Harry H. 
Ripley, who t the ~ uth for L. B. 
Evans’ Son C ny, was elected Presi- 
dent; C. P.Waide, President of the Stacy- 
Adams Company was elected Vice-Presi- 
dent; F. W. Stanton, the first secretary of 
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thereby leading the way to the formation 
of other associations and finally the 


National. 


Philadelphia Boys’ Annual 
Meeting, January 20 


At a joint meeting of the Board of 
Governors and the entertainment com- 
mittee held at Secretary William F. 
Schoell’s office Saturday, December 17, a 
decision was agreed upon to hold an in- 
formal banquet for members of the as- 
sociation only, date selected being Friday 
evening, January 19. 

At this affair which will be held at the 
association’s regular headquarters, The 
City Club of Philadelphia, elaborate 
plans for entertainment and other pleasant 
surprises are being arranged, and on the 











F. W. STANTON 


Elected Secretary for the 25th consecutive lime of 


the Southern Shoe Travelers’ Association. 








cluded just before the bunch reached the 
Convention City. Connoisseur Sullivan 
pronounced the teas “par excellence”’ 
and so popular was the series that pink 
was adopted as the official color of the 
group. 


Headquarters, Rooms 403-416 at La Salle 


Here another frantic signalling brought 
forth the information from Chairman 
Kushins that “‘Joe’’ Weinstein’s complex- 
ion was just as clear and as carefully pre- 
served as ever, also that the entire group 
could be found during the coming week at 
the La Salle from rooms 403 to 416; also 
after the N.S.R.A. Convention that he, 
Kushins, would return East again. 

And here in all seriousness we must 
say that a trip to Chicago from the Hub of 
the Universe is a long and tedious one, 
and conventions are also tedious and 
strenuous, so it is through the kindly 








H. H. RIPLEY 


President of the Southern Shoe Travelers’ 
Associalion 








the Southern boys and who travels for 
H. E. Guptill, was elected Secretary for 
the twenty-fifth time. Mr. Stanton was 
also elected as a delegate to the N.S.T.A. 
Chicago Convention. 


Annual Banquet January 23 


Each year the Southern boys “‘cele- 
brate’’ twice: once with a business meet- 
ing and a little later with a banquet. This 
year it will be held after the N.S.T.A. 
Chicago Conventions, or on January 23, 
at 6 o'clock at the Copley Square Hotel. 

Frank M. Colburn, salesman for 
Hazen B. Goodrich & Co. is chairman of 
the committee on the banquet and will be 
assisted by S. Preston Moses, A. E. Ran- 
kin and F. W. Stanton. 


Oldest Shoe Travelers’ Association 


An interesting fact in connection with 
this association and especially at this time 
of the big N.S.T.A. Convention is that it 
was the first association representing the 
shoe travelers selling the retail shoe trade, 








0. B. WIGHTMAN 


221 Coal Springs Avenue, Favelieville, N. C., 
has covered North Carolina Ramseys for twenty- 
five years and has a large acquaintance in this 
territory. He writes us. “I have been very suc- 
cessful in placing Ramsey's triple stitched shoes 
with the best accounts in this territory. One ad- 
vantage of Ramsey's shoes is thal they repeat and 
can sell his trade season after season.” 





same evening will be held the election and 
installation of officers of the association 
for the ensuing year. 

As previously announced the annual 
meeting will take place Saturday, Jan- 
uary 13, but as quite a number of the 
members will be in Chicago for the 
National Shoe Travelers’, and the Nat- 
ional Shoe Retailers’ Associations Con- 
ventions, which are being held January 4 
to 7, and January 8 to 13 respectively, it 
was deemed advisable to postpone the 
annual meeting for another week, this 
giving the boys ample time for their 
return to the city of brotherly love. 
Therefore the annual meeting and ban- 
quet will be a joint affair and love 
feast. 
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Happy New Year to All 


At this opportune time the members of 
The Philadelphia Shoe Travelers’ Associa- 
tion extend through the courtesy of The 
Boot and Shoe Recorder to The National 
and local Retail Shoe Merchants and 
Travelers Associations, and the. entire 
allied shoe fraternity its most sincere and 
good wishes for a very Prosperous New 
Year, 1923. 

The association also expresses its hearty 
appreciation and thanks for the splendid 
co-operation tendered its publicity chair- 
man of the past year, Arthur S. Raphael. 


Thomas, Woodworth and Pul- 
ker at Chicago 

Among those salesmen who will repre- 

sent Howard & Foster at the N.S.R.A. 

Convention are John P. Thomas, J. C. 
Woodworth and “Bert’’ Pulker. 
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assumed full charge of the Pingree Com- 
pany plant until 1918. His next move was 
to start the manufacturing business at 
Brooklyn, where he remained until he 
took an interest in the Robert Wise Com- 
pany of Cincinnati. Besides being a shoe 
fashion expert, he is an authority on the 
manufacture of women’s high-grade shoes. 


Lunn & Sweet Salesmen to 
Meet At Chicago 


The semi-annual sales convention of the 
Lunn & Sweet Company is being held 
today, January 6, also January 7, 8 and 9. 
The place of meeting this year is at the 
big convention City—Chicago, so that all 
of this firm’s salesmen may have an oppor- 
tunity to attend the convention and the 
company’s sales conference. 

Among the salesmen present will be 
Edward Adams, W. F. Barber, C. E. Car- 


January 6, 1928 


men leaving immediately for their terri- 
tories and others remaining until the 
close of the convention, when they, too, 
will start at once for their territories. 


Jay Jaffe at Morrison— 
January 8-13 
Jay Jaffe, who travels for the Roth Shoe 
Mfg. Company, will show his line at the 
Morrison Hotel, during the N. S. R. A. 
Convention, January 8-11. 


A. W. DuBois Is Dead 


A. W. Dubois, one of the old shoe 
travelers, who in former days traveled for 
J. & T. Cousins of Brooklyn, and later for 
a great many years for Chas. K. Fox, Inc., 
passed away at his late residence, Douglas- 
ton, L. I. on Sunday, December 24, at 
1.30 P. M. Interment was at Mount 
Olivet Cemetery. 











JOSEPH M. DODD 


Vice-President and Sales Manager of the 
Robert Wise Company, Cincinnati 








Joseph M. Dodd Wise’s Sales- 
manager 


Joseph M. Dodd has recently become 
affiliated with the Robert Wise Company, 
in the capacity of vice-president and sales 
manager. This young man’s shoe history 
has been an interesting one, and might 
well be entitled “Style All the While.”” He 
started on his footwear career in 1886 
and after a few years, became connected 
with Laird, Schober & Co.; a little later, 
he spent four years with the Gossard 
company. He also spent some time as 
assistant manager of S. Weil & Co. of 
Brooklyn, and in 1906 started in business 
for himself. 

In 1910, he sold his interest in the busi- 
ness to the J. & T. Cousins Company and 


A. J. SWEET 
President and Treasurer of the Lunn § Sweel Co. 





penter, C. W. Carson, A. C. Chandler, 
J. C. Clark, R. T. Feagle, J. A. Fielding, 
E. E. Hessler, C. E. Hinds, Alfred Kahen, 
W. H. Legge, Hal Long, Charles P. Lund, 
J. McGinnis, N. J. McManus, F.C. Mahar, 
H. J. Marks, J. G. Mazur, O. M. Mennes, 
E. S. Murray, H. M. Nation, James L. 
Scanlon, Edwin Z. Sinsheimer, Guy Small 
R. E. Smith, G. E. Stone, D. W. Thomp- 
son, N. W. Violette, C. R. Wagner, F. A. 
Whiffen, Paul R.Whitney, C. E. Rubottom. 

A. J. Sweet, president and treasurer, 
is with his boys, as is also William T. 
Moran, vice-president, in charge of dis- 
tribution, and Sales Manager C. H. 
Greeley. > 

Monday, January 8 will be spent at the 
N. S. R. A. Convention; there will be a 
meeting in the evening. On January 9, the 
closing exercises, with some of the sales- 


A. P. JOHNSON 


Of Marshfield, Wis. who covers Wisconsin, 
Minnesola and Northern Michigan for Harris- 
burg Shoe Manufacturing Company 





A. P. Johnson with Harris- 
burg 

The many friends of A. P. Johnson, of 
Marshfield, Wisconsin, will be glad to 
know that he has just been appointed a 
representative of the Harrisburg Shoe 
Manufacturing Company and will carry 
their line of popular-priced women’s, 
misses’ and children’s shoes in Wisconsin, 
Minnesota and northern Michigan. 

Mr. Johnson is well known in this ter- 
ritory and has spent 18 years in the shoe 
business. 

He is a member of the Rotary Club of 
Marshfield. 


If at first you don’t succeed, ask your- 
self why.— December Korrect Shape News. 
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Indiana Boys Elect Officers 


The “Christmas Number” of the In- 
diana Shoe Traveler Live Wire announces 
the election of Hoosier State officers, which 
took place at the December meeting of 
the Indiana Shoe Travelers’ Associatiog 
on December 9. The following men will 
preside over the destinies of this organi- 
zation for the ensuing year: Wilbur J. 
Newburg, President; John Lucas, Vice- 
President; C. I. Slipher, Secretary. 

Board of Directors: C. M. Bowman, H. 
Garrish, Chas. E. Wilson, Editor. 


Delegates to N.S.T.A. Convention 


Delegates who represented the Indiana 
Shoe Travelers’ Association at the Na- 
tional Shoe Travelers’ Convention, held in 
Chicago January 4 were Wilbur J. New- 
burg, Chas. I. Slipher, Walter F. Crooke, 





C. L. SLIPHER 


Recently elected Secretary of ‘the Indiana Shoe 
Travelers’ Association 





Chas. E. Wilson, Chas. F. Foreman, 
James B. Meek, John Lucas. 

Alternates: George Sandburg, W. J. 
McCormick, Ed Sensheimer, Richard 
Dubler, Geo. Senshauser, C. S. Strayer, 
Ed. A. Gerish. 

The “Christmas Number”’ of the Bulle- 
tin was written in the inspirational style 
of Editor Wilson, who surely has a real 
love for the association, as is evidenced by 
the zeal with which he promotes its best in- 
terests through his “Live Wire’’ sheet. 

He urges each one of the boys to put his 
shoulder to the wheel— he cites the value 
of co-operation of increased membership, 
and a good attendance at meetings. 


Ault-Williamson Boys at 
Chicago 

The Ault-Williamson Shoe Company of 

Auburn, Maine, has a large delegation 
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of salesmen at the N. S. R. A. Chicago 
Convention. The company’s booths are 
119-120 at the Coliseum, and the following 
will be in attendance—Charles Ault, C. R. 
Williamson, P. R. Howard, Arthur Luft, 
Fred Snyder, O. L. Rappleye, Gordon Mc- 
Daniel, C. W. Emrich, David Shelton, 
J. M. Voorhees, A. J. Eastham, E. F. 
Smith and R. T, Bowman. 


Frank Lord’s Slogan - Is 
“Optimism” 

Frank W. Lord, George W. Langdon, 
Jr., W. A. Ramsdell and John Powers, will 
have charge of the exhibit of the Hazen 
B. Goodrich & Co. at the Coliseum, 
N.S.R.A. Convention, January 8-13. 
These hustlers will all be found at booth 
78, the New England section; also at 
rooms 652 and 654 at the Palmer House. 

“Optimism” is Mr. Lord’s slogan. He 
has recently issued a very neat little 
card which contains some very fine 
thoughts on this subject. 


A Visitor from Scotland 


“Jack” Abbott of Kilmarnock, Scot- 
land, representing A. E. Little Company 
in the British Isles, called at the Lynn 
factories of the Sorosis folks during 
Christmas week. 


Lovelace at Morrison Hotel, 
Chicago 

R. L. Lovelace, who travels for The 
Robert Wise Company of Cincinnati, 
covering Kentucky, Tennessee, Alabama 
and Arkansas, writes that he closed his 
season on December 22 and enjoyed a 
very satisfactory business; he also added 
quite a few new accounts. Mr. Lovelace 
has made reservations at the Morrison 
Hotel, Chicago, Rooms 1104-1105, for the 
N. S. R. A. Convention of January 8-13. 


Learned ““Bunch”’ at La Salle 


“Have you seen Bessie?” is the title of a 
little folder issued by the Geo. A. Learned 
company of Newburyport, Mass. During 
the convention at Chicago, George A. 
Learned, H. C. Learned and Stanley Wass, 
will be at Rooms 215-216, La Salle Hotel. 
The folder contains a cordial invitation 
to the wholesale trade to visit these repre- 
sentatives of the Massachusetts firm while 
in Chicago. 


Gordon Goldsmith at Chicago 


Gordon Goldsmith representing J. New- 
ton Seitz Shoe Company, Phillips Shoe 
Company, Inc., (formerly Phillips-Cram 
Corporation) John J. Kazanjian Company, 
Maryland Shoe Corporation and Fargo- 
Newhall Company will be at the Morrison 
Hotel, Chicago, Room 1306, from January 
7-12. During the past week, he was at the 
Hotel Essex, Boston, and from January 
14 to 19, he will return to Boston, where he 
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will keep “‘open house” for the visiting 
buyers at Room 308, Hotel Essex. 


Cleveland Boys Elect Officers 


The annual meeting of the Cleveland - 
Shoe Travelers’ Association was held on 
Friday, December 29, 1922, at the office of 
Douglass Osik, representative of the 
Diamond Shoe Company, in the Cleveland 
territory. Mr. Osik is the retiring presi- 
dent of the association. 

Lou S. Hall, representative of the F. M. 
Hoyt Company in the Cleveland section, 
was elected president of the travelers. 
Andrew Mossey, representative of the 
Beacon Falls Rubber Company, was 
chosen vice-president, and E. F. Buzek, of 
The Cleveland Shoe Company, secretary- 
treasurer—a position which he has filled 
since the local association was formed 
several years ago. 





E. F. BUZEK 
Who Travels for the Cleveland Shoe Company, 
elected every year for the past ten years as 
Secretary-Treasurer of the Cleveland Shoe 
Travelers’ Association or since the inception of 
this Organization 








Lou S. Hall Is President 


Mr. Hall, the new president, is one of 
the best known travelers in this territory. 
He is genial, a pleasant companion and 
an excellent salesman. His host of friends 
have extended to him hearty congratula- 
tions and best wishes for a successful 
administration. 

Mr. Hall has an active program in mind 
for the association for the new year and he 
aims to make the organization a more 
effective one for both merchants and 
travelers. 

One of his first steps will be to push the 
work of publishing a booklet in which is to 
be listed the names of all local represen- 
tatives of shoe houses, their office and 
residence addresses, the firms they repre- 
sent, and telephone numbers. 
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Original Novelties, Exclusively Turns 
For Your Easter Trade 


See Them At Our 
Booth 90, N.S. R. A. 


Convention, Chicago 


Our Representatives will be there to greet and serve you 


S. H. Marshall, C. L. Marks, C. L. Telgater 
and E. W. Hughes 











Haverhill, Mass. 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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PHILADELPHIA 


Employment Shows Steady Gain 


Practically Every Industry Has Improved and the Improve- 
ment Is Reflected in Retail Sales 


MPLOYMENT has gained two per 

cent in the past six weeks according 
to the regular monthly report of the 
Industrial Relations Committee of the 
Philadelphia Chamber of Commerce. 
There is a marked improvement in all 
business conditions and an acute shortage 
of both skilled and unskilled labor, con- 
trasting strongly with the situation a year 
ago when the unemployed were in excess 
of 100,000. 

The committee reports an excellent 
outlook for employment during the com- 
ing months with little likelihood of inter- 
ruption. Conditions show a continuous 
improvement in the iron-and-steel-trade 
employment of approximately 10 per cent 
above the preceding month. Textiles 
have increased 214 per cent, while em- 
ployment in the lumber trade is holding 
its own. Increases of 4 per cent were 
noticed in employment in the leather 
industry and in the motor vehicle busi- 
ness. The chemical lines have gained 
| per cent. 

Port Improvements Planned 

The building industry is showing con- 
tinuous and steady demand for workers 
with more building operations of all 
kinds started in November, 1922, than in 
the same month of any previous year in 
the city’s history. 

With the carrying out of plans outlined 
for next year, shipping facilities at Phila- 
delphia will be improved at least 50 per 
cent, according to James T. Kernan, secre- 
tary of the Maritime Exchange. Of chief 
interest in the scheme of improvements is 
the plan to have railroad cars run into 
all of the terminals directly to the sides 
of the ships. This will mean that every 
terminal will be able to discharge freight 
from the cars to the ships at a single 
handling and lighterage will be a thing 
of the past. 

Increase in Sales Reported 

Sales of dry goods, jewelry, and silk 
are way ahead of those for last year. 
Robert H. Foerderer, Inc., report present 
business seasonally dull but have on their 
books advance orders for several thousand 
dozen. Prices are firm. In the opinion 
of this company the recent decline in 
goat skins will have no effect on the 
finished product market. Howard S. 
Rue & Co. report good prospects for next 
year. 


Laird Schober Factory at 
Capacity 

Laird Schober & Co. report their fac- 

tory working up to capacity in all depart- 





ments. Dealers who have been buying 
on a hand-to-mouth basis are now buying 
freely as they feel their style is good. 
This firm is sold up on its output until 
April. 

There are no indications of any price 
changes during the present season. 
Quality merchandise in the raw material 
market is scarce. This will keep prices 
firm. The only increases in price, in the 
opinion of this firm, will be in extreme 
patterns. 

The only new element in the style 
situation of the past three months has 
been in the novelty class where there has 
been considerable speculation as to the 
value of tongues and straps. The West, 
the Northwest, and the Middlewest are 
supporters of the tongue while it has been 
entirely ignored in the South. In the 
large cities of the country there has been 
a division of opinion. Laird Schober 
believes that the South has made a mis- 
take in ignoring the tongue but that it is 
gradually coming round to the support of 
the tongue. 

This firm is not too optimistic about 
the return of the high shoe. In the 
novelty class the patterns in high shoes 
are so expensive as to make them pro- 
hibitive. In the staple lines the return 
of the high shoe is retarded by the weather 
and the popularity of the galosh. 


Retail Sales Improve 


One of the large department stores here 
reports that all kinds of men’s slippers 
are selling well. Arctics are very popular. 
This store is more or less coasting along 
until after the inventory period. J. C. 
Zimmerman is featuring an $8 Scotch 
grain, cordovan or calf shoe in tan or 
black, high or low. This store is also 
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offering a plain toe blucher at $8 in im- 
ported Scotch grain or cordovan, tan or 
black. 


At the Style Show 

Philadelphia will be well represented 
at the Chicago Style Show. Mr. A. J. 
McLintock of Robert H. Foerderer, Inc., 
will be in charge of a booth. He will be 
assisted by Mr. W. T. Johnson, the 
Chicago representative of the same firm. 
John C. McKeon of Laird Schober & Co. 
will attend the show as chairman of the 
Philadelphia group and as chairman of 
the National Boot and Shoe Manufac- 
turers’ Association. In addition to its 
exhibits of regular lines this firm will 
also have an exhibit of its anatomic line. 
Mr. Aleck Weir, educational field agent 
of the anatomic line, and Dr. Harlan P. 
Cole, the orthopedic surgeon who invented 
the anatomic principle, will also attend 
the show. An innovation in the Phila- 
delphia group this year will be the ex- 
hibits of two prominent hosiery manufac- 
turers, two leather manufacturers, and 
one manufacturer of novelty trimmings. 
Charles Kloss, buyer of men’s shoes for 
John Wanamaker, expects to attend the 
style show. 


Sole Leather Trade Quiet 


Sole leather dealers report the factory 
trade duil though there is some little 
advance buying. Factories generally, 
however, prefer to go on buying as they 
need to replenish their stocks rather than 
to anticipate their needs. The findings 
trade is dead. While the wet weather has 
improved the repair trade somewhat, 
there is no life to the market. Practically 
the only leather that finders are inquiring 
for are inventory lots which they expect 
to pick up at prices way under the market. 
While prices for desirable selections are 
said to be firm, dealers say there is con- 
siderable price cutting in general to get 
what little business there is. Heavy 
leather and light leather are moving better 
than medium. 





BROOKLYN 


Styles Kept under Cover 


Brooklyn Manufacturers Committed To Style Stabilization 
But Won’t Show New Models until They Reach Chicago 


LANS for displaying their new styles 

at the Chicago convention and 
style show occupied the attention of the 
Brooklyn shoe manufacturers during the 
closing week of the year. Some last 
minute changes were made in the number 
of Brooklyn producers who will display 
at the show, and the total representation 
will be larger than was planned at first. 
New business during the week was light, 





seasonably so, which did not affect 
gerieral sentiment among the Brooklyn 
shoe men, which is decidedly optimistic 
for the coming year. With many of the 
Brooklyn producers turning out staple lines 
in addition to their novelties, production 
promises to be fairly even for some time to 
come. Comfort and orthopedic shoes manu- 
factured in Brooklyn are gaining ground 
in all parts of the country, according to 
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Where to Buy 


Women’s Shoes 

















BLEECKER STYLES 
Are the last word in footwear 
for stylish women 











Mekers of 
Women’s Turn 
Slippers 
276 River St., Haverhill, Mass. 


207 Eons Street 











FERN & POOR CO., Inc. 
Manufacturers 
Newburyport, Mass. 


Women’s Turn 
Comforts 
Boots & Slippers 





for the wholesale trade 








E.A.& M.C. Witherell Co. 
Manufecturers 
Women’s Turns 
Boots and Slippers 











WOMEN’S FINE TURNS 
and Novelties 


One of our newest models. 
Hand Turn kid lattice work 


quarter—in all finest 


Haverhill, Mass. 
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| STOCKBRIDGE SHOE COMPANY 
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HAVERHILL, MASS. 
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The WESTCOTT-WHITMORE CO. 
Syracuse, N. Y. 
In Stock Specialists of 
Women’s Shoes, Party 
Slippers and Novelties 
Write for Catalogue 
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reports with the result that production is 
no longer the pressing problem that it was 
a couple of years ago. 


Styles Kept Under Cover 


The styles prepared for the show were 
kept under close cover by the Brooklyn 
men, who desire that their initial showing 
come as a surprise to the retail merchants. 
Fmphasis is placed on the fact, however, 
that a determined effort has been made 
toward the limitation and unification of 
style by the Brooklyn manufacturers. 
Small tongues and straps, so far as can 
be learned, will lead in the new showings. 

For immediate selling, a small-tongued 
Colonial, either with or without a small 
strap passing over the base of the tongue, 
and with cutout or underlay along the 
collar and quarter, has been successful 
in many of the Brooklyn establishments. 
Such shoes are made of patent leather, 
gray ooze, brown ooze and brown satin. 


Patent Still Strong 


Patent leather still holds a strong place 
in current orders. Satin also continues 
a strong seller, with ooze coming stronger 
in the advance order business, according 
to one manufacturer. Colored kid is 
much talked of, but few of the initial 
orders call for this leather. It is entirely 
likely, however, that colored kid will 
gain strength as the season progresses. 
Some business on white kid has been 
booked and the outlook for it as a summer 
proposition is regarded favorably by most 
manufacturers here. 


Mr. Baker, Sr., in Charge of 
Dinner 


George W. Baker, Sr., of the George W. 
Baker Shoe Company has been named 


general chairman of the Allied Shoe and’ 


Leather Industries of Greater New York’s 
dinner committee. Tentative plans for 
the holding of the third of these annual 
festive functions are nearing completion. 
The date and place have been announced. 
The dinner will be held at the Hotel 
Commodore in New York on February 
20, which will allow a sufficient lapse of 
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time after the Chicago style show. As 
president of the Shoe Manufacturers’ 
Board of Trade of Greater New York, 
the Brooklyn manufacturing organization, 
Mr. Baker is rounding up the manu- 
facturers for the dinner. Other com- 
mittees are working in the retail field, 
among the tanners and the traveling men. 

Mr. Baker has secured the Rev. Newell 
Dwight Hillis, a noted theologian of 
Brooklyn as the principal speaker for the 
dinner. Other speakers may be announced 
later. ‘‘Wally” Weil also has been per- 
suaded to prepare an original skit to be 
presented at the dinner. His two previous 
efforts, it is recalled, proved exceedingly 
interesting to the shoe and leather men 
present at the function and numerous 
requests for a skit from Mr. Weil were 
received by the committee. 


Tenth Annual Jacobite Dinner 


The tenth annual dinner given by the 
firm of H. Jacob & Sons of Brooklyn and 
South Norwalk for their salesmen, heads 
of departments and their wives, took 
place on Saturday evening, the 23rd. The 
evening started at the Palace Theatre, 
where a most wonderful performance was 
enjoyed by all. From the Palace, the 
party adjoined to Murray's, where the 
festivities were continued, commencing 
with a Beef-Steak Dinner and keeping 
up until day-break. Joe Heft and Arthur 
Basch were in charge of the arrangements. 
Arthur Zeckendorf and Harry Mayer 
were in charge of the entertainment. 

Nat. Rosenberg took care of the decora- 
tions. Manny Samuels and Gene Kahn 
were presented by the firm with platinum 
Tiffany watches, in appreciation of their 
twenty years Continual and faithful 
service. “The Twenty-Year Club” now 
has four members, and will be appreciably 
increased in the next year or two. Among 
those present were: Mr. and Mrs. Moe 
Jacob, Mr. and Mrs. Ike Jacob, Mr. and 
Mrs. Emanuel Jacob, Mr. and Mrs. E. 
Ward, Mr. and Mrs. Ben Jacob, Mr. A. 
Weingarten, Steve Binhak, Mr. apd Mrs. 
Julius Stark, Jack Glucksman and I. 
Gottlieb. 





NEW YORK 


Holidays Marked by Sales 


Stocks of Shoes, However, Not So Large as They Were This 
Time Last Year 


ALES were the high spots in the local 

situation in the week between Christ- 
mas and New Year's. Many of the stores 
that had launched sales to stir up activity 
before Christmas, continued them through 
the week and were joined by many others. 
So far as New York is concerned, the sale 
movement is in full swing and the regular- 


price business has been shoved in the 
background. How long this condition 
will prevail is problematical. There is 
reason to believe, however, that stocks of 
shoes to be sacrificed in clearance sales 
are not as large as they were a year ago. 
The reductions named so far have a con- 
servative appearance, and some retail 
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merchants report having been able to 
attract trade by reductions of 50 cents a 
pair on the best styles. 

Only one firm so far has made a flat 
percentage reduction on all styles in stock. 
The others have merely reduced prices on 
special numbers. It is noticeable, how- 
ever, that the offering of out of date 
styles is small and when made, attract 
but little attention despite the fact that 
prices have been made extremely low. 
This is taken as an indication that shoe 
stocks here, in the main, are in better 
shape than they were a year ago. 

A fairly heavy snow during the latter 
part of the week stimulated the demand 
for rubber footwear, arctics and heavy 
weather shoes. It served to increase the 
demand for men’s high shoes to some ex- 
tent, also, although no reaction in women’s 
boots was observable. 


Chain Store Sales Show 
Decrease 


Neither the wholesale nor the retail 
ends of the shoe business in the Second 
Federal Reserve District made a good 
showing during November, according to 
reports made to the local Federal Reserve 
Bank and published in the bank’s Janu- 
ary 1 issue of the monthly review of 
financial and business conditions. 

While department stores in the district 
averaged sales of 8 per cent above Novem- 
ber, 1921, chain shoe stores reporting to 
the bank showed no gain, although 226 
stores reported in November, 1922, 
against 193 in November, 1921. Compari- 
son between sales in individual stores 
among shoe chains showed a loss of 14.5 
per cent in November, 1922, sales, against 
those of November, 1921. Grocery and 
cigar stores showed slightly larger losses 
in the individual store comparisons, but 
apparel, 10-cent and drug stores all regis- 
tered gains, running up to 11.6 per cent. 
The combined average for chain stores in 
all the lines mentioned was 10.5 per cent 
under November, 1921. 

The total net sales in percentages re- 
ported by shoe wholesalers to the bank 
revealed a drop of 6 per cent compared to 
November, 1921. With November, 1921, 
taken as 100, November, 1919 registered 
148, November, 1920, 68, and November, 
1922, 94. The total wholesale average, 
weighted by the bank according to relative 
importance, showed a gain of 14 per cent 
in November, 1922, over November, 1921. 


Factory Employes 
Entertained 


Pleasure, in sizeable quantities, was 
mixed with business on the Saturday pre- 
ceding Christmas, when the firm of Stitch 
& Anderson Co., Inc., manufacturers of 
women’s turn soled shoes, 150 East 42nd 
Street, entertained their factory employes 
at a Christmas party. A luncheon pre- 


ceded the entertainment, which was 
largely of an informal character, but 
served to bring all the employes together 
and to develop the spirit of good fellow- 
ship. The luncheon was served on long 
tables erected on one of the upper floors 
of the factory. 

The firm recently was incorporated to 
succeed the old firm of Stitch & Adams. 
An increase was made in the capitaliza- 
tion and F. R. Anderson, for many years 
shoe buyer for William Taylor Son & Co., 
Cleveland, entered the firm, Nicholas 
Stitch has been a shoe manufacturer for 
many years in New York. Mr. Anderson 
is spending considerable time on the road 
and reports a satisfactory fall and winter 
season with a good outlook for spring. 
The firm also operates two retail stores 
in New York, one on Broadway, near 
42nd Street, and another on upper Broad- 
way. 


Good Crowd Going to 
Chicago 

By the end of last week, between 25 
and 30 local shoe dealers had signified 
their intention of going to the Chicago 
Style Show, according to Percy E. Hart 
president of the Retail Shoe Dealers’ 
Association of New York. It is planned 
to have the New York delegation make 
the trip in a body, leaving over the 
Pennsylvania early Sunday morning. 
Mr. Hart was confident that several 
more retailers would be added to the 
New York party before the time of de- 
parture. It is probable that several indi- 
vidual retailers will make the trip without 
having notified the association. 

The next meeting of the local associa- 
tion will be held on January 16. 


Hart Going to Europe 
Again 

Louis M. Hart, president of Cammeyer, 
is planning another of his annual Euro- 
pean trips, and will sail around the latter 
part of this month. Mr. Hart, it is re- 
called, made two trips to Europe last 
year. Much of his time will be spent 
along the Riviera and in Paris. 


Julius R. Goldstein a 
Benedict 


Julius R. Goldstein, secretary and act- 
ing treasurer of Goldstein, Sons & Torio, 
Inc., will be married January 7 at the 
Hotel Savoy, Fifth Avenue, to Miss Ger- 
trude Guzy of the same city. 

Mr. Goldstein is one of the founders of 
the above company, and is well known 
among the trade. Miss Guzy is the 
daughter of I. Guzy, vice-president and 
general manager of the New York Waist 
House. 

The couple will start their honeymoon 
with a visit to the N. S. R. A. Convention 
in Chicago immediately after the wedding. 
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Where to Buy 


Men’s Shoes 















































Shoes of Worth 


A. E. NETTLETON CO. 


Syracuse, N. Y., U.S. A. 
MEN’S FINE SHOES EXCLUSIVELY 














BOSTONIA 


Famous Shoes for Men. 
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CommonweattH Suoe & Leatuer Co. 
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Where to Buy 


Men’s Shoes 























PULLMAN TRAVELING SLIPPI 
better"than ever in Quality and fit 
texownery of Thade Mork Pullman’ 
DOL CADERETA is 
GLAZED KIT wee 
Colorr Black and Brown 
full sizes 3 toll in Stock 


eh . 
BWwise a US TIN sewirk 

















Men's Suoes ~HANnp TAILORED 


NotHING ; . MapeTueBesr 
But THE MAN 
Best Mave Knows How 


Wuen East Visit Us 


WHEN IN Your Town We WiLL Visit You 


Stock Dept. 5 


Is at Your Service 
THE STETSON SHOE CO. (Inc.) 




















HOWARD & FOSTER CO. 


Men’s and Women’s Welts 
Address all communications to the 


BROCKTON, MASS. 
FREDERICK 8. PECK 


Worcester, Mass. 











Men’s and Women’s 
Sport and College Shoes 


Boston Salesroom 
207 Essex Street 











IE 
Lynchb rg Virginia 
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Recent Business Cry ‘‘ More Rubber Shoes” 


Clearance Sales Starting Special Car Merchant’s Car for 
Chicago Left Today. New Year’s Trade Commences Well 


NE of the big features of the past 

few weeks has been many sales on 
rubber shoes of all kinds, not only gal- 
oshes, staple and novelties, but rubbers 
for men, women and children. One 
merchant reports that he has sold more 
weather footwear than for many 
years, and all report big sales, although 
they are a bit reticent in saying just how 
many thousand dollars worth, but in 
most every case, the amount is well over 
the $10,000 mark. 


wet 


Trade Opens Up Well 


Trade has opened up well for the new 
year, with some sales on and others about 
to start. 

Merchants are feeling much encouraged 
over the official reports of their big 
holiday trade, which the Federal Reserve 
Bank Summary shows the Jargest ever 
known; that higher-priced goods were in 
favor; also the prediction of good business 
ahead. They are looking forward to the 
Chicago Convention of January 8-13, to 
see what styles are going to be decided 
upon as good for Spring and Fall, 1923. 

Managing Director Ensyln Gardner of 
the Massachusetts Retail Shoe Merchants 
Association reports that “a car full” of 
merchants left Boston today, January 6, 
on the 2.10 P.M. Wolverine for the 
N.S. R. A. Chicago Convention. Among 
them were: J. H. Woodbury of T. E. 
Moseley Co.; Fred W. Small Buyer of 
Gilchrist’s shoe department; A. P. Beau- 
chemin of Holyoke; Henry Hagan; and I. 
H. Howe of Walk-Over Shoe Shop. 


Palm Beach Footwear Selling 


Palm Beach footwear, in sport styles 
and for Southern evening wear have 
commenced to sell, especially in the 
highest-grade shoe stores and in the shoe 
departments, the latter sales being influen- 
ced by the ads and special window dis- 
plays, featuring Palm Beach gowns and 
other articles of clothing. 


Sport Shoes Well Displayed 


Sport footwear has been well displayed 
by many of the stores, as New England 
winter resorts are already famous and it 
is not a long run from the city to any of 
them, and moreover, winter sports may be 
enjoyed on the outskirts of the city itself. 


New Interests Buy Carman’s 
Store 
R. L. Upton, who for fourteen years has 


been assistant buyer and manager of the 
R. H. White Co’s shoe department, 


severed his connection with this house on 
Saturday, Dec. 30 and bright and early on 
Tuesday morning, Jan. 2, took up his new 
duties as the manager of the store at 162 
Tremont Street, formerly known as 
Carman’s Shoe Store. The old name of 
Carman will be retained for the present, 
but just as soon as the new name is 
decided upon, this will go over the door. 
It is planned to continue all that is good 
at the old place and install much new stock 
and many new ideas. It will be run as a 
high-grade specialty shoe and _ hosiery 
shop and Mr. Upton will put into practice 
the many policies of expert merchandising 
of which he is a master both by scientific 
and practical experience. He is an expert 


R. L. UPTON 
The new shoe shop at 162 Tremont Street, Boston, 


Jormerly Carman’s 


on window trimming and Tremont Street 
shoppers are assured of another very 
attractive footwear window. 


R. L. 
Accompanying Mr. Upton from the 
R. H. White shoe department is Arthur 
Yaker, who is a very high-grade salesman, 
and who has left his old position volun- 
tarily in order to be with one of his old 
“chiefs.” 


R. A. Gillett, President 


Raymond A. Gillett, well-known 
throughout New England as a live-wire 
representative of the N. D. Dodge Shoe 
Co., with Boston office at 179 Lincoln 
Street, is the President of the new com- 
pany which has taken over the Carman 
interests. Mr. Gillett is an authority on 
women’s style footwear and will divide 
his time between New England territory 
and this new shoe store, where he will 
supervise the selection of styles. 


Upton Manager 
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Modern. plant of brick, steel and concrete construction with 36,000 square feet of floor space 
to which the Lind Shoe and Slipper Company recently moved their rapidly increasing 


business. 


It is at 106-108 Gold Street, Worcester, Mass. 








“Colored Boots For Early 
Fall” 

A call at the shoe department of R. H. 
White Co., found everybody rushing. 
F. P. Crocker, Buyer and Manager, 
reported “Best December we have had 
for a long time, with a very large trade on 
overshoes, especially the four buckle 
variety.’’ While low shoes for women are 
the best sellers here yet there is always a 
very good trade in boots and it was stated 
that colored boots would undoubtedly be 
in demand early next fall. A wonderful 
business has been transacted on skating 
shoes, with and without the skate attach- 
ment—there are many exclusive designs 
and Buyer Crocker has been receiving 
many congratulations thereon 


Change in Location 


William P. Orne & Co., manufacturers 
and selling agents of women’s, misses’ and 
children’s shoes, for the jobbing trade, 
exclusively, moved the week of December 
24 to 113 Lincoln Street, Room 402. 

Hanan Has Attractive 
Windows 

Hanan & Son’s Shoe Store windows 
have been most attractive the past few 
weeks, with the men’s window showing an 
array of men’s blucher oxfords in a light 
tan shade and, nearby, spets and hosiery 
to match. The oxfords were priced at 
$8.50. The women’s window was bright 
with party slippers of silver and radiant 
cloth ornamented with buckles and choux 
of gold lace and fancy rosettes. Veri- 
table gems of buckles made the scene 
more gay. The hosiery was of silk in 
shaded effects, such as deep garnets 
through to nasturtium shades, shaded 
greens and grays. Some were arranged in 
rosette shapes and some of the stockings 
were twisted into strand, or ribbon effect. 
The windows in this store have recently 
been redecorated. Some silver silk stock- 


ings, artistically embroidered with three 
flowered clox were much admired by 
shoppers. 


Semi-Annual Sales Began January 2 


Hanan & Son’s Semi-Annual Sale for 
men and women started at the store, 
167 Tremont Street, on Tuesday, January 
9 


-- 


50-50 on Novelty and Staple 
Boots 


At the Queen Quality Boot Shop 158 
Tremont Street, J. J. McLaughlin, 
Manager, reported that rubber gaiters 
have been big sellers the past few weeks 
and that one of his best sellers has been 
the boot with astraken top; another black 
buckled galosh, with black astrakan top 
has also proved a good seller to those 
women who wanted something a _ bit 
fancy or betwixt and between the rubber 
boot, astrakan trimmed and the regula- 
tion four buckled galosh, and who were 
willing to pay a little bit more for the 
extra “furbelows.”’ He stated that novelty 
boots and staples sold in the proportion 
of 50-50. 


Knickerbocker Shoe 
Selling Boots 


Shop 


At the Knickerbocker Shoe Shop, 
32 West Street, all hands are working with 
a loyal good spirit to make 1923 the best 
year ever. And, incidentally, they say 
that their “boss,” Fred S. Farwell, presi- 
dent of the Ground Gripper Shoe Com- 
pany, is one good fellow. There are some 
thirty employees at this shoe store, and all 
hands, from the stock boy up through the 
girls in the office, salesmen and women, 
received a little visit from Santa Claus in 
the shape of $10 in gold. J. H. Steele, mer- 
chandise man, and L. W. Hollis, store 
manager, each received a very substantial 
gift in money. The co-operative spirit at 
this store is most noticeable, and, as Mr. 
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CRAIG -REED & EMERSON INC ‘| 
BROCKTON MASE ‘ 


Boston Office: Room 214, United States Hotel 











‘THOMPSON BROS . SHOE 
FINE SMNOEMAKERS : 
BROCKTON 
MASS. 





HENRY LILLY CoO. 
88-90 Reade St. New York 


AUCTION TRADE SALES 
SHOES AND RUBBERS 


Every Wednesday and Friday 














Where to Buy 


Men’s and Women’s Slippers 























in Medium and+ (BX 
IGH GRADE age 


OR SuPPERS ASS 


dll styles made of DomeFlic and 
Imported Satin Brocadevand Metal Cloth 
$2.10 per pair and up 


wiest_M GUSTIN © 


Special 


(NEW YORK « Vf 








Largest manu- 
facturers of 
softsoleleather 
slippers. 
Send for Catalogue 
MAID-RITE SLIPPER CO.., Inc. 
35 York St., Brooklyn, N,Y. 








FELT SLIPPERS 


BLUM SHOE MFG. CO. 
Daneville, New York 








Turkish Slippers 
IN STOCK AGAIN 
gs i ~ 
is! ip) , Im- 
ported com Con- 
stantinople. All 
Sizes and Colors for 
Immediate Delivery 
K. M. STONE CO. 


Write for 
Sample and 








Price—Dept. B. 12-14-16 E.22d St.,N.Y 
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Where to Buy 


Children’s Shoes 

















‘Bonita: Shoe * Baby 


TURNS and SOFT SOLES 


In Stocl« 


Send. tr Catak ¢ 


AH Martin® , 


Mehew ROCHESIER ny *¢ 














Soft Soles and Moccasins 


oh your gy’ for our 
O NOT eel} 

- retail da 
Neweomb-Anderson Shoe Co. ! 
ROCHESTER, N. Y. 
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“ELAM” 
Flexible Turn Shoes 
Fee the Jobbirg Trade Esclusively 


F. S. ao SHOE Co. 


ochester, N. Y. 
weston Ollen 181] Eesex Stren 
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SOFT SOLES 
A Wonderful Line for the 
Wholesaler In —, Al 
leather moccasins, soft 
Prices 





NU BABY SHOE CO., East Lynn, Mass. 














Where to Buy 


Ballet Slippers 





























INFORMATION 


for Shoe Merchants 


“WHERE TO BUY” constitutes a 
source of knowledge so that he who 
runs through these pages may read 
—and learn. 
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Hollis states, a little pat on the back like 
this makes the boys and girls put in even 
more strenuous effort, and its result can 
mean just one thing in a nutshell—bigger 
and better business. 


Brown Kid—Brown Suede Tops 


Mr. Hollis reports that this store is sell- 
ing a good many fancy boots in brown kid, 
with brown suede tops; or black, with 
gray suede top3, 814 inches high, and in a 
14-8 to 16-8 Cuban heel. 
Mr. Hollis said, are new merchandise, and 
have just seemed to strike the popular 
taste. He says that Christmas hosiery 
business was good, with more silk and 
wools selling than wools, and in the more 
conservative shades. 


Southward the Course of 
Fashion 


“Southward the Course of Fashion” is 
the way a snappy ad on Palm Beach foot- 
wear of the Thayer McNeil Company 
read in last Saturday’s Transcript. A 
white buck cut-out oxford with patent 
leather trimming was depicted. Atten- 
tion was also called to a white canvas 
trimmed with white kid, and a white buck 
trimmed with tan calf. Also the latest 
novelties in hosiery for Southern wear 
were prominently mentioned. 


Retail Salesmen Meet 
January 8 


The Boston Retail Shoe Salesmen’s As- 
sociation held its first meeting of the year 
at Dupont’s Restaurant, preceded by din- 
ner at 6.30 P.M. The speakers of the eve- 
ning were G. A. Buckingham, sales promo- 
tion man at the Shepard Norwell Com- 
pany. Leon E. Hanscom of the Walk- 


Over Shoe Shop’s Tremont Street sales-_ 


force, gave piano selections. H.C. Cope- 
land of the Jordan Marsh Company’s shoe 
department was in charge of the program. 


New England Association 
Says “Happy New Year” 


Thomas F. Anderson, secretary of the 
New England Shoe and Leather Associa- 
tion, has sent a New Year’s greeting to 
members, in which he says that the year 
just ended has been one of the busiest in 
the entire half century of the organiza- 
tion’s history. This association has kept 
in constant touch with the high officials of 
the railroads in the interests of expediting 
shipments of materials and finished prod- 
ucts, and is satisfied that the railroad man- 
agements are doing the very best that can 
humanly be done to restore conditions to 
normal. 

“In the case of the New Haven Rail- 
road,” says the letter, “there has been a 
most unfortunate combination of shop- 
men’s strike results, but the association 
will continue to protect the interests of its 


These boots, 
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members in this vital matter, to the utmost 
of its ability. 

“Business conditions in our trade look 
fairly promising for 1923, and it is addi- 
tionally encouraging at ‘this time to be able 
to report a substantial increase in exports 
of boots and shoes in November, 1922. 
The figures, as compiled by the U. S. De- 
partment of Commerce, show material 
gains in the value of all kinds of export 
footwear, the statistics, compared with 
November, 1921, being: $465,178 against 
$407,648 in women’s shoes; $596,088 
against $376,760 in men’s, and $137,069 
against $86,979 in children’s. 

“* ‘Listen in’ for our association’s weekly 
broadcast of shoe and leather trade con- 
ditions, sent out Thursday at 6 o'clock 
P.M., from the AMRAD Station, Med- 
ford Hillside.” 


*“Bob” Roberts in Florida 


“Bob” Roberts, the genial and well- 
known representative of Carl E. Schmidt 
& Co., Inc., is enjoying a well-earned rest 
on his farm at Deland, Florida. Mr. Rob- 
erts, who is an indefatigable booster of 
Schmidt’s calf leathers, has had a strenu- 
ous year, covering as he has practically 
all the shoe and leather centers and the 
various events in the trade. He is very 
fond of his Florida farm, and will proba- 
bly remain there through the mid-winter 
period. 


The Big Purple Stocking 


5 

A huge purple silk stocking—it might be 
size 13 or 14, 15-labelled—‘‘The average 
child’s idea of the right size of Christmas 
Stocking,”’ hung in one of the windows of 
the Dr. Reed Cushion Shoe Store, where 
hosiery business was reported to be ex- 
cetionally good. P. J. Readdy, assistant. 
manager, reported that trade was espec- 
ially good on men’s shoes at $10 with four- 
buckle overshoes, and hosiery moving 
lively; also spats. Mr. Readdy expressed 
his opinion that 1923 will see some good 
business—in fact, that he believes the 
public is short of footwear and absolutely 
must buy. This was during Xmas week. 


Biggest Year Since 1915 


J. J. Buckley, Manager of the Regal 
Shoe Store, reported that Christmas busi- 
ness at his store had been the best since 
1915, and to prove this, he ran into the 
office and verified his statement from his 
big sales record book, which was right on 
hand for ready reference. Mr. Buckley 
reported that he had sold more of every- 
thing than ever before—more slippers, 
more gaiters, more hosiery, and more 
shoes, which proved to him that the public 
feels more contented in regard to prices 
and believes that it is getting what it is 
paying for—‘‘I am convinced,” said he, 
“‘that at $6.80 the people feel that prices 
have gotten down to the right level.” 





January 6, 1923 


A Bunch of Chicago Resolu- 
tions 


At the last meeting of the Massachusetts 
Association, held on December 13, there 
were eleven resolutions considered, which 
will be officially presented at the N.S.R.A. 
Chicago Convention. Owing to the short- 
ness of time, it was impossible to consider 
all of the twenty odd resolutions prepared 
by various members of the Massachusetts 
Associations. The Recorder has already 
published a list of those considered; the 
following is a digest of the more important 
not considered at the December 13 meet- 
ing and not published in the Recorder, but 
which will be offered at the N.S.R.A. Con- 
vention: 

A change in the classification of member- 
ship in the National; for instance, after 
January 1, 1924, no retail merchant can be 
a member of the National, unless he belong 
to the State Association; and no merchant 
can belong to a State Association, unless he 
belongs to the National—thus instead of 
centralizing association activities, it would 
decentralize them and each State sooner 
or later would be enabled to have its own 
field man. 

Another resolution pertained to refer- 
ring to the styles committee of the N.S.R. 
A., for consideration with the allied in- 
terests, that losses were occasioned on 
account of the too rapid change in styles— 
and that styles should remain good for 
at least one full season. 

Another resolution was to the effect that 
the Board of Directors should convene at 
least three times a year, once at the annual 
convention, once at a Style Review in some 
shoe center, and orice or more during the 
year, the time and place to be at the discre- 
tion of the board of directors. 

Still another—That the deliberations of 
the board of directors should be published 
in the monthly bulletin following the 
meeting, when such publicity would not 
interfere with the development of the 
plans adopted. 

Another—That a clearing house be 
established by the National, where odd 
lots and discontinued lines, which could 
not be moved by ordinary clearance sales, 
might be disposed of without injury to the 
regular channels of trade. 

That a clipping bureau’s service be 
used by the National to follow up news- 
paper attacks and pernicious propaganda, 
and that statements be issued to the news- 
papers disproving false charges; that the 
National furnish members of the associa- 
tion with information from time to time 
regarding market conditions, and other 
data which will enable salesmen to over- 
come customer resistance on price. 

And another that the National office 
should outline in details a good method of 
figuring the sales price on goods, with a 
rising or falling market always in mind; 
that this information be published in the 
monthly bulletin of the N.S.R.A.; and 
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another—resolution, on the investigation 
of the budgetary control as applied to the 
retail shoe store. 


Next Meeling January 24 


The next meeting of the Massachusetts 
Association will be held on January 24, at 
the Boston City Club, when the big N.S. 
R.A., Convention will be discussed in 
detail. 


A Change in Location 


The Boston wholesale office of the Hood 
Rubber Products Company moved on 
December 26 from its old location, 100 
Summer Street, to the eighth floor of 186 
Lincoln Street. 


B. Baldwin Heads 
Traffic Club 


Charles B. Baldwin, manager of the 
transportation department of the United 
Shoe Machinery Corporation, has been 
elected president of the Traffic Clubof New 
England. He succeeds as head of the club, 
Gerrit Fort, Vice-President of the Boston 
and Maine Railroad. Among the other 
officers chosen was Hugh Miller, district 
traffic manager of the United States 
Rubber Company, as one of the Vice- 
Presidents. Reports read at the meeting 
showed a steady growth of membership 
since the club started in 1910, with 57 
members, toits present membership of 730. 


Charles 


Herbert French Home from 
Europe 


Herbert F. French and wife of Boston 
and Randolph, Mass., returned home on 
December 14 from an enjoyable four- 
weeks’ trip to Europe. They sailed from 
Boston, November 13 on the “Cretic,” 
and after visiting Ponta Delgada, Gilbral- 
tar, Naples and Genoa, proceeded to Paris 
for a week’s stay, with a flying trip to 
London. They sailed from Cherbourg on 
the “‘Majestic’”” December 6th, arriving 
in New York, December 12. The New 
England Shoe and Leather Association, of 
which Mr. French is Official Auditor, sent 
him a home-coming greeting by wireless. 


New Shoe Store in Spring 

Steubenville, Ohio—J. Earl Brooks, 
formerly of the Schaefer & Brooks shoe 
store of this city, is contemplating opening 
an: exclusive shoe store here some time 
during the early spring of 1923. 


New Shoe Stores 


Federal Army Goods Stores, Elkhart, 
Ind., shoe department. 

Earl Stone, Galena, Kas., 
ment. 

Parvin & Co., 
partment. 


shoe depart- 


Salina, Kas., shoe de- 
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Where to Buy 


Boys’ Shoes 











AShoe for Boys 
That Wears 


Marsten & Tapley Co. 
DANVERS, MASS 























Where to Buy 


Engraving and Printing 











CARTON. LABELS. TAGS. 
SHOW CARDS, 
PRICE TICKETS, ssa ETC. 








COLOR PRINTING DESIGNING 


CATALOGUES 
Telephone Main 3408 
HOOPER PRINTING COMPANY 
74 INDIA STREET, BOSTON 





[ABELS Teh arfjoe 
ASK FOR SAMPLES” CZs 
We Create apna ( Srigt most of the m 


TOLMAN PRINT, ion 


ESTABLISHED 187 
OFFICES and PLANT: BROCKTON, MASS 








ATLANTIC PRINTING CO. 
Shoe Printers 


Tear eut this ad and mail for Saete of 
eur b Printing Service for 
he Boot and Shoe Trade 


201 South Street, Boston, Mass. 
Telephone Beach 4960-4961 
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DRY 
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Where to Buy 


Standard Shoe Materials 




















EFFICIENT PATTERN SERVICE | 





ST LOUIS, Ma. 


PROFFESSIONAL PATTERN MANERS 








The One 
Waterproof 
Leather That 
Takesand Re 
tains a Polish 


Creese & Cook Co. $830" ine 


Tanneries at Denvereport 














COATED GEM DUCK 
ADHESIVE BACKING CLOTH 


Rubber and Leather 
Dry Foot Welting 
Sheet Rubber Soling 


B. F. CHAMBERLIN 


184 Sammer St. 


Permerty Walpole Shoe Supply ‘o 














Cut from the best 
oak feather for 














T. W. eqpeoe. Pres. 
G. DONALD, Vice-P. 
F. E. JONES, Treas. 


F. E. JONES CO. 


coors MAT KID 


95 South Street, Boston 




















No matter what policy you may 
pursue in selling to the shoe trade, 
nevertheless, you need the 
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LYNN 
Sport Shoes Beginning to Sell 


Bright Colors Used to Get Contrast in Some—Styles Con- 
tinue Numerous 


REASED vamps are on sport and 

walk shoes in the new sample line of 
V. K. & A. H. Jones & Thomas. The 
crease is straight up the vamp and tongue 
of a blucher oxford, of suede as well as 
smooth-finished leathers. Sport shoes are 
selling again. Lawrence Duffy, of Greg- 
ory & Read, says that more people will 
participate in out-door sports in 1923 than 
ever before, and participating in them will 
require shoes especially adapted to them 
—athletic shoes, in other words. 

Smoked elk shoes are being made by 
Bartlett & Somers; Cruise, Sullivan Com- 
pany; T. J. Kiely & Co., and other con- 
cerns. Some smoked elks are almost 
pearls. One new idea is to illuminate the 
smoked elk with flashes of bright colors. 


Bright Colors as Trims 


New color tones will be emphasized by 
P. J. Harney Shoe Company. Forty Janu- 
ary samples, spread by this firm, show 
beige and green, patent and red, and like 
startling color contrasts. Of course, there 
are colors more sober: But it is the strik- 
ing colors that catch the eye, even as the 
eye sees the lighting and not the cloud. 
The point is worth second thought. Wo- 
men realize the value of color effects in 
costume, and they will have color effects 
in footwear. A stocking is made more at- 
tractive by a colored clock. It is the same 
with the color effects on shoes. 


Styles Continue Numerous 
Not too many kinds of shoes are there, 


for individuality is the keynote to good: 


dress, and that is why Lynners are making 
so many styles for 1923. The government 
agent who figured that there are 1,600,000 
different kinds of shoes was wrong. He 
‘did not count high enough. Most any 
Lynner could count more if he only had a 
day off in which to do the counting. As 
for sizes, besides the regular run of sizes, 
there are in one Lynn shop 100 drawings 
of different types of feet which are out of 
the ordinary. And that is only a few. 

Roomy top shoes are added to the vari- 
ety of shoes by J. J. Grover’s Sons. The 
name is new. The shoe is the familiar fat- 
ankle boot. It has a roomy toe, too. 
Somehow or other, “roomy top” sounds 
better than “fat ankle.” 


Heels 6-8 to 10-8 on Sport Shoes 

Heels will be 6-8, 8-8, and 10-8 high on 
the sport and walk line of V. K. & A. H. 
Jones & Thomas, and that seems to cover 
the story. Heels on dress shoes are up to 
14-8, 16-8, and even 18-8 high. 

Mr. Gorman, of Murphy, Gorman & 
Waterhouse, tells of a run on heels 10-8 


high. Toes are a bit fuller, he adds, as 
heels get lower. The one-strap is again in 
favor. Satins are good again, too. Among 
sport shoes, combinations of grays and of 
color bucks and Russia calf are selling in a 
lively way. 


Lynn to Have Style Show 


A style show will be staged by the Lynn 
Association of Superintendents and Fore- 
men, January 18 and 19. The Lynn Mer- 
chants’ Association will support it, and 
leading Lynn manufacturers will display 
their wares in it. In brief, the show will 
give shoe experts a chance to see how 
styles are made, that they may better un- 
derstand the making of pretty shoes; also, 
it will give people of Lynn information 
about correct footwear and other apparel, 
for the merchants will see to it that a 
choice array of apparel of all kinds is dis- 
played. In brief, this show seems to be a 
new step in merchandising. 


R. H. Mitchell Co. 
Incorporates 


R. H. Mitchell Company, Lynn, was 
incorporated last week, with a capital of 
$50,000, by Reuben H. Mitchell, manager 
of the business, and Horace M. Farring- 
ton, superintendent of the factory. The 
company succeeds Mitchell, Caunt Co. 

Samuel L. Fisher, of A. Fisher & Son, is 
acting as president of the Lynn Shoe Man- 
ufacturers’ Association, R. H. Mitchell of 
the R. H. Mitchell Company, having re- 
tired. Mr. Fisher is vice-president of the 
association. 


Putnam Shoe Workers Enjoy 
Party 

The Cass and Daley Shoe Factory on 
Goodhue Street, Salem, was the scene of 
an enjoyable Christmas party, when the 
employees of the Putnam Shoe Factory 
were given a half holiday to make merry. 
Over 200 of the employees were present, 
including Messrs. Cass and Daley of the 
firm, as the factory shut down at 2 o'clock 
and the employees assembled in the pack- 
ing room, which had been artistically deco- 
rated in Yuletide array for the occasion. 
Ward’s Orchestra furnished music, and 
dancing was enjoyed all the afternoon. 
The committee in charge were: Chairman, 
John A. Kaine; Supt. P. W. Herlihey, 
George Nelson, Leo Connelly, Maurice 
Melanson, Mrs. E. Melanson, Misses 
Mary Benedict, Eva Tanguay, Margaret 
Cunningham, Katherine Butler, Alice 
O’Connell, Rose Tanguay, William Cass, 
and Dennis J. Crowley. 


January 6, 1923 








J 


~~ |S ee eee ee Olle Ol ClCH ee 





sa —* @ 





January 6, 1923 














BOOT AND SHOE RECORDER 


BROCKTON 


New Name for Old Concern 


Brockton Rand Company to Be Known as the Barbour 
Welting Company 


EGINNING with the first of the 

present month the name of the 
Brockton Rand Company was changed to 
the Barbour Welting Company. The 
new title is adopted for the purpose of 
avoiding confusion and to permanently 
establish a name which identifies the 
concern’s product—Barbour grooved end- 





JOHN A. BARBOUR 
President of the Barbour Welling Company 


less welting. No change in the manage- 
ment or policy is contemplated. This 
concern, beginning its business career 
as a producer of rands, has developed into 
the largest manufacturer of Goodyear 
welting in the world. The concern was 
founded over 30 years ago by the late John 
Barbour, father of John A. and Perley 
Barbour, present owners of the business. 
As manufacturers of rands the original 
name was appropriate. The manufacture 
of welting was developed and for the past 
five years, welting has been the exclusive 
product of the concern. The trade name, 
Barbour grooved endless welting has 
become well-known in the United States 
and also in foreign countries. The new 
title utilizes the names of the members of 
the concern, also the product with which 
it is identified, thus giving a logical 
reason for the change from the original 
title. 














PERLEY E. BARBOUR 
Treasurer of the Barbour Welting Company 





133 











Where to Buy 


Shoe Ornaments 























Colonial Tongues the Fashion 
ways up-to-the-minute wit 
—— st style in ah in ye ornamennane 


EDW. B.KAHN CO. 


BIO FULTON ST. BROOKLYN,N.Y, 











D. W. COULTAS CO. 


Manufacturers 


RHINESTONE BUCKLES 
Big Demand 
WRITE FOR SAMPLES, 


PROVIDENCE - - = R. 1. 
cessenees ol 


Especially for 
Shoe Manufacturers 
For good covered 
buckles and Leather 
Bows write to the 
Vanity Novelty Works 


1261 Atlantic Ave. 
Brooklyn, N. Y. 














Chamber of Commerce 
President 


C. Chester Eaton, who is at the head of 
C. A. Eaton Co., shoe manufacturers, 
has been elected President of the Brockton 
Chamber of Commerce for the present 
year. The unanimous choice by the 
directors of Mr. Eaton for this important 
office is in recognition of the vigorous 
and resultful work he has done in promot- 
ing numerous important municipal im- 
provements in Brockton during the past 
year. President Eaton has associated 
with him as officers and directors several 
members of the local shoe manufacturing 
trade including: William E. Doyle of Wall, 
Doyle & Daly Co., Inc.; John S. Kent, Jr., 
of M. A. Packard Co.; Herbert L. Tink- 
ham of W. L. Douglas Shoe Co.; Fred 
Drew of Brockton Last Co.; Harry H. 
Williams of C. S. Pierce Co. and Carleto™ 
R. Blades of the Geo. E. Keith Co. 


Million Dollar Stock Sales 


George E. Keith Co.’s Department 6, 





‘otherwise known as the factory instock 


department hits the million dollar mark 
in its yearly sales, This figure reflects the 
magnitude on which the stock department 
operates and the important part which it 
plays in the sale of Walk-Over footwear. 
It is of further interest to note that the 
sales of men’s and women’s shoes from 
the instock department are quite evenly 








“Just Enough Better To Be Thoroughly Werth While” 


BONGIOVANNI BROS. 
Largest Rhinestone Buckle 
Manufacturers in America 

High Class Buckles at Popular Prices 

2927 3rd Avenue N. Y. City 











The mathof ™ mark of 
00d shoe buckles 
ever since 1905 


L. ALTERSON & CO. 


PHONE FITZROY O606 
St.. New York City N-Y 


102 W 34‘ 








AND NOVELTY EF 
PARISIAN BEADING WORKS 
1028. Arch Street, PHILADELPHIA. 











Where to Buy 


Shoe Illustrations 




















p> PERVOOD & PREG" 


| SHOE ILLUSTRATIONS 
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divided. The 1923 plans of the George 
E. Keith Co.’s instock department are 
made on an even larger scale than during 
the past two or three years. The concern 
is optimistic here as regards the further 
expansion of this department as one which 
offers to Walk-Over dealers substantial 
advantages in purchasing and merchandis- 
ing footwear. 


Brockton Shoemen at 
Chicago 

A large delegation of Brockton shoe 
manufacturers and salesmen will be pres- 
ent at Chicago during the coming week 
in attendance at the Shoe Style Show of 
the National Shoe Retailers Association. 
Several local concerns will exhibit at the 
Show, while practically all Brockton shoe 
manufacturing houses will have repre- 
sentatives in Chicago at offices and hotel 
sample rooms. Many orders for soring 
delivery have already been taken by 
Brockton salesmen who have recently 

Brockton 
stock-taking 


returned from their trips. 
factories have concluded 


and are now well under way on orders 
for the Easter trade. A large supplemen- 
tary business is looked for as a result of 
Brockton shoe displays in Chicago. These 
together with those already in hand, will 
assure Brockton factories a substantial 
production during the next few months. 
Both men’s and women’s welts are shown 
in many attractive novelty patterns, 
setting new standards, and enhancing 
Brockton’s international reputation for 
style, quality and workmanship in the 
various grades of footwear with which 
the city is identified. 


Idle but One Day in a Year 

Quite a remarkable record is that 
achieved during 1922 by Wall, Doyle & 
Daly Co., Inc., manufacturers of men’s 
welts in Brockton. During 1922 each 
department in the factory “‘loafed” as 
the term is, but one day, this being 
utilized in stock taking on December 21. 
Work was resumed on the following day. 
The run was started on June 29, with no 
stop for the previous run that inventory 
having been taken on the Fourth of July. 





HAVERHILL 


Good Business Being Booked 


Buyers in Market During Quiet Week Between New Years 
and Opening of Chicago Show 


NTICIPATING the Chicago show, 
there were numerous shoe buyers in 
Boston and Haverhill the past week 
placing spring orders with shoe manu- 
facturing concerns. Merchants report 
they have enjoyed on an average a 
substantial increase in sales over those of 
the Christmas season of a year ago. 
With stocks depleted and goods needed 
for immediate, as well as for future use, 
many shoe buyers are taking advantage 
of the quiet merchandising period during 
the first week of the new year to get their 
orders in to the factories. Haverhill 
manufacturers are in a receptive mood 
for this business. With a good volume 
of orders booked previous to January 8, 
they will go to Chicago with their factories 
well organized for spring business and 
in a position to take on the additional 
trade which they will secure at the style 
show and sample rooms. 
Expect Substantial Business at Style Show 
Haverhill shoe styles will make an 
attractive showing in Chicago the week 
of January 8, not only at the Style Show 
but at hotels and sample offices. Manu- 
facturers and their representatives will 
be among those present to bring before 
buyers the latest novelties in women’s 
footwear. Members of the Haverhill 
trade appreciate the opportunities offered 
by this great gathering of merchants. 
Haverhill will literally put her best foot 


forward. The trade individually and 
collectively which will be secured as a 
result of Haverhill’s style showing in 
Chicago is counted upon to keep local 
factories busy for many weeks to come. 
As a matter of fact, the short space of 
time between show buying and Easter 
Saturday, March 31, will put Haverhill 
shoe manufacturers on their mettle to 
produce and deliver the thousands of 
pairs of shoes which will be desired by 
merchants to fill the Easter trade demand. 
Under the improved conditions in: the 
Haverhill labor situation, factory produc- 
tion will be greatly stimulated and deliv- 
eries facilitated accordingly. 


Only Staple Shades in Satin 
Slippers 

A visitor at one of Haverhill’s factories 
making women’s high grade turn slippers, 
noticed recently on a desk in the manu- 
facturer’s private office, squares of satin 
in various colors bound with gold cord, 
the whole making a very attractive 
appearance. The colors included green, 
pink, blue, red, brown, gray, lavender 
and other shades. The reverse side showed 
black and white. The manufacturer on 
being questioned in regard to the utility 
of these samples of satin said: 

“This satin patchwork is a relic of the 
days when we made all colors of satin 


slippers. It was used to show to our 
customers the variety of shades available. 
Now there is no demand for these fancy 
colors, for which we are duly thankful. 
Black and white satin are about all that 
are demanded by wholesale and retail 
merchants. As a matter of fact, the pro- 
duction of white satins is small, black 
constituting practically 90 per cent of 
our production in satin footwear. Now- 
adays, when a woman wants a fancy 
colored satin slipper, it is made on special 
order. Sometimes a white slipper is 
dyed by the merchant, with a preparation 
made in various colors’ to match the 
shade of the gown.” 


Death of Shoe Trade 
Historian 


Harold F. Blake, for many years 
connected with shoe manufacturing and 
accessory lines of business in Haverhill, 
died suddenly while attending church 
services on Sunday, December 17. Mr. 
Blake, who had been in apparent good 
health up to the time of his sudden death, 
was 71 years of age. He was a pioneer in 
the Haverhill shoe industry, later a 
dealer in leather and shoe trimmings, and 
in his latest years a historian of the shoe 
manufacturing business in Haverhill and 
Vicinity. 

Mr. Blake was born in Kensington, 
N. H. After a period of schooling he 
went to Washington, D. C. where he 
became a special messenger boy for 
President Lincoln, carrying dispatches 
from the White House to the telegraph 
office. After the war Mr. Blake resumed 
his schooling and later began working 
with his father, pegging shoes in Kensing- 
ton. He was afterward employed in 
Lynn and worked there several years 


‘learning the shoe manufacturing trade. 


About 40 years ago Mr. Blake came to 
Haverhill where he secured a position as 
salesman for John Russ, then a prominent 
shoe manufacturer. Later he entered 
the upper leather business in Haverhill. 
At this time the McKay machine was 
being developed. Mr. Blake worked on 
the first model of that device and con- 
tributed suggestions for its improvement. 
After being in the upper leather and 
findings business in Haverhill for nearly 
20 years Mr. Blake removed to Canada 
where he spent 10 years. He returned to 
his home in Georgetown, Mass., six years 
ago. He became interested in journalism 
and spent the remainder of his life in 
writing articles on old-time shoe manu- 
facturers and shoe manufacturing in 
New England with special reference to 
Haverhill and vicinity. Mr. Blake 
leaves a widow, two brothers and two 
sisters. 


The Lane Shoe Company, makers of 
misses’ and children’s shoes, is moving 
from Lynn to the Federal factory, Lowell. 
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“Flapper” Styles Going 
Strong 


Several shoe buyers who have been in 
Haverhill recently, expressed themselves 
emphatically regarding the good selling 
qualities of the so-called “flapper” styles 
during the next few months. One buyer 
who placed quite an extensive order with 
a local house confined his purchases 
entirely to low heel patterns, saying 
these were what he wanted and all he 
wanted at the present time. Commenting 
on this order the manufacturer said: 

“After the hesitation and uncertainty 
of so many shoe merchants as to the style 
of women’s shoes which they should buy 
for spring, it is a relief to see a buyer 
who knows just what he wants and makes 
his purchases accordingly. We believe 
that the low-heel pumps and women’s 
sport shoes are going strong for the new 
year. We feel certain that merchants who 
are situated favorably will do a larger 
business on this class of footwear than 
at any previous season.” 


Occupying New Boston Office 


Dalrymple-Pulsifer Co., Haverhill manu- 
facturers of shoe ornaments have removed 
their Boston office from 59 Lincoln Street, 
where they have beenseveral yearslocated, 
to 42 LincolnStreet, directly opposite the 
former location. In the new Boston office, 
Dalrymple Pulsifer Co. will carry a full line 
of samples of their goods. This concern, 
which has been in business for a third of 
a century, is one of the oldest in its line in 
the United States. The extensive vogue 
which shoe ornaments enjoy is bringing to 
Dalrymple-Pulsifer Co. a large volume of 
business from shoe manufacturers and 
merchants. 





An Idea About Fitting 


Fitting clerks may find some ideas worth 
while in this method of a veteran last 
maker, whose lasts have a reputation for 
their fitting qualities. His method is 
this :— 

“Seat person whose foot is to be fitted. 
Draw a diagram of his foot, as it rests on a 
sheet of paper. Make a last three quarters 
of an inch longer than the foot, and snug 
to the heel and side lines of the foot. The 
completed shoe, made over this last, will 
fit snugly to and support.the sides of the 
foot, and at the same time will provide 
room for the toes, and, also, for the foot to 
creep in the shoe, as it does when a person 
walks.” 

Customers are usually seated in re- 
tail stores, when they are to be fitted. 
Commonly, they rise, and stand on their 
feet, and take a few steps, to see how the 
shoe feels. Also, the clerk tries the toes 
with his fingers, to see if there is plenty of 
toe room in the shoe. But are the sides 
tested, to see if they fit snug enough to 
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support the side walls of the foot, and 
thereby to help uphold the arches? 

The argument of the last maker is that 
toes should be fitted long, to provide toe 
room, and slim, to support the sides of the 
feet, and he furthermore expresses the 
opinion that a long, slim shoe is an arch 
supporting shoe, because it helps to sup- 
port the heel, one base of the instep arch, 
and the ball, which is a base of both the 
instep and the forepart arch, as well as 
the outside wall of the arch, which is the 
other base of the forepart arch. 





Vulcan Last Factory Com- 
pleted 


The new factory of the Vulcan Last Co., 
at Crandon, Wis., built to replace the one 
destroyed in a disastrous fire several 
months ago, has been completed and will 
open in January. Word received at Cran- 
don from company officials, states that a 
similar factory is being built in Spruce 
River, West Virginia. Spruce River is a 
small lumber town, near Charleston. 





WANTED TO PURCHASE 








We buy quick and pay highest cash price 
for retail and wholesale stocks of shoes or 
any other merchandise. Quantity no object. 

or 30 years our specialty. 

Bank and mercantile reference. 


BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER, Proprietor 


610 Broadway, Brooklyn 
Phone Stagg 1757 








SHOE STORES 
BOUGHT FOR CASH 


Retail or Wholesale Stocks 
Any Amount. Write Me 


D. KOCH. 908 Putnam Ave., Brooklyn, N.Y. 








HIGHEST CASH PRICES PAID 
for entire shoe stocks. We also buy your 
surplus or slow sellers. Quantities no object. 
Retail or wholesale. Short term leases taken 
off your hands. Wire or phone us. Corre- 
spondence confidential. Established 1890. 
MAX GLAUBERG 

52 Lispenard Street, New York City 

We also purchase clothing, hats, furnishing 
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MISCELLANEOUS 





FAMOUS GLASS 


FIXTURES 
Showa iz Catalog G. F. 


Wood Fixtures 
Catalog No. 14 


Artificial Flowers 


Catalog No. 19 


Window Valances 
In Stock—Ask for Samples 
Window Rugs and Plush 
Samples Sent 


The Hecht Fixture Co. 
Medinah Bldg. Wells and Jackson 


NEW YORK SHOW ROOM 
70 West 36th Street 
Just East of Broadway 


MYERS Sine 


Insure perfect shelf service for 
any line of merchandise. 
tread steps, properly spaced, wii 
convenient full length handholds 
on both sides of ladder permit 
mounting or descending with ease 
Both hands free to remove or re- 
a a 3 a of 

ing. uoned Tired Trolley 
and Teoh Wheels eliminate nowse 
and prevent vibration. Erection 
as simple as A, B, Utilize 
small space. Make top shelves 
safely available for stock purposes One 
style—neat of design—nicely finshed— 
any height ceiling Thousands 

i ‘Circular on 





Chicago 





























goods, etc. Phone Canal 4154 

















MISCELLANEOUS 








SHOE STORE /gmmme) IN 
CHAIRS rs 
SETTEES 





WINDOW DISPLAY FIXTURES 


The OSCAR ONKEN CO. 
1181 4th St. CINCINNATI, OHIO 











Milbradt Rolling 
Step Ladders 


are made in a great many 
styles to suit all kinds 
of stores and shelving. 
They will enable you to 
get along with less help, 
save the wear and tear 
on your shelving, and 
help the appearance of 
your store. Shipped sub- 
ject to approval and sat- 
isfaction guaranteed. 


Write for our latest cata- 
log showing 18 styles of 
ladders as well as other 
store fixtures. 


Milbradt 
Manufacturing Co. 


2416 No. 10th Street 
ST. LOUIS, MO. 
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Recorder rates for space less than one-eighth page per P 


13 times 26 times 52-times 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


OSITIONS WANTED—Four cents per word fer each 
Minimum amount accepted, seventy-five cents. 
“Want” advertisements, seven cents per word for 


$3.00 $2.50 
6.00 5.00 
9.00 7.50 
12.00 10.00 


advertisers 


forw: 





Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 


Minimum amount accepted, $1.25. 
received up to noon oa Tuesday of week of publication 

i desire answers to come in care of this office, t 

must be allowed in each advertisement for address. 

desire y arded direct to their address, each 
address must be counted in the advertisement and paid for accordingly 
Answers to ads must be sent under letter postage. 


Ads under this 














SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 





ETAIL shoe salesman wanted at once. Must be 

a first class salesman and a builder, thoroughly 
experienced and capable of handling men's, women’s 
and children’s shoes, especially women's. State 
age, references and salary wanted in_anawering. 
Address Swing's Walk-Over Boot Shop, Bartlesville, 
Okla. 





HOE SALESMAN wanted for the Middle West 
and one for the Southern territory by an old 
established house who can sell first class Brooklyn 
hand and machine sewed turns. Good opportunity 
for A-1 man who can show results. Address K-683 
care Boot and Shoe Recorder, 127 Duane St., 
New York. 





ANTED an experienced ladies shoe salesman 

for New York State. One who knows the trade. 
Also have territory open for Middle West, South 
and North West. Westcott Whitmore Co., 217% 
W. Water St., Syracuse, N. Y. 





ANTED an experienced salesman to _ os 

a Shoe Wholesale House, acquainted with trade 
in Connecticut preferred. Reply direct to Parker 
Holmes and Co., Inc., Boston, Mass. 





WANTED-—Salesman to travel direct for an old 
established house, to handle large and medium 
retail accounts in the larger towns with a flexible 
pi sition for the bigger accounts. Comfort shoes 
and men’s slippers. e prefer a man who has had 
experience with this kind of shoes. ‘ Territory will 
be Ohio, Indiana, Michigan and Wisconsin and 
more if it can be properly handled. 

Answering this add we will insist on complete 
references, houses having worked for the past ten 
years, by whom employcd at the present time, and 
clearly state what sort of an arrangement you 
would like to work under. Replies will be con- 
sidered and treated with the strictest confidence. 
Address D-688, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 





GALESMEN —Factory distributor of women’s 

novelty and staple, popular priced footwear. 

Carried in stock in widths and sizes, for immediate 

delivery. Only men with established trade need 

apply. S. B. Company, 40-42 Lincoln St., Boston, 
ass. 





ALESMEN—We have openings for a few more 

real live wire salesmen who can carry our line of 
Soft Soles, Infants and Children’s Turns in connec- 
tion with their present line in the Middle West and 
South-western states, Texas, Carolinas and New 
England. Our line is well-known, nationally 
advertised, pays highest commissions and applica- 
tions will be considered only from men with well 
established trade, with a past record as producers, 
and who can devote sufficient time to our line. 
State territory covered and give full particulars in 
first letter. J.J. MacMaster, Rochester, N. Y. 


EW WO’S COMFORT LINE—Samples of 20 
big sellers ready Jan. 20, popular price. 
“real” In-Stock line, 6 per cent commission, no 
advances. Only “‘go getters’ with established trade 
on another line or men who finance themselves need 
apply. Send information to prove ability first let- 
ter. All states east of Miss. River open. Address 
D-672, care Boot and Shoe Recorder, 207 South St., 

Boston, Mass. 


L VE WIRES— With established trade, wanted to 
se!] 12 live men’s dress welts, $5 and $6 retailers. 
Up-to-the-minute lasts and patterns. All solid 
leather. Western quality. Eastern snap. State 
references, experience and territory in first letter. 
6% commission. Address D-673, care Boot and 
Shoe Recorder, 189 W. Madison St., Chicago, II. 








ALESMEN—For a real snappy condensed spe- 

ci_lty line braaded ladies’ silk hosiery. Sold with 
a guarantee to the dry goods, shoe and specialty 
shops throughout the country. Easily carried. 
State tersitory covering aad line now handling. 
Address K-680, care Boot and Shoe Recorder, 127 
Duane St., New York. 





Wanted! Wanted! 


SALESMEN 


for the 


“BISON BRAND”’ LINE 


Short but complete IN-STOCK 
THE YEAR AROUND. Solid Lea- 
ther Full Vamp. Has Milwaukee 
market earmarks. 


Several good territories open the com- 
ing season. Address applications with 
full particulars to the Portage Shoe Mfg. 
Co., Portage, Wisconsin. 








ANTED SALESMEN—Manutacturer well- 

known line of popular priced, union-made 
men’s shoes wants live wire salesmen for Georgia 
and Alabama, Iowa, and Nebraska. Established 
trade; prefer resident of the territory. Straight 
commission. Address D-682, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 





PROMINENT Wisconsin manufacturer of un- 
lined army shoes, work shoes and outing shoes 
for men and boys. Also high cuts and sporting 
boots for men, women and boys. Has open terci- 
tory in western Pennylvania for good salesman. 
Formerly had large business in that territory. Also 
has openings in South Dakota, Nebraska, Kansas 
and Oklaboma. Attractive proposition for men 
who can produce business. Address D-675, care 
Rost and Shoe Recorder, 207 South St., Boston, 
ass. 


GALESMEN—To handle well-known line of high 

and medium-grade turn (leather soles) boudoir 
and ballet slippers. Made in all leathers and 
widths. _Money-making line for right party. 
Address D-662, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 








WANTED SALESMEN SELLING VOL- 
UME BUYERS TO SELL A SHORT 
LINE OF LITTLE GENTS’, YOUTHS’, 
GIRLS’ AND MISSES’ WELT SHOES. 
SOLID LEATHER. PRICES THAT 
WILL APPEAL TO THE BIG 
BUYERS. Address D-685, care Boot 
and Shoe Recorder, 189 W. Madison St., 
Chicago, Il. 














POSITION WANTED 


WANTED— Position as buyer and manager of 
Shoe Dept. Best of references as to character 
and ability furnished. Address D-690, care Boot 
and Shoe Recorder 207 South St., Boston, Mass. 


GALESMAN covering entire South for one of the 
largest felt and stitchdown manufacturers now 
open for proposition. Address K-681, care 

and Shoe Recorder, 127 Duane St., New York.. 











GALESMEN WANTED—Live-wire | 

/ with established trade on a straight commis- 
sion basis of 8 per cent on a complete line of men’s 
work and dress shoes, also boys’. All numbers 
carried in stock. Old establi line. Wonderful 
opportunity for the right man in the following 
territories Ohio, western Pennsylvania, eastern 
Pennsylvnia, New York, New Hampshire and 
Maine, North Dakota, Montana, Oklahoma. Give 
references and full particulars in first letter. Ad- 
dress, D-640, care Boot and Shoe Recorder, 189 W. 
Madison St., Chicago. 








SALESMAN 
WANTED 


A good shoe salesman with an estab- 
lished business can learn something 
to his advantage by getting in touch 
with us. We want a live salesman, will- 
ing to work, show his past results and 
give us good references—must be a 
producer. Can make it interesting for 
such a salesman. Address W. T. Moore 
Shoe Co., Manufacturers Women’s 
Novelty Footwear, St. Louis, Mo. 








Salesmen Wanted! 


A_ well known firm manufacturing 
WOMEN’S WELT AND TURN-TYPE 
SHOES is desirous of securing the 
services of several experienced sales- 
men to carry twelve samples of 
stock shoes as a side line. Territories 
open include, Pennsylvania, Ohio, 
Michigan, Indiana, Texas, Missouri, 
Oklahoma and Southern territory 
comprising those points between Rich- 
mond, Va., and Jacksonville, Fla. 
References required. Only experienced 
men with established trade need apply. 
Address D-686, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 








Shoe manager and buyer 
with ten years’ experience 
with large houses desires 
change of position. Good 
systematizer. Wants per- 
manent position. Refer to 
present employer. Carl 
Schuh, care Pfeifer Broth- 
ers, Little Rock, Ark. 








DO YOU KNOW? 
that you can buy it—or 
sell t—through the 
“Where to Buy” columns. 
This feature in its quick 
ice is a time saver in 
meeting immediate 
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POSITION WANTED 


FOR RENT 





MANAGER also thoroughly experienced sales- 
man, capable of taking full charge, now em- 
ployed, wishes to make change. Address K-682 
care Boot and Shoe Recorder, 127 Duane St., N. Y 








HELP WANTED 











—— 


Assistant Sales 
Executive 


Familiar with shoe merchandising, 
sales promotion work, and having a 
general knowledge of successful retailer 
and manufacturer advertising, wanted 
by a long established manufacturer of 
men’s shoes nationally distributed. 


Applicant should be between twenty- 
five and thirty-five, with a clear record 
of accomplishment. 

Your answer should give full details, 
persc na! and business. 

Replies confidential. Address D-687, 


care Boot aad Shoe Recorder, 207 South 
St., Boston, Mass. 

















OR RENT—Exccllent corner for retail Lie 

business. Northwest corner Ninth and D, N. W. 
Ninth Street is one of the most important busincss 
thoroughfares in Washington, D. Annual rent, 
$7,500. First two years may be had for $6,000. 
R. B. Behrend, 1315 F, N. W., Washington, D. C. 





FOR SALE 


7;OR SALE—Shoe stock and fixtures Both in Al 

condition, also lease for 4 years. A Good Busi- 
ness. Price $7000.00. Lansing, Mich. Reason for 
Selling—Sickness. Address D-693, care Boot and 
Shoe Recorder 207 South St., Boston, Mass. 








For SALE—Shoe store in southern S. Dak., town 
of 5,000. Excellcnt business community sur- 
rounded by best farmland in northwest. Old 
established business. Stock and fixtures valued at 
$14,000. Reason for selling, death of owner. 
Address D-694, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


GHOES STORE FOR SALE—Established 25 years, 
with regular customers. Bachelor wishing to 

retire, offc rs store containing all staple goods. Cash 

transaction only. Located on New York's best 

known Retail Shopping Avenue. Address D-695, 

se Boot and Shoe Recorder, 207 South St., Boston 
ass 


Fer SALE—Shoe store in a growing, prosperous 
city in Connecticut. Fine, central location, es- 
tablished over 30 years, lease and good-will to right 
party. Owner dead. Address D-680, care Boot 
and Shoe Recorder, 207 South St., Boston, Masa. 











F‘ IR SALE—Shoe atore, established 1874. Cleve- 
land, O. Thickly settled, foreign section, Rus- 
sian, Poles, Slavs. Stock about $12,000. Always 
had good business. Will sell building or lease. 
Principals only. Address D-681, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 











BUYER AND MANAGER 


WANTED TO PURCHASE 





PFEIFER BROS., Little Rock, Arkansas, needs 
buyer and manager for Shoe Department. Must 
be competent man with Southern expericnce, who 
is acquainted with Eastern markets. Good salary, 
and bonus on profit. Excellent opportunity for 
hustler who can show results. Address D-692, care 
ae and Shoe Recorder, 207 South St., Boston, 
Mass. ; 








ASSISTANT MANAGER 


W ANTED—Assistant manager in a basement 
shoe department; Must be experienced in good 
line under-priced department; must know how to 
move merchandise and get volume busin ss. State 
experience and references in first letter. Write Box 
D-691, care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 








LINE WANTED 


JANTED SALESMAN with factory and whole- 

sale experience wants line of medium priced 
men’s or women's in stock sho s for Ohio. Marri-d, 
age 40 years. Addr °ss D-689 care Boot and Shoe 
Recorder, 207 South Street, Bos‘on. 








TO LEASE 


Grac [E TO LEASE—For shoe department 
Wonderful business opportunity. The largest 
Most active and best department store in central 
_ —_—— to women’s and children’s wear and 
ium to highest class trade. Will 

a, their fourth floor for complete women’s and 
children’s shoe department or women’s shoes only. 
Plenty space and daylight. Two clevators and best 
service, drapery department oa same floor. Will 
ove permanent, large window apace and large dis- 
rem y cases on every floor. A wonderful chance for 
1g — with right merchandise. Only finan- 
ciall, ible people or corporations will be 
cons Lee S.ate all in first letter. Address D-678, 
= and Shoe Recorder, 207 South St., Bos- 








CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other merchandise. Any quan- 
tity. Prompt attention given. 


KIRSCH-BLACHER CO., Inc. 
293 Church St., New York, N.Y. 
Phone Canal 0679 
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FOREIGN SUBSCRIPTION—The price to all 
foreign countries except the ele & is $10.00 
per year, including postage. 

All subscriptions are payable in advance. 


ADVERTISING RATES—Card of Advertising 
Rates furnished on application. For rates 
for Wants, for Sales, etc., see Want Page. 





OFFICES IN 


BOSTON OFFICE, 207 South Street. 
spondence relati to all d 
be addressed to Boston o 
BROCKTON OFFICE: 224 Mesa St. Geo. 
W. R. Hill, Manager. Telephone 507. 


CHICAGO OFFICE: 189 West Madison St. 
Telephone Main 1089. B. C. Bowen, Manager. 


Corre- 
ments should 








CASH PAID 


for shoe stores or surplus stocks of shocs or 
for other merchandise. Leases taken over. 
We will send a representative to investigate 
and make offer upon request 
Kalter Cerf. Mercantile Co., Inc. 
591 Broadway, New York City 
Phone Spring 5160-5161-5162 


DO YOU CONTEMPLATE 


Retiring or going out of business? 
I will pay value for your entire or surplus 
stock of shoes. Leases having a short term 
to run taken over. Established 25 years. 


I. OLENICK 


413 Broadway, New York Tel. 9531 Canal 














THE NEW YORK EXPORT 
PURCHASING CORPORATION 


596 ees NEW YORK, N.Y. 


WILL\SLOW SELLERS. _) FOR 
BUY SuRrLus Stocks| LOH 


Bargains in shoes always on hand for special sales 
and bargain basements 








Information for Shoe Merchants 


“Where to Buy” constitutes a source of 
knowledge so that he who runs throuch thea 
pages may read—and learn. 











ST. LOUIS OFFICE: 1627 Locust St. B.C. 
B Manager 


NEW YORK OFFICE: Room 101, Graham Bldg., 
127 Duane St. H. Walter Scott, Manager. 
Telephone 2425 Canal. 

PHILADELPHIA OFFICE: Suite 1420, Widener 
Building. . Walter Scott, Manager. 

HAVERHILL OFFICE: Chamber of Commerce. 
Rooms, Haverhill National Bank Bldg. Geo. 
W. R. Hill, Manager. 

Coca st corse: 810 Second National 

Bldg. . Bowen, Manager. Tele- 
. 4 Canal “ass 


ROCHESTER. OFFICE: 623 Powers Bidg., 
, Western New York Repre- 
sentative. — > Main 969. 
LYNN OFFICE: Fred A. Gannon. 
MILWAUKEE or: Leonard E. Meyer. 
Cc. Bowen, anager), 405 Broadway. 
‘elephone oan RY 18 
WASHINGTON oor: William L. Daley, 
26 Jackson Place, N. W 
PARIS OFFICE: 2 Rue des Italiens. L. Hub- 
bard, Manager. 
LONDON OFFICE: John C. Curtiss, Manager, 
11 Haymarket, London, 8. W., 1. England. 
AUSTRALIAN OFFICE: 430 Lit. Collins St. 
Melbourne. G. Jervis Manton, Manager. 
pay ag OFFICE: William Salzman, 
Manager, Wasagasse 2, Vienna, Austria. 
ARGENTINA: ee Aires, Rivadavia, 2721, 


° i, 





BRAZIL: Gerente. Tha S. Fitch, 88 Rue 
General Camara, 88 Sob 
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FOX FOOTERY BRINGS YOUTH TO ALL 
AGES. 


TO THE YOUNG GIRL IT FURNISHES 
TRIM SHAPELINESS TO GO WITH HER 
SMART YOUTHFUL CLOTHES. 


IT ENABLES THE MATRON TO CLING 
TO PRECIOUS YOUTH. 


FOR SHOE MERCHANTS, FOX SLIPPERS, 
PUMPS AND OXFORDS SELL WITH UNe- 
DIMINISHED YOUTHFUL VIGOR. 





CHARLES K. FOX, 
Inc. 


Haverhill, Mass., U.S. A. 


Boston: 54 Lincoln St. New York: Marbridge, Bldg., 
Broadway and 34th St., Room 632. Chicago: Great 
Northern Building. 
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ULTRA 
HOT? 
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Stock No. 753 -@ 
jAs 
4 4 
AnewOne-Buckle strap sport. Se Iy (4 
style thatis rapidly aining in _ 
larity with ouf PrieAds 4) 
Made: Buck ski Y 
adein ampagne Buckskin MY, 
a with Back be pene Af AG! 
shade uarter an am fi ‘ 
a, tay aes ng ml foxin P 4X o/ 
th pon tanenian as shown. 
nn ang pies ee Ige heel pon ourf| UY 


#135 last. a Hf 
IN STOCK #5 WZ 
See our line at Chicago-La Salle Hotel” 
MOORE- ATAFED 
“HOE 'MFG°CO* 
BROCKPORT. N.Y. UA. 


* 
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“For Colors mag Standard Kid” 























STANDARD 
C KID. 


Gray & 

Kid Kid 
You cant go wrong on 
either --especially if you say 


STANDARD 


The orders that are coming to us for 
bothGRAY and WHITE kid prove 
_ -that the trade are sure of the cor- 
rectness of these colors for spring 
-that the trade know from exper- 


WHITE ience that STANDARD COL. 


le ORS give best satisfaction. 
FAWN 
GREEN 


— THE STANDARD KID CO. 


an BOSTON, MASS 
HAVANA BROWN : ; 


GOLDEN BROWN Branches in New York, Philadelphia, Cincinnati, 














BOOT AND SHOE RECORDER January 13, 1923 


HU 




































































VELOURS CALF 


Reg. U. S. Pat. Off. 





A leather of rare beauty possessing 
the superiorities which are the pride 
of this organization. Stamped with 
the “P & V” trademark, a symbol 
of seventy-four years experience in 
tanning high grade leathers. 











Velours Calf is chrome tanned and 
comes in bright and semi-bright fin- 
ishes in black. Careful selection of : 
raw-materials in the making of this =| UX 
leather results in an even texture and : 
fine grain, giving a smooth and dirt- 
resisting surface. 

» 





Velours Calf in your shoes will give 
to them a character admired by the 
careful buyers of fine footwear who 
want beauty combined with service. 





|Z 
al. 
BAN 

i) 


DFISTER «VOGEL LEATHER Co. § 








MMLWAURKEE -— — WISCONSIN 
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T. M. Reg. App. for U.S. Pat. Off. 


has made her bow 


A near-riot at the 


Chicago Show 





UR new line of shoes and sound plan of 
marketing meets with instant approval. 
We’ve been to a lot of shows, we've seen 
demonstrations before— 
But never have we seen a business proposition 
that met with such an outburst of enthusiasm 
and interest as that which greeted our explan- 
ation of the idea behind Mary Lee and her 
new line of shoes. 





The reason? 

Simply this, Mary Lee’s plan is sound and 
workable. It eliminates the gamble element 
from buying, it insures rapid turnover and 
better profits. 

It is the most revolutionary marketing plan 
the shoe industry has ever known. 





I bl * 7 ae 
fyouwereunable Vail this Coupon 


to attend the show 
 \ 


HARRISBURG SHOE HE er aera 


tails of the Mary Lee 


MANUFACTUR ING co. plan. I aminterested in 
HARRISBURG, PENN. larger profits. 


ce hn ee pee 
© 1923, Harrisburg Shoe Mfg. Co. Citv State 
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Polar Kloth 


e Cloth Par Excellence 
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All white shoe cloths look more or less alike. Whether made from 
short or long staple cotton, two-ply or three-ply, the inferior fabric, 
to a casual observer, will appear to be of about equal value. 


50) NS CRORES | 


is made from long-staple imported cotton, spun into a three-ply fine 
count yarn, and woven into an extremely fine-faced fabric of great 
strength, to produce a shoe of Beauty and Long Wearing Qualities. 





Five Years 


of constantly increasing business have proved the wisdom of 
Quality First and Price Afterward 


Thomas, Lake & Whiton, Inc. 


179 South Street, Boston, WEE 


Selling Agents CANADA 
). ALBEE 
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MANUFACTURERS’ SUPPLIES CO LOUIS G. FREEMAN CO PAUL ROY & A I 
722 No. 18 St 614 FE. Water St 909 S vi t 59 St. Peter Ss 


ST. LOUIS MILWAUKEE CINCINNAT MONTREAI 
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MARY 
JANES 






























































Your Wholesaler Can Supply You 
If You Ask Him Early Enough 


But don’t postpone your order any longer. 


As in every year since we started specializing 
on the best MARY JANE values to be had 
the call is for More and More and MORE 


and MORE. 


We have copied Henry Ford’s principle in 
making them — CONCENTRATION and 
VOLUME PRODUCTION—hence the gen- 
eral admission by the trade that 


There are No Mary Janes 
Like 


Lyons and Hershenson’s 


Lyons & Hershenson, Inc. 
Chelsea, Mass. 


Boston Salesrooms 207 Essex Street 
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Win: a Prize- Increase Your Sales. 










Prizes 


- $100.00 
50.00 
25.00 
10.00 

5.00 


Ist prize - 
2nd prize - 
3rd prize - 
10 prizes, each 
25 prizes, each - 
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WEDGE INSOLE 


Window Display Contest 


The Wedge Insole is part of our plan to make 
1923 a big year for Foot-Fitter dealers. It’s not 
an ordinary contest. It’s based on the biggest 
construction feature developed in the shoe in- 
dustry in years—the Wedge Insole, originated 
by the Edmonds Shoe Company. 


Here’s a real opportunity. ‘The Window Dis- 
play Contest presents a forceful method of let- 
ting the people in your community know where 
they can see this advanced construction that 
has made Foot-Fitters the talk of America. 


Make up your mind to win a big prize—but, 
more important, view this contest as part of a 
merchandising plan for increasing sales. The 
contest has been planned to give dealers the sup- 
port of Foot-Fitter national advertising. 











‘ 





/DMONDS’ 
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Enter the Contest— Cash in on the 


WEDGE INSOLE 






Full Page Advertisement in 


THE SATURDAY 
EVENING POST 


February 24th 


The Wedge Insole Window Display 
Contest fits right into the big, na- 
tional advertising campaign on Foot- 
Fitters for 1923. 

The contest is timed so as to be in 
force the week preceding and week 
following the full-page Saturday Eve- 
ning Post advertisement of February 
24th, featuring the Wedge Insole. 
This advertisement will be followed 
by others on the Wedge Insole— 
we’re going to keep hammering on 
the Wedge Insole so every man*in 
America will know he can now buy 
shoes that won’t “run over.” 

Enter the contest now. New window 
display material will be furnished free. 
Write today for full information. 








Keeps Shoes From 


“RUNNING 
OVER” 
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Our Latest Colors 


“Bright As A Sunbeam 
Mellow As Moonlight” 


ACE BROWN 


A new medium brown 
Boarded 


ACE LYNNWOOD 


A new and slightly darker brown 
Smooth and Boarded 


J. S. BARNET & SONS, Inc. 


Tanneries Salesrooms, 75 South St. 
LYNN, MASS., U.S. A. BOSTON, MASS., U. S. A. 


CABLE ADDRESS “TENRAB” 

















“y 
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With The Wholesaler. 





‘pus is a profession of 
faith in the great value 

of the wholesale shoe 

house to its industry and Levor's Fayn Ooze 

to the Humphrey Shoes. — 3 


Button. 
heel. Milo buttons. 
> - Sizes, 4 to 8. 
As evidence of this 
faith, we have trusted 
our entire selling policy to a 100% jobber 


distribution. 


Humphrey Shoes are known to the retail 
merchants of America as good shoes—sold 
exclusively through wholesale channels. 


From the wholesalers we suggest this co- 
operation: When the trade asks for Hum- 
phrey’s Shoes—sell them Humphrey's Shoes 
if you are carrying them or if you can get 
them. 


Ml 


rter. Pat- 


We thank the wholesale trade for its co- ter. Ps 
en eather ox 


i -TO- Polish. Lea- 
operation up-to-date. a Oe ee 
Cut, Wedge heel. 

Sizes, 4 to g 


Note Change in Boston Office from 59 to 155 Lincoln Street. 


HERBERT HUMPHREY’S SONS 


MARBLEHEAD, MASS. 
BOSTON OFFICE 155 LINCOLN STREET 





III 
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ordon 
HOSIERY 


Yo will be interested in the Spring lines of 
Gordon Hosiery. Our salesmen are on the road 


Offering vit samples. 


Spring Lines Many merchants have enjoyed such splendid holi- 
day trade, that some have been forced to postpone 
Spring buying. It would be well to size up your 
stock now. 


This is especially important because the raw mate- 
rial market is rising. We advise your covering on 
Gordon Hosiery lines in sufficient quantity to insure 
you maintenance of prices at present,levels. In this 
connection, it is noteworthy that good values have 
had the public’s call, which proves that the right 
price level has been reached. 


Because we carry large reserve stocks, we are always 
ready to give immediate delivery. That is part of 
the Gordon Merchandise service to our trade, de- 
veloped in fifty years of steady growth. 


BROWN DURRELL COMPANY 


New York Boston 

Gordon H-300 | 
Pure Dyed Gordon H-600 
stands for all that is Pure Dyed | 
best in a Lisle top, The H-6c0 quality for , 
pure-dyed, silk stock- evening wear, or to | 
ing. The pioneer” or suit the preference for | 
“original” pure-dyed a stocking of pure dye 
silk stocking. silk from heel to toe. 
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Four of the Popular Sellers 
Shown at Chicago 


(Booths 121 and 122) 
Carried in Stock 


aS 


No. 207 
Black Suede One-Strap. EP md 
Black Suede “Annett I - ti turn. Full Louis heel. 
ac uede nnette” mita = 
turn. Full Louis Heel. No. 206—Same in Grey Suede... $4.25 


No. 227—Same in Black Satin.. $4.40 


0. 565 $4.50 $4.25 
Grey Suede Blucher Oxford. Patent Ta, J if Blach Oxisrd 
trim. Goodyear Welt. 9-8 Rubber Ten a ucher Uxior repe 
Heel. ubber Sole. Spring Heel. 








THOMSON CROOKER SHOE CO. 


10 Station St., Boston, 20, Mass. 
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Stock No. 123—$6.00 
Rest Cure Boot 


IN STOCK AAA TO E 




















Williams, Clark and Company 


LYNN, MASS. 











SS 
TIMI TM © PI © PE © MI © PIE © PE © PE © ME PE © PE © PM To 
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2 JUDGE IT BY ITS USERS 



































The Customer Says 
To the Proprietor 


“B* the way, I’ve a new customer for you, Mr. 
Burroughs. She saw some street oxfords of 
mine that I'd worn over a year. The leather is 
wonderful—just as bright and unfaded as when I 
first bought them, and she wants a pair herself.” 





“Thank you, Mrs. Stearns. That leather stands in 
a class by itself. We've never known a case of the 
color fading, and it’s a peculiarly different shade of 
brown that no one else seems to be able to get.”’ 


“Tell your friends it’s New Castle HAVANA 
BROWN and that they can always get “New 
Castle’ shoes in our store.” 


New Castle Leather Company 
New York 


NEW Cpa LE KID 


y 
¥ 
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WAR DEPARTMENT 





SELLING PROGRAM 








samen 


Jan Q. M. 
LiePLIES. Breckiya, N. 
Y., Auction, For catalog 
write Q. M. S. O., Ist Ave. 
& 59th St, Brooklyn, N. Y. 
an. 16th — RAILWAY 
-QUIPMENT—Wash., D. 
C., Sealed Bid. For Cata- 
log write, Chief, Corps of 
Engineers, Room 2830 
Munitions Bldg., Washing- 
ton, D eg 


is . Q. M. 
NGINEER SUPPLIES® 
—Camp Humphries, Va., 
Auction. For catalog write 
C. O., Camp Humphries, Va. 
Jon. 2ich— AE SERVICE 

UPPLIES—Fairfield, 
Ohio, Auction. For cat- 
alog write, C. O. Fairfield 
Air Intermediate Depot, 
Fairfield, Ohio. 


FEBRUARY 


(These sales dates subject 

to change.) 
Feb. Ist—MEDICAL & 
HOSPITAL SUPPLIES— 
Brooklyn, N. Y., Auction. 
For catalog write, Medical 
Supply Officer, Ist Ave. & 
59th St., Brooklyn, N. Y., 
or M. Fox & Sons Co., 
Official Auctioneers, Balti- 
more, 








SEND FOR CATALOG 


Feb. 6th — Q. M. 
SUPPLIES — Fort Sam 
Houston, Tex., Auction. 
For catalog write Q. M. S. 
= hag ~ Houston, Tex. 


Q. M. 
SUPPLIES = ~ Chicago, Ill. 
Auction. For catalog write 
Q. M. S. O., 1819 West 
i Road, Chicago, 


Feb. 13th — Q. M. 
SUPPLIES — Jefferson- 
ville, Ind., Auction. For 
catalog write Q. M. S. O., 
1819 West Pershing Road., 
Chicago, I 
Feb. 16th — Q. M. 
SUPPLIES — Columbus, 
hio., Auction. For cat- 
alog, write Q. M. S. O., 
1819 West Pershing Road, 
Chicage, IIl. 
Feb. 20th Q. M. 
SUPPLIES —Philadelphia, 
Pa., Auction. For Catalog, 
write, Q. M. S O., Ist Ave. 
& 59th St., Brooklyn, N. Y. 


The Government reserves 
the right to reject any or all 


z: ne 





SEND FOR CATALOG 








WA 


“ 





January 13, 1923 














The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 





January 13, 1923 BOOT AND SHOE RECORDER 


WZ 


wg 
S OU HY 
" s 





























NE hundred thousand booklets explaining the 
“what” and the “why” of War Department 
surplus are ready for free distribution. 


The War Department wants you to know there are a 
host of bargains to be offered the public in the coming 
months; and it wants to be sure you know how to get - 
your full share of the benefits for buyers in all War 
Department sales. 


The booklet illustrated on this page will be a decided So mn yy 
help. 


It explains just how sales are conducted—how simple 
a matter it is to buy from the War Department; and it 
gives a clear idea of the wide range of commodities 
remaining to be sold. 


Many notable sales will be held in the next few 
months. A partial schedule is given herewith. 


. Fh 
ev ra 
L ) 
Ask your stenographer to send for your copy of the 
Booklet, and be prepared to make capital of War 
Department bargains. Address Major J. L. Frink, ¢ Mm 
Bldg., Washington, D. C. \ (\ Ls 
——A o 


Chief, Sales Promotion Section, Room 2515, Munitions 


Write for this 
Booklet to -day! 








The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 





BOOT AND SHOE RECORDER January 13, 1923 


HUB GORE 


vscack An Essential in 
“Latest Shoe Styles 


MERCERIZED 
or SILK 











GROSGRAIN or 
SATIN FINISH 


WIDTHS 
Vf inch to 
51% inches 


“sana EVERLASTIK, Inc. .¥ itty 








CHROMOK 


LEATHER 


























“Chromok” makes better medium priced shoes 
because it is specially made for just this grade 


W. D. Byron & Sons Leather Co. 


Williamsport, Md. oo es os Boston, Mass. 


Also Makers of 
Famous Oak Tanned Flexible Inner Soles, Flexible Sides and Bends 


CVUVAUUULUVUUUN0N000E0 000K ULULA UU 
MUTI 
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¢€ Slippers ) 


New York Sales Office: 
116 East 13th Street 


Chicago Sales Office: 
189 West Madison Street 


_ Boston Sales Office: 
10 High Street 


OMMENCING January 1, 1923, 
this company will sell its product 
direct to the retail trade only. 


If the factory salesmen have not called 
on you in the past and you wish them 
to do so in the future, please send us 
your name at once as our route lists 
are now being revised to include many 
towns not heretofore visited by our 
own salesmen. 


Daniel Green Felt Shoe Co. 


Factory and General Offices: DOLGEVILLE, N. Y. 


Genuine Comfys and Daniel Green Boudoirs 
sold only to the Retail Trade 


Daniel Green 

















The Boot and Shoe Recorder will appreciate your mentioning the publication in rephies to advertisements. 





am 


4 
x 


of 


i 


= 
= 
= 
= 
= 
| 
= 
= 
= 
= 
= 
= 
= 
= 
= 
_— 
_ 
4 
F 4 
= 
— 
= 
= 
= 
7 
= 
= 
4 
= 
= 
= 
= 
= 
= 
= 
= 
= 
= 
= 
= 
= 
= 
F 
= 
4 
= 
= 
= 
= 
= 
4 
= 
= 
4 
= 
= 
4 
= 
4 
= 
= 
= 
= 
= 
= 
= 
= 
= 
= 
= 
= 
= 
= 
= 
— 
= 
= 
= 
= 
= 
= 
4 
= 
= 
= 
= 
= 
= 
= 
= 
= 
= 
= 
= 
= 
= 
= 
= 
= 
= 
= 
= 
= 
= 
3 
= 
= 
= 
= 
4 
= 
= 
= 
= 
I 
= 
= 


: roa: 
aol. 
BAG 

WO): 


eeececcecesessece 
RCA UU 
—————————————_ 


o ‘J 


<0 
olf 


ee enh 
aaoa@=aQ@=Q@Dnanaeoo=—=E="=======——SSSSSESE=™ESOHO™™MBOM—X—————— SSS 


Giz. =aemnseime© CS 





=== MSHORRS sh a 
TRADE MARK PEG. US. PAT OFFICE -} 
“KEEPS THE FOOT WELL” NY 


PiPAPA 


anus plans that the Civilization demands The Arch Preserver 
foot rest on heel, ball that heel and arch be Shoe satisfies both Na- 


and outside arch, raised. ture and Civilization. 


New life for your store! 


Dealers are astonished how the 
Arch Preserver Shoe builds and 
holds business for them. 


EVER yet has the Arch Preserver Shoe been handled 
N so energetically that it didn’t prove the most con- 
sistent seller in the dealer’s stock. It has enabled hundreds 
of dealers to build a solid, substantial business, and then 


hold that business. 


Customers come back and demand the Arch Preserver Shoe 
because it gives them greater satisfaction than they ever 
secured from any other shoes. It actually does preserve 
good feet because it affords a natural walking base. It sup- 
ports the foot firmly when support is needed. It satisfies 
every requirement of Nature. 


Furthermore, the Arch Preserver Shoe combines comfort 
and foot health with the smartest of styles. 


The Arch Preserver Shoe will put new life into your business 
because it gives you a definitely superior product with 
which to attract customers—and this product in turn gives 
those customers a definite reason for coming back to your 
store. 


The Selby Shoe Company, Portsmouth, Ohio 


THE 
RCH PRESERVER 
The Shoe that Changed the Ideas of a Nation 


SHOE 


= a ZETA TATTOO MNNUTOHNCOMHMAONUHNTNNMNNN LRG ps 
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Cosybrocade 
Style No. 3415 


Cosyfelt 
Style No. 1401 


Cosysatin 
Style No. 1441 


Style No. 409-1 as 
illustrated here is shown 
in the CosyToes adver- 
tisement appearing in 
tne Jan. 27, issue of 
Saturday Evening Post. 














Larger Dealer Profits 
from Complete Line of 


Cosy Toes 


Wait for CosyToes Salesman with Samples in 


—Felt 
— Satin 


— Brocade 


CosyToes slippers, noted for their quality in 
felt, are now also offered in Cosysatin, Cosy- 
brocade and Cosyleather—a complete line to 
help you sell more slippers. 


Expert craftsmanship in the designing and 
manufacturing process has produced these 
new CosyToes in both soft and turn leather 
soles, and in a wide range of distinctive styles. 
The same standards of quality material, the 
same tailored appearance, and the same long- 
wearing durability that have characterized 
CosyToes feltwear will also be found in the 
new line. 


So you have the opportunity of offering your 
customers a complete quality line of slippers 
from which they can make their selection, and 
you can also benefit from the advantage of 
buying your slipper stock exclusively from 
one house. 


Standardize on One Line 


These additions in a wide range of sizes and 
styles will enable you to concentrate your 
buying with one house and select CosyToes 
in all materials. This policy assures you of 
uniform quality and sizes, and enables you to 
conveniently and accurately fill in on broken 
stocks. 


And with a dependable house behind you— 


—lDLeather 


always ready to promptly and efficiently take 
care of your needs, you are at all times as- 
sured of rendering real service to your cus- 
tomers by supplying them with slippers of 
uniform high quality in the sizes and styles 
they desire. 


Co-operation in furnishing dealer display ma- 
terial possessing unusual appeal plus year- 
round advertising of the complete CosyToes 
line in the Saturday Evening Post, are factors 
which will create a larger consumer demand 
and, consequently, increase your slipper 
profits. 


Wait for Our Salesman 


You will find it to your advantage to see the 
complete 1923 sample line of CosyToes slip- 
pers before placing your order. The smart 
styles fashioned by expert slipper makers in 
sunny California will appeal to you. These 
slippers are business-getters—a fact which 
you will readily recognize when displayed 
in your store. We stand behind every pair 
of slippers, which is an assurance to both 
you and your customers of complete satis- 
faction. 


CosyToes are sold only to the retail trade. If 
you desire to order before our representative ar- 
rives, we will gladly forward samples and prices 
at your request. 


STANDARD FELT COMPANY 


WEST ALHAMBRA, CALIFORNIA 


NEW YORK 
115 E. 23d Street 


CHICAGO 
404 S. Wells Street 


SAN FRANCISCO 
693 Mission Street 


Cosy [oes 
The Restful Slipper 
Cosyfelt--Cosysatin--Cosybrocade --Cosyleather 
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For EA 
Color 


Medium Gray 









R 


Suede 
—Say “WEILDA” 








A. C. LAWRENCE |! 


161 SOUTH STREE ! 


New York Chicago Philadelphia Gloversville 
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WEILDA 
CALF 


Must be something particularly fetching 
about Color R or so many shoe men 
wouldn’t be calling for it all at once. 


There is!!! 


Better let us show you while we can. 


LEATHER COMPANY 


sE} T, BOSTON, MASS. 


Rochester Cincinnati Milwaukee St. Louis 


1923 
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Novelties that Turn Quickly 
and Speed Up Sales 


Allen, Goller footwear styles, planned by master de- 
signers, are featured by merchants who base their 
business on quick-turning novelties. _ 


A few styles, selected from our new and complete line, 
are shown on this page. If you want to earn the 
reputation of a merchant who carries style shoes, of 
up-to-the-minute appeal, let us show you samples. 














2 





ALLEN, GOLLER SHOE CoO. 


( il NS 60 K STREET, SOUTH BOSTON, MASS. 
rT) 1 


Ugh i 
int eT 
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In Stock After January Fifteenth 





























\ STYLE No. 8001 














Black Kid Oxford 


Goodyear Welt — Full Grain Leather Counter. Solid 
Leathe 12-8 Cuban Heel, with Wingfoot Rubber Top Lift. 


B Wide, Sizes 4 to8 
ro Ms 3% to 8 
aoe “ 2% to 8 
E “ si 3 to8 
MADE WITH LARKIDE superior 
WEARING SOLE. DRESSY, 
COMFORTABLE, DAMP-PROOF. 
Same Shoe in Havana Brown Kid, Style No. 9001 
Price, Black, $3.50; Brown, $3.85 
Distributed also by 


A. J. Bates & Co., New York, N. Y. 
Chipman, Harwood Co., Boston, Mass. 


Briccs-HutcHisonCompany 


Makers of Women’s Goodyear Welt and 
Turn-Type Footwear 


SALESROOM FACTORY 
10 High Street A and?Athens St. 
Boston, Mass. Boston 27, Mass. 
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SELL SATISFACTION 
In White Canvas Rubber Soled Shoes 


WITH KENDEX INSOLES 


KENDEX INSOLES contain NO RUBBER, made by 
special process and long tried, have accomplished what 
large manufacturers have endeavored for years to do: 
INSULATE THE FOOT, especially when used in 
shoes with Rubber Soles. 


KENDEX INSOLES are standard equipment with all 
the large makers of canvas outing footwear. 


Not only for the above reason, but also because: 
1. They eliminate burning and sting- 
ing of the feet. 


. They conform readily to the feet, 
and thereby eliminate callouses 


. They never harden nor crack; re- 
maining always flexible 
. They are non-conductors; warm 


in Winter---cool in Summer 


You can win your customers’ appreciation by selling 
Rubber Soled Footwear equipment with KENDEX 
INSOLES. 


Beware of Imitations which ‘LOOK’”’ like Kendex. 


For Superior Insoles 


Specify KENDEX 


KENWORTHY BROTHERS CO. 


Stoughton, Mass. 


Kenworthy Brothers of Canada, Ltd. 
St. Johns, P. Q. 








Reflected in the Face’’---Wear KENDEX 
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STYLES FOR SPRING 


Correct and attractive shoes for Business, Dress or Sport 
Our Full Line can be seen at our Sample Rooms 


HT 


CHICAGO 

Security Building, 189 West Madison Street 
Room 706 

E. B. Slocum C. F. Barstow 


NEW YORK 
Marbridge Building, Room 651 
George S. Dyer 


BOSTON 
183 Essex Street, Room 405 
George J. Lovely George W. Manson, Jr. 


= We call your attention particularly to our new = 3 
line of Sport Shoes for Men and Women. 


‘ 
$, 
: 
§ 
% 
% 
; 
4 


The Dalton Company, Inc. 


Makers of Fine Shoes 
BROCKTON, MASS. 


BOSTON NEW YORK : CHICAGO 
183 Essex Street 651 Marbridge Bldg. 706 Security Bldg. 
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BLACK CALF LACE 

WALKING OXFORD 

GOODYEAR WELT 
9-8 HEEL 


GRAY BUCK SPORT 

OXFORD PATENT 

SADDLE BAND TIP 
AND HEEL STAY 





New Sport Effects 


[X anticipation of a still greater demand 


for Novelty sport footwear, our line for 
spring contains even more novelties than 
ever. 


Remember — whether it’s the latest novelty 
or an accepted staple, you will find it in 
our line — at popular prices — always. 








Women's Welts and McKays 


DONN D. SARGENT Co. 
SALEM, MASSACHUSETTS 


FACTORIES BOSTON OFPICE 
407 BRIDGE STREET 195 ESSEX STREET 


Two Factories 


Capacity 5500 Pairs Daily 


See ee ee ee ee OOM NMeliiiiiieliiiiineliiiniiieniii is 























COUN OOO OOOO OOOO OOOO 


Mei iiiieliiiinelinenmiiienmiiinemiiiineiiiineniiiineniiiinenmiiineniiliienmiinineni niin A 
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The Doctor Says:--- 


“It’s not things but ideas that move 
the world. When you get hold of a big 
idea, the big things simply cannot help 
following along.”’ 











What kind of a 
Shoe is . THE 
| SHOE 


It is as fine a look- 
ing shoe as a man 
would want to wear 


But—the big thing about the Doctor Shoe is not 
what it looks like, but what it does. The Doctor 
Shoe is an idea. Like all other great ideas, so 
simple that when you get it you wonder why 
TOE IN—WALK STRAIGHT people didn’t think of it years ago. 
That is what you get in a very unusual book, 
THE “The Doctor and the Shoe Man’”—the whole 
; idea so simple that you can get it right off the 
| SHOE reel, can pass it on to others in your community 
and hear the results tinkle in the cash drawer. 


‘ M who want to step along The book tells of a big idea. Big ideas are big 
” EM and step tively. money-makers, and the booklet is free upon 


The DOCTOR, Jr., for Boys request. 


JOHN MEIER 
SHOE COMPANY 


Saint Louis 


‘‘Good Shoes for Men Since 1874’ 
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675—Black Kid Fat Ankle Boot. .... $5. 

670—Brown Kia Fat Ankle Boot... . $5.75 

650—Black Kid Full Ankle Boot. ... . $4. 

660— Brown Kid Full Ankle Boot... . $5.50 
Sizes 34% to 10, C-EE 


NOTE—To sizes 8% and 9 add 25 cents; 
9% and 10 add 50 cents 


All Numbers IN STOCK 


600—Black Kid Oxford $4.00 
| 605—Brown Kid Oxford $4.50 
610—Black Kid 2 Strap $4.25 
615— Brown Kid 2 Strap $4.75 





Anderson-Owen’s 











Are designed to aid you in selling 
more big women. Finest materials, 
top-grade workmanship, right prices 
and speedy IN STOCK service 
make it a strong line to help you 
capitalize in this trade. 


Genuine Kidskin throughout. Good- 
year Welts, “Crawford” Arch sup- 
porting shank. “‘Red-line-in” linings 
“O’Sullivan” Rubber heels. 


Send for a Few Pairs on Approval 


Lynn $$ $3 Massachusetts 





FAT ANKLE SPECIALTIES. 




















_ Anderson-Owens Shoe Co. | 
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887—Tan Calf, 
Color 6, No. 93 
Lace Oxford 
Drake Last 
six rows close 
stitches on ti 
and vamp. Half 
Wingfoot rub- 
ber heel. 

























































































N° smarter style than this at 


any price. 


Thats typical of WEBER up- 


to-dateness. 


Plus traditional value that has 
made this line famed for. 














| 











TO RETAIL AT 
$5.00--$800 
New Office, H. Harris 


1328 Broadway 
Marbridge Building 
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ees aperen er ¥ Cl 
Three Beautiful In Demand. 
Shades of Gray Bas For Easter Shoes 


SILVER FOG MOLE 


The call for these two STAR- For giving your customers the 
BUK colors indicates that very latest in style, at most 
Gray is to be a decidedly reasonable price, ask for 
strong Easter factor. STARBUK in these colors. 





By Thomas G. Plant (ompany 


Of Fog Gray . 
ST-ARBUK , 
Trimmed with 


Gray Elk 











ST ARBUK ts madein White and Fourteen Distinctive (olors 


Tolman, Dow & Co., Inc. 


174 Lincoln Street, Boston, Mass. 


ROCHESTER, N. Y CINCINNATI,OHIO GREATER N. Y. ST. LOUIS, MO. 


Mr. Charles L. Kirk | Mohr-Holiers Sales Co. NewCastleLeatherCo. T.M.Fitzgerald § Co. 
22 Andrews St. 202 E. 7th St. 100 Gold St. 1602 Locust St. 
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In Stock Line Complete 
and Ready for Shipment 


The Clark line of comfort 
footwear for Winter and 
Spring is complete. Honest 
workmanship is an important 
principle of Clark produc- 
tion. Standard materials are 
No; 216—Black Vici One-Strap. | Bound tops, steel necessary to maintain Clark 
arch 6 t, spring step rubber heels, wey quality output. The two to- 

inings, medium wide toe. Last 25 gether safeguard your repu- 
: tation as a merchant, and 
tend to please customers. No. 1566—Black Vici Boudoir. Leather quarter 
We realize that the buying and sock lining. Last 15. lto8. D $1.75 
— -_ to we a dol- No. 1586—Same style, Brown Vici 

with a reputable mer- 96—Gemne ici 

chant, and that that mer- conte a cioamatioes 
chant is sized up by the shoes 
he sells. So we make Clark 
Comforts the best we know 
how. 


CLARK SHOE CO. 


14 Williams Street 
Boston -t- Mass. 
Boston Office: 113 Lincoln Street 











No. 6561—Black Vici Stock Tip Oxford. Steel . 

arch support, grain leather counters, spring step Prices, F.0.B., Boston. Terms, 5 per 

—s 3 Reels, gray ooze quarter and sock ib cent, 10 days, 30 days net. No. 
to 9 7 


o. 656—Same style, Black Vici, plain toe. 


55—Women's Black Vici All se th 


Write for catalog with list of other No. 50—Same style, Misses’ and Children’s.. 1.70 
In-Stock Numbers Sizes 8 to 11, 11% to 2, 24% to7 





























GROPING IN 
THE DARK 


Time was when the purchase of advertising 
= space was a “blind groping in the dark.” Ad- 

- Chesers Sip Startintges vertisers had no means of checking a pub- 
poecpagonape sie lisher’s statement of circulation and often 


THIS és the WAY P 
We will assign him to one of our well these figures were unreliable. 


furnished, airy rooms on an upper floor. 





We will see that he tastes the delicious 


club breakfasts we serve at 45 to $1.00 and In six years the Audit Bureau of Circula- 


the wonderful sable a hote dinner at $1.75 


and $2.00. tions has solved this perplexing problem. By 
We will ask him to look out of his bed- a systematic analysis of distribution and 


room window to see that he can almost touch 


the great manufacturing and wholesale district. methods this organization is able to supply 
If he says sheatre, we'll suggest that the ‘ 
short walk up Broadway to all theatres is fo just the data an advertiser needs. The dark- 
short and too interesting to take a taxi. P i a . 
ness is dispelled and the bright light of veri- 


And when he has finished his stay and 


finds that his room has cost as little as 2.50 : 

a day without bath, and $3.50 with bath, we Across the fied facts takes its place. Space buyers no 
Oo P » a hoice ts ce street from e e 
know that next time his choice is certain to be Hore! Mc Alpin longér find it nec ry to gr in the i k. 
and under the same 
Management. 





| There are no dark spots in the Boot and Shoe 


| 
| Recorder circulation. Our records are audited 
MAR I I N IQUE by the Audit Bureau of Circulations. 
Broadway at 32™ Street. New York 


Prank E Jago ~ Resident Manager 
| ~ 
—————————————————— = ———_ . ——_ - : 
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A MESSAGE OF REAL IMPORTANCE 
TO THE SHOE BUYING PUBLIC — 
BROADCASTED FROM YOUR 
WINDOWS AND COUNTERS BY DIS- 
PLAYS OF 


“She (MAULDIN 
Shoe forNen 


THESE MEN’S DRESS WELTS OF 
THE MEDIUM AND FINER GRADES 
KEEP A STEADY FLOW OF PROFITS 
RUNNING INTO THE TILL OF THE 
MERCHANT WHO HANDLES THEM. 


THE REASON : 


QUALITY First, then—QUALITY 


(eeex. Maupin & Giampers 


ST. LOUIS U.S. A. 


NOW It's the MAULDIN SHOE for Men. 
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IN STOCK -- RIGHT NOW 
THE NEW COLLEGE OXFORD 
GOING BIG 
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The New College Oxford 


Tan Elk College Oxford, white stitched, rubber heel. 
Full leather lined vamp and quarter, brass eyelets 


As above in Black Elk 


_Duane_Shoe @mpany, 


& CORPORATION 


143 Duane Street, New York 


FACTORY PHILADELPHIA OFFICE LOS ANGELES OFFICE 
Haverhill, Mass. 5 N. 4TH ST. 522 Loews State Bldg. 
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C.H.ALDEN CQ 


U.s.% 


ONCENTRATION of our efforts has 
enabled us to offer that which the 
times and the trade require. 


—best quality of Stock with our Standard of Workman- 
ship, at prices lower than could have been accomplished 
in any other way. 


Coe Ste 


OS 
TH 


~~ 
ME 


We are also able to give quick deliveries on certain lines. 
But this is not in any way an in-stock proposition. 


TUT T= << 





Lot No. 250 


Men’s Black Viking’Oxford 
824 Brogue Last 
Straight Tip, Pinked 
Also in No. 4 Viking 


Sizes: A 7/11 C 6/11 
B 6/11 D 6/11 


TTTTites | 


The above is one of the styles 
that can be delivered promptly 
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FACTORY BOSTON OFFICE 
ABINGTON, MASS. 10 HIGH STREET 
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THE BEST COMFORT SHOES POSSIBLE 


It is our aim to make the best comfort shoes 
possible, and with this in mind we have decided 
to place our business under one head. 


COCO 


IN STOCK IN STOCK 










No. 205—KID STOCK TIP BLUCHER OX- 
FORD, gray quarter and sock ed 12-8 ete 
5 


heel, B to E. 


No. 206—KID OXFORD, 12-8 rubber heel, C, D aw 402 — KID STOCK TIP wee x 
and B.. $2.35 2-8 rubber'heel, A to E............. . $2. 


Our office, In-Stock department and factory 
are now located in Pittsfield, N. H., a place 
noted for good shoemakers for generations. 
Here we shall continue to supply the demands 
of you and your customers, with Gardiner 
Quality Comfort Shoes. 


anes 


» Guz 


H. K. GARDINER COMPANY 


PITTSFIELD, N. H. 
BOSTON SAMPLE ROOM, 134 LINCOLN STREET 
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The Ultimate 
Sport Sole 


VERYBODY likes CLICO because 

of its fine, firm, close grain, 
which looks so much better than 
thick, bulky and clumsy types. 









Made of pure Ceylon 
crepe rubber—for Men, 
Women and Children. 


LSO it permits better results 

in cementing and stitch- 
ing. 

LICO clings tenaciously -- won’t 


come off or “‘squashout”’ around 
the welt. 


LICO is 60 per cent lighter than 

common rubber soles--30 per 
cent lighter than leather and will 
float. 


‘THE quality of manufacturers and 
retailers who are using CLICO in 
preference to any other soles of similar 


Supplied in either 
single or two units. 





This Shaws How nature is striking proof of its several 
CLICO Wears superiorities. 
Illustration shows a 2% 










CLICO sole worn by 
a member of the 
Dartmouth College 
cross country team 
the past Fall. 


( IVE your customers the utmost in 
service, comfort and refinement 


-- that’s CLICO * 


The Clifford Company 


Also Makers of Ace Rubber Heels 


Although worn 

185 SUMMER STREET 
under the most stren- Boston Opp. South Station Mass. 
uous circumstances 


en caniinadon | St. Louis Representative: R. M. HEUCHAN, 1627 Locust Street 


it shows very little 
atgusel wens. * Don’t Delay Ordering -- The demand for CLICO is so great that no 
time should be lost if you want these soles on your spring styles. 





SE == == == =SS>= 
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S. D. NICHOLS, Pres. GEO. P. UTLEY, Vice-Pres’t and Sec’y W. A. LANGE, Treas. 


THE MENZIES SHOE 
| COMPANY 


For Twenty-two Years 
Highest in Quality 


Manufacturing: 


MEN’S and BOYS’ 
Work and Semi-dress 


SHOES H. E. Smith & Sons, Inc. 


FOND DU LAC, WISCONSIN, January 1, 1923 


OUR LOYAL CUSTOMERS: 

We extend to you our best wishes for a Happy and Prosperous 
1923——-and beg to assure you that the high standard of quality 
that has always characterized the MENZ"EASE" shoes for Men 
and the "AMERICAN BOY" shoes for boys, will be maintained in the 


future, and on this basis, we ask for your continued confidence 


and patronage, 


THE MENZIES SHOE COMPANY 


“THE BUSIEST SHOE COMPANY IN THE WORLD” 


BOSTON, MASS. PORTLAND, ORE. 
564 Atlantic Ave. 85 % Sth St. 
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PUTTS 








Designed 
to 

Fit 
Narrow 




















UTZ & DUNN CoO. 


HEEL HUGGER 





or 
SLIM 
HEELS 














Heel Hugger Shoes are made from special measurement patterns 
over lasts designed to fit narrow or slim heels. 

Extra reinforcements between the lining and outside material pre- 
vent sagging at points which frequently stretch with usage. 

A special shaped heel anchor and a “‘cupped”’ heel seat hold the heel 
in a firm, yet gentle manner. 

When “slipped on” a customer’s foot, they give that snug, com- 
fortable feeling under the arch and ankle that cannot be obtained 
in other shoes. 

They permit you to fit properly that large percentage of your trade 
that requires shoes that have plenty of ball room and yet will fit 
snugly at the heel and ankle. 


Be the first to feature HEEL 
HUGGERS in your vicinity 


UTZ & DUNN CO. 


ROCHESTER «NEW YORK 


DENVER OFFICE NEW YORK OFFICE LOS ANGELES OFFICE 
218 Charles Bidg., Deem, Colo. Bush Terminal Sales Building 709 oom 7 Bidg., Los Angeles, Cal. 
GER & McN = © West 42d St., Room 1521 G. C McATEE, Representative 
lal, - S. A. McOMBER, Representative 
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‘The 
of Quality 


Manutacturers will 
readily accept your 
specifications of this 
hee 

A complete line of 
sizes and colors for 
men’s, women’s and 
children’s shoes 
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A Tempered and Blended Rubber Heel 


Firestone-Apsley 


RUBBER COMPANY 


Manufacturers of Rubber and Canvas Footwear 


Hudson, Mass. 
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You’ve Been to “Chi”—Now Come and Buy 














at 


209 
Essex 
Street 


**Al’’ Cohen *‘Joe’’ Weinstein 



































COWEN & WEINSTEIN 


SUS tO, MA SS. 


Always---The Best Jobs 
and NOVELTIES 


at prices that make 
your dollars go farther 


Next Door to Hotel Essex and South Station 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisement’ 





BOOT AND SHOE RECORDER January 13, 1922 











Nothing in the shoe 
but the foot 


HOE specialists insist that shoes 
built with Crawford Arch Sup- 
porting Shanks are scientifically correct. 
Such shoes relieve fallen arches and safe- 
guard normal feet. They bring health 
and happiness to your customers and 
increased business to you. 


T's Crawford Arch Supporting 
Shank is built right into the shoe 
—fitted between the inner and outer 
sole and locked to the insole. It pre- 
serves the shape of the shoe, giving sup- 
port to the arch and ease to the foot. It 
cannot abrade the skin. 











To boost your business, sell shoes built 
with Crawford Arch Supporting Shanks. 





























United Shoe Machinery Corporation 


Boston ; Massachusetts 
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ARCH RELIEF SHOES 


“Comfort in Beautiful Footwear” 


No. 6011—In Stock, Black Kid 

Arch Relief Oxfor: Goodyear Welt, 

12-8 Rubber Hee Combination 

Last No. 118 Price $4.50 ‘i 

Eat Foes nme © store, Boone The woman whose duties keep her constantly on her 


Gd. CEs « wiidesncesennedé P ° 
feet is a student of comfort in footwear. 


She knows what tired, aching, burning feet mean— 
and if she has had an opportunity to wear RILEY 
ARCH RELIEF SHOES she knows the comforting 
ease that they give to her daily duties. 


Trim, neat, attractive—fitting snugly over arch and 
heel and made on a combination last that provides 
ample room for toe and ball—throwing the weight 
onto that part of the foot where nature intended— 
these shoes will become the oftenest purchased in 
your stock. 


They'll bring you new customers for happy feet like 

company and every woman who wears them will be 

anxious to tell her friends where they were purchased. 
No. 6005—In Stock, Black Kid ; 


Arch Relief Oxtord, Goodyear Welt, The styles illustrated are carried on the floor in stock 


Pe By ee ready for your order. Send it today. 
. Price $5.35 


The RILEY SHOE MFG. Co 


COLUMBUS, OHIO 
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Vuledcunie Box, 
for the Heavy Sod: etek Bes 
The ONE box toe that retains the exact shape of the toe in 
defiance of water, perspiration and rough service. Adds 
months of comfort and life to the heavy shoe. 
The Genuine ** VULCO-UNIT”’ BOX TOE is peta sold only Bake: 


BECK WITH tn TH, DOT ; eee 
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ICTURE the stock carried by The Star Inc., North 
Platte (western Nebraska) the year it was 
founded, 1874. With North Platte a mere break 

in the open range—a trading point for cowmen, hunts- 
men and Indians, its stock was typical of the frontier— 
high heels for cowboys, blankets to please the eye of the 
stoical red men—fringed hunting shirts no trapper could 
resist. 


T’S natural enough that this oldest established 
men’s and boy’s outfitting store in North Platte 
should have kept pace with the times in the stock 

itcarries. Today it lists Hart-Schaffner & Marx cloth- 
ing, Bracken Neckwear and Belber Wardrobe Trunks 
among its other widely known lines. 


UT in its selling policy and methods, The Star 

Inc. has likewise kept strictly abreast of the 

times. It has refused to follow the selling 
methods ideal for the past and out-of-date for the 
present. 


S its territory developed from the frontier to a 
A thoroughly modern, prosperous district, The 
Star Inc., saw clearly that not only its stock, but 
its selling policies must meet the situation. 


LWAYS fortunate in its management The Star 
Inc., has reached its greatest development under 
the direction of Mr. J. Guy Swope. 


HEN Mr. Swope felt the time had come for 
W unusually intensive selling efforts he followed 

his policy of dealing in and with the reliable. 
He obtained Kelly Service. 


Of his Kelly selling drive Mr. Swope says:— 


“The results your System oblained were very 
gratifying to say the least. They were very suc- 
cessful, especially in the clearance of the slow- 
moving stock we had on our shelves. It not 
only satisfactorily disposed of our old merchan- 
dise and surplus stock, but made a profit along 
with it, and left a good taste in the mouths of the 
buying public.” 


“The idea of our sale was to reduce our stock 
approximately $6,000—that being the amount 
we aimed al, but in the ten days, duration of 
the sale we sold a little better than $11,000—al- 
most twice as much as we had first intended.”’ 


; ELIABILITY in service is a vital concern to you 
also. Merely telling us the size of your stock 
will bring without obligation the details of the 

reliable, resultful service we are prepared to offer you. 





@ 





MINNEAPOLIS-MINNESOTA 
U.S.A. 


KELLY SALES SYSTEM 
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For speedy, positive action-- 
the new 


Repco Shoe 
Stretcher 


















Repco Shoe Stretchers 
are made in nine sizes— 


No. 000 down to No. 6. 


Each stretcher is packed 
in an individual carton. 
Corn and bunion plates 
come with each stretcher 




























GHOE stretching is a little art in itself.  —are made of fully seasoned maple. and 
The Repco Shoe Stretcher is designed _ held together at the back by a strong steel 
scientifically and stretches shoes easily, hinge. The toggle-jointed mechanism is 
quickly and without injuring them. controlled by a square-threaded screw of 
large pitch. 






The Repco Shoe Stretcher contains no 
springs, arrows or other troublesome parts. | For up-to-date shoe stretching use the new 


The blocks—shapely and carefully finished Repco Shoe Stretcher. 
For Sale by Shoe Findings Jobbers. 


UNITED SHOE MACHINERY CORPORATION, Boston 


San Francisco Branch, 859 Mission Street 


J. K. KRIEG, 39 Warren Street, New York 
UNITED SHOE REPAIRING MACHINE COMPANY, Boston 
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Patent Leather One Strap. 
Inlay of Contrasting Col- 
ors. 14-8 Covered Cuban 
Heel. Light Welted Sole 
-with Close Wheeled Edge. 





In buying the shoe pictured above, or any 
others of the HARNEY line which you may 
have seen at the Chicago Show, you may feel assured 
that the shoes you ordered ARE the shoes you will 
get—identical in every way with the samples from 


which you purchased. 


Those who have already bought from us know 
the truth of the slogan with which our line is 
identified, and the careful inspection of every pair of 
shoes before packing, assures us of the fulfillment of 


our ideal. 


























-D.J-HARNEY SHOE C0. 
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McKAY OXFORDS STITCHDOWN: 
MEDALLION PERFORATED SANDALS—OXFORDS—PUMPS 


ALL RUBBER HEELS 5-8 84-11 11%-2 


210—Gun Metal Ox., wide toe wae 1.15 1.40 
200—Gun Metal Ox., wide toe. eins 40 1. 
1200—Gun Metal Ox., English toe... 1. 














212—Patent Ox., wide toe, wedge.....1.40 
202—Patent Ox., wide toe 


1202—Patent Ox., English toe... . REG. US. PAT. OF FICE 


¥ al 9 
se—Sapeonny Ox., “wit toe, wage 1.25 ° $6 Me ire 
204— Mahogany Ox., wide toe 36 e e J 

1204—Mahogany Ox., English toe. . 2 y 2733—Mahogany Elk Sandal.......... -85 -95 1.10 
733—Tan Lotus Sandal.............. 90 1.00 1.15 

es mad Ox., — toe, oom 1.25 od 730—Black Calf Sandal .90 1.00 1.15 

206— Blac Ox., wide toe. eevee “ ew  —tiéi i eR 

1206—Black Kid Ox., E nglish toe. 7 t . 762—Smoke Sandal................. 90 81.00 1.15 

note 8 731—Tan Lotus Pump.............. -80 -90 1.05 

2 —Nut Brown 789 wh: 

208—Nut Brown , 7$2—White Sandal.................. 1.00 861.10 1.25 

1208—Nut Brown 


933—Tan Lotus San. Hy. sole... .... .1.00 1.10 1.25 
773—Patent Sandal................. 1.10 = 1.20 1.35 
133—Cherry Lotus Sandal 

Byron Process sole........... 95 1.05 1.20 
126—Cherry Lotus Oxford 

Byron Process sole........... 1.00 1.10 


771—Patent Mary Jane............. 1.05 

781—Gun Metal Mary Jane........ . .1.05 
McKAY STRAPS and 2 STRAPS 791—Tan Lotus Mary Jane.......... 95 
MEDALLION AND PERFORATED 5-8 814-11 11%4-: S 971—Patent Instep................-. 1.05 
A222—Pat. One-Strap—Wedge.... 1.20 1.40 
A202—Rubber Heel 1.40 1. 736—Tan Lot. Ox. imt. tip, lined. .. . .1.00 
A102—English Toe, Rubber Heel 1. 746—Black Oxford, imt. tip, lined... . .1.00 
786—Smoke Oxford, imt. tip. ........ -95 


B222—Pat. Two-Button—Wedge.... 1.20 1.40 
osee 1.40 726—Tan Lotus Oxford, imt. tip...... .95 


B202—Rubber Heel 
B102—English Toe, Rubber Heel 


Smee Reno » eben? Wedge. .1. 35 

A204— »be: ee ‘ of oe 6 

Al04—English Toe, Rubber Heel. . : . Hagerstown Shoe & Legging Co., Inc. 

D102 “™., Lh se pnad —English toe, HAGERSTOWN, MARYLAND, U.S. A. 
ubber ee . . . 

















Sell Russell’s 
IKE WALTON 


Staunch and Serviceable as a Heavy Sporting Boot 
Flexible as a Moccasin 


Chocolate, chrome-tanned waterproof leather. Its unique. 
construction provides four layers of leather between the foot 
and ground—more protection than the ordinary street shoe. 

Its light weight appeals to the outdoor man. 


The Russell quality speaks for itself. So does Russell shoe 
making. 
The Scout Moccasin 


Made of Chocolate elkskin, with soles of flexible, sturdy Maple 
Pac. Natural shape affords every freedom to the foot. 


The ideal of comfort and service in moccasin footwear for dry 
season wear, and a sensible “pal” for the growing lad. Write for Dealers’ Price and 


Catalog 


W.C. Russell Moccasin Co. 
Berlin, Wis. 
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Since the introduction of Ohio Kaffor Kid . its 
success has exceeded our fondest expectations. 


Coming at atime when innovations are the order of the 
day, the distinct features and characteristics of this en- 
tirely new product of leather manufacture met with the 
appreciation and approval of the leading shoe manufac- 
turers of the world. —> —» -~ —> -» > > 


Ohio Kaffor Kid is superior to any other dress shoe leath- 
er manufactured for appearance,comfort and wear. —~ 


Made Morro Brown-guaranteed a straight 
culls mal teal free from pigments. ~ ~~ 
Originated and manufactured exclusively by 
The Ohio lather Co. 
Girard ,Ohio 








eneral Offices 
on Ohio J it Offices 


Girard, Ohio 


Boston 


Ohio Leather (prporation 
33 South St. 


Philadelphia 


Ohio Leather @mpany 
325 Arch St. 


St.Louis 
| Arthur $. Patton Lather. 
1602 {ocust St. 


New York. 
Oscar Schereve Bro. 
29 Spruce St. 


























(3) FOR QUALITY 
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* WHITE LEVOR GRAIN KID 


(CABRETTAS ) 
FOR POPULAR PRICED FOOTWEAR 


WHITE LEVOR GRAIN GOAT 


( CHEVRETTES ) 
FOR HIGH GRADE EXCLUS/VE LINES 


She Whitest tukites 
No Su. 


TANNERS 


Ae Cohite House of Kimetica 


NCW vVoRr«K. OGOLOVERSVILLE | — Foe wer, | 


Distributing [erce 


ARTaur$.Patton LeatHerCo, JS? OTS Geo.W. Newman LeatuerCo. Cincinnati 





i oy spree Ci. = 
McGaw & atkinson Chic ago Epwarp Zomrcaut, Jan./rancisco 
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THE BROADCAST INFLUENCE 


of New England shoemaking knowledge and ability is manifest through- 
out the shoe world. Everywhere New England influence is apparent. It 
has been, and is, the source of information and training for the industry. 


What New England radiates, in both experience and product, is eagerly 
received, in fact, much sought for. 


Without the force of accumulated knowledge and ability radiation is 
impossible. 


The influence of Rice & Hutchins, New England shoe- 
makers, is projected by the power of efficient produc- 
tion and distribution. Their New England shoes, made 
for every member of the family, are immediately avail- 
able --- no matter where the retailer may be located --- 
because of their many broadcasting or distributing houses. 


Write for the address of the nearest branch 


RICE & HUTCHINS 


INCORPORATED 
BOSTON U.S. A. 


“ene 
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Free Buying of Style Shoes the Feature’ 
of N.S. R. A. Convention 


But Orders Were Delayed and Easter 
Will See Many 


O feel the pulse of a huge industry in a 

four-day session in a great market 

place was an experience given this last 
week to every buyer and seller of shoes, 
leather, hosiery and accessories. The entire 
shoe and leather industry had opportunity to 
see the complete products of an extremely 
competitive industry spread out under one 
roof for inspection and sale. The Coliseum, 
however, was little more than a place of con- 
tact for by far the biggest volume of buying 
was done in sample rooms in hotels through- 
out the Chicago Loop. 


Buying for Easter naturally develops the 
largest volume of the entire year and this 
year, because of Easter coming April 1, the 
available production time has been shortened 
to ten weeks. As a result, the wise merchant 
got to the convention on Saturday previous to 
the opening and asked for a reservation of 
factory space, guaranteeing so many pairs of 
shoes, with patterns, leathers and prices left 
open until the merchant had opportunity to 
study the line. 


Buyers were on a tour of inspection from 
early Monday morning until Wednesday when 
the real haste in buying was at its peak. If 
figures obtained at the sample rooms in hotels 


Disappointments 


and booths at the Coliseum can be relied on, 
a goodly percentage of the shoes wanted for 
Easter were placed on order at this conven- 
tion. Merchants needing a volume of shoes 
for big city selling had covered themselves 
early so that in many cases smaller merchants 
were unable to get positive assurances of 
deliveries before Easter. 


Cramming all the stylish shoes of the 
season into the neck of the funnel of produc- 
tion is a dangerous procedure. It remains for 
merchants to experience pleasure or dis- 
appointment based on whether or not they get 
their shoes into their stores by March 15. 
Many factories on Monday were saying: 


“No deliveries before April 15.” 


Price played a minor part at the con- 
vention. The item of delivery was in 
every man’s mind. Following the ques- 
tion of delivery was the problem of style. 
The majority of merchants bought for 
spring in the ratio of 75 per cent strap 
effects and 25 per cent small tongue 
Colonials, cut-out oxfords and buckle 
pumps. The one outstanding style fea- 
ture of the convention was the one-strap 
pattern with both sides below the strap 
having cut-out lattice work or bars lead- 
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ing up to the strap. No style appeared at 
the convention radically different from 
those that have been shown the past two 
months. 


This is the most significant feature of the 
entire convention. The editor of the Recorder 
visited every booth showing women’s shoes in 
the tour made by the women’s style com- 
mittee awarding blue ribbons for the one 
style in each display best typifying good taste 
and practicality. 

The runway showed the wildest collection of 
jazz shoes ever conceived. A merchant who 
looked only at the runway shoes was in hope- 
less confusion as to the trend of style, but the 
merchant who watched the blue ribbon styles 
in each booth had a searchlight thrown on 
distinctive patterns good in the majority of 
stores in the United States for the next four 
months. 


Notable also among the exhibits were those 
showing the remarkable development of a 
diversity of materials ranging all the way 
from fine fabrics to figured leathers. The 
merchant, once convinced of the national 
interest in half a dozen good types of style, 
had only to specify a variety of leathers on 
each to get a salable line of shoes for his store, 
profitable to himself and pleasurable to his 
customers. 


The big lesson of the convention is that 
it is impossible to jam into six or eight 
weeks millions of pairs of fashionable 
shoes necessitating new patterns, dif- 
ficult stitching, cut-outs and even fresh 
lasts. It simply can’t be done. 


Good shoes take time in the making, with 
everybody in the trade from the leather man 
to the employment manager in the factory 
working close to his needs. Having no reserve 
of material, machinery or labor, it is impossible 
to expect expansion over night sufficient to 
crowd into eight weeks what normally would 
be a volume of business extending over as 
many months. 

This convention was fortunate in having a 
resolutions committee of able men, headed by 
Charles E. Williams of St. Louis, who spent 
their days and nights in reviewing industrial 
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and economic facts in the preparation of the 
platform of the industry for the year. The 
three paragraphs of the keynote resolution are 
most significant. In the first, a stabilizing of 
commodity prices is assured. In the second, 
the absolute necessity of some program of 
anticipation is urged. And in the third, the 
giving of the American public satisfactory 
footwear at reasonable prices is insisted on. 


This one resolution epitomizes so well the 
convention that we give it prominence. Here 
it is verbatim: 


Whereas: Careful survey of the leather and 
materials market, both domestic and foreign, 
and study of industrial economics with 50 
representative manufacturers producing the 
various grades of footwear consumed by the 
American public, covering every important 
shoe manufacturing center, seems to establish 
the fact that prices for leather and materials 
have been stabilized whereby fluctuations 
either up or down will be of such small extent 
as not to materially disturb present selling 
prices now established, 


Therefore, be it resolved, that it is impera- 
tive for the welfare of all branches of the shoe 
industry and the buying public that the mem- 
bers of the National Shoe Retailers’ Associa- 
tion and all retail shoe merchants place their 
orders for staple merchandise sufficiently in 
advance of each season to enable the manu- 
facturers to produce the necessary shoes to 
supply the country’s needs at the lowest 
economic cost through their ability to place 
their raw material needs without interfering 
with the law of supply and demand through 
the placing of tremendous orders at a date too 
close to the expectant date of delivery. 


“Compliance with this resolution on the 
part of the membership and all shoe merchants 
will enable them to supply the average 
American man or women with satisfactory 
footwear at from five to ten dollars per 
pair, within which range of prices the great 
majority of shoes may be supplied to the 
public, paramount in the world for good 
looks, good fitting and good service. By any 
standard of value shoes are the least expensive 
articles of dress and the most important.” 

















Record Attendance Marks 1923 Convention 
of the N.S. R. A. 


Officers of the N. S. R. A. for 1923 were elected at the last day’s ses- 
sion of the convention, with John Slater of New York City heading the 
list as president, and succeeding C. K. Chisholm of Clevelend. Other offi- 
cers and directors were elected as follows: 

H. A. Rosenbach, Chicago, vice-president; Frank P. Meyer, Danville, 
Ill., vice-president ; Roy E. Stevens, Ottumwa, la., vice-president; John J. 
Baird, Columbus, treasurer; George M. Spangler, association manager; 
Elmer D. Gildersleeve, chaplain emeritus; Sam A. Davis, field secretary. 
Directors—A. Katschinski, San Francisco; H. A. Rosenbach, Chicago; 
Roy E. Stevens, Ottumwa, la.; C. Ludebuehl, Pittsburgh; L. F. Tuffley, 
Houston, Tex.; N. E. Jacobs, New Orleans, La.; Reuben Stiefel, Memphis, 
Tenn.: Harry Hahn, Washington, D. C.; and L. E. Langston, Fort Worth, 


Tex. 


Mr. Davis, the new field secretary, has had considerable experience as 
efficiency manager of stores, and is a finished speaker, although he knows 


little about shoes. 


The office of assistant secretary of the N.S. R. A. is filled by the ap- 
pointment of Miss O. M. Johnson, who has been Mr. Spangler’s private 


secretary for a number of years. 


RE the retail shoe merchants of the United 
States feeling better over the business situation? 
We'll say they are, and the best evidence in the 
world was the wild enthusiasm which greeted President 
C. K. Chisholm when on Monday afternoon, he stepped 
forward on the platform of the Chicago Coliseum to 
open the twelfth annual convention of the National 
Shoe Retailers’ Association. 

The partition which last year separated the con- 
vention hall from the dressing room of the shoe style 
show had been removed and the entire big dance hall 
of the Coliseum, with a seating capacity of nearly 
twenty-five hundred, was filled and several hundred 
merchants stood around the wall. 


A Wild Burst of Enthusiasm. 
Cheer after cheer resounded through the hall and 


it was several minutes before the president was able to ° 


restore order sufficiently to proceed with convention 
business. f 

Reverend E. D. Gildersleeve, the veteran chaplain 
of the association, pronounced an invocation, be- 
seeching the blessings of the Almighty upon the con- 


vention session. Edward E. Gore, president of the 
Association of Commerce, officially welcomed the 
convention to the city of Chicago. He called attention 
to the fact that everybody knew Chicago as the 
greatest packing center in the world and impressed 
upon his hearers that the city was great in many other 
ways, having two of the greatest universities in the 
United States, the greatest art school and that it was 
unsurpassed in technical schools. 


Praise for Merchants and Manufacturers 


He spoke in highest terms of the shoe manufacturers 
and shoe merchants of the city. 


Committees Appointed 


President Chisholm announced the following com- 
mittees: 

Resolutions committee—C. E. Williams, chairman, 
W. S. Byck, Milton Harper, A. Schulein, William 
Waggoner. 

Nominating committee—Chas E. Petot, chairman; 
Alfred Kohn, O. S. Poe, Jos. A. Schumacher, J. J. 
Sensenbrenner, Edward S. Stout, H. M. Swope. 
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Elections committee—John J. Baird, M. Fitzsim- 
mons, T. P. Folrath, O. P. Hassel, Roy Kanouse, A. E. 
Taylor. Then followed President Chisholm’s address, 
which is nearly in full on another page of this issue. 

At this point, recognition was given to the large 
Canadian delegation which were seated in a body at 
one end of the stage. 


The American Navy 


Congressman Britton addressed the convention on 
the subject of the American navy. He said: 

“Your association could be of tremendous value in 
the promotion of public opinion in matters of national 
and international importance. I call attention to the 
propaganda now being spread for the cancellation of 
about eleven billion dollars worth of European govern- 
mental loans from the United States. 

“So long as England is spending half a billion a year 
on her navy and France is this year spending four 
hundred million on her military establishment, I fail 
to understand why they cannot make a start at paying 
the United States what they owe.” 


Why Canadians Buy So Few U.S. Shoes 


Howard Blachford, secretary of the N.S. R. A. of 
Canada, talked in behalf of the Canadian retailers, 
pointing out that the Canadian merchant found it ad- 
visable to buy Canadian shoes to as great an extent as 
possible because on shoes made in the United States 
they had to pay a duty of thirty percent and in ad- 
dition to that a tax to the government, besides the 
difference of exchange of fourteen to sixteen per cent 
as well as carrying charges. Canadian merchants, how- 
ever. find it necessary to come to the United States 
to pick up ideas of style on merchandise. 

Mr. Blachford recommended the adoption of a code 
of ethics and then living up to the code as the only 
possible way of making shoe retailing successful, sane 
and easier. Many failures are occurring in Canada 
and, in tke opinion of the speaker, the cause of seventy- 
five per cent of them was the over buying of faddy 
styles. He strongly urged that through the co-operation 
of merchants and manufacturers, styles be stabilized 
to a degree that would insure the lite of a shoe at least 
as Jong as it was being made and transported. 


Harvard’s Work Described 


The next speaker was Dean Melvin Copeland of 
the Bureau of Business Research, Harvard University. 
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“For eleven years,” he said, “the bureau has been col- 
lecting and disseminating data on retail shoe merchan- 
dising as it has in several other lines of business. 
During the first few years the bureau found it difficult 
to get reports enough from merchants to draw conclu- 
sions of any great value but since the N.S. R. A. as an 
organization has become more closely identified with 
the activities of the bureau, reports have come in 
greater volume and now the compilation of figures 
fairly represents conditions in retail stores throughout 
the nation. 


Advantage of Standard Classification 


“The bureau has striven for a standard classification 
of accounts and by so doing has enabled the merchants 
to discuss questions more intelligently. 


Reliable profit and loss statements 
have enabled many a merchant to stop 
leaks in his business and convert losses 
into profit while incomplete statements 
often lead a merchant to believe that he 
is making a profit while, as a matter of 
fact, the business is actually showing a 
loss. 


“As more and more merchants send in their reports, 
the compilation and figures sent back to each merchant 
reporting become more valuable to him. Many wastes 
are yet to be eliminated in both large business and those 
doing a smaller volume. Large merchants need to 
bolster up the weak spots and the smaller merchants 
need to strengthen all along the line. Not all big stores 
are perfectly managed but as a rule the large stores 
show a higher degree of management than the smaller 
ones. Facts developed by the bureau make it evident 
that the small merchant has a chance to win out in 
competition against the big store and also against the 
chain store. 

“The small merchant can keep his eye on the whole 
business at once. As a usual thing his overhead is lower 
than that of the big merchant and although he may 
have to pay a slightly higher price for his merchandise 
the difference is easily overcome by lower overhead if 


’ careful and economical methods are used in manage- 


ment.” 

H. A. Rosenbach, chairman of the by-laws committee 
presented his report and in each instance changes 
recommended were adopted by the convention. In the 
opinion of the by-laws committee, the association has 
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JOHN SLATER 
of New York 
Newly-elected President of the N.S. R. A. 
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too many secretaries. There is a secretary-treasurer, 
a field secretary and a secretary-commissioner. It was 
pointed out that the latter term was a misnomer and 
the convention voted that hereafter the gentleman 
holding that position be known as the association 
manager. 

The second change recommended was the elimination 
of the term “‘firm”’ as it applies to membership. Here- 
after there will be two classes of membership—one 
being members and the other being associate members. 
- There has been some confusion relative to who is and 
who is not eligible to hold office in the national asso- 
ciation. To clarify that situation the present clause 
was stricken out and the following clause inserted under 
article E, section C: 

“No one shall hold office in this association except 
one who is regularly registered as a member and who 
is regularly paying dues according to his classification.” 


President Given More Power 


Another important change was made in the by-laws. 
Heretofore each vice-president, by virtue of his office, 
automatically became chairman of a certain standing 
committee. In several instances, this arrangement has 
proven a handicap, particularly because of geographic 
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location. Under the provision of the new by-law the 
hands of the president are free and he will appoint the 
chairman of each of the important committees. 


Duties of Executive Committee Defined 


The last and one of the most important changes 
more clearly defines the duties of the executive com- 
mittee which heretofore have been uncertain. The new 
by-law provides that an executive committee shall be 
appointed by the president. The committee shall con- 
sist of five members and, in addition to the five, the 
president and secretary-treasurer shall be members 
ex-officio. The executive committee shall meet at the 
call of the president or its chairman. Its acts shall be 
final and it shall be responsible to the board of directors. 
It is to function particularly in cases where the presi- 
dent deems it inadvisable to call a meeting of the entire 
board. In the absence of a full meeting of the board of 
directors the executive committee may take final action 
on any association matter so long as that action does 
not conflict with the constitution and the best interests 
of the association. There must be at least four members 
of the committee present to constitute a quorum and of 
the four, at least three must be other than the president 
or secretary-treasurer. 


Style Talk Features Open Forum 
Meeting Tuesday Morning 


At the Tuesday morning session, it was again de- 
monstrated that the shoe merchants of the United 
States are solid on open forum discussions as the most 
ready means of getting intelligent answers to their 
merchandising problems. 

What is the style? What will sell at a profit? Where 
can I get it and how soon can I get delivery? These 
were the questions that were on the minds of tke 
merchants attending the convention. 

In opening the session, A. H. Geuting, chairman of 
the meeting, made a few preliminary remarks in which 
he took up, first, the proposed bill before the senate of 
Senator Watson, providing for the stamping of the 
cost on all merchandise. 

“There is,” he said, “a feeling among the general 
public that the distance between the manufacturer and 
through the retailer to the final consumer ought to be 
reduced. 

“The joint agricultural commission in their recent 





report practically said to the merchants, ‘We know you 
are not profiteerirg but it is true nevertheless that there 
is a great difference between manufacturing costs and 
retail distribution prices and we want to reduce this ii 
we can’ and it seems to me that, through our association 
we ought to do all that we can to study that problem 
and see whether we cannot narrow the gross margin 
and at the same time make money.” 


A Problem to Be Solved 


The chairman pointed out that this is the big problem 
betore the world today that is occupying the time of all 
economists and the problem that is the cause of all the 
discussion about regulatory legislation. Chairman 
Geuting said: 

“When you get a letter from headquarters and we 
ask you for a report or ask you to bombard Congress, 
comply with the request. If this bill comes up we will 

(Continued on page 64) 
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Resolutions Adopted at N.S. R. A. Meeting 


Report Submitted by C. E. Williams, 
Chairman of Resolutions Committee 


Shoe and Leather Prices 


Whereas, careful survey of the leather and materials 
market and direct investigation with the representa- 
tive manufacturers producing the various grades of 
footwear consumed by the American public, covering 
every important shoe manufacturing center, seems to 
establish the fact that prices for leather and materials 
have been stabilized, whereby fluctuations either up or 
down will be of such small extent as not to materially 
disturb the present selling prices now established, 


Therefore, be it resolved, that it is imperative for the 
welfare of all branches of the shoe industry and the 
buying public that the members of the National Shoe 
Retailers’ Association, and all retail shoe merchants 
place their orders for staple merchandise sufficiently in 
advance of each season to enable the manufacturers to 
produce the necessary shoes to supply the country’s 
needs at the lowest economic cost through their ability 
to place their raw material needs without interfering 
with the law of supply and demand, through the plac- 
ing of tremendous orders at a date too close to the ex- 
pectant date of delivery. Compliance with this reso- 
lution on the part of our membership and all shoe mer- 
chants will enable them to supply the average man or 
woman with satisfactory footwear at from five to ten 
dollars per pair. Within this range of prices the greater 
majority of shoes may be supplied to the public, para- 
mount in the world for good looks, good fitting, and 


good service. Shoes purchased above the maximum 


price quoted represent either luxury or extreme style 
footwear, for which the loss to the merchant handling 
must be compensated when they cease to be in 
demand. 


By any standard of value shoes are the least expensive 
article of dress and the most important. 


* * * * 


Government Regulations 


Be it resolved that the N.S. R. A. is unalterably op- 
posed to all governmental interference with business 
through regulatory legislation based on the fallacious 
theory that by government and paternal regulation the 
law of supply and demand can be made to perform its 
function in opposition to its natural flow, as it has 
been conclusively proven by the experience of the ages 
that wherever competition is found without the re- 
straining influence of collusion and monopoly, profiteer- 
ing not only did not, but could not, exist. We recall 
Abraham Lincoln’s simple definition that “govern- 
ment is instituted to do those things for us, as we, in 
our individual capacity, cannot do for ourselves, or as 
well.” 


The government should see that there is no such thing 
as collusion and monopoly; that there is no restraint of 
trade; and the road of commerce is left wide open for 
competition. When a government accomplishes this, 


the race for the public favor becomes so intense that 
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only the fittest survive, and thus people are served by 
the very essence of ability that it brings forth. 


We advocate more efficiency in government—na- 
tional, state and city—and call for the speedy liquida- 
tion of unnecessary bureaus built up through the 
exigencies of war which tend to maintain and extend 
a wartime rate of taxation. 


We commend President Harding’s policy of “‘More 
business in Government and less Government in busi- 
ness,’ which is being so ably carried out by that great 
step forward in governmental economy through the 
installation of the National Budget System, and we 
strongly recommend to our respective state legislatures 
and municipal governments similar adoption of this 
example of economy and efficiency set by our National 


Government. 


Merchants and Manufacturers’ Relations 


Resolved, that the N. S. R. A. take a decided stand 
against the practice of manufacturers taking orders for 
delivery for specific dates when they know at the time 
the order is placed that delivery will be delayed, to the 
loss and annoyance of the retail merchant who placed 
his order in good faith. 


Be it further resolved, the N.S. R. A. will condemn 
on the part of its members the promiscuous canceling 
of orders, placed and accepted in good faith, returning 
merchandise without justifiable cause, or the making of 


unjust claims. 


\ll disagreements between members of the N.S. R. A. 
and members of the N. B. and S. Manufacturers’ Asso- 
ciation, which cannot be settled- by amicable agree- 
ment between the interested parties should be referred 
to the Joint Arbitration Committee of the two asso- 


ciatoins, 
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Field Secretary 


Be it resolved, that we believe good results will be 
obtained from the appointment of a field secretary, 
whose duties it will be to visit all state and local con- 
ventions, and likewise to keep in close touch with all 
local organizations, and as far as possible with individ- 
ual merchants, and thus have a more direct point of 
contact between the National and all affiliated organi- 
zations and individuals, thereby promoting the growth 
and prosperity of the N.S. R. A. by increasing its mem- 
bership, and likewise be of greater service to the indi- 
vidual retail dealer and the entire retail shoe industry. 


Financial Report 


Be it resolved, that a detailed and complete financial 
report for the present fiscal year and each year to fol- 
low should be prepared by the national treasurer and 
presented in typed and printed form for the considera- 
tion of Directors at their annual meeting, and later be 
published in the monthly bulletin so that all members 
will know from what source our revenue is obtained 
and for what purpose disbursements were made. 


* * * * 
Factory Selling at Retail 


Resolved, that the N.S.R.A. take a decided and 
positive stand against the evil practice of shoe manu- 
facturers and shoe wholesalers selling direct to the 
consumer. This practice in shoe manufacturing 
centers and by jobbers in the larger cities is working a 


great deal of harm to the retail shoe merchants, and we 
recommend that the National Secretary call this to the 


attention of such manufacturers and wholesalers, 
who may resort to this unethical practice with the 
request that they discontinue it. 
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Do Not Depreciate Style Values Too Rapidly 

Resolved, that the Joint Styles Committees of the 
allied industries of shoe and leather be requested to ad- 
vise all members of the industry against the habit of 
unfavorable comments applicable to prevailing styles 
for footwear, as frequently, with a mistaken idea of 


progressiveness, such comments are taken too seriously 


and active styles are prematurely and unnecessarily 
disturbed as to their retail value. General retailing and 
general manufacturing are unquestionably stimulated 
through the element of new things. But propaganda 
tending in any way to weaken the value from a style 
viewpoint of shoes on the retailers’ shelves or in course 
of manufacture is a detriment to the industry as a 


whole. 
* ~ * o 


Manufacturers’ Co-operation 
Be it resolved, that we appreciate the splendid co- 


operation given to this, the Twelfth Annual Exposi- 
tion, by the shoe manufacturers and wholesalers. 


We believe that, through this co-operation, the entire 
industry, through its various branches—manufactur- 
ing, wholesaling, retailing, and service to the buying 
public—has been elevated to its present pinnacle of 
success. 

* * * * 


Congressional Investigation of Retail Prices 


Resolved, that the National Shoe Retailers’ Associa- 
tion in convention assembled spread upon its records, 
and express to the Honorable Sidney Avderson, of Min- 
nesota, Member of Congress, its commendation and 
thanks for the fair, impartial, and searching survey of 
retail prices and profits conducted by him as chairman 
of the Congressional Joint Commission of Agricultural 
Inquiry, which showed conclusively and officially that 
retailer's profit is only a minute fraction of the differ- 
ence between the cost of production and the retail 
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price, and this association urges its members and all 
retailers of shoes to acquaint themselves fully of the 
details of this investigation. 
* * * * 
Restoration of Economic Conditions 

Be it resolved, that the N. S. R. A. in convention 
assembled expresses confidence and reposes hope for 
the success of the efforts now being made by our Presi- 
dent, Warren G. Harding, to assist in the settlement of 
the serious economic conditions of the Nations of Eu- 
rope, to the end that those nations and the United 
States of America may adjust their financial and eco- 
nomic situation in a way that will insure peace and 
prosperity to the world. 

Resolved, that we recognize if we of America are to 
share in fullest measore in the restoration of prosper- 
ity, we must give cognizance to the importance of de- 
veloping markets abroad for our agricultural and 
manufacturing industries, upon which the general wel- 
fare of our people is largely dependent. 

Resolved, that we assure the President of the good 
will and support of this association in his efforts to as- 
sist in the settlement of these and other great questions 
which affect the welfare of our people, and pledge him 
our support in any way possible to attain this purpose. 

* * * * 
Code of Business Ethics 

Be it resolved, that, due to the growth of the N. S. 
R. A. trom a small and comparatively unknown organi- 
zation outside the trade, to what is conceded to be the 
largest in point of numbers and the most influential 
nationally of any ot the craft associations, numbering 
among its membership shoe merchants from every 
State in the Union, that it has arrived at that point in 
its career where a code of business ethics exemplifying 
its high purpose and for the guidance of its members 
should be adopted. 
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So This Is the Convention! 


Hotel lobbies are roaring with footwear 
language. Salesmen, manufacturers, re- 
tailers all have answered the call. The city is 
bubbling over with the go-getters of shoedom. 


Down at the Coliseum the traffic game thick- 
ens. Shoe men roll out of every taxi. Street 
cars empty at this point. A voice with the 
strength of a fog horn bellows: 


R ittctet shoe merchants throng the streets. 


“Get cha registration badge.” 


Your badge on your coat lapel, you are con- 
scious of your chest expansion. Head up and 
quick step, you approach the convention hall. 

What’s this? 

The Harvard Bureau. What a staff to answer 
questions! And confidential. Their mouths are 
tighter than the proverbial bark on the hickory 
tree. Snug private booths for personal inter- 
views line one side of the wall. Business-like 
desks manned by Harvard experts, fine fellows 
these. And how easily they unravel your prob- 
lems. Not in a mysterious manner. Simple, 
forceful—in an understandable way. You leave 
this exhibit saying ‘I want more of that stuff.” 


You lose yourself in the melange of shoe styles. 
You stop to ask the price. High-powered sales- 
men greet you. “Just looking,”” you opine. 
“Feast your eyes,” is the courteous retort. 
More shoes. Beautiful, too. 


Suddenly you discover you're not in the big 
convention hall. This way leads to the main at- 
traction. 

What a sight! 


The home of many a political battle now a 
veritable sunset of gold and sand color. Every- 
thing above is gold, easy to look at. Imagine 
fifteen thousand yards of gold bunting overhead. 


You brave one of the aisles. Here’s the St. 
Louis group. Oodles of manufacturers. More 
retailers. Looks like a profitable year in 1923. 
Every booth the same. Splendid thought. 
You’re here to buy shoes, not decorations. One 


style prettier than the other. Prices are good. 
More notes on some good numbers. Salesmen 
are congenial chaps. 


What do you think of that? They're knitting 
hosiery in that booth. Crowds watching the 
darting needles fashion a pair of stockings. 


Brooklyn group right here. Beautiful shoes. 
Fascinating patterns. Straight ahead, the Chi- 
cago group. A fine convention that. The band 
makes you step. Styles are rather definite. 


The crowds are milling in this aisle. Well, if 
it isn’t New England. Trail blazers, these men. 
What delightful styles. Sometimes you wish you 
were a woman. 


Philadelphia. is located at this spot. The one 
sad note of the convention—booth closed due to 
the death of an officer of the company. 


These men’s shoes hold your attention. The 
best ever to look at. And brave in style, to say 
the least. More aisles. More shoes. More 
everything. 

What’s all the excitement? Everyone cranes 
his neck. It’s the style revue. You regret 
the oversight. A front row seat sure would be 
fascinating. You crash the steps to the balcony. 
There’s the runway. The wistaria theme of dec- 
oration is delightful. No chance for a seat. 
You promise to be early for the next perform- 
ance. Here come the models. Height is a big 
asset here. Wish people would stand still. What 
handsome girls. Such shoes. The best revue 
ever attempted. 

Boom! Bang! 

No explosion—just a flashlight. Loud ap- 
plause for the little tots who carry off all honors. 
“Cute” crudely expresses their sweetness. One 
little dumpling winks at you. 

More entertainment. More models. 

There’s much to think about. Tomorrow’s a 
big day. The crowds are waning. You start for 
the hotel. . 

So this is the convention! 
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E. D. GILDERSLEEVE 
Made Chaplain Emeritus of the N.S. R. A. 


Open Forum Tuesday Morning 
(Continued from page 58) 

probably need to send a committee to Washington and 
lay facts betore Congress and we must depend on you 
to supply the facts. One of the greatest wastes is the 
fact that we are doing a business of approximately two 
billions of dollars at retail in the United States and it is 
taking almost a billion of dollars to carry the stock for 
that amount of business. 


Carrying Costs Too High 

“We ought to be able, with intelligent buying, to 
reduce that investment to about half a billion. If this 
were done, it would be a great saving in capital invested 
and would work a greater saving from the fact that 
you would not have such heavy markdowns. 

“In referring to styles, the great trouble is that, for 
instance, when colonials come in style there are re- 
tailers around the country that could afford to carry 
one colonial but they buy six. If you think colonials 
are good, buy one pattern that you think is the best 
looking but buy it in different leathers. Stand by your 
guns and sell your colonials. 


Don’t Buy Every Strap in Sight 


“If straps are in style, adopt one or two nice straps. 
Stick to them and sell them and never mind whether 








G. M. SPANGLER 


Former Secretary-Commissioner, now Association 
Manager 


the other fellow has something different or not. Say 
to yourself, “This is mine. I have bought it: I believe 
in it. It is good style’ and sell it.” 

At this point, a motion was passed to send a telegram 
to Harry C. McLaughlin, chairman of the National 
Style Committee, who was sick at his home in Cin- 
cinnati and unable to attend the meeting. 


" How a Style Report Is Built 


In the absence of Mr. McLaughlin, M. A. Weiss, 
chairman of the women’s style committee, took the 
floor. Mr. Weiss explained that in getting out the 
N.S.R.A. styles report, statistics were compiled from 
opinions of manufacturers, merchants, tanners and 
traveling men and that even the textile color card 
asociation, as well as the importers and dealers in dress 
fabrics were taken into counsel. From all the infor- 
mation thus gained the style reports were formulated. 

The first question: “What patterns ought we to buy 
in flapper shoes?” was put by Mr. Tuffley of Houston, 
Texas. Mr. Yoskin of Philadelphia answered: 

“Play the twelve eight wood heel again with plenty 
of cut out on the side—either the one button, two- 
button or buckle pattern. Change the pattern from 
the way you had it last year. As to materials, patent 
leather with ooze trimmings and vice versa; black 
satin with black trimming would be very good and 
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beige with russia trimming—three and a quarter inch 
vamp.” 
Are Women Tired of Buckles? 
Mr. W. H. Dergman: “Do you think 
the trade is tired of buckles?”’? Answer: 
“They have just started.” 


In response to a question from the floor, Mr. Weiss 
suggested that the ratio between straps and tongues 
should be 75 per cent against 25. It seemed to be the 
consensus of opinion that pattern pumps would 
largely replace big tongue Colonials. Frank B. King 
suggested that all styles—oxfords, straps, pumps, 
colonials and pattern pumps—were good, if they had 
graceful lines and were used for the occasion for which 
they were intended. 


“Buy Your Shoes Right” 


A. B. Caspari, Milwaukee, suggested that the 
National Association take up the slogan of the Wis- 
consin association: “Buy Your Shoes Right,” put it 
across by co-operative advertising and individual firm 
advertising and thus make good a lot of styles that 
would otherwise go dead. 

“Be frank and honest with the customer,” he said. 
“Sell shoes for occasions and through suggestion sell 
many extra pairs.” 


What About Whites! 


Mr. Nay of Wheeling, W. Va. suggested a discussion 
on white shoes. He was in doubt as to whether the 
much dolled up sport styles would cut in on the sale ot 
whites. The discussion, led by Al Katchinski and 
others, developed the fact that most merchants last 
year bought a superabundance of plain white kid ox- 
fords and many of them have been carried over. In 
such cases, it wes advised that plain white in strap 
effects be bought and the line be sweetened up with 
sport types of straps and oxfords of white fabric trim- 
med with black and a few trimmed with colors. 


It was the consensus of opinion that 
plain white would sell about ten to one 
against white with colored trimming. 


C, Ludebuehl, Pittsburgh, asked about the popu- 
larity of universal sandals. Last year he bought them 
in a limited way and found them good sellers. It 
developed that many of the merchants present had 
bought this type of footwear from one factory or 
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another and each one who had it last year anticipated 
buying it over again. E 

Mr. Appledorn of Kalamazoo wanted to know the 
two best styles to buy in patent leather, turned soles. 
Mr. Yoskins suggested a one-strap with box wood 
heel and pattern pump with 14 or 15-8 heel. In reply 
to a question from Al Katchinski as to what per- 
centage of patents against satins should be bought in 


Cc. E. WILLIAMS 


He acted as Open Forum Chairman and head of 
the Resolutions Committee 


these two types the opinion seemed to be that patents 
were slipping and satins were a much safer bet. 


Crepe Rubber Soles for Flappers 


Chairman Geuting suggested that these two pat- 
terns were good across the board—suedes, Russia, 
patents, satins and white. Will Geuting asked for an 
expression as to the new innovation of crepe rubber 
soles. I. B. Howe of Boston said he believed the girl 
we called the flapper last year will wear athletic shoes 
with crepe rubber soles. He is now selling this type of 
shoe to college girls and the class of girls who dress like 
college girls. He is now selling them in black and tan 
calf oxfords and has them ordered in straps and ox- 
fords in black and tan and in gray. He recommended 
shoes of all one color and not two tones in this type of 
shoe. Mr. Howe said he was buying them with soles 
not stitched clear through and was particular that they 
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should be made with a fairly heavy slip sole of soft 
leather. ° 
What Sizes to Buy 

Chas. E. Williams, as acting chairman, introduced 
Jesse Alder of New York. In commenting on Mr. Tay- 
lor’s paper, Mr. Adler said: 

“T think every shoe retailer should read the paper 
carefully and not only follow the style talk, but also 
follow the system of sizes so that in the future they will 
not have an accumulation of narrow widths, small 
sizes or too many large sizes. If you need a small 
amount, buy middle sizes; then you’re always safe. 
You always sell out the middle sizes and get stuck on 
the end sizes and extreme narrow widths.” 

Mr. Deutsch asked: 

“What sizes would you advise me to buy in middle 
sizes?” 

Answer—‘From seven to nine with a sprinkling of 
sixes and tens.” 

In response to a question from the floor as to how 
many men had bought men’s shoes with crepe rubber 
soles, five men held up their hands. Mr. Adler, who 
operates 14 stores, said he had bought about 60 pairs 
and in his opinion, this type of shoe will not go over big. 
Regarding summer oxfords, it is his opinion, said Mr. 
Adler, that they are going to be very big. “We 
all know that,” he said. “I also think Scotch grain 
brogues will go all through the summer as they have 
during the winter season.” 

Mr. Cohn asked what is the best of the ordinary 
rubber soles that have been used heretofore for golf 
shoes, and the answer was that either the washboard 
or the little peg rubber sole are good. 

Mr. Mandel, Los Angeles—‘““Would you buy any 
sports in black and white or brown and white in men’s?” 


Few Color Combinations for Men 


Mr. Adler—‘‘I’d be very lukewarm on any color 
combinations in men’s shoes for next season.” 

Mr. Ulson, Atlanta asked how about a plain toe with 
trouser creasing. 

Mr. Adler—‘‘It seems as if they’re coming stronger 
than ever. They have been selling freely throughout 
the country. They've been selling strong in New York. 
I would judge my locality, go to them lightly and re- 
order them if they indicate a big sale.” 


Creased Vamps for Male Flappers 


Chairman Williams—‘‘What type of men will wear 
the trouser crease shoe?”’ 





Mr. Adler—*The running mate of the flapper girl.” 

Question from the floor—‘‘Tony red was in and 
went out and is coming back, they say. What about 
it?”’ 

Mr. Adler—‘“Tony red and Tony brown are the two 
strongest colors in men’s shoes. We are coming to 
number four and number three later. The higher the 
grade, the lighter the color.” 

Mr. Munroe, Buffalo—‘What is the one best last 
for men’s shoes for spring?”’ 


Good Lasts for Men’s Shoes 


Mr. Adler—‘“The summer brogue and French have 
about an even break.” 

“Is there much difference in the width of toes of 
these two shoes?” 

Mr. Adler—‘There’s a slight difference, the brogue 
is a little fuller than the semi-French.” 

Mr. Bergmann—‘‘What colors?” 

Mr. Adler—‘‘Men’s shoes, in general, about 50 to 60 
per cent tan and 20 per cent black and 10 per cent vici, 
including black and tan and 10 per cent patent leather.” 

Mr. Deutsch—“‘I want to.ask in reference to fitting 
the French last and the brogue to the same customer, 
how would you go about in size measure?” 


How to Fit the French Last 


Mr. Adler—‘‘Fit the French last half a size longer 
and a width narrower.” 

Mr. Ludebuehl—‘’To what extent is close stitching 
on men’s oxfords for this season stronger than perfora- 
tions?” 

“You can’t eliminate a perforated tip on all shoes, 
but stitchings are by far the strongest. No perforations 
in the front of the tip whatsoever. Each man should 
study his own locality—what men are wearing, what 
they’re asking for and what you feel they’re going to 
desire. The same rule doesn’t hold good all over the 
country, but in 90 per cent of the cases it does hold.” 

“Taking the country over, what will be the per- 
centage of boots to oxfords?” 


Eighty Percent Oxfords 


Mr. Adler—‘“Twenty per cent high shoes, 80 per cent 
oxfords. A man must consider his own locality.” 

A discussion as to proportions of black and color 
brought out the fact that in college towns there is an 
increasing demand for black oxfords. 

Mr. Appledorn, Kalamazoo—‘‘What about 
future of rubber heels?” 
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Mr. AdJer—“I would recommend rubber heels on 
everything but brogues and then rubber heels even on 
some brogues.”” 


Plain Leathers to Be Stronger. 


Discussion on leather followed in which it was 
brought out that Scotch grain looked good to the big 
city dealers in the East in a limited way, but that plain 
leathers would be much stronger than the grain and 
boarded leathers. 

Mr. Nay, Wheeling—‘“‘Are rolled edges and gable- 
edged soles continuing to be good?”’ 

Mr. Adler—‘‘They are still good.” 

Chairman Williams—‘‘Have you one good thought to 
advance to these men for the coming year?” 





Don’t Buy Too Wide a Style Range 


Mr. Adler—‘‘Buy safe sizes, the best selling styles in 
your estimation and not too wide a range of style. By 
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the way, you must have one or two shoes that will put 
it over so that you will be known as a style store, but 
do not buy every style you look at.” 

Mr. Barton, Buffalo—“‘What percentage of gross 
profit applies to eight, nine and ten dollar shoes with a 
fair turnover?” 

Mr. Adler—“‘I never call profit the money between 
what a shoe cost and what you sell it for, for the cost of a 
shoe is the cost of doing business added to the cost of 
the shoe. I would advise you not to go on too close a 
margin of profit. Make what you must make to cover 
your expenses and something for yourself or else at the 
end of the year all your profit will be in merchandise on 
your shelves. 

In closing the discussion, Chairman Williams said: 

“Don’t kill the styles on which you have used your 
best judgment and bought. They were the best judg- 
ment of the traveling man who sold them to you and of 
his factory. Don’t lose your faith in them before they 
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get into your store. Any style that fits and looks well is 
good.” 

A discussion on juvenile shoes was led by Morris 
Yoskins, chairman of the children’s styles committee. 

Mr. Gibbeon—‘‘What are your best numbers for 
spring in misses’ straps?” 

Mr. Yoskins—“A little instep one strap is going to be 
the best thing. Carry it out in growing girls’ and 
misses’ welts and turns also McKays.” 


Best Selling Juvenile Styles 


In the opinion of Mr. Yoskins, sport effects and 
straps are best with buckles, but in patents are best 
with button fastening. He believes sport oxfords with 
instep saddles and plain toes will be very good. He 
cannot see patent leather oxfords very strong. ' He 
believes regular flapper sandals will be strong in stitch- 





downs. Tans will be much stronger than pearl. In 
closing, Mr. Yoskins said: 

“There is one important thing 1 want to put over. 
We all understand that patents are slipping in women’s, 
but it is not so in children’s, misses’ and girls’. Patent 
is the biggest thing because, as | said before, it will go 
wiih everything.” . 


Consider X-Ray Valuable 


In a discussion on the use of an X-ray machine, Mr. 
Yoskins said the machine is a great help. Mr. Buckley 
of Houston, Texas, said they were using an X-ray 
machine in their children’s department and found it 
exceedingly helpful in convincing mothers that the 
fitting was right. Mr. Geuting said that mothers are 
apt to want shoes fitted too short because they hate to 
see the children growing up and the X-ray machine 
saves many arguments. 


What Styles Are Good for Men? ° 


Report by A. E. Taylor, Chairman of 
the N.S. R.A. Men’s Style Committee 


N interesting and important feature of the Tuesday 

morning session was the men’s style report, by 
A. E. Taylor, chairman of the Men’s Style Committee 
of the N.S. R. A. In part he said: 

“Usually the first thing to be considered in men’s 
styles is the lasts. I would like to continue to recom- 
mend that no radical change in lasts be considered 
at this time. About 70 per cent of the business done 
in young men’s dress shoes is confined to three lasts— 
the French, the brogue, and the English; and we are 
fortunate in having three styles embodying to such a 
remarkable degree style and comfort. In times like this 
I think we should give our patrons what they want. 
We are their logical defenders, although it may seem 
selfish to the last maker. 

“Uncurbed enthusiasm, however, has often led the 
entire trade into trouble, and nothing new should be 
taken on at a guess just to have something new. Heels 
will be mostly 7-8 and 8-8 inches in height and not so 
extreme, as they will be required to go with lighter 
weights of oxfords than may be expected this following 
spring. 

Colors Recommended 

“The live reddish shade in calfskin will continue 
strong, but hardly in the volume heretofore. Golden 
brown and new auburn should be second in demand. 
Light shades in tan will probably increase as the season 





develops, but can hardly be expected to be strong in 
competition with those colors just mentioned, they 
being mostly in the higher grade shoes. Blacks and 
patents will continue, but it seems that they must be 
confined to certain lasts and patterns to obtain a vol- 
ume of the young men’s trade. 

“Brown and tan kid will have as good demand as 
last year. Black kid and kangaroo will have the usual 
small demand. The tanners seem to have sufficient 
time now to develop good leather in new and beautiful 
colors, and I think they should be encouraged along 
that line. 


Patterns Should Be Stylish—Bui Sane 


“The patterns are not over-rushed and merchants 
should give their best efforts to stylish but sane patterns, 
livened by perforations and fine stitching and fully 
worked out by real shoemaking. Plain toed bluchers 
will undoubtedly have a good call in some districts. 

“Il think all agree that we will have very good oxford 
sales, with the average weight being somewhat lighter 
than heretofore—not necessarily in the leather, but 
lighter in appearance, anyhow. 

“Sport shoes will be quite sure to be in demand next 
season, but will be made up in less extreme contrasts, 
and that is something that we should welcome... I think 
we should try to sell the extra pair for appropriate oc- 
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casions. It is safer and more profitable in the long run 
than constantly creating new styles to obtain the extra 


pairs. 
Too Many Styles a Menace 


“It may seem that too tame a program is suggested 
for April, May, and June, but 1 feel that sane, very 
stylish shoes and oxfords can develop with our present 
lasts and good leather and fine shoemaking—something 





A. E. TAYLOR 
Who presented the report on Men’s Styles 


that we are entitled to and have had to a very limited 
degree in the last few years. It may be well at this 
time to consider for a moment the menace of too many 
styles. In this consideration, let’s see if we can arrive 
at some conclusions that are right, something, if possi- 
ble, that will always remain so, for anything that can 
be proven is rght or constant in the consideration of 
styles comes pretty nearly being its foundation. 
“Undoubtedly we will all agree that sizes are more 
essential than styles; that there is a perfect scale of 
sizes for every style: that the ratio the best selling size 
bears to the smallest selling size is as 20 to 1; that the 
smaller the volume of sale, the fewer the stock turn- 
overs are apt to be; that the fewer the stock turnovers, 
the greater the financial waste. By waste ] mean idle 
merchandise, that which ties up capital, accumulates 
the burden of rent, taxes, interest, insurance, deprecia- 
tion; affecting not only the merchant, last maker, 
tanner, the manufacturer, but the entire community. 
Leaving this perfect scale of sizes for each individual 


merchant to figure out for his community, I feel all 
will find it will require from three hundred to six hun- 
dred pairs to properly scale a style. 

“Assuming that the lesser figure is correct, a mer- 
chant selling 10,000 pairs of shoes will experience trou- 
ble in attempting to maintain more than ten styles of 
shoes and secure three turnovers. This, to some, may 
seem impossible, but it is practically correct for every 
merchant that is not filling his stock from the shelves 
of others, or obtaining deliveries far better than the 
average or imperfectly fitting his patrons by carrying 
reduced scales. 

“There are probably none that follows so rigid a 
style program. Competition generally has forced the 
expansion of style programs at this time beyond the 
point of safety into the wasteful position of having too 
many incompletely sized styles. 

“Another way to bring out these conclusions is to 
review a style program and figure how few lasts, prop- 
erly sized at all times, would, or did, in the case of the 
successful ones, carry 70 per cent of the business, and 
find what percentage that bears to the entire number 
of styles ordered. 


Specializing Makes for Success 

“If the styles, the stock, and the sales bear the 
proper percentage relation one to another, we find an 
ideal set up and, it might be added, a very unusual one 
for today. The wider the difference in hese percen- 
tages, the more apparent the mistakes to the man doing 
the figuring. I am sure that it can be proven that 
stores showing the greatest number of stock turns have 
the most perfect selection of styles, with the correct 
number of styles for the foundation. If this is correct, 
then we have no foundation for styles. But as expo- 
nents of this, may I ask are not the fastest-going mer- 
chants today specializing in order that they may have 
correct sizes, correct styles in correct numbers to there- 
by obtain the greatest number of turnovers, eliminate 
the waste and give real competition. I feel this is so, 
whether they are Piggly Wiggly groceries or specializ- 
ing in men’s shoes, or concentrating in extreme styles 
for women. 

“Let nothing said thus far be construed as meaning 
that we should not foster style, for there are those who 
can buy many styles profitably. Caution is recom- 
mended to those who are buying now more styles than 
their volume will warrant and, by buying unwisely, are 
developing in their business a wastefulness that must 
result in discouraging reaction in times to come.” 
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The Ideal Business Man 


By Judge Marvin H. Brown 
Tuesday Aflernoon Session 


AS the first speaker of the afternoon, John Slater, 
acting chairman, introduced Judge Marvin H. 
Brown of Fort Worth, Texas, who took as his topic 
“The Ideal Business Man.” Judge Brown said in 
part: 

“The ideal business man must have certain traits 
and characteristics. I want him to have vision that can 
look: out. yonder and beyond today, that will, enable 
him.to use rightly the means he has toward the end he 
seeks. I want him to be unselfish and not be self-satis- 
fied. I want him to be one who does not jump at con- 
clusions. He must be absolutely willing to work. He 
must be cool, calm, and collected, even under the most 
trying circumstances. He must be practical. 


Common Sense a Pearl of Great Price 


“The most uncommon thing on the universe is com- 
mon sense, and that, therefore, is a pearl of great price. 
He must be consistent. 


“He must be a man who never loses 
sight of the main issue—who cannot be 
confused by the mere incidentals and 
incidents that arise, but keeps his eye 
on the original thought all the time. 


“The ideal business man must be a man of absolute 
determination wedded to the thought that he will carry 
to a successful conclusion the thing that he tackles. 
He must be a man of adaptability. He is the man who 
can gracefully and graciously adopt the work of the 
other man and give him credit for it. He must be deep- 
ly concerned by his obligations. He must be honest, 
for there was never a truer thing written than that 
honesty is the best policy. 

“Finally, my ideal business man is one who has taken 
his place among those whose lives have made the 
world better. His motto is: 

“*t Am—I Can—I Ought—I Will.’ 

‘He has come into the full realization of the I Am.”’ 


Open Forum Again on Wednesday 


Wednesday morning’s open forum session was -de- 
voted to the discussion of store management under the 


leadership of Seaton Alexander, Wheeling, W.Va. The 
first. topic was buying. 

Mr. Russell, Bellaire, Ohio—‘If you’re going to buy 
seventy-two pairs of suede, would you divide them into 
eighteen-pair lots or would you buy thirty-six pairs of 
one color and eighteen pairs each of two other colors?” 

Mr. Geuting—‘The first thimg to do is to make out a 
size schedule. If you buy half of them black, one- 
fourth brown, and one-fourth gray, you can have sizes 
onall. Size is the big thing. You can’t sell style. You 
can't sell color. You have got to have sizes.” 


When a Customer Insists on a Short Fit 


Mr. Bergmann—‘What do you do when a customer 
insists on a short fit against your better judgment?” 

Mr. Geuting—“‘If she insists persistently we give it 
to her. We frankly tell her if she wants to cripple her 
feet that is her affair, but we mark the shoe so that if 
she makes a complaint afterward we have the evidence 
to show that we did not O.K. the fit.” 

Mr. Nebe—“If we make a mistake, we take the shoe 
back and fit the customer. We have a card system of 
over ten thousand customers’ sizes and widths. We 
sell many combination lasts—more should be sold 
throughout the country. Mr. Alexander claims the 
distinction of producing the second strictly combination 
last made in the United States. It took a lot of per- 
suasion and argument to get a factory to adopt it, but 
that particular last is being sold.” 

Chairman Alexander—“We are not careful enough 
about fitting. I would rather see a customer walk out 
without a pair of shoes than to have him misfitted.” 


Is Measuring Stick Necessary? 


In a discussion on the use of a measuring stick, sev- 
eral merchants insisted that such a device is not neces- 
sary; that a well-trained merchant should know the 
size, width, and type of shoe needed by looking at the 
foot; while others insisted that a measuring stick was 
the best guide in securing the proper fit. The principal 
talks of the afternoon session were those by Congress- 
man Sidney Anderson and Harry N. Tolles. These 
addresses will appear in an early issue. 
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Let’s All Get Together 
From Address by Irving B. Howe of Boston 


The advisability of merchant and manufacturer get- 
ting closer together was stressed by Irving B. Howe, of 
Boston, in an address Tuesday afternoon. 


“Too often,”’ said Mr. Howe, “‘the manufacturer and 
the shoe salesman do not really give the retail merchant 
credit for his understanding the entire problem of pro- 
duction and distribution. It is time for us to get closer 
together, to understand manufacturing more, to under- 
stand the merchandising from a wholesale point of view, 
and therefore understand our own retail business bet- 
ter. It is a mutual proposition because of the run of 
sizes, changing styles, and because of the time that it 
takes to produce a good shoe. 


As the point of contact with the public, we, the 
merchants, have the most difficult part, perhaps, be- 
cause after all, the public pays the entire expense that 
is put into a shoe. 


The Educational Feature of Conventions 


“There are a great many operations in the factory, a 
great deal of thought and expense entailed in giving 
shoes right representation across the country. There 
is a great deal of professional ability necessary in prop- 
erly fitting and selling shoes. The shoe business de- 
mands a higher and better understanding of itself. 
The purpose of this convention is to bring us all closer 
together, to talk in the same language, to ask ques- 
tions and expect the confidence of the other section of 
the enterprise in their answers. Conventions are edu- 
cational. I believe that they help us to understand 
the allied trade. As retail merchants we should know 
more about a shoe and its construction. 


“T think we should give the traveling salesman all 
the orders we possibly can, as far ahead as possible, to 
help economy in production and regularity in factory 
employment.” 


Turnover 
Address Made by Frank B. King 


“If the retail merchant gets turnover, the traveler 
will get turnover and the factory wil] get turnover. I 
don’t think there is money enough in the world to fi- 
nance the shoe business under present conditions, if we 
went back to the old order of things of placing most of 


Ee 


our business six months ahead, and there aren’t stores 
enough, I know, to hold the shoes that would be on 
the dealers’ hands. 


Know Your Merchandise 


“Let’s all get hold of the shoe business and try and 
work for our industry. The shoe business is my busi- 
ness; it is your business ; it is the firm’s business that I 
represent; and our efforts all along are to work with 
the retail merchant, to work with the manufacturer on 





FRANK B. KING 


Retiring President of the N.S. T. A. 
who addressed the merchants. 


the important things that pertain to the shoe business 
—stock conditions, buying conditions, style conditions, 
turnover conditions—all of these things that are a part 
of our work of selling shoes. I hold that every man 
should know his merchandise. He should know where 
it fits in the shoe world. If a man comes into your 
store with the class of merchandise that is entirely out 
of line with your effort, he doesn’t show that he knows 
his business. 


“Now, all of us have something to learn, and I want 
to carry this message to the national retailers—that 
in every effort this coming year the National Shoe 
Travelers’ Association will put its shoulder to the shoe 
business wheel, and we are going to work with the shoe 
merchant to the best of our ability, for everything that 
is profitable to him in his service to the public.” 
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A. Has Done and 


Hopes to Do 


From Address by the Retiring President 
C. K. CHISHOLM 


—— has been a year of interesting experiences; try- 
ing, yet valuable for the future; in the tests to 
which we have been put. It emphasizes more than ever 
the trite truth of MUTUALITY IN BUSINESS, and 
that we cannot afford to isolate ourselves from asso- 
ciations of this character. It has been a year where the 
final trade adjustments following our World War, have 
been, we hope, completely met. 

We have triumphantly gone through times which, we 


Cc. K. CHISHOLM 


Whose Annual Message to the Convention 
stressed the accomplishments of the 
Association 


believe, will never have to be again faced by the shoe 
and leather industry—a year in which we have con- 
quered pessimism in our field of endeavor, at the same 
time evidencing marked progress for all branches of our 
trade. The work the past twelve months, your President 
feels, has been of a constructive nature, along broad 
gauge, altruistic lines which must bear good fruit in the 
coming days. 


One Big Achievement 


It is conventions like ours that draw together various 
branches of our industry and allied interests to clarify 
problems, cultivate acquaintances and cementify re- 


lationships; again forcibly demonstrating the fact that 
without a united front, nothing can be successsfully or 
permanently accomplished. 

The National Shoe Retailers’ Association has, during 
1922, accomplished one thing which your President and 
officers wish to definitely and firmly call to the attention 
of every shoe retailer and to every one interested in the 
shoe and leather industry of our country—namely, the 
shoe retailer was unfairly, unjustly and maliciously 
charged with being a profiteer—the press believed this, 
our statesmen at Washington believed this, and the 
public seemed also to be under this impression. Yet, we 
knew this charge to be unfair, unfounded and untrue 
and we accepted, in your behalf as our definite work, the 
task of proving this charge to be unfair. 


The Retail Merchant Vindicated 


In conjunction with Congressman Syndey Anderson, 
Chairman of the Joint Commission of Agricultural In- 
quiry, headquarters worked out an acceptable ques- 
tionnaire, and, thanks to the splendid support of hun- 
dreds of you men, active in the retail shoe industry, 
these questionnaires were returned to headquarters with 
facts and figures thus supplied at no little expense, 
covering every state in the union. 

From this data statistical tabulation was made ac- 
cording to Federal Trade Districts and arranged so as 
to show what was the (a) actual cost of doing business; 
(b) turnover; (c) net profits. 

When Washington found how thoroughly organized 
the retail shoe industry was, how well prepared and will- 
ing we were to serve their every request, and noted its 
high character of personnel, they decided to accept our 
figures and we stand today, as the result of these efforts, 
vindicated. 


Now Ready for Any Aliack 
We have definitely established over a period of sever 
years, including the year 1921, that the shoe retailer of 
the United States general average cost of doing business 
is 24.68 per cent, that the average turnover is 1.76 per 
cent, that the net profits is 6.17 per cent. 
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From time to time there may be outbursts endeavor- 
ing to again bring up this charge of profiteering, but 
whenever that occasion shall present itself, we are now 
prepared to meet such a charge with a fund of informa- 
tion definitely approved by Washington itself. 

Sober thought on the part of any retailer, must drive 
home the fact that this work alone marks an accom- 
plishment worthy of all the time and’money that have 
ever been expended in N.S. R. A. work. It is just one 
more satisfactory answer to the question, “What does 
the Association do for Me?” 


Future Dangers to Be Guarded Against 


The future is not yet cleared of the dangers. We 
still recognize a strong movement to control all “es- 
sential business” and just so long as trade evils or mis- 
understandings exist, we need the valuable assistance 
and capable guidance of national organizations in order 
to minimize governmental interference and complica- 
tions. “In a multitude of council there is wisdom.” 

Just so long as there is commercial selfishness, pro- 
paganda, or political scheming, or legislative abuse, 


then government complications and adverse rulings will 
prevail, demanding more than ever the protection and 
counsel of your National Association. 


Sales Taz also Defeated 


We must take up these big, vital issues for both the 
promotion and protection of retailers, thus preventing 
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or lessening legislative misunderstandings and enabling 
us to make investigations along more efficient lines 
through the distribution of such authentic information 
as only a well organized national body can give. 

Permit me to refer to still another benefit to members. 
During this same session of Congress, there was a serious 
attempt to establish a definite tax on the volume of 
business, with a minimum fee of $25 against every re- 
tail shoe store in this country. Again, thanks to the 
fact that we stand a well organized body, this proposed 
tax on retail shoe stores has been definitely defeated,and 
you retail shoe store men have each been saved a 
minimum of $25 a year. We consider this as a direct 
saving to you, made solely and wholly by your own 
organization, the N.S. R. A. 


The Fight on the Hide Tariff 


One of the very aggressive campaigns carried “to 
genuine success during the year by the allied shoe in- 
terests was the defeat of the proposed tariff on hides. 
Through the timely, able support of the N.S. R. A. 
your organization jumped into the breach, with the fa- 
cilities of our headquarters and our national influences, a 
veritable barrage of letters, telegrams, etc., at the psy- 
chological moment had the desired effect. Again, co- 
operative effort, and alliance of interest, teamwork de- 
monstrated its virtues! Hides now stand on the free 
list. 


The Harvard Bureau of Business Research—the greatest educational feature of the Convention 
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Altention C ‘alled lo Color Cards 


This seems to be the time when colors are coming 
into their own. Our retail shoe fraternity must have 
acceptable information as to colors, thus eliminating as 
far as practical any possible losses and mark-downs 
through wrong selections. Our semi-annual official 
color cards are now issued through joint co-operation, 
not only of the various branches of our own shoe and 
leather industry, but also of the hosiery interests and 
the women’s wear manufacturers. This method of pro- 
cedure develops those colors which are for the period 
accepted by all concerned. The value of this service 
is not to be underestimated. 

Again, during the year 1922 great attention has been 
paid also to the method of procedure in handling style- 
recommendations for shoe retailers. It has been our 
aim to take this out of the indefinite method and to 
formulate a plan which will finally bring to every re- 
tailer, at least four times a year, a recommendation not 
as to what he should buy but a recommendation which 
the leaders in our retail shoe industry feel will be the 
liveliest sellers for the period under consideration. 


How Style Reports Are Built 


We have worked our plan whereby a great deal of 
thought is given to the preparation of this service and 
whereby participation in these helpful suggestions is 
had from tanner, manufacturer and shoe salesmen. 
These, jointly with the N.S. R. A. Style Committee, 
drafted what we honestly believe to be the best recom- 
mendations which is humanly possible for men to make. 

This means safer, saner retailing than ever through 
cleaner stocks and less hazardous style speculation. We 
believe we have all successsfully run the gauntlet of 
difficult problems and uncertain or high markets. 

Our stocks are reduced and we again have a broader 
and clearer view to go right ahead and safely buy for 
the future in present markets. We can now proceed to 
merchandise our business under more promising aus- 
pices. 

Work of Arbitration Council 

Another phase of the N.S. R. A. accomplishments 
has been the work during the year by our Council of 
Arbitration. This, as you know, is participated in by 
tanner, manufacturer, wholesaler and the N.S. R. A. 
and a system more efficient than ever, with all unneces- 
sary red tape eliminated, has been evolved. 

The present plan is indeed a simple one and to every 
retailer member having a difference with manufacturer, 
wholesaler or tanner is offered the opportunity thereby 
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not only avoiding the expense of attorney’s fees and 
court costs, but also reaching a final decision without 
that sting which so often attaches itself to a lawsuit. 

The many grievances adjusted for a large number of 
our Association members have saved them many times 
the membership fee. The proud record of this Council 
of Adjustment is its own splendid standing reward of 
merit. 

About Mutual Insurance 


Let your President also emphasis at this time, the 
many constructive possibilities for the future and the 
past activities of the mutual insurance privileges. The 
co-operative affiliation and the exclusive advantages 
that made it possible for shoe dealer members through- 
out the country to obtain the safest and most depend- 
able kind of insurance at a saving of at least 25 per cent. 
For these efforts our insurance organization deserves and 
is here and now given great credit. 


The Retail Assistance Service 


The more we observe and study retailing activities, 
the more we are convinced that the slow progress of 
many retailers is due to the personal blindness of the 
true condition of their own affairs or their inability 
properly to figure profits. Too much emphasis cannot 
be placed right now on the importance and wisdom of 
possessing sufficient accurate information on dealer 
problems and conditions, such as (1) a more intelligent, 
specific recognition of overhead expense items; (2) a 
knowledge of the true cost of doing business; (3) the 
actual turnovers by separate units or departments in- 
stead of in its entirety; (4) constructive salesmanship; 
(5) the mark-downs; (6) more successful buying, all 
with a .view of the proper net profit. The study of 
merchandising, buying and selling along scientific lines 
with a view of standardizing lines carried, less walk-outs 
and more sales—less styles and more sizes—less mark- 
downs and more sure net profits. 

With this great need in view your Association has 
gone to no little effort and expense in again securing 
the services of the famous Harvard Bureau, who are 
now here at this convention with a splendid working 
corps of drilled experts in retailing, accounting, etc. 
Whatever your problems along these lines may be, 
they can be taken there in strict confidence and a 
correct answer given. 


Membership Is Growing 


I am glad to state that within just the past six weeks 
125 now members in the city of Chicago alone have 
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been procured here in the most difficult field of all, due 
to the large city lack of contact, with its indifference 
and distances. This promises well for the membership 
possibilities elsewhere where the spirit of civic loyalty 
and commercial cooperation are more realized, pro- 
nounced and evident. 

During the year you will note that our headquarters 
have ‘been moved from Philadelphia to Chicago. 
Every shoe dealer from whatever state will appreciate 
that the moving of our center of activities to this 
pivotal point effects an easier and more practical 
method of getting information and assistance through 
your National Secretary to and from our entire~mem- 
bership with the least possible delay. 


A Boost for “National Footwear” 


Our official organ, “National Footwear.” Here is 
your and our mouthpiece. This can be made a potent 
power for good along the lines of not only convention 
and association activities, but with a view of making 
this monthly paper more of a comprehensive and 
helpful publication which we hope to gradually ac- 
complish in the early future. It is not the idea of the 
Associe tion to make “‘National Footwear” merely a 
hastily published monthly bulletin as in the past. Its 
present departments and features commend them- 
selves to your consideration. 

We want to make “National Footwear’ a strong 
connecting link because we realize that there seems to 
be a growing need for education along retailing and 
association lines. Our paper, your paper, should give 
it a “survival value,” stimulating confidence and 
broadcasting real retailing and association doings. 


Where they registered—many thousands strong. 
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Grouping of States Suggested 


Now permit me to file the following suggestion for 
your consideration. In practically every large city we 
witness today, plus the recognized Chamber of Com- 
merce or Retailers’ Association, a scattering of efforts, 
a dividing of interest, through clubs of every name 
until there is a belief we are “clubbed to death”’, so to 
speak. The comparatively small attendance that has 
characterized many state conventions does not seem 
commensurate with the time and labor expended nor 
sufficiently auspicious in business prospects to justify 
the burdens imposed on all concerned at each and 
every annual convention. 

It seems to me that the grouping of states would 
prove its efficacy both in spirit and results, such as 
for instance, the Coast States Convention, or the 
Tri-State, the Southern Group, the New England 
Association, the Middle States, and the, Northern 
States Association. Would it not be far better to have 
six or seven well attended successful gatherings than 
fifteen, twenty or twenty-five ordinary affairs? Would 
not the former be more conducive to increased benefits 
with less labor? 

Your President also wishes to report that the time is 
now ripe to announce the need and usefulness of a 
Field Secretary to permanently and practically link up 
our present pleasant relationship with all members. 
We must have a man of personality and broad business 
experience. It does not require any great breadth of 


vision to admit that such a man, thoroughly versed in 
organization and association matters in various trades, 
a retail and advertising expert, one who knows the 
shoe business, and shoe men, ope whom we can meet 
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with confidence and respect is certain to prove a very 
valuable acquisition to N.S.R.A. members. 


And in Years to Come 


The coming months may be pregnant with possibili- 
ties for woe or for weal through their respective sources 
or channels. The National Association, strong in 
membership, steadfast in purpose, should stand ready 
and able to respectively meet or greet any and all 
emergencies or opportunities as they present themselves 
for the good of all and all for the good of each. 

An organization for cooperation and defense against 
the evil and for the provision for the good, a member- 
ship that stands for expansion, protection and harmony, 
a membership of virility, loyalty, and power, to fight 
with might for what is right! 


A detail of the ranway—a model hesitates long enough for a picture. 


A Deluge of Special Trains 
Chicago, Jan. 9—Special trains from all over the 


North, and South, and far-off Canada were represented 
in arrivals. 

St. Louis brought one of the largest delegations, hav- 
ing a special train of fourteen coaches carrying two 
hundred and fifty shoe men. 

New York was another shoe center to be represented 
with a huge delegation, traveling to the Mecca of shoe 
styles on a special train. Other large groups came in 
special cars attached to regular trains. 

Texas delegates filled one car that was attached to 
the regular train, it being impossible to carry this car 
on the big St. Louis train. 

New England swelled the list of delegates by empty- 

ing fourteen coaches into the great metropolis of the 
Middle West. 
k Frank P. Meyer, chairman of the membership com- 
mittee, sounded a keynote when he called daily meet- 
ings of his committee. Members of the committee in- 
cluded the presidents of the state associations. The 
advisory committee acted as contact committee 
where all valuable suggestions could be digested. 

This proved valuable to the various heads of the 
state associations who. wanted solved problems affect- 
ing the work of the state organizations. 

Membership was the principal topic stressed at these 
daily luncheon meetings and state presidents were 
urged to strengthen membership in the National 
Association. 

One of the most unusual exhibits at the convention 
was that of the shoe and leather division of the Depart- 
ment of Commerce. Arthur B. Butman, director of the 
division, was in charge of the booth. Pertinent facts 
relating to the shoe business were arranged in a con- 
structive display placed on the walls of the booth. 
ls, The night style revue was attended for the most part 
by the citizens of Chicago interested in the style tend- 
ency of footwear, thus combining manufacturer, mer- 
chant, and public interest in footwear. 





Advertising Error Corrected 


In the full-page advertisement of the Triangle Shoe 
Company appearing in our December 30th issue five 
shoes were described. In the description of the fourth 
shoe, the gray ooze leather of which the vamp and 
quarter are made was described as color S. This 
should have been color D. 

In the portion of the advertisement devoted to the 


country poured into the Windy City. Thousands of -lasts, the advertisement should have stated that these 


retail shoe merchants eager to gain first-hand knowledge 
of the latest style decree. Delegates from the East, 


shoes were “made on our 90 last’ and “made on our 
new 77 last.” 
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Here’s Another 
Angle on 
That 


‘*EKxtra Pair’ 


Sport has given greater opportunity to shoe stores 
through the sale of both shoes and hosiery for 
special use 
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Make It Worth the Salesman’s While to Sell 
More Than One Per Customer Per Sitting 


United States in 1923 over the figures of °22 

would make a startling rate of progress for the 
shoe industry. It can be done providing the sales 
effort is put in stores and is backed by service and 
publicity of the whole industry. 

The moving picture industry in the coming year 
hopes to increase the gate receipts by 10 per cent by a 
development of better pictures and the maintenance of 
the same scale of prices to the movie fan. 

The automobile makers are looking for their pro- 
portionate increase of business in 1923 and the same 
holds true of every alert industry in the country. 

Shoes for utility alone will not do it because, if people 
bought only the actual shoes they need, the production 
figures would be many million less than they are today. 

We picture on this page a young lady who has 
stepped out of the conventional costunie of women and 


Or: extra pair of shoes sold per person in the 





has found health and enjoyment by a participation in 
outdoor sports. In this sport channel alone, the shoe 
industry can sell many hundreds of thousands more 
pairs of shoes in 1923. 

he big keynote for every store is the emphasis 
which it is going to place upon footwear as an article of 
enjoyment as well as of some utility. On the standard 
of utility alone, the industry will not have its proper 
volume in 1923. Appropriateness to costume and har- 
mony with the garment and the event makes many a 
sale of shoes. 


Increase Men’s Pairage 


Perhaps the biggest opportunity of the industry in 
1923 is in increasing the pairage of shoes to men. Many 
a masculine customer is wearing a pair of shoes that is 


.one or two-years old. This customer is available for 
. Sales conviction on the part of an intelligent salesman 
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who will not let the customer leave the store without 
two pairs of shoes, if the customer appears to have the 
price. The second pair of shoes sold at the same fitting 
is decidedly more economical in overhead, in time of 
service and in every detail of store management. 


What Is the Second Sale Worth 


There have been shoe stores that have allowed the 
customer $1.00 off for the second pair of shoes bought 
at the same fitting. These stores have found that by 
selling two pair they could afford to do this. Other 
stores give to salesmen, an extra bonus for the number 
of second sales they make per month. The size of this 
allowance increases with the number of pairs sold per 
person. 

We could cite many examples of smart shoe-store 
selling where a customer coming in for one pair has 
been sold any number from 2 to 21. In some of these 
cases, the customer had no intention whatsoever of 
buying more pairs, and in fact, many of the customers 
had adequate wardrobes of footwear at home making 
additional pairage superfluous. 

A store salesman who can double up a customer’s 
sales slip is an asset to the business, and many a pro- 
motion has been caused by such energetic practice. 





Samuel S. Laird Is Dead 


Founded Laird, Schober § Co. in 1870 


Philadelphia, Pa.—Samuel S. Laird, founder and 
senior member of Laird, Schober & Co., died at his 
residence, 229 Logan Street, January 5. The funeral 
was held January 8, with Rev. Alexander McColl of the 
Second Presbyterian Church officiating. Interment 
took place at West Laurel Hill Cemetery. He is sur- 
vived by six sons and two daughters. 

In the passing of Samuel S. Laird, this city has lost 
one of her foremost citizens, a leader in business, in 
charitable work and in civic promotion. Mr. Laird was 
a native of this city and first saw the light of day here 
on May 3, 1846. Fifty-three years ago he founded the 
high-grade shoe house of Laird, Schober & Co. 

He commenced to build in a very humble way, with 
simply a few boxes in a stable in the downtown section 
of the Quaker City. As his business grew, he occupied 
more pretentious locations, including 19th and Button- 
wood Streets, and at present the large eight-story 
building at 22nd and Market Streets, with a factory 
output of 3000 pairs daily. 

In referring to the founding of his factory, he often 
said: 

“T made it a point not to compete in low prices, but 
always to compete in good quality.” 

Mr. Schober had not been actively engaged in busi- 
ness during the past five years, but he was neverthe- 
less very much interested in its progress. The firm will 
continue business with its organization unchanged. 
The partners are John L. Laird, George S. Laird, J. 


Laird Schober, John C. McKeon and Samuel S. Laird, 
Jr. 





New Method Devised to Make Steel 
Buckles 


New York, Jan. 9.—The French monopoly on the pro- 
duction of cut-steel buckles and other ornaments of cut 
steel is threatened by an American method of producing 
these popular adjuncts to footwear. The new method, 
which is being operated by Henry W. Fishel & Sons, 
jewelry manufacturers, 126-130 West 22d Street, con- 
sists, in brief, of a spot-welding process, by which the 
cut steel points are fastened to the backing of the 
buckle. This process eliminates the rivets which are an 
essential part of the French process, and gives the 
whole buckle a stiffer quality than the French buckle 
possesses. In addition to this the buckle backs, made 
of nickel silver, are polished. 

The steel points are made of stainless steel, which is 
non-rustable, another advantage over the French 
buckle. Because of this quality the name “Nevarust” 
has been applied to the buckle, which is being marketed 
under the general name of “Fishson.” 

The new buckle already has been taken up by 
several of the leading department stores, specialty shops 
and shoe stores in New York City. In addition to shoe 
buckles, the method is being used in the production of 
earrings, bag frames, placques and other items of 


jewelry. 





Dyer’s Formulas Conform to Color Card 


New York, Jan. 8.—Further progress in the co-ordin- 
ation of color work in the footwear trades is noted in the 
issue of ‘““Dyer’s Formulas” by the National Aniline & 
Chemical Company, New York, in which recipes are 
given for the exact dyeing of shades shown on the spring 
color card issued by the Textile Color Card Association 
of the United States, Inc. The formulas cover dyeings 
on cotton, silk and leather. In the latter division two 
groupings are made, one set of recipes covering dyeing 
methods for 100 pounds of chrome tanned leather, and 
another set covering dyeings on 100 square feet of 
vegetable tanned leather. The pamphlet is being 
widely distributed among the hosiery and leather man- 
ufacturing trades. 





Sixth Generation in Providence Firm 


Providence, January 8—George E. Peirce, Jr., who 
for some time has been a member of the salesforce at 
the Thomas F. Peirce & Son shoe store, was admitted to 
partnership on January 1, 1923, under the firm name of 
Thomas F. Peirce & Son. This shoe store is one of the 
oldest in the country. It was established in 1767 by 
Jabez Peirce. George E. Jr. makes the sixth generation 
of Peirce family who have been identified with high 
grade merchandising in the big Rhode Island city. 
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Does It Pay To Stimulate Holiday Sales 
In Hosiery? 


N 7 HETHER or not it pays to stimulate holiday 


trade in hosiery, is the question on which New 

York retail merchants cannot seem to agree in 
spite of the results achieved during the latter part of 
1922. 

The buyer for one of the largest Broadway stores— 
one that does a tremendous hosiery business—declares 
that excessive holiday sales are costly, that in the rush 
and scramble to be served, customers handle the stock 
with less care than at other times, and as a consequence, 
hundreds of pairs are damaged. Some of the imper- 
fections will not be discovered until the customer has 
worn the hosiery, and as they cannot then be exchanged, 
the store has lost good will which it takes long to build 
up. 

The Problem of Exchanges 

Another disadvantage, he says, is the fact that cus- 
tomers often keep holiday hosiery for days, weeks and 
sometimes months before exchanging it for a different 
color or size, or on account of imperfections, and will 
expect to get perfect goods and any size or shade when 
stocks are incomplete and hard to replenish, or when 
prices for one reason or another have gone up. 

Returning goods long after the date of purchase 
seems to be an indoor sport peculiar to the holiday 
shopper. If the everyday purchase isn’t satisfactory, 
the buyer hastens to exchange the article, but at 
holiday time, the recipient of a pair of hose seems to 
take it for granted that a guarantee goes with the 
purchase to exchange any time before the next Christ- 
mas. 


Is Shop Lifting Made Easier? 


There is another reason why over-stimulated holiday 
selling is frowned upon by this department store—it 
attracts the shoplifter at a time when the store is least 
able to protect itself. Vast crowds shield the thief and 
the clerks are kept too busy to prevent deft fingers from 
securing a large amount of booty. 

“Of course,”’ stated this buyer, “we are here to sell 
hosiery and expect to do a huge business, but aside 
from our regular advertising—which is done on a large 
scale—and our weekly features and specials, we are 
doing nothing to foster an unhealthy trade. We are 
letting the holiday business take care of itself. Hosiery 
is the one trade you can be sure of. It is the staple 
last-minute dependable gift. It is the one article of 
wearing apparel that one can’t have too much of, and 
Christmas givers will always rely on it to solve their 
Christmas-gift perplexities.” 

On the other hand, another great Broadway store 
goes right after Christmas business tooth and nail. No 
sooner is vacation time over than they begin fostering 


holiday trade. When monthly statements went out 
October first, a snappy circular, warranted to attract 
attention, went with it. This circular featured a cut of 
a box of hosiery, wrapped and bedecked with holly and 
all ready for Christmas giving. There was nothing left 
for the customer to do but to address the package, and 
even this service would be attended to if the purchasers 
so desired, and would send in their list of names early. 
As the boxes may be filled with any size or any assort- 
ment, chosen carefully, and with a variety of appeal to 
different tastes, the service was a boon to the busy 
shopper who has come to look on Christmas with a 
certain terror. An especially attractive box was fitted 
up for the young debutante, containing one pair of 
evening, afternoon, street, golf, and fancy hose. An- 
other assortment included six pairs of various checks 
and plaids, designed to gladden the heart of any sports- 
woman. 

The pamphlet encouraged early shopping, and as a 
special inducement, orders could be given by number, 
over the telephone, and lo and behold, the ordeal of 
Christmas shopping was over, and customers could 
have their time free to enjoy the real spirit of Christ- 
mas. 

This store has already done a tremendous business 
since the October statements were sent out. Of course, 
it is obvious that this plan would not ke feasible unless 
started early when large assortments are available. 


Doing Business over the Phone 


One of the Fifth Avenue shops—a small one in terms 
of area—has already done a tremendous business over 
the telephone. One saleswoman, gifted with a pleasing, 
persuasive quality in her voice, sits at the telephone all 
day calling customers whose tastes she is familiar with. 
Her conversation runs something like this: 

“Mrs. Orfulrich, we have just got in a new stock—a 
very limited one—of the loveliest things you ever saw 
in hosiery. There are some brown ones. 1 know you 
wear brown so much (this observation is most flatter- 
ing) and | simply couldn’t miss the opportunity of 
calling you up and telling you about it. I never saw 
such attractive clocks. You always buy such attractive 
things and are so particular about quality that | thought 
of you the minute 1 saw them. And we have some lace 
hose for evening that are particularly beautiful.” 

The saleswoman has made a friend of Mrs. Orful- 
rich for life. In the first place, she has to have new 
hosiery and is glad to be reminded. In the second 
place, she is pleased to think her account important 
enough for a personal call of that sort. And, best of all, 
she is flattered to have the saleswoman appreciate her 


good taste. 
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Program of the Convention of the National Boot and 
Shoe Manufacturers’ Association 


To Be Held at the Hotel -Astor 
New York (ity, fanuary 16-17 


Tuesday, 10:00 A.M. 


Presipent’s Appress . . . . . Frank R. Briggs 
Report or Secretary . . . . . J. Dudley Smith 
Report oF TREASURER . . . . . Herbert P. Gleason 


STATEMENT OF CERTIFIED AccouNTANT John R. Garside, Chairman 
Auditing Committee 


Optimism . . . . . . . . . Edward J. Cattell 


European Conpitions as I Founp 
THEM IN RELATIONSHIP TO THE Boot 
AND SHOE INDUSTRY OF THE UNITED 
STATES ........-. OR, P. Hazzard 


Reportor NoMINATING COMMITTEE AND 
E.ection oF Directors . . . . Herbert P. Gleason, Chairman 


LUNCH 
2:70 P.M. 


RaiLroap Conpitions . . . . . L.F. Loree 
IMMIGRATION . . . . . . . . Magnus W. Alexander 
STATEMENT OF SHOE MacuINeRY LEASE 

SETTLEMENT... . . . . Frank Y. Gladney, Chief Coun- 


sel of the Executive Committee of 
the Contract Committee 


FoLtoweD By Discussion . . . . Hovey E. Slayton, Chairman 
and Others 


Open Forum. 
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Wednesday, 10:00 A.M. 


Report AND RECOMMENDATION’ OF 
SpeciAL Bupcet CommiTTEE . . . John R. Garside, Chairman 


How We May He tp Eacu OruHer To 
LessEN Present-Day Trape Dtr- 
FICULTIES ~ «© « « « « « « Frank S. Farnum 


Discussion oF GENERAL CONDITIONS IN 

THE SHOE INDustry . . . . .John G. Holters, Assisted by 
Messrs. A. N. Blake, John A. 
Bush, Henry W. Cook, A. M. 
Creighton, Alfred W. Donovan, 
Herbert T. Drake, Fred L. Emer- 
son, Perley C. Flint, John R. 
Garside, Walter J. Hallahan, 
Harold C. Keith, Frank X. Kelly, 
Herman E. Lewis, W. F. McElroy, 
Raymond P. Morse, Frank Payne, 
Mark Selby, Robert E. Smith, 
A. J. Sweet, Robert Wise. 


LUNCH 
2:70 P.M. 


Constructive’ Co-OPERATION AMONG 
AtLieD Trapes . . . . . . John C. McKeon 


EpucaTion in Business . . . . . Charles H. Jones 


A MEssacE FROM HerBert Hoover. . Wn. A. Deergin 
(Illustrated by Lantern Slides) 


MemoriAL RESOLUTIONS. 


ANNOUNCEMENT OF New OFFICERS FOR 
1923 AS ELecrep ry Boarp or Direc- 
Tors. . ... . . . . . Herbert P. Gleason, Chairman 
Nominating Committee 
Open Forum. 


ADFOURNMENT 


Evening, 7:00 P.M. Reception 
Banquet, 7:45 P.M. Prompt—Grand Ballroom 
Guests :—Hon. Theodore Burton, Dr. S. Parkes Cadman 
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DAVE DAVIS 
Re-elected Treasurer of the N.S, T. A. 


January 13, 1923 


THOMAS A. DELANY 
Re-elected Secretary of the N.S.T. A. 


Travelers Hold Enthusiastic Convention 
Delegates Gather in Chicago Two Days 


‘ Before Merchants 


Arrive for Annual 


N.S. R. A. Meeting and Style Show 


tions and a national membership of three thou- 

sand shoe travelers, some seventy-five delegates 
of the National Shoe Travelers’ Association met Jan- 
uary 5 in the West room of the Hotel Sherman, Chicago, 
for a three-day session, to outline the activities of the 
year in the light of the accomplishments of the past 
year. 

Picture a board of directors, seventy-five strong, 
constant in attendance and alert in attention, with 
every man cognizant of the fact that he serves for his 
local association and has been sent to the convention 
armed with authority and instructed as to policy. 


FR tee tae twenth-five divisional associa- 


Every Delegate on the Job 


There is not an association of all the industries 
affiliated with shoes that can register 100 per cent 
attendance for every hour of the meetings, but per- 
sistence makes the traveling shoe salesman get the 
order as well as accomplish things in convention. If 
you want to sense the speed of the convention consider 
this one fact, that for every motion put there were from 
two to six seconders on their feet at once to the em- 
barrassment of the presiding officer who could acknowl- 
edge but one. 


Board of Governors Met Thursday 


Thursday was given over to the board of governors 
who shaped the outline, reviewed the past year’s work, 
inspected records and studied finances. A day at labor 
executively—a budget committee instructed—and we 
come to Friday morning, prompt at 10. 

Credentials were filed and examined by Joe Kalisky, 
Fred Stanton and Charles Slipser with the interim 


filled in by staccato speeches by Fred W. Stanton, of 
the Southern; “Daddy Earle’ of Philadelphia: C. E. 
Wilson of Indiana: A. L. Chase of Boston; Earl C. 
Logan and Arthur D. Anderson of the Recorder; and 
Ned Ray of The Shoe Relailer—all being utterances in 
the nature of introductions to the bigger subjects of the 
convention. 


The One Hundred Per Cent Traveling Man 


Outstanding in these talks was that 
of Orator Chase who said: 

**My idea of a traveling man is one 
who is public spirited and an upbuilder 
of his home, his town, his country, his 
industry and his organization and 
whose gifts are more than that of mon- 
ey-making and include development 
and progress of his customers, public 
and himself.’’ 


The roster of 22 associations present out of the 25 
gives you an idea of the scope of the organization and 
its power for good. They are: 


Affiliated Associations 


Traveling Shoe Salesmen’s Association, Baltimore, 
Md. 

Boston Shoe Travelers’ Association, Boston, Mass. 

Boston Shoe Associates, Boston, Mass. 

Ohio Shoe Travelers’ Association, Columbus, Ohio. 

Cincinnati Association of The National Shoe Trav- 
elers, Cincinnati, Ohio. 

Indiana Shoe Salesmen’s Association, Indianapolis, 
Ind. 
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FRANK J. WEBER 


Newly elected President 
National Shoe Travelers’ Association 
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C. E. WILSON 


who publishes the “Live Wire,” 
the publication of the Indiana 
Association 


newly-elected vice- 
ils from 


Michigan Shoe Travelers’ Association of Detroit, 
Mich. 

The Boot and Shoe Travelers’ Association of New 
York, N. Y. 

Philadelphia Shoe Travelers’ Association, Philadel- 
phia, Pa. 

Rochester Association of Traveling Shoe Salesmen, 
Rochester, N. Y. 

Pacific Coast Shoe Travelers’ Association, San Fran- 
cisco, Calif. 

Southern Shoe Salesmen’s Association, Boston, Mass. 

St. Louis Shoe Travelers’ Association, St. Louis, Mo. 

Southwestern Shoe Travelers’ Association, Dallas, 
Texas. 

Central Association Traveling Shoe Salesmen, Kan- 
sas City, Mo. 

Northwestern Shoe Travelers’ Association, Minne- 
apolis, Minn. 

Cleveland Shoe Travelers’ Association, Cleveland, 
Ohio. 

Pennsylvania Shoe Travelers’ 
burgh, Pa. 

Chicago Shoe Travelers’ Association, Chicago, III. 

The Salt Lake Association of The National Shoe 
Travelers’ Association. 

lowa National Shoe Travelers’ Association, Des 
Moines, Iowa. 

Shoe Travelers’ Association of Milwaukee, Wis. 

Shoe Travelers’ Club of Los Angeles, Calif. 

Buffalo Association of Traveling Shoe Salesmen, 
Buffalo, N. Y. 

Intermountain Shoe Travelers’ Association, Denver, 
Colo. 

Pennsylvania Shoe Travelers’ Association. 


Association, Pitts- 


Sell Brains—Then Shoes 


President Frank B.King, leader in name and action, 
read his sterling message based on selling brains first 
then shoes, and pointed out the new order of things 
wherein no man is thoroughly equipped to sell shoes 
without knowing shoemaking from design to store 
shelves. 

Holding to the idea of the New England town meet- 
ing, the warrant was read by Secretary Delany. With 


\e 
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BUFORD McWHIRTER 


‘aco, Texas 


When 
DAVE DAVIS 
was nominated for re-election as 
treasurer, the nominations were 
closed. Every one wanted Dave 


sident. He 


or without the warrant, wit attended most every 
speech and a good time was enjoyed by all. 

Thence to reports of committees on publicity, style, 
baggage. railroads, hotels, legislation and educational— 
copies of which every member will receive in due vime, 
and all of which showed progress and performance 
with not a one marked negative in accomplishments 
this past year. Some record for any association! 


Address by Dave Klink 


Affiliation was achieved this past year with the 
International Federation of Traveling Salesmen, a body 
of seven hundred thousand men in all lines of industry, 
and before the convention adjourned Secretary Dave 
Klink of the Federation, who lugged a trunk of shoes 
for twenty-seven years addressed the convention on the 
Federation and upon interchangeable mileage. 

The banner achievement of the year was acclaimed 
throaghout the convention for through interchange- 
able mileage, the traveling salesman will get transporta- 
tion at wholesale—approximately twenty-five percent 
under regular passenger rates. 


Styles Commitiee Named 


To sit with the conference committee during the 
coming year the Travelcrs appointed Frank B. King, 
W. T. Dickerson and Waldo M. Oakman leaders of the 
styles committee. 

The intimate subjects of re venue, membership and 
the salary of the secretary were given many hours of 


JAS. KALTENBURN 


of Ohio, who once was president 
of the N.S.T.A. 


COL. JIM RICHARDSON 
Past president of the Chicago As- 
sociation. Pi eighty, but still 

traveling and stil smiling. 
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deliberation resulting in the organization of a mem- 
bership drive, cancellation of any scheme to farm out 
the Travelers Magazine to an advertising agency for 
the partial revenue it might bring, and the endorse- 
ment of the present salary of the secretary. 

Friday sessions played to a convention with standing 
room only with the debates limited to three minutes on 
each subject, no man to speak twice. The resolutions 
committee, headed by Buford McWhirter brought in a 
dozen planks of the new platform after a long night’s 
deliberation. 


C. B. Rowley, Secretary, Rochester Ass’n of Trav. 
Shoe Salesmen; George E. Harrison, Shoe Travelers’ 
Ass'n of Chicago; D. P. O’Connell, Northwestern Shoe 
Travelers, Minneapolis; J. J. Kaltenbrun, Ohio Shoe 
Travelers’ Association; G. E. Lippman, St. Louis Shoe 
Travelers’ Association; J. N. Lenenberger, Wisconsin 
Shoe Travelers’ Association; A. L. Puffer, Boston Shoe 
Travelers’ Association; Jay Jaffe, The Cincinnati Shoe 
Travelers’ Association; H. C. Marxmiller, Los Angeles 
Shoe Travelers’ Association; James L. Scanlon, PhiJadel- 
phia Shoe Travelers’ Association; C. I. Slipher, Indiana 
Shoe Travelers’ Association; F. W. Stanton, Southern 
Shoe Salesmen’s Association; C. H. Stemmons, Central 
Shoe Travelers’ Association; Fred A. Zorn, Buffalo Shoe 
Travelers’ Association; Thos A. Delany, Boston Shoe 
Associates and Michigan Shoe Travelers’ Ass’n; L. D. 
Ream, Iowa National Shoe Travelers’ Ass’n. 


Every line was debated and the results are published 
herewith. The Committee line-ups for the year were 
made, together with the automatic election of every 
president of every affiliated local to membership in the 
board of governors. 


Next Convention in Boston 


Election of officers by the Massachusetts plan of 
actual ballot gave the past vice-president Frank J. 
Weber, the presidency for 1923. A spirited contest 
followed for the vice-presidency with Buford Mc- 
Whirter, of Waco, Texas, winner over A. L. Chase of 
Boston. The inevitable election of the perpetual 
treasurer, Dave Davis, was unanimous, as was the 
election of Thomas A. Delany to be Secretary. The 
annual cup, presented to the association which showed 
the greatest increase of membership, was awarded the 


A E. EARLE 
Philadelphia, da the 
[ee 


JOE KALISKY 
Past president of the Chicago As- 
sociation, and active in conven- 
tion arrangements 
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Pennsylvania Shoe Travelers’ Association for a hundred 
per cent increase. Billy Noll swept the convention to 
an acceptance of Boston as the N.S.T.A. convention 
city for 1924. His oratory was irresistible. 

A final burst of oratory from Vice-President Mc- 
Whirter emphasized that this was the crucial year 
needing complete mutuality of interests. 

Then Frank J. Weber dedicated his efforts to gaining 
the confidence of travelers in joining the locals and gave 
as his parting injunction that merchants should be 
taught to keep their appointments. 

Dave Davis made a modest exit to evade the orator- 
ical finale while Tom Delany gave them the earth with 
an N.S.T.A. emblem upon it. A vote of sympathy was 
tendered to Wendell I. Gammons, veteran traveling 
salesman and advertising manager of The Shoe 
Retailer, who suffered an automobile accident; and to 
Helen M. Haney of the Boot and Shoe Recorder editorial 
staff, a vote of thanks for her Commercial Traveler 
stories. Business then adjourned. 

A meeting of every branch of the Shoe Industry 
around the banquet table marked the ending of the 
twelfth annual convention of the association at the 
Hotel Sherman on Sunday evening, January seventh. 
The Shoe Travelers had as their guests the officers ard 
many members of the Tanners’ Council, the National 
Boot and Shoe Manufacturers’ Association, the 
National Shoe Retailers’ Association and the pub- 
lishers and, editors of the principal shoe journals. 


Chicago Men Play Host at Banquet 


The affair was arranged by the Shoe Travelers’ 
Association of Chicago, who entertained the National 
Association. George Harrison, president of the Chicago 
Association, introduced Thomas Delany, secretary of 
the National Association, who acted as Toastmaster. 
A happy incident was the presentation of a handsome 
watch to retiring National President Frank B. King, 
by the members of the Chicago Association of which 
he is also past president. The presentation speech was 
made by Charles Evans who spoke of the four-fold 
growth of membership of the local association during 
Mr. King’s incumbency in office. He also paid tribute 
to his energy and efficiency as president of the national 
body. 

The principal speakers of the evening were Rev. 
George Sprague Stuart, of Evanston and A. C. Babeese 
of Chicago. The former gave a splendid inspirational 
talk on “live all your life.” He stressed the importance 
of being physically, mentally and morally alert if the 
most was to be gotten out of life and business. 


Better Times Ahead 


Mr. Babeese talked on the business outlook and 
predicted that better times are ahead. Three essentials, 
he said, are easy money, good domestic markets and 
better foreign markets. The first we have, the second 
is coming, the third depends upon our being the Big 
Brother to European nations. 





BOOT AND SHOE RECORDER 














January 13, 1923 














Resolutions Adopted at Chicago Convention 
By the Shoe Travelers 


Resolved, That the local secretaries shall between the Ist and 
10th day of July each year mail to the National Secretary, a list 
of all members of their associations, who have failed to pay their 
dues for the current year, in order that the benefits of the na- 
tional association may not be shared in until again reinstated in 
their local association. 


“Tell "Em the Whole Truth” 


Resolved, That the National Shoe Travelers’ Association go on 
record as favoring and encouraging close co-operation between 
shoe, leather and allied industries, ially those lines directly 
interested in the manufacturing and distributing of footwear, 
and further that a committee be appointed to try and work out a 

lan with committees from allied trade associations to better 
inform the public of advancing prices, and other information 
—_ may seem to be of a general benefit to the shoe and leather 
trade. 
Change of Convention Date Urged 


Resolved, That this association appoint a committee to confer 
with the N.S.R.A. and N.B. & S.M.A. in an effort to urge the 
N.S.R.A. and allied industries to change the date of their conven- 
tion and exposition. 


No Transfers—Without Payment: 


Resolved, To avoid the possibility of amy member of any 
affiliated assuciation applying for and being accepted as a mem- 
ber of another association, while owing dues to any other as- 
sociation. 

Therefore be it resolved that any association so accepting an 
application before satisfying themselves that questions No. 4 and 
No. 5 on the application form are satisfactorily answered, shall 
become liable for any and all dues owing by said applicant to any 
association to which he may have previously belonged. 


Resolution by Board of Governors 


Resolved, That this association shall not be liable for the cost of 
collecting claims of its members. Be it further resolved that this 
association through its national office will lend its good offices to 
its membership in giving any claim its moral support where the 
claim has evidence of merit. 


Hotels and Hospitality 


Whereas, Many hotels to the support of which the travelers 
are chief contributors continue the following practices to wit:— 

Telephone charges for local use, 10 cents. 

Refusal to post tariff in rooms, sample and others. 

Failure to post such rates allows charges of discrimination. 

Lack of reduction in prices of foods in harmony with general 
economic conditions. Therefore be it 

Resolved, That the N.S.T.A. condemn such practice gen- 

erally and specifically and ask the Hotel Committee Chairman 
to call such matters to the Hotel Keepers’ Association. Es- 
pecially urging that rates of all rooms be posted in each room. 


A Better Rate of Compensation 


Whereas, Traveling conditions of the present are so much 
more expensive than in the past, thereby decreasing the travelers’ 


earnings, and Whereas, Economic conditions of today make the 
acceptance and delivery of all sales by travelers so uncertain; 
therefore be it 

Resolved, That the N.S.T.A. work for the better compensation 
for all travelers relative to commission on all orders accepted by 
the manufacturer. This to be brought about by harmonious co- 
operation and understanding with the National Shoe Manu- 
facturers’ Association. 


Abolish Freak Legislation 


Whereas, The movement to secure legislation, requiring 
manufacturers to stamp on all articles the cost of manufacture, 
can only cause distrust and to inflame the minds of the consumer, 
and Whereas, The cost of distribution and service to the con- 
sumer being more keenly competitive now than at any past time. 
And statistical bureaus having shown conclusively that the dis- 
tribution, by merchants in general, are not commensurate with 
investments, and Whereas, Such legislation would_only place an 
added burden on manufacturers, retailers and consumers alike— 
also retard the desired return to normalcy, therefore be it 

Resolved, That the National Shoe Travelers’ Association in its 
twelfth annual convention assembled at Chicago on January 4 
to 6, 1923, do strongly condemn such legislative agitation, and 
pecans the united support of this association to the National 

anufacturers’ Association, the National Retailers’ Association 
— other associations to prevent passage of such hurtful legis- 
ation. 


Use of Membership Cards 


Resolved, That we, The National Shoe Travelers’ Association 
now in Convention, insist and demand that all National Shoe 
Travelers’ cards duly signed by the national secretary showing 
the member presenting same to be in good standing, be recog- 
nized by all local associations affiliating with the National 
Associations at all meetings of any local association, providing 
that member presenting said card shall comply with all the 
requirements demanded of all the members of said local Associa- 
tion. 

Vote of Thanks 


Whereas, The Boot and Shoe Recorder and the Shoe Retailer 
through their columns and by setting aside a special section of 
their journals for the dissemination of news to the good of the 
Shoe Travelers, and especially the members of the N.S.T.A. 
Therefore be it 

Resolved, That this convention extend to the staff of these 
journals a vote of thanks for their generous and good work. 

Recognizing the generous and magnanimous efforts of the 
passing of the Bill on Interchangeable Mileage, executed and 
tendered by J. Dudley Smith, Secretary of the National Shoe 
Manufacturers’ Association. 

Be it resolved, that we express herewith our sincere thanks and 
appreciation of the good work done by him. 

ecognizing the generous and magnanimous efforts for the 
passing of the Bill on Interchangeable Mileage executed and 
tendered by Thomas F. Anderson, Secretary of e New England 
Shoe and Leather Association. 

Be it resolved, that to Mr. Anderson the unanimous ap- 
preciation of his work is recognized and herewith extend him a 
vote of thanks. 
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The cartoonist labeled this 
TOM DELANY 
Maybe it is 


Here's the new president 
FRANK J. WEBER 
of Cincinnati 
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FRANK B. KING 


yields the gavel to Mr. Weber, but 
stays in the harness 


Don’t Talk Association— Talk Service 


Address by Retiring President Frank B. King 


Our association has passed through perhaps the most 
eventful experience in its eleven years’ history. If 
1921 was the period of deflation then it is eminently 
fitting to characterize 1922 as the period of adjustment 
and reconstruction. The process has been one of 
purging rather than pleasant; but it was unavoidable 
and you have carried on with the same fine spirit that 
has been typical of The National Shoe Travelers’ 
Association since its inception. 


More Members Needed 


It is with considerable satisfaction that I share with 
you, the realization that we have as many affiliated 
associations, 25 in number, as were represented in the 
“National” one year ago. The number of traveling 
shoe salesmen in good standing in affiliated organiza- 
tions is a gray horse of another color. Instead of 
3,000 which constituted our membership a year ago we 
have today some 2500 members in good standing. 
When we realize that there are at least 15,000 traveling 
shoe salesmen in this country that benefit daily from 
the maintenance and efforts of this association, and 
should be enrolled in our membership, this situation has 
its discouraging features but personally I have never 
placed quantity above quality and from the latter 
standpoint I congratulate you upon the accomplish- 


LEW REAM 


of Iowa wore his Xmas muffler 
all the time to keep it from being 


BILLY NOLL 
Perpetual secretary and soft-heel 
orator 


ments of the last year and feel encouraged to believe 
that we shall soon attract to our ranks a larger number 
of shoe travelers, because of the recognition by them, 
of the efficient work you are doing in their individual 
and collective interests. 

There is perhaps some small grain of comfort in the 
knowledge that due to the action in Philadelphia a year 
ago whereby the per capita taxes paid into the ‘‘Na- 
tional” from the various locals were raised 25 per cent, 
the receipts from the locals are no smaller than during 
the previous year when with a membership of prac- 
tically 3,000 members we received an annual per capita 
tax of $2.00 per member BUT at once I remind you 
that the purpose of our action a year ago in raising the 
per capita tax to $2.50 per year was to enable the 
“National” to do more and greater things and so I 
present for your very serious consideration the neces- 
sity of regaining the numerical membership we have 
lost and pressing forward to far larger numbers. 


Co ordination and Co-operation 


First let us indulge in some much needed self- 
examination. We men can have even partial contact 
with the workings of this body without realizing that 
there is insufficient co-ordination between this national 
body and the 25 locals represented in this body. And I 
will go a step further, and 1 believe every past and 
present officer of the ‘National’ will agree with me, 
when I declare to you that the “National” should have 
and exercise jurisdiction over the locals in all matters 
pertaining to national effort. The Board of Governors 
consists of the presidents of the locals. This is auto- 
matic. 1 hope for the support of your future administra- 
tions, that the governors will either bring to future 
conventions, or will see that their delegates bring to 
those conventions, tangible and detailed reports of the 
activities of their respective associations during each 
preceding year. 


Merchants Buy Brains First—Shoes Second 


1 hope you will not regard my attitude as offensive if 
1 call attention to what some of you may class as 
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A. L. PUFFER JIM MEEK GEORGE E. HARRISON 
Who is president of the Boston he old wheel horse of the Indiana President of the Chicago Shoe 
Shoe Travelers Association Travelers’ Association 


platitudes and gratuitous, in emphasizing the need 
today for equipping ourselves with knowledge of our 
business. To be real blunt it pays to read, study and 
learn. The live shoe retailers of this country are today 
buying brains first and shoes incidental to brains. 
There are some men on the road selling shoes that are 
not permitted to go above the first floor of the factories 
they represent. 
I do not counsel any salesman to de- 

liver a lecture on shoe construction 

with every bill of shoes he sells, but I 

do hold that no man is thoroughly 

equipped to properly merchandise his 

shoes unless he is intimately conver- 

sant with the integral parts of that 

merchandise and the methods em- 

ployed in producing that merchandise. 

Concurrently, never has there been a 

time when it was so essential for the 

salesman to understand correct and 

modern methods of merchandising 

shoes to the public including the in- 

creasingly important question of turn- 

over, than it is today. 

Our trade is blessed with two excellent trade papers 
that print each week a feast of constructive articles on 
modern merchandising methods, from some of which all 
of us can increase our knowledge along these lines. 
May | urge you to study these articles from the experts 
in the retail branch of this business and may I further 
suggest that you discuss these methods in the meetings 
of your local bodies? 


GEORGE NICHOLS FRED STANTON 


Past president of the N.S.T.A., Who sells shoes and the N.S.T.A. 
still on the road and going strong all the lime 





Fitting Round Pegs into Round Holes 


The employment end of our work is conducted so 
quietly that it deserves far more recognition than it 
receives. Results the past years have been very 
encouraging in two ways; first in the number of sales- 
men placed in remunerative positions and secondly in 
the character of the work. We are now able to fit the 
man and the ‘job’ and the attainment of this class of 
service has done much to command for our organiza- 
tion the confidence of shoe manufacturers and some 
gratitude from shoe travelers. We have many letters 
from manufacturers testifying to their appreciation. 
The most outstanding endorsement of this character 
was that of Chairman Pickett, the capable representa- 
tive of the St. Louis shoe trade in the work last year 


before the Senate Committee, who expressed himself. 


unreservedly of the opinion that when the shoe manu- 
facturers of the country require additional salesmen 
they should pick them from the membership of this 
organization. 


Problems to Be Solved 


There is much yet to be accomplished. As we have 
progress to report in connection with the “Federation,” 
Interchangeable Mileage. our employment bureau, and 
along other lines; so we have tasks such as the Pullman 
surcharges; hotel tariffs and other problems still 
confronting us. It is my belief that we are going 
forward to still finer and larger accomplishments but | 
warn you, our progress will be solid or slow according to 
the extent to which we adopt the battle cry of the 
fighting Frenchman ‘One for all and all for one.” 


W. M. OAKMAN J. JAEFE 
Whom every oné<calls just plain Who cast the vote for the Cincin- 
“Oakey” ‘ nati banch 
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Accomplishments of The Year 


From Report Made By 


At no time in the history of our Association has she 
been recognized by allied trade industries more than 
during the closing year, this having been evidenced 
through the reciprocal relations and activities entered 
into by all. 

For the first time in our history was our association 
invited to conference on styles and education with The 
National Boot and Shoe Association, The National 
Shoe Retailers’ Association and The National Tanners’ 


Council. 
Help Received from Other Trade Branches 


The most outstanding proof of cooperative recogni- 
tion was the spontaneous and unanimous response 
given us in our call for help on the Bill for Interchange- 
able Mileage. At the first call to assure Washington 
that this demand for reduced rates was not only bene- 
ficial to traveling salesmen alone but beneficial to our 
industries, a willing helping hand was extended us but 
when word reached the National office that a rumor 
was rampant in Washington that the employers of 
salesmen were not behind this bill, such Associations 
as the National Boot and Shoe Manufacturers’ Associa- 
tion, the National Shoe Retailers’ Association, the 
National Shoe Wholesalers’ Association, the Tanners’ 
Council, the National Shoe Finders’ Association, the 
New England Shoe and Leather Association, the United 
Shoe Machinery Corp., the Chamber of Commerce of 
St. Louis and fully 240 shoe manufacturers and leather 
concerns rushed’ to our assistance with such telling 
effect that a remark was passed in Washington that the 
shoe and leather industry certainly want this bill 
passed. Your industry changed the lukewarmness of 
more than one legislator not by threat but through 
facts presented. 


Now Member of International 


Though we would be remiss were we to refrain from 
mentioning the recognition of our Association by the 
International Federation of Commercial Travelers’ 
Organizations representing a group of 740,000 individ- 
uals—of the appointment of your Secretary to the 
Committee on Hotels. , 

Recognition by Salesmen—is evidenced from the 
number of applications for positions which numbered 
more than 244. 

Recognition by manufacturers—from many channels 
—principally through those in seeking salesmen and 
information on salesmen. Requests for salesmen for 
positions, carrying salaries and expenses, straight 
commission and side lines are larger. 


Help in Finding Jobs 


Many lucrative positions were procured through the 
National office as is testified to by thé many letters 


Secretary T. A. Delany 


replete with gratitude, for information given and help 
extended. It is regrettable that many who have 
benefited through association are reluctant or prone to 
acknowledge benefits received: also is it regrettable 
information intended for members only has been passed 
on to those not affiliated with us* but more painful is it 
to your Secretary that his inability to create positions 
make it impossible to meet with the requests of all—it 
is hoped though that with the return to the normalcy of 
business, conditions may improve, as is apparent from 
the present tendency of the distributors of our mer- 
chandise to localize salesmen thereby making more 
opportunities for more salesmen. 

To enumerate the peculiarity and multiplicity of 
requests for information addressed to the National 
office would require much time and verbiage, suffice to 
mention: 

Some Unusual Duties 


Request to help in the identification of a body in a 
morgue in New York City, supposedly a shoe traveling 
salesmen. 

Request on the habits and manners of certain sales- 
men making applications to employers direct. 

Request of manufacturers to aid in the locating of 
salesmen who were negligent in forwarding addresses. 

Request of manufacturers seeking assistance that 
salesmen resigning positions should return samples and 
trunks. 

Request to locate a shoe salesman who is a_bene- 
ficiary to an estate. 


Probing into Financial Ratings 


Request of salesmen to ascertain the financial rating 
of manufacturers with whom they were negotiating for 
positions. 

Request of manufacturers to assist in locating trunks 
left in hotels as also from hotels—seeking assistance 
towards finding proper owners to trunks left in hotels. 

Request from one hotel to locate the relatives of an 
unfortunate who had passed away in that particular 
hotel. 

These are but a few but may give some idea of what 
your mail contains. 


Settle Claims Due Salesmen 


There were 11 claims settled through our office in 
amounts from $8.90 to $500.00, totaling $2027.00. Six 
were returned to claimants. 

One claim in particular is worthy of mention where- 
in an insurance company had passed on an accident 
claim and allotted compensation unsatisfactory to the 
claimant and at variance with the diagnosis of the 
attendant physician—this claim was taken up through 
our office, reopened and a check for the full amount was 
forwarded to the claimant by the insurance company. 
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Stich Replaces the Calendar 


in Counseling Clearanee Sales today» 


Display of prices is important, but 
even they fail to attract if it is 
hinted goods are not desirable. 
Be specific in giving reasons for 
sales. Don’t let price-splurge 
savor of former high profits. 

A few choice styles for early Spring wear 
IN NARROW WIDTHS at a worthwhile 
reduction. 

The vogue in these smart straps is so pro- 
nounced that we are becoming overstocked 
with narrow widths. Therefore,the woman 


who can wear the sizes on sale is going to save 
almost one-third on her Spring footwear. 


Enthusiasm is the life of a sale. 
. .. in customer and sales- 
man alike. Again price will 
never be a profitable sub- 
stitute for action. “Sales” 
never yet took the place of 
salesmanship. 

It is a rule here to sell shoes while they 
are in style and it is a fact that the more 
popular a style is the more likely we are 
to offer exceptional bargains. 

And we find that the bigger our busi- 
ness grows, the more opportunities we 
have of making worthwhile reductions 
on wanted styles, for service which pro- 
vides every style, every size, every 
leather, always makes remarkable mid- 
season reductions necessary, 
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Copy for ad at right: 

This season we find very 
few changes in style, a slightly 
different quirk to this pattern 
or that. A vogue as popular 
as straps is not going out. 
Rather than a clean-up in 
which old styles take an im- 
portant place our sale this 
year is on numbers just in the 
height of their popularity. 

There is nothing to be 
desired in the way of style. 

Every shoe shown will see 
many days of style yet. 

The demand for these very 
shoes is so great even now 
that we ask you to attend 
early in order to be sure of 
your size—that is the only 
doubtful element of the sale— 
WILL OUR SIZES (now 
limited) HOLD OUT. 


Signature of Manager 





MARK DOWN SALE 


a sign of service 
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Sturdy Goodyear Welts 





List of Values 
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Any one o these 
u- One Dollar 


Clearance on 
CHILDRENS’ SHOES 


Second Pair Selected 
Costs only a Dollar 


| Your NAME ~~ Street ~Towxt 








| Winter Boots ~ Regular Stock 








Dollar sales have been run with much 
success in almost every line of business. 
They give plenty of opportunity for 
focusing attention on values. It might be 
that there is an idea in the ad below on a 
dollar sale in the children’s department. 
It might be a good way of selling an extra 
pair, the reduction on the one being not 
more than you’d place on the two were 
you to sell them singly. Display in your 
windows might be called “Dollar Day 
Display” featuring the shoes that will be 
sold for a dollar along with another pair. 


Try to bring the hosiery department 
into notice in some way during a sale by 
giving a pair of hose with each pair of 
shoes. This allows opportunity to talk 
of the difference between reduced prices 
and that of presenting goods free. An ad 
might start off by stating this, “We might 
have just said that we’d reduce prices as 
usual this season, and we shouldn’t have 
blamed our customers for just thinking 
this is another clearance. BUT for three 
days this week we’re going to give you a 
beautiful pair of hosiery that would sell 
at $3.00 with every pair of shoes of our 
$8.00 quality. We have arranged with 
our hosiery manufacturer to supply 
special shades for this banner occasion.” 





fet us introduce 
You to our 
Hosiery Dept. 


Novel Shoe Sale 






































with Every Pair of, 
Shoes Red-Tagged 

A Beautiful Pair of 
Hose will be given. 












































GRRE EINE LS ANTI ITE, 
Tourjlame 


Street 
TOWN 











Ad at right gives 
definite information 
on the styles on sale. 
The prices may be 
featured very easily 
and at the bottom 
the details of the sale 


can be given. 


Perhaps something 
like this could be said: 


A limited number 
of styles in each class 
will be offered at the 
above prices. There- 
fore we'd suggest an 
early visit here Mon- 


day morning. 


You are almost cer- 
tain to find your size 
in some of these styles 
and you are sure to 
need these very shoes 
for early Spring wear. 
Now is the time to get 
that extra pair. 
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An Hour Sale is an 











AProfusions Style on Sale 
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All 
Latest 


old way of doing, but 
its very age demon- 
strates its value. 


For inducing morn- 
ing shopping itisgood. 
In the matter of pleas- 
ing everyone it may 
be resorted to for 
placing a complete 
range of sizes on sale 
for a limited time, or 
for placing some new 
styles on sale at a 
reduced price to get 
interest and attend- 
ance. 








Your Name Here 
Street —» ‘Jown, 


The definite appeal 
is a very logical meth- 
od of clearing odd 
sizes. 


For sizes above the 
average, feature the 
Stout Woman. It 
allows you to talk of 
your service to those 
who wear shoes larger 
than the average. You 
might term the sale 
a get-acquainted af- 
fair in which special 
values are offered to 
demonstrate the ex- 
cellent lines of shoes 
in large sizes. 
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e Copy for ad at right: 





When Sales Begin to Lag 


Usually a sale is held be- 
cause merchandise must be 
gotten rid of. If a customer 
can use what’s on sale it’s all 
right. If you are not particu- 
lar about style, etc. 

IT’S DIFFERENT HERE. 
The latest patterns are going 
on sale tomorrow AT RE- 
DUCED PRICES. This sale 
is going to be YOUR SALE. 
The shoes you’d buy at regu- 
lar prices for Spring wear are 


going to be REDUCED. 


Like all good things, though, 
it is limited. We are forced 
by the very liberality of this 
sale to limit the time to three 
days. That is the on/y limit, 
however. You ought to at- 





Dick the Style 
You Want 
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OUR rect 
NAME TJown 











tend. 








When Sales Begin to Lag 


Red Tag Sale idea below is a good one for 
attention-value as well as for originality. 
It is sort of far-fetched, but if given the 
proper publicity, if enthusiasm is worked 
up properly will prove profitable. 


The cash register idea in the ad can be 
carried into the window. Show the cash 
register and the sales slip rolls, the latter 
to be marked with red star showing on 
every toth ticket. Red ribbons attached 
to lucky sales slips could be run to sign in 
window reading, “Every 1oth Purchase 
on Monday Free, Regardless of Amount.” 
In the ad give full details. 


A surprise day is just another way of 
gaining interest. Feature your accessory 
case. Tell of the remarkably useful things 
in it that are to be given to purchasers. 
Do everything to whet their curiosity, 
so they will feelas though they want to see 
the case, Their appearance in the store 
is not the smallest portion of success in 
selling. Then allow each purchaser to 
pick some useful thing out of the case 
without paying for it. This may be the 
beginning of many sales on findings later. 








Red Star A Sale 


— Every 10 Shp in 
, ace Register 1s marked 
by with a star— 


" Price of this 
purchaseis 
refunded~ 









































Your N ame Here 


Streets . Towory. 








Seasonable Styles~ Sale Prices 











Surprise Day 
Every Purchaser 


May Make Selection 
from show case 


















































YourName 




















Street-Tlown 
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TRADE MARK REGISTERED 


FLEXIBLE ARCH SHOE 
Sor Every Woman 


YOUR GREATEST ASSET IS 
A SATISFIED CUSTOMER 


THE FORMATIVE SHOE DELIVERS SATISFACTION 

















STYLE 92— UNDOUBTEDLY ONE 
OF THE FASTEST SELLING OX- 
FORDS OF ITS KIND. 


FORMATIVE Flexible Arch, Goodyear Welt, ‘“‘Miss 

Chicago” Combination Last. Made of best black kid, 
ssitaliniis leather counter and all kid quarter lining. 13/8 Cuban 
Bole. heel with rubber toplift. 


Good year 
Black kid Oxford. 
IN STOCK 


AAA E. 310 10. (Also stocked in Brown Kid.) 


$4.75 





17 STYLES IN STOCK 


AAA TO E - 3 TO 10 
Write for Catalog and wo Dealers’ Proposition 


COTTER SHOE COMPANY 


LYNN, MASS. 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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When Space Counts— 


American. 
Interlocking 
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Seat Seven People Where 
Others Would Seat Six 


American Interlocking Shoe Store Chairs conserve 

floor space. The interlocking feature eliminates the 

unused space between chairs, without detracting in any way from the comfort of 
the customers or appearance of the store. Seven American Interlocking Shoe Store 
Chairs set comfortably into a space which would accommodate but six of other types. 
American Interlocking Shoe Store Chairs are of sturdiest construction throughout 
and architecturally correct in design. 


American Seating Company 


General Offices: 1016 Lytton Building 


CHICAGO 
Room 601, 119 W. 40th Street 


Room 302, 62 Canal Street 
NEW YORK 


BOSTON 


8000S O SOS OS OS SSS SSS SO SSSESES SSS SOSSSSESSEO SE SESS SOEGSSSESSESSSSSSES SS SOSSSS SESS SSSESOSSEOSS SES SESSES 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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ine Style Jnerchandiser 


N 


OMEN used to buy Satin 
Footwear with a mental re- 
servation: 


beautiful! —of 
But I've 


“Aren't they 
course they won't wear. 
got to have them.” 

At that time beauty alone was 
the style merchandiser. 


The manufacturers of the Cedar 
Cliff Satins set themselves the 
task of making a strong wear- 
resisting, non-stretching, lustrous 
satin. It was designed to revolu- 


y’ 


“THE DAISY” 


An Oxford made of Cedar Cliff 
Satin, with a suede collar. 


tionize the making of Satin Slip- 
pers. 


Today, women have realized 
that satin slippers can be bought 
which have all the color and 
grace as of old, and yet possess the 
new virtue of durability, and per- 
manence of shape. 


If you carry slippers made of 
Cedar Cliff Satins, you can sell 
this class of trade, not once but 
repeatedly. 


The Lustre Lasts. 


wt 


“THE GARCIA” 


Shoe made of Cedar Cliff Satin, 
with inlay. 


Both Numbers made By 
Bliss @ Perry Co., Newburyport. 


( 
Yhe CEDAR CLIFF 
SILIC COMPANY 


2St-235 


FOURTH ANWVE. 


NEW YORI 








SHOE SAT! 
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THERE IS A FAVORABLE REACTION IN 
HANDING YOUR CUSTOMERS SHOES 
THAT HAVE CORDO-HYDE LACES 


The manufacturer from whom you buy will agree that care of details counts, and 
your suggestion to have your shoes come CORDO-HYDE equipped, deserves 
acceptance 








ONCE YOUR CUSTOMERS 
ACQUIRE THE HABIT OF 
USING MILLER TREES, 
YOUR SHOES WILL LOOK 
BETTER TO THEM 


Are you going along in the same old groove, this year as last, letting customers abuse their 
shoes and blaming you? 


Don’t do it. Take the safer course. 


Advise the use of MILLER SHOE TREES. The benefits are added wear, comfort and 
appearance. : 
Can We Send You Catalog, Illustrating tbe Complete Line 


O. A. MILLER TREEING MACHINE COMPANY 


Brockton Massachusetts 


| 
| 
| 
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MILWAUKEE 


Good Post-Holiday Business 


People Kept on Buying after Christmas; Substantial Increase 
Noted in Men’s Department 


SPECIALLY good after-the-holidays 

business is reported by downtown 
and outlying shoe merchants. The antici- 
pated lull after Christmas failed to ma- 
terialize, and better than average business 
was received in the week that followed the 
25th. Arctics are in favor, for both men 
and women. The first male to venture 
on Grand Avenue with arctics unbuckled 
in true flapper style, was observed shortly 
after Christmas. A slight demand for 
the more extreme styles prevailed early 
in December and has now strengthened 
greatly; sales in this type approximating 
15 per cent of the arctic business. Heavy 
snow is running the shoe protection busi- 
ness above the seasonal average. 

Satin and suede, mostly in black, lead 
in the fancier shoes, with strap styles re- 
markably popular. Colonial effects con- 
tinue good. Oxfords in brown and black 
calf are the backbone of the sales volume, 
and have occupied this important position 
all fall. Non-oxford weather has had little 
effect on the demand. 


Men’s Business Good 


Substantial increases during the holi- 
days are reported by men’s stores and 
men’s departments. Fancy stitched shoes 
selling at about $8 led the field. Oxford 
sales have revived from a temporary slump 
encountered in early December. Blucher 
styles are very popular, especially with 
the younger men and youths. Blucher 
styles have shown an unexpected strength 
this fall, being particularly strong in tan 
and brown shades. High cuts are now 
leading oxfords in the ratio of three to one. 


Manufacturers Are Busy 


Seasonal activity, hampered to some 
extent by inventory taking and the usual 
beginning-of-the-year routine work, pre- 
vails at local and state shoe manufacturing 


plants. The peak of the year’s activity 


has been reached and passed, but an im- 
mense amount of business is still being 
transacted by Wisconsin shoe factories. 
The year just passed was probably the 
most successful in the history of shoe man- 
ufacturing in Wisconsin, and the produc- 
tion of footwear during that period greatly 
in excess of any other year. 


Death of Louis Weisse 


Louis A. Weisse of Sheboygan Falls, 
Wis., widely known in the tannery and 
leather industry of the Northwest, died 
Dec. 31 after a brief illness at the age of 
54 years. His brother, Charles H. Weisse, 
former member of Congress, was killed 
about two years ago at this time when the 
tannery was destroyed by fire. The firm 
of Charles S. Weisse & Co. was founded 
by their father many years ago. Louis 
Weisse served the city of Sheboygan Falls 
as mayor several terms and was chief of 
the fire department 21 years in all. 


Unusual Christmas Gift 


About 200 employes of the Badger 
State Shoe Co., Blount and Williamson 
Streets, Madison, received life insurance 
policies ranging from $500 to $3,000 as 
Christmas presents from their employers. 
The amount of the policy varied with the 
length of service of the employe. Em- 
ployes in factories at Watertown, Lake 
Mills, and Waterloo also received the 
policies. A total of $400,000 was written 
with the Metropolitan Life Insurance Co., 
on Wisconsin employes of the company. 


New Brokerage Company 


C. J. Simes, Inc., Milwaukee, is the 
style under which a new company to act 
as agents or brokers for manufacturers, 
jobbers and dealers in leather goods, will 
operate. C. J. Simes, C. A. Hoffman, 
and L. E. Fichaux are incorporators of 





the new company. Capital stock con- 
sists of 500 shares, no par. Mr. Simes has 
conducted a business of this character in 
Milwaukee a number of years and is now 
expanding. 


Merchants Donate Prizes 


With the largest list of prizes ever of- 
fered, the Corn and Grain Show and Farm- 
er’s Institute held at Menimonee, Wis., 
opened its doors to a record-breaking crowd 
of city residents and visitors. The affair, 
given just before Christmas, was probably 
the most successful ever staged. Shoe 
merchants of Menominee were among the 
scores of liberal merchants who offered 
prizes to successful exhibitors. 


New Sheboygan Store 


Articles of incorporation have been filed 
by the Kress-Hertel Co., Sheboygan, 
which purposes to deal in clothing, fur- 
nishing, and general merchandise in that 
city. Capital is given as $15,000. The 
incorporators are J. A. Kress, A. J. Hertel, 
and Hugo Kalms. 


Increases Capital Stock 


The Racine Shoe Manufacturing Co., 
has filed amendments to articles of incor- 
poration increasing the capital stock from 
$200,000 to $300,000. The company is to 
occupy a new factory building, now being 
erected at Mound Avenue and Marquette 
Streets, Racine, the present factory build- 
ing on Clark Street being found inade- 
quate. 


New Store Company Formed 


Maier & Zahn, Inc., is the name of a new 
general store company which has filed 
articles of incorporation with the secre- 
tary of state. The company, a Beaver 
Dam concern, will have a capitalization 
of $24,000. M. J. Maier, George A. Zahn, 
and Clara Maier are the incorporators. 
The store will specialize in things for men. 


Paramount Changes Name 


Articles of incorporation filed at Madi- 
son by the former Paramount Knitting Co. 
change the name of that concern to the 





104 


Bear Brand Hosiery Co., an Illinois cor- 
poration, with $380,000 capital in Wiscon- 
sin. The total authorized capital of the 
company is placed at $3,800,000 and 
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10,000 shares of no par. Factories are 
maintained at Waupun, Hartford, Beaver 
Dam, and other Wisconsin and Illinois 
cities. 





ST. LOUIS 


Big Post-Holiday Business Reported 


Exceptional Call for Evening 


Slippers—Money Gifts Used to 


Buy Shoes 


LL stores reported good business 

during the past week, particular 
attention being called to the unusual 
demand for evening slippers. This 
activity, of course, was caused by the 
preparation for the New Year's celebra- 
tion which was anticipated as the biggest 
ever. Hotels reported the largest reserva- 
tion for the festivities in the history of the 
business. Silver brocade was the big 
seller in the demand. One strap and other 
strap patterns found favor among the 
celebrators. One large store reported that 
never before have they had the call that 
was received during the past week. 
Gold brocade and rainbow cloth were also 
in demand, but the percentage did not 
nearly approach the flurry on silver. This 
unexpected business proved a boon for 
the retail shoe merchant, as many were 
housing quite a few pairs of gold and 
silver brocade slippers. Business for the 
week was strongest in the better priced 
footwear. Stores of the more ultra-smart 
type were among the ones expressing com- 
plete satisfaction over the volume of 
business for the past six days. 


Money Presents Spent Buying 

Another reaction which worked to the 
advantage of the shoe business was those 
purchasers who received money gifts for 
Christmas. Many stores traced this 
element definitely by the amount of gold 
in the cash drawer, checked at the end of 
the day's business. This business during 
the week amounted to considerable 
volume, according to reports made by 
various stores. This was perhaps more 
pronounced in the popular priced stores 
than in the higher grade ones. 

Saturday was a terrible day for the 
retail business in general. A terrific rain 
storm struck the city about noontime 
and continued until closing time. This 
practically eliminated the chances for 
business which might have ordinarily 
been transacted on that day. 

The lull gave the merchants an oppor- 
tunity to put in shape their stock for the 
January clearing sale which will start 
next week. No great markdowns are 
expected. The merchandise that will be 
sacrificed is the odds and ends of broken 
sizes. Stocks, on the whole, are excep- 
tionally clean. Buying has been conserva- 
tive and cleaning up a certain style when 
it was placed on the shelves has been one 


of the big problems merchants in this 
city have solved during the past year. 
Most of the patterns that will receive the 
price cutting will be those lasts where the 
toes have gone bad. Some straps of 
various types will be thrown on the 
bargain tables, but on the whole there 
will not be a great many shoes offered in 
the January clearing sales. 

Small tongues are about the only new 
pattern receiving attention. 
vance showings have a number of fancy 
tongues, which are not purely colonial. 
Bronze kid is being seen frequently in the 
new patterns, and some retailers are 
predicting a big season for this color. 
Slashed lace oxfords are another style 
reported as having a promising future for 
early Spring selling. Little is heard about 
any definite style tendency unti! after the 
N.S.R.A. convention in Chicago, where 
many expect to see some innovations 
make their debut. Whether this happens 
or not none can predict, but most of the 
larger retail merchants have taken care of 
their wants until February 15th at least. 


Report Largest Trade for 
Holiday Season 


Morton May, president of the Associate 
Retailers of St. Louis, in a statement to 
the press announced that the holiday 
trade this year was the largest ever enjoyed 
by the Associated Retailers, which 
includes all the big department and 
specialty stores. 


McElroy-Sloan Shoe Co. 
Make Big Gain in 1922 


The McElroy-Sloan Shoe Company has 
just announced a $1,062,446.27 gain in 


Some ad-- 
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shipments for 1922 over the same period 
of a year ago. It was also announced that 
1922 has been a most prosperous year for 
the company. The line manufactured 
are Billiken, McElroy’s Welts and Turns 
and Double Lifework shoes. Half page 
space in the daily newspapers was used to 
acquaint the citizens of St. Louis with the 
big increase made by the company. 


Summary of International 
Statement 


Net earnings of the International Shoe 
Company, which in the year ending 
November 30 last, did a gross business 
of more than $101,000,000, were about 
$10,000,000. After preferred dividends, 
this was equivalent to approximately 
$9.50 per share on the 911,279 shares of 
no par value common stock. The figures 
include the results of the operations of the 
W. H. McElwain Company and Kisler, 
Lesh & Company. 


Manufacturers Show Increase 


The Federal Reserve Report Monthly 
Review of Business announces the follow- 
ing report on the manufacturing of boots 
and shoes: 

“November sales of the 11 leading 
interests were 6.9 per cent larger than 
for the same month in 1921, and 13.6 
per cent under the October total of 
this year. Business with all the interests 
is described as good, and returns for the 
first two weeks in December indicate 
gains from 20 to 30 per cent over the final 
month in 1921. As has been the case for 
several months, sales of men’s shoes are 
relatively better than on women’s wear, 
due to the uncertainty relative to styles. 
Heavy ordering of the latter goods is 
looked for shortly after the first of the 
year. There was no change worthy of 
note in prices of finished footwear during 
the past thirty days, but a lower trend 
was noted in certain raw materials. This, 
however has not gone far enough to put 
raw materials back to the levels on which 
present prices of finished goods were 
based. Factory operations were at from 
96 to 100 per cent of capacity and orders 
booked will insure continuance of this 
rate for the next sixty days.” 





CINCINNATI 


Healthy Business Volume Achieved 


Usual Post-Holiday Slump Conspicuous by Its Absence; 
One Firm Shows 20 Per Cent Increase for Year 


HE New Year thus far has brought 
forth a healthy volume of business 
for the local retail shoe dealers. The first 
week of January proved to be surprisingly 
good throughout the Cincinnati district. 
Some of the larger downtown stores even 


had better business during the week just 
past than they did the week before Christ- 
mas. This condition came about in a more 
or less natural way. The economy instinct 
of the consumer has been very strong 
during the past year, and it was especially 
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nuticeable during the holiday buying 
season when the sale of articles of neces- 
sity was greater in volume than ever 
before. And by this same token, a very 
large volume of merchandise orders were 
sold—more this year in the shoe stores 
than ever before. This latter condition 
probably accounts to a very large extent 
for the splendid trading the week after 
Christmas. However, special clean-up 
sales conducted by many of the mer- 
chants here, of course, are to be consid- 
ered an effective factor to the good demand 
on the part of the consumer. 


Twenty Per Cent Increase in 1922 


The Smith-Kasson Company’s shoe 
departments have had a very satisfactory 
business during the past twelve months, 
according to Mr. Pauli, manager of the 
ladies’ department and the basement 
department. He says that bis business for 
the fiscal year 1922, ending last August, 
showed an increase of over 20 per cent. 

During the past few weeks the small 
tongue Colonials have played an import- 
ant role in the business of the ladies’ 
department. Fancy high heel oxfords 
have also shown considerable strength. 
Mr. Pauli finds black to be the leading 
color in this class of footwear. Satins, 
suedes in brown, black and otter are all in 
good demand. Mr. Pauli also finds gray 
to be showing more strength. 


Good Business at Potter Store 


The business at the Potter shoe store 
for the week following New Year’s was 
larger than any week during the past two 
months. Here again: it is quite evident 
that the large sale of merchandise orders 
is showing itself. The heavy sale of rib- 
bon ties, such as one-strap ties and tongue- 
less oxfords, has brought with it a good 
demand for a beautiful little rhinestone 
lace ornament, which has been selling well 
at the Potter store. 


T. W. Bush (“Uncle Til’’) 
Dead 


The members of every branch of the 
shoe trade will learn with sorrow of the 
death of T. W. Bush, better known as 
“Uncle Til.’’ Following a paralytic stroke 
which occurred during a short illness 
at the St. Mary’s Hospital, Uncle Til 
passed away on Thursday, January 4, at 
noon. He was 81 years old, and up until 
his death had the honor of being the oldest 
living shoe traveler. He traveled for 
over 40 consecutive years without missing 
a trip. He carried various lines out of 
Brooklyn and Philadelphia and Cincin- 
nati. After retiring from the road he made 
Cincinnati his home, and the Shoe and 
Leather Club rooms his daily retreat. 
Every member of the club got to love 
Uncle Til as a fellow member of the shoe 
craft. In his will he requested that’ no 
one see his remains after death, that he 


should be cremated and his ashes sent to 
his old home at Rock Castle, Ky., to be 
laid away. 


Gibson Boot Shop Moves 


The Gibson Boot Shop has moved into 
its new location at 38 East Sixth Street. 
They opened their doors for business the 
first of this week, losing but one week’s 
time in moving. Manager William See- 
katz states that he is very well pleased 
with the new location, and though he is 
not in the Gibson Hotel building, he will 
retain the name Gibson Boot Shop. 


Berberich Visits Cincinnati 


Mr. Joe Berberich of Washington, D.C. 
was a visitor in the Cincinnati market for 
a few days just prior to the National 
Convention. Mr. Berberich was enter- 
tained at lunch Friday of last week by J. 
P. Orr and S. M. Fechheimer. 


Shoe and Leather Club Meets 


The regular monthly meeting of the 
Cincinnati Shoe and Leather Club last 
Saturday was opened with a very inspir- 
ing talk by Mr. Crane of the local office 
of R. G. Dunn & Co. He complimented 
very highly the wonderful spirit of 
brotherhood manifest by business men of 
today, and more particularly the fraternal 
atmosphere existing among men in the 
shoe and leather business. He said that 
throughout this period of unrest when 
we are confronted by so many social, 
moral] and industrial problems, it is up to 
the business man, the man of vision, the 
man who is in a position to know, to bend 
forth his every effort to imbue the minds 
of the common people with the correct and 
fundamental principles on which our 
wonderful social, industrial and religious 
organization is based. He stated further 
that neither education nor legislation will 
solve our problems, but that the proper 
dissemination of the truth by honest, red- 
blooded American business men will go 
farther towards correcting our troubles 
than anything else. “It is up to the busi- 
ness man to teach the man of the street,”’ 
he said. 

The nominating committee for selection 
of the Red and Blue Tickets in the forth- 
coming election of the club’s new offices 
was selected at this meeting. Joe Murphy 
is chairman of the red ticket. W. A. 
Gallup and Elmer Kokenge are the other 
members of the red side. Sol Berger heads 
the blue committee, and James Drury 
and Jack Blakley will assist him. 


‘At the annual meeting of the officers 
and directors of the Sam B. Wolf Shoe 
Company, Sam B. Wolf Jr. was elected as 
first vice-president; E. Peck was made 
second vice-president, and William K. 
Harrison was elected to the Board of 
Governors. 
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Now Comes 


the Test of 
Sole Leather 


At this season the soles of the 
shoes get the most exacting 
test. They prove their worth, 


or unworth, very quickly. 


Rock Oak sole leather is ideal 
for the rigorous days of Win- 
ter. It resists the trying days 
of alternate freeze and thaw. 
It will not become spongy or 


mushy. 


And, above all, it wears and 


wears and wears. 


Test “Rock Gak now. Get a 
sample and try it out. 


Jock Cak” 
Trade’ Mark Reg. U. 8S. Pat. Off. 


“Founded on Integrity.” 


The AMERICAN 
OAK LEATHER 
COMPANY 


CINCINNATI 


Boston St. Louis 


Chicago 


=~ = =D THs CORN << — 
THE AMERICAN OAK LEATHER CO, 
, Cincinnati, Ohio 
Please send us sample of “Rock Oak” 
Sole Leather. 
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DETROIT 


Good Business Keeping Up 


No Appreciable Slump Follows Holiday Buying; Several 
Clearance Sales Being Held 


ITH merchants generally satisfied 

with the business done in December, 
some of whom report that the December 
business partly made up for the lack of 
business in October and November, the 
continued activity between the holidays 
and after the New Year is gratifying. 
The slipper business with those merchants 
who stocked that line in quantities proved 
very satisfactory, indeed. 

Continued dampness, caused by snow- 
flurries, keeps the rubber demand good, 
although there is no remarkable selling 
since the first keen edge was removed by 
the sudden demand for galoshes, radio 
boots, Pavlovas, etc. 

The holiday windows have given place 
to sale windows, although there is nothing 
to be seen in them of a sensational nature. 
Imagine a sale window of this nature: 

The background represents a white 
stone wall into which are set a number of 
handsomely outlined panels and a doorway 
guarded by a grille of antique bronze, 
whose verde green and brown metal 
enhances its beauty. The floor is a paved 
court, marble slabs, bordered with darker 
blocks around the edge, producing a 
harmonious setting. The fixtures match 
the grille and consist of the usual shoe 
stands and a plateau. The shoes are 
shown in dainty manner with wide spaces 
between. The sale price of each shoe is 
shown on small price tickets set on the 
floor near the shoes. No comparative 
prices are used. A neat show card of 
small proportions indicates that a sale is 
in progress. And that is the shoe window 
of the Ernest Kern Company department 
store. 

Sale Slogan Painted on Valance 

The windows of R. H. Fyfe & Company 
are no less pleasing, but the earmarks of 
the sale are present in a valance specially 
painted for each window, announcing the 
“Pre-Inventory Sale of Shoes,” in which 
8,000 pairs are included, the men’s in two 
principal lots, $5.90 and $7.90, the women’s 
in three principal lots at $5.90, $8.90 and 
$10.90, with lower grades at $2.90 and 
$3.90. The show cards and price tickets 
are larger than usually used by this firm 
and are more on the “sale’’ order. 

The Ernest Kern Company have 
divided their women's lines into two lots 
at $6.45 and $9.85. Kline’s lists three lots, 
$4.45, $6.45 and $8.35. C. H. Baker, in 
their “‘Semi-Annua! Clearance Shoe Sale” 
divide 10,000 pairs of women’s shoes into 
three lots, values up to $12 going at $8.85; 
values up to $10 going at $6.85; values up 
to $8.50 going at $4.85. These include 
practically all lines in stock. Hudson's 


offer a special purchase of 850 pairs of 
standard Hudson men’s shoes at $6.95. 


Boots at $0.79 


Among the lines advertised at lower 
prices are those at varying prices from 
$2.45 to $3.85. The usual semi-annual 
appearance of pre-war high cuts also have 
made their appearance again. “200 pairs 
of boots at 79c.,” ““High-heel boots, 89c.,”’ 
etc. “High-heel rubbers, 17c.” 

Prospects for good business in Detroit 
are better today then ever before. Bankers 
and financiers are looking for a resump- 
tion of much better business. Among the 
shoe dealers there is not a pessimistic 
note to be found, all pinning their faith on 
the future of Detroit. One merchant 
predicted the beginning of a three-year 
business boom, while others looked for- 
ward with little anxiety to the future. 

The business of 1922 is a closed book, 
and some shoe merchants feel that they 
have done well if they have not gone 
behind very much, while others are grati- 
fied at a very small increase in business. 
Few, indeed, report that the business for 
the year, as a whole, was satisfactory. 


Medium Grades Graded Up 


There is a tendency in some of the 
chain stores to “grade up” in the business 
for Spring. At the W. L. Douglas & Co. 
main store, where men’s lines are handled 
only, we were informed that a heavier 
business would be looked for in the $8.00 
line, which will largely take the place of 
the $7.00 line, which was the most 
popular last year. At Chisholm’s Bi't- 
Well store we were also informed that 
where the lines handled last season, in 
both men’s and women’s, ranged at $5, 
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$6, and $7, for Spring they would range 
$6, $7, and $8. Does this herald a new 
era of shoe selling and a standardizing of 
prices in the neighborhood of seven or 
eight dollars? 


To Open Store in Owensboro 


L. R. Brown, lately appointed manager 
of the Emerson Shoe Store on Michigan 
Avenue, has resigned to engage in business 
for himself at Owensboro, Ohio. Frank 
DeRocher, his assistant, has been appoint- 
ed to the vacancy. 


Selling White Shoes to Bar- 
bers 


Here’s a hint for shoe merchants. A 
shoe salesman has been making extra 
sales of men’s white canvas shoes by 
making a canvas of the barber shops and 
announcing that his store has a complete 
assortment of white oxfords. Where the 
barbers have adopted the white uniform 
for sanitary reasons this should prove 
resultful of many extra sales—provided 
enough white oxfords have been carried 
over. 


Another Shoe Store Adds 
Golf Course 


A “Driving Course’’ has been installed 
by J. E. Wilson in his basement depart- 
ment, known as Wilson’s Shoe Den, Wash- 
ington Boulevard. Henry Chisholm, in- 
structor at the Oakland Hill Golf Club, is 
in charge. While not on as elaborate a 
scale as that at the R. H. Fyfe & Co. store 
it affords the fan all the “try-out’”’ he may 
desire, and gives the beginner an oppor- 
tunity to secure lessons in driving when the 
out-door course is under cover of wintry 
snows. 


Charles Beplay, late of the McBryde 
Boot Shop, is now traveling in Ohio with 
the McElwain, Hutchinson & Winch line. 





DENVER 


Outlook for Good 1923 Business Bright 


Denver Shoe Merchants Report Good Holiday Trade; Finish 
Out a Good Year 


ENVER shoe merchants this year 
enjoyed a good holiday trade that 
served to round out 1922 and place it in 
the ranks of a good business year. As 
1922 was better than 1921 from a business 
standpoint as viewed by local retail shoe 
merchants, so 1923 is expected to eclipse 
the year just closed. Denver shoe 
merchants report that people of this city 
seemed to have more money this Christ- 
mas and they were more inclined to pur- 
chase useful gifts. As a result shoe stores 


here did a good business during the 
holiday selling season, which started 
earlier this time than it ever did before in 
Denver's history. Shoe merchants here 
are making ready for a good 1923 business. 


Fontius Has Big Holiday Trade 


According to J. J. Fontius, Sr., presi- 
dent of the Fontius Shoe Company, this 
city, his store was visited by thousands of 
Christmas shoppers this year and the 
biggest holiday business in the history of 
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the store resulted. As early as three weeks 
before Christmas the Fontius store was 
filled with shoppers eager to get the best 
selections. An unmistakable atmosphere 
of yuletide pervaded the busy scene, 
augmented, perhaps, by a touch of 
Christmas green here and a bit of cheerful 
red there. A very attractive window 
display was featured by the firm during 
the holidays. A cleverly painted back- 
ground, which set no definition to the 
window but carried the glance out through 
latticed windows into an open country of 
snow-rounded hills and pointed spruce 
trees, was a decided addition to the decor- 
ative scheme of the store. “The shoe 
business has undergone a _ complete 
revolution within the last few years,” 
stated Mr. Fontius. “‘We used to buy for 
a season; what we stocked on in the spring 
had to last more or less until fall, and vice 
versa; but styles now change overnight, 
and we buyfrommonthtomonth. We find 
this year, and especially during the Christ- 
mas season, the people are following along 
conservative lines, avoiding the extreme 
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fads or extreme prices either way, and 
are demanding intrinsic values.” 


Shoe Man Elected Club Di- 
rector 


Recently the Kiwanis Club of Denver 
held a meeting for the purpose of electing 
officers and directors for the ensuing year. 
M. B. Wise, head of the M. B. Wise Shoe 
company, this city, was elected a member 
of the board of directors of the organiza- 
tion. 


Brief News Notes 


Robert Lee Gilliam, traveling represent- 
ative of the Brown Shoe Company, 
recently visited retail shoe merchants in 
different cities in the southern part of the 
state. 

L. F. Schneider is now representing the 
Central Shoe Company in the Denver 
district. He has succeeded Wilbur 
Dunlavy, who has been transferred to the 
Los Angeles territory. 





LOUISVILLE 


Merchants Buying More Freely 


Spring Styles Beginning to Come in Although Not Yet on 
Sale 


OUISVILLE experienced the finest 

holiday business in her history. 
Sales of shoes were not abnormally heavy, 
they were good, while sales of hosiery, 
fine buckles, and other side lines, especial- 
ly fancy evening slippers, were heavy. 
There has also been a good demand for 
men’s evening shoes, principally in bright 
calf or patent, plain toe oxfords, as 
tuxedos are coming into more and more 
general use for evening affairs. Full 
evening clothes are seldom seen on men 
now except at weddings. 

In addition to the shoe store trade, the 
department, men’s and general retail 
trades, reported big business. Some 
houses reported business as good and even 
better than that of 1920, and there is no 
doubt but that Louisville cut loose and 
spent more freely than for years. Un- 
usually fine weather along with general 
prosperity in Louisville, was responsible. 


Spring Siock Coming In 


The opening of January found the local 
stores in good shape, with stocks not 
overly heavy and outlook good. New 
stock is arriving for spring, and while 
women’s stock is being shown as it arrives, 
men’s stores are featuring high shoes and 
weight winter oxfords at the 
present time. There has perhaps been 
better than normal buying this year from 
manufacturers and jobbers, due to the 
fact that prices are firm, and styles more 


hea vy 


settled. Local retail merchants as a whole 
appear to be very optimistic. 


Fifty Per ‘Cent Reduction 


Offered 


Byck Brothers are offering a fifty per 
cent reduction, or half price sale in 
women’s fine shoes, offering three prices— 
namely—$7.50 on $15 merchandise, $5 
on $10 merchandise and $6.25 for $12.50 
stock, the sale being on three grouped lots. 
This sale is in the company’s Deluxe, or 
fine goods department, on the third floor, 
and started December 26. 


To Feature Orthopedics 


John Zoll, of J. Zoll & Son, has an- 
nounced that the firm is planning to 
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establish a centrally located branch store 
about July 1, which will feature orthopedic 
or corrective shoes principally, and which 
will be in charge of Carl A: Zoll, who is 
taking a year’s course in the Illinois 
College of Chiropody, from which he will 
graduate in June, Carl Zoll is now 
spending a few days in Louisville. 


Negro Store “Making Good” 


J. C. Hero and others interested in the 
new Dunlap Shoe Co., which recently 
opened a retail store at 1102 West Walnut 
street, have been much pleased with the 
reception given this new store in Louis- 
ville’s dark belt, this store having been 
established for the purpose of getting the 
high grade negro trade of Louisville. The 
store was opened shortly after December 
15. 


Few Sales Being Held 


In men’s shoes the Rodes Rapier Co., is 
offering a real sale, at a flat price of $6.85 
a pair, in which are grouped shoes formerly 
sold at $8 to $12, and taking in both shoes 
and winter oxfords. The company in this 
sale is offering 49 pairs of $12 shoes; 348 
pairs of $9 shoes; 276 pairs of $10 shoes 
and 165 pairs of $8 shoes. 

Generally speaking there are not so 
many general sales being offered, due in 
part to fairly clean stocks, and due to the 
fact that there isn’t much change between 
fall and spring stock this year. Men’s 
houses are not overstocked in high shoes, 
and most women’s houses haven’t any 
high stocks, except in staples. Children’s 
shoes are always staple to a considerable 
degree. 

In discussing the outlook for spring 
some of the retail merchants report that 
other than a stronger tendency to suede 
and to modified sized tongues in Colonials, 
they can’t see any material change. 
Satins, patents, two-tone effects, and calf, 
including black, brown and gray, are 
promising. Black shoes for women were 
good this winter, although they were a bit 
scarce with some stores. Satin has been 
very big. Indications are that much of 
the present stock is practically staple for 
spring use. 


SALT LAKE CITY 


Utah Embarks on Great Indus- 
trial Era 


T is doubtful if the shoe men of this 

city have ever looked forward to a 
new year with as much confidence as they 
are looking forward to 1923, which will be 
with us before these lines appear in print. 
Even those noted for their conservatism 
will readily agree that the state is about 
to embark on an industrial era hardly 


dreamed of before. The Columbia Steel 
company has just been incorporated for 
$20,000,000.00 and another concern is 
expected to follow in the near future, on a 
larger scale in all probability. In addition 
to this metal mining and coal mining, 
building operations and agriculture show 
signs of improvement. A year ago there 
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was very little metal mining in the state 
as a result of low prices, but today many 
thousands of dollars are in circulation as a 
result of renewed activities in this in- 
‘lustry. In addition to all this, railroads 
are showing a tendency, a rather marked 
tendency, to give the state more favorable 
freight rates, which means that manu- 
facturing will pick up. All in all. Utah's 
vast resources are due for a big develop- 
ment and some one is going to make a 
lot of money as a result. 


Trade Ahead of Last Year 

It is too early to give any definite 
figures regarding turnover at the local 
shoe stores during the year, but judging 
by the conversations which the Recorder 
representative has had with leading 
merchants during the past few days the 
trade as a whole will be ahead of last year. 
In a few cases, perhaps, there will be a 
decrease, but on the other hand, there are 
those who predict their figures on January 
1 will show that they made a substantial 
gain. With one or two exceptions only, 
Salt Lake City’s shoe men did a wonderful 
Christmas business, both in shoes and 
house slippers. The call was for medium 
priced stuff inslippers and those merchants 
who had good stocks to choose from, did 
the best. Speaking of prices, however 
the Gardner and Adams people said their 
customers demanded either high or low- 
priced stuff, the medium-priced article 
not being called for. In many cases 
slipper stocks were depleted. Following 
the Christmas rush every one expected to 
do a little resting up, especially as the 
weather did not give any promise of 
favoring the trade, but the week following 
Christmas found several of the stores 
quite busy. 


Women Buying Sport Oxfords 


Men’s style news is scarce, but the 
women purchasers are beginning to favor 
sport oxfords, according to two or three 
leading stores that cater to the novelty 
trade. Straps are still selling well, how- 
ever, and one shoe man, at least, said he 
expects to see satin straps good in the 
Spring. Another said there is a better 
demand for tongue pumps with walking 
heels, but he added all indications are that 
there will be an early demand for sport 
shoes for street wear. Strip or spat pumps 
with buckles are very good, according to 
another. After talking with a number of 
men interested in the sale of novelty shoes 
one is inclined to think that the time is 
coming when one will not be able to say 
women are buying such and such a shoe 
in a given city, any more than a reporter 
for a millinery journal can say a certain 
hat is being worn by every one! 


Senator Smoot Gets Telegram 


Senator Reed Smoot, senior senator for 
Utah, was the center of a storm recently 
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when he charged in a recent address that 
shoe men were making exorbitant profits. 
As the incident is doubtless familiar to the 
shoe men of the country by reason of the 
publicity given it by the daily press, we 
need only add that the Senator had many 
critics here. It may also be of interest to 
know that Mr. Smoot holds the ecclesias- 
tical position of Apostle, being a member 
o. the Apostles’ Council of the Mormon 
( share 


Earl C. Brown Leaves Hirsch- 
man’s 


To the shoe peop'e of the city generally 
and the Hirschman fercés in particular, 
the severing of Earl C. Brown’s connec- 
tion with the Hirschman Shoe Company 
and the announcement that he was going 
to the Coast has caused regret, for Earl 
was one of the best liked shoe men in 
Utah and it is doubtful if any one has 
ever seen him without a smile on his face. 
Sometime ago he had an idea that he 
would like to start here in business for 
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himself, but at this writing his plans are 
indefinite. He may or may not stay in 
California. For a time he will visit with 
his folks and his wife’s folks, all of whom 
are living on the Pacific Coast. George 
Jenkins, well known here as a shoeman 
and already in the Hirschman service, will 
succeed Mr. Brown as buyer for the men’s 
department. 


Shoes On Deposit 


At least one store is selling a lot of shoes 
this season on deposit. People will drop in, 
fit a pair of shoes and say, “Can you hold 
them if I pay two or three dollars.”’ At this 
writing the firm in question has about 
$300 worth of merchandise of this sort on 
its shelves. 

J. Dewey Solomon, one of the well- 
known younger shoe men of the city and 
sec.-treas. of the Solomon Shoe company, 
Sugar House district of this city, has gone 
on a mission for the Mormon Church. 
He is in Los Angeles. Geo. H. Parker 
succeeds him as sec.-treas. of the firm. 





PORTLAND 


Holiday Business Excellent 


Footwear Sold Better than Expected and Ornaments, of 
course, Were in Big Demand 


USTLING with activity, the shoe 
shops of Portland were among the 
busiest of the specialty shops during the 
Christmas season, this year. Not in many 
years has the holiday season brought such 
an amount of business to retail shoe mer- 
chants, and most of the Portland houses 
were totally unprepared for the rush of 
trade which came to them at this time. 


House slippers were, as usual, a big item 


for gift purposes, and those shown this sea- 
son seemed to show more real “‘style”’ than 
ever before. Gifts, however, were not at 
all confined to slippers, spats, hosiery, or 
other special lines carried by the shops. 
Many a pair of shoes for street or dress 
wear proved a practical present for some 
one this year. A large number of college 
students home for the holidays found it 
a convenient time to replenish their stock 
of footwear, while still other customers 
bought at this time in order to take ad- 
vantage of the specials offered by a num- 
ber of retailers in order to stimulate trade. 
Portland merchants almost unanimously 
report straps for women still decidedly in 
favor, even though some are of the opinion 
that Spring may see a slackening in the call 
for them. One retail house, carrying only 
staple stocks, reports that high shoes for 
men are finding much greater call now 
than last fall and winter, to the exclusion 
of oxfords. 

“Business during this holiday season 
has far exceeded our expectations,” stated 


F. E. Gaines, manager of the College Boot 
Shop. ‘We sell to men only, and most of 
our trade comes from college and high 
school students. We are now specializing 
in shoes at two prices, $5 and $8.50, and 
are finding these prices very popular. 
College students home for the holidays 
found this an excellent time to buy. We 
have had quite a run on patent leather ox- 
fords and the plain toe models. We spe- 
cialize on “‘jazzy”’ models as they are most 
in demand by younger men who com- 
prise most of our trade. The shiny leathers 
seem to be receiving many calls right at 
this time, and all predictions at this time 
point to their popularity for spring. 
Bluchers, tony reds and patents will all be 
good this coming season. It is our policy 
to show all the newest models. We have 
just bought some new window fixtures, 
solid mahogany in the natural finish, and 
expect to have them installed very soon. 
which will enable us to make better use of 
our windows for display purposes. In an 
advertising way, we are using the high 
school and college papers, club journals, 
and such mediums, and the results have 
been very satisfactory.” 

J. Purvine, manager of the Eggert- 
Young Company, announces a very satis- 
factory gain in business since moving to 
the new location on Sixth Street, two 
months ago. Additional store fixtures are 
still being installed in the firm’s new home. 
but everything will be completed and 








January 13, 1923 











ready for the spring season, according to 
Mr. Purvine. 


Strip Pumps Look Good 


“It looks right now as if strip pumps 
with French or baby French heels will be 
in great demand in the spring for dress 
wear,” declares J. J. Cheavers, manager 
of the Regal Shoe Company, on Wash- 
ington Street. ‘Patents and satins will 
be the big sellers, as they are now. There 
will be little call for kids. “Zhe military 
heel in walking shoes will still be popular, 
but the lower heels for the dressier models 
will not be favored as they were last year. 
Our $6,80 policy is proving very effectual 
as this seems to be about the price that 
people now want to pay. At this popular 
price, we are having many calls for men’s 
shoes, especially the high top models in 
tan, which is greatly outselling black this 
season. We are selling veryfew oxfords to 
men now—they seem to be on the decline 
in public favor, We carry only staple lines 
in both men’s and women’s shoes—we do 
not take chances on novelties of any sort. 
House slippers, both for men and women 
featured in the Christmas selling, popular 
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prices being from $1.50 to $2, in felts, with 
men’s leather slippers at $3.75 and $4. 
Hosiery also featured in the holiday sell- 
ing. We carry only staple lines in wool 
and silk and do not stock on novelties of 
any kind. In silk, we have been having 
calls for brown and black, with a few grays, 
while in wool, heather shades have been 
proving most popular.” Unusually at- 
tractive holiday windows were featured by 
the Regal Shoe Company. 


Praises Article in Recorder 


S. Goldstein of the Goldstein Bros.’ 
Model Boot Shop, declares that in his es- 
timation the article written by Max 
Streicher, second vice-president of the 
California Shoe Retailers’ Association, ap- 
pearing in a recent issue of the Boot and 
Shoe Recorder, is one of the finest ever writ- 
ten. The article expressed the idea that 
there is “too much grumbling in the shoe 
business.”” Mr. Goldstein echoes the sen- 
timent of the writer in every detail. Busi- 
ness is very good, declares Mr. Goldstein, 
straps and low heels still proving popular 
with Portland women in spite of opposing 
reports given elsewhere. Colonials, too, 
are finding good sale, he stated. 





SPOKANE 


3tsiness Definitely on Up-Grade 


Merch: 11ts Encouraged by Prospects of Good Trade During 
1923 


¥™~ “ITH ten days of below-zero weather 

and a snow storm beginning with 
the opening day of the month and bring- 
ing more than three feet since then, the 
footwear stores of Spokane have done a 
tremendous business in December. It 
was well that there was such a “kick” in 
trade this month as October and Novem- 
ber were open weather months, with 
only fair business as the rule. 

The principal shoe shops have cleaned 
up stock very well this year and will 
probably not be forced to such extremes 
in sales before inventory time. 

That November this year passed that 
month in 1921 both in cash receipts and 
number of shoes sold was the declaration of 
Frank Shockley, secretary of the Hill 
Shoe Stores. December, with a rush for 
rubber stock, was the banner month of 
the year. 

See a Big Year Ahead 

Without exception retail shoe merchants 
are prophesying that 1923 will actually be 
Spokane’s greatest year for trade. The 
prediction is based on promise of the 
three great industries of this territory— 
timber, lumber and wheat—all being on 
the verge of large scale production. The 
heavy snows insure good winter wheat, 
the lumbering and logging camps are on a 
1918 scale of operation, and the mines 





from Butte to northern Idaho are all on a 
paying basis. 


Sent Delegation to Chicago 


At least five Spokane merchants are 
attending the big shoe convention at 
Chicago. Among those who joined the 
Seattle shoe men when the special Pullman 
went through Spokane were: A. A. Doose 
of the Palace, Lloyd Hill of the Hill Shoe 
Stores, Arthur Schulein of M. & S. 
Schulein, Gus Berglund of the Palace, and 
John A. Ackre of E. S. Burgan & Son. 
All Spokane men expected to do the bulk 
of their buying while at the convention. 


Galosh Landslide Buries Shoe 
Dealers 


Every retail shoe merchant in Spokane 
was absolutely sold out on _ galoshes, 
Radio boots and similar footwear within 
24 hours after the heavy snow storm set 
in on December 2. The rush for such 
footwear was wholly unexpected and in 
fact several buyers had returned ordinary 
galoshes to the factories. Galoshes sold 
very slowly until the snow came. Then 
the landslide was on a huge, unprecedent- 
ed scale. It is a fact that three out of 
every four sales in the four leading down- 
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town shoe stores were on rubber goods the 
first week of the snow. 

The Hill Shoe Stores, No. 1 store, had 
450 pairs of galoshes and Radio boots in 
store on Saturday morning and was sold 
out completely the following Monday 
night, Lloyd Hill reported. A total of 
813 pairs was sold at that store in the 
first seven days. The Hill firm had 
bought long and did the bulk of the 
business until competitors were able to 
receive shipments from the coast. At 
least a dozen prominent dealers were 
supplied through connection at Portland, 
Tacoma and Seattle. The local United 
States Rubber company sold out the 
third day of the rush. At December 15 
the retailers, hardly without exception, 
had express shipments coming through 
from the east, composed of orders partly 
filled. It was the unexpected rush and the 
huge demand which swept the dealers 
from their feet. At the Walk-Over shop 
salesmen were heard to approach women 
patrons and state “We have not a pair of 
galoshes left” before the customer had put 
her question. The estimate that between 
20,000 and 25,000 pairs of galoshes and 
rubber boots have been sold here this 
month does not appear to be exaggeration. 





Crescent Backs Drive for Foot | 
Appliances 

Leading the city in stocking heavily on 
foot appliances and in offering expert 
advise on arch troubles, the Crescent has 
advertised extensively its line of Dr. 
Scholl’s Foot Comfort Appliances and 
staged a demonstration week for that 
department. The Crescent, through the 
direction of A. A. Doose, found this field 
hardly opened up and has had very good 
success with the line. The idea of getting 
expert advice from a salesman who does 
nothing else but handle the many Scholl 
products has taken well with a buying 
public ‘not educated to all that is offered 
in foot comforters and comfort. 

Buyers Comment on Style 
Trend 

“Although some buyers say that the 
prominent tongue models in women’s 
footwear will not last after January 1, we 
intend to show tongues in modified styles 
until Easter time,” said Arthur Schulein 
of M. &.S. Schulein. ‘“Two good numbers 
in pumps have been the Colonials with 
military heels in black and otter ooze and 
patents with gray trimmings, and with the 
Cuban heel. We continue to sell about 
half of the women’s wear in straps. A 
Colonial with medium tongue in black 
satin and with French heels has gone very 
well and patents stand second in the high 
heel footwear. 

“The hosiery department has done very 
well with chiffons in black and slate with 
steel beads, as a Christmas seller.” 

A strong model for the present trade 
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and good for several months is shown by 
the Hill stores in a black suede Colonial 
pump with goring and with a patent 
tongue and heel and a slight trim in a 17-8 
heel. The same model in black satin is 
also shown. 

“Satins are just as good now as ever but 
there is a trend to suedes,” said Lloyd 
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Hill. ““Uhe black suede, particularly with 
a touch of patent is pleasing the trade. 
For January and February sales we have 
ordered the small tongue pumps, without 
goring, in the three leading materials, 
patent, satin and suede, and combinations 
of those. These vary from the 13-8 to the 
18-8 heels. 





COLUMBUS 


All Christmas Records Broken 


Some Demand for Boots Developed with a Still Greater 
Demand, however, for Rubbers and Gaiters 


HRISTMAS buying in this city 

broke all records, according to re- 
ports coming from all the largest stores. 
Never before in the annals of merchandis- 
ing have there been such tremendous 
crowds and such liberal purchasing as was 
the rule for two weeks preceding Christ- 
mas. “Never have Christmas shoppers 
bought such a large number of gifts,” is 
the way one of the local merchants 
expressed himself. The retail shoe 
merchants report that business has been 
very good, and that 1922 has surpassed 
last year’s volume of business. The 
Christmas spirit was abroad in the land, 
and there was something in that spirit 
that loosened up the hearts and purses, 
even though the course of economics had 
not been running any too smoothly the 
first half of the year. 

The Christmas spirit brings out the 
best in mankind, and that with the very 
seasonable weather which was on tap 
accounted for the holiday activity. 
Rubber business was especially active, 
owing to the heavy fall of snow which 
occurred, followed by a short spell of 
warm weather which made the streets 
slushy. This condition was followed by 
extreme cold weather for several: days, 
which caused a stampede for “‘galoshes.”’ 
All merchants report a shortage in the 
more desirable lines of this style of 


gaiter, as with the first few days of cold 
weather all the rubber houses in this 
district were cleaned out of all styles of 
galoshes. 

Children’s Departments Busy 

The greatest activity in the retail 
stores is in the children’s departments, the 
majority of sales in this department is in 
the better class of merchandise, “‘gal- 
oshes”’ for the little folks also went well, 
more pairs of this style being sold the 
past two weeks than had been sold dur- 
ing the past several years combined. 

The cold weather caused many a fair 
one to break her promise to wear low cuts 
all during the winter, as all the dealers 
had many an inquiry for boots, those 
having the newer style of shoes were able 
to make many a sale of boots. 

All the downtown stores had very 
beautiful window displays during the 
holiday season, while the interiors of 
many were also gaily decorated in festive 
colors. 

The local retail dealers’ organization 
plans an active campaign beginning after 


the National Style Show, towards making: 


the state convention during March 1923 
bigger and better than any previously 
held. About the same floor plan will be 
used at the Southern Hotel as was used 
during the convention which was held at 
this same hotel several years ago. 





LOS ANGELES 
Hosiery Volume Growing Larger 


Special Cartons and Special Offers Helped to Swell Sales 
During Holiday Period — 


HE holiday season found things 

rather quiet in the local shoe stores, 
as far as shoe sales were concerned. 
However, most of the stores did a good 
business on hosiery and also report a 
good demand for buckles and accessories. 
More attention has been given to pushing 
hosiery this season than ever before and 
special box offers and special sales are 
producing a larger volume of business. A 
week of rain did not deter shoppers from 


venturing downtown and the streets 
and shops have been thronged during the 
holiday period. Merchants in all classes 
of business and especially the department 
stores, state that buying is more spon- 
taneous this year and that the volume of 
business is better. 

Practically all the business on shoes in 
the high-grade shops centers around eve- 
ning slippers, which have had an unpre- 
cedented sale this season, according to 
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Mr. Heartt, of Robinson’s shoe depart- 
ment. Mr. Heartt states that most of 
the slippers sold in his department are 
straps, and that he has never had much 
call for the Colonial pumps, as they arc 
not popular with his trade. This applies 
to both street and evening footwear. 
Satins are still very strong and the dainty 
footwear holds out, notwithstanding the 
rainy season. It was thought that oxfords 
would pick up somewhat, but those that 
are sold are the lighter weight variety, 
with cut-outs and lattice work. 

There was a last rush for felt slippers 
and it is evident that the demand this 
year has exceeded former seasons, as 
most of the stores report stocks at ebb 
tide and the wholesale houses have been 
sold out for several days. The Jaffa Com- 
pary, specializing in children’s footwear, 
couldn’t keep enough felt slippers on 
hand to supply the demand throughout 
this territory, and other jobbers report a 
similar condition. 

Many of our shoe merchants are plan- 
ning to leave for the Eastern markets 
the first week in January and will take 
in the N.S. R. A. in Chicago. 

A very few years ago, the expanding 
shoe stores began going out West 7th 
Street, following the example of Wetherby- 
Kayser’s; last year the trend was out West 
6th Street where several new shoe stores 
sprouted up almost over night; this year 
Hill Street, crossing 6th and 7th Streets. 
is rapidly filling up between 5th and 8th. 
The first shoe store in this new shopping 
district, the Women’s Shoe Store, opened 
up about a year ago between 6th and 7th, 
to be followed shortly by the Ground 
Gripper Store across the street, then on 
the corner, in the new Grauman’s Theater 
in course of construction, the Merz Shoe 
Store opened up, then the Edwin Clapp 
Store between 6th and 7th, and now Van 
Degrifts between 7th and 8th. 

The Merz and Edwin Clapp shoe 
stores are new to the city. Mr. Merz 
was formerly in business in Muncie, 
Indiana, where he conducted a_ shoe 
store for 17 years, having but recently 
come to Los Angeles. He features men’s 
$5 and $8 shoes and carries a side line of 
men’s hose. 

The Edwin Clapp Shoe Store has been 
open only a couple of weeks and is one 
of the most attractive shoe stores in the 
city, being fitted up in parlor style with 
a very harmonious interior decorating 
scheme, and carpeted. in grey. Mr. 
B. C. Davis, proprietor, is also proprietor 
of the Edwin Clapp Store in San Francisco. 

A visit to Gude’s found the hosiery 
counter three deep. It seemed to be the 
most popular place in the store. The 
shoe cases down the center of the store 
have been removed to create more room 
for fitting and in their stead the mirrored 
columns were decorated with holly and 
hung with felts. 
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A GREAT CONVENTION 


Yes,Shoe Conventions are worth while! 


Considering the results measured in enthusiasm, 
better business understandings and actual shoe 
knowledge gained, the balance is overwhelmingly 
on the credit side. 
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The unstinted praise of the 
wonderful shoemaking and the 
unusual style and value of our 
lines of ‘“‘Kewpie Twins” and 
“National Park Hiking Boots 
and Oxfords’’expressed by hun- 
dreds of shrewd shoe merchants 
was a real inspiration to us. 


SH. c. 26 


A Popular Number 
IN STOCK 


Se eX 


a 


It fired us with renewed ambition 
to continue producing the best 
line of children’s and growing 
girls’ shoes in the world. 


“‘Kewpie Twins” and “National 
Genuine Goodyear Stitched Parks”’ are now carried in stock 


1840—Mahogany Calf, Full Quarter : : : 
pea ready for immediate shipment. 


Size 12-2, C, D, E Price, $3.00 
Size 814-1114, C, D, E. .. . Price, $2.60 
Size 574-8, D, E Price, $2.35 Don’t you want detailed infor- 


mation about our proposition? 





THE JUVENILE SHOE CORPORATION 


OF AMERICA 


CARTHAGE A 5 tae MISSOURI 
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NOW IN STOCK 


7133 Woman’s patent Colt Vamp,Finest Grey Ooze Quarter, One-Strap, Two- 
Button Pump as above. Grey Ooze Fancy Strip Trim on Vamp, Patent Fancy 
Strip Trim on Quarter. Covered 16/8 Full Breasted Heel. 

Sizes 21% to 8 Widths AAtoC $5.00 
7134 Woman’s Finest a'l Grey Ooze One-Strap Two-Button Pump. Grey Ki.- 
skin Fancy Strip Trim on Vamp and Quarter. Covered 16/8 Full-Breasted 
Heel. Finest Turn. 

Sizes 214 to 8 Widths AAtoC $5.00 


IN STOCK JANUARY 20th 


7138 Same as 7134 except with 8/8 Covered Heel... . $5.00 
7137 Same as 7133 except with 8/8 Covered Heel... . $5.00 


Always Ready fo Serve 
= SAW LL bibl AZZ ALLLLLL LL LLL 
=—L LEECKER SHOE CO.Inc. 
d  i38-140 DUANE STO 9220'S New vorK CITY 


SAMPLE ROOMS 
Forest ‘Building, PHILADELPHIA, PA. 





214 Essex St.,, BOSTON, MASS. 


The Boot and Shee Recorder will appreciate your mentioning the publication in replies te advertisements. 
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Large Volume Business Expected 


UTSIDE of such routine business as 
QO had been transacted leather mer- 
chants for the past week have been 
considering the prospects for the coming 
year and checking up on the outlook for 
business. Tanners and leather dealers 
express confidence that it will be a year of 
large volume in leather. There is much less 
trouble from labor and the demand for 
leather has settled down to a more staple 
basis. There is also a better disposition 
toward the paying of prices which will 
yield at least some profit. There are in- 
dications of buyers of leather all through 
the country needing to replenish their 
supplies and there is also much leather 
yet to be delivered on back contracts. 
Near the end of the year there were 
some sizable sales at concessions, which is 
usually expected at that time, but the new 
year starts with the tanning industry 
following sound principles and not in- 
clined to repeat the experiences of a year 
and two years ago. 


Sole Leather Firm 


In the sole leather business it should be 
remembered that tanners have been cur- 
tailing during the past year, running at a 
capacity of approximately 50 per cent. 
This production is not likely to increase 
much until a normal demand for leather 
develops. The production would also 
increase witha larger demand for export. 


Sole leather tanners state that they are 
obliged to maintain prices and all get ad- 
vances to make any profit, inasmuch as 
sole leather has not been selling on a re- 
placement basis and tanners have not 
been buying hides any more than neces- 
sary for some time. 


Quiet Upper Leather Trade 


In upper leather conditions are much 
the same as they have been for the past 
two weeks. There is plenty of calf and 
side upperleatheron hand of most varieties 
although the shiny leather production has 
been sent out as fast as made and patent 
leather producers are only now catching 
up with their orders. There is more im- 
provement being made in side leather and 
in new finishes which give the better 
grades of side leather the appearance and 
feel of calfskin. There has been quite a 
lull in the glazed kid trade, but kid now 
shows signs of improvement especially 
with a better outlook for export trade. 


Calf Leather Not Active 


The calf leather market has experienced 
quiet business for some weeks, although 
this has not affected prices. It is expected 
that good business will be resumed this 
month with a good outlook. The demand 
is for full-grain chrome colors which are 
quoted around 48c for the top selections, 
43c for medium and 38c per foot for the 


’ quality and tannage. 


lower grades. Light-weight skins are 
bringing approximately 5c per foot less. 
The lower selections run down to 28c. 
The best demand continues for plump 
weights with the medium and light taken 
when the heavy leather is not available. 
There is a fair call for suede calf, the top 
selections bring from 58c to 60c for fancy 
colors. Calf skins in the raw are now 
bringing 19\4c and the average price for 
the year was 16.05c per lb. 


Side Leather Trade Quiel 


Side upper leather sales have been 
small of late although there is consider- 
able business in the aggregate. The stand- 
ard tannages of full-grain colored chrome 
are quoted at 28c to 30c per foot for top 
selections—26c for medium—and 20c to 
22c for the lower grades. There has been 
a fair call for black, which according to 
quality, is quoted at from 22c to 28c per 
foot. Snuffed sides bring less according to 
There is a fair call 
for the heavier leathers; waterproof grain, 
kip, veal and elk. The prices ranging 
from 20c to 30c and for smoked elk up to 
34c per foot. The best grades of buck are 
quoted around 40c to 44c per foot and 
white buck from 34c to 38c. 


Good Outlook for Patent 


Patent Jeather continues an active 
feature of the market. 
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What’s under the 


— hidden weakness or rugged strength? 


N the illustration below we’re 

making just as plain as diagrams 
can, what’s ‘‘under the rubber’’ in 
a **U. S.’’ Boot. 


plantations the finest grade that 
can be grown. Our factories are 
manned by the most experienced 
boot makers in the country—crafts- 


men who know the importance of 
painstaking.care. And we’ re proud 
of the results—and of the satisfac- 
tion they give the wearer. 


We've picked out the four 
points where boots get the hardest 
wear—ankle, back of the heel, in- 
step and sole. 

Notice the strong reinforcements 
built into U. S. Boots at every one 
of these points! 

We’ve been making rub- 
ber footwear for 75 years. 
We don’t duy rubber—we 
actually produce o11 our own 


In the big “‘U. S.”’ line there is 
every type of rubber footwear. In 
stocking ‘‘U. S.’’ goods 
you are identifying your 
store as the home of the 
best in waterproof foot- 
wear. 





i= 





: “Extra heavy Flange sole 
United States Rubber Company rn sou thick, snl leery 
the finest, toughest high-grade 
ber. Its flange shape means extra 
protection and wear. A rugged 
outside foxing unites the sole and 
the upper into one solid piece. 





THs inster—A series of grad- 
uated reinforcing layers in the 
instep combines un 

ibility with surprising strength. 














BACK OF THE HEEL — Eleven 


THR ANELE—Hoere the h J heany dach ond highe 
ayers of heavy duc ighest 
grade rubber 


“U.S.” Boot has an 
extra “collar” that 
runs all the wayround 
the leg, and on top of 
that 1s vulcanized @ 


_ 46"'U.S” Boots 


make this one o 
the strongest points of the wi 











Trade 
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‘““Overshoes—Give Us More Overshoes!”’ 


Wheels of Factories Are Busily Humming—Wholesale Houses 'Deluged with 
Orders——Retail Shoe Stores Short on Merchandise—Big Storm 
Put Rubber World in a Whirl 


manufacturers and wholesalers, with 

merchants clamoring for overshoes, 
and factories rushing full speed to meet 
the demand of their wholesalers and the 
retail stores. This crisis was predicted 
’way back last September, when the 
weather prophets began to foretell that a 
heavy winter was not unlikely—it was 
predicted "way back last January, when 
salesmen spread the “gospel” of the wis- 
dom of preparedness, when salesmen said 
in effect—the rubber factories are few and 
retail shoe stores are many, but anticipa- 
tion in meeting a big demand is never so 
keen as the realization of that demand 
and it is human nature to procrastinate, 
especially when it comes to footwear buy- 
ing of any kind. So here we are, January 
13—in mid-winter, with all the world 
divided between those wearing overshoes 
and those who want overshoes but cannot 
obtain them. 


Profit by Past Experiences 


And now that we have all heard the 
good news that there will be no advance in 
rubber shoe prices for 1923, despite the 
fact that the raw materials going into the 
construction of rubbers have advanced in 
price, salesmen will soon be in the field 
just as soon as the immediate demands 
are met taking orders for next winter's 
overshoe selling. It is a fact that gaiters, 
having once come into the fashion realm, 
are never likely to depart therefrom, and 
with cold and stormy weather, folks are 
going to wear them, storm or no storm, so 
the wise buyer will doubtless profit by 
-past experience and see that he orders 
enough goods for his shelves so that no 
trade will be turned away from his store. 


fk are busy days for the rubber 


Introducing the Mystik 
Overshoe 


And right here, a new style in women’s, 
misses’ and children’s gaiters, called the 
“Mystik,” makes its debut. This is made 
by the B. F. Goodrich Rubber Company. 


From Flapper to Miss Dignity 


This new Mystik style comes in all of 
the new lasts and can be worn with any 
of the various styles of dress, from. the 
flapper style to the ultra-dignified—name- 
ly, the flapper, semi-flapper, roll dress and 
full dress, or high riding pattern. It is 
adjustable at the top so that it will fit any 
wearer and is adjusted with a silver slide 


Child's new Mystik Boot with ad- 
pee closes with a silver slide in 
ut 


abo' same manner as a tobacco 

pouch. The material used is black 

jersey. Made by the B. F. Goodrich 
Rubber Company 


in the same way as a tobacco pouch is 
closed. There are no buckles to catch the 
skirt. It is made of black silk jersey. 


Foster of Converse Talks 
Economics 


A. S. Foster, special salesman for the 
Converse Rubber Shoe Company, 23 
Lincoln Street, Boston, who was brought 
up in the rubber business and whom 
everybody from Maine to California 


knows, had a little chat recently with a 
Recorder representative in which he dis- 
cussed economic conditions as they re- 
lated to the rubber business. Said Mr. 
Foster, “Although crude rubber has ad- 
vanced, the public expects prices to go 
down. The new prices show that rubber 
footwear to the public will not average 
any advance in price during 1923. What 
will happen after that, we cannot tell, 
but I believe that prices in all lines would 
go down gradually if everybody would 
forget the critical years of 1913, 1914 and 
1915 and those that followed. In other 
words, if each one could jump in his 
thoughts from 1913 to the present and 
view the situation sanely, we should be 
able to reduce prices, not only in the rub- 
ber footwear line, but all along the line. 

Visit the South Station, Boston, any 
night between 4.30 and 5 o'clock, and 
you will observe that there are fully 50 
per cent of women among the workers 
and that these are usually clad in the very 
latest fashion, also that there are not so 
many men as in the old days before the 
war. 

Then look just outside into the big 
square around the station and see the vast 
number of automobiles and add to these 
all of the automobiles you have seen in 
other places. There are over a million 
automobiles in New York State and 
300,000 in Massachusetts, with folks pay- 
ing $15 for every hundred miles covered. 


Expensive Railroad Travel 


Figure up the increased cost in railroad 
travel, one cannot go to New York from 
Boston nowadays for less than $9, yet I 
remember when 15 years ago, $4.85 was 
all it cost. 

Some one has figured that there are 
1,600,000 different kinds of shoes. For 
these shoes, we have to make rubbers and 
overshoes. Of the latter we aim to carry 
about seven different lasts and on rub- 
bers, of course, more. For instance on 
women’s croquets alone there are about 
16 different kinds, and so it goes. To my 
mind, it is not necessary to make so inany 
styles of shoes, nor rubbers. This great 
variety of lasts and patterns surely does 
not make for price reduction. So my ad- 
vice is: 

“Fewer Styles, Please” 

Let us commence with the footwear 
business and reduce so many of the dif- 
ferent kinds of styles, then Wwe will the 
sooner get into an era of common sense ”’ 
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THE PRINCE OF SOLES 


Manufactured from Ceylon Rubber by a process which 
insures a UNIFORM Product. 


Do not be deceived by thinking all crepe soles are RAJAH. 
There Is Only One RAJAH 


Manufactured Only by 


ALFRED HALE RUBBER CO. 


ATLANTIC, MASS. 
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Your Own Heels on 
Your Own Shoes 


Heels made according to your own 
specifications, of genuine Republic quality 
rubber are now available in any quantity. 
They can carry your own name and 
trade-mark. They can conform to your 
own distinctive designs and lasts. 


L, Give your shoes this added quality and 
) individuality. Give your business the 
Ly) benefit of this extra advertising—write 
us your requirements and let us explain 

our proposition in detail to you. 


1, 


THE REPUBLIC RUBBER COMPANY 


YOUNGSTOWN, OHIO 





The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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| the new styles of footwear, the‘outstanding feature is the 
steadily increasing use of Lacing Hooks. 


Shoe Lacing Hooks meet the universal demand these days for 
a combination of the practical and the ornamental. 


Men demand them because they save valuable minutes every 
day and eliminate the dreaded task of threading a shoe with a 
frayed lace. Children can lace their own shoes if they are fitted 
with Lacing Hooks. 


Insist on Lacing Hooks 
When Ordering Your Boots for 1923 























The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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HANNAHSONS 


in as. you size out with Hannahsons 


$3.15 


B840_ Black Satin Colonial Brocaded Quarter, 
Imitation Turn, 14-8 Spanish Heel, Widths 
B to D, Code “Avis”’ $3.15 
B848 Same as above except Genuine Turn, 
Full Spanish Heel. Widths A to D, Code 
“Bunny” os $3.85 


$3.10 


B882 Black Satin BrocadeYQuarter 5 Eyelet 
Lace Oxford, 15-8 Jr tows Heel, Imitation 
Turn, Widths B toD, Ce *‘Diana”’ $3.10 
B884 Same as above except 12-8 Cuban 
Heel, Code “Pomona” $3.10 


$3.75 


B778 Black Satin Colonial Strap, Leather 
Lined, 16-8 Full Louis Heel, Genuine Turn, 
Widths A to D, Code “Iris” . $3.7 
B887 Same as above except 14-8 Full Breasted 
Spanish Heel, widths, A to D, Code “Class” 

$3.75 


B865 Black Satin Colonial Strap, Imitation 
Turn, 14-8 Spanish Heel, Widths B to D, 
Code “Rae”... .. $3.00 
B857 Same as gene: omen ‘16- 8 Half Louis 
Heel, Width C, Code “Minerva”... .. $3.00 


$3.25 


B805 White Satin Brocade One Strap, $3.35 

Leather L ined, 14-8 Louis heel, Widths B to D, B788 Black Satin One Strap, 16-8 Full Louis 
Code “Vera”... . $3.25 Heel, Leather Lined, Widths A-D, Code 
B800 = White Satin One Sone. Leather “Amber” ° $3.35 
Lined, 14-8 Louis Heel, Widths B to D, B783 Same except 14-8 Full Louis Heel, 
Code “Helen”... .... $3.15 Code “*Madge” $3.25 


q 
Let us send you Hannah- _ |[ANNAHSO ons Make sure your name is 
sons STYLE DIGEST. on our list. 

















WHY BETTER VALUES 


HANNAHSONS customers often say: ‘How can you price such good-looking 
shoes so low?”’ The answer is easy. 

By specializing in Fabric Footwear—making our own wood heels—our own 
boxes—all on large scale production—many savings are made. And these 
savings are represented in Hannahsons selling prices. 

We try to make the best fabric shoes to sell at the lowest prices. Our phe- 
nomenal growth, in two years’ time, is good evidence that we have in a fair 
measure succeeded in this purpose. 

It will pay you to get acquainted with HANNAHSONS Fabric Footwear. 
A card will bring you a salesman or catalog. 


HANNAHSONS SHOE CO. 


HAVERHILL, MASS. 











A te. 


$3.10 


B786 Black Satin Wide One Strap, 9-8 $3.10 

Flapper Heel, Rhinestone Button, Genuine B1110 Black Satin One Strap, 16-8 Half 

Turn, Leather Lined, Widths, B to D, Code Louis Heel, Leather Lined, Genuine Turn, 

“Clover” ...... a .. $3.10 Rhinestone Button. Widths A to D, Code 

B776 As deve ‘eunt " Imitation Turn, “Dolly” con ou 

Code “Edna”........-.-000: +++ -$2.75 B1145_ As above except ‘with, 12-8 Baby 
Louis Heel, Code “Beulah” wo baie eSB 








IN STOCK IN STYLE 


The Beot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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NEW YORK 


Reduction Sales Are Featured 


High Class Stores Join Movement but Price Cuts Are Not 
Drastic 


EDUCTION sales continued as the 
chief feature in local retail shoe 
circles with the opening of the New 
Year. Some of the retail merchants who 
had not hitherto entered the sale lists 
joined in with widely advertised reduc- 
tions. The pulling power of sales ap- 
peared to gain strength slightly with the 
added impetus of snow and cold weather. 
Among the most widely advertised sales 
was that of the I. Miller & Sons retail 
stores, where 65 styles were offered at 
price reductions. The styles were said to 
have been prepared for December selling 
especially. Hanan & Son and several of 
the other shops devoted exclusively to 
shoes followed the sale lead set earlier in 
the season by department stores. Evening 
slippers were included in the sale mer- 
chandise. It is apparent, however, that 
the retailers of men’s shoes are not engag- 
ing in price cutting as much as have the 
purveyors of women’s footwear. 


Cuts Not Drastic 


Another feature of the current sales is 
that they have not reached the status of 
a price war. Cuts so far have been con- 
servative, reflecting the strength of the 
wholesale markets, where price advances, 
rather than declines, are expected. 

So far New York merchants have placed 
only sparing orders for spring merchan- 
dise. According to manufacturers and 
their representatives here, the local retail- 
ers cannot be coerced into buying spring 
shoes much before the middle of January. 
Salesmen who cover territory outside of 
the city report the merchants in smaller 
towns less averse to placing spring orders 
early this year. The local retailers, how- 
ever, are still pursuing the waiting policy. 


Few New Shoes On Display 

Little new merchandise is being dis- 
played while the sales are in progress. 
Here and there, however, some new styles 
are being shown. For the most part, these 
consist of open-work colonials and ox- 
fords, which gradually are assuming great- 


er importance. Colors for spring appear 
a bit uncertain. An authority on color, 
who recently has been doing some shoe 
work feels that there will be a strong ten- 
dency for women’s footwear to run to 
beige, particularly in ooze leathers, fol- 
lowing the trend in women’s garments, 
where various shades of light brown are 
running strong at present for early spring 
selling. Incidentally, the garment makers 
are predicting a strong season for all-white 
garments. The movement toward gray 


has died down to some extent. Gray is 
expected to make a good showing in foot- 
wear, but as a new color, will not be as 
strong as beige, in the opinion of experts. 


Sobel Goes with Crescent 
Shoe Company 


“Bill” Sobel has severed his connection 
with the Bleecker Shoe Company, New 
York City, and has joined the executive 
staff of the Crescent Shoe Company, New 
York City. Mr. Sobel’s chief duties in 
his new position will be to develop the 
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large trade throughout the country and 
handle advertising and sales exclusively. 
This is only one of the many new addi- 
tions to the Crescent outfit, that is serving 
to make this company one of the fastest- 
growing shoe wholesalers in New York 
City. Since their origin a few years back 
the company has made wonderful strides. 
They have recently become the sole dis- 
tributing agency of the famous Dr. Ad- 
ler’s Shoes for Juveniles. 


Association to Meet Jan. 16 


The annual election of officers of the 
Retail Shoe Dealers’ Association of Great- 
er New York has been set for January 16. 
The general monthly meeting and elec- 
tion on that date will take place at 12.45 
P.M. in the Knickerbocker Grill, Broad- 
way and 42d Street. This is a new meet- 
ing place for the association. 





ROCHESTER 


Inventories Tell Cheering Tale 


Reveal that Business During 1922 Was Good in Most Cases; 
Arctics in Demand Just Now 


HOE merchants in Rochester are in a 

better spirit now that the holidays 
are past, and inventories indicate that 
business during the past year has been 
good in most cases. 

Last week snowstorms and the weather 
of the past week were ideal for the shoe 
men, and as a result everyone has enjoyed 
good business. For the past ten days arc- 
tics have been in great demand, and mer- 
chants have been making every effort to 
secure this type of footwear in the medium 
sizes so that they could take care of the 
demand which came with the first big 
snowstorm and has continued ever since. 


Miss “Atta Brown,” a Big 
Hit 
C. D. Brown & Co., manufacturers of 
calfskins, scored a distinct hit at the Chi- 
cago Convention of the N.S.R.A., 
through their attractive model, Miss 
“Atta Brown,” who modeled on the run- 
way and in the convention hall, appearing 
in an attractive suit of brown calfskin 
made of “Atta Brown” leather. Miss 
“Atta Brown’”’ was one of the most attrac- 
tive models appearing. 


Herbert H. Freeland Dead 


Herbert H. Freeland, manufacturer of 
soft-sole infants’ footwear and children’s 
turn shoes, died at his home on Decem- 
ber 24. Mr. Freeland first entered the 
shoe business as an employee of Harding 
& Todd, a well-known Rochester manu- 
facturer now out of business. From that 
firm he went to the W. C. Goodger Com- 


pany. Later he formed a partnership with 
Frank Fox, and manufactured infants’ 
shoes, under the name of Freeland & Fox. 
About seven years ago he bought out his 
partner and took over the business under 
the name of H. H. Freeland, locating his 
plant at 46 Stone Street. Besides his wife, 
Mr. Freeland leaves four children, two 
daughters and two sons. 


Show “Abso-Dry” Shoes at 
Chicago 


The Le-Hy Shoe Manufacturing Com- 
pany of this city has applied for patents 
on a new process of shoemaking, which 
will enable ‘them to manufacture water- 
proof footwear, and exhibited their ‘‘Abso- 
Dry” line at the Chicago show. Shoes 
made by this process are treated in such a 
way that they will repel water and keep 
the wearer’s foot absolutely dry on damp 
and wet days. All seAms and openings 
where water might enter are made secure 
with the “Abso-Dry” process, and it is 
claimed by the manufacturers, who have 
made numerous tests, that the shoes will 
repel water, and yet they are so manufac- 
tured that the wearer will enjoy a uniform 
ventilation and circulation, as the shoes 
are absorbent and dry proof. Louis Lev- 
inson and Harold Hyman were in charge 
at Chicago to explain the exclusive feat- 
ures to interested retail merchants. 





Take care that the face you see in your 
mirror, in the morning, is pleasing to look 
at. You may not see it again all day; but 
others will—From Indiana Shoe Traveler 
Live Wire Bulletin. 
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| Where to Buy 


Women’s Shoes 

















BLEECKER STYLES > 
Are the last word in footwear 
for stylish women 











Phillips-Cram Corp. 
Mekers of 
Women’s Turn 
Slippers 
276 River St., Haverhill, Mass. 


Boston Office 
207 Easex Street 











FERN & POOR CO, Ine. 


lanufacturers 
Newburyport, Mass. 


Women’s Turn 














E.A.&M.C. Witherell Co. 
Manufacturers 
Women’s Turns 
Boots and Slippers 

Facto 
Haverhill, Mass. 
Boston Office 
Rice Bidg. Reem 406 











Makers of 
Hand Turn Noveities 
In All Leathers and Sat 
and onall the Latest Lasts 
Felstiner-O’Connell 
Shoe Co., Inc 


4) Washington St. 
tiaverhill, Mass. 





‘WOMEN’S FINE TURNS 
and Novelties 

One of our newest models 

Hand Turn kid lattice work 


ter—in all finest 
TESSIER & 
BOWDOIN 
2 Washington 


Street 
;Haverhill. Maas. ® 




















= 


HAVERHILL, MASS. 
=U SAS 


STOCKBRIDGE SHOE COM PANY | 
> 








The WESTCOTT-WHITMORE CO. 


Syracuse, N. Y. 
In Stock Specialists of 
Women’s Shoes, Party 
Slippers and Novelties 
Write for Catalogue 
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PHILADELPHIA 
Building Boom to Resume 


Eve of Industrial Activity Seems Assured; General Business 
Conditions Good 


EAL ESTATE dealers say that all 

indications point to the continua- 
tion during 1923 of the record-breaking 
building campaign of 1922, both in dwell- 
ings and in industrial construction. Con- 
siderably more mortgage money than was 
available in 1922 is in sight for the present 
year. Announcement has been made that 
several additional office buildings and at 
least one more large hotel have been con- 
tracted for during the past month. Office 
buildings are beginning to vie with each 
other for space in the central section of the 
city and construction of both dwe'linzs 
and industrial plants is going on in all 
sections. The opening of the Frankford 
Elevated has unfolded a vast new ter- 
ritory for building operations. 


Shortage of Labor Reported 


The most acute shortage of labor in 
Philadelphia is in the building trades. 
Shortages are reported also in floor iron 
molders, operators of boring machines 
and planers, structural iron and steel 
workers, and common labor in all lines. 

Many of Philadelphia’s leading lines 
enjoyed unprecedented prosperity during 
1922 and are looking to their business this 
year for still further improvement. Car- 
pets, worsted yarns, silks, woolen, cotton, 
and linen piece goods, women’s garments, 
men’s clothing, electrical supplies, and 
hosiery are included among the lines that 
look for improvement. 

Registered tonnage of vessels which 
have passed in and out of the port of 
Philadelphia during 1922 was greater 
than at any time in the history of the port 
and was suflicient to move more than 
19,000,000 tons of cargo, according to 
figures compiled for the Commissioners of 
Navigation. 


Railroad Traffic Big 


Railroad officials report very heavy 
traffic both passenger and freight. All 
three of the railroads entering Phila- 
delphia have entered very heavy equip- 
ment orders to take care of their growing 
volume of traffic. 


Glazed Kid Outlook Good 


Not only do all fundamental factors 
pertaining to the glazed kid industry point 
to better business in 1923, but many 
firms have actually entered on their books 
a number of good-sized advance orders. In 
the first quarter of last year raw goatskins 
were one and a quarter times as high in 
price as before the war for lower grades, 
and twice as high for the best grades. 


These prices checked trading and when 
they receded business picked up. When a 
steady business seemed assured, however, 
tannery labor made a successful demand 
for a 20 per cent increase in wages, 
necessitating higher prices for leather, 
checking the demand again. The trade 
generally predicts that both production 
and demand will be more wisely dis- 
tributed in 1923 and the business generally 
better. 


What Retail Stores Are Doing 


Niederman’s Shoe Shops reports small 
tongues best sellers. Straps are nowhere 
near the lead. There is no call for high 
shoes for women. These stores hold out 
very little hope for the sale of plain straps 
without ornaments. Black is selling better 
than tan. 

Winkelman’s are featuring shoes made 
of Paisley materials. This is something 
brand new in shoes here. They come in 
all kinds of colors. The price is $13.50. 
According to this firm, tongues are slip- 
ping from their position as best sellers and 
the open-work oxfords are taking their 
place. The coming summer will be a very 
good sport shoe season. Combination 
shoes will go big. Prices will tend to re- 
main the same. Ornaments will continue 
very good and tongues will be smaller. 

Hanan & Son report tongues leading, 
with open-work oxfords going very strong. 
So far the open-work oxfords have sold 


_ only in suede and patent combinations, 


but they will go big generally in spring. 
This firm reports a big run on brown ooze. 
Black and gray have also sold well. This 
firm is also featuring the new Paisley shoes 
with tongues and ornaments. 


Sole Leather Situation 


Sole leather dealers here generally feel 
that better business will come early this 
year. While only a few of them seem to 
have any advance orders on their books 
they point to the improvement in the 
underlying industrial situation as the 
basis for their hopes. 

One distressing feature is pointed out 
by several tanners. Théy claim that for 
several years they have been taking their 
losses and that they are now unable, due 
to a lagging demand, to sell their leather 
for prices which will yield them a reason- 
able profit. They are manufacturing 
leather today without the certainty of 
knowing that they will be able to break 
even on it when they come to sell it some 
months hence. 

Prices are generally firm except for some 
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offerings of inventory lots. There is no 
indication of higher prices, as plenty of 
leather dealers are willing to sell all the 
leather they can at today’s prices. One 
dealer says that stocks of both factories 
and finders are very low and that if they 
should all enter the market at approxi- 
mately the same time prices might take a 
jump. 


Factories Seasonally Dull 


Factories are seasonally dull due to 
stock-taking. Stocks are low, some fac- 
tories reporting their stocks lower than 
ever in their history. Fair buying is ex- 
pected from the factories after the end of 
the Chicago style show and the end of the 
inventory period. 


The findings trade continues dull. Of 
all the reasons mentioned for this dullness 
the one most frequently mentioned by the 
most finders is the flood of cheap shoes 
coming on the market. This situation is 
intensified for the moment by the large 
lots of shoes being offered at ridiculously 
low prices by department stores and other 
retailers who do not care to carry them 
over on their inventories. 


Retail Store to Move 


Because of the demolition of the build- 
ing occupied by J. C. Zimmerman on 
Chestnut Street he will move his Chestnut 
Street store to 137 South Broad Street on 
about February 10. There will be no 
change in the location of his Market Street 
store. 





BOSTON 


Many Buyers in the Hub 


Shoe Market Active with Visiting Merchants Placing Orders 
for Immediate and Easter Delivery. Overshoes in Great 
Demand 


HE Boston market has been a busy 
one the past week, with buyers taking 
an active interest in acquiring Easter mer- 
chandise. Not only from New England 
have they come, but from the South and 
West. The Hotel Essex and United States 
Hotel bave their many sample rooms al- 
most all filled, with more salesmen coming 
after the close of the N. S. R. A. Conven- 
tion at Chicago. Merchants are buying 
wisely but less conservatively. They seem 
to realize that styles are fairly well stabil- 
ized; also that Easter comes this year 
April 1. Salesmen are well pleased with 
the attitude of the majority of the mer- 
chants—everything is moving along at a 
brisk pace, with factories rushing to get 
out orders that have been placed and are 
now going into the works for March de- 
livery. 
Everybody's Wearing Gaiters 
Overshoes for men, and especially for 
the women, have been the high spot during 
the last two weeks. One of the leading 
merchants in an outlying section of Bos- 
ton recently hung a sign in his store win- 
dows, reading—‘“‘No More Overshoes.” 
While just before Christmas, folks were 
a bit fussy as to whether they should wear 
novelty or staple gaiters, no hesitancy is 
now noted—they are glad to get either, al- 
though the first call is usually for the four 
buckle variety. As one merchant put it: 
“In the past years, only four or five persons 
out of ten wore overshoes, now the propor- 
tion is eight or nine out of ten.” 


Sport Footwear Popular 


New England sports are now in full 
swing and as a result much sport footwear 
is being sold, both in shoes and hosiery. 


Jordan Marsh Co.’s shoe department 
had a paragraph on “Men’s Boots” in a 
very attractive page sport ad that ap- 
peared in last Saturday’s Transcript. An- 
other listing told of snowshoes and shoe- 
skate combinations. The ad was headed: 
“‘What Men Wear for Winter Sports, 
Good Style and Comfort;” and in a para- 
graph, “Experience a Good Teacher,” 
an authority admonishes the men folks to 
look out for their feet and hands, as fol- 
lows: “Old timers wear two and three pairs 
of woolen half hose with a wool golf stock- 
ing over all and rubber-footed leather- 
legged hunting boots or moccasins.” 

The regular January mid-winter shoe 
sales started on Wednesday of this week, 
with a few items reduced: another shoe 
lot appeared in the reduced price list on 
today, Saturday. 


Attractive Palm Beach Cases 


Quite in contrast to the wintry weather 
outside is the interior of many of the shoe 
stores, with Palm Beach cases, displaying 
dainty white shoes and hosiery. One of 
the most attractive displays was noted 
last week at Thayer McNeil Co.’s, Temple 
Place hosiery department. The entire 
front display case of the hosiery depart- 
ment was given over to Palm Beach foot- 
wear—also two big wall cases and a front 
display table. The shoes were three eye- 
let ties, 14-8 Spanish heel, of white buck, 
daintily trimmed with tan calf or black 
patent leather. The front lace silk clocked 
hosiery was very beautiful, but Miss J. E. 
Harding, in charge of the hosiery depart- 
ment, stated that the plain chiffons are 
the most popular—sometimes in white, and 
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Men’s Shoes 
































who care te dress 
well 


T. D. Barry Ce. 


Brockton. Masa, 














NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 


Syracuse, N. Y., U.S.A. 
MEN’S FINE SHOES EXCLUSIVELY 














a GQ 
BOSTONIANS 


Famous Shoes for Men. 


' 


j 
| COMMONWEALTH Suoe & Leatuer Co. 
WHITMAN, MASS. 
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also in the dainty silk sweater shades of 
bright green, peach, apricot, etc. Par- 
ticularly artistic was one of the new peach 
drop-stitched silks, with medallion silk 
clocks embroidered in a soft brown on a 
plain strip at either side of the stocking. 
These wereimported and carried the manu- 
facturer’s initials embroidered at the top. 
At the price of $15 the pair, they were 
ready sellers. They are especially effee- 
tive when worn with silver pumps. 


Big Christmas Gift Sales 


Miss Harding says that Christmas 
hosiery business was very good; she had 
several single sales over $60; and she re- 
members one sale of four pairs of stockings 
which came to $67. She had quite a num- 
ber of men customers who seemed to enjoy 
buying hosiery for Christmas presents. 
She said that the Scotch spun silk at $20 
and $25 was likewise a good Christmas 
gift seller. This is a very warm stocking 
and does not scratch the skin. Miss Hard- 
ing also referred to the big buckle business 
which the store transacted. So great was 
the demand for buckles that they featured 
them in the hosiery department, as well 
as in the regular buckle department. $50 
buckles went like hot cakes, so did $30 
ones. 

And Mrs. Bishop who sells buckles and 
also helps Miss Harding on hosiery, states 
that a customer came in and asked the 
price of a cut steel buckle. On being told 
that it was $80, he said, “All right, I'll take 
it,” without even asking to see anything 
else, or if there were anything less ex- 
pensive. 

Fred Porter, merchandise man, and C. 
W. Pollock, store manager of Thayer 
McNeil Co., Temple Place, both reported 
a very heavy current business, with a 
Christmas business exceptionally good. 


Salesmen Greet N.S. R. A. 


The Boston Retail Shoe Salesmen’s As- 
sociation, Inc., did not send a delegate to 
the N. S. R. A. Convention this year, as 
has been their custom for the past two 
years. The boys felt that they were 
needed at home at just this time, with 
January sales coming off, and the general 
brisk trading which their stores are en- 
joying. They therefore thought it best to 
put the money which would have to be 
devoted to this trip into educational work. 

The Boston Association is a most pro- 
gressive one and the merchants of Boston 
have long looked upon members as their 
staunch friends and earnest co-workers. 
Boston’s retail salesmen would like to 
bring about the same friendly relations in 
other cities—it is their hope to some day 
see a National Retail Shoe Salesmen’s 
Association, Inc., which will march shoul- 
der to shoulder with the merchants the 
country over in their good fight for bigger 
and better service to the public. 
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A Good Will Message 


Their thoughts have gone out to the 
merchants and salesmen on this, the oc 
casion of the big N. S. R. A. meet in 
Chicago, and on Monday, January 8, the 
opening day of the convention, sent the 
following wire to President C. K. Chisholm, 
Chicago Coliseum: ‘“‘New Year’s Greet- 
ings and best wishes for a successful con- 
vention.—Boston Retail Shoe Salesmen’s 
Association, Inc., Leonard W. -Hollis, 
President—R. W. Daly, Secretary.” 


Ed. S. Donaldson and Ben. B. 
Orlick Unite in Business 


The Donaldson-Orlick Shoe Co., Inc.., 
is the latest addition to the trade’s ranks 
in Boston. Both men have had long ex- 
perience and their united efforts in service 
promise to provide benefits to their wide 
market. Sales and stock room has been 
secured at 164 Lincoln Street, a central 
location, near both the Essex and United 
States Hotel, right in the heart of Boston’s 
shoe trade activities. Their aim, 
forth in an announcement circulated 
among the trade, will be ‘‘to have on hand 
at all times particularly good values.” 


Nettleton Shop Holds Sale 


The Nettleton Shop, 14 Milk Street, 
has been conducting its annual January 
clearance sale, in which broken lines, form- 
erly $15 and $16, were advertised at $9.85; 
a complete range of sizes, styles and lea- 
thers in tan and black boots and oxfords 
at $11.85; and another line of tan and 
black boots and oxfords at $7.85, which 
were formerly $10 and $11. The ad an- 
nouncing the sale was an attractive one, 
featuring a man’s boot, and just below it 
an outline of the Nettleton Shop and other 
buildings surrounding it, including the 
historic Old South Church. The ad was 
headed—“‘A Man’s Chance.” 


Magwood with Lynn Leather 
Co. 


Roy H. Magwood, formerly connected 
with the Boston office of the United States 
Leather Co., and for the past two years on 
the sales staff of H. Wilensky & Sons Co., 
Atlanta, has resigned from that concern to 
accept a position with the Lynn Leather 
Co., Lynn, Mass. Mr. Magwood is a 
native of Boston and has made good in all 
of his business connections. He is at pre- 
sent on a six weeks’ trip through the South- 
west, extending as far as Dallas, Texas. 


as set 








Visitors from New York 


Ike Rosenbaum of the Lyons Shoe Co., 
107 Reade Street, New York, was a visitor 
to the Boston Shoe Style Show held at the 
Boston Shoe Trades’ Club on January 2, 3 
and 4. In a talk with the Recorder repre- 
sentative, he gave as his opinion that the 
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best time to hold style shows in the winter 
time was about the middle of November, 
so as to give the manufacturers plenty of 
time to get their goods made and into the 
retail shoe stores of the country in time for 
the consumer to take advantage of the pre- 
vailing styles—and best of all for the peace 
and happiness of the entire industry. 
Accompanying Mr. Rosenbaum was 
Nathan Newman, representing M. Gar- 
belnick Shoe Co., Inc., of Haverhill, Mass., 
who said that the line of snappy novelties 
for women made by his house was meeting 
with a ready demand from the trade. 


Visitors from Granite State 


Among the buyers noted in the Boston 
market recently was Joseph Morin, head 
of the Morin System of Shoe Stores, lo- 
cated at Berlin, New Hampshire; Au- 
gusta, Maine; Bath, Maine; and Nashua, 
N. H. Mr. Morin was accompanied by 
W. T. Noyes, General Manager for all of 
the Morin stores. These men paid a visit 
to A. C. Golden at the United States 
Hotel. They both stated that one-straps, 
oxfords and tongue effects, with from 8-8 
to 12-8 heels, were going to be good buys 
for spring. Another buyer who ran down 
from the North the other day to see Mr. 
Golden was Sebastian Bisson of Skow- 
hegan, Maine. 


Brilliants in New Building 


The erection of a new ten-story build- 
ing on Lincoln Street brings to light a 
rather interesting story of the start and 
rise of four brothers to a strong position 
in the wholesale shoe field. 

Back in 1901, Samuel Brilliant started 
a modest jobbing business with a cash 
capital of $135. He was laughed at by his 
friends, but persevered, using his home 
flat as his place of business. 

In 1911 Morris Brilliant started a job- 
bing business in a small way in Boston. A 
year later Harry Brilliant came on from 
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Portland, Me., and became associated 
with Samuel, who had gradually enlarged 
his trade and located at 11-13 Albany 
Street. In 1913 Frank also started his 
own jobbing house nearby. Two years 
afterwards, the four brothers joined one 
another in the formation of a wholesale 
shoe business which has been known for 





The new wholesale shoe house of Samuel 
Brilliant ¢ Company, 182-192 Lincoin 
Street. Boston 


eight years as Samuel Brilliant & Com- 
pany. 

The early struggles of the brothers had 
brought with them a valuable experience 
of which the brothers took advantage and 
the business has rapidly grown ever since. 
In their new establishment at 182-192 
Lincoln Street, they occupy attractive 
quarters on the street floor and are unusu- 
ally well equipped to handle their in- 
creasing national trade. 





LYNN 


Easter Styles Are Varied 


But Manufacturers Say Orders Are Late Coming in; Straps in 
Good Demand 


Y TYLES in shoes as made in Lynn for 

the spring are as many and as varied 

as the flowers in a garden in the spring: 

But they are blooming late. Only a few 

weeks to Easter, and the orders are not all 
in yet! 

La Militaire, a new recruit among “The 
Cotter Regulars,” is a creased vamp 
blucher oxford. It has a soft toe, and a 
nilitary tread. V. K. & A. H. Jones & 
Thomas also are creasing vamps. 

Lip tongue pumps are favorites of E. C. 
Hyde of the Watson Shoe Company. They 





have a small tongue that turns up like a 
lip. The pump is self-trimmed, that is, it 
has narrow bands of leather, or braid, in 
and about the tongue. 


Predict Popularity for Suede 


These lip-tongue pumps, by the way, 
are of suedes (the Watson Company be- 
lieves suedes will be best sellers) patents, 
dull leathers, in blacks and browns, and 
some satins. 

A formed collar and tongue pump, a 
new pattern in the Travers line, has a 
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Where to Buy 
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“ELAM” 
Flexible Turn Shoes 


Fee the Jobbing Trade Esclusively 
F. 8S. ELAM SHOE Co. 


Rochester, N. Y. 
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Where to Buy 
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INFORMATION 


for Shoe Merchants 


“WHERE TO BUY” constitutes a 
source of knowledge so that he who 
runs through these pages may read 
—and learn. 








Where to Buy 
Wanted Styles 


An Extra Editorial Service to 
“Recorder” readers, free for the ask- 
ing, with authentic information on 
current problems. 











collar which is shaped down to the shank, 
and is turned up at the throat to make a 
lip-tongue. A black collar goes on a gray 
suede shoe. 


New Pattern Called “Snake Strap” 


The snake strap, a sort of a staggerer 
for prohibition days, presents spiral 
straps that circle around ankle and instep 
like a snake around a stick. However, one 
and two-strap pumps are more sober; also 
in greater demand. Sanborn of Lynn, 
Inc. say that the bulk of their pattern 
business this month of January is on one- 
strap styles. 

Roomy ankle shoes as made by J. J. 
Grover’s Sons may sound like something 
new. But the fact is that they are the 
familiar fat ankle shoes under a new and 
fairer name. The Grovers, by the way, 
have been making shoes now about sixty 
years. And they find the first hundred 
years the most fascinating. The roomy 
ankle shoes, together with other staples 
are in stock. 


Cotter Line Is Broader 


“Snappy regulars,” seven in number, 
have been added to the stocks of the Cot- 
ter Shoe Company. Besides “La Mili- 
taire,’’ mentioned in an earlier paragraph, 
there are among these “regulars” oxfords 
of gray buck, brown calf, some plain, some 
with tips and saddles, of plain or con- 
trasting colors, all low-heel models, good 
for walking. 

As for Formative shoes, there are in 
stock, at the Cotter shop two new oxfords 
of black and brown kid leathers, one a 
Frisco last, the other a Nu York last, 
heels 12-8 high, rubber top lift and in 
sizes No. 3-10, widths AAA-E. 


Seven Colors in One Shoe 


A kaleidoscope shoe, presenting seven 


different patterns, and as many colors, 
on the vamp alone, has been made by the 
Sargent Shoe Company. Mr. Sargent 
himself cut the shoe, as his fancy dictated. 
He got into the vamp alone glazed white 


January 13, 1928 


calf, patent leather, black kid, smoked elk, 
and Russia calf, and these, with colored 
threads and inlays, present as many 
colors as there were in Joseph’s famous 
coat. Every time a person looks at the 
shoe it looks different. Hence the name 
kaleidoscope shoe. 


Me Kays More Flexible 


1923 McKays will be flexible, smooth to 
the foot, and stylish too, for by reason of 
improved machinery they are sewed six 
or seven stitches to the inch, and the 
stitches are pulled down into the leather 
so snug that the insole is smooth to the 
foot. And to make sure that the insole is 
smooth a socklining of leather is cemented 
to the insole and then levelled under 10 
tons’ pressure, to make it as smooth as a 
billiard ball. 

Besides McKays are made on a quick 
production schedule, even three weeks 
delivery. That counts for a lot these days 
of quick changes in styles and stocks. 


Sports in Gray Suede 


Gray suede sport shoes are in the Har- 
ney, Tracey & Crehan line. Some of them 
have crepe rubber soles. A sporty street 
shoe in this line is of white calf, with black 
calf trimmings, and a fine black edge on 
heels and soles. It is a two strap. 


Contrasts and Comment 


Swimming shoe samples are being made 
by Whittredge of Lynn. And the run on 
skating boots is not yet done. 

“Satins and suedes and wood heels, too!”’ 
Such is the McLaughlin forecast. 

Snakeskins are used for shoes by A. E. 
Little & Co. The skins come from Java, 
and are long enough to scare a hootch 
artist. 

Harlan Leighton is with P. J. Harney 
Shoe Company and there will be a lot 
doing in Harney styles in 1923. 

A. G. Walton & Co., Chelsea, are 
credited with making 35,000 pairs a day. 





HAVERHILL 


Will It Be Straps for Easter? 


More of This Pattern Will Sell Than Any Other, Declares One 
Manufacturer 


HAVERHILL manufacturer of 

women’s turn shoes in speaking of 
style prospects for the spring and summer 
said: “It looks to me as if merchants will 
have a considerable variety of choice in 
patterns which are not only attractive in 
appearance, but have substantial selling 
qualities as well. This latter, of course, is 
very important from the standpoint of 
the merchant as well as the manufacturer. 
Their problems along this line are the 


same. The manufacturer wants to show 
the merchant something which will please 
the eye of the customer and at the same 
time fatten the profits of the buyer. The 
many styles of women’s footwear which 
have been shown to merchants are coming 
down to comparatively few real sellers 
and it is to this point that the merchant 
should give his careful attention in his 
belated spring buying. 

It is to the strap that merchants are 
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looking at present for important sales. 
The one-strap either in the single or the 
two-button pattern is a good bet for mer- 
chants everywhere. Through its stylish 
and well-fitting qualities it has elements 
of permanent satisfaction. There is no 
doubt that more slippers of the strap pat- 
tern will be sold for the Easter trade than 
on any other style. Next come pumps with 
small tongues, which are having and will 
have a good sale, particularly in the better 
grades where opportunities are available 
for development of fanciful decorative 
features in tongue stitching, panels, also 
buckle ornamentation. This latter is an 
important feature of the tongue and 
strap pump. The attractive ornaments 
which are being prdduced by concerns 
which specialize in this line are important 
from the standpoint of the merchant. 
They enable him to buy shoes with orna- 
ments placed on them by the manufacturer, 
also to buy these ornaments separately 
and thus vary the styles of the shoes to 
suit his customers. Also, it gives him a 
splendid opportunity for added profits. 
Oxfords mustn’t be forgotten. This pat- 
tern in turns is making headway in retail 
merchants’ favor and will undoubtedly 
bring a good business at Easter time, es- 
pecially in the city stores. Oxford pa:- 
terns are considerably diversified. The 
merchant has a greater variety of selection 
than ever before. 

As regards colors for the Easter trade, 
black, gray and white are the outstanding 
features singly and in combinations, giv- 
ing the merchant almost unlimited oppor- 
tunities for variety in his selling plans. 
My suggestion to merchants is to buy a 
variety of patterns‘and then after finding 
what sells best in a locality to re-order 
accordingly. It is important, at Easter 
time, to have shoes which represent prac- 
ticability as well as style. It is along these 
lines that the variety mentioned is 
especially desirable. 


Seek Ideas for Beading 
Designs 


Decorative effects in women’s footwear, 


now so popular, are at once the ambition . 


and despair of many shoe pattern design- 
ers and shoe manufacturers. Ambition, 
because of a desire to excel in novelty 
styles, and despair, because it is difficult to 
discover desirable combinations. In 
speaking on this point one of Haverhill’s 
manufacturers of women’s high-grade 
turn footwear said: ““We sometimes get 
ideas for beading designs from unex- 
pected sources. Recently I was traveling 
in the West, and from my seat in the par- 
lor car I saw a lady place her hat in the 
rack overhead. The lace with which the 
hat was decorated was hanging in such a 
way as to suggest to me a beading effect. 
i sketched it on a bit of paper, took it 
hack to the factory later and worked it 
out. It proved to be attractive and I sold 


a good many shoes decorated with this 
design. A wide-awake shoe designer is 
always looking for ideas in patterns and 
decorations and he sometimes finds them 
in the most unexpected places. 


New Labor Contract Prac- 
tically Assured 


Following conferences between the 
Haverhill Shoe Manufacturers’ Associa- 
tion and representatives of the Shoe 
Workers’ Protective Union, it is prac- 
tically settled that a new agreement will 
be made and put into operation without 
delay. Price lists effective May 1 next 
are agreed upon. Provided that both or- 
ganizations consent, the new agreement 
will be operative for one year from that 
date. The new local board of arbitration 
will decide on other matters, such as work- 
ing hours and similar details. Buyers of 
Haverhill manufacturers are assured of 
steady production and consequent prompt 
deliveries of goods on orders which they 
are placing and will place during 1923. 


Exhibitors at Boston Style 
Show 


There was held at the Trades Club in 
Boston last week a shoe style show under 
the auspices of the wholesale shoe manu- 
facturers of New England. Many attrac- 
tive lines of footwear were shown to the 
visiting wholesale shoe buyers. Several 
Haverhill firms were exhibitors, including 
Harding Shoe Company, Gorman Shoe 
Company, also Perry-Malcom Company 
of Lawrence and George A. Learned Com- 
pany of Newburyport. Living models 
displayed the latest style creations. A 
large number of visiting buyers in Boston 
received important style information. 
Speakers included Everit B. Terhune, 
treasurer and general manager of the 
Boot and Shoe Recorder, and Thomas. A. 
Anderson, secretary of the New England 
Shoe and Leather Association. Mr. Ter- 
hune spoke on general trade conditions 
in the United States and abroad, pre- 
dicting a prosperous year through the 
return of sound business principles. Bos- 
ton offices of Haverhill shoe manufactur- 
ers were visited by many buyers last week 
and received in the aggregate a big volume 
of business. 


Death of Factory 
Superintendent 


Fred H. Johnson, superintendent of the 
Claremont Shoe Company, died recently 
at his home in Haverhill, at the age of 53. 
Mr. Johnson was a man of extended expe- 
rience in the production of women’s high- 
grade turn footwear and had a wide ac- 
quaintance in the trade. He was born in 
Concord, N.H., and had been a resident 
of Haverhill for the past ten years. He 
leaves a widow, two sisters and a brother. 
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Where to Buy 


Standard Shoe Materials 





























The One 
Waterproof 
Leather That 
Takesand Re 
tains a Polish 


Creese & Cook Co. %3e%*" 452 


Tanneries at Denvereport 

















COATED GEM DUCK 
ADHESIVE mene som CLOTH 


Miey Foot Wehine” Welting 
Sheet Rubber Softng 


* fet Serene St. 


Peete Wee scoot Co 


Colored 
Chrome 
Sides 


> Beggs & Cobb, Inc., Boston, Mass 














Cat from the best 
ont leather for 











T. W. GODSOE, Pres. 
W G. DONALD 


¥ E TONES, Treas. 
F. E. JONES co. 


coors MAT KID 


95 South Street. Boston 

















No matter what policy you may 
pursue in selling to the shoe trade, 
nevertheless, you need the 


Boot and Shoe Recorder 
All the Time 














AND SHOE RECORDER 


President of Broad 
Shoe Company 


Alfred E. Davies, who for the past 14 
years has been connected with J, H. 
Winchell & Co., shoe manufacturers as 
assistant superintendent and _ general 
purchasing agent, has resigned from that 
concern, in order to take an active in- 


Davies 


terest in the Broad Shoe Company, Inc. 
On January 1, 1923, he became a stock- 
holder and President of the Broad Shoe 
Company, Inc., 280 River Street, Haver- 
hill, manufacturers of a general line of 
women’s and children’s turn shoes and 
will devote his entire time to this corpora- 
tion. Mr. Davies is well known through- 
out the shoe and leather trade. 





BROCKTON 


Year’s Shipments Show Increase 


Increase of More Than 1,000,000 Pairs Over 1921 and a Total 
Value of $96,000,000 


HE annual figures regarding shoe 

shipments from Brockton, compiled 
by the Daily Enterprise, show that for 
1922 there was shipped from this city 
680,192 cases. This shows a gain of 48,656 
cases over 1921. During the year there 
were shipped 631,536 cases. There were 
shipped from Brockton 17,004,800 pairs 
of shoes as against 15,788,400 pairs in 
1921—a gain of 1,216,400 pairs. Esti- 
mating the average wholesale price at 
$5.65 a pair, the value of Brockton’s shoe 
output for 1922 was $96,077,120. There 
were 11,847 Union shoe workers employed 
in Brockton factories during 1922 


Large Shipments by Motor Trucks 


The increase in the number of the small- 
er shoe manufacturing concerns in Brock- 
ton and the distribution by such concerns 
in small lots resulted during the past year 
in larger shipments of shoes by motor 
trucks. The express companies also 
showed a good growth in handling the 
transportation of footwear for the larger 
houses. 
a great extent with the maintenance of 
private motor truck service. Shipments 
by parcel post show a falling off, as 1922 
is compared with 1921. Gains were made 
through shipments by freight and express. 


Steady Improvement During Year 


A gradual increase in the production of 
Brockton footwear was registered during 
the year 1922, the first three months being 
especially active. The late spring and 
early summer months were quiet, but the 
opening of the fall season showed an im- 
provement which was continued during 
the remainder of the year. Shoe buyers 
continued to be cautious in their commit- 
tants, owing to general business condi- 
tions and possibility of lower prices for 
merchandise. This latter, however, did 
not materialize. During the last three 
months of the year buyers came forward 
with their orders in a substantial way. 
The end of the year saw steady price con- 
ditions in the leather and accessory mar- 
kets, with consequent firmness in shoe 
prices. 


These latter have done away to 


Must Go Out and Get 
Business 


President Harold C. Keith of George E. 
Keith Company is confident of Brockton’s 
continued dominance in the shoe manu- 
facturing industry during 1923. On this 
point he is quoted thus: 


“Brockton should be able to secure 
her share of the increased business 
during the new year. For over fifty 
years she has built a world-wide repu- 
tation for shoes of quality, and a 
great majority of her manufacturers 
are maintaining the Brockton stand- 
ard. The public wants shoes such as 
we are capable of producing, but this 
business will not come to us; we must 
go out and fight for it. There is only 
one way to succeed, and that is by 
every one connected with the shoe 
industry of Brockton doing more 
work and better work during 1923, 
whether his task is at the desk, at the 
bench, or on the road.” 


Success the Reward of Hard 
Work 


President C. Chester Eaton of the 
Brockton Chamber of Commerce, also 
head of the C. A. Eaton Company, shoe 
manufacturers, says in regard to the busi- 
ness outlook: 

“Brockton had a reasonably prosperous 
year during 1922, and 1923 will be more so. 
I do not mean to imply that 1922 was a 
year of capacity production or maximum 
business, but that it has been one of steady 
improvement, which has been generally 
shared by all. The people of this country 
are steadily employed at good wages and 
should be substantial purchasers of Brock- 
ton-made footwear during the coming 
year.” 


New Concern Making Shoe 
Supplies 

The Thompson-Field Company, Inc., 

with a capital of $50,000, has been 

formed to manufacture a line of box toes, 
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counters, and similar supplies for the shoe- 
manufacturing trade. The officers are: 
Errol M. Thompson, president; Walter P. 
Field, vice-president and treasurer, and 
Frank Gardner, clerk. The new concern 
occupies two floors in one of Brockton’s 
newest factory buildings on Montello 
Street. 


Values Bring Good Business 


Speaking for business prospects for 
Brockton factories for 1923, Frank S. Far- 
num, treasurer of the Brockton Shoe 
Manufacturers’ Association, said: 

“T am confident that the good-will cre- 
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ated by three generations of local manu- 
facturers producing for the American 
people stylish, dependable Brockton shoes 
at fair prices, has fostered in them the de- 
sire to again wear the same kind of shoes 
which have served them so.well in the past. 
With improved conditions, nearer con- 
tinuous employment, enabling the aver- 
age person to live as he has been ac- 
customed to live and to have what he has 
been accustomed to have, he will turn to 
his favorite footwear—Brockton shoes. 
I believe we can look for a greater per- 
centage of business in 1923 over 1922 than 
1922 showed over 1921—that is, continu- 
ous improvement.” 


BALTIMORE 


Bright Prospect for 1923 


Industrial Outlook Good with 


Labor 


Shortage in Some 


Trades; Wholesalers Report Good Orders Received 


| jy the sales during the holidays 
were not as good as anticipated, 


most of the retail merchants say that they 
are Satisfied with the results obtained dur- 
ing the past few weeks. The outlook for 
1923 is very encouraging, as business con- 
ditions in this city have been improving 
month by month during 1922. During the 
year 72 new industries and 101 expansions 


were announced, with a total investment 
of approximately $24,700,000, making 
1922 the greatest year in the city’s history. 
The new enterprises have given work to 
about 5,200 workers, many of whom have 
come here from other cities. 

Included in these expansions and new 
industries are the “‘Holtite Manufacturing 
Company,”’ manufacturers of rubber heels. 
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If you will allow us the privilege of fitting a 
of CLAPP’S SHOES on your feet, it won't be hard 
reason. 


for you to understand the 





We've Sold 
CLAPP’S SHOES 
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for 
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EDWIN CLAPP SHOES 
year after year and won't 


other, there is a reason. 


This appreciation of qual ity in men’s shoes as appeared in a 
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Where to Buy 


Shoe Ornaments 




















EDW. B.KAHN co. 


BIO FULTON ST. BROOCKLY' 








D. W. COULTAS CO. 
Manufacturers 
RHINESTONE BUCKLES 


Big Demand 
WRITE FOR SAMPLES 


a PROVIDENCE - - = R.I. 
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Especially for 
Shoe Manufacturers 
For good covered 


buckles and Leather 
Bows write to the 


Vanity Novelty Works 
1261 Atlantic Ave. 
Brooklyn, N. 








“Just Enough Better To Be Thoroughly Worth While” 


BONGIOVANNI BROS. 
Largest Rhinestone Buckle 
Manufacturers in America 

High Class Buckles at Popular Prices 

2927 3rd Avenue N. Y. City 














mummers co 
tee mark of ™ 


Good shoe buckles 
ever since 1905 
L. ALTERSON &' CO. c 
PHONE FITZROY 0606 
1o2 W 342 St.. New York City N.Y 











BEADED 
BUCKLES 


AND NOVELTY 
PARISIAN BEADING WORKS 
1028 Arch Street, PHILADELPHIA. 











Where to Buy 


Shoe Illustrations 
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Emery 6 Beers Company, inc 


Announce: 


that they have concluded arrangements 
whereby they will become sole selling 
agents for 


Oscar Nebel Co. Inc. 


The Nebel line of lace-clocked silk hosiery 
is famous for its beauty and its workman- 
ship. It is made in one of the largest 
plants of its kind in the world. 


We already handle the output of one of 
the world’s greatest full-fashioned silk 
hosiery mills, as sole selling agents for 


Paul Guenther, Inc. 


The addition of the Nebel production will 
materially increase our line of fine silks. 
We shall be able to give our trade 100% 
service, and to care for all their wants in 
women’s full-fashioned silk hose. 


Emery 6 Beers Company, inc 





CHICAGO, 


Sole Owners and Wholesale Distributors of 


» Hosiery 


Reg. US. Pat. Office 


BROADWAY AT 24th STREET, NEW YORK 


PHILADELPHIA, BOSTON, BUFFALO, SAN FRANCISCO, 


LOS ANGELES 





| 
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This company has added large additions 
to its plant, increasing its output about 
100 per cent; and the “‘Chesapeake Manu- 
facturing Company,” a new corporation 
manufacturing misses’ and children’s turn 
sole shoes. 


Labor Shortage Developing 


The employment situation, which is of 
vital importance to all trades, has been 
improving and is very satisfactory at this 
time, as the percentage of unemployed is 
very low. In fact, at times during the 
past year there has been a shortage of 
labor. 

The retail merchants report slippers and 
hosiery selling well during the past month, 
many of the large stores reporting the 
Christmas business in these lines as the 
heaviest in a good many years. Buckles 
also sold well. The jobbers who are now 
taking inventory for 1922 report that busi- 
ness has been very good for the year, and 
they are very optimistic as to 1923, many 
of them reporting the orders for spring 
styles being received from the salesmen on 
ihe road as being very gratifying. One 
jobber reported that while the volume was 
rather low at the present time, the de- 
mand was for styles which improved the 
profit basis, and indications for the com- 
ing season are that the more profitable 
grades will be in demand, making the 1923 
outlook very gratifying. 


S. Halle Sons in New Home 


S. Halle Sons have moved into their 
new building at 102-4 Hopkins Place, and 
it is rumored that their old location at 31 
Hopkins Place will bé occupied by another 
local shoe jobber after alterations are 
made. 


Rice and Hutchins Man 
Honored 


At a recent meeting of the Credit Men’s 
Association, H. W. Bennett, who has been 
associated with the Baltimore branch of 
Rice & Hutchins Company, was elected 
treasurer of the association forthe fifteenth 
year. Mr. Bennett has been a very active 
member of the association for years, and 
is oné of its most enthusiastic members. 


With Same Firm Twenty- 
Five Years 


Nathan Schenthal, buyer for the shoe 
department of Hochschild, Kohn & Co., 
recently rounded out 25 years of service 
with this company, being one of its first 
employees. Mr. Schenthal has been in 
this department the entire time, and he 
was the recipient of many congratulations 
and wishes for his success in the future. 
The firm recently celebrated its twenty- 
fifth anniversary. During the celebration 
members of the shoe department tendered 
\Ir. Schenthal a surprise dinner. 
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BUFFALO 


Retail Merchants Cleaning House 


Getting Ready for Spring Styles which They Expect to Show 
Soon After Jan. 15 


ITH the holiday season over, Buf- 

falo shoe merchants are anticipa- 
ting the advent of spring footwear by dis- 
posing at reduced prices of their lines of 
fall and winter footwear and hosiery, and 
unlike past seasons are enjoying a good 
January business. 

All of the dealers report a Christmas 
trade far in advance of a year ago and in 
some instances exceeding in volume any 
holiday period since the war. The shop- 
ping public spent freely, but unlike the 
reckless spending of the war era their 
purchases were of useful gifts, and shoe 
merchants naturally benefited to a greater 
extent than in other years. 

Spring styles are expected to make their 
appearance in the downtown stores shortly 
after the Chicago convention and display. 
While noradical departures are anticipated, 
nevertheless dealers do not look for any 
models of the variety which sold so well 
last spring. For instance, they do not 
believe the sport stuff which took the 
town by storm a year ago will “come back” 
this year. They are equally optimistic, 
however, that “something just as good” 
will come out of the annual style show in 
the Windy City. 

With the winter less than half over, it 
bids fair to be one of the best for rubber 
footwear in many years. Changing 
weather, almost from day to day, has 
made imperative the wearing of arctics 
and rubbers and it looks like a safe bet 
that few dealers will have to carry over 
many pairs of winter foot protectors. 
After a slow start this type of merchandise 
is now moving at top speed and should 
make up for the seasonal dullnessin leather 
footwear. 


Cites Value of Advertising 


“The University of Buffalo is the great- 
est advertising asset Buffalo has,” 
declared M. F. Hilfinger, vice-president 
of the A. E. Nettleton Shoe Company of 
Syracuse, N. Y., in his talk on “Everybody 
Advertise,” at the luncheon of the Greater 
Buffalo Advertising Club in the Hotel 
Lafayette on January 2. 

“A university is always a great business 
asset to a city,”’ he continued. “Buffalo 
made a long step forward when she began 
the erection of this great educational in- 
stitution. In Syracuse it was computed 
that the university through its students 
and otherwise drew $5,000,000 worth of 
business into the city each year. There is 
no business, no matter how large, that 
spends that amount of money in one city 
in one year.” 


Mr. Hilfinger pointed out the value of 
advertising by citing the growth of the 
automobile business during the past 20 
years. It has grown, he declared, through 
the medium of national advertising, to be 
the fourth industry in the country. Fifty 
per cent of the advertising in last week’s 
issue of a great national magazine was 
devoted to automobiles he declared. 

The speaker contrasted the growth of 
the automobile business with that of the 
shoe business. The latter is an absolute 
necessity, while the former may be classed 
under the head of a semi-luxury. Yet the 
auto industry has outstripped the shoe 
industry. 

The speaker was born in Buffalo and 
was formerly guard on the Lafayette 
High School and Syracuse University 
football teams. 


Falconer Firm Sells Out 


Peterson & Gundin of Falconer, N. Y., 
for 21 years in the shoe business in that 
town, have sold out to Ganey & Seger 
of Jamestown. The latter firm will 
operate the Falconer store as a branch of 
their main establishment. 


Store to Add Line of Shoes 


The New York Store, established in 
Dunkirk, N. Y., in 1897, is erecting an 
addition to their department store and 
when completed they will add a full line of 
men’s and boys’ footwear. 


Buffalo Merchants to Meet 
January 17 


Members of the Buffalo Retail Shoe 
Dealers’ Association, at their regular 
monthly meeting at the Iroquois Hotel on 
December 13, approved two complete 
slates of officers for 1923 to be voted on 
at the annual meeting to be held on 
January 17. Ollie E. La Reau, incum- 
bent president, Ed. Kirschmeyer, treas- 
urer, and C, I. Lanich, secretary, are 
named on both tickets and therefore will 
serve another term, at least, in their 
present capacities. In connection with 
next month’s meeting there will be a 
standing luncheon at the conclusion of 
the business session. Besides the election 
of officers, reports of the various officers 
and chairmen of committees will be read 
and plans discussed for a membership 
campaign, in which it is hoped to induce 
every shoe dealer in the city to join the 
association. 








BOOT AND SHOE RECORDER January 13, 1923 















; 
rey = est? : Teton e . ;. > Amst prat | 
mpichth ew ~. he mane acta 4 ; La tort ae DS AIRIS, 
> n +e a dee et ae a Z. 5 ca hn ed 


N. S. R. A. Convention Says: 


; “Sport Shoes!”’ 


~ 





CAPRI Ary AIT ee 
nae a i 
Were e wee 
eet ie ee A 











































































ae 
Be . . fi 
= Read this telegram, hot from Chicago, sent 
f . d i ia 
=| by our Sales Manager, after being two days 
Pass . : i 3 
m at the big N. S. R. A. Convention. a 
ie? eB 
at ie 
bs 5) a 
Fs — lad --NN ats 
|___ Might Message | Nite WESTERN UNIDN Ph 
& |—_ tigi Letter __|_ 1 \ Nesey 5 / ies 
Be | lessee a 
be sonnel sgsusring ster Oe checks” NEWCOMS CARLTON, pnesioevt == § GEORGEW. E ATKINS, inst Vicernemcenr {3 3 
ra, RECEIVED AT 169 CONGRESS ST..BOSTON, MASS. ——- et 
ae CB70 70 NI LETT = : 
Ve, NX CEICAGO ILL 9 
yes 


E M WEEKS 







CARE SEAVER EOWLAND PRESS FRANKLYN ST BOSTON MASS 
RECORD-BREAKING ACTUAL SALES AT NATIONAL SHOE RETAILERS CONVENTIOY 
OPENING YESTERDAY DEFINITELY SHOW THAT MEN*’S SPORT STYLES WILL SE 


(ose ce nae 
a) . - 








IN TREMENDOUS DEMAND BY DEALERS AND PUBLIC THIS SPRING. INTERVIEWS 
HERE ALREADY PROVE DEALERS ARE CLAMORING FOR ATTRACTIVE SHOES MADE 


OF CONTRASTING LEATHERS THAT ARE MODEST ENOUGH FOR MEN TO WEAR ALL 










DAY AT BUSINESS, YET SMART ENOUGH FOR REAL SPORT USE. OUR SPECIAL 
NEW LASTS AND NEW COLORS IN CALF AND PLUMP GRAIN SPORT LEATHERS HAVE 
ALREADY STRUCK BIG DEALERS STRONGLY. 
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(This Department is conducted by Helen M. Haney, Associate Editor) 





George J. Lovely Optimistic on 1923 


‘‘Public Will Be in Good Spending Humor by Next April” Says He— 


EORGE J. LOVELY, who travels 
T New England and Canada for the 
~" Dalton Company, is an optimist 

on 1923. This coming April he believes, is 

going to be the best month that the shoe 
industry has had since April, 1920—‘‘and 
that,”said Mr. Lovely, ““was some month.” 

He ascribed as the reason for his theory 

that everybody is now working who will 

work. This, he said, was not true at this 
time last year, or the year before. Today 
there is actually a shortage of ski'led and 
unskilled labor in all of the manufacturing 

cities, with unskilled help getting from 40 

to 45 cents an hour. 


The Whys of Coming Demand 


Work in all the big metal factories of 
Connecticut and Massachusetts and other 
plants started full tilt last July and August 

-it takes a man about six months to get 
back on his feet after a period of idleness. 
The first thing a worker has to do is to see 
that he has somewhere to live—he must 
pay his rent—he must buy his fuel—he 
must buy his food. He is buying all of 
these things and has been buying for some 
months back—but with the departure of 
cold weather and with summer ahead, he 
will begin to buy clothing and shoes.”” It 
is Mr Lovely’s thought that the working 
people will be in good spending humor for 
footwear by April, 1923. 


Many Buyers in Boston 


George finds that the wise retail shoe 
merchant is thinking about the same way 
that he is, for these days are busy ones for 
him at his headquarters, Room 405, 183 
Essex Street, Boston, where he will be lo- 
cated until March 1. He looks for a big 
business also during next week, when he 





Travels for the Dalton Company 





feels that the Hub will be filled with 
buyers—in fact, the past two weeks have 
found an unusually large number of retail 
shoe merchants in Boston looking for new 
goods for Easter selling. 


“Built and Growing on Value” 


And Mr. Lovely certainly “cheers’’ 
them on—for he fairly radiates optimism. 





GEORGE J. LOVELY 
Who covers New England and Canada for The 
Dalton Co. 


It is his opinion that if you are optimistic 
with your trade, your trade is optimistic 
with you. “Why should we not all be op- 
timistic?”’ said he. ‘America is the great- 
est and richest country in the world. No 
one accomplishes anything unless he works 


for it. The man who is a pessimist, who 
puts on a sour face, reflects pessimism and 
his customers are accordingly pessimistic. 
A man gets business in proportion to the 
amount of optimism and work which he 
puts into his job. My slogan is ‘Built on 
Value and Growing on Value.’ ”’ 


A Student of Economics 


Mr. Lovely is a student of economic 
conditions and has a wonderful memory. 
He, at one time, compiled the following 
table of America’s greatness, which we 
have published before, but which we are 
again repeating because a stimulating 
truism of this kind is well worth repeating 
and emphasizing. 

U. S Production 

With only 6 per cent of the world’s 
population, and 7 per cent of the world’s 
land, we have 70 per cent of the world’s 
copper; 66 per cent of the world’s oil; 75 
per cent of the world’s corn; 52 per cent 
of the world’s coal; 40 per cent of the 
world’s iron and steel; 85 per cent of the 
world’s automobiles; 40 per cent of the 
world’s railroads; 60 per cent of the world’s 
cotton. 

A Typical Case 

Mr. Lovely stated that just a little while 
before the Recorder representative called, 
a young fellow from Portland, Maine, had 
visited him. This young buyer reported 
that the past December trade at his store 
had beaten any two months he has ever 
had. “The state of that merchant’s busi- 
ness,” said Mr. Lovely, “is typical with 
that of other merchants and—in fact shoe 
buyers generally have been so busy that 
they have not had time enough to come 
into the market and finish their Easter 
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TEEPLE 


WELTS #* BOYS 


will appeal strongly to your customers in all 
walks of life. For smart appearance —for 
length of wear per dollar of cost—for comfort 
and normal growth of the foot—they compare 
favorably with any shoes on the market. 

















Broncho Brown Elk 
A becoming shoe for a boy who plays with all 
his migh 


Boys’, 244 to 6, B-C-D...... 
Youths’, 1 to 6, B-C-D : . 
Little Men's, 10 to 13% , C-D-E....... 3 


This and 3 others in stock 
5% Discount 10 days 


Order even dozens, disregarding size, run, width 
or style. 


One Last—It’s a Mighty Good One 


The one Teeple last is an unbeatable boy last, either for 
dress or for rough usage. Five mighty good styles, made 
over this last, cover practically all boy shoe requirements. 


Three Things that Keep Teeple 
Shoes Mighty Good 
Prime fine soles cut by J. D. Nielson & Co. 


Dryden Double-Wear Rubber Heels 
Fred Rueping Leather Co.’s upper stock 

















Be sure to get acquainted with Teeple Mighty Good Shoes before 
oo your Spring buying. Fill in your high shoe lines with them 
NOW. They are in stock. 


A Sample Case Is Convincing 


TEEPLE SHOE CO. 


WAUPUN, WISCONSIN 
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LINE FOR LINE 
THE BEST IN THE SELLING END 


“Playboy” 


Sport and Outdoor Wear 


Goodyear welt, smoked elk uppers, lace- 
to-toe pattern, no lining, single chrome 
sole, wedge heel. 


In Stock—C, D and E widths. 


A clean-cut flexible shoe for sport and outdoor 
wear, and— . 

the secret of their “customer approval”’ lies in 
the fact that they are made with a thorough 
understanding of the uses and expectations of 
a shoe of this kind. 

A shoe made for a purpose that fills every 
possible demand. 


We shall be glad to submit samples. 


Witchell Sheill Co. 


MFRS. 
Boots, Outing and Athletic Footwear 


DETROIT, MICHIGAN 
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ordering. But now they are coming with 
a rush, because they know that the fac- 
tories cannot turn out their merchandise 
in time for Easter selling if they do not 
tell them to go ahead now.” 


Easter Will Be Here Soon 


Here Mr. Lovely counted the number 
of working days that the factories had to 
turn out shoes in to arrive at the store dur- 
ing March, and found that there were only 
about six weeks or not more than 36 days 
until the new, snappy styles should be on 
the merchants’ shelves. ‘The other alter- 
native,”’ said George “is for the unwise 
buyers to rush into the market a few weeks 
before Easter and grab up the ‘left-overs’ 
—but it looks now as though all the New 
England and Canadian folks were going to 
play the game sanely and well. My trade 
has been in the Hub this week—98 per 
cent and all optimistic on 1923.” 


“Canada Back with Fire”’ 


Referring to Canada he said, “This 
country is coming back with fire. Do you 
realize that last November the Canadian 
dollar for the first time in 15 years was 
worth 100 American pennies? This is in 
marked contrast to a year ago last July, 
when it was worth only 85 cents. Cana- 
ada has had a bumper crop of wheat. Just 
think, the Port of Montreal shipped 
158,000,000 tons of grain since the heavy 
crop movement has set in—this is 30,000- 
000 tons more than were shipped from that 
port last year. They have had a won- 
derful hay and apple crop, also.” 


Sport Trend Strong 


Here the talk drifted to the sport 
fashion trend. Mr. Lovely is an enthusi- 
ast on his new sport models with Du- 
Flex and Clico soles. 

He believes that sport shoes have by no 
means attained their fullest measure of 
popularity, but are going to be worn more 
and more by young women and men during 
1923. 
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““New England and Canada,” he said, 
“are the great winter playground of the 
country for New Englanders and the 
great summer playground of the world. 
And sport styles for women with skirts 
eight or ten or twelve inches from the 
ground help to keep street lengths of 
women’s costumes shorter.” 


Short Skirts Will Prevail 


George is a keen student of styles, and 
from consultation with Hickson’s one of 
Boston’s leading apparel shops for women, 
has arrived at the conclusion that women’s 
skirts for next spring and summer are 
going to be short. He stated that he con- 
tinued his findings in: the case on New 
Year’s night—when he attended a party 
at the Copley Plaza and observed how 
awkward a girl—say of five feet three or 
four looked with skirts down to her 
ankles. He believes that when a woman 
realizes how much more graceful and 
younger she looks in a short skirt, she is 
going to wear it, and all of this will mean 
a continued good sale of low shoes. 


Believes in Wool Hosiery 


Mr. Lovely is a believer in wool stock- 
ings—in fact, he states that he wears them 
all the year around on the theory that they 
are warmer in the winter and cooler in the 
summer—especially desirable are they on 
the golf course, over which he oft-times 
walks anywhere from eight to ten miles a 
day, without either leg or foot tired, as 
they absorb perspiration and are therefore 
much more comfortable than lisles or 
cottons. 

Against Style Shows 

Mr. Lovely does not believe in Style 
Shows—which he says are no good to re- 
tail merchants, factories, or traveling men 
—on account of their disturbing effect on 
business. Asked the reason for this theory 
and he stated that many retail merchants 
say that they cannot turn over the stock 
which they are tempted to buy at style 
shows in proportion to the rapidity with 
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which the styles are turned out—in other 
words, they go to style shows, see a great 
many new styles, order them and by the 
time the shoes arrive at the store, they are 
out of fashion and not adaptable to their 
clientele. ‘And after all,” said Mr. 
Lovely—‘‘it is the masses of the people to 
whom the majority of retail merchants 
must cater, and likewise the factories de- 
pend upon the masses to keep their wheels 
turning. Eliminate style shows entirely— 
they are disorganizing the retail shoe buy- 
ing of the United States. Have retail mer- 
chants see the shoes which the salesmen 
bring to them and in the markets. 


Mme. Paquin Answered 


Asked what he thought of the recent 
statement of Mme. Paquin, who thinks 
that $5,000 is a fair annual amount for a 
woman to spend for her cloaks, furs, shoes, 
umbrellas, and other garments, Mr. 
Lovely replied that there might be one 
woman in a thousand who could spend 
such a large sum for clothes, but that the 
other 999 would plan a dress budget of 
much less than $1,000. For, in order for 
a woman to spend $5,000 annually, she 
should have an income of $25,000 and 
income returns show that 90 per cent of 
the incomes reported in the United States 
are under $2,000. 


C. & P. Shoe Company Holds 
Banquet 


The annual banquet of the C. & P. Shoe 
Company, Auburn, N. Y. was recently 
held in the Chamber of Commerce Build- 
ing. This marks the second successful 
year during which the above Company 
has operated. 

In the latter part of 1920, the C. & P. 
Shoe Company was founded by two 
brothers, Clarence W., and Peter J. Nolan, 
Jr., who were previously connected with a 
local shoe factory. 

At the time this business was formed, 
it occupied only a small building, of limited 
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The new models in Mens 
Footwear displayed at, 


this booth were the 
talk of the Gnvention 


Faithful to the Last: 


NUNN, BUSH & WELDON SHOE Co. 


MAKERS OF 


MENS AND BOYS FINE SHOES 


MILWAU KEE, WIS. 
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Cc. L. MeCAIN 
First Vice-President of the Arkansas Shoe 
Travelers’ Association, who travels for the 


McElroy-Sloan Shoe Company 








but the demand for their merchan- 
dise became so great that they were forced 
to move to the large building they now 
occupy 
Fifteen Salesmen on Road 

This concern commenced business with 
only one representative who called upon 
the trade in New York State only but the 
volume of their business has increased to 
such an extent that they now employ 
15 salesmen and the territory in which 
their merchandise is distributed embraces 
10 states. They are constantly opening 
up new territory and in his address to his 
associates and employes, the President, 
C. W. Nolan, stated that it was his plan 
to double the sales force and to! increase 
the territory proportionately before the 
next anaual banquet. 


Incorporated with Capital of $125,000 


Withia the last few months the Com- 
pany was incorporated under the laws of 
New York State with a capital stock of 
$125,000, the officers being elected as fol- 
lows: C. W. Nolan, President; P. J. Nolan, 
Sr., Vice-President; P. J. Nolan, Jr., Sec- 
retary and Treasurer. 

The remarkable success of the company 
is due to the untiring efforts on the part 
of the members and their associates. It 
is the general opinion that if the company 
continues to operate under its present 
method, it will soon be classed among 
the prominent snoe concerns in the coun- 
ry. 


The women can do almost anything a 
nan can do—except marry a nice girl.— 
‘arm Journal. 
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A. W. Smith Co. Entertain 
Salesmen 


The salesmen of the A. W. Smith Com- 
pany were royally entertained on Thurs- 
day, January 4, when a banquet was ten- 
dered to them by the’ firm at the Hotel 
Brunswick at 2 P. M. Prior to the ban- 
quet there was a business session, matters 
pertaining to scientific shoe distribution 
were discussed and also prospects for the 
coming seasons. The salesmen in general 
reported that they expect a big year 
and like immensely the new trademark 
of “Blue Bear’? which the company has 
adopted and which is registered in every 
State of the Union. 


“The Best Time Ever” 


After the banquet a fleet of automobiles 
containing the merry party left the Bruns- 
wick for the Boston office, 111 Beach 
Street, where the new line of samples and 
also the two big floors of the “plant’’ were 
inspected and further business discussed 
over the cigars which the firm had pro- 
vided. 

In the evening, autos were again in read- 
iness to convey this bunch of 22 good fel- 
lows to the Colonial Theatre, where they 
enjoyed “Good Morning, Dearie.” 

All were enthusiastic in voting this the 
best time ever and hereby wish to endorse 
this get together as “‘one bang-up time.” 


The Salesmen’s Roster’ 


The roster of those present were: Gil- 
bert W. Parker, Lynn and vicinity; How- 
ard A. Fuller, Dorchester and vicinity. 
Frank Fitzpatrick, Boston; Thomas A, 
Wood, Pittsburgh, Pa.; Thomas P. Ward, 
Brooklyn; Harry Baum, Cleveland; Mi- 
chael Cutillo, Jersey City; Harry Cowan, 
Detroit and vicinity; George Hermanson, 
Dorchester and vicinity; William V. Ma- 
greno, New York; John Mulligan, Phila- 
delphia and vicinity; Thomas J. Duffy, 
Indianapolis and vicinity; Horace M. 
Hedden of Allston covers Connecticut and 
Rhode Island; Charles V. Miller, Somer- 
ville, Mass., and vicinity; Ernest Riley, 
Dedham and vicinity; Meyer Bromfield, 
Boston; Whitney Snowman of Chelsea 
covers Massachusetts; Charles A. J. Pink- 
ham of Lynn covers Maine and New 
Hampshire; Jerome Watts of Swampscott 
covers Long Island; Oliver Wheeler of 
Everett, Mass., covers Northern New 
York; Charles E. Nugent covers Lynn and 
vicinity. Fred A. Bixby of Lynn, who by 
the way is a former newspaper man, acted 
as the official “reporter” for the party, 
and to him the Recorder is indebted for 
this news “‘tip.”” Mr. Bixby is in charge of 
the stock department at the Boston office. 


Stack with A. M. Creighton 


A. G. Stack of Philadelphia has beea 
chosen to carry the A. M. Creighton line 
in Eastern Pennsylvania, Delaware and 
Maryland. 

































A. G. 


STACK 


Who sells the A. M. Creighton line in Eastern 
Pennsylvania, Delaware and Maryland 





Mr. Stack is very well known through- 
out the territory, having had twenty odd 
years’ experience selling shoes throughout 
the above mentioned territory. 

Prior to handling this line Mr. Stack had 
been selling shoes in the same territory for 
J. E. Tilt Shoe Co., Chicago. 

The A. M. Creighton men are all ready 
to start out on the road with new lines of 
samples, including 16 new spring stock 
styles. 

These sales hustlers say that they are 
sure the big advertising which the A. M. 
Creighton folks are soon to do will help 
them make the coming season a banner 
one. 


Sobel is Crescent’s Sales- 
manager 


“Bill” Sobel has severed his connection 
with the Bleecker Shoe Company New 
York City, and has joined the executive 
staff of the Crescent Shoe Co., New York 
City. 

Mr. Sobel’s chief duties in his new posi- 
tion, will be to develop the large trade 
throughout the country and handle ad- 
vertising and sales exclusively. 

The Crescent Shoe Company is to be 
congratulated in obtaining a man of 
Sobel’s calibre. Mr. Sobel says, however, 
very modestly, that he is only one of the 
many additions to this outfit. “I am,’’ he 
states “going to assist in making this com- 
pany one of the fastest growing wholesale 
shoe concerns in New York City. Since 
their origin a few years back, the company 
has made wonderful strides. They have 
recently become the sole distributing 
agency of the famous Dr. Adler’s Shoes for 
juveniles.” 
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HERE IT IS—IN STOCK NOW!! 
~ >» THE NEW TUDOR PUMP 


> on ONE OF THE BIG HITS 
%, AT THE CONVENTION 


READY FOR DELIVERY 


No. 5500—High-grade Black Satin Tudor Pump, 
Black Ooze, Calf Inlaid Throat and Tongue. All 
Silk, French Corded Black Kid quarter and sock 
lining. Very fine turn sole, 15-8 Spanish wood 
covered heel. Made over brand new last. A most 
attractive number and a perfect fitter. Order now. 
A, B and C widths, 24-8 


No. 5501—Exactly same style as above in the new 
light shade of gray ooze calf 


TOBER-SAIFER SHOE COMPANY 
PO yg an 


1312 WASHINGTON AVE. -i- ST. LOUIS, MO. 
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YOU 


can now sell your cus- 
tomers Cinderella Satin 
Slipper Dyes in popular 
shades. White Satin 
Slippers can easily be 
dyed to match any color 
gown. 
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Over 100 sli a” 
er slipper manu- 
facturers mail-order Cin- oy : 
derella Silver Slipper 
Cleaner. Are you cashing 


in on Cinderella in pack- || jor@ll@ 
in on Cinderella in pac (aa 


ages for retail trade? 


The Styles of Spring 


They require an assortment of buckles and shoe ornaments 
to meet the demand of your women customers. 

Beaded work, as shown in the Colonial pictured above, is 
a specialty with us. There are many other features in our 
line, and it will pay you to write for price list and com- 
plete information. A wide variety of styles is ready for 
immediate delivery. 


Special buckles made to order if required. 


M. FREEDMAN & CO. 


Importers and Manufacturers of High Grade Shoe Novelties 
and Beaded Work, Shoe Buckles, Japanned 
Metal Ornaments and Rhinestones 


47 Washington St. Haverhill, Mass. 


SILVER 
SLIPPER 


Produced by CLEANER 


EVERETT & BARRON CO. oat 


re eeme ee 


Providence, R. I. ent aan 


Makers of highest quality 
footwear finishes 
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S. PRESTON MOSES 
The first President of the Southern Shoe Sales- 


men’s Associalion—who presided at the first 
banquet—32 years ago—and who was the pre- 
siding officer at the recent banquet of Southern 
boys—twhich was held at the Copley Square Hotel 
—January 23, 1923. Mr. Moses covers the 
South for Edwin Clapp ¢ Son, Inc. 








Southern Boys Hold 32nd 
Banquet, January 23 

S. Preston Moses, first President of the 
Southern Shoe Travelers’ Association and 
who presided over that famous group when 
it met at its initial dinner meeting at 
Young’s Hotel on February 24, 1892, will, 
on the evening of January 23, 1923, again 
be the presiding officer. The reception 
will take place at 6 o’clock and the dinner 
at 6.30 followed by a splendid entertain- 
ment. George W. R. Hill, first Vice-Presi- 
dent of the Boot and Shoe Recorder, who 
attended the first “‘get-together”’ will be 
one of the guests of the association on this 
occasion of its 32d annual banquet, which, 
as we have previously announced, will be 
held at the Copley Square Hotel 


R. B. Leard New President of 
R. A. T.S.S. 


The Rochester Association of Traveling 
Shoe Salesmen will be piloted through the 
new year by R. B. Leard, of the Utz & 
Dunn Co., as president; W. Don Carhart 
of the Sherwood Shoe Company first vice- 
president; Gus A. Schaub of the Sher- 
wood Shoe Company, second vice-presi- 
dent; Frank Shafer, of Moore-Shafer Shoe 
Mfg. Co., third vice-president; Frank W. 
Rice, of the Utz & Dunn Co., fourth vice- 
president; C. B. Rowley, of the Sherwood 
Shoe Company, secretary; and Jack W. 
Castle, of the Burrows Shoe Company, 
(reasurer.”’ 

“Jim” Beatty Honored 

The election which was held at the 

hamber of Commerce on Tuesday, Janu- 


CLARKE B. ROWLEY 


Who represents the Sherwood Shoe Co. again 
unanimously re-elected Secretary of the R. A. T. 
S. S. 








ary 2, brought out a capacity crowd to 
honor “Jim’’ Beatty, the retiring presi- 
dent, who has worked untiringly to stimu- 
late the interest of the members. 


Membership Campaign “On”’ 


Four new members were elected to mem- 
bership at the meeting and the secretary 
urged “every member to get a member” 
during the year. The new members are: 
Charles Rawlings of Leach Shoe Com- 
pany, William Reed Gordon, of William 
Hoyt & Co., Lester E. Schiff, Genesee Shoe 
Co., and Charles F. McGrath, of Dugan 
& Hudson Company. 


“Andy” Gump with Gilbert 


““Andy’’ Gump, namesake of the famous 
“Andy” Gump, recent candidate for Con- 
gress, who was elected and then voted out 
by the political ring, has signed up with 
the E. T. Gilbert Mfg. Co., makers of the 
Gilio shoe specialties and will represent 
them in the states of North and South 
Carolina, Virginia, Maryland, Tennessee 
and Kentucky. 


T. F. Leary Covers New Eng- 
England Factories 


T. F. Leary, a salesman well known to 
the shoe factories of New England, is rep- 
resenting this coming season the satin 
house of Schwarzenback, Huber & Com- 
pany, of New York City, in addition to the 
regular line of W. K. Chandler Company 
of Boston. Mr. Leary has many friends 
in the trade and is anticipating a big de- 
mand for satins for the 1923 seasons. 


“JACK” W. CASTLE 


Who represents the Burrows Shue Co. the popular 
re-elected Treasurer of the R. A. T. S. 8. 





Columbus Boys Play Santa 
Claus 


Members of Ohio Shoe Travelers’ Asso- 
ciation, of Columbus, acted as investigat- 
ing committee for the Santa Claus Club. 
during the holiday period. ‘Al’ Carlisle, 
as chairman, with the entire membership 
of the organization, entered into the spirit 
of the Santa Claus Club, put their backs 
to the wheel and pushed for Yuletide good 
cheer. 

J. J. Kaltenbrun is one of the pioneer 
members of the Santa Claus Club, and 
every year “Jimmy” can be found at the 
headquarters of this club with his coat off 
and his sleeves rolled up, working like a 
beaver towards making many a poor fam- 
ily glad that they are among the living. 


Buffalo Elects Officers Today 


Because of the fact that most of the mem- 
bers were on the road and it was impos- 
sible to obtain a representative gathering, 
the election of officers of the Buffalo Asso- 
ciation of Traveling Shoe Salesmen was 
postponed until January 13. This is the 
day immediately followiag the Chicago 
convention and one of the main topics of 
discussion at the meeting will undoubtedly 
be the styles on display in the western 


city. 


Gilbert’s Salesmanager Makes 
New Appointments 


Earl N. Randolph, salesmanager of the 
E. T. Gilbert Mfg. Co., announces the 
appointment of Theodore Bogner for the 
states of New York, Pennsylvania, and 
O. C. Penmann for Central and Southern 
Ohio, Illinois and Indiana. 
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Stock No. 154—Tony Brown Calf Bal, 
Overweight Soles. 


Price $7.85 


ARCH PRESERVERS IN STOCK 


TOCK No. 154—pictured above, is a staunch, up-standing he-man’s 
shoe; just the happy medium between the stiff, uncomfortable storm 
shoe and the ordinary weight street shoe. Its sales have been large 

this month and until hot weather arrives, each month will bring an increase 
in sales, for men find it too good a shoe to cover with a rubber. All this 
plus the fact that it is an Arch Preserver Shoe! _ 
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And this is just one of the fifteen styles of Arch Preservers carried on the 
floor ready for immediate delivery. Each style fills a certain demand and 
the whole forms a line so comprehensive that you can confine your pur- 
chases to stock. 
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Consider well —can you afford to pass up the opportunity of securing the 
agency for this—the most talked of shoe in America? 


Write for catalog and information 
concerning agency for your city. 


E. T. WRIGHT & CO., Inc. 


ROCKLAND, MASS. 
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IPSWICH HOSIERY. 


lor Men Women and (hildren 


Ipswich Features a Special Dollar Retailer 
A Pure Silk and Fibre Plaited Ladies’ Stocking 


Of medium weight and fine gauge 

With fashion marks and mock seam 

A well-fitting ankle 

A wide and comfortable top 

In the approved shades for Spring and Summer 

Priced to sell at a dollar with good margin to retailer and wholesaler 


Prompt delivery service cn this special number 725 
Write us if your jobber cannot supply you 





LAWRENCE Aco 
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Goodwill Shoes 


For Hard Service and Long Wear 


IN STOCK 
Ready for 
Immediate 
Shipment 


No. 1030—Boys’, Youth;’jand Little Men’s Good- 
r Welt Chocolate =. — Leather % Solid 
eetter Heel, at - $2.50, $2.30, $2.50 








No. 1034—Men's Chocolate Elk/ Soft Toe, 
Single Leather Sole, Sol: d Leather Heel, m4 = 
Grain Insole, Goodyear Welt... . . 


We still have a stock, but it is rapidly decreasing, of 
our standard Men’s and Boys’ Shoes. These will be 
liquidated at old prices, but the new production 
going through the factory will show a slight increase 
over the prices now in force. 

So if your shelves need early re-enforcements, NOW 
is the time to get your order in and make the differ- 
ence between the old and the new prices. 


All stocks have full vamps, 
solid leather soles, _ solid 
leather or rubber heels, grain 
insoles. 


Terms: 5% for cash within 10 days 
or net 30 days. 
™ Send for circular and 


samples 
No. 494—Men’'s -s own Grain, Two tun weather No. 491—Brown F ull G rain ‘Reta n Blacher, Two 
Soles, Solid Leather oe, Soft Toe, “Boos Full Leat oe Some 5 Solid Leather Heel. Reg., $2.25, 
Nailed, at occ ce eee Spec., $2.10. 


ARTHUR WILLIAMS SHOE CO. 


HOLLISTON, MASS. 
Sales Offices and Stock Rooms: 15 High Street, Boston, Mass. 








The Boot and Shoe ‘Recorder will appreciate your “mentioning the publication in replies to advertisements. 
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BINDS evel as as SUPPORTS i 


The Front Arch 


The common sense principle of | 
binding and supporting appeals to 


the Foot Sufferer. 
IT SELLS ITSELF 


Above Trade-Mark is a facsimile of de- 

monstration device we furnish you. You 

will be enthusiastic about it, too, when you 
custom i 


BOOT AND SHOE RECORDER 141 


We invite your order for a sample pair. Send check 


SAM PLE P AIR ! for $3. - (which includes postage and insurance) or, if 


you say so, we'll send you a pair C.O. D 


If you oy a case right away, send only $7 as deposit. 
Be sure to state run of sizes desired. 


H, (A LT! U.S.Officers 


DRESS Shoes 
£ veryfair GuaranteedAbsolu ulely New EPerfect 


Goodyear Welt, “Hand Sewed.” 2+Fr to Case 
Genuine Oak Leather Outersoles. 9 5 
Also Oak Leather Innersoles. FOB 
Leather Trimmed. ieten 
Guaranteed Counters. 
Heavy Canvas Drill Lining. 
Live Rubber Heels. 


Immediate 
Delivery 


White Damp-Proof Middle Soles. 

Rich Mahogany Calf Uppers. 

Army Officers’ Plain Toe. 

TERMS—10% with order. Price the same for 
1 case or 100. We invite you to order only 
1 case first. 

SIZES—All wide widths, 6-9, 6-10, 6-11 and 
7-11. Sample pair sent for $3.20. 


Send your 
check for 
$7 for each 
case ordered 


REFERENCES — Brookline Trust Co. and Beacon Trust Co. of Bosten. 


Bradley Boston Co., Boston 17, Mass. 








I ° r ligh and most 
convenient fitting stool on the market. 


Carried in stock by all wholesale shoe and 
houses Ye your jobber camact 
supply you, order direct from us. 
MILBRADT MFG. COMPANY 
2416 N. 10th St. St. Louis, Me. 
For thirty-five years manufacturers of 
Milbradt Rolling Step Ladders. 











Metal Shoe Fitting Stools 


and Floor 
Mirrors 


No. 141 
Write for 


Wrie fe THE CHICAGO 
od Pret WIRE CHAIR CO. 


621 N. La Salle Street 
Chicago, II. 





MISCELLANEOUS 


MISCELLANEOUS 





FAMOUS GLASS 
FIXTURES 
Shown is Catalog G. F. 


Wood Fixtures 
Catalog No. 14 


Artificial Flowers 
Catalog No. 19 


I't 


Window Valances 
In Stock—Ask for Samples 
Window Rugs and Plush 
Samples Sent 


The Hecht Fixture Co. 
Medinah Bldg. Wells and Jackson 





NEW 
By Fy ROOM Chicago 


Just East of Broadway 

















SHOE STORE }\ 
CHAIRS 
SETTEES 


rv 


WINDOW DISPLAY FIXTURES 


The OSCAR ONKEN CO. 
1181 4th St. CINCINNATI, OHIO 

















Milbradt Rolling 
Step Ladders 


are made in a great many 
styles to suit all kinds 
of stores and _ shelving. 
They will enable you to 
get along with less help, 
save the wear and tear 
on your shelving, and 
help the appearance of 
your store. —— ye sub- 
ject to approval and sat- 
isfaction guaranteed. 


Write for our latest cata- 
log showing 18 styles of 
fodden as well as other 
store fixtures. 


Milbradt 
Manufacturing Co. 


2416 No. 10th Street 
ST. LOUIS, MO. 








Bicycle 
STEP 
LADDERS 


are made 
in many 
styles and 
to fit all 
kinds of 
shelving. 


Send for cata- 
log giving full 
description 
and prices. 


THE BICYCLE 
STEP LADDER 
COMPANY 
67 Randolph St. 
Chicago, MH. 








Information for Shoe Merchants 
“Where to Buy” constitutes a source of 
knowledge so that he who runs through these 

pages may learn. 
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5 Seer $4.00 $3.50 
ee 8.00 _ 7.00 
y Sere... 12.00 10.50 
4in........20.00 16.00 14.00 





Space ltime 7 times 13 times 26 times 52 times 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


i OSITIONS WANTED—Four cents per word for each insertion. 
Recorder rates for space less than one-eighth page per P (rapt gra end sgh A 
“Want” advertisements, seven cents per 
Minimum amount accepted, $1.25. Ads under this heading will be 
received up to noon on Tuesday of week of publication date. When 
advertisers desire answers to come in care of this office, twelve words 
must be allowed in each advertisement for address. When advertisers 
desire replies forwarded direct to their address, each word of the 
address must be counted in the advertisement and paid for accordingly. 
10.00 Answers to ads must be sent under letter postage. 


$3.00 $2.50 
6.00 5.00 
9.00 7.50 
12.00 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 


For other 
word for each insertion. 














SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 





ALESMEN to handle short line, infants’ and 

children’s turns, jum prices, Colonials, 
straps and pumps. Four samples represent 12 
numbers, all in stock. Wonderful shoes and prices 
will appeal to big buyers. Address D—706, care 
Boot and Shoe Recorder, 207 South St., Boston, 
Mass. 





GALESMEN, calling on department store trade 

for every State to sell high-grade manufactur- 
er’s line of felt, satin and leather slippers as side 
line. Commission only. Address K-684, care Boot 
and Shoe Recorder, 127 Duane St., New York. 


TANTED experienced shoe salesmen by, see 
table New York jobbing house for f lowing 
territories: New York, New Jersey, yy 
and Connecticut. Address K-686, care Boot and 
Shoe Recorder, 127 Duane St., New York. 


GALESMAN—-Owing to the death of one of our 
representatives in the Northwest, we are in 
need of the services of an experienced shoe sales- 
man. Only those having a r of successful 
road experience will be considered. Acquaintance 
with the retailers in Minnesota, the Dakotas, aad 
Montana desirable. We also have a similar oppor- 
tunity in Michigan. Reply by letter stating full 
details of experience, territories covered, salary 
desired, and give references. Lewis A. Crousett 
Co., North Abington, Mass. 


RAVELING SALESMEN: One to cover the 

States of Indiana, Illinois and Michigan and 
one to cover the States of North Carolina, South 
Carolina and Georgia. Splendid opportunity for 
high-grade salesmen to connect with manufacture 
of ladies’ fine welt and turn footwear with excellent 
reputation. We want men who have covered these 
territories recently with women’s shoes and who 
are well acquainted with the better class of mer- 
chants in these States. If you have the ability and 
can qualify to the above, write us in detail imme- 
diately. ll answers will be held in strict con- 
fidence. The Duttenhofer-Stevens Co., “Master 
Shoemakers,"’ Cincinnati, O. 


7 XPERIENCED SALESMEN who can handle 
a line of growing girls’, misses’ and children's 
welts in connection with their present — coverin, 
Chicago and Milwaukee; Minnesota, lowa_an 
Wisconsin; Missouri, Kansas and Oklahoma. Com- 
mission basis. The Miller Shoe C ‘o., Cincinnati, O. 

















SAL .ESMEN ee | side line proposition. 

We fi a d line of women’s 
McKay novelty ‘angen, which look like turn 
slippers, carrying only wood heels. We are desir- 
ous of getting in touch with experienced salesmen 
who have established trade, to carry our line for 
the coming season to the retail department stores, 
and chain stores throughout the country. Only real 
live business-getters need apply. Address D-—696, 
eare Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 


Wanted! Wanted! 


SALESMEN 


for the 


“BISON BRAND”’ LINE 


but complete IN-STOCK 
THE ‘YEAR a IND. } Selid Lea- 
ther Full V Has Milwaukee 
market cnomaa > 








| mg good territories open the com- 
ing season. Address applications with 
full particulars to the Portage Shoe Mfg. 
Co., Portage, Wisconsin. 








NE of the best-known manufacturers of novel- 

ties and specialties in accessories for shoe stores, 
will need another salesman January 1st—territory 
probably West, selling to wholesalers and retailers. 
Only a thorough y capable business getter who can 
fs good references will be considered. Address 

708, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 


ANTED—An experienced shoe salesman to 
handle line of women’s, misses’ and children’s 
McKay shoes as a side line. Reply in confidence to 
al aad and Shoe Recorder, 207 South St., 
ton, ass. 








ALESMEN WANTED —Live-wire men who 
cover their territory close. Our proposition 
covers a complete line of infants’ shoes; territories 
open: western Ohio, Indiana, Illinois, Michigan 
- 2 Wisconsin. Stock service. iberal commis- 
Prefer men carrying non-conflicting line. 
‘Address D-697, on) Boot and Shoe Recorder, 207 
South St., Boston, Mass. 





ROMINENT Wi i facturer of un- 

lined army shoes, work shoes and outing shoes 
for men and boys. Also high cuts and sporting 
boots for men, women and boys. Has open terri- 
tory in western Pennsylvania for good salesman. 
Formerly had large business in that territory. Also 
has nings in South Dakota, Nebraska, Kansas, 
New York and Oklahoma. Attractive Proposition 
for men who can produce business. Address D-698, 
case Boot and Sh« ¢« Recorder, 207 South St., Boston 
Viass. 








7/ANTED—Salesman to travel direct for an old 

established house, to handle large and medium 
retail accounts in the larger towns with a flexible 
proposition for the bigger accounts. Comfort shoes 
and men’s slippers. We prefer a man who has had 
experience with th this kind of shoes. Territory will 
be Ohio, Indiana, Michigan and Wisconsin and 
more if it can be properly handled. 

Answering this add we will insist on complete 
references, houses having worked for the past ten 
years, by whom employed at the present time, and 
clearly state what sort of an arrangement you 
would like to work under. Replies will be con- 
sidered and treated with the strictest confidence. 
Address D-688, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 





Producing Salesmen 


There is need in our Organiza- 
tion for several first-class sales- 
men to handle the increasing 
business of our branch dis- 
tributing houses. 

Our staff is national in its 
character and applications from 
any state or section will be favor- 
ably entertained. 

A complete record of accomplish- 
ment with earning capacity in each 

iation is expected with first letter. 
All correspondence will be conducted 


im strict confidence. Address Mr. 
Mullaly. 





RICE & HUTCHINS, INC. 
Boston U.S. A. 


ALESMEN—Factory distributor of women’s 
novelty and staple, popular priced footwear. 
Carried in stock in widths and sizes, for immediate 
=, Only men with established trade need 
cooly. 5 . B. Company, 40-42 Lincoln St., Boston, 





GALESM EN—For a real snappy condensed spe- 
cialty line braaded ladies’ silk hosiery. Sold with 
a guarantee to the dry goods, shoe and specialiy 
shops throughout the <a. Easily carried. 
State territory covering and line now handling. 
Address 0, care Boot and Shoe Recorder, 127 
Duane St., New York. 


ANTED SALESMEN—Manutacturer well- 

known line of popular priced, union-made 
men’s shoes wants live wire salesmen for Georgia 
and Alabama, Iowa, and Nebraska. Established 
trade; prefer resident of the territory. Straight 
commission. Address D-682, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 








WANTED SALESMEN SELLING VOL- 
UME BUYERS TO SELL A SHORT 
LINE OF LITTLE GENTS’, YOUTHS’, 
GIRLS’ AND MISSES’ WELT SHOES. 
SOLID LEATHER. PRICES THAT 
WILL APPEAL TO THE BIG 
BUYERS. Address D-685, care Boot 
and Shoe Recorder, 189 W. Madison St., 
Chicago, Il. 














POSITION WANTED 


ATTENTION, Mr. Manufacturer who wants his 
** medium-priced in-stock proposition, ladies’ 
line of shoes represented continually in Central 
New York State on a commission basis. Fifteen 
years retail experience in this territory. Age thirty- 
three, married. Will devote full time and energy to 
line. Address D-709, care Boot and Shoe Recorder, 
Boston, Mass. 


ITION WANTED—Have been assistant 

shoe buyer ~y one of the largest department 

stores in ae 8 for about five years. lave had 

complete char; ac of some of the er sales put 

over and excellent experience. Can offer the best 

of reference. Address D-700, one. Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 


Wana as shoe buyer and manager 

ive young man whose experience 

poll. fourteen years. Knows both ends of the 

Can offer the best —~ ——— as to 

ability. Will consider salary a percentage 

pos tion. Address D-—701, one 1 = and Shoe 
ecorder, 207 South St., Boston, M 3s. 














Shoe manager and buyer 
with ten years’ experience 
with large houses desires 
change of position. Good 
systematizer. Wants per- 
manent position. Refer to 
present employer. Carl 
Schuh, care Pfeifer Broth- 
ers, Little Rock, Ark. 
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MANAGER WANTED 


WANTED TO PURCHASE 





MANAGER WANTED—Enxperienced young 
man to manage and buy shoes and hosiery for 

prosperous shoe store in small | nce town. 
Address, Njdeces, Box 158, Greensburg, P: 





in southern department store. 


ive full 
details with your answer. Address D699, cai re 
Boot and Shoe Recorder, 207 South St., Sesten, 


WANT eqetege’ tes er and of shoe 





LINE WANTED 


WANTED—To buy interest in payi 
store in town having Christian Science societ 
. D. Hays, 573 Kibler Ave., Newark, 





CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other merchandise. Any quan- 
tity. Prompt attention given. 


KIRSCH-BLACHER CO., Inc. 


293 Church St., New York, N.Y. 
Phone Canal 0679 











LINE wanted by live-wire salesman, fourteen 

years on the road. New Jersey territory. 

Straight commission preferred. Have t of cre- 

dentials from Ve employers. Address K-685, 
= ea and Shoe Recorder, 127 Duane St., New 
ork. 





BUYER and manager of shoe department in a 
large department store in a Southern city— 
more than twenty years in the retail game—wants 
snappy in-stock novelty line of ladies’ shoes. Must 
be winners and reasonable ‘in ~_ Prefer Georgia, 
Tennessee and the C basis 

with small drawing account. Address D-702, care 
cost and Shoe Recorder, 207 South St., Boston, 

ass. 








GALESMEN to carry side line batting slippers’ 
pe and soft sole slippers. Address D-703, 

Boot and Shoe Recorder, 207 South St., 
Sestea, Mass. 





WANTED SALESMAN with factory and whole- 

sale experience wants line of medium priced 
men’s or women’s in stock shoes for Ohio. Married, 
age 40 years. Address D-689 care Boot and Shoe 
Recerder, 207 South Street, Boston. 





OPPORTUNITY 


RS. OPPORTUNITY TO THE RIGHT 
N—Outside business compels me to in- 
corporate my business and take in two or three 
proven, successful shoe men who have from five to 
twenty thousand dollars to invest in large paying 
gaue shoe store. For full information write L. 
yons, care Lyons Shoe Store, Tulaa, Okla. 








TO LET 


DESIRABLE sample room, office and floor space 
on Duane Street, New York City, in heart of 
shoe district. Address D-704, care a and Shoe 
Recorder, 207 South St., Boston, M 








FOR RENT 


FoR RENT—Excellent corner for retail shoe 
business. Northwest corner Ninth and D, N. W. 
Ninth Street is one of the —y im nt business 
thoroughfares in Washington, D Annual rent, 
Ho my First two years ~~ be had for $6,000 

B. Behrend, 1315 F, N. W., Washington, D. C. 








FOR SALE 


Le SALE—Modern shoe store in thriving city 
in Illinois fifty miles from Chicago—heart of 
district catering 





This 
Al notes Requires 
7 If you are not first class shoe man —ed te 
good do not waste our time. habe D-705, 
7 ll Recorder, 207 South St., Bost g 





ddress 
, 207 South 


CASH PAID 


for shoe stores or surplus stocks of shoes or 
for other merchandise. taken over. 
We will send a representative to investigate 
and make offer upon request. 

Kalter Cerf. Mercantile Co., Inc. 


591 Broadway, New York City 
Phone Spring 5160-5161-5162 








DO YOU CONTEMPLATE 


Retiring or going out of business? 
I will pay value for your entire or surplus 
stock of shoes. Leases having a short term 
to run taken over. Established 25 years. 


I. OLENICK 


413 Broadway, New York Tel. 9531 Canal 








THE NEW YORK EXPORT 
PURCHASING CORPORATION 
596 BROADWAY, NEW YORK, N. Y. 

PHONE—SPRING 9965 
WILL {SuRr SELLERS. 


FOR 
BUY (ENTIRE Stocks) CASH 


ains in — always on hand for special sales 
— and bargain basements . 








We buy quick and pay highest cash price 
retail and wholesale stocks of shoes or 
other merchandise. Quantity no object. 

‘or 30 yous our specialty. 
Bank and 


BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER, Proprietor 


610 Broadway, Brooklyn 
Phone Stagg 1757 











SHOE STORES 
BOUGHT FOR CASH 


Retail or Wholesale Stocks 
Any Amount. Write Me 


D. KOCH, 908 Putnam Ave., Brooklyn, N.Y. 








HIGHEST CASH PRICES PAID 
for entire shoe stocks. We buy your 
surplus or slow sellers. Quantities no object. 
Retail or — ae », Shaws term a taken 
off or phone Corre- 
spondence pom “Established 1890. 
52 Lispenard 5 ret, New York ci 
pena’ treet, ew it 
We also purchase clothing 3. * 
goods, etc. Phone Canal 4154 

















Ideal Line of Rolling 
STEP LADDERS 
made to order. Fully 
Guaranteed. 
Send for Prices 

and Catalogue 
Perfection Furniture 








Cape Girardeau, Me. 
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Boot and Shoe Recorder 


PUBLISHED WEEKLY IN THE INTEREST 
OF THE RETAIL SHOE MERCHANT BY THE 


BOOT AND SHOE RECORDER 
PUBLISHING CO. 


(Incorporated under Massachusetts Laws) 
CAPITAL $150,000 
OFFICERS OF THE CORPORATION 


CHARLES G. PHILLIPS, President 
EVERIT B. TERHUNE, Treas. and Gen’! Mgr. 
GEORGE W. R. HILL, Ist Vice-President 
H. WALTER SCOTT, 2d Vice-President 
ARTHUR D. ANDERSON, Secretary 


SWAIN, CARPENTER & NAY, Counsel 
73 Cornhill 


ARTHUR D. ANDERSON, Editor 
E. C. LOGAN 
OWEN A. THOMAS 
HELEN M. HANEY 
Associate Editors 





PUBLISHER'S NOTICE 


ST. a. subscription price of the 

and Shoe Recorder is $5.00 a year in ad- 

ee on eich includes pos' in the United 

States, Cuba, Hawaiian” Islands, Phili ~ 
Islands, Virgin Islands, t 9" Canada, 

ico, Costa Rica’ Domin can Republic, Hon- 


duras, Ni a, pent Salvador, Argentina, 
Bolivia, Brazil, Colombia, Ecuador, Peru, 
Uruguay, Spain, The Balearic =F ‘and the 
Canary Islands. 


FOREIGN SUBSCRIPTION—The price to all 
foreign countries except the above is $10.00 
per year, including postage 
All subscriptions are an in advance. 


ADVERTISING RATES—Card of Advertising 
Rates furnished on application. For rates 
for Wants, For Sales, etc., see Want Page. 





OFFICES IN 


BOSTON OFFICE, 207 South Street. Corre- 
apes ee relating to all d ents should 
be addressed to the Boston o! 

ae aly 1! Moraine p- Geo. 


CHICAGO OFFICE: 189 West Madison St. 
Telephone Main 1089. B. C. Bowen, Manager. 


ST. LOUIS OFFICE: 1627 Locust St. B.C. 
Bowen, Manager. 

NEW YORK OFFICE: Room 101, Graham Bldg., 
127 Duane St. H. Walter Scott, Manager. 
Telephone 2425 Canal. 

PHILADELPHIA OFFICE: Suite 1420, Widener 
Building. H. Walter Scott, Manager. 

HAVERHILL OFFICE: Chamber of C 
Rooms, Haverhill National Bank Bldg. Geo. 
W. R. Hill, Manager. 

CINCINNATI OFFICE: 810 Second Nationab 
Bank Bldg. es M. Bowen, Manager. Tele- 
phone Canal 

ROCHESTER onence 623 Powers Bidg., 
Rossiter L. Seward, Western New York Repre- 
sentative. Telephone Main 969. . 

LYNN OFFICE: Fred A. Gannon. 

-— “es — ore Leonard E. Meyer. 


(B. C. Bowen, ), 405 Broadway. 
Telephone oa By 18 27 


waeneres OFFICE: William L. Daley, 
26 Jackson ce, N. W. 
PARIS OFFICE: 2 Rue des Italiens. L. Hub- 
.» Manager. 
LONDON OFFICE: John C. Curtiss, Manager, 
11 Haymarket, London, S. W.,1. England. 
—_— ee, OFFICE: 430 Lit. Collins St. 
Melbourne. G. Jervis Manton, Manager. 
CONTINENTAL OFFICE: William Salzman, 
* Manager, Wasagasse 2, Vienna, Austria 
ARGENTINA: Buenos Aires, Rivadavia, 2721, 
P. Sabazzini, Gerente. 


BRAZIL: Gerente. John S. Fitch, 88 Rue 
General Camara, 88 Sob. 

CHILE: Santiago, Las Rosas 1123-1127. Otto 
Fuhrimann, Gerente. 

CUBA: Mr. H. Gomes, Corrales, 2A Havana, 
Cuba. 

| OFFICE: Yokohama. J. F. Wager, 


anager 
SPAIN: Gerente, Leoncio de Miguel, Librere 
Editor, 20 Fuecarral, Madrid. 
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BOOTS AND SHOES 


Alden, C H., Co., Abington, Mass....... oc a 
Allen-Goller Shoe Co., So. Boston, Mass... 24 
Anderson-Owens Shoe Co., Lynn, Mass... 30 
Barry, T. D., Co., Brockton, Mass......... 121 
Bates, A. J., Co., Webster, Mass........... 130 
Bleecker Shoe Co., New York City... ... 112-120 
Blum Shoe Mfg. Co., Dansville, N. Y....... 123 
Bradley Boston Co., Boston.............. 141 
Briggs-Hutchinson Co., Boston.......... 25 
Brockton Co-operative Shoe Co.......... 122 
Burkley Shoe Co., Brockton, Mass... .. . 45 


Churchill & Alden Co., Brockton, Mass. 
4th Cover 


Clapp, Edwin H., Co., E. Weymouth, Mass. 12) 


Clark Shoe Co., Boston.................. 32 
Cohen & Weinstein, Boston.............. 41 
Commonwealth Shoe & Leather Co., Whit- 
Ry Ss 60a 666-06 cens08. 68-55 secececesen 121 
Cotter Shoe Co., Lynn, Mass. ee 
Craig, Reed & Emerson, Inc pieenacen Gee 


Creel, Mauldin & Chambers Co., St. Louis, Mo 


33 
Dalton Co., Brockton, Mass... .. 27 
Degen-Lipp., Inc, Brooklyn, N. Y. 145 
Doyle, Mullins, Brockton, Mass 122 
Duane Shoe Co., New York City 34 


Edmonds Shoe Mfg. Co., Milwaukee, Wis.. 8-9 


Elam, F.S., Shoe Co., Rochester, N.Y... 124 
Ensign Shoe Co., Belfast, Me... aes 125 
Felstiner-O’Connell Shoe Co., Inc..... 120 
ee REE ccc ccccccocucesane Ge 
Fox, Chas. K., Co., Haverhill, Mass. . . 1 
Gardiner, H. K., Co., Lynn, Mass ° 36 
Greeley, A. W., & Co., Haverhill, Mass 145 
Green, Daniel, Felt Shoe Co., Dolgeville, 
ae , 19 


Gustin Co., M., New York City 122-123 


Hagerstown Shoe & Legging Co., Hagers- 


er , . 48 
Hannahsons Shoe Co., Haverhill, Mass. 118 
Harney, P. J., Co., Lynn, Mass ~ oe 
Harrisburg Shoe Mfg. Co., Harrisburg, Pa 5 
Howard & Foster Co., Brockton, Mass... .. .122 
Humphrey's, Herbert, Sons, Marblehead, 

Mass ll 


Johnson, Stephens & Shinkle Shoe Co., 
St. Louis, Mo 2nd Cover 


Juvenile Shoe Corp., Carthage, Mo lll 
Lilly, Henry, New York City... .. 123 
Lyons & Hershenson Co., Chelsea, Mass 7 
Maid-Rite Felt Slipper Co., Inc. . ; 123 
Marston & Tapley Co., Danvers, Mass 125 
Martin, A. H., Rochester, N.Y... . 124 
Meier, John, Shoe Co., St. Louis, Mo 29 
Menzie Shoe Co., Fond du Lac, Wis . 38 
Moore-Shafer Shoe Mfg. Co., Brockport, 
Pee Wivcsnccscénsvatcecesscexves = 2 





Nettleton, A. E., Syracuse, N. Y........... 121 
Newcomb-Anderson Shoe Co., Rochester. 124 
Nunn, Bush & Weldon Shoe Co., Milwaukee, 


Wcdecnreecdstcmeeniensenecevecagesss 134 
Olenick, I., New York City............... 143 
Oriental Boudoir Slipper Co., Haverhill, 

Pe ctciercanvakecrenenedneeessceheons 124 
Packard, M. A., Co., Brockton, Mass...... 121 
Peck, Frederick S., Worcester, Mass....... 122 
Phillips-Cram Corp., Haverhill, Mass. ... . 120 
Reynolds, Bion F., Brockton, Mass...... . . 122 
Rice & Hutchins, Inc., Boston............ 52 
Riley Shoe Co., Columbus, O..............- 43 
Russell, W. C., Moccasin Co., Berlin, Wis.. 48 
Sargent, Donn D., Salem, Mass........... 28 
Selby Shoe Co., Portsmouth, O............ 20 
Smith-Briscoe ShoeCo., Lynchburg, Va... 122 
Smith, Wm. Sumner, Chicago............ 124 
Stacy-Adams Co., Brockton, Mass........ 121 
Standard Felt Co., W. Alhambra, Cal...... 21 


Stetson Shoe Co., So. Weymouth, Mass.... 122 
Stockbridge ShoeCo., Haverhill, Mass.... 120 
Stone, K. M., Co. Inc., New York City.... 123 


Teeple Shoe Co., Waupan, Wis............ 132 
Tessier & Bowdoin, Haverhill, Mass...... . 120 
Thompson Bros. Shoe Co., Brockton, Mass. 123 
Thomson-Crooker Shoe Co., Boston... ... 13 
Tober-Saifer Shoe Co., St. Louis, Mo...... 136 
United States Rubber Co., New York City 
114-146 
Utz & Dunn Co., Rochester, N. Y.........- 39 


Wall, Doyle & Daley, Inc., Brockton, Mass. 121 
Weber B ros. Shoe Co., No. Adams, Mass... 30 
Westcott-Whitmore Co., Syracuse, N. Y... 120 


Whitchell-Sheill Co., Detroit, Mich. ...... 132 
Whitman & Keith, Brockton, Mass....... 121 
Williams, Arthur, Shoe Co., Holliston, Mass 140 
Williams, Clark & Co., Lynn, Mass........ 14 
Witherell, E. A., & M. C., Co., Haverhill, 
NS oat rod dw dba ein etme Ow mae™ «a Va 


Wright, E. T. & Co., Inc.,Rockland, Mass. . 138 


FINDINGS AND SHOE STORE SUPPLIES 


Acfield, C. R., New York City............. 141 
Alterson, L. & Co., New York City........ 127 
American Seating Co., Chicago. ro | 
Bicycle Step Ladder Co., Chicago......... 141 
Bongiovanni Bros., New York City........ 127 
Chicago Wire Chair Co., Chicago......... 41 
Coultas Co., D. W., Providence, R.I....... 127 
Ellis, W. E., Co., Haverhill, Mass.......... 126 
Freedman, M. & Co., Haverhill, Mass...... 136 
Hecht Fixture Co., Chicago.............. 141 
Kahn, Edw. E., Co., Brooklyn, N. Y....... 127 
Milbradt Mfg. Co., St. Louis, Mo......... 141 
Miller, O. A., Treeing Machine Co., Brock- 

OU, FED csccceces Saeed bedwduinakedee 102 
Onken, Oscar Co., Cincinnati, O.......... 141 


Parisian Beading Works Co., Philadelphia. 127 

Perfection Furniture Mfg. Co., Cape Gir- 
eee 

Vanity Novelty Works, Brooklyn, N. Y..... 127 


HOSIERY SECTION 


Brown-Durrell Co., Boston-New York... .. 12 
Emery & Beers Co., Inc., New York City.. 128 
Ipswich Hosiery Co., Ipswich, Mass. ...... 139 


LEATHER AND OTHER MATERIAL 


American Oak Leather Co., Cincinnati,O.. 105 


Barnet, J. S., & Sons, Inc., Boston........ 10 
Beggs & Cobb Co., Inc., Boston.......... 126 
Byron, W. D., & Sons, Leather Co., Boston. 18 


Cedar Cliff Silk Co., New York City... .100-101 


Clifford Company, The, Boston.......... 37 
Chamberlain, B. F., Boston.............. 126 
Creese & Cook Co., Boston............... 126 
Dryden Rubber Co., Chicago, Ill... Front Cover 
Everlastik, Inc., New York City........... 18 


Firestone-Apsley Rubber Co., Hudson,Mass 40 
Hale, Alfred, Rubber Co., Atlantic, Mass.. 116 


Soman Can, Pq Tug Beste... ccccccccccces 126 
Kenworthy Bros., Stoughton, Mass........ 26 
Lawrence, A. C. Leather Co., Boston. . .22, 23 
Levor, G. & Co., Inc., New York City...... 51 
New Castle Leather Co., New York City... 15 
Ohio Leather Co., Girard, O........... 49-50 


Pfister & Vogel Leather Co., Milwaukee, Wis 4 


Republic Rubber Co., Youngstown, O..... 116 


Standard Kid Co., Boston................ 3 
Thomas, Lake & Whiton, Boston......... 6 
Tolman-Dow & Co., Boston.............. 31 


MACHINERY, LASTS, MFRS. SUPPLIES, 
DRESSINGS, ETC. 


Beckwith Mfg. Co., Boston..... phadee ae 
Everett & Barron Co., Providence, R.I.... 136 
Meyer, John C., Thread Co., Lowell, Mass. 145 


* Tubular Rivet & Stud Co., Boston. ....... 117 


United Fast Color Eyelet Co., Boston .3rd Cover 
United Shoe Machinery Corp., Boston. .42-46 


Wiechman Pattern Co., Cincinnati, O.... . 126 
Wind Insole & Counter Co., Inc., Campello 


eh 644 Sanerdeevenseandehetdendanudas 126 
MISCELLANEOUS 

Atlantic Printing Co., Boston............ 125 
Brooklyn Purchasing Syndicate..... + 48 
Calderwood & Preg, Inc., Boston.......... 127 
Glauberg, Max, New York City............ 143 
Hooper Printing Co., Boston............. 125 
ce cincevendecenneenes 145 
Hotel Martinique, New York City........ 32 
Howard Print, Inc., Brocktan, Mass...... 125 


Kalter Cerf. Co., Max., New York City.... 143 
Kelly,T. K., Sales System, Inc., Minneapolis, 


0 REET er er at ee ere 45 
Kirsch-Blacker Co., Inc., New York City.. 141 
es Hike IL, Ble Becctonsncctvcctes 143 
New York Export Purchasing Corporation,.... 

See UNG Guba Seibde denies. os iced 143 
Tolman Print, Brockton, Mass............ 125 
University Electrotype Foundry.......... 125 
War Dept., Surplus Property Div.,...... 16-17 
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DISPLAY 
DeLipp Footwear hi CRNA SALES ] 


Makes it 
Easy to Sell “QUALITY” 























DEGEN-LIPP, Inc. 








Oe eleliiiiiiiiie| 


NEW YORK OFFICE Makers of FACTORY; 
607 MARBRIDGE BUILDING Women’s Best Turn Footwear BROOKLYN, N.Y. 
Tee eniUieniiiiiienliiiiiiieniiiiiieniiiiiieniiiiiieniiiiiieniiiiie lie LILLE ® LULU b LLL 









APPROVED BY 
MEDICAL MEN 


As a sturdy support for the ankles of 
ming children and as a fully venti- 
fated shoe, the Burkley Ventilated Foot 
Developer is unexcelled. Well-known 
surgeons Ml Ay use. » of 
ake your stoc 
@eNTHANOP children’s shoes 
eatente® §=-complete by sending 
our order % 
one Brockton 2133 
for immediate action. 


IBURKLEY 
SHOE CO. 


1156 No. Main 
Brockton, Mass. 










Retails $2, $3.50 








on 


a 












BOUDOIRS! 


Are you looking for something 
desirable and dependable in 
this line of foot- 
wear? 


Ican show you 
styles at a price 
that will deserve 
your business. 


Send for Sample 
:: Haverhill, Mass. 


A. W. GREELEY 











MEYER’S 


THREAD 


Ever try it? Best 
thread possible to 
produce for all saving 
purposes. Saves time, 
trouble and expense 
in the stitching room 
because it has great 
strength and find 
finish. Let us prove 
it. Send for samples. 






a 


EYER THREAD CO., Lowell, Mass., U.S.A. 





JOHN C.M 











BLOODED-STOCK 


If you were buying a horse and he was just a horse you would have te 
take for granted the things the owner said, and then wait for experience 
to show if he had spoken the truth. 


But if you bought a horse of blooded-stock that had a pedigree, you 
would not meed to take the man’s word for it. The pedigree would 
show his ancestry and race and give you an idea of the animal's capacity 
for speed and endurance. 

It’s the same in buying advertising space. Some publications eell 
“just a hevse” and you have to take their circulation statement with a 
pinch of salt. 

The Boot & Shoe Recorder is blooded-stock. As 


A B C statement is the pedigree that tells you 
what to expect in the way of speed and endurance. 
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HOTEL 


OPPOSITE SOUTH STATION Ganex ABSOLUTELY FIREPROOF 


rooms (bath), $5.00 single; $8.00 double. 














McCARTHY BROS., PROPRIETORS 


REDUCED RATES went into effect with opening of 1923. 
single; $4.00 double. 60 (R. W.) rooms, $3.00 single; $5.00 double. 60 (bath), ($3.50 
single; $6.00 double. 75 Annex new (bath), $4.00 single; $7.00 double. 75 other Annex 
Reductions also on sample rooms. The most 
economically inclined and discriminating persons find satisfaction here. 


THE ESSEX HOTEL COMPANY 


50 (P. & B.) rooms, $2.50 


BOSTON, MASS. 





The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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A Heel of Known High Quality 


HERE is a science in the making of 

rubber heels—a science in the compo- 
sition of the rubber—a science in the way 
it is manufactured. 





It is this science that makes U. S. Spring- 
Step Rubber Heels superior to the usual 
run of heels. 


The United States Rubber Company 
knows rubber from the tree to the finished 
product. It is the only organization in this 
SHOEMAKER, LEGISLATOR country that grows its own rubber in any 


AND GOVERNOR id bl tit 
William Claflin 1818-1905 considerable quantity. 


ee Gaee Ge And with its knowlege and facilities it has 
Suterobeedh Shough cieuseokenar produced a rubber heel that is standard for 
after honor — legislator, lieutenant-gov- ¥ 

So a Sao quality. 

ber of a worthy craft, with the finest of 


unditions.” In design, in the finish they take, in com- 
fort, in wear, U.S. Spring-Step Heels are 
not surpassed by any other heel. Many say 
they are superior to all others. 











In addition, U. S. Spring-Step Heels are 
identified by a trade mark which is a symbol 
of first quality literally to millions, not only 
in this country but in other countries of 
the world. 

Specify U. S. Spring-Step—a heel of 
known quality. 


SPRING:STEP 


ING Heels 
United States Rubber Company 


MAKERS OF U. » ROYAL CORD TIRES 














The Boot and Shoe Recorder will appreciate your mentioning the publication in replies te advertisements. 
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The shoe which 


never takes a 
markdown at 


the hands of the 


retailer --- 









Padre bah Penh a aera aA 








NEVER is out of style--- never is out of season! 


It never runs into broken sizes and never requires heavy investment 
for the very simple reason that we have it always in stock ready for 
immediate delivery. 


SEMA 


va, 


re 


Year after year, month in and month out, we ship it in thousands 
to every part of the country because women who wear this type of 
Me shoe have long since learned to appreciate its value. 


: For the housewife — for the nurse — for any worker who must spend 
ae long hours on her feet — for the older woman whose feet need pam- 
ae pering, there’s nothing like the comfort and the wear of this shoe. 


No seams to press on any part of the foot. Just soft pliant kid 
pe: moulded to glove fit lines. On No. 58 last, medium width plain box 
By toe. Turn sole with 114 inch rubber topped heel. ‘Sister 

Alma” we call it and its surname is ‘“‘turnover.”’ It should $ 4° 
always,be in your stock as it is in ours. AtoEE. ... 


J. J. GROVER’S SONS CO. -- Lynn, Mass. 


Established 1865 


Soft Shoes for Tender Feet 


ee tT a 


ad nn Athi bars 


BOSTON OFFICE NEW YORK OFFICE CHICAGO OFFICE 
\ Little Buliding Marbridge Bidg., 47 W. 34th St. _ Kesner Building 
80 Boylston Street 5 North Wabash Avenue 


corner Madison 
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HAVE YOU RESOLVED 
TO FEATURE 
3 W’s THIS YEAR? 


It’s a good resolution to 
make—good for your 
business—and your pro- 
fit ledger. 





—— a 


3c 
JOO. ee ec Ie 


No. 7504 


—— =< = os 


Child’s Patent Chrome, Mat Kid Top, Button, Turn, 
Plain T. 


oe. 
7504— 3to8. DandE.:.............-+++- $1.60 
7505—1 to 5. DandE 
6400—8 14 to II. 
7125— | to5. Fat Baby, Butt. 
7570—3 to 8. Pony Lace, DtoE.........-. $1.70 


Child’s Tan Kid Button, 
Turn, Tip, Peggy Last 
7542—3 to 8. D E $1.60 
7543—I to 5. D and E $1.35 
7120—I to 5. Fat Baby $1.35 
6408—8}4 to 11, Lace $2.25 


This sterling line of 
Misses’ and Children’s 


footwear will please par- 


Pony Cut Lace 


ents and assure repeated 75294 to 8 $1.70 


sales the year through. 


Ooo OOOOoOoO MOOI eee eee ee ee I a a ee ee or 7 


—— ee ee ee ee ee 
8 SOC CC ee ee ee eee ee 




















or IMM IN 41 
25252SeSe 52525 . a at 








Weimer, Wright 
& Watkin Co. 


35 SOUTH SECOND STREET 


PHILADELPHIA 
PA. 


Our In Stock Dept. is 
prepared to fill your 
Ne. 7856 immediate needs. Wire 
or write at once! : Nat Bro Side, Tip, Lace, Rub- 
Misses’ 3 W’s Lenox, McKay, Fair Stitch, Patent ‘cot Form 
Fored, Field Mouse Kid Top, Pony Cut Lace. 1620-1134 to2. DandE.......... $2.35 
7856—11 34 to 2. Rubber Heel. D and E....$2.60 7621—8 \% to II. D and E 10 
7857—8 4 to 11. Rubber Heel. bead 7622—814 to 11. ( 
7858—8 14 to 11. Spring Heel. D and E 7623—5 to 8. Dan 
7859—5 to 8. Spring Heel. D and E 8402—Mahogany side, Coed Last 
8420—Women's 244 to 7. CandD....... $3.10 2% to 8. CandD 
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CTT OTT TE TTY 


WHITE 
LEVOR 


GRAIN 














An ideal white 
leather for stul- 


ish, popular 


footwear. .. 


NMA 





(CABRETTAS) 7 


TAA ETT TT 


‘She Cotiteat tuhites 
for alleliye|care(- 
Snags tie 


lates 
7 


TUTTO 











See 
FAUNA 

















PAE 38 
MO WME. 
ONIN ox 


the nite Mouse of Cnet Boston. 


New York. Gloversville 





ODAUALGODUTAVEGGOEOUONULOONQIOOINSTOEUONANORAUUINOONLAUODEUOIOOEDEAUUTLIODOULEAELAbHIOR 


WHITE 
lLevor 


GRAIN 
GOAT 


(CHEVRETTES) 


PL AUNIDVAHOLUVAADEDEEOUOVANYANRUOUTAUDNNEAGANAUUONU ANIA TNELALTOROTOSHAONEUUCUG NN eatiOnT 


Q 





L ‘ist (ributing kore e 
ARTHUR § Patton LEaTHERCO, S/ Louis 
Mc Gaw & ATKINSON. Chicago 
Geo.W. Newman LeatHeRCo, Cincinnah 
Eoward ZoARLAUT, Sam Francisco 





AANA 














TTT ne NER a 





TOT 


TTT 
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PREFERRED BY WOMEN WHEREVER THE FASHIONABLE WORLD GATHERS 








“Onyx” @ 


“Pointex” 


REG. U. S. PAT. OFF 


Emery & Beers Company, Inc. 
Wholesale Distributors ° New York 














The women of your community, whom you are glad to welcome 
into your store, will see this advertisement in the leading 
women’s magazines for February. Are you prepared to take care 
of the demand for “Onyx” hosiery which it is sure to create? 


Emery 6 Beers Company, inc 


Wholesale Distributors 
BROADWAY AT 24th STREET, NEW YORK 
CHICAGO, PHILADELPHIA, BOSTON, BUFFALO, SAN FRANCISCO, LOS ANGELES 
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DAY BY DAY— 
, IN EVERY WAY, 
famseys ARE SELLING BETTER! 


Coué Has Nothing to Do with It 
It’s the Patented Triple Stitch 


A Sey Cai RP 


SANDALS—BRANDED BEST BEND SOLES—GRADE A 


5to8 8% toll 1lKto22K%to7 

64—Cherry Chrome, Elk Sole $0.80 $0.90 $1.05 
00—Cherry Chrome, Oak Sole d ° 1.25 

15—Full Grain Brown fete, Oak Sole , x 1.40 

61—Full Grain Pearl Elk, Elk Sole d x 

63—Full Grain Smoked Elk, Elk Sole................... 

9—Patent Leather, full sheepskin lined, Oak Sole 
PLUG OXFORD 


SANDALS—SHOULDER AND NEOLIN SOLES—GRADE B 


44—Cherry Chrome, Neolin Sole 
0—Cherry Chrome, Oak Leather Shoulder Sole 


PLUG OXFORDS—BRANDED BEST BEND SOLES—GRADE A 


as _ ll sony 2%-7 
264—Cherry Chrome, Elk Sole -85 
200—Cherry Chrome, Oak Sole - 1. is L ‘30 1.80 
215—Full Grain Brown Lotus, Oak Sole ° 1.25 1.45 


1.90 
GROWING GIRLS’ AND 261—Full Grain Pearl Elk, Eik Sole x -1.25 1.45 1.90 


LADIES’ SALLIE SANDAL 


PLUG OXFORDS—SHOULDER AND NEOLIN SOLES—GRADE B 


5-8 8%-l1l 114-2 2-7 
244—Cherry Chrome, Neolin Sole -85 -95 1.10 1.60 
20—Cherry Chrome, Oak Leather Shoulder Sole -90 100 . 1.15 1.65 


GROWING GIRLS’ AND LADIES’ SALLIE? SANDALS — RUBBER 
HEELS—2 to 7 
109—Patent Leather, Oak Sole, Sheepskin Lined, Shoulder Oak‘Sole 
111—Pearl Elk, Shoulder Oak Sole 


113—Smoked Elk, Shoulder Oak Sole 
115—Brown Lotus, Shoulder Oak Sole 


GROWING GIRLS’ and BOYS’, GROWING GIRLS’, LADIES’, BOYS’7AND MEN’S PLUG OXFORDS 
PLUG OXFORD > RUBBER HEELS 
700—Cherry Chrome, Shoulder Oak Sole 
715—Full Grai : 
711—Full Grain Pearl Elk, Shoulder Oak Sole 


MENS’ AND BOYS’ VENTILATED OXFORDS—RUBBER HEELS 


Chrome, Shoulder Oak Sole 
915—Full Grain, Brown Lotus, Shoulder Oak Sole 


BOYS’ AND MEN’S VENTILATED OXFORD Aamseys 


965 ATLANTIC AVENUE 


BROOKLYN, Ny, ¥. 
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“My College Boy’’ Trade 
Are All Strong For ' 


“TONY RED” CALF 


Reg. U.S. Pat Off. 


=I- 


Writes the proprietor of 
a large men’s shoe shop 
in a college town. 


223 2 SaaS SSC 


———— } 


‘‘Season after Season,’ he states, the boys 
continue to call for TONY RED, and | 


make it a point to see that they get the gen- 
uine CREESE and COOK article. 


The fellows tell me they like TONY be- ! ¢ 


cause it’s an ideal day and night 
leather. 








| 
: 


All of which is just another good reason 


why the demand for TONY will not down 


| 


Remember There’s a Whole Tony Family 


TONY RED TONY BROWN | 
TONY TAN TONY BLACK | 


CREESE and COOK COMPANY 


SALESROOMS TS SN TANNERIES 
95 SOUTH ST., BOSTON My SN DANVERSPORT, MASS. 
y vA 


—— F~ Pao of esflUCLSLllC hk hl as 


Sid \w th \ 
P. A. HENRY & CO. j SAMUEL WOLFENSTEIN 
706 Broadway, Cincinnati, O. AF y 39 SPRUCE STREET 
Leather Trades Bidg., St. Louis, Mo. NEW YORK CITY 


2 SSS! =] SSS SSE HE= 
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Correct 
and , 
Corrective 











Rohn’s Special Bunion 
Shoes (EEE width only) 


fit before they’re laced so 
that when the laces are drawn 
the arch and instep are comfort- 


ably bandaged. Extra-ordinary 
perfect fitting qualities at Heel, Arch 
and Ball. 


Old Shoe Comfort Plus 
Good Appearance! That’s 
what Thousands of Wearers 
get in this special Black Kid Bal 
—specially made for Tender feet - 


and all tortured with Bunions, 
Corns, Callouses, Fallen Arches, Etc. 
Complete particulars on request. 


No. 400C% In Stock Sizes 6 to 12 $4.90 


Rohn Shoe Mf3. Co. 
Milwaukee, Wis. 
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A Marketing Plan Which Will Benefit You 


Salable Shoes— High Turnover—Lower Stocks—Greater Profit 


Shoes That Women Want 


If you attended the Chicago Show you saw our Mary 
Lee line and heard about our plan to stabilize at least 
that part of the shoe business with which we have 
to do. If not, it will be one of the most interesting 
things you have heard about in many a day. 

We know by actual experience that there are cer- 
tain types of shoes which will sell month after month 
and year after year. They are not novelties nor 
specialties, but stylish, long wearing, value-full 
numbers which never collect dust on your shelves. 

The Mary Lee line includes shoes which women 
have told us they want. They are patterns, the con- 
tinuous salability of which we have proved over a 
period of time. 


First Five Numbers 
Below we are picturing the first five Mary Lee models. 
There will be one of each of the basic designs of low 
shoes. The line will include four to six styles of 
each one of these designs and they will all be ready 
for you this month. 


Telfair 
Patent leather and mouse 
one button strap sandal. Good- 
year welt, 12/8 heel. 


Sold Through Wholesalers Only 


Since our plan calls for an economically sound 
scheme of distribution, we are following practices 
used in other fields—we are selling our output of 
these shoes to you through reputable wholesalers. 
What we pay the wholesaler for his profit is less 
than it would cost us to send our salesmen to you 
direct. You have the advantage of being able to 
size up your stock at any time, every week, every 
month and keep your shelves filled with fresh shoes 
which are moving in continuous turnover. 


Why Our Plan Is Sound 


We put our idea up to shoe wholesalers and retailers 
everywhere—they approved unanimously. The 
trade journals considered the plan economically 
sound. The same methods are being used in prac- 
tically every other industry today with profitable 
results. 

The cost of distribution of most merchandise is 
a big item and by utilizing the net-work of whole- 
salers in this country, which makes it easier for 
you to buy and less costly for us to sell, we are 
able to set aside a fund for advertising and sales 
promotion which will actually help you more than 
a cut in price. 


Calvert 
Patent leather one button stra 
sandal. Imitation turn, 14, 
Baby Louis heel. 


Quality Shoes 
got | to Retail at 


Arundel 


Patent leather blucher ox- 


$5” and *6” 


Write for prices, terms 
and discounts 


Fluvanna 
Patent leather and nude suede 
\ Z one button strap sandal. Imi- 
By tation turn, 16/8 Louis heel. 
\ NR ‘a 


Ze Surry 
Nut calf and nude suede 
oxford. Goodyear welt, 
12/8 military heel. 


Kee Line 


HARRISBURG SHOE MANUFACTURING CO. 
HARRISBURG, PENN. 
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F orceful Consumer Advertising 
Appearing Every Month 


in The Ladies’ Home Journal 
on Mary Lee Shoes 


This series of intimate talks with the read- 
ers of The Ladies’ Home Journal by Mary 


Lee herself will actually bring buyers into 





your store. 

Month after month her message to your 
best customers will appear in page and half- 
page space beginning April, 1923. Below 
you will see the first of the series. 





> hoe AGREAT SERIES OF ARTICLES ON MODERN MORALS 
By Phiery Corre Fiecdick 


This campaign of adequate, continuous space 
will sell Mary Lee shoes to your best custom- 
ers. Remember, our plan is to build the shoes 
these women have told us they want and not 
styles you will have to force. 


If you haven’t received your stock of Mary 
Lee shoes, nor seen one of our salesmen— 
write us immediately. 


HARRISBURG SHOE MANUFACTURING CO. 
HARRISBURG, PENN. 
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Look for the 
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GOODRI 


























) Lili‘ tk. round the top 


The Goodrich Salesman 


is on the Way! 


Perhaps he has already seen you and 
showed our big, up-to-the-minute 1923 
line of Rubber Footwear—the best as- 
sortment of sellers Goodrich has ever 
offered. If not, he will see you soon. 
Don’t place that order until you get the 
Goodrich proposition. It will pay you! 

Never has Goodrich Quality been 
higher—never has the Goodrich line 
enjoyed such popularity. 

Send your fill-in orders to the near- 
est Goodrich branch. PROMPT SHIP- 
MENTS ASSURED—goods shipped same 
day order is received. Plenty of stock— 
enough “Hi-Press” Light and “Straight- 
Line” Light Goods for everybody this 
year. 

THE B. F. GOODRICH RUBBER COMPANY 
NewYork Boston Akron Minneapolis Chicago 
Kansas City Denver Seattle 


“BEST IN THE LONG RUN” 


CH 





“HI-PRESS "and “STRAIGHT-LINE” 
RUBBER FOOTWEAR 


“BEST IN THE LONG RUN” 


January 20, 1923 
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} —__ THAT rROeVee 
volume business 


Volume production in our own factory—on a small profit margin— 
direct to the retailer—means volume business to the retailer who features 
our shoes. Keen judges of value say our shoes easily command a 


higher price than $5.00 per pair. 
To Rush 


In Stockh—Now 


Note especially the High-Grade Standard Leathers we use 





























~ 
y 


Style No. 502—Bar- 
net’s Van Dyke straight 
lace oxford. Fancy per- 
foration on quarter, 
outside half wing tip, 
square medallion. Nine 
iron soles. 9-8 Wingfoot 
rubber heel. Widths A, 
B, C, D. 


PRICE 


$3.50 


Style No. 505—Gen- 
uine black kid straight 
lace oxford. Plain per- 
foration on lace row and 
vamp, straight tip. 8 
iron soles. 13-8 Cuban 
rubber heel. Widths B, 


PRICE 


$3.15 


Style No. 504—Pifister 
& Vogel’s black gun 
metal blucher oxford. 
Plain perforation 
around quarter, straight 
tip. Eight iron soles. 
9-8 rubber heel. Widths 
Cand D. 


PRICE 


$3.15 


Style No. 500— J.S. 
Barnet’s Ace russia calf 
(medium shade brown) 
blucher oxford. Fancy 
perforation om quarter, 
imitation half wing tip, 
shield medallion. Nine 
iron soles. 9-8 Wingfoot 
rubber heel. Widths, 
A, B, C, D 


PRICE 


$3.50 


Style No. 503—Bar- 
net’s Van Dyke straight 
lace oxford. Fancy per- 
foration on quarter, 
outside half wing. tip, 
square medallion. Nine 
iron soles. 14-8 Wing- 
foot rubber heel. 
Widths A, B, C, D. 


PRICE 


$3.50 


Style No. 501—Carl 
Schmidt’s black Eric 
fbearded) blucher ox- 
ord. Fancy perforation 
on quarter, imitation 
half wing tip, shield 
medallion. Nine iron 
soles. 9-8 hm ang 
rubber heel. Widths A, 
B, C, D. 


PRICE 


$3.50 


No less than twelve pair sold of any one width. 


TERMS 5%, 10 DAYS 


Nathan & White Shoe Co. - - Malden, Mass. 








Makers of Factory 
GOODYEAR MALDEN 

WELT SHOES MASS. 

for WOMEN U. S. A. 
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Manufacturers and Customers 
Both Profit from West Virginia Fibre 


Counters and insoles of West Virginia Fibre represent a distinct 





saving in a shoe in first cost, repairs, and length of wear. 


TO THE MANUFACTURER—While West Virginia will out- 
last the shoe, the cost is only about 1-4 that of leather. 


He can, therefore, put the money saved into better leather value in 
the sole where it is needed, and more style in the uppers where it will be 
appreciated. 





TO THE CUSTOMER—the style of the shoe may seem the 


deciding factor at the time of purchase, but what brings him 
back to buy again is the fact that the shoe KEFPS its looks 
and gives good service as long as it is worn. 


These extra values are made possible only by the replacement of leather 
with West Virginia counters and insoles. 


Pulp Products Department 


West Virginia Pulp & Paper Company 


200 Fifth Avenue 732 Sherman Street 
New York, N. Y. Chicago, IIL. 


West Virginia Fibre resists water longer than leather or any of its substitutes. After 
thorough soaking, West Virginia Fibre has three times the tensile strength of leather. 
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Oxfords for Early Spring Delivery 


Order now and be 
ready with the goods 
when the season opens 





No. 565—Price $4.50 
No. 455—Price $4.25 Grey Suede Blucher Oxford, Patent Tip 
Patent Oxford, Dull Calf Tip, Saddle and and Panel, Goodyear Welt, 9-8 Rubber 


Fox, Goodyear Welt, 11-8 Rubber Hoek, Sapien Last. 
eel, Princess Last. AA to D. 
AA to D. 





No. 566—Price $3.50 
Cocoa Calf Blucher®W Oxford, Wing Tip, 
Goodyear Welt, 9-8 Rubber Heel, 
Copley Last. AA to D’ 


New 
Spring Catalog Sent 
on Request 
No. 482.—Price $4.00 No. 597—Price $4.25 
"year Welt, 28 Rubber Hedh Sport T*" fer Sole and. Heal, Wele, Hackney 


THOMSON -CROOKER SHOE CO. 


18 Station St., Boston 20, Mass. 
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vi. EASE-ALL is 
IN STOCK | IN STOCK 


The Shoe of Invisible Comfort and Visible Style 








Teachers, nurses, tourists, housewives and bus- 
iness women—ALL women whose daily pursuits 
make it necessary to stand or walk a great deal 
— require shoes that will correct or prevent foot 
troubles. 
































In other words these women need EASE-ALL 
Shoes; the most stylish corrective shoes on the 
market. 





From these women, retailers can realize a tre- 
mendous and powerful field of business. 


These same women— purchasers that repeat— 
life-long customers—satisfied customers—create 
a profitable and safe trade. 


EASE-ALL Shoes are built over 
stylish and fashionable lasts. 
However, they have _ special 
features built into them that dis- 
tinguish them from all others. 

















We have added five new strap and oxford pat- 
terns to our Stock Department this season. This 
now gives 13 EASE-ALL stock styles on which 
dealers can get immediate shipments. 


UTZ & DUNN CO. 


ROCHESTER ~ NEW YORK 


DENVER OFFICE NEW YORK OFFICE LOS ANGELES OFFICE 
218 Charles Bldg.. Denver, Colo. Bush Terminal Sales Building 709 Forrester Bid, E° Los Angeles, Cal. 

TIGER & McNUTT 130-132 West 42d St., Room 1521 G. C. McATE Representative 
S. A. McOMBER Representative 




















Representatives 


gs Megat gs a Le TT TTT 
—< A ? = — > 
ain : _ 
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BRONZE 
No. 34 


HAVANA BROWN 
No. 10 
LIGHT BROWN 
No.8 
BEAUTY BROWN 
No.5 
CHAMPAGNE 
No. 18 


TERRA COTTA 
fo. 3 


WINE 
No.6 


SEA-GULL GREY 
No. 2 


MIDNIGHT BLUE 
No. 


BELGIAN BLUE 
No. 21 





MAPLE BROWN 
No. 12 

BOOZIE BLUE 
No. 38 


JADE GREEN 
No. 13 


ROYAL PURPLE 
No. 15 


CARDINAL RED 
No. 19 


CANARY 
No. 30 


CHANTICLER 
No. 


O see the range of SCHERER colors 


is a fascinating and convincing expe- 


Ay rience. 
Fascinating in the variety, warmth, and 


, akes Beller Shoes softly glowing sheen of the colors. 
Still Beller , Convincing in their exquisitely soft text- 


ure and inimitably beautiful shades pro- 


le : duced by “master hands.” 


OSCAR SCHERER & BRO. Inc. 


ORIGINATORS OF AND LEADERS IN, FANCY COLORED KID 
29 SPRUCE ST., NEW YORK 


FACTORY AT NEWARK, UTM: U- 
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Stock No. 653—$5.00 


Rest Cure Oxford 


IN STOCK AAA TO E 























Williams, Clark and Company | 


LYNN, MASS. 








SS 
MMe Me Me Me Me Me Me MO © Me Me eM Md © Te 
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THE SPORTOCASIN 


HIS is the new golf moccasin described by the 

“Recorder” two weeks ago. It will be a leader 

in stores catering to the best trade. National 
advertising begins in March magazines. Already 
similar styles are the vogue on British links. 


Sportocasins appeal to golfers. There has been a 
wonderful response wherever they have been shown. 


The most exclusive stores in the largest cities have 
already ordered. If you have the best trade in your 
city write u’ for full information. Retails at $12.00 
—and an exceptional profit for you. 


THE SPORTOCASIN co. 


TRADE MARK 


AUBURN, MAINE 




















. pM, 6 pe Set Une Arve Gor To Tawe) most suce Ou-w» Gov! Any IT @ 
a es BCS (r= : Ss Stef) UTTLE R ee 1 GR-R-RAND AND : 
One, Se fey . \ Be, GLOR-R-RIOUS FEELIN 


1 - > ‘ rf 
F Y J ly eee oad ALE To May APTER A ROUND IN 
‘ . f 2 ( r i SPORTOCASINS 
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Solid Leather Goodyear 


CHLOBE 


A Real Arch Support Shoe 


To Retail at 


6,00 


Not a cheap shoe—but a value shoe. 
A shoe that really benefits wearers. 
A shoe that means volume sales. 


Ask your Wholesaler 


Globe=Shoe Company 


Makers off Women’s! Goodyear Welt Shoes at Popular Prices 


Black or Chelsea - - - - Mass. 
Brown Kid ; Boston Sales Office at 207 Essex Street 




















ae COUNTER 
LEATHER 
HEEL pea 
SOLID 
LEATHER HEEL 
IDEAL EASY TREAD 


RUBBER HEEL _ 


[RE-ENFORCED STEEL 
-ARCHLOBE SHANK 


SOLID ONE 
LEATHER INNER’ 
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_ FINE OAK 
OUTER SOLE 
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Buek Suede Shoes 


for the Particular Trade 
are made of Rue-Suede Calf 








Buek figures that nothing 
short of the finest leather 
should be identified with 
the finest shoemaking. For 
example: 


Nigger Brown Gore Colonial, 
Rueping’s Rue-Suede, Last 
No. 551, medium tee, perforated 
vamp, quarter and tongue, turn 
square edge, 14-8 Spanish Heel. 
Used extensively in Nigger 
brown and black. 


Made by 


BUEK & COMPANY 
Philadelphia 




















Ruepi n q Ky A Buek Gore Colonial } 


of Rueping’s Rue-Suede, 


Rue-Suede oe 
CALF it na 








is readily distinguished from ordinary suede leathers by its COLORS 

rich, velvety nap and surpassing mellowness of feel. These White a 
features mean easy sales and quick turnovers for dealers Black Beige 
featuring shoes of Rue-Suede. Nigger Brown Taupe 
Moreover, the care taken through all processes of tanning Otter Brown Scotch Grey 
gives Rue-Suede a positive uniformity of shade and wear- Light Otter Pearl Grey 


ing qualities that insure thorough satisfaction. | Bobolink Stene Grey 
Color cards cheerfully furnished to Snuff Brown Mouse Grey 
dealers and to manufacturers’ salesmen Tobacco Brown Kangaroo Grey 


Fred Rueping Leather Company peers. “ind 


Fond du Lac Wisconsin 
Nude Hindu 


Branches: Beston; Cincinnati; Milwaukee; St. Louis; New York; 
Chicago; San Francisco; Montreal; Northampton, England. 


at: ama mm 
FOND 0U LAC, WIS,USA 
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| | BROCKPORT. N.Y. U.4A. 
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Stock No. 753 






Re et yee strap sport = 
style thatis rapi ainind in 
op larit Withou Peicode 
Miede in ampagne Buckskin 
Vamp with Back *68 (abeaver 
ues quarter and vam 
collar. Imitation foxin 












with perforation as shawn. F lg 


Carries a LaTex rubber ' J? 
sole and wedge heel on 7, ~ 
# 4 _ iff, | 








135 last. 


IN STOCK  $5'50 


MOORE- AHAFED’ 
*MEOE *“MFG°CO°* 






Yo ' =e 
z » = = 











NEW YORK OFFICE 545-547-549 MARBRIDGE BLOG.BWAY AT 34ST. 
JACK E. JESTER, MGR. 





-O-Tituos. & 
conten ete 





SO 
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Blue Edge Distinctive Chiffon Hose 


Our three o ei ye eS 

popular q Si gi ea > a ” 
numbers “b ae is oe i Blue Gdge 
are 306, = 3 —" > > OR ; ts the 
404, 406 , , > Dy opper Hose 


PROPPER SILK HOSIERY MILLS tc. 


276 FIFTH AVE.,NEW YORK ,N.Y. 
(HOLLAND BLDG) 


Manufacturers of Ladies’ Full Fashione- Silk Hosiery 


a 
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We prophesy that there will be a definite 
demand for better shoes right 
through 1923 


The American people have a pronounced Quality Taste. 
Their demand for better shoes.is sufficient evidence to us 


that 
GALLUN QUALITY LEATHERS 


will be in maximum demand. 


Aztec Calf 


The standard of excellence for men’s, women’s and chil- 
dren’s Spring and Summer footwear. Pliable and strong, 
this leather is pleasing to the eye and comfortable to the 
foot. Made in the seasons’ fashionable shadés. 
















Norwegian Veals and 


A heavy, rugged, high-grade leather that is first choice of 
high-grade manufacturers for brogue styles. Produced in 
all desirable colors and black: We originated Norwegian 
Veals and Calf, and have made this leather continuously 
for twenty years under this name. 


Viking Calf 


A strong grained mellow calfskin that does not peel or 
chip, and is moisture-repellent; takes a brilliant polish 
and is especially adapted for high-grade shoes. Made in 
five colors and black. 







A. F. GALLUN & SONS CO. 


MILWAUKEE, WIS. 


A. F. GALLUN & SONS, INC., H. A. Ely, Mé@r., 11 East St., Boston 


Always Standards of Excellence 
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Thousands of men and women 
this winter are walking more com- 
fortably on NeGlin Soles and Good- 
year Wingfoot Heels. 


They are dryshod in snow and 
damp, their every step a comfort- 
able, buoyant step on resilient, 
good-looking and long-wearing 
Nedlin Soles and Wingfoot Heels. 


When they come in for their sport 
and street shoes for the coming 
season’s wear, they will be looking 
for the same qualities in outing 
footgear. 


Be ready with new models made 
with Goodyear Sport Bottoms. 


. 
aw 
\4 
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This is the ideal combination of 
Nedlin Solesand Goodyear Wing- 
foot Heels for every street and sport 
service. 


The soles have those gripping 
buttons placed precisely for a 
good stance at golf, a firm hold 
on yacht decking, motor car pedals, 
asphalt walks or turf. The heels 
are the famous Goodyear Wing- 
foot Heels with a special design of 
their own. 


No doubt about the demand for 
Goodyear Sport Bottoms this year. 
Your stock is incomplete without 
them— for both men and women. 


Goodyear Means Good Wear 


SPORT BOTTOMS 
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The Doctor Says: 


“It takes more than books to make a man 
wise—but to be wise a man must have know- 
ledge and there is a heap of knowledge to be 
gotten out of books.’ 





the Book 


“The Doctor and the Shoe Man”’ is the book that tells = TRAI 
Just write us that of the Doctor Idea. For the Doctor Shoe is not just TOE IN WALK Ss GHT 


you want a copy of another shoe—it’s an Idea —and like all other ideas, 
“‘The Doctor and the so simple when you get it, you wonder why people didn’t 


Shoe Man.’’ think of it years ago. And that’s what you get in the THE 
book—the whole idea—so simple that you get it right 
off the reel. ) 


JOHN MEIER h t to step alon 
SHOE COMPANY tor Menzts or iott 


SAINT LOUIS The DOCTOR, Jr., for Boys 
“GOOD SHOES FOR MEN SINCE 1874” 





Tawre: {MC =H PAPAL ALLA AAA AL 
le tte | AMM] 


i he Rest Shoe For The Least oney | 


Three to Four Weeks’ 
Delivery 


This snappy model is being accepted eagerly by members 
of the jobbing and mail-order trade. Its immediate future 
is bound to be a successful one. We have many other 
numbers of equal style and sales value, all worth investi- 
gating. 


Mr. Lally, in charge of the Boston Office, is ready to show 
buyers the entire line: Patent and Grey Combinations, 
New Sport Oxfords with Fair Stitching, Dress Footwear 
with Heels of All Heights, and many other live numbers. 
It will pay you to see them. 


Patent Leather Vamp, Gray Buck Quarter, : 
16 Cut-Out, Loop One-Strap. 16-8 Grey Jobbing and Mail-Order Trade Only 


Buck Covered Heel. Flexible Single Sole. 
—. in All Patent Leather and All Grey 
: R. H. MITCHELL CO. 
M-C NM Kay S FACTORY BOSTON OFFICE 


Lynn, Mass. 72 Lincoln Street 


























| SUAAUUUATATUNM AS enUUTTEUUUUANTHUUUUUEONUVAGOOUCURUTUUOUOTOOUUUUO THVT AA UTE 
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Johansen’s 


Style No. F-205 


BD Maccinw em ae 
AA 5-9, A 4-9, B 4-9, C 3-9 


@ Citta > 

A OfeetureArch 

Cf . ee La) 

UNNEXIBLE RIGID U 
Johansen’s Feeture Arch 
shoes have proven a won- 
derful business builder for 


retailers. Write us to see if 
your locality is still open. 


Patent Lace Oxford, Goodyear 
Welt, 116 Last, 14-8 Cuban 
eee, 


Feeture Arch Support 


After a Day’s Shopping Women 
Long For the Comfort of 
Johansen’s Feeture Arch Shoes 


Women are beginning to understand that 
the agony that comes after several hours 
of shopping or standing on the feet is not 
the fault of the feet—it’s the fault of 
the shoes. 


This wonder shoe is bringing comfort to 
thousands of women whose feet “‘nearly 
killed” them. 


Is it surprising then, that thousands of 
women have discovered this shoe and now 
will wear no others. Rigid support for 
the arch—flexibility for foot muscles. 
The two qualities that a shoe must have 
to give complete comfort. 


/ 


Completely Flexible 





Absolutely Rigid 


ohansen Bros. Shoe Co. 


Makers- Womens Shoes Exclusively 











Saint Louis. 
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Y 
THE TAILORED BOW 


The Leather Ornamented Bow 
is the consistent ornament for 
the new small tongue pump— 
made in all colors and leathers 





This illustration is an exclusive pattern 


OBTAINED ONLY THROUGH f 
YOUR MANUFACTURER 











SERV1CE:— In order that we may give prompt service to our rapidly growing trade, we have 
moved our plant to new and spacious quarters in a readily accessible business section of Brooklyn 


VANITY NOVELTY WORKS 


Manufacturers of All Types of Covered Buckles 
and Shoe Ornaments 


PHONE 


1261 Atlantic Ave. eoramem wane Brooklyn, N. Y. 
— al 











Competition is keen---give it the 
laugh by using 


Chestnut Brown 


Cherry Black 


BOARDED [&’,'/ LO SIDES 


eee v 7 


in your medium parce shoes 


C. D. Kepner Leather Co. 


139 South St., Boston, Mass. 
212 W. Lake St., Chicago, III. 
10 Spruce St., New York 
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KINNER quality in shoe satin, 
just as Skinner quality in lining 
satins, assures long wear. 


Skinner’s Shoe Satin is made es- 
pecially for use in shoes — eztra 
strong. 


Immediate deliveries on all grades. 


Skinner's 
Shoe Satin 


WILLIAM SKINNER & SONS 
NEW YORK CITY 
BOSTON}; CHICAGO PHILADELPHIA 


Established 1848 





“Look for the name ‘in the selvage”’ 
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PLUS ORDERS MAKE 
LARGEST PROFITS 


T’S the plus orders that 

make the big profits. 

Dept. 5 insures plus 
orders. 


Our most progressive, 
most prosperous, cus- 
tomers use Dept. 5 fre- 
quently. They admit it 
is the greatest aid to in- 
creasing sales. 


Thirty-one attractive 
models—Men’s and Wo- 
men’s—carried in allsizes 
and widths ready for im- 
mediate shipment. 


All styles listed and illus- 
trated in Stock Book No. 
31-B. If you have it, use 
it; if you lack it, write 
for it. 


THE STETSON SHOE 
COMPANY, Inc. 
So. Weymouth 90, Mass. 


&% 





OUR LEADER 


IN STOCK 





“The Rose” 


“Color D”, Gray Suede and Patent Leather Combinations 
| in both ways 


Patent Vamp, Mat Kid Quarter and Tip 
| Black Satin Vamp & Black Suede Quarter & Tip... .$6.75 
| Made on our Medium Toe French Lasts with 
17-8 Spanish Louis and 13-8 Cuban Heel. 
Widths AA to C. 


Terms 5% 10 days 
F. O. B. Brooklyn 


Mutual Shoe Co. 


| 235 Powell Street Brooklyn, N. Y. 























mmncuin : fae mnconini: 


The Styles of Spring 


They require an assortment of buckles and shoe ornaments 
toJmeet the demand of your women customers. 


Beaded work, as shown in the Colonial pictured above, is 
a specialty with us. There are many other features in our 
line, and it will pay you to write for price list and com- 
plete information. A wide variety of styles is ready for 
immediate delivery. 


Special buckles made to order if required. 


M. FREEDMAN & CO. 
ee ee 
etal Ornaments and Rhinestones 


ee eL OL OLS LO LULLLLLEL LLL © Lh Lad 


47 Washington St. Haverhill, Mass. 
FONE 
advertisements. 


TIO L@L PLL @H Le Lh 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to 











January 20, 1923 BOOT AND SHOE RECORDER 











Style 31—Welt—In Stock 


Russia Calf Lace Oxford, Medium Shade. 
Perforated Vamp, Lace Row and Quarter 


_JEIEDE], 























MADE TO GUIDE 
THE GROWING FOOT 


Jelly-Delaney Shoe Co. aims to make its 
product “‘to guide the growing foot.” That 
we are succeeding in a fair degree is evi- 
denced by our many merchant customers. 





If you, too, desire to open a new channel 
to greater profits, ask to see some of our 
new and stylish numbers for children. Our 
latest and most complete color catalog is 
yours for the asking. 


JELLY-DELANEY SHOE CO. 


LYNN, MASS. 


Cc) FINE ‘WELTS 


For Ladies, Young Ladies, Misses, Children and Infants 

















STOMP PLe@li@liiiiiiiiiieliiiiiiiiiielt 
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“ATTA” Brown 61 


. 14 (Medium Brown) 
s ck and Brown Suede 








“CLIFTON”| 
Gem Duck 


Has Stood the Test of Years 


Used with our wet process, it pro- 
—= a sales yore ole, as it is 
asily formed in, and hu ugs the li ip, 
” sahedlieg 3 oe es where strength is 


most needed. 
The Trade Prefers 
“‘Clifton’’ Gem Duck 
— once tried 


“Clifton oe covering cloths, also 
“Clifton n” ra “o ng and plumpin ng 
cloths give satisfactory results; 


CLIFTON MFG. CO. 


BROOKSIDE AVENUE, JAMAICA PLAIN 
BOSTON 30, MASS. 


Most Popular ‘‘Sunpru”’ Shades 


No. 21 (Dark Brown) 


ite us for Samples, Today! 


CD. BROWN =A CO,, INC. 


| asa” 
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Pectesce 
| i US p Leathers of seaiag Quality ! 


ci” “3 BROWN’S CALFSKINS 


that you are getting a definite, tangible standard of value 


“ATTA” Red 71 


No. 31 (Light Brown) 
Seneca Black Calf 


——— el 
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Shoe Laces: 
“OLD RELIABLE” Brands 


*““RADCLIFFE”’ Narrow, Flat, Tub, Mercerized 
*““YALE,”’ Round, Mercerized 
“DUDLEY” and “C,’’ Round 


Your Jobber Can Supply You 


FRANK W. WHITCHER CO. 








Boston, Mass. MFRS. ‘ Chicago, III. 
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Dyanshine Advertisin 
4, Grows to Six Million , 








Into one out of every three homes, the 1923 
Dyanshine advertising will go! 


Three of the world’s leading publications will 
carry the campaign! 
For the -general field — there is the Saturday 


Evening Post! For the women’s field there are 
two—The Ladies Home Journal and Pictorial Review! 


More people will buy Dyanshine in 1923 than 
did in 1922. You will realize your share of this 
business if you are prepared. 





Carry the full line — co-operate with the 
advertising! 
Order from your jobber or direct from the factory, 
giving the name-and address of your jobber. 


Manufactured only by pes 
BARTON MANUFACTURING CO. . 5 . > 
WACO, TEXAS, U.S.A. Dyanshine is available in the 
following colors; 

















Black Cordovan Brown 
Light Tan Nut Brown 
White Kid White Canvas 
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ANSHINE 


pc SERVICE SHOE POLIS! 
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Nothing in the shoe 
but the foot 


HOE specialists insist that shoes 
built with Crawford Arch Sup- 
porting Shanks are scientifically correct. 
Such shoes relieve fallen arches and safe- 
guard normal feet. They bring health 
and happiness to your customers and 


increased business to you. 


T's Crawford Arch Supporting 
Shank is built right into the shoe 
—fitted between the inner and outer 
sole and locked to the insole. It pre- 
serves the shape of the shoe, giving sup- 
port to the arch and ease to the foot. It 
cannot abrade the skin. 











To boost your business, sell shoes built 
with Crawford Arch Supporting Shanks. 




















United Shoe Machinery Corporation 


Boston Massachusetts 
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RED KATTLE KING 
Red gum upper, fleece lined, gray foxing and sole. 


Size Height Construction Last Price 
len’s 6 buckle Plain Edge 
len’s 6 buckle Semi-roile led Ed 
ien’s 4 buckle Plain Edge 
len’s 4buckle Semi- hw Edge 
s’ 4buckle Plain Edge x 
s’ 4buckle Semi- calle “d Edge London x 


Packed 12 pairs to the case 





=HOOD- 
BLACK KATTLE KING 
Black gum upper, fleece lined, gray foxing and sole. 


Size Height — Construction Last Price 

ee 4 buckle Plain Edge Bedford $3.15 
4 buckle Semi-rolled Edge Bedford 3.15 

Woncen’s 4 buckle Plain Edge Opera 2.60 


Packed 12 pairs to the case 


A Leader~ 


A great favorite 
vith the merchant 


and his trade. 


Long Wear- Warmth-Comfort-Easily Cleaned 





} 


Quick to Sell — Stays Sold. 
Brings NEW Friends 


Heed Rubber Products Co.,Inc. 


Watertown, Mass. 





















. 


ast 


-H0-0D-Whi 


for every member oft 
_ ~for long wear.under hard: 


Jor “ Joature J 





MEN'S POSTSHU 


WAVERLEY 





_—— 


MEN'S OVER 








Rock Rubbers 


ithe family 







WOMEN'S ch 
WAVERLEY || OVER 





CHILDS 
OVER. 





Descriptions and Prices 































t =HOOD- WHITE ROCK OVER =HOOB> WHITE ROCK WAVERLEY 
| Plain over with black gum upper, gray foxing, semi-rolled edge High instep over, black upper, ret lining, gray foxing, semi- 
sole and heel. rolled edge sole and heel. 
re Size Finish Lasts Price Size Finish Lasts Price 
= — © Men’s Dull Bedford; London F, W; Men’s Dull Bedford; London F, W; 
Harlem F; British F; Harlem F; British F; Gotham F $1.18 
Gotham F $1.18 Boys’ Dull London F; Harlem F 1.02 
Boys’ Dull London F; Harlem F 1.02 Youths’ Dull London 90 
ra Youths’ Dull London -90 Women’s’ __ Bright Opera F; Durham F; 
a ia Women’s Bright Opera F; Durham F; Custom F; Milton F 95 
‘ Custom F; Milton F 95 Misses’ Bright Opera; Instructor 80 
« Misses’ Bright Opera; Instructor 80 Child’s Bright Opera; Instructor -70 
1 Child’s Bright Opera; Instructor -70 
| =HOOB- POSTSHU 
it Very heavy, dull finish high j 
4 ty heavy, dull finish, extra high vamp plain over, heavy , 
ji net lined, double gray sole, yellow bind. All Hood White Rock Rubbers and the Hood 
Size Color a Price Postshu are packed 24 pairs to the case 
oi Men’s Black Bedford $1.50 
aa Men’s Red Bedford 1.50 











=“HOOB> RED BOOT 
Velvet finish, red upper, gray sole, foxing and bind. Made on Regular last. 
Men’s Short ma Storm King also on Fisherman’s last. 


Men’s made on W W last when so ordered. 


Height Lining Price Size Height Linin, 
Duck $3.50 Boys’ Duck 
Knit Wool 3.50 Boys’ Knit Wool 

ick 4.35 Boys’ c! 

Storm King Knit Wool . Boys’ i Knit Wool 

Sporting Duc 5. Sh c! 

Sporting i 4 Knit Wool 

Hip 2 Youths’ i 

Hip i Youths’ i Knit Wool 


Packed 12 pairs to the case 


F 
PUREE A ST RE 


RED BOOTS 


look good in the store 
look good after months of service 


> ws IDEAL COMBINATION 
Merchandise that appears 
well and sells quickly — 
and protects your rep- 
utation by its perform- 
ance. 
RED BOOT customers 


come back — j 
but never to complain! 
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The Outstanding Shoe of the Season! 


HE MIMI— gracefully suggested 

above—a phenomenal spring 
success. In all color “G’’ Suede with 
Panel Box Collar and Tip of Dark 
Russia Calf. 


We advise early order placing! Deliveries Six Weeks! 


Harry SMOLEN & Co, Inc. 


24 to 28 Boerum Street 
BROOKLYN, N. Y. 


DOTA 


The Boet and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 























BOOT AND SHOE RECORDER January 20, 1923 














Y 











the home of American Shoe~making 


ROM the era of the lapstone, awl and knife to the 
modern factory period, the shoe industry has been 
centered in New England. 


ice & Hutchins, Inc. offer you New England made shoes 
backed by fifty-six years of steady and successful develop- 
ment. They have the ability to recognize the needs of a shoe-wear- 
_ing people. They supply them with economy, style and comfort. 


This organization makes shoes for every member of the family, 
for every occasion and use. Several standardized grades are made 
to suit all types of consumers. 


Rice & Hutchins Shoes are available at any one of several con- 
veniently located distributing houses. Write for the address of 


the nearest one. 


RICE & HUTCHINS 


INCORPORATED 
BOSTON U.S.A. 


“Saale 
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A Better Tone to Business 


The Center of the Stage Is Now Held by the Shoe Store in 
Pre-Easter Activity 


HAT are the outstanding contributions that 

\ have come to the trade out of the National 

Convention in January? The four ‘major 
league associations, the travelers’, wholesalers’, mer- 
chants’ and manufacturers’, have met at the conven- 
tion and returned to their respective fields of service. 
What are the accomplishments? First and most con- 
spicuous is the sensing by all parts of the industry of a 
better tone in business, a conservative optimism, and 
a real appreciation of the inter-dependence of one craft 
with another. The tone of business is on a higher key 
because it feels safeguarded from any radical and sharp 
decline of commodity prices. 

Despite world-wide conditions, the outlook for the 
next six months is most re-assuring. There is a general 
feeling that the international mess will settle itself in 
due time, when selfishness abates and when it is real- 
ized that national insanity cannot continue in each of 
the bickering countries of Europe. Though the Eu- 
ropean subject was brought up in each of the conven- 
tions, the significance of it as an adverse influence to 
the trade was not apparent. 

The second significant fact of the conventions was 
the new appreciation of style. Prior to this convention, 
the merchant’s big fear was the rapidity of style 
changes. The merchant could see only the loss that 
came through ordering shoes which, even before their 
being placed on the shelves, were out of style. The mer- 
chant came away from Chicago aware of the strong 
position he is in in a field of fashion, where all smart 
footwear is in good style no matter what its pattern 
might be. 

The victory of the one-strap over every other pattern 
in the women’s lines bears out this contention. If 
anything, the merchants complain of the difficulty of 
getting a decidedly new style for after Easter. 

Probably the instrument of greatest utility for the 
clarifying of the style situation was the Blue Ribbon 


awards made by the N.S. R. A. Styles Committee at 
Chicago. We are showing, in this issue, representative 
footwear selected by the Styles Committee as being 
the one best bet in each display; a type of shoe salable 
in volume at a profit and pleasurable to the customer. 

It is also our opportunity to give the new Style Re- 
port prepared jointly by the National Boot and Shoe 
Manufacturers’ Association and the National Shoe Re- 
tailers’ Association. This is a buying guide for the 
months of April, May and June, because, in the order 
of events, the spring selling season is the greatest of 
the year and the merchants of the country, having a 
guide to their national demand, are in a safer position 
than ever before. 

The third point developed was, that every factor in 
the industry is endeavoring to hold to present price 
ranges, and to do that factory capacity must be in- 
creased so that 60 per cent production won’t bear the 
overhead of 100 per cent expense. This, combined with 
the fact that labor troubles are about over in the shoe 
industry, increases the general tone of optimism—be- 
cause of the immediate fact that the early delivery of 
stylish spring merchandise is imperative to the trade. 

We are now entering the eight strongest weeks of 
shoe selling of the entire year. Already the garment 
trade, anticipating the demand, are selling spring 
clothes in volume. The southern resorts have accel- 
erated the anticipation of the season and southern shoe 
stores are now getting their first pulse on midsummer 
white footwear. 

The industry returns “from refreshment to labor’ 
improved in spirit and mind through the mixing of men 
in meetings, and the result should be a very vigorous 
and enthusiastic spring selling season. The major 
function of the industry is to get the shoes sold, and 
the center of the stage is occupied by the retail shoe 
merchant, whose activities the next eight weeks will be 
the real test of the industries prosperity. 
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Head Bumping Expenses 


URING the National Convention a big Swede 

sauntered into one of the booths of the Harvard 
Business Research Bureau, and upon being seated and 
asked what particular problem he was trying to solve, 
said, “‘My business is all right, sales are all right, every- 
thing is all right excepting THESE HEAD BUMPING 
EXPENSES.” 

Here is a new definition, or rather a new name for 
“Overhead,” and overhead is the one big problem that 
is most troublesome to the average shoe merchant 
throughout the country. Truly the problem of keeping 
overhead down to a parallel with sales is a head 
bumping problem. That is the big problem on which 
nearly every merchant who attended the big conven- 
tion was seeking enlightenment. 


Up in Minnesota at a merchants’ meeting, the ques- 
tion of overhead was being discussed. Among the group 
wes a Norwegian who had recently embarked in mer- 
chandising business. Most of his life had been spent on 
a farm. He was not familiar with a lot of the terms 
used, and when he was asked what the overhead ex- 
penses were in his store, he said, ““Well, my wife, myself, 
and four children live overhead the store. Their 
clothes are expensive, what they eat costs like every- 
thing, and all together the expense overhead the store 
is awful big.” 

No matter what name is applied to that part of the 
expenses of a firm in the retail shoe business that makes 
up the sum total if doing business, its relation to sales 
is a very important factor, and must be viewed with an 
eagle eye, if enough money is left in the cash drawer to 
provide an adequate profit. 


Jess Adler, a successful merchant of New York City, 
during the round table discussion at the N.S. R. A. 
Convention said, “I never call profit the money be- 
tween what a shoe cost and what you sell it for. The 
cost of a shoe is the cost of doing bus‘ness added on to 
the initial cost of the merchandise. That is the cost. 
The profit is what you make above your overhead 
added on to the initial cost of the shoe.” 


The cost of doing business, overhead, or headbump- 
ing expense or any other term that may be applied to 
this expenditure, is always based upon the total sales 
of the store. As one goes up, the other goes 
down. 


The answer is larger volume in proportion to stock 
carried and the number of people employed. Extremely 
long profits, or wide mark-ups are out of the question. 
Neither the public, nor your competitors will allow you 
to get away with this. These are certain classes of 
merchandise where long profits are legitimate, necessary 
and must be maintained. There are other classes of 
merchandise that must be sold on a comparatively 
close margin of mark-up, but on the whole the average 
has got to be so that the public will be convinced that 
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they are getting their moneys worth, or else volume is 
out of the question. 

Roger Babson says the average retail clerk is busy 
only 25 per cent of his time, and the store that succeeds 
must eliminate this economic waste. Some plan must 
be evolved to take up the slack, to keep the retail sales- 
men busy serving people instead of loafing. Loafers 
are always expensive luxuries. 

Not all the loafers are human. There are a lot of 
loafers sticking around on the shelves in cartons. When 
it is proven that less than 20 per cent of the stock on 
the shelves of retail shoe merchants is active, and the 
other 80 odd per cent is loafing, it is high time that a 
more active turnover should be given serious consid- 
eration. Too many styles and too many sizes have 
caused the downfall of many a business that might 
otherwise have been prosperous. 

One of the largest and best known shoe merchants in 
the middle west, the head of a house that has enjoyed a 
half a century or more of active business, recently said, 
“If 1 had the losses which 1 have taken on end sizes, | 
would rather have it by at least four or five times than 
all the profits 1 have ever made out of my business.” 

The.end sizes, the undesirable merchandise, the loaf- 
ers on the shelves, consume a great percentage of the 
profit made on the merchandise that is active. The 
75 per cent idle time of retail salesmen consume a very 
large proportion of the profit made during the 25 per 
cent of active selling. 

Overhead expenses are very high, rents have gone 
up enormously, municipal, state and federal taxes im- 
pose an exceedingly heavy burden on business, trans- 
portation charges are exceedingly heavy, salaries con- 
sume a considerable portion of gross sales. In fact. 
every item of overhead remains well up to the peak, 
while the retail price of footwear is probably around 
40 per cent below peak prices. And even at that, the 
spread between war material costs and retail distribu- 
tion prices is alarmingly wide. It well behooves every 
merchant to eliminate to as great an extent as possible 
all the loafers both animate and inanimate. 





Truth-in-Fabric Bill 
Held Up 


Washington Jan. 5—Controversy over the Truth- 
in-Fabric legislation indicates that these measures 
will not be passed at this session of Congress. Senator 
Lodge of Massachusetts, majority Leader in the Senate, 
introduced a bill intended as a substitute for the so- 
called Capper Bill, which was reported to the Senate 
with amendments from the Committee on Interstate 
Commerce on Dec. 22, 1922. The Capper Bill known 
as S. 799 is now on the Senate calendar but will be de- 
layed pending the consideration in committee of the 
revised Lodge measure. It is explained that the Lodge 
Bill is general legislation, whereas the Capper Bill 
relates almost entirely to the wool industry. 
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FRANK R. BRIGGS 
Re-elected President for 1923 
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J. DUDLEY SMITH 
Re-elected Secretary for 1923 


Steady Business Improvement Is Anticipated 


by Manufacturers 


Optimism the Keynote of 1923 Convention, Held January 16 and 17 in 
New York City—Industry Prepared to Serve in 
Ever Growing Measure 


ANUARY is the month of conventions. It stands 
J out conspicuously in the run of the year’s busi- 
ness for four major conventions. 

This year we had first the Travelers, conspicuous for 
their attention to the business and welfare of the man 
who delivers the goods and who sells both shoes and 
ideas. Second, we had the great Merchant convention, 
with its emphasis on exhibition and acquaintance with 
here and there the thrills of meeting a new man, a new 
line or a new idea. Then the Wholesalers met, looking 
to purchases in volume and distribution in very small 
lots. It was left to the manufacturers to wind up the 
major league series of conventions and banquets by 
holding their 19th annual convention at the Hotel 
Astor, New York City, January 16 and 17. 


It is a good thing to draw parallels between conven- 
tions and the same might be done here and now. 
The merchants were unfortunate in having their 
deliberative sessions in a cold and spacious room. The 
speakers were put up on a squared ring three feet from 
the floor and the good stuff that was put over found 
attentive listeners only in the nearby seats. Next year 
undoubtedly a little of the dressing up put into the 
exhibition room will be given to the convention hall). 
This one feature alone was responsible for much of the 
lack of thrill in the Chicago convention sessions. The 
speakers were producing stuff, but the delivery was 
poor. That convention read better on paper than it 
listened on the floor. 

Now to the little picture of the Manufacturers’ con- 
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vention in New York. J. Dudley Smith, the secretary, 
made it easy to register and slip into a seat of the half 
circle of 300 chairs in the north ballroom. President 
Briggs was on a little rostrum about a foot from the 
floor. The speaker had just enough space on that 
platiorm to keep the idea of putting the speech over 
in its best possible shape to a friendly audience. The 
orchestral din was absent. The speaker could enjoy 
his audience and his audience could get the substance 
and facts with ease. These are some of the little details 
of association management, having their bearing on the 
conduct of all conventions. The rules should be made 
easy for the audience to comprehend. 


Oplimism Manifest Throughoul 


All of a convention is not in the stuff that is put 
over from the center of the room. It’s in the underly- 
ing temperament -and temperature of the men who 
make up the association. If an outsider sat in on the 
meetings and listened in on the conversations in the 
corridors he would get a feeling that the shoe industry 
was in a pretty good way—not perfect but progressing 
favorably—not feverish with troubles and woes, as in 
the convention of a year ago, but active and alert in 
the service of the ultimate consumer. Distribution is 
looked upon in a new light in the streams of con- 
versation that go to make up the entirety of a con- 
vention. You would interpret the National Boot and 
Shoe Manufacturers’ convention as being 25 per cent 
more optimistic in spirit than a year ago. 


Secretary's Report Shows Progress 


In the order of events President Briggs opened the 
sessions with the reading of his annual address. 

Secretary J. D. Smith’s annual report had three 
conspicuous sections: 

“The association always stands ready, willing and 
anxious to be of service, not only to its members but 
to members of the allied trade as well.” 


The Cuban Tariff Victory 


“During the summer, our members who export boots 
and shoes to Cuba, were very much alarmed to learn 
that Cuba contemplated an increase of 100 per cent 
in the duty on American-made footwear. It was 
rumored that this increase was in retaliation to the 
tariff law of our own country increasing the duty on 
imported Cuban sugar. Our association at once took 
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active steps in protecting the interests of its exporting 
members in order to prevent the closing of the door to 
the best foreign market in the world for its product, 
and from the latest reports from Cuba, there is every 
reason to believe that the bill proposing the increased 
duty has been permanently shelved. 

“A very important meeting was held in Washington 
during April composed of representatives of the 
national trade associations, which meeting was called 
by Secretary Hoover to discuss various matters of 
interest to the welfare of trade associations. There 
were about 600 representatives present. The meeting 
was addressed not only by Secretary Hoover and 
others of his department, but also by the chairman of 
the Federal Trade Commission and by Senator Edge.” 


Meeting with Hoover 


“The purpose of the meeting, as described by Mr. 
Hoover, was to make clear the position of the Depart- 
ment of Commerce and its readiness and desire to 
work with trade associations. He mentioned that cer- 
tain points had been raised as to the right purposes of 
all trade associations by the exposure of a few groups 
that have taken advantage of the benevolent trade 
associations’ work as a cloak to create functions to 
which they not only restrain trade, but some of them 
had also become the nuclei of corruption. He stated, 
however, that after a canvass of nearly 2000 associa- 
tions, it showed that only a small minority were en- 
gaged in these functions which created suspicion. In 
commenting on the Sherman Anti-Trust Law, Secre- 
tary Hoover stated that labor union organizations, 
some time ago, secured legislation giving them prac- 
tical immunity from restraint laws, and that the 
farmers have done likewise, but that the commercial 
and manufacturing communities have not asked for 
more than some interpretive questions along the 
twilight zone of trade restraint.” 


Rubber Heel Standardization 


Another important meeting held in Washington dur- 
ing the summer, was to consider the question of the 
standardization of rubber heels. The secretary of this 
association attended the meeting at which were present, 
representatives of 18 rubber heel manufacturers, as 
well as representatives of two shoe manufacturing 
establishments, a representative of the United Shoe 
Machinery Corporation, and the secretaries of the 
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Rubber Heel Club of America, and Bureau of Stand- 
ards have been working on the standardization of rub- 
ber heels for over a year and it was the consensus of 
opinion of those attending the meeting that they had 
made considerable progress. It was suggested that the 
Manufacturers’ Association appoint a committee to 
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meet with them with a view to getting some definite 
action as to the requirements of the shoe manufac- 
turers of the country in the matter of standardizing 
rubber heels. A committee was appointed at our last 
directors’ meeting and a report of definite results will 
be made in the very near future. 


‘*The Tendency Is Toward a Steadily 
Improving Product”’ 


From address by the President 
FRANK R. BRIGGS 


RESIDENT BRIGGS, whose address has been re- 
ferred to, struck an optimistic note. In part, he said: 

“If I were to venture an opinion on present condi- 
tions in shoe manufacture, I could not do better than 
repeat the words of President Harry I. Thayer of the 
Tanners’ Council in his annual address last October. 
Mr. Thayer is quoted as saying: 

“*Among the great problems of the Tanning industry 
in the future will be the production of the very best 
leather at a moderate price.’ And, as Mr. Thayer 
further states—‘This implies the production of better 
raw stock and the improvement of tanning methods 
by the introduction of labor-saving devices and in other 
ways.’ Now if we follow up this recommendation and 
substitute the word ‘shoes’ for ‘leather,’ I believe this 
quotation offers a suggestion for some of our own 
problems. 

‘There is, as I have said elsewhere, a sufficient market 
today for shoes of every grade and all materials, if tan- 
ners, Shoe manufacturers and retailers will co-ordinate 
their efforts to meet it. The ever appreciated builder of 
good-will, ‘Quality First’ is a standard that the Ameri- 
can public do not for long depart from. The tendency, 
therefore, on all sides is toward a steadily improving 
product, grade for grade, during the year ahead. 


Confidence Growing Rapidly 


“Such a tendency is normal and healthy in all in- 
dustry. It is constructive, and in this respect marks 
what may be called ‘the recovery of the patient’ from 
the disorders of the war and its hectic aftermath—that 
period when prices soared—followed, however, by the 
inevitable reaction— the receding tide that left business 
high and dry, and when excess inventories were liqui- 


dated, and it has been stated that two thousand millions 
of credit, upon which business had been operating, were 
‘frozen’ almost over night. Therefore, can we not say 
that it is to the credit of the banking and business 
world and its farsightedness, that a situation which was 
clouded in pessimism, is today clarified in an atmosphere 
of growing confidence? The menace of excess produc- 
tion has been checked by the deflation which in our in- 
dustry, as in others, has eliminated much reckless com- 
petition. The consequent effect upon the whole trade is 
noticeable. Prices are on a firmer, more normal basis. 
Labor conditions in the shoe industry are more stable, 
with the trend toward a closer relation between a day’s 
output and a day’s due reward. The struggles, negotia- 
tions and mutual undertakings of the past are tending 
toward a better appreciation by labor of the problems 
of sales and management, which make possible the 
efficient utilization of the worker’s time, and the fullest 
distribution of their joint product. And here it seems 
fair to add that Management, as a whole, has met the 
situation in a fair-minded, progressive spirit. 

“The outlook for 1923 is excellent for business as a 
whole. Business failures are reported as progressively 
fewer in number. The Boot and Shoe industry’is well 
over both the inflation and depression and only an 
unusual event will check its present general progress. 
The buying policy which has prevailed in recent months 
shows a healthier tendency toward reasonable antici- 
pation—and this in itself is a reflection of general busi- 
ness confidence. 


Constructive Competition Necessary 


“It is true that ‘competition is the life of trade,’ but 
in facing the future we must make it constructive in its 
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broad outlines, and interpret it as ‘co-operative com- 
petition,’ in order that the industry may think broadly, 
clearly, wisely, and progress accordingly. 

“Involved in this tractor of competition are the ques- 
tions of price maintenance and price cutting. The 
economic basis of these questions, of course, is price 
making. The ideal of the competitive system is a price 
governed only by market conditions. However, costs 
vary and, theoretically, prices should vary accordingly. 
This is recognized as a fundamental principle of the 
system. 

“The complexities of manufacturing, the rapid 
changes in style, with their inevitable effect upon costs, 
seem to be more prevalent in shoe production than in 
any other apparel industry. The return to more-or-less 
normal conditions should help toward simplifying these 
problems. However, as the style element is to a con- 
siderable degree the merchandising life of the trade, it 
will continue to be a factor, and to a certain extent will 
have to be met in the manufacture and distribution of 
Fashion footwear, so long as it can carry its full burden, 
and costs are properly distributed.” 
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‘Because of their progressive, trade- 
drawing power and generally satisfying 
qualities resulting from recognized 
manufacturing leadership, American 
shoes have experienced a remarkable 
growth in demand under normal con- 
ditions in world markets. These mar- 
kets today reflect a good-will toward 
the product of our plants that will be 
renewed when opportunity offers. This 
belief is based on experience, and reflects 
in no way upon the interests of those 
who have suffered through the war. 


“Tt has been demonstrated that American manu- 
facturers adapt themselves to world markets readily 
and satisfactorily, within the limits of what they regard 
as sound business principles. This involves no reflec- 
tion upon the methods of business or habits of thought 
in any markets served by America. It means only that 
American principles necessarily govern American 
business, for only in this way can American initiative 
and resources be brought into full play. 


How the American Market Has Grown and Will 
Continue to Grow 


From address made by 
EDWARD J. CATTELL 


Edward J. Cattell, one of the grand old men of 
Philadelphia and an American who has spoken to 
22,000,000 people in his sixty years of civic activity, 
was one of the principal speakers at the first morning 
session. He said in part:— 

“Fifty-three years ago last August, I made my ‘first 
trip to California on the first train that ever entered 
California. Fifty-three years ago I traveled six days 
on that trip, over what every geography in the world 
called the great American desert. This year I was out 
over that same territory and found them raising six 
crops a year. 

“When I went down there, not one dollar of buying 
power, not one human being was supported by any- 
thing that came out of that vast area. Today hun- 
dreds of new millionaires are made every year out of 
the new spending power that comes from where nothing 


grew. 


“T can go back still further. I can remember when in 
Southern towns you could read notices fining them for 
leaving cottonseed in the streets, as a waste. It was a 
liability on everybody who had to pay taxes. Men 
paid money to destroy it. Then men with minds 
cultivated by our great educational system saw in that 
garbage can possibilities, and we are getting two 
hundred new millionaires every year, taking them out 
of a garbage can, giving us that spending power which 
is making your industry expand. 

“We have got 110,000,000 people—people living 
under every form of climate, under all conditions, 
drawn from all parts of the world with inherited 
antipathies and hatreds and tendencies that continue 
for one or two generations before we eliminate them. 

“Tt is necessary as in no other country in the world 
to have meetings like this and organizations led by good 
men, taking up your practical problems and each 
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surrendering a little of his so-called right that the 
general good may be benefited. It is splendid to come 
here. Oh, I am optimistic about the future and that is 
why I speak from my heart. 

“T have a proposition I have been working on for the 
last year. I would like to see this question of bonds, 
of what Europe owes us, solved in this way. In the 
first place, I would like an obligation of fifty year bonds 
from every country that owes us money, good, bad and 
indifferent, fund 35 years’ interest on all of them into 
new bonds so that we would not take a penny out of 
circulation in any one of the countries for the next 
25 years. Then take that $14,000,000,000 of bonds, 
we will get at least $8,000,000,000 out of it. England, 
France and a part of Italy will come certainly. With 
those $14,000,000,000 of bonds we would have a 
mortgage on every country there so no other power 
would loan them money to fight with. 

“Then, in order to keep us from wasting that money 
here, take those $14,000,000,000 of bonds and make 
them the underlying collateral of $5,000,000,000 in 
loans to the United States at four per cent to create a 
revolving fund that will do for trade just what our 
reclamation fund did toward bringing back into 
cultivation millions of acres of lands. 


Sell Goods on a Ten- Year Credit 


“T would then sell to every country at war and who 
has those bonds goods on a ten-year time monthly 
payment plan. The people here supplying the raw 
materials, the manufactured goods, the tools of trade, 
the food, if necessary, in places, would get their cash 
out of the fund to start with; each of those countries 
would then have a new hope; they would not be 
crowded. It would not be with governments, it would 
be through a great corporation loaning them money, 
letting them pay their little monthly payments, giving 
them time to have at least five or six good crops. It 
would give them time to get on their feet and with a 
part of their revolving fund it would assist the develop- 
ment of transportation in the East so as to open up some 
of the new markets to those millions of people who are 
not big buyers today. 


$5,000,000,000 to Spend! 


“Five billion dollars of American money would thus 
go into channels of trade. Our surplus product would 
then be taken up, because our manufacturing plant in 
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America at the present time can produce in six months 
more than we can consume in a year, and a busy people 
are always easier to rule than a rich people. 

“That would mean we would speed our productiom 
up to the maximum. We would have a market for 
that surplus, and we would interest the people who buy 


. the bonds in foreign trade. 


“As these payments were made the bonds could be 
redeemed. As England or these other countries wanted 
to pay off some of them, that fund could still continue, 
but there would be a great revolving fund to take the 
strain off the individual producer and give him time to 
get on his feet. 


A Mortgage to Insure Peace 


“Let America stand before the world as not getting 
a penny out of the great war, but wanting peace to 
continue and holding a first mortgage on these countries 
as a security. They are not going to run into war at 
any little provocation with that kind of a system, and 
we will say to our own demagogues that everybody who 
wants to hurrah for the old flag can sell these bonds 
bought with the blood and paid in tears of our men 
and women of America. 

“By industry and a new opportunity we stand 
before the world as wanting not the other man’s lands, 
but wanting to add to the level of life all around the 
globe. There is three times as much in American 
homes today as were in them 20 years ago and added 
comfort and added convenience and added self-respect 
that makes America today, I believe, more stable than 
she ever has been in her whole history. 

“Let’s think along constructive lines, let’s stop 
looking back; let’s look for progress, but not too fast.” 

Following the speech by Mr. Cattell, and under the 
new charter of the association, Herbert P. Gleason, 
chairman of the nominating committee, presented the 
following list of directors who were duly elected on 
ballot: 

Eleven Directors to Serve One Year 

Frank R. Briggs, Thomas G. Plant Co., Boston, 
Mass. 

Charles H. Jones, Commonwealth Shoe & Leather 
Co., Whitman, Mass. 

John R. Garside, A. Garside & Son, Long Island 
City. 

Elmer J. Bliss, Regal Shoe Company, Boston, Mass. 

A. N. Blake, Watson Shoe Company, Lynn, Mass. 
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A. J. Sweet, Lunn and Sweet Shoe Company, Au- 
burn, Me. 

Charles G. Craddock, Craddock-Terry Shoe Com- 
pany, Lynchburg, Va. 

Herman E. Lewis, Herman E. Lewis, Haverhill, 
Mass. 

Robert Wise, The Robert Wise Company, Cincin- 
nati, Ohio. 

Emil Weil, S. Weil & Co., Brooklyn, N. Y. 

Herbert P. Gleason, Johnston & Murphy, Newark, 
N. J. 

Eleven Directors to Serve Two Years 


Henry W. Cook, A. E. Nettleton Company, Syra- 
cuse, N. Y. 

Frank S. Farnum, Churchill & Alden Co., Brockton, 
Mass. 

John G. Holters, The Holters Company, Cincinnati, 
Ohio. 

Herbert T. Drake, Emerson Shoe Company, Rock- 
land, Mass. 

Robert E. Smith, J. P. Smith Shoe Company, 
Chicago, Il. 

Raymond P. Morse, Morse & Burt Co., Inc., Brook- 
lyn, N. Y. 

Frank Payne, 
Millersburg, Pa. 

Fred L. Emerson, Dunn & McCarthy, Auburn, N. Y. 


Johnson-Baillie Shoe Company, 
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Oliver E. DeRidder, E. P. Reed & Co., Rochester, 
N. Y. 

Harold C. Keith, Geo. E. 
pello, Mass. 

James B. Banister, James A. Banister Company, 
Newark, N. J. 


Keith Company, Cam- 


Eleven Directors to Serve Three Years 


Frank C. Rand, International Shoe Company, St. 
Louis, Mo. 

Hovey E. Slayton, F. M. Hoyt Shoe Company, Man- 
chester, N. H. 

John C. McKeon, Laird, Schober & Co., Philadel- 
phia, Pa. 

John A. Bush, Brown Shoe Company, St. Louis, Mo. 

R. P. Hazzard, R. P. Hazzard Company, Gardiner, 
Me. 

Milton E. Florsheim, Florsheim Shoe Company, 
Chicago, II. 

Perley G. Flint, Field and Flint Company, Brockton, 
Mass. 

Mark W. Selby, Selby Shoe Company, Portsmouth, 
Ohio. 

Geo. W. Baker, Geo. W. Baker Shoe Company, 
Brooklyn, N. Y. 

Frank X. Kelly, John Kelly, Inc., Rochester, N. Y. 

A. M. Creighton, A. M. Creighton, Lynn, Mass. 


Prosperity Depends on Efficient: Distribution 
of Production 


From address made by 
R. P. HAZZARD 


R. P. Hazzard, prominent shoe manufacturer and 
recently a globe trotter—for his study of foreign parts, 
European and Asiatic extended over a period of 14 
months—then summarized the world as he saw it 
industrially. He said: 

“As regards industry, the world over, the first ques- 
tion would be that of production, and I reached the 
conclusion that prosperity depends primarily on pro- 
duction efficiently distributed. The second thing is on 
labor. The theory that labor produces all wealth is a 
fallacy. Labor itself, without the aid of capital and 
management, can hardly produce a bare existence. 

“The other one is in regard to immigration—that 


we should have stringent immigration laws that will 
keep out those whose fundamentals, psychology and 
morales are not in harmony with our civilization. 


It's Up to the Rest of the World 


“And on business—that business cannot per- 
manently get back to normal in this country until the 
rest of the world succeeds in getting their house in 
order. 

“Just taking up a little detail in regard to some of 
those different matters, I reached a conclusion in re- 
gard to production, because the farther I went, the 
more I found that the less the production, the greater 
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the poverty. It was not primarily a question of wages. 
Wages will in the final analysis adjust themselves. 
The old adage that ‘to have you must produce’ is abso- 
lutely true. When you do not get production, you do 
not get prosperity, and why that is not evident to all 
clear thinking men that handle labor propositions in 
this country or any other country, is rather beyond 
me. 

*““My reaction in going over this 
territory was that we are the greatest 
producers in the world and that the 
weakest part of our machinery today is 
in distribution; that the thing that 
confronts us today is to get the com- 
modity that is produced, or the food 
or the mineral out of the ground, to 
the ultimate consumer, at as near its 
original cost as possible. 


“In other words, when you get to the time that the 
farmer gets somewhere near for his potatoes what the 
man has to pay for them who puts them on his table in 
New York, you are getting nearer to maximum pros- 
perity in this country. And while we are more efficient 
in our distribution than a great many, or in fact than 
any of the European countries, we have not reached 
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the same efficiency in distribution that we have in 
production. 


No Such Thing As Over Production 


“T will go a little bit further and make a statement 
which you have got to take in its entirety, although it 
can be punctured at individual points, and that is— 
that there is no such thing as over-production. 

“Now, there can be an over-production in any 
particular commodity; that is, you can make too many 
shoes, too many pianos, and too many victrolas, but 
outside of perhaps a very limited class, we might say 
five per cent, we have not reached the saturation 
point of consumption. In other words, probably 90 
to 95 per cent of the people in this country could 
consume more if they could get more. 


The Value of Capital Cannot be Measured in Dollars 
Alone. 


“The whole thing as I see it is that labor has got to 
have its management, it has to have its capital, because 
left to itself it cannot produce a bare existence. I 
believe that. This country wants a lot of money, and 
if they want it, they have to go to the fellow who has it 
to get it. If they can get it out of some of us who have 


HENRY W. COOK 
Elected Director, to serve two yéaré 


ec CTT ee 





bee be Lee —> Oh owe he Sw efe-isehea— eho a of eae fhea— of oa o fe a ie ee ee eae ~ 





BOOT AND SHOE RECORDER 


2 re 


WM 


<————- » 


i) 
Tm 
=< = 


money, all right. But what they want to look out for 
in getting that is what: they are going to do to the big 
masses who have not got it. 

“And when a country’s taxation laws reach a point 
where they take away from the man with the ability of 
management, or take away capital from industry, and 
take away from labor the opportunities to produce, 


A. N. BLAKE 
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which they have in this country, just then that country 
starts,on the downgrade. The thing that they have 
got to be careful of is not to discourage the man with 
the-ability to conduct business. 


Address by M. W. Alexander 


The opening feature of the afternoon session on 
Tuesday was the address by Magnus W. Alexander, 
managing director of the National Industrial Board. 
The high lights of his talk were: 

“It is only relatively in the last few decades that we 
have studied what are known now as business cycles. 
They show that under certain influences and over a 
certain period of time, business seems to follow a 
rather definite wave line. As we study the immigra- 
tion fluctuation, we find that it almost follows the 
business cycle. 

“When the business cycle rises, immigration rises, 


and many of its branches of mis-information. 


January 20, 1998 


and with the fall of the business cycle, immigration also 
falls, in the one case preceding, and in the other case 
lagging somewhat behind it. 


Labor Shortage Not General 


“Let us not forget there are large sections in this 
country where by the testimony of the Labor Depart- 
ments in these states of the employers’ associations, 
that acute labor shortage does not exist. 

“Secondly, let us not forget that while we have an 
acute labor shortage now, and may have it for two, 
three, four or five months more, we can’t be so sure 
that we will have any labor shortage then. With the 
railroad situation still unsolved, and Congress ready to 
throw every kind of a brick at railroad management, 
with the farmers and the new group of radicals coming 
in Congress, and the Laborites pressing for re-enactment 
of the Excess Profits Tax and the high brackets of the 
Surtaxes, in order to load on to business again a heavy 
tax burden; with the Soldiers’ Bonus introduced in 
Congress, and a great likelihood—some feel a certainty 
—that it may be passed, and the great financial burden 
largely placed upon productive industry; and with 
Europe unsettled, many men feel that the labor 
shortage of today will have to give way first to a 
normal condition and. perhaps even to a labor surplus 
before the year 1923 is over. 

“Let us built not for today and for tomorrow, but 
the year and the decade, and the century after to- 
morrow.” ; 


Industrial Conference Board Praised 


Mr. Hazzard then offerred the following resolution: 

RESOLVED, that the National Boot and Shoe 
Manufacturers’ Association hereby recognizes the 
able and efficient work performed by the National 
Industrial Conference Board, and it is recommended 
that the Association continue the contribution of 
$1,000,000 for the year 1923, payable after the first 
day of August, 1923. 


Degree of Service the Basis of All Reward 


The speech by L. F. Loree of the Delaware and 
Lackawanna R. R. was principally upon socialism and 
though instructive, not particularly pertinent to 
industry. He analyzed carefully the Marxian theory 
His 
outstanding remark was: 
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“We work and exchange our work for that of others. 
Each one can choose what work he will try to do and 
what employer he will try to serve. If he does not like 
his job or his employer, he can leave it or him and try 
to get another. He cannot earn unless he can do work 
that somebody wants to buy; his reward depends on 
the success with which he can satisfy the wants of 
others, and he must meet the competition of other 
workers. The money he earns in return for his labor he 
can spend as he chooses, or can invest in a business of 
his own or in shares or debts of public companies or 
debts of governments, and he may hand on his accumu- 
lations to any heirs whom he may name. The prob- 
lems which have to be faced and decided stimulate, 
strengthen and develop the best effort of every in- 
dividual. It would be difficult to devise a scheme of 
economic life more likely to produc’ great results from 
human nature as it now is. To it as well, we owe 
liberty; liberty to possess and to use property; liberty 
to buy, to sell, to work, to strike.” 


United Contracts Explained 


A very thorough explanation and study of the 
contracts between shoe manufacturers and the United 
Shoe Machinery Company was then made. Frank 
Gladney of St. Louis, chief attorney of the Contract 
Committee, first explained the committee’s report, 
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Election of Officers 


Officers of the National Boot and Shoe Manu- 
facturers’ Association for 1923 were elected as 
follows: 

President—Frank R. Briggs. 

Vice-Presidents—Charles H. Jones, John R. 
Garside, Elmer J. Bliss, John C. McKeon, Frank 
C. Rand. 

Honorary Vice-Presidents— Hon. Aaron S. 
Kreider, Hon. John S. Kent, Edgar P. Reed, J. 
Franklin McElwain. 

Honorary Secretary—Sol. Wile. 

Treasurer—Herbert P. Gleason. 

Secretary—J. Dudley Smith. 











item by item, and the unanimous approval given him 
proved that the perplexing problem of machinery 
relations was solved to the joint satisfaction of both 
shoe manufacturers and the United Shoe Machinery 
Corporation. 

Chairman Hovey E. Slayton and Committeemen 
Frank C. Rand, Fred L. Emerson and A. M. Creighton 
followed with statements as to the great services 
rendered by Association solidarity, making possible the 
new and favorable terms on machinery contracts. 


The Outlook for Business 


As expressed by representative manufacturers at the 
National Boot and Shoe Manufacturers’ Convention 
in a discussion of general conditions in the shoe in- 
dustry. 


Chairman John G. Holters, Cincinnati; 
John A. Bush, St. Louis; Henry W. Cook 
Syracuse; Raymond P. Morse, Brook- 
lyn; Perley G. Flint, Brockton; Herman 
E. Lewis, Haverhill; A. N. Blake, Lynn; 
W. F. McElroy, St. Louis; Robert Wise, 
Cincinnati; Mark W. Selby, Ports- 
mouth, O.; Robert E. Smith, Chicago; 
John S. Kent, Brockton. 


To get authoritatively, the best opinions of an indus- 
try, is possible only in conventions for correspondence 
never adequately carries the continuity of ideas. It will 


be well worth your time to study carefully the remarks 
of the leading manufacturers, who responded to the 
topic of “‘general conditions in the shoe industry”’ and 
so expressed themselves on the floor of the convention 
this week :— 

John G. Holters, Cincinnati—The general outlook in 
the shoe industry seems to be very good for the first 
six months of the year. I hesitate to predict beyond six 
months, because a great deal depends upon the activity 
of the retail trade in the spring as to the prospects for 
the second half of the year. : 

Labor is well employed and the farmers will have a 
great deal more to spend this year than last, due to the 
better prices they are receiving for their crops. There- 
fore, with labor well employed and the farmers’ in- 
creased purchasing power, everything points to a good 
business for the retailer. 
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No Complications with Labor 

Labor :—I do not believe the shoe manufacturer will 
have any serious complications with labor during this 
year. I think the past year has cleaned up fairly well 
the labor difficulties that existed. Present indications 
do not point to any further labor reductions this year, 
because labor is fairly well employed, and the thing 
that is going to solidify our labor conditions in the shoe 
industry is the fact that the shoe manufacturer is pay- 
ing a fairly high wage, by comparison with other in- 
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dustries, which permits a satisfactory earning capacity 
for the worker and keeps him satisfied. oot 

But the thin; we have all overlooked entirely in 
our endeavors to reduce the cost to the cons.mer is the 
question of distribution, and this, in my mind, is the 
vulnerable spot that will have to be strengthened in the 


future, if our industry is to continue to prosper. Here 
is where we must concentrate our energies to work out 
economics that will enable us to distribute our product 
at the’ lowest possible cost to the consumer, and in 
effecting a saving to the consumer we will be moving 
in the right direction to reap a benefit to ourselves. 
I think I am safe in saying that, 
barring unforeseen adverse develop- 
ments (and I mean by that particularly 
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the European situation) the year 1923 
should be a better year for the shoe 
industry than 1922. However, we are 
not on the threshold of great pros- 
perity, and it is well for us to keep our 
feet on the ground and beware of 
over-expansion. 


Statement of John A. Bush of St. Louis 


I think 1923 is going to be like the train. 
If we don’t keep the brakes or darn tight, we are 
going to slip back. They all tll about what a good 
year we are going to have. We want to be sure that 
our brakes are in working order because there are 
going to be some stiff hills and curves this year uuless 
I am greatly mistaken. 


In summing up quickly the bullish 
and bearish factors, I made a note of 
them. First, the bullish factors are: 
(1) labor fully employed at good wages 
all over the country, and the spending 
power increased; (2) an improved out- 
look on the part of the farm commun- 
ity, those who raise products from the 
soil; (3) apparently no overloaded re- 
tail stocks—better balanced than they 
have been for some time. I don’t 
mean by that, that retailers are under- 
stocked, either. I believe that the re- 
tailers have a good, healthy stock. 


Now, the bearish factors to offset those bullish fac- 
tors, are: (1) A very large production of shoes in the 
latter part of 1922. The year as a whole will go down 
in history, when the figures come in, as large a produc- 
tion in pairs as any year in our history. In connection 
with that big production there will be a surplus num- 
ber of styles, enough to break any retailer in the land 
unless he has got both feet on the ground. 


Increasing Demands of Labor 


(2) Increasing demands of labor, with increasing 
costs. There undoubtedly will be a coal strike in the 
Illinois field, a bituminous coal strike, due to increasing 
demands of labor and unwillingness to work under 
certain conditions, which the mine operator is deter- 
mined to enforce. 

There may be other increasing demands throughout 
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the year. If those increasing demands get costs higher 
we are bound to have a reaction. 

(3) The European situation which has been so much 
talked about is with us, and I would not attempt to 
analyze or talk about it, but it is a deterrent factor and 
upless it is straightened out, it may seriously affect the 
marketing of our raw materials later on. 

Then as we size up the whole year’s situation, I 
should say that the present impetus would carry us 
through the spring. We will have a slowing down in 
the late spring and then it will depend entirely upon 
the crop prospects and the settlement of European 
difficulties, as to how next fall and winter will work out. 


Interdependence of Trade 


Henry W. Cook, Syracuse—The shoe industry is so 
closely interdependent and its present problems seem 
to be of such a general or national scope, that undoubt- 
edly our problems are much the same as those affecting 
the rest of you, particularly in the same grades. I 
question, therefore, if I can add anything to what has 
already been said except possibly as to those special 
problems that seem to be peculiar to the Fine Shoe end 
of the industry. 

As to the leather situation, we find that the market 
continues generally firm, although it bas recently dis- 
played less activity. Such concessions as have occurred. 
resulting from lower raw stock prices of the late fall, 
have been mainly confined to the poorer selections of 
leather and to grades that show accumulation. Prime 
selections of heavy leather. suitable for the best grades 
oi men’s shoes, are not in surplus, and with few, it any, 
exceptions, are still held at the highest quotations of 
many months. The few lots of upper leather that were 
moved late in December, in the way of pre-inventory 
cleap-ups, were practically confined to the little wanted 
grades and selections. 


A Real Leather Survey 


Calf leather, in spite ol the considerable drop in raw 
skin prices of the late fall, shows surprising firmness in 
the choice heavy selections, and price concessions are 
difficult to obtain. 

An acute shortage of fine grade, 
plump weight, small spread kid, has 
developed, until it is most difficult to 
secure adequate supplies of this class 
of leather. This scarcity appears to re- 
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sult more from a change in the nature 
of the raw skins than to increased con- 
sumption. Nor does it seem to be con- 
fined to a few classes of skins—weight 
being absent in most raw material, 
regardless of its origin. This condi- 
tion already presents a most difficult 
problem to manufacturers of men’s 
fine shoes, and unless rectified, will 
become even more perplexing during 
the coming manufacturing season of 
fall shoes, as kid is assuredly holding 
its old-time popularity. 

On the whole there seems little probability of material 
decline in prices of leather suitable for men’s fine shoes. 
No surplus is in sight, and in many selections there is 
such a decided scarcity that with continued good busi- 
ness, which appears likely, we shall do well to hold to 
present levels. 


Manufacturing and Merchandising 


I mention this phase of manufacturing because it 
means so much for volume, and, to my way of thinking, 
volume is the big answer to most of our difficulties. 
To secure that volume our aim must be to keep prices 
down as low as possible. This means a close pricing 
policy with a small profit per pair, depending entirely 
upon volume to give us a fair return for our efforts. 

To accomplish this, those of us manufacturing top 
grades find ourselves in a peculiar, if not embarrassing, 
position. We are experiencing greater difficulty in 
making price readjustments, due to the fact that the 
differential in prices between grades of leather has 
become so much wider than heretofore. For instance; 
the differential in kid between fine selections for the 
top grades and lower selections for the lower grades 
was, before 1914, represented by cents. The difference 
today is figured in dimes. The effect of this is, obvious- 
ly, that top grade prices cannot be lowered in the 
same ratio as formerly existed between them and the 
lower grades. Until this differential more closely 
approaches its former ratio, we, in the top gradew, are 
seriously handicapped in our pricing policies and 
naturally are at a great disadvantage in the eyes of the 
public. 

Apparently the retailer has not yet recovered 
sufficiently from the trying experiences of the past 
few years, or has not gained sufficient confidence in the 
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future, to make commitments beyond his immediate 
needs. While it is always an unhealthy condition to 
be over-stocked, at the same time, the retailer should 
be warned against buying too sparingly. If his stocks 
are permitted to get too low, the result is lost sales, and 
it is my belief that from now on conditions will be 
sufficiently stable to permit dealers to order and protect 
themselves when the salesman visits them to a greater 
extent than has been the custom during the past few 
years. 
Business for Aggressive Men 

Looking ahead through the year 1923, I do not 
believe that we wil) witness any great increase in the 
volume of business, and it would be folly for us to 
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delude ourselves into thinking that we are on the verge 
of boon times, as it is not in the cards. On the other 
hand, there are no real indications of a depression. 
That the situation sec ms to resolve itself into one where 
a pleasing and profitable volume of business will be 
done by those who are aggressive in going after it; who 
buy to advantage; produce efficiently ; and sell econom- 
ically. 
Biggest Issue—Style 

Raymond P. Morse, Brooklyn—The last year has 

not been as satisfactory as many hoped, but it was not 
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unsatisfactory as a whole. The early part of the year 
was poor, due to relatively light buying in November 
and December of 1921. However, following the 1922 
convention, a very satisfactory volume of orders were 
taken, and the factories were busy. 

Unquestionably the biggest issue in the minds of 
women’s shoe manufacturers today is the style ques- 
tion. I think most of us regard it as a disease, whereas 
as a matter of fact it is only a symptom. A real dis- 
ease is the necessity for getting more business. 

If the real cause of the over styling is over capacity 
of our factories, that is a problem that is worthy of 
thought of everybody in this industry. 

We can’t look with much hopefulness to the export 
market to relieve our difficulty. We have got to look 
for more consumption in our home markets. 


Increase Consumption of Shoes 


Other industries have appreciated this problem and 
have taken steps to cultivate consumption in their 
home markets; not a few, but several have done so. 
I have in mind a particular instance which, for the 
best of my information, has been quite successful. 
The raisin growers of California have increased the 
consumption of their product. There are other indus- 
tries—the florists, for example, and the paint and 
varnish people have taken real steps to cultivate their 
markets. But we in this industry have talked about 
it. A year ago we considered a proposition presented 
by Mr. Drake, but we didn’t have the courage to not 
alone go through with it but keep it as a live issue. 


I believe this great industry, if they can 
fullyappreciate that the per capita con- 
sumption of shoes has not increased in 
30 years, will be willing sooner or later 
to take up that subject and make plans 
to increase the per capita consumption 
of shoes. 


Shipping More Shoes Day by Day 
Perley G. Flint, Brockton—I am ready to endorse 
all that Mr. Cook has said relative to the leather situa- 
tion. Consequently, I will make no extended remarks. 
I will say however, that we are going along very 
nicely at the present time. We are very optimistic. 
We are shipping more shoes out of our last district 
than we have for a long time, and increasing every day. 
In fact, we are handicapped a little now in some de- 
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partments for lack of skilled laborers, and operators. 
We expect no change as far as our labor situation is 
concerned. We don’t look for any increase in our costs 
from a labor point of view. 

We have been handicapped a little also in our dis- 
trict from the fact that the railroads have not been 
doing their duty. The deliveries from our district 
have been very poor indeed, but I am glad to say 
that we have had a fight down there recently that looks 
like it is going to produce good results, and we are now 
promised splendid co-operation in the way of delivery 
of our merchandise. 


The Truth about Haverhill 


Herman E. Lewis, Haverhill—I understand on good 
authority that there were more shoes made in Haver- 
hill last year than in the year 1921. 

I think the impression has gotten abroad that we 
are sort of dealing with a bunch of Bolsheviks down 
there. 

As a matter of fact, the manufacturers that belong 
to our Shoe Manufacturers’ Association have been doing 
business for two years with our local union under an 
agreement and we have had no strikes and no lockouts. 
That agreement expired by limitation the first of 
January. The new agreement has practically been 
consummated for another two years. It is a better 
agreement than the old one. We are assured of no 
strikes and lockouts for two years. Labor prices can 
be taken up at any time either for an adjustment up- 
ward or downward, and the questions will be settled 
by a board of arbitration. 

One of the principal features of this new agreement 
that is very gratifying to us; we have been working 
on a 45-hour week, 5 days a week. For seven months 
a year under this new agreement we will have 48 
hours, if we want it, to be divided over 6 days. 

So everything is looking fine. I think everybody 
has got plenty of business; we expect to have all the 
orders in that district that we possibly can take care 
of for the next six months. 

A. N. Blake, Lynn—I think that the factories in 
Lynn are, all of them, very well supplied with orders 
at the present time and in talking with the manufac- 
turers there, I think they expect to be busy during the 
next six months. Lynn today is practically on a basis 
of making fancy, or so-called style, shoes. 

I think that our principal difficulty with leather is 
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not on the question of price but on the question otf de- 
liveries. I fear there will be some delay—in fact, there 
already is—in the delivery of shoes on that account, 
and the transportation is going along in good shape; 
so that on the whole, most of the manufacturers there 
seem to be very optimistic with regard to the first six 
months of 1923, and perhaps for longer. 


The South Is Sunny Now 


W. F. McElroy, St. Louis—The first thing I am go- 
ing to say is that you have got to allow me to claim the 
territory of the West, the Southwest and the South. 

We have a condition in the South that is to us rather 
flattering. They raised a fair crop of cotton, and got 
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a fairly high price for it. They have been able to clean 
up all their old bills and the collections in the South are 
good, and it strikes me that the trade is going to be 
much better there than it is in any other part of our 
territory. 

We have in the West a condition that is pretty hard 
to reconcile. We have the farmer, who is in competi- 
tion with the railroads, for his labor. The railroads 
can pay a price of about three times as much as the 
farmer can, and make a profit out of it. ‘It is harder for 
me to reconcile how the farmer is going to get along, 
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when he pays his help $1.50 a day, and the bricklayers 
of St. Louis have recently decided that they are going 
to get $1.50 an hour. Of the two classes of labor, I 
think the farm labor is the most intelligent. It is a 
pretty hard thing to figure out how they are going to 
get along and compete with railroad shops and truck 
drivers who make forty, fifty and sixty cents an hour, 
and still pay $1.50 a day. 


The Building Boom Helpful 
Robert Wise, Cincinnati—I am very much of an 
optimist as to business conditions for the year 1923, 
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not only in regard to the particular section in which we 
are located, but also to the entire country. 

A few seasons ago the women’s shoe 
business was on a two-season basis. 
That gradually was changed to a season 
of low shoes all the year round, which 
for a while caused very unsatisfactory 
conditions owing to late buying and the 
popularity of a series of fads. This de- 
velopment of style has gradually ag- 
gravated itself so that today we are 
now on a basis of producing so many 
styles and such a variety of styles that 
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the days of fads have been passed. The 
reports given me by several of the lead- 
ing shoe merchants in various-sized 
communities, are that it is no longer 
necessary to delay buying, waiting for 
the last minute styles, as one man very 
tersely put it—‘‘We sell anything today. 
So long as we have a variety of shoes 
in the different materials we are able to 
do business and in consequence I do 
not have to buy as many rush order 
shoes as I formerly did.”” 


A More Contented Labor 


Mark W. Selby, Portsmouth, O.—Labor in Ports- 
mouth is prosperous and contented. We have had a 
very satisfactory year. We are in good working basis 
with them. As probably most of you understand, on 
a strictly open shop plan. . There has been some ad- 
justment in wages downward, but on the whole there 
is very little change that has been made in that regard, 
except the one plant that- we forced to maké some ad- 
justmerts; the other two are practically on the original 
basis, there being three factories in Portsmouth. 

While in the spring of last year we had the same 
experience as others, during the fall and up to the pres- 
ent time we have been running along what we would 
consider about normal. The fitting rooms are, of course, 
the neck of the bottle as far as production is concerned. 

That is what we have got to contend with and there 
is no denying that with the over-capacity in this coun- 
try which has been spoken of already in this discussion, 
there is only one thing that will encourage the buying 
of enough shoes to give us quantity and that is style. 
To reconcile the two and still regulate the style situa- 
tion is the problem we will have to take care of. 

Robert E. Smith, Chicago—In Chicago, conditions 
ace generally good. Labor is well employed. In fact, 
there is a scarcity. Those factories that made reduc- 
tions I think have gone back, so that they are about on 
the same plane as at the peak. 

I think the big job this next year is going to be that 
of the credit man, and I think the salesman in selling 
his shoes to his customer will make a better customer. 
with better results to his factory, if he will watch the 
ratio of that man’s stock to bis sales. I think it is a 
very important subject, and I think the credit man has 
the big job for this year. 
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New Concerns Indicate Progress 


John S. Kent, Brockton—Last year Brockton pro- 
duced about 10 per cent more in pairs than the year 
previous, and the sentiment of the manufacturers there 
now is that they are going to have an increasingly 
large business, that is, increased over last year. I don’t 
think anybody thinks that they can get the capacity 
during this present year. 

The number of new concerns that have started in our 
district has, of course, helped make the volume in pairs 
come up to what it did, and a good many of the older 
and more conservative concerns are doing a much 
smaller business in volume than they would be able to 
do. 

Address on Co-operation 
By JOHN C. McKEON 


This discussion of business conditions was followed 
by an address by John C. McKeon of Philadelphia on 
“Constructive Co-operation Among the Allied Trades,” 
in which he said: 

Economic conditions in practically every industry 
determine the demand for the product. its selling price 
and quality, and it must be borne in mind, along with 
the failure of international trade, that recovery in 
business is more or less abnormal, and still has to do 
with the after effects of the great war, and stabiliza- 
tion only possible through the greatest element of 
study and diplomatic accomplishment of labor wages 
somewhere nearly in proportion to the selling price at 
retail of the finished article. 

Meanwhile, gentlemen, what are we to do? My 
thought is in a few words based upon consrvative 
optimism to build solidly rather than boom, and con- 
duct co-operatively our business so that the best 
goods, moderately priced, will always be in demand, 
and such practical co-ordination in our industry 
directed definitely against the prospect of a buyer’s 
strike. This means pinning our faith to volume; 
minimum markup applied to everything; careful study 
against over production; a broadening of our field of 
distribution wherever possible; continuance of the 
policy of belief in the quick nickel being far more 
healthy as a theory and practice, than the slow dime, 
and our hearts and souls shoved into the conduct of 
our business in such a way that every rising and 
setting of the sun will have completed and ended a 
day of stimulation. 
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Co-operation between shoe manufacturers and tan- 
ners might avoid the present unhealthy condition, and 
frankly, if the shoe and leather trades are doing a 
profitable business, an amount of unnecessary padding 
of prices is essential to take care of these tremendous 
fluctuations, which means that the buying public, to 
whom the retailer must present his product, is paying 
the bill. 

This is intended as a message or an appeal to the 
retailers in our industry who, while sincere in their 
attitude, fail to take cognizance of the existence of 
uneconomic conditions. I do not believe that these un- 


FRANK S. FARNUM 
Elected Director to serve two years 


economic conditions tend in any great measure to dis- 
turb the profits of the manufacturer. I believe in his 
respect they are more irritating and embarrassing than 
actually creative of loss, but one salient point does 
stand out before us all, and that is, this failure of 
economy does indirectly increase the cost of footwear 
to the buying public. 

I am not by any means hipped on the subject of 
the convention date of the Retailers Association, but 
from the simple fact that it is mid season and em- 
barrassing from a standpoint of purchasing, from a 
standpoint of selling, from a standpoint of production, 
some definite consideration in an absolutely receptive 
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frame of mind should be given to a change of this 
date, at least to a period somewhere near the beginning 
of either the spring or fall manufacturing season. 

Gentlemen, I cannot too vigorously urge every 
branch of our industry and every participating human 
factor in each individual branch towards the propa- 
ganda of the fundamental change for the better in 
American business during 1922. It will not remain 
healthy of its own accord. It must be nursed, it must 
be cherished, and a means of existence provided, pref- 
erably along sane lines, as I have above outlined, in 
order that capital as well as labor may equally come 
into its own. 


/ 


Resolutions in the 


The Wednesday morning meeting was by far the 
best of the entire Convention. Secretary J. W. Smith 
presented a few resolutions which were properly passed. 
They are: 

“RESOLVED, By the National Boot and Shoe Manu- 
facturers Association of the United States, Inc., in con- 
vention assembled that the Bureau of Census of the De- 
partment of Commerce be and is hereby commended for 
its able work in the matter of furnishing statistics con- 
cerning our industry.” 

President Briggs commented on the next resolution 
as being based on a movement on the part of Rotary 
Clubs to encourage all industries to adopt code of 
ethics. ; 

“RESOLVED, that the Chairman of Trades Relations 
Committee be directed to select colleagues for the purpose 
of drafting a proposed code of ethics to be adoped by the 
boot and shoe industry.” 


Frank S. Farnum Presents Some 


Frank S. Farnum, Chairman of one of the important 

committees to the association, addressed the session 
n ““How we may help each other to lessen present day 
trade difficulties.’’ He said in part: 

“Mediation and arbitration from disinterested but 
informed sources promote the friendly relations and the 
confidence upon which business relations must be 
founded. There is nothing more conducive to the 
settlement of differences than a fair and candid dis- 
cussion of them, either informally in the presence of 
persons of standing who may help toward the finding of 
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Standing Committees Named 


Standing committees were named as follows: 

Conference—John C. McKeon. 

Trade Relations—Frank S. Farnum. 

Legislation—Aaron S. Kreider 

Membership—John G. Holters. 

Resolutions—John I. Kent. 

Federal Relations—Fred L. Emerson. 

Contracts with Allied Trades—Hovey E. Slayton. 

Councillors and Delegates to the Chamber of Com- 
merce of the United States—Hon. A. S. Kreider and 
J. Franklin McElwain. 


Order of Business 


a settlement which will be fair to both parties or before 
arbitrators who in the same spirit will decide upon the 
merits. 

“Commercial arbitration stands for conservation, not 
only of such material things as profits, property rights, 
and business relations, but still more of such intangible 
but priceless elements of commerce as business honor, 
business safety, and business friendship.” 

On finishing his address, he presented a resolution 
which was acted upon and made one of the platforms 
of the New Year. 

“In view of the fact that the National Shoe Retailers’, 
Wholesalers’ and Manufacturers’ Associations and the 
Tanners’ Council have gone on record by a majority vote 
lo submit all controversies that cannot be mutually ad- 
justed between the contending parties to the Council of 
Arbitration; be it 

“RESOLVED, that when in controversy when one 
suggests arbitration and the other one refuses withoul 
justifiable reasons, the name of the firm, company or 
individual so refusing, be listed in our bulletins as 
refusing to arbitrate.” 

Mr. Farnum continued his address:—There is a wave 
of dishonesty throughout the country, by people who 
are not really merchants. They are drifting into all 
kinds of businesses in which they think there is an 
immediate profit or a getaway. That applies, un- 
happily, in the shoe business, and many men today 
are exploiting shoes who have not any intention of 
remaining in the shoe business, and are simply taking 
their profits or their gains or their unholy profits from 
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the pockets of the manufacturers. Therefore, be it 

“RESOLVED, that where such cases come under a 
criminal violation in which our product is involved, that 
the National Boot and Shoe Manufacturers’ Association 
of the United States, Inc., render, as far as possible, its 
aid with other affiliated trade associations in the prosecu- 
tion of such acts and to give broadcast publication to such 
criminal proseculion.”’ 

One of the intense features of the Convention was 
on account of the joint session of merchants and manu- 
facturers held until very late Tuesday night. The 
factors of changing the date, the place of holding the 


CHARLES H. JONES 


To whom the Association presented a 
magnificent hall clock in recognition of 
his services at Washington 


Convention and the basis of operating it, was thor- 
oughly analyzed, and it was voted: 

“W HEREAS, it is the unanimous sense of the com- 
bined Conference Committee of Retailers, Tanners and 
Manufacturers in session at Hotel Astor Tuesday 
Evening, January 16, that a special committee of seven, 
including the Presidents and Secretaries, from each 
Association, be appointed with full authority to complete 
arrangements for a co-operative exposition to be held in 
conjunction with the N.S. R. A. Convention on a basis 
and at a date most economically consistent with all con- 
ditions and problems involved to the end that fuller and 
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better co-operation for ali parties in interest be obtained. 
“It is moved that the President be instructed to appoint 
such a committee with full authority to act.” 


Walk and Be Healthy 


An important discussion of facts presented by the 
American Statistical Society were considered because 
of the statement made that the consumption of shoes is 
gradually decreasing. On the suggestion of The Tolman 
Davidson Co. of Boston, the Convention discussed 
the use of a slogan and emblem, “Walk and be healthy.” 
Mr. McKeon said on the subject: 

I think, gentlemen, it is a concrete suggestion and 
a constructive idea that, if we adopt it, can do us a lot 
of good. I think you will find a lot of people who ride 
in automobiles today ride in them as a convenience. 
You will find a lot of fathers of families, particularly 
when they begin to get corpulent, say that one of the 
evils of the age is the automobile because it does away 
with exercise. This slogan of ““Walk and be healthy” 
arranged in this form which is copyrighted, seems to 
me well worth adopting. 

It consists of a cut with a little shading in the back- 
ground. There is really nothing to it except a little 
artistic effect. In very prominent display is the word 
“WALK,” and underneath, “‘and be healthy.” 

A resolution was then passed: 

“RESOLVED, that the Conference Committee of the 
National Boot and Shoe Manufacturers’ Association 
consider the advisability of adopting a slogan for the 
entire industry—‘Walk and be healthy’—which is 
dedicated to the trade by the Tolman-Davidson Company 
of Boston.” 

Raymond P. Morse brought up the subject of Retail 
Shoe Men’s Institute, and the Convention passed the 
following: 

“RESOLVED, that ihis Association endorses the 
purposes and the work of the Retail Shoe Men’s Institute 
in educating retail salesmen, and authorizes the president 
fo appoint a special committee of this Association to 
co-operate in extending this work, if in the judgment of 
the president the proper opportunity arises for the ap- 
pointment of such a committee.” 

The following addresses were made, and will be 
published by us later: Constructive Co-operation 
Among Allied Trades, by John C. McKeon; Education 
in Business, by Charles H. Jones; A Message from Hon. 
Herbert Hoover, by Wm. A. Durgin, together with one 
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by Mr. Lewis K. Liggett, President of the United 
Drug Company and Liggett’s International. 

This was followed by Memorial Resolutions and the 
announcement of new officers for 1923, as elected by 
the Board of Directors. The meeting concluded with 
the customary speech by the President elect, who com- 
mented on the fact that the grist of new things pre- 
sented during the Convention this year was by far the 
best in its history. 


Banquet Best and Biggest Ever 


The Nineteenth annual banquet of the N. B. & 
S. M. A. was the most largely attended banquet in the 
history of the association—150 more persons gathered 
around the festive boards than ever before. The 
Toastmaster, President Frank R. Briggs, recalled the 
activities of the past year, the real achievements of 
the association, and the inspirations and _ benefits 
received. He emphasized the good work accomplished 
in connection with the Tariff Bill, which has recently 
become a law. His references to the courageous and 
forceful defence of the shoe industry by Congressman 
Kreider, former President John S. Kent, Milton S. 
Florsheim, and Charles H. Jones, brought forth much 
applause. With renewed applause when Mr. Jones 
was presented with a magnificent Tiffany hall clock 
(Gothic design, Waltham, three chime works, and 
standing about eight feet high) as a token of the 
associations very greatful appreciation of his successful 
efforts in helping to retain free hides for the industry. 

When the strains of the orchestra “For He’s a Jolly 
Good Fellow” had died away, Mr. Jones responded 
to Mr. President Briggs’ very fine presentation speech 
in his usual frank and from-the-heart manner. The 
great. speeches of the evening were by Honorable Theo- 
dore Burton, Senator and Dr. S. Parkes Cadman, 
an Episcopal Rector of Brooklyn, N.Y. The meeting 
adjourned at midnight. 


Wholesalers Hold Annual Meeting 


The annual meeting of the National Association of 
Shoe Wholesalers was held at the Copley-Plaza, Bos- 
ton, January 12, following a meeting of the executive 
committee, January 11, President 1. E. Dooley of 
Knoxville, Tenn., presiding. 

Pilferage from shoe containers in shipment was one 
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of the important subjects discussed. Many of the shoe 
wholesalers opposed some of the changes proposed in 
containers recommended by the Freight Containers’ 
Bureau of the American Railway Association. 

lt was pointed out that the proposal for strapped con- 
tainers to prevent theft on the part of railroad employees 
would shift the burden of responsibility from the carrier 
to the wholesaler. This was strongly opposed. Sec- 
retary Louis M. Taylor of New York led the discussion 
regarding the new freight regulations. 

During the discussion President Dooley spoke of the 
proposed plans for a style show to be held by the manu- 


HERBERT P. GLEASON 


Elected Director to serve one year 


facturers of shoes selling the wholesaler. There was no 
set date, but it is believed that-about July 15 would be 
favorable. If successful, it is to be an annual affair. 

Heavy business kept several of the large wholesalers 
away from the annual gathering. 

The meeting was adjourned after the report of the 
nominating committee, as follows: President, 1. E. 
Dooley; vice-president, E. Walter Smith; members of 
executive committee, one year, Irving R. Fisher, W. 
Lee Brand and Byron S. Watson: two years, A. H. 
Berry, H. D. Hurd and E. V. Stewart; three years, D. 
L. Aronson and John E. Scattergood; secretary-trea- 
surer, Louis M. Taylor. 
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Hosiery department in White Shoe House, Fort Worth, Texas, of which 
Mrs. C. C. Clark is manager 


Is This What Happens in Your Store? 


By REBECCA STEVENSON 


section of real business life that will tell more 

than much description. These pictured scenes 
were noted in a particular store in a particular city, 
but no doubt, Mr. Reader, they might have been 
snapped in your very own store. If they couldn’t have 
been taken in your store, you may be interested in mak- 
ing comparisons. Of course there are ““Whys and Where- 
fores’’—and thereby hangs the tale. 

First Picture—A woman patron and an alert young 
salesman are both feeling pleased. The woman is 
pleased with her purchase of new pumps, and the sales- 
man is pleased that he has sold her just what she wanted. 
As he smiles the final smile, he murmurs politely, 
“You'll find just the pair of hose for those pumps at our 
hosiery department.” 


Th wee are three little pictures taken from a cross 


Sales Made by Suggestion 


The woman had decided ere this to stop at the Hosiery 
department, because she had been sitting where she 
could see the department and had observed that there 
was some sort of a magnet-like attraction. But she was 
glad to have been asked by the salesman to stop at the 
hosiery department and thought to herself, ““Now 
that’s what I call service. This is a good place to buy 
one’s shoes and hose.’’ And straightway she proceeded 
to purchase the proper hose. 


Hosiery Display in Rest Room 


Second Picture—A young woman and her small son 
had been spending the last twenty minutes in the 
children’s department buying new shoes for Sonny, 
who was so perfectly delighted with the balloon that 
had been given him as a favor with his purchase of new 
shoes, that his mother decided to stop a few moments 
in the rest room to allow him to enjoy his new plaything 
and give herself time to do a little phoning. The rest 
room in this particular store is at the front of the store 
adjoining the hosiery department. As the mother re- 
Jaxed in one of the comfortable chairs, her attention 
was attracted by the hose on the display stand and by 
the efficient saleswoman in the department. She de- 
cided she simply couldn’t allow the opportunity to slip 
by, so purchased hose. Not wishing to be selfish, she 
couldn’t resist the good-looking socks for little boys just 
Sonny’s age. 


Some Accessories Sold, Also 


Third Picture—Two young things chattering about 
everything in general, come into the store. “You know 
I’ve simply got the habit of buying my hose here. And 
they do have just the things I want. I like the woman 
who sells them, too. You know that goes a long way 
now. Oh, no, I can’t buy any new shoes, I simply can’t, 
but I do want some chiffons, the kind like cob-webs.” 
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Here they find hose of just the right sort of gossamer- 
like mesh. The saleswoman has suggested a look at the 
lingerie in her department. And they do find simply 
“the dearest teddies’’ and “perfect loves of sheer silk 
vests.” “Oh, yes, a hair-net, please. You know Dick 
doesn’t like my bob, so I wear a hair-net to fool the 
dear.” And they leave with hose, lingerie and hair-nets. 

Oh, yes, Mr. Reader, this hosiery department is in 
a real shoe store in Fort Worth, Texas. It’s located 
in the White Shoe House, owned and operated by 
George W. White. It’s serving a large number of pat- 
rons. It’s rendering high class service and is making 
the most of every opportunity that results from being 
a part of a retail shoe store. The line of lingerie, the 
attractive boudoir footwear, and the much demanded 
hair-net mean additional sales, and the patrons are con- 
vinced that this hosiery department is interesting in 
serving the needs and wants. 


More Than 12 Per Cent 


Twelve and a half per cent of the total business is 
done in the Hosiery Department at the White Shoe 
House. This department occupies only about two per 
cent of the entire space in the White Shoe House. 
These most inspiring figures were given by Mr. White in 
discussing this part of his business. 

In talking of the hosiery business, Mr. White said 
there were three factors which he considered of great- 
est importance in building a hosiery business. 


You Have Got to be There with the Goods 


First of the factors that make for success, Mr. White 
named as the proper merchandise. In other words you 
have to be there with the goods. No matter where the 
department is located, what excellent salesmanship may 
be expended, in building a lasting business the hosiery 
department must have a good line of merchandise. Mr. 
White considered it the wise plan to select some well- 
known hose that had a reputation for quality and name 
this as the leader among the hose offered. Of course, 
it is necessary to carry other brands, but push the sales 
on one line. A merchant should confine himself to a few 
lines instead of attempting to stock up on a great num- 
ber. At the hosiery department at White’s, its Phoenix 
hose are the leaders. The merchant must consider 
his head-liner as to suitability in quality and price. 
Quality is one of the factors upon which Mr. White 
has built business. It’s quality that brings repeat sales 
and repeat sales are needed in building a business. 


Compartment Must Be Conspicuous 


Second in the important factors, Mr. White placed 
the location and accessibility of the department. A 
hosiery department if rightly placed, will attract pat- 
rons and oftentimes the location spells business suc- 
cess or failure. Since women are the chief patrons in 
most retail stores, the hosiery department should be 
placed near where they purchase shoes, where they 
enter the store or where it can be easily seen and quickly 
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reached by the women. At the White Shoe House, the 
second floor of the building is occupied by the women’s 
and children’s departments. There is an attractive 
rest room or parlor, furnished for the comfort and 
pleasure of the women patrons. This is in the front 
part of the building. Just adjoining or almost a part of 
this attractive rest room is the hosiery department. 
One can sit in one of the comfortably cushioned chairs 
and have hose brought to her. A woman may desire to 
rest a bit from shopping, to use a phone, or to write a 
letter. Right near her is the department which can not 
fail to attract her attention. Sometimes the sales rack 
is set out before her very eyes in an irresistible manner. 


Salesmanship Is Third Important Factor 


Even if the quality of merchandise is good, the loca- 
tion well-chosen, it takes a successful saleswoman to 
make a success of the department. She must know 
people as well as hose. She must be interested in what 
she is doing. 

Mrs. C. C. Clark, head of the hosiery department at 
White’s, has a personality well adapted to selling hose 
and has a knowledge of hose and women. It’s hardly 
necessary to say she is a success. “It’s finding out what 
women want that counts,’ Mrs Clark said. 

Some women know and say what they want. They 
are the kind that are sold quickly, according to Mrs. 
Clark’s experience. There are others who don’t really 
know what they want. It takes careful handling of 


these patrons. Mrs. Clark said that it is not always 
possible to judge the kind of hose a woman desires by 
looking at her. Some very well-dressed women are not 
accustomed to paying much for their hose and can’t 
be converted into doing so. “No matter what a woman 
wants, she likes to be shown the best hose in the store, 
if she doesn’t state a price,” Mrs. Clark said. 


Co-operation in Buying Hose 


It’s always a mooted question as to who shall buy 
hose for a hosiery department. This question has been 
successfully solved at the White Store. Mr. White has 
evolved a co-operative plan that has worked out most 
admirably at the White Shoe House. Mr. White be- 
lieves that a woman and particularly the woman who 
sells the hose is the best suited to decide on the styles, 
and a man who has displayed business acumen is the one 
suited to decide on the prices and quality. The quan- 
tity is decided upon by their joint judgment. John E. 
Volmers, who has been associated with Mr. White in 
the shoe business for twenty years, and who is thor- 
oughly schooled in the science of merchandising, is 
the business head of the department and does the buy- 
ing. Mrs. Clark is the salesmanship head and is relied 
upon to give her judgment as to styles. 


Month-end Sales a Feature 


Unusual value sales are offered as month-end or 
clean-sweep sales. Broken lots are cleared out. Some- 
(Continued on page 62) 
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Children Now Telling the Merchant Where 
He “Gets Off” 


From address at N.S. R. A. Convention 
By MAURICE J. YOSKIN 
Chairman of Children‘s Style Committee 


N past years, children’s, misses’ and boy’s shoes 

were plain staple, such as white, tan calf, black 

calf, regardless of the styles of men’s and women’s 
shoes. Now there seems to be a decided tendency to 
follow the trend. of adult styles, perhaps for no other 
reason than that the boys and girls of today want what 
they want. 

Thus we are now facing a juvenile consumer demand 
in a game where heretofore all the decisions were made 
by parents. You will remember that often, even though 
bitter tears were shed because little Peggy wanted a 
pair of fancy slippers, she had to be content with a pair 
of uninteresting heavy shoes.- 


High Shoes Less Popular 


There seems to be a falling off of high shoes in grow- 
ing girls’ sizes and even in the misses’ sizes. Growing 
girls are buying and wearing low shoes to almost every 
occasion, such as brogues, and heavy strap effects for 
school, and dainty straps and tongue effects for dress, 
and quite a number of the same low styles in the child- 
ren’s run. 

In misses’ shoes, tan calf sturdy oxfords dolled up in 
semi-brogue effects, smart saddle patterns, and the same 
styles carried out in medium cut boots prevail. Black 
calf seems to be looming up very strong. 


Sturdier Leathers the Best 


In selecting shoes for children, although everything 
tends to be fancy, the utility side cannot be lost sight of. 


Sturdy leathers such as veals, grains, kips, and elks 
should have preference, as these leathers give longer 
service and will not scuff as readily as the smooth 
leathers. 

There seems to be a falling off in demand for patent 
leathers in women’s shoes, but it is surprising to note 
the number of patent leather shoes we are selling for 
dress. Even though the public has been educated to 
believe that patent leather does not give service, yet 
patent leather seems to predominate at the present 
time. You know a youngster is dressed up, if she has a 
pair of patent leather shoes to go with any wearing 
apparel, and I would strongly say that patent leather 
this spring would be bigger than ever. 


Black Calf Looms Strong 


Black calf shoes play a prominent part in our sales. 
I am quite sure all of us carried over a lot of these in the 
last two years that we could not move even with the 
heaviest of premiums. This recent activity is due, no 
doubt, to the fact that the various colleges, private 
schools, and institutions have adopted black calf as 
compulsory. We have made quite a few changes. For 
instance, a good looking broad toe last combined with 
good fitting qualities. This must have a special narrow 
back part that assures proper fit, as often customers 
want their children’s shoes a half size longer. The 
patterns have to be altered accordingly. This is a very 
important feature. No matter how good the fitting 
qualities of the last, if the pattern does not fit, the shoe 
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will not fit under any condition. The pattern must suit 
the last. 

Next to the character of the shoes, service is most 
essential, therefore it is important to have the right 
kind of a selling force in order to build up a real big 
children’s business that will mean a future following in 
the men’s and women’s. You must fit the children 
properly, and to do this you have to have certain girls 
who do nothing but sell children’s shoes and make it a 
profession. 

Where Real Service Counts 

Personality combined with the motherly instinct is 
just as important in a sales girl as being able to fit shoes 
properly. Once you win the customer’s confidence they 
are your greatest ally. For example, a customer came 
into our store some time ago, and insisted upon a 10D, 
when the child really should have worn 11 B, but our 
sales girl stood pat and absolutely refused to sell her 
anything but an 11 B. The customer was convinced 
and took the shoes. Today she is one of the best 
boosters because she knows when she comes into our 
store, we give her what is right, or if we do not have 
the size, we will make her a special pair, or even let her 
walk out, rather than sell her a pair that would injure 
the child’s foot. 

It is therefore necessary that children’s shoes be 
bought in all widths and sizes, as it is a physical impos- 
sibility to sell shoes on D and E widths alone. There are 
just as many children with narrow feet, as there are 
adults. It is interesting to note that children’s feet 
today are more naturally grown, than those of children 
of former days. This is due to careful attention to 
lasts and patterns and sizes and widths to insure proper 
fitting. 

I believe this spring that sport oxfords in combina- 
tion effects, mostly tans and plain toes, will be a big 
seller, followed up by play sandals. For dress, I believe 
patent leather one straps and the newer patterns such 
as saddle effects will be the leading numbers. This 
same shoe should be duplicated in white for the sum- 
mer months. 


Is This What Happens in Your Store? 
(Continued from page 60) 

times specials are offered at this time. The big de- 
mand at the hosiery department at White's is on 
hosiery ranging in price from $1.95 to $2.85. Sixty 
per cent of the business is done in this grade of -mer- 
chandise. Cob-web weaves are in demand at the 
present time. The tailored seam is favored. While 
winter weather brings some demand for woolens, the 
bulk of the business is always done in silks. Black re- 
mains the leading color, followed closely by browns in 
various shades. White’s have a special which is called 
White’s Special. It is a good medium-priced hose and 
always remains a good seller. 

“It takes careful buying, frequent buying, and a 


January 20, 1923 


knowledge of style as well as good salesmanship,” said 
Mr. White. “But with five turn-overs a year it pays, 
if rightly handled. I’m doing 12 per cent of my busi- 
ness in 2 per cent of my space.” 


1921 Production Showed Decrease 


Washington, D. C. Jan. 16—Production of boots and 
shoes in 1921 amounted to 284,660,000 pairs as com- 
pared with 331,225,000 pairs in 1919 and 292,666,000 
pairs in 1914, according to figures compiled by the 
Bureau of Census. 

The figures show a marked decrease in the number 
of men’s boots and shoes, high and low cut, as the pro- 
duction in 1921 was 69,358,000 pairs as compared with 
95,017,000 pairs in 1919: Boys’ and Youths’ and Little 
Gents’ 18,462,000 in 1921, as compared with 23,503,000 
in 1916; Women’s 101,140,000 in 1921 as compared with 
104,813,000 in 1919: Misses’ and Children’s 34,298,000 
in 1921 as compared with 48,538,000 in 1919: Athletic 
anJ Sporting (Leather) 5,547,000 in 1921 as compared 
with 586,000 in 1919: All canvasand other textile fabrics 
8,602,000 in 1921 as compared with 11,056,000 in 1919. 

Infants’ (high and low cut) 17,379,000 in 1921 as 
compared with 16,669,000 in 1919. All other footwear 
(including slippers for house and evening wear at home, 
barefoot sandals and play shoes, moccasins, and all 
others not specified above} 29,874,000 in 1921 as com- 
pared with 1919, 28,043,000. 





Daniel Tyler Heads Linscott-Tyler- 
Wilson Co. 


Boston—On January 1, 1923. Albert H. Linscott 
of Linscott-Tyler-Wilson Company, sold his financial 
interest to his two partners, Daniel Tyler and Robert 
G. Wilson. Daniel Tyler will be President of the 
Company and Robert G. Wilson Treasurer. 

Mr. Linscott will continue with the company as a 
buyer of sole leather and in an advisory capacity. 
T. J. Manning continues as superintendent of manu- 
facturing, and L. B. Holmes as office manager and 
buyer at Rochester. Oscar D. Whitcher and Daniel 
Tyler, Jr., will be on the selling force. 


Strike Off at Haverhill Factory 


Haverhill, January 16, 1923—The strike at J. H. 
Winchell & Company’s shoe factory in Haverhill is 
now settled. The Shoe Workers’ Protective Union has 
decided not to pay any more strike benefits in con- 
nection with the Winchell labor difficulty. The effect 
of this is that the workers at the Winchell factory have 
returned as far as positions are available. The Win- 
chell concern is now operating its plant at fair capacity 
with the prospect for a large production this year. 
The settlement of this controversy offers encourage- 
ment toward a generally more satisfactory labor 
situation in Haverhill. 
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Congressman Sydney Anderson (right) is seen here in consultation at Chicago 


with A. H. Geuting. 


Mr. Geuting gave freely of his time and energy in working 


with Congressman Anderson when the latter was chairman of the Joint Committee 
on Agricultural Inquiry 


What Are We Guing to Do About the 
High Cost of Distribution? 


From address at N.S. R. A. Convention 
By CONGRESSMAN SYDNEY ANDERSON 
Chairman of the Joint Commission on Agricultural Inquiry 


T may seem natural to suppose that after an inves- 
] section covering the whole economic field in the 
United States, I ought to be able to come here and 
make suggestions to you which could be applied like a 
porous plaster to the back of the patient and give im- 


mediate relief. I have no such plan. I[ have no 
guaranteed-to-fit, ready-to-put-on, new plan of dis- 
tribution to suggest to you. I am not going to pro- 
pose any program of legislation to cure all the ills of the 
distributive system of the United States. 

After all, whatever we can achieve in the way of 
better distributive processes in the United States must 
be accomplished in the same way that the improve- 
ments of method which we have already brought about 
have been accomplished. In other words, improvement 
of distributive processes is a method, a process of in- 


vention, evolution, experimentation, education and 
imitation. It is the process of the solution of the indi- 
vidual problems of each merchant, each manufacturer, 
each farmer, and each consumer, and as each solves his 
own problems, so the problems of the nation are solved, 
because, after all, the problems of the nation are only 
individual problems multiplied. 


The High Cost of Selling 


Now, our investigation showed that 49 cents of every 
dollar which the consumer pays goes to pay the cost of 
selling, transporting, carrying and delivering the goods 
that he buys. In other words, that it costs substan- 
tially as much to serve as it does to produce and deliver. 
Of the total costs of production, manufacture and dis- 
tribution, the cost of retail distribution is by far the 
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greatest. It is greater than the cost of transportation, 
greater than the cost of wholesaling, greater in most 
instances than the cost of manufacture and in a great 
run of commodities, the cost of retail distribution is 
greater than the amount which the farmer gets for the 
production of the raw material out of which the con- 
sumer’s goods are made. , 

On the whole, averaging the five retail trades with 
which we dealt, groceries, clothing, dry goods, hard- 
ware, boots and shoes, we found that out of every 
dollar the consumer pays, retail distribution takes 
twenty-seven and a half or twenty-eight cents and of 
this twenty-seven and a half or twenty-eight cents, 
slightly less than six cents represents the retailer’s 
profit and the remainder, the cost of doing business. 

Now then, what does the retailer furnish the con- 
sumer for this twenty-eight to thirty cents which he 
takes out of the consumer’s dollar besides the sign on 
the plate glass window on the front of his store? In the 
first place, he provides the consumer with a convenient, 
even a luxurious place in which to trade. In the second 
place, he furnishes a stock of goods which enables the 
young man or the old man in the most remote hamlet of 
the United States to be as well dressed if he wants to be 
as his brother on Broadway or on Broad Street. The 
retailer also furnishes the consumer with credit where 
the customer finds it inconvenient to pay cash. He de- 
livers the goods when the customer finds it inconvenient 
to carry them home. 


But in addition to these services, 
which are either fundamental or are re- 
quired by consumer demand, the retail- 
er furnishes the “know how.” He 
furnishes the knowledge of styles, of 
quality, of variety, the ability to pur- 
chase in quantity to meet consumer 
needs, and this is among the most valu- 
able service which the retailer furnishes 
to the consumer. In other words, the 
retailer is the community buyer. 


[I want to get that over, because I think it is impor- 
tant that the retailer should recognize the fact that his 
buying obligation is to his consumer rather than to the 
manufacturer or wholesaler who sells him his goods. 
Once we can get into the minds of the retailer the idea 
that his first obligation is the one he owes to his com- 
munity as the community buyer, the sooner we shall 
be able to make some progress in reducing the cost of 
distribution. 

Whenever the retailer ceases to be or neglects to be 
the representative of his community, purchasing for 
them their requirements, and becomes the mere agent 
of the manufacturer, he ceases to perform one of his 
most important functions. 


More About Feet—Less About Style 


It is perfectly obvious ‘that if the retailer is the 
purchasing agent of his community, the more he knows 
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about his community requirements, the better merchan- 
diser he will be and the better he will be able to adjust 
his stock to those requirements and secure a rapid turn- 
over of it. Sometimes I think perhaps this doesn’t 
sound very good, that if the retail shoe dealer knew 
more about feet and less about styles, he’d come nearer 
fairly representing the consuming requirements of his 
community. 


After all, after everything that may be 
said about style—and I recognize the 
importance of the style element— 
every shoe that the retail shoe dealer 
buys has got to fit somebody’s feet and 
the more closely he buys the sizes, the 
more closely the stock that he carries 
approximates the needs of his consum- 
er, the smaller his stock will be, the 
quicker the turn-over will be and the 
more adequately he will represent his 
purchasing constituency. 


One of the fundamental reasons for the high cost of 
retail distribution is to be found in the fact that the re- 


SAM A. DAVIS 
Newly appointed Field Secretary of the 
N.S. R. A. 


tailer deals in small quantities. It costs more to sell in 
small quantities than it does in large quantities. It 
costs more to sell a hundred thousand dollars’ worth of 
goods to two hundred customers at $500 apiece than it 
does to sell to one hundred customers at a thousand 
dollars apiece. This emphasizes the importance of the 
steady customer in our scheme of distribution. Now, 
if it is a good thing for the consumer to concentrate his 
purchases with the home merchant, and every one of 
you believes it is, it is a darned good principle for the 
retailer to apply in his own transaction. 

I have had a good deal to do with the cost of market- 
ing and I am convinced that one of the reasons for the 
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high cost of marketing of farm products is that the 
farmer produces too many varieties, he sells in too 
small quantities, he doesn’t guarantee the quality of his 
product, he doesn’t guarantee its delivery. And in that 
respect he is not very different from the retail merchant. 
The retail merchant carries too many varieties. He 
sells in small quantities, which can’t be helped. He does 
guarantee the quality and the delivery which often- 
times the manufacturer doesn’t recognize, but after 
all, as I said, if it is a good thing for the consumer to 
concentrate his purchases with the home merchant and 
with one merchant as far as possible to become a steady 
customer, so it is a good thing for the retailer, so far as 
he can, to concentrate his purchases with the manufac- 
turer. Because it is wide variety in small lots that 
increases the cost of distribution. 


Where the Manufacturer Makes a Mistake 


Now I have discovered in my consideration of this 
question there are certain practices indulged in by the 
manufacturers which very greatly influence the cost of 
distribution on the part of the retailer. One of these 
practices which I have in mind is this: 

A manufacturer after manufacturing a stock which he 
has on hand for his regular numbers, covering the or- 
ders which he has previously obtained, finds that he has 
a considerable surplus of stock. So he proceeds to man- 
ufacture a special number or freak design, and thinks 
it will sell because of its freak characteristics. He 
organizes a special sales force, sends his torce out over 
the country to induce the retailer to purchase this new 
design that he has evolved. The consequence is that he 
overstocks merchants who have already purchased all 
that their consumers require and minimizes the value 
of the standard numbers which he has already sold. 


Even Flow An Aid To Economy 


The object of distribution is two-fold. The func- 
tion of distribution is two-fold. It contemplates the 
transportation, sale and delivery of goods from the place 
where they are produced or the raw materials are 
produced to the place where they are consumed. Sec- 
ond, carrying the commodity from the time they are 
produced until the time that they are consumed. 

Now it follows that the more evenly the goods flow 
through the processes of conversion, distribution and 
sale, the cheaper will be the processes of distribution 
and so our effort ought to be to secure a constant and 
even flow of goods from producer to consumer. Now 
that isn’t possible where goods are manufactured on 
the theory of selling what you make instead of making 
what you sell and if I were a manufacturer and con- 
trolled the manufacturing policy of the United States, I 
would undertake to find out what the opinion of the 
retailer was with respect to the goods required by his 
customers instead of manufacturing a lot of goods, 
torcing them out through the channels ot distribution 
without any respect for the opinions of the retailer as 
to the consuming requirements of his community. 


BOOT AND SHOE RECORDER 


65 


Why Distribution Costs So Much 


There are three fundamental sources of excessive 
costs of distribution. They are excessive manufacture, 
over-production and over-competition. I know those 
things sound like an anomaly, but they are true. We 
have the finest example of the effects of over-capacity 
upon prices in the coal situation today that anybody 
could imagine. And we have excessive plant capacity 
in almost every line of manufacturing today. When a 
manufacturer has excessive plant capacity he wants to 
keep it employed so as to keep it coincident with 
production. Then he starts out to force goods through 
the channels of distribution. The consequence is these 
goods begin to congest the channels of distribution. 
Merchants are induced to take on larger stocks and as 
they take on stocks which are in excess of normal con- 
sumers’ requirements and normal turnover; this idle 
stock tends to absorb capital, and as capital is absorbed 
and more and more goods put into storage at one time 
and another, we finally reach the point we reached in the 
latter part of 1919 or the early part of 1920 when every- 
body finds themselves with a surplus of goods and an 
exhausted credit which compels the putting of these 
goods on the market and the perpendicular decline in 
prices and an agricultural and industrial depression. 


The Effects of Congestion 


This over-accumulation of stocks congests the chan- 
nels of distribution. This means not only that the 
retailer slows up his turnover, but the manufacturer 
soon finds himself confronted with the fact that he has 
oversold the trade, has no outlet for his product, has to 
shut down his plant, throw his men out of employment 
which only accelerates the beginning of the downward 
trend of prices. I want to emphasize this one thing: 
That distribution contemplates more than the mere 
getting of a thing from a man who has it, who has no 
use for it, to a man who hasn’t got it and has a use 
for it. 

It contemplates all that from production to the final 
sale to the final consumer. And the quality of produc- 
tion may have just as much to do with the cost of dis- 
tribution as the processes of the distributor himself. 
For example, we produce sixty varieties of cotton in 
this country. The commercial requirements could be 
covered by fifty. If we could establish cotton produc- 
tion on fewer varieties of soils best adapted to them, 
concentrate production to the point of production so 
that they could move more directly to the spinner, we 
could save enormously in the cost of distributing cotton 
and cotton goods. I merely mention that because 
it illustrates the fact that the problem of the retailer 
isn’t merely a problem of the retailer, and the problem 
of the farmer isn’t merely a problem of the farmer. 
The problem of the farmer is a national problem. 
The problem of the retailer is a national problem which 
can only be solved in its relationship to the problems 
of other people. 
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One of the busiest booths at the Chicago convention was our own. It was jammed most of the time by 


merchants, manufacturers and traveling salesmen. 


The map stuck full of pins re presented the dis- 


tribution of ““Boot and Shoe Recorder” circulation. The two men in the photo are C. G. Phillips (at 
the left) and E. B. Terhune, president and general manager, respectively of the “Boo t and Shoe Re- 
corder Publishing Company.” 


Canadian Allied Shoe Trades Meet at Montreal 


Co-operation for 1923 the Keynote of a Harmonious Get-Together—500 in 
Attendance, Manufacturers, Wholesalers and Merchants 
Elect Officers—Important Resolutions Passed. 


OUNT ROYAL HOTEL, Montreal, the newest 
M and largest of Canada’s caravanserai, was the 
scene during the first three days of this week 
ot a gathering of the Dominion’s retail shoe merchants, 
wholesalers, manufacturers, and traveling shoe sales- 
men. Each branch of the allied shoe trade held its 
meetings separately, but met as the happy members of 
one big household at luncheon and at the big banquet 
of Wednesday evening, January 17. 
All together, there were about 500 delegates on the 
registration role, with 65 sample rooms at the hotel, 
displaying the latest style in boots and shoes. 


List of Exhibitors 


Tred-Rite Shoe Co., Ltd., Otterville, Ont.; Theodore 
Mayer, Ltd., Montreal; J. Hewetson Co., Ltd., Acton 
and Bramton, Ont.; Eureka Shoe Co., Ltd., Three 
Rivers, Que.; Globe Shoe Co., Ltd., Terrebonne, Que. ; 
Bastien Freres, Lorette, Que. ; International Supply Co., 
Kitchener, Ont.; Albert Charron, Contrecoeur, Que.; 


The Slater Shoe Co., Ltd., Montreal, P. Q.; Canadian 
Shoes Ltd., Toronto, Ont.; Canadian Footwear Co., 
Ltd., Montreal, P. Q.; J. & T. Bell, Ltd., Montreal, 
P.Q.; United Last Co., Boston; Tetrault Shoe Mfg. Co., 
Ltd., Montreal, P. Q.; Gagnon, Lachapelle & Hebert, 
Montreal, P. Q.; The Hurlburt Shoe Co., Preston and 
St. Mary’s, Ont.; Charles A. Ahrens, Ltd., Kitchener, 
Ont.; Ames, Holden, McCready, Ltd., Montreal and 
Ste. Hyacinthe, P. Q.; Armand Bastien, Indian 
Lorette, P. Q.; Beardmore & Co., Montreal and 
Quebec; Charbonneau & DeGuise, Montreal, P. Q.; 
Corson Shoe Mfg. Co., Ltd., Toronto, Ont.; Dufresne 
& Locke, Ltd., Montreal, P.Q.; Dupont & Frere, 
Montreal, P. Q.; The Eagle Shoe Co., Ltd., Montreal, 
P. Q.; The Fix Shoe Co., Ltd., Montreal, P. Q.; Getty 
& Scott, Ltd., Galt, Ont.; W. B. Hamilton Shoe Co., 
Ltd., Toronto; The Hartt Boot & Shoe Co., Ltd., 
Fredericton, N. B.; Huron Glove Co., Ltd., Lorette- 
ville, P. Q., Invictus Shoe Co., Ltd., Montreal; Kings- 
bury Footwear Co., Ltd., Montreal; The MacFarlane 





January” 20,°1923 


Shoe Co., Ltd., Montreal; John McPherson Co., Ltd., 
Hamilton, Ont. ;La Parisienne Shoe Co., Ltd., Hamilton, 
Ont.; Scheuer, Normandin & Cie, Montreal; Geo. A. 
Slater, Ltd., Montreal; The Tebbutt Shoe and Leather 
Co., Ltd., Three Rivers, P. Q.; The Talbot Shoe Co., 
Ltd., St. Thomas, Ont.; The Reynolds Co.; Arrow 
Shoe Co., Ltd.; Dunbar Pattern Co., Brockton, Mass.; 
Holt, Renfrew & Co., Montreal; The Wm. A. Marsh Co. 
Ltd., Quebec; John McIntyre, Ltd.; The John Ritchie 
Co., Ltd., Quebec; L. C. Van Geel. 


President Daoust of Manufacturers’ Opens Convention 


On Monday, January 15, the “‘first gun” in the big 
meet was fired with “Manufacturers’ and Buyers’ 
Day,” the retail shoe merchants entering full force 
upon their convention on Tuesday, January 16. 

In opening the convention, Joseph Daoust, President 
of the Shoe Manufacturers’ Association of Canada, 
explained that the reason the headquarters of the 
association had been transferred to Montreal from 
Toronto is that Montreal is the centre of the Canadian 
shoe industry. 

Howard P. Cobb, C. P. A. Industrial Engineer of 
Boston, gave a technical address on “Figuring Costs to 
Safeguard Profits.” 

A. Belanger, principal of the Montreal Technical 
School, gave an address on “Technical Education for 
Shoemakers.”’ 

The manufacturers heartily cheered the announce- 
ment that the wholesalers would co-operate with them 
in a credit service for the whole of Canada. 


Style Show a Big Success 


Shoes for the coming Easter parade, and apparently 
for all other possible occasions, many of them of 
Canadian manufacture, were exhibited Tuesday eve- 
ning in the Mount Royal Hotel, when Nathan Cum- 
mings staged a living-model style review for the 
Canadian shoemen at present convened in this city. 

Upward of two hundred retail shoe men from all 
parts of the Dominion were present, while femininity 
was also represented in the audience, although only in 
small numbers. A three-piece orchestra added to the 
interest and enjoyment of the onlookers, who were in 
true convention mood. Four young women, pro- 
fessional mannequins, displayed the shoes from a run- 
way, with central platform, on which a spotlight was 
centered. 

Practical Shoes Shown 


The footwear shown was not of the “show” variety, 
but practical shoes, adapted to the needs of the ordi- 
nary wearer. The styles ranged from a pair of silver 
brocaded, ultra-high-grade evening slippers, to sports’ 
oxfords, with rubber soles. 

A tendency to return to the “Colonial” style of shoe 
was much in evidence. This effect was gained chiefly 
by the use of a large, fancy “‘tongue,” supported at the 
back by an ankle strap. Several cut-out effects were 
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noted. A large proportion of the footwear consisted of 
broad-toed, low-heeled oxfords, yet ‘“‘smart” withall. 
Shoes included patert leathers, black and gray suedes, 
black velvets, white back, and combinations of patent 
with suede, and buck with patent leather. Some fancy 
backles were also shown. 

Style occupied much attention of the members at the 
convention, but it was the general opinion that exces ses 
in that direction would be avoided in the coming year. 

E. A. Stevens, of Ottawa, president of the National 
Shoe Retailers’ Association of Canada, in his presi- 
dential address on Tuesday declared that the craze for 
rapid and eccentric styles in ladies’ shoes, particularly 
during the last few years had almost ruined the shoe 
industry of Canada. There will be a gradual seasoning 
and toning down of the elaborate and whimsical styles 
in the course of the present year, he said. 


Lower Prices Not Expected 


Mr. Stevens, however, did not expect lower prices, 
and said they could not be expected, owing to the con- 
tinued high cost of labor. He anticipated a big im- 
provement in trade, but pointed out that no boom 
could be expected until world conditions became 
stabilized. 

Turning to conditions in Canada, he said that the 
debt of the country was too great to make business 
profitable. Taxation was too heavy and the sales tax, 
which had been increased to 41% per cent, was a burden. 
Advocating the concealed taxation system, he declared, 
“People will not buy if they know they are paying a 
dollar or two dollars taxation on an article. The better 
system is to conceal the tax. If that is done, business 
will run much more smoothly.” 


Ralph Locke Presides at Wholesalers’ Convention 


At the session of the Shoe Wholesalers’ Association 
of Canada, Ralph Locke presided. It was unanimously 
decided that the shoe wholesalers would co-operate in 
every possible way with the manufacturers in the new 
service of credit information on retail accounts. 

The feature of the Canadian Shoe Retailers’ Asso- 
ciation session on Tuesday, January 16, was an address 
by Charles F. Rannard of Winnipeg, spokesman for the 
association. Mr. Rannard discussed “Retail Shoe 
Trade Problems.” 


“Sell Your Salespeople” 


“To ‘sell the salespeople’ on the principles, policies, 
and merchandise of the house should be the endeavor 
of the store,” Mr. Rannard said. He emphasized the 
necessity of co-operation and co-ordination between the 
buying and selling ends. Many a proprietor does not 
take pains to instruct his sales people, but if ever there 
was a time when the sales people should know the 
“reason why” for every shoe that comes into the store 
it is right now. 

Like other speakers, Mr. Rannard complained of the 
strenuous period of style changes, so radical that they 
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The manufacturers passed a number of resolutions, one 
declaring that the Federal Bankruptcy Act is operated to 
the great disadvantage of the creditors and provides the 
debtor with an easy way of avoiding his legitimate obliga- 
tions, while depriving the creditor of the right to curtail 
credit or withdraw it and enabling unprincipled persons 
to obtain appointments as trustees, and to greatly encourage 
failures and compromises. 

The resolution urgently requested the Government to 
repeal the act, without delay, or at least so to amend it 
as to protect the interests of the creditors and reduce the 
list of trustees to a small number in each district, who would 
be selected for their qualifications. 

Another resolution called for the application of the 
Country of Origin Act which compels the marking of the 





Resolutions Passed by Manufacturers 





Country of Origin on allimports to imported boots and shoes. 

The importation of British footwear was called to the at- 
tention of the Government in another resolution, which 
recommended that the Government take steps to afford the 
fullest protection to Canadian manufacturers against the 
threatened increase in importation of British footwear, 
which has already grown, owing to the preferential schedule. 

S. Roy Weaver, general manager of the association, said 
that the importations of men’s, women’s and children’s 
shoes from the United Kingdom into Canada now_ equalled 
the imports from the United States. 

A resolution urging all Canadian manufacturers to 
stamp their products “‘Made in Canada” was passed and 
brought the suggestion that the lining marking machine 
could stamp the words made in Canada with one operation. 








had brought about a critical situation and are under- 
mining the retail business from coast to coast. He 
stated that the style changing that was brought about 
tostimulate business had brought a downfall in business. 

“T wish to say right here as one who bas had 20 years 
of successful retailing, and who has followed the game 
very closely, that quick style changes should be ta- 
booed, or frowned upon by all the retail trade, and that 
any style changes should be in moderation, and kept 
within the season, at least, and in my opinion should be 
confined to slippers, pumps or footwear that is created 
for and worn at the dansant, for dress or special occa- 
sions; that footwear for men, women, and children for 
the street and everyday wear should be kept strictly 
to staple lines, so that we can buy or sell on a reason- 
able mark-up and work them out with practically no 
depreciation further than what is customary and 
necessary on regular, twice-yearly, clean-up sales,” 


Wednesday's Sessions Dedicated to Merchants 


The session of Wednesday, January 17, were exclu- 
sively confined toNational Shoe Retailers’ Association. 

Among the subjects discussed by the retail merchants 
were ‘What the retail shoe merchant should know about 
fire insurance,” introduced by James McCrudden of 
Montreal; “Shoe Leathers, Their Relative Merit and 
How to Distinguish Them,” introduced by Arthur 
Bonisteel, of Aurora, Ont. “Service in a Retail Store,” 
introduced by Hugh Murray, of London, Ont.; “Suc- 
cessful Stock Keeping,” introduced by Louis Adel- 
stein, of Montreal, who illustrated it with charts; 
“Handling Stock and Cash in a Retail Store,” intro- 
duced by L. Lockett, of Kingston, Ont.; “Shoe Store 
Publicity,” imtroduced by Albert Lasalle, of Montreal 
George D. Wallace, of Halifax, N. S., gave an address 
on shoe retailing problems. 


Record Attendance at Banquet 


The large and beautiful banquet room of the Mount 
Royal Hotel was the scene of a brilliant assembly to 
the number of at least 500, on Wednesday evening, 





January 17, when the closing exercises of the convention 


were held. 
Manufacturers Elect Officers 


The Shoe Manufacturers’ Association of Canada 
elected the following officers; President, J. E. War- 
rington, Quebec; Ist Vice-President, L. P. Deslong- 
champs, Montreal; 2d Vice-President, J. A. Walker, 
Toronto; 

District representatives—Western, R. J. Lackey; 
Ontario, G. W. McFarland, F. H. Ahrens, W. H. Duf- 
field, S. H. Parker, C. H. Ansley, L. C. VanGeel, George 
A. Blachford, Quebec, J. M. Stoko, D. Marsh, J. B. 
Goulet, J. E. Samson, Montreal, Raoul Lauthier, A. 
Lecours, J. T. Tebbett, A. Tetreault, N. MacFarlane, 
Wilfred Gagnon; Maritime Provinces, A. Reid. 


Retail Merchants Elect Officers 


The following were elected officers of the Canadian 
Shoe Retailers’ Association for 1923: 

President, Howard C, Blachford, Toronto; Ist Vice 
President, C. R. Lasalle, Montreal; 2d Vice President, 
C. F. Rannard, Winnipeg; 3d Vice President, Hugh 
Murray, London, Ont.;Hon. Secretary, J. L. Chisholm, 
Toronto; Hon. Treasurer, J. W. Jupp; Provincial 
Executives British Columbia, James Maynaw; Victoria 
Saskatchewan and Alberta, Wm. Marshall; Moosejaw, 
Manitoba, John Affleck; Winnipeg, Ontario, Geo. St. 
Lege; Toronto, Quebec, H. Gibbons; Montreal and 
Maritime Provinces, H. W. Rising, St. John, N. B. 


Wholesalers Elect Officers 


Officers elected for the year by the Shoe Whole- 
salers’ Association of Canada are: President, Dr. J. A. 
McLaren, Winnipeg; Ist Vice President, Arthur 
Congdon, Winnipeg; 2d Vice President, George Brown, 
Quebec. 

Executive S. Sutherland, Amherst, N. S. H. V. 
Shaw, Jean Normandin, Montreal; R. B. Griffith, R. B. 
Wanless, Hugh White, Ontario; representatives J. J. 
Kilgour, Manitoba; Harley Henry, Saskatchewan; 
J. D. Powers, Alberta; John Demer, British Columbia. 


January 20, 1928 
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I; G COLOR. K. G&ic Grain ana Smooth 

obtains official approval as the desirable 
tan shade. Is it in your line? 


(arl €-Schmiadt & @. Inc 
Detroit. ‘Michigan 
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We feel gratified in the action 
of the Style Committee of the 
National Shoe Retailers Association 
in giving the award 


of SPECIAL MERIT 10 


COLOR K gic Grain and Smooth 
as the desirable tan shade 
for mens, Womens and 
childrens fine shoes 
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‘*\ BLUE RIBBON WINNER 


URN One Strap, with patent chrome vamp and quarter, gray suede 
foxing and wide strap, patent chrome underlay showing through 
slashes in foxing and strap. 
This Blue Ribbon selection reflects our quality in material and workman- 
ship—our judgment as to salability. 


F. E. ADAMS SHOE COMPANY 
Seabrook, N.H. 
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A Blue Ribbon Buying Guide 


An Industry Emphasizes Styles of G' 


ood Taste and Practicality 


to Steady Stocks in Every Store 





HERE is crystallized 
in this section, the 
best bit of work ever 


done by a styles committee, 
endeavoring to lay down a 
platformof pleasing and prof- 
itable styles for a new sea- 
son. 

After years of work in the 
direction of establishing cer- 
tain fundamentals of safety 
in style, the Styles Com- 
mittee has hit upon a plan 
that focuses the attention 
of the entire trade on specific shoes. 

It is for that reason that a blue ribbon was 
awarded to one shoe in each exhibit at the 
Coliseum at Chicago. That shoe conforms 
to the recommendations of the Joint Style 
Committee and is an indication of co-opera- 
tion on the part of the manufacturer in 
steadying style and holding it to good taste. 
By this national spot light on style—good 
taste is emphasized to the exclusion of freaks 
and fancies. 














Combing the Elements of Style 


Style reports are not made just for the fun 
of making them. They are not the product of 
any one man’s imagination, or even any one 
man’s thinking. It takes downright hard 
work, combined thinking, planning, and in- 
vestigation, to make a comprehensive style 
report for the shoe industry. 

The investigation must go beyond the 
making and selling of shoes, because shoes 
have become a part of a general scheme of 
costuming. The textile people must be con- 
sulted. The best brains of that industry are 
called in to get a vision of what will be used in 
materials, in weaves, in weights, in colors and 
shades, because shoe colors must harmonize 
or blend. The garment makers must be 
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consulted, because the length of skirts, the 
style of garments and trimmings, exert a 
tremendous influence on patterns, lasts, length 
of vamp, width of toe and height of heel. 

The blue ribbon shoe emphasizes an ap- 
proved style in every line. There will be 
other shoes, maybe every shoe in the line is 
approved as stylish, but by watching the blue 
ribbons, every merchant gets a very definite 
idea of the style trend for the next ninety 
days. 

An Official Stamp of Approval 


In looking over these shoes awarded blue 
ribbons, the merchant can form pretty definite 
conclusions as to materials, lasts, patterns, 
heels and decorations that have within them 
the essentials of good taste, practicality, and 
concord with the opinions of representative 
merchants on the Styles Committee. 

As a buying guide, these blue ribbons 
clearly indicate footwear that will be salable 
in thousands of pairs in every section of the 
country. Just as every good horseman has 
at least one blue ribbon winner in his stable, 
so is it true that every shoe manufacturer in 
his grade has one dominant type that is a 
great sales maker, and be it known that with 
the blue ribbon of the N. S. R. A. Styles 
Committee upon a shoe it immediately be- 
comes conspicuous by the approval given. 

These blue ribbon styles are selected first 
on the basis of their being practical; then for 
intrinsic beauty and good taste. 


Committees on Style Selection 


and award of Blue Ribbon: 

Maurice A. Weiss, New York City; W. A. Geuting, Phila- 
delphia, Pa., Women’s: Style Committee. 

Maurice Yoskin, Philadelphia, Pa., Chairman Children’s 
Style Committee. 

A. E. Taylor, Chicago; Jesse Adler, New York; H. A. 


Meyer, Chicago, Men’s Style Committee. 
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Tan V ihing—B lucher Oxford 


ONCENTRATION of our efforts has enabled us to offer that which 
the times and the trade require. 


Best quality of Stock with our Standard of Workmanship, at prices low- 
er than could have been accomplished in any other way. 


(PD 
C.H.ALDEN CQ 


U.s.% 


Factory: Abington, Mass. Boston Office: 10 High Street 
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“The White Kid 
Beyond Imitation’ 


F. B. & C. WHITE GLAZED KID, Color 81 


AMALGAMATED LEATHER COMPANIES, INC. 


WILMINGTON, DEL. 
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No. 4001 
Picked as the Blue Ribbon 
Chair, from the exhibit of 


American Interlocking Shoe Store Chairs 


HIS chair is a popular choice with most dealers. It enjoys widespread reputation for 
its pleasing lines and exceptionally sturdy construction. 


Note the long paneled effect of the standard, suggesting the “stall” or “box” effect employed 
in many of the finest American shops. Finished in any desired color and upholstered to order. 


AMERICAN SEATING COMPANY 


General Offices, 1016 Lytton Bldg., Chicago 
Room 601--119 W. goth St., NEW YORK 


Room 302, 69 Canal St., BOSTON 
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WV 4s awarded a blue ribbon for special merit 
on these points: 


Produces the quickest, cleanest and most brilliant 
shine on kid, calf, patent and wax calf leathers. 


Finishes to a dust-and-water-proof shine with the 
minimum of effort. 


“Eagle Brand” 
Shoe Cream 


Made of pure waxes and oils that are beneficial to 


leather and in their action clean and preserve its 
original appearance. 


Put up in an attractive opal jar, hermetically sealed, 
each jar in an individual carton. 


THE AMERICAN SHOE POLISH COMPANY 


Manufacturers of a Dressing for Every Shoe 


CHICAGO, U. S. A. 
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Always a Winner 


HE Constant Comfort line has always been noted for its 

combination of pleasing style and one hundred per cent com- 
fort. It remained for the Style Committee to confirm this opinion by 
selecting our No. 47 as the Blue Ribbon choice. This is a black kid, 
two strap, with a 12-8 Cats Paw Rubber Heel. 


We carry in stock more than 60 styles of straps, sandals, oxfords 
and boots. 


AULT-WILLIAMSON SHOE CO., -Manufacturers 
AUBURN, MAINE 


Los Angeles Office, 109 E. 8th Street Boston Office, 139 Lincoln Street 
St. Louis Office, 414 North 12th Street 
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Zw “DU-FLEX” Ruf-Grip 
A Blue Ribbon Style—Entirely New 


T 0ucH and springy, ideal for golt. Made of the highest grade rubber, 

together with just enough vulcanizing compounds to mould and cure. 
These soles can be cemented or stitched by machine. They have spring 
heels with washers, so they can be securely nailed. Made in Black, Red, 
Tan and Natural. 


AVON SOLE COMPANY 
Makers 


AVON, MASS 
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Our new Golden Shade, celebrating our 


Golden Anniversary 
1873 1923 


BARNET LEATHER CO., INC. 


81 Fulton Street, New York City 


o Boston Distributor 
Tanneries: : Barnet Leather Co., Inc. of Mass. 
Little Falls, N. Y. 98-100 South Street, Boston 
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T HEY’RE the really new feature of Men’s shoes this season. They’re accepted by the 
biggest and shrewdest style-pickers in the business. They’re keeping us busy booking 
orders! 


The Bates Trouser-Crease Oxford shown here lifted a blue ribbon at the Chicago style 
show. See the permanent crease that runs to the end of the seamless tongue! Imagine 
this style in handsome two-tone leather combinations! Some with colored vamps and black 
saddles; some with two colors of vamp and saddle. 


Trouser-Crease Oxfords are a notable part of the Bates Spring line. 


A. J. BATES COMPANY 
WEBSTER, MASSACHUSETTS 
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QUR line of Goodyear Welts has won a name for itself for many 
years. This Patent two button, one-strap, with a 9-8 rubber 
heel on our 9§ last (comb.) is one of our popular “Evangeline” welts. 


A. H. BERRY CO. 
PORTLAND, MAINE 


Boston Salesroom, 186 Lincoln St 
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“Georgette” Our Blue Ribbon Winner 


Now in stock for immediate delivery in the following leathers. 


No. 1104—Black Ooze Calf Patent Trim as 1137—Patent Vamp and Tongue Silk Brocade 
illustrated, A to C $5.25 Quarter, 16-8 Spanish Heel, AA to C 4 


No. 1102—Black Satin Suede Trim, 17-8 Louis No. 1136—Patent Vamp and Tongue Grey Buck 
Heel, A to C 4.85 Quarter, 16-8 Spanish Heel, AA to C 


4.85 No. 1125—Black Satin Suede Trim, 13-8 Cov. 
Cuban Heel, AA to C 


\ Patent Vamp Grey Buck Quarter and 
No. 1126—Patent Vamp Silk Brocade Quarter Tam, ttt Celluloid Cuban Heel, * Cc 


and Trim, 17-8 Louis Heel, AA to C 4.85 
No. 1124—Grey Buck Vamp and Quarter Patent 
Trim, 13-8 Cov. Cuban Heel, AA to C 


TICK TOCK STYLES 


“Right up to the Minute” 
Always in Stock Wire-Write-Phone 


GEORGE J. BERTMAN SHOE COMPANY, 24 South Wells Street, Chicago 
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E are in cordial agreement with the Committee’s Blue Ribbon 

award, upon this Black Satin Lattice pump illustrated above. 
It is, however, but one of a varied and high grade stylish line of 
exclusive models in characteristic Brooklyn turns. 


BETTY SHOE COMPANY 


427-429 Hudson Avenue 


BROOKLYN, N. Y. 
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Patent Leather Two Button Turn 
Oxford with Fancy Lattice Side 


A charming type of the style, originality and supremely 
fine turn footwear for which this company is noted. 


BLISS & PERRY{COMPANY 
NEWBURYPORT, MASS, 
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WARDED the Blue Ribbon of Merit by the N.S.R.A. Committee. Permits not only 
the full top view of the foot but the lateral view through the arch for orthopedic work 
and fitting. 


THE IMPROVED FOOT X-RAY 


We also have a number of exchange machines taken in on the Improved Foot X-Ray that 
have been put in first class condition and are for sale at low prices. 


BROCK SALES COMPANY 
MILWAUKEE, WISCONSIN 
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400-—Buster Brown Pearl Elk Green Trimmed Tip and 
Insert in Strap. Sizes 24¥—7, 11%—2, 84—11. 
Misses’, Children’s and Growing Girl's sizes. 


It was nosurprise tous when the Style Committee pinned 
the Ribbon on the above number as it is undoubtedly one 
of the most popular models which has ever left our factory. 
We recommend it to every retail merchant in the United 
States. 


Weown Duos Gouge, 


ST. LOUIS, MO. 


First Successful Shoe Manufacturer in St. Louis. 


Happy Feet for ded 1808, 
All the Family Founded 187 
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WE think that the trade will agree with'us that the awarding of the 
Blue Ribbon to Gordon H300, by the eminent judges at the National 
Shoe Retailer’s Association Convention, is a confirmation of the general 
estimate of the worth of this number and is typical of Gordon Hosiery as 
worn by the public for the past fifty years. 


BROWN DURRELL COMPANY 
Gordon Hosiery -- Forest Mills Underwear 


New York Boston 
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RADIO DE LUXE 


THE PREMIER MEMBER OF THE RADIO FAMILY 


Upper of black jersey. Astrakhan fabric cuff can be turned. high, fitting leg 
snugly. The shoe with the broadcast appeal 





ON AND OFF IN A FLASH, OVER THE SHOE 


CAMBRIDGE RUBBER COMPANY 
CAMBRIDGE, MASS. 
New York, 127 Duane St. Chicago, 19 South Wells St. London, Balfour House, 119 Finsbury Pavement 













BOOT AND SHOE RECORDER 



























eff SECOND time, in succession, the Shukraft line 
has received an award through the courtesy 

of the Style Committee of the National Shoe Retailers’ 

Association. 

Those who desire to follow the style trend will find in the Shukraft line gracefulness of design 

combined with correct and authoritative color arrangements. 

Gray buck vamp and quarter, with patent strip tip, saddle and back stay, on a 9-8 heel last, 

represent a correct combination for early Spring. 


GHUKRAFI, 
Quality Footwear 
THE C & E SHOE COMPANY 
COLUMBUS, OHIO 
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HE blucher sport oxford of No. 4 brown 

boarded calf with crepe rubber sole which 
received the award of the Blue Ribbon at the 
Convention is typical of our sport line. 





In our dress and street wear models the same degree of style, workmanship 
and quality is to be readily recognized, and Carlisle Quality is too well 
known to need description. 
CARLISLE SHOE COMPANY 
CARLISLE, PA. 





Sales Offices —— 
Marbridge Building 10 High Street Luscomb Building 
New York Boston, Mass. Chicago, Ill. 








BOOT AND SHOE RECORDER 


FEN” 
) Jr CG 
IN , 

















No. 1435—Women's White Kid, Patent Leather Trimmed 
One Strap with Perforations. Mode Last, 10/8 Heel, 
Rubber Top Lift. Goodyear Welt, 


PORT models in the newest and most approved combinations, such 
as the blue ribbon winner shown, make up the Central Shoe Co. line 
for Spring. 
Our efforts along sport footwear lines have met with favor among those 
who know the regular Central Shoes. Every style bears the “Hall Mark” 
of fine craftsmanship and sterling quality. 


CENTRAL SHOE Co. 
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HE shoe here illustrated is on Church’s last No. 82, a perfect fitting oxford on a 

typically English combination last. One of our most popular sellers. This model re- 
presents the embodiment of the highest class shoemaking as regards upper material. Eng- 
lish oak bark tanned sole with natural edge and sole finish. 


CHURCH & COMPANY 
DUKE STREET, NORTHAMPTON, ENGLAND 


Robert D. Ayling, 
23 Scott Street, Vancouver Office, 
Toronto, Canada. 806 Bower Building, 
Sole Agents for the United States and Canada. Mr. W. G. Downing in charge. 
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“THE FAIRLEE” 


IT WINS THE BLUE RIBBON AT THE 
N.S.R.A. CONVENTION AT CHICAGO 


Tan Norwegian Grain brogue, heavy sole; indicative of Clapp styles for 
sport clothes. 


Many of our customers who formerly used London Toes are using and 
are delighted with the “Fairlee.” 


EDWIN CLAPP & SON, INC. 
EAST WEYMOUTH, MASS. 
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» ZA KS Plain Toe, Crimped Vamp, 

y FV A , . Blucher Oxford, 
WS , Dark Brown Calf, 


Light Brown Boarded Top. 


“MAKES LIFE’S WALK EASY™ 
‘These -MaRe 


(Constant in Quality--- Nationally Advertised 


LEWIS A. CROSSETT COMPANY 
NORTH ABINGTON . .  . MASSACHUSETTS 
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DALCO SHOE ORNAMENTS 
Receive the N. S.R. A. Style Award 
THEY add beauty to any shoe. At the displays of shoe 


manufacturers, on the runway, at our own booth they 
attracted the attention of thousands. Every evidence proves 
Ornaments this a “Dalco” year. Send for samples and _ illustrated 


THE MARK OF MASTERCRAFTERS literature. Popular patterns in stock. 


Style Illustrated DALRYMPLE-PULSIFER CO. 


No. 7823 MANUFACTURERS 
SPIDER WEB ORNAMENT HAVERHILL, MASS. 
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ERE is a footwear beauty—gray suede, black patent leather trimmed — attractively 
interpreting Spring and Summer Fashions. 


High honors came to the De Lipp line of shoes because of that nice balance always achieved 
by the true artist between sheer beauty and authoritative style. 


De Lipp Styles, always a sensation, again registered one hundred per cent among buyers 
at the Chicago Convention. 


DEGEN-LIPP, Inc. 
133 FLOYD ST., BROOKLYN, N. Y. 
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HE style selected by the Committee as the Blue Ribbon number in 
our line is a pattern we feel sure will meet the requirements of style, 
correct fit and the satisfaction of your most exacting customers. 


The qualities of this shoe are reflected in our entire line of Brockton-made 
welts for Men and Women—and many are carried in stock. 


DIAMOND SHOE COMPANY 
196 Church St., New York, N. Y. 


Factory—Brockton, Mass. 











BOOT AND SHOE RECORDER 





MOAR REIT NTN ibe FB. 8: 








“Susette’ 


N 
A striking example of “The Turns Others Try to Imitate”— 
made of Sand-Colored Suede with Patent Trimming. 


USrrect Dodg e 


Confirming the judgement of the Style Committee “SUSETTE” 
was our most popular seller at the CHICAGO EXPOSITION. 


NATHAN D. DODGE SHOE COMPANY 
NEWBURYPORT, MASS. 
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Adjudged a leader in (BBN The 


the field of corrective IDUSON| Duson Adjustable 


footwear SHVEA Shoe 




















DUGAN & HUDSON CO., Inc. 
ROCHESTER, N. Y. 
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MAURICE A. WEISS 


W. A. GEUTING 
(on the right) 











The two members of 
the Women’s Style Committee 
who awarded 
Blue Ribbons 








Picking the Profitable Patterns 


NE of the conspicuous forward steps in 
the determination of style was made at 


the National Shoe Re- 
tailers’ Convention at Chicago 
last week. Out of a confusion of 
patterns, official committees 
attempted to concentrate on 
one outstanding style of every 
concern represented—with the 
result that the chosen styles 
received the further endorse- 
ment of thousands of mer- 
chants who later in the con- 
vention days went on tours of 
inspection and buying. 

_ Why was the placing of blue 
ribbons upon styles made a 
feature of 1923 Convention? 

Because it was thought ad- 
visable to focus the attention 
of many merchants upon cer- 
tain safe and stylish styles, 
profitable and practical, and 


MAURICE J. YOSKIN 
As chairman of the Children’s Style Committee 
he helped in the good work 
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illustrative of a well-balanced selection of foot- 
wear salable for three full months or more 


ahead. 

It was no easy matter for 
committees to pass judgment 
on thousands of shoes, select- 
ing therefrom less than two 
hundred in the ranges of 
women’s,men’s,and children’s 
footwear, in all grades. 

Take the women’s style 
committee, for instance. The 
experience of this committee 
was similar to that on men’s 
and children’s footwear. Mon- 
day afternoon, with every 
booth in readiness, Maurice 
Weiss, style picker for Cam- 
meyer, New York, and Will 
Geuting, style selector for 
Geuting’s, Philadelphia, set 
out with but one objective, 

(Continued on page 107) 
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Tul S is our Blue Ribbon Style at 
the Chicago Style Show. It is typ- 
ical of many other Blue Ribbon Styles appearing on these pages, 
and designed by us. 
DUNBAR PATTERN CO. 
Designing and manufacturing plants at 


BOSTON NEW YORK CHICAGO 
207 Essex Street 461 Sth Avenue 40 So. Clinton Street 


BROCKTON ST. LOUIS MONTREAL 


99 Center Street 1602 Locust Street 12 Mayor Street 
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No. 4366 Blue Ribbon Winner 


T. HIS dainty two-strap and center-strap Grecian model is striking, and 
in the opinion of the Committee is most salable and a perfectly safe 
buy. But not more so than a very large number of styles in Turns and 
Welts for little folks which are to be found in the “Edwards” line—and 


many are in-stock, too. 


J. EDWARDS & COMPANY 


12TH & Woop STREET 


PHILADELPHIA, PA. 
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The Only Satin Novelty 
Produced This Season 


WARDED blue ribbon at the N.S. R. A!’Convention, January 8th to 11th, 
1923, by the Style Committee, as the most practical and beautiful shoe 
exhibited by Travaso Shoe Co. 


Vamp Pointex design 1800 Satin quarter 








Both materials from 


J. EINSTEIN, Inc. 
g SPRUCE ST. NEW YORK CITY 
Branch Offices: 


St. Louis: 4201 Forest Park Blvd. Cincinnati: Second Nat’l Bank Bidg. Buenos Aires: Rivadavia 1160 
Boston: 34 South St. Milwaukee: 450 E. Water St. Montreal: 152 Notre Dame St.} West 
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Evidence of Our Ability 
to Make Winning Turns 


T HIS turn one-strap with cut ovt saddle typifies the attractive quali- 
ties of our line. You would find it easy to make a selection of sellers. 


EMERY: & MARSHALL CO. 


Exclusively Turns 
HAVERHILL, MASS. 
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ORKMANSHIP, fit, style and intrinsic value were 
the qualities‘'which won the blue ribbon award at 


the N.S.R.A. Chicago Convention. 





The American shoe merchant is becoming more and more convinced of the consistency ot 
making hosiery help pay his overhead. And he finds in EVERWEAR a line of hosiery which 


gives universal satisfaction. 


Hosiery 
EVERWEAR HOSIERY COMPANY 


BRANCHES 
Boston, Mass., 110 Summer Street 
suegee Iil., <. v. Racteon sive 
San Francisco, Cal., 130 Bush Street ‘ E 
382 Tenth Street Milwaukee, Wis. 
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JESSE ADLER 
of New York 


the awarding of a blue ribbon to the one shoe 
in each exhibit which looked profitable and 
practical and would sell in the sonny say for 
a period of three months. 


One Committee Took Seven Hours 


The committee was naturally kept small in 
numbers for in the midst of thousands of men, 
two might keep in close contact where more 
would be “lost in the shuffle.” For seven 
hours these two men worked, and their experi- 
ence was similar to that of Maurice Yoskin on 
children’s shoes, and A. E. Taylor, H. A. 
Meyer, and Jesse Adler on men’s shoes. 

From booth to booth, inspecting every shoe 
and then getting in accord on style values was 
Work. Therefore, the thanks of the mer- 
chants are transmitted to them publicly right 
here and now. 

In the very first booth a remarkable thing 
happened. Mr. Weiss went down one side and 
Mr. Geuting took the opposite side of the 
booth. When they met in the center, they both 
had similar types and patterns. The materials 
might be different but the essential style ele- 
ment was instantly recognizable by both men. 

After each selection, a blue ribbon, printed 








A. E. TAYLOR 
Chairman 
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HARRY A. MEYER 
of Chicago 





in gold, was awarded. From booth to booth 
the committees worked carefully to center 
style attention upon some one shoe worthy of a 
blue ribbon in pattern, good taste, and practi- 
cability—likewise, with particular emphasis— 
profitability. 

The point we wish to bring out by this little 
episode in the award of blue ribbons is that 
good taste and good style are recognizable by 
men who keep their style sense acute. There- 
fore, study style trend in the light of many, 
minds on the subject, and watch for sidelights 
from people who know women’s dress fashions 
and colors. 

Beware of the Freak 

The freak oftentimes masquerades as NEW 
—where the practical and profitable, as well 
as the REAL STYLE, may reveal only the 
slightest change from what was the biggest 
seller of the past season. Note the conspicuous 
and constant appearance of the one-strap in 
their selections, varied and beautified, but 
still the one-strap. Note the tongue effects. 

Look to each house for a shoe in keeping 
with its standards of workmanship, style, and 
quality. Past style performances are often a 
good index to future possibilities. 
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Soft-toe blucher, Red-Line-In Lining, made for 
Farnsworth, Hoyt Co. by W. L. Douglas’ Shoe Co. 





HE shoe with Red-Line-In Lining is always a winner. It keeps its 
shape better, wears longer, assures comfort to the wearer and pro- 
tects his stockings. It’s the heaviest, strongest and longest-wearing shoe, 
lining made. 
Your shoes will be still better shoes if you specify Red-Line-In Shoe 
Lining. 


FARNSWORTH, HOYT COMPANY 
BOSTON 
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HIS two-button, one-strap, tan calf, growing 
girls’ welt, trimmed in a darker shade, is a style 

which the committee thought met the requirements 
of attractiveness, good style, and salability that were necessary to attain Blue Ribbon 





importance. It has not previously been presented to our customers but we are satisfied it 
will be among our best sellers. 


It has the high quality, good fit and excellent workmanship that is to be found in our entire 
lines of growing girls’, misses’ and children’s welts and turns. 


THE FERRIS SHOE COMPANY 
PHILADELPHIA, PA. 











BOOT AND SHOE RECORDER 


Be 


POO, SNA 





RRR 


——_—____--—— 
rs 














HE TRAIL PAC was accorded High Honors 

and Special Merit at the N.S. R.A. Style 
Show in Chicago, January 8-11, where it aroused 
the enthusiasm of all buyers who saw it. 


TRAIL PAC This is one of the many styles which have 
created the unusual interest in Firestone- 
This shoe is in active universal demand Apsley Rubber Footwear. 


_ Firestone-Apsley 


Practical Construction 


Special Process of Vulcanization Rubber Company 


Comfortable Foot Fitting Style BGenefactuvess of Rubber Poot Cc. Sectens 
Attractive Appearance Rubber Clothing and Rubber Heels ‘ 


High Quality Hudson, Mass. 





EAYITIMPETITITININITIMTI LI Pe TEE TITITITIMITIIMIII EP Pd PETE eer ensegacanernergeradsiit! 
: 5 y : . * oo AST 


PPP PPP PPP PPPS PPS FPS 











BOOT AND SHOE RECORDER 





SIRO 2 RGR ee TIES AONE 


a WS 


ZA 
wy “The Lorna’ 


RY 


WS 


cA SPRIGHTLY One-Strap—bringing the Blue Ribbon of Distinc- 


tion to Fox Footery. 


This Fox winner carries the undertone of gay, vivacious style which 
endears Fox Footery to maid and matron. 


CHARLES K. FOX, INC. 
HAVERHILL, MASS., U.S. A. 
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The New Beloit 


Stock No. 35 Mahogany 
Stock No. 350 Gun Metal 
Widths A to D. 
Price $3.40 





THE unanimous decision of the N.S.R.A. Style Committee as a style and pattern eminent- 
ly designed for sale in all parts of the country—superior style, price and manufacture. 


FREEMAN SHOE MANUFACTURING COMPANY 
BELOIT, WISCONSIN 
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HIS jet and cut steel beaded orna- 
ment was the model selected by the 
Style Committee as reflecting Blue Ribbon merit. Style shown as above. 
It is also furnished in all color combinations. 


This model is representative of a complete and exc:usive showing of many 
styles in shoe ornamentation, all of which have the merits of refinement 





and distinction. 


FRENCH BEADING AND NOVELTY CO. 


932 Locust Street 


PHILADELPHIA, PA 
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Our “SAVOY” Last 
Carrying an Imported Russia Calf or Black French Calf 


This last, which has until recently been confined to our strictly hand- 
made shoes, is now being used with pronounced success in our regular lines 


FRENCH, SHRINER & URNER 


Factory and Salesrooms 
63 MELCHER ST., BOSTON, MASS. 
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NO. 5368.—Fohn C. Robert's Coco Calf Bal Oxford, Saxon 
Last, Half Rubber Heel, Tip, Quadruple Stitching, Good- 
year Welt, 


EPRESENTATIVE of the John C.: Robert’s line. A specialty line 
» in every sense. Super-quality in leather selection. Conservative 
style designs for better dressed men; and made by St. Louis’ most expert 
shoe workers. 4%, 
Booklet of styles on request 


Made only by 


FRIEDMAN-SHELBY BRANCH 


International Shoe Co. 
ST. LOUIS, U. S. A. 








BOOT AND SHOE RECORDER 

















THE GODING 
Blue Ribbon Entry 


y a snappy style number this oxford was one of the outstanding hits of 
the show. The new square throat pattern won instant favor, not 
alone with the Styles Committee but with dealers from all sections of the 
country. It is of Ruby Red Calf. Derby last. 


Number 131. Made up to order. Price $5.30. 


THE GODING SHOE COMPANY 
833-855 W. CHICAGO AVE., CHICAGO 
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Our Ribbon Winner 
GOLO 
CAMEL-HAIR SLIPPER 


ADE by Golo Schuhfabrik, A. G., Frankfurt a.M., Germany. This 

slipper features a woven material which permits ventilation for 
comfort. It is handturned and flexible with a combination felt and full 
grain leather sole. Reasonably priced 





GOLO SLIPPER COMPANY 
Every Possible Variety of House Slippers 


129 DUANE STREET, NEW YORK, N. Y. 
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Won The Blue 

















T is the modern magic of skilled shoemaking and the charm of 
Goodrich Quality Turns which wins for “Elfin” the Blue Ribbon 
of the N.S. R. A. 


HAZEN B. GOODRICH & CO. 
Turns Exclusively 


HAVERHILL MASSACHUSETTS 
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STURDY harness-buckle, saddle Misses’ one-strap, welt. In the 

discretion of the Committee, this shoe was worthy of the Blue 
Ribbon award. It has all the merits of the entire “Fairy Line” and is al- 
ready a proven seller for the coming season. / 


Many “Fairy” shoes‘are carried in stock. 
Let us send you the catalog of them. 


GRIEB SHOE MANUFACTURING CO. 
309 Arch Street 


PHILADELPHIA, PA. 
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If One Colonial Is Enough, for Heaven’s 
Sake Don’t Buy Six 


Buying Advice NO Less Important than Style Advice Is 
Feature of Open Forum Meetings at 
(Chicago (onvention 


first place in the open forum meetings at the 

N. S. R. A. convention, some mighty good 
buying advice as well was handed out by forum 
chairmen. At one of the meetings, A. H. Geuting 
of Philadelphia, declared: 

“Our trouble in buying shoes (and it is the 
same trouble you have) is that, for instance, when 
Colonials come in style, there are retailers around 
the country that could afford to carry one Colo- 
nial but they buy six. 


I: connection with style discussions which held 


One Style in Different Leathers 


“If Colonials are in style, if a good Colonial, 
if one that you think is the prettiest in the market, 
if one that you think is the best looking, buy it in 
the different leathers, stand by your guns and 
sell those Colonials. 

“If straps are in style, adopt one or two nice 
straps, stick by them and sell ’em and never 
mind whether the other fellow has something 
different or not. Say ‘this is mine!’ and try to 
have your shoes as good looking on the foot, good 
fitting, and serviceable as possible. Then stand 
by your shoe. 

“The reason I say that is, because the average 
man buying Colonials says: 

“There is a little different tongue. 
to have that. Here’s one with a cut out. 
got to have it.’ 

“And you buy four or five and then you buy 
these shoes in sizes two and a half to seven. Now 
you buy six shoes and buy them all two and a 
half to seven and when the year is gone you have 
got a lot of two-and-a-halfs left and you haven’t 
enough fives through the season. 


I’ve got 
I’ve 


Selling Sizes and Not Styles 


“Remember that style is a good thing and you 
have got to have style, but style means nothing 
unless you have got the size. You can have the 
finest style shoes in the United States in your 
store, but if you haven’t got the size that the 
woman wants to buy, you have got nothing. The 
size, after all, is the big thing in your store and I 
want to tell you you have got to study that 
problem. 

“Don’t let anybody tell you that a manufac- 
turer knows more about what styles are than you 
do. If you don’t know you are not a good retailer. 
It is your business to study your people in your 
community—in your particular section—and if 
you don’t know what those people want, I tell 
you right here and now that the manufacturer 
can’t tell you. ° 


Building on Solid Ground 


“He can only tell you what he is selling and he 
sells what he’s got. That’s his business, and he 
will tell you that Mr. Geuting buys it, Mr. 
Cammeyer in New York buys it, Mr. Slater on 
Fifth Avenue buys it, and on the strength of that 
he tries to sell you. 

“That is a selling argument. You are supposed 
to know what you can sell and you are supposed 
to be the man that knows what your people want 
and you are the man that has to study the situa- 
tion and unless you do that you are not a success- 
ful retailer. You can’t be a success, because if you 
are building on the other man’s opinion you are 
building on sand. You are not building on solid 
ground.” 
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Gray Kid, Fancy Colored Trimmed 
cAmerican Lady 


A Blue Ribbon Winning Product of 


HAMILTON-BROWN SHOE COMPANY 
ST. LOUIS, U. S. A. 
“The Shoe City” 
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“RADIO” 


The Hannahsons Winner 


VEN before this white number with patent strap effect was selected 

by the Style Committee to represent the Hannahsons line, it was 
much admired and bought in quantity. We offer it as typical of the grace 
‘and: uniformly good construction which always distinguishes our line. 
Get better acquainted with it. 


HANNAHSONS SHOE COMPANY 
HAVERHILL, MASS. 
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7 OUR selection of the pattern best fitted for satisfactory and universal selling 
made easy by the judgment of the N. S. R. A. Style Committee’s decision — 
A Blue Ribbon Style. 


Stock No. 1411, Tongue Pump Combination suede tongue and quarter trimming........ eeevene $4.50 
DOG POCURE GAME 2.0.0 oc cccvncsecccoseccces $4.75 Stock No. 1414, Same as above, satin snake bro- 
Stock No. 1412, Tongue Pump Combination suede _ cade, suede tongue and quarter trimming... . . $4.75 
NO Pe eee $4.75 Stock No. 1408, Tongue pump all patent with cut 
Stock No. 1413, Same as above, all satin suede steel buckle, ............ccceecccccceseces $4.75 


HARPER AND KIRSCHTEN SHOE COMPANY 
CHICAGO, ILL. 
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The Blue Ribbon Winner in 


“The Mary Lee Line” 


Made by Harrisburg Shoe Company 
A new shoe sold on a new plan 


HARRISBURG SHOE MANUFACTURING CO. 
HARRISBURG, PA. 
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Hood (lincher 


cA BEST grade rubber with special flexible knurling. The stretchable 
construction of the CLINCHER permits it to fit any of the vari- 
ous styles and shapes of men’s shoes. The flexible sole rolls up snugly 
over the edge of the shoe, regardless of the shape. 





HOOD RUBBER PRODUCTS COMPANY 


Incorporated 


WATERTOWN, MASSACHUSETTS 
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Wonder ful Shoes for 
Wonder ful Girls 


No. 4861—Farview Patent Fancy One Strap, collar on vamp and quarter. 
Made on all lasts and with all types of heel. Combinations as desired. 


To merchants who are looking for fast sellers we, and the Style Committee 
who gave it the Blue Ribbon, recommend the above number. It is a lovely 
shoe and can be made to fit all classes of trade. 


JOHNSON, STEPHENS & SHINKLE SHOE COMPANY 
Manufacturers 
SAINT LOUIS, U. S. A. 
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NPR Style No. 16312—-(IN STOCK, Carthage, Mo. 


A BZ S R \ S 


INE Soft, Mahogany Elk, Gusset Tongue, All Eyelets, Soft Moccasin 
Toe, 14” Boot, Leather Sole and Heel, Goodyear Welt, Last 20. 


This was one of the outstanding Hiking Boots shown at Chicago, a worthy 
“The Quality winner of Blue Ribbon Distinction. 


Ee THE JUVENILE SHOE CORPORATION 


OF AMERICA 
MANUFACTURERS 


CARTHAGE MISSOURI 
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WALK-OVER CUBIST 
WINS THE BLUE RIBBON 





E were not surprised when the Chicago National Convention awarded our Raky oxford built over the 


W famous Cubist last the coveted Blue Ribbon. 
The Walk-Over Cubist deserves this special prize of merit, it has the distinction of being admired by the shoe 


trade as a whole. 
Our Raky Cubist oxford is: 
The most gracefully perfect walking toe that Walk-Over ever placed betore the public. 
The sportiest, prettiest oxford pattern that we have ever designed. 
The squarish toe, the angles of its pattern lines, and the inlay effect of the saddle all go to make our Cubist Raky 


oxford a most popular, attractive, walking or street shoe. 
GEO. E. KEITH COMPANY 
Makers of Walk-Over Shoes for Men and Women. Campello Brockton, Mass., U.S 
Exclusive Agencies in all Imoortant Cities in the United States and the World Over. 
Including New York, London and Paris. 
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One strap, two button, 15-8 Louis heel in patent with 
gray quarter. This color of gray suede was the shade 
most seen on the Style Show boardwalk. 


The Sensation of the NS. Rc. (Convention 


HE inception of the Kenworth Shoe brings to the trade one of the 
most flexible and strongly constructed shoes ever produced. It is a 
tackless, flexible process of manufacture. This process is patented. 





Write and we will have a salesman call 


THE KENWORTH SHOE COMPANY 


Incorporated 


CINCINNATI, OHIO, AND COVINGTON, KY. 
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BLUE Ribbon Winner for style and salability — a winner for trade building—one of a 
A line of Goodyear Welt blue ribbon shoe styles for children, misses and growing girls, 





Stock Number R 2518 


Child’s 8% toll $2.40 
Misses’ 11% to 2 2.75 
DISTRIBUTING HOUSES Growing Girls 2% to 7 3-25 


gt No. 3rd St., Philadelphia, Pa. 


923 Penn Ave., Pittsburgh, Pa e 

123 Duane St., New York, N. Y. ] h A S. K d Ci 
1408 Washington Ave., St. Louis, e . ” rel er O. 
Mo.; 312-318 W. Monroe St., Manufacturers 


Chicago, Ill. 
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N.S.R.A. Style Committee 


FH. (. McLaughlin, General (Chairman 


Women’s Style Committee 


Maurice A. Weiss, chairman, New York City; O. Adams, 
Chicago, Ill.; Elmer A. Clark, Cleveland, Ohio; Fred E. 
Foster, Chicago, IIl.; W. A. Geuting, Philadelphia, Pa. 


cAdvisory Committee on Women’s Styles 


Maurice A. Weiss, chairman, New York City; E. Aymar, 
Cleveland, Ohio; W. S. Byck, Atlanta, Ga.;Harry Cantrovitz, 
San Francisco, California; C. K. Chisholm, Cleveland, Ohio; 
Chas. Fedler, Louisville, Ky. 

A. H. Geuting, Philadelphia, Pa.; Will Kauffman, San 
Francisco, California; W. A. Knight, Portland, 

Oregon; A. LaRose, Cleveland, Ohio; Christian 
Ludebuehl, Pittsburgh, Pa. 

F. P. Meyer, Danville, Ill.; James P. Orr, 
Cincinnati, Ohio; Chas. E. Petot, Cleveland, Ohio; 

Geo. A. Pierce, Minneapolis, Minn.; J. J. Sensen- 
brenner, St. Louis, Mo. 

John Slater, New York City; Reuben Steifel, 
Memphis, Tenn.; Roy E. Stevens, Ottumwa, Iowa; 

V.E. Vaile, Kokomo, Indiana. 

Harry C. Vollrath, Cincinnati, Ohio; K. W. 
Watters, Buffalo, N. Y.; J. E. Wilson, Detroit, 

Mich. 


eMen’s Style Committee 


A. E. Taylor, chairman, Chicago, IIl.; Geo. N. 
Geuting, Philadelphia, Pa.; B. H. Orr, Cincinnati, 
Ohio; D. Petty, Pittsburgh, Pa.; Chas. Vollar, 
Cincinnati, Ohio; C. E. Williams, St. Louis, Mo.; 
W. W. Willson, Boston, Mass. 


Advisory Committee on -Men’s Styles 


' A. E. Taylor, chairman, Chicago, IIl.; John J. 
Baird, Columbus, Ohio; F. E. Ballou, Providence, 
R. I.; Joseph Berberich, Washington, D. C.; W. E. 
Brelsford, Topeka, Kansas; Arthur Brown, Indian- 
apolis, Ind. 

A. B. Caspari, Milwaukee, Wis.; I. R. Jacobs, 
New Orleans, La.; Thomas Sherron, Memphis, 
Tenn.; Frank P. Shockley, Spokane, Wash. 

Milo A. Slade, Des Moines, Iowa; W. S. Strycker, 
Omaha, Neb.; Frank Wise, Denver, Col. 


(Children’s Style Committee 
Maurice Yoskin, chairman, Philadelphia, Pa.; 
Ralph Baker, Los Angeles, Calif.; L. J. Bergmann, 
Columbus, Ohio; S. J. Brouwer, Milwaukee, Wis.; 
Carl Burgstahler, Chicago, IIl.; W. J. Gibbs, 
Chicago, Il. 


H. S. Gordon, Cincinnati, Ohio; E. Kennedy, Chicago, 
Ill.; E. Piper, Chicago, IIl. 


Advisory Committee on (hildren’s Styles 


Maurice Yoskin, chairman, Philadelphia, Pa.; Mr. Brusing, 
Youngstown, Ohio; Mr. Burney, Omaha, Neb.; J. S. Coward, 
New York City; E. C. Cox, Cleveland, Ohio; T. J. Fitz- 
harris, New York City. 

George Mohat, Cleveland, Ohio; Mr. Reineberger, Pitts- 
burgh, Pa.; Walter A. Sahs, Rochester, N. Y.; E. Shaw, 
Chicago, Ill.; Clyde Taylor, Cleveland, O.; F. G. Wright, 
Louisville, Ky. 
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Classic Stockings 
Made in America 
England 
Jacquards 
France 
Silk Chiffon 
Germany 
Lisle, Art Silk and Lisle 


Pp jee. R= The atone photograph illustrates the Krueger-Tobin num- 
ter which won the Blue Ribbon at the Style Show 
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Our collection of foreign-made novelty stockings, in a most extensive range, definitely ex- 
presses the master skill of three of the most distinguished makers of high art hosiery in the 
old world, whose products we distribute to the retail tradeof America. Our examplesexemplify 
the best and !ast thoughts of their artists and designers, in styles, color blending, and con- 
trasts, particularly created for us to meet the desires of the fastidious American women of 


fashion. 


KRUEGER-TOBIN COMPANY, INC. 


WM. C. KRUEGER, Treas. | CLARKE W. TOBIN, Pres. | C. W. CAMPBELL, Vice-Pres. 
15 EAST 30th STREET, NEW YORK 
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Beige Buck with tan calf double facing, 
plain toe, soft box, square toe, 8/8 heel. 


HIS shoe was the sensation of the Style Show. Thousands of pairs 
were sold during the Convention to leading dealers throughout the 
United States. 


Style and Price considered, there are no greater values in America than 


L. & A. shoes. 
HI-STYLE — LO-PRICE’ 


THE LAPE & ADLER CO. 
COLUMBUS, OHIO 
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ZA Our Blue Ribbon Winner— 
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oA DRESS turn model of Brooklyn grade that is perfect in fit and style. 
This shoe is also very beautiful when made of gray suede and patent 
leather trimmed. It is only one of the many new models admired and 
bought at the Chicago Show by representative merchants the country over. 


LAX AND ABOWITZ 


17 SmirH STREET 


BROOKLYN, N. Y. 
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TOSCA 


In Gray Ooze and Patent Leather 


We. believe with the Style Committee that the Blue Ribbon style 


of our line is as beautiful as its namesake, and will prove as popular. 


It is made in all combinations of leathers and fabric. ““Tosca”’ is typical of 
our high grade stylish turn creations for Women, of which we are showing 
many. 


MACKEY SHOE COMPANY 
BROOKLYN, N. Y. 
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~ << ~ «K]assic’’ Shoe Ornamentation 
WS 


RS No. 7026 


“ DUMPETTE?” of all Silk Satin Taffeta Ribbon with Steel Buckle. 

A beautiful and attractive number for spring and summer 
is this Blue Ribbon Winner. It registered 100% among the buyers 
at the Chicago Style Show. 


Write us for the latest in shoe ornaments 


ABE MANHEIMER AND COMPANY 


14th at Locust 
ST. LOUIS, MO, 
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Blue Ribbon Honors 
for the F. Mayer line 


HE Blue Ribbon Selection from a line old, established and 
famous -- Brown Utella Calf, Beaver trim, tip and saddle. 


F. MAYER BOOT AND SHOE COMPANY 
MILWAUKEE, WISCONSIN. 
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white edge. In Misses’, 
Children’s and Growing 


O S S Girls’ sizes. 


REG. U.S.PAT OFF. 


Billiken shoes, always supremely /Tacde only by 


popular, outdid themselves at the Cc 

“1. * . o 

Chicago Show, the above number Pa rou an 

Tt an award. Ask to see our Shoe Company 

entire line. " 2 
Saint Louis 


* » 
No. 2316 —S. Billiken 
SunshinePatent Leather 
Strap, Cut Out Sandal. 
Biliken process welt. 
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THE PRIZE WINNER 


ELECTED by the N.S.R.A. Style Committee for Blue 
Ribbon award—meritorious style for UNIVERSAL selling 


No. 3528—The very newest Gray UTELLA Calf Five 
Eyelet Oxford, Black Patent Leather Apron, Shield Tip, 
and Back Stay, 9-8 Heel, Goodyear Rubber Top Lift, 
Goodyear Welt Soles. 

AA, A, B, C and D Widths. Price $4.50 

IN — STOCK — NOW 

Featured by 
NOVELTY SHOE COMPANY 
“True to its Name” 
32 S. Wells Street, Chicago, Illinois. 
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No. 2134 —THE (AMPUS—$5.05 


ROSY RED BOARDED CALF 
GABLE EDGE and HEEL SEAT 


™ Stock A to D 


Tuis shows the selection of the National Shoe Retailers’ Style 
Committee of “The Shoe For the Occasion.” 


NUNN, BUSH & WELDON SHOE COMPANY 
MILWAUKEE, WISCONSIN 
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4 SHEER HOSE OF GREAT 
WEARING QUALITY 


A A J —_ 
KW NATURALLY THE BLUE RIBBON WINNER 


THE style comnuctee at Chicago were unanimous in proclaiming O’Callaghan & Fedden’s 
“Featherw ight” to be a most desirable and profitable number for shoe store sales. 


In no other hose is such beauty combined with practical wearing quality. “Featherweight” 
is a chiffon hove made in thirty of the popular shoe shades. Ready for immediate delivery in 
any quantities. The price is $24.00 per dozen. 


O’CALLAGHAN & FEDDEN, Inc. 


Manufacturers of Hosiery 


121-123 East Twenty-Fourth St., NEW YORK 
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PFISTER AND VOGEL 
Lotus Calf 
Color No. 1o4 


HOSEN by the N.S.R.A. Style Committee for eminence in 
quality, style and beauty. 


Shoes by Edwin Clapp & Son, Inc., Background P. &. V. Smoked 
Elk Calf. 
PFISTER & VOGEL LEATHER CO. 
MILWAUKEE, WISCONSIN 
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PASADENA 1-STRAP CHILD'S TREMONT 1-STRAP 

Style 16897—Black Oose Style 93—Dark Mahogany Calf with 
Calf camp and foxing, Patent top and Zanzibar Calf tip, vamp collar and fox- 
strap—Countess last—Turn sole—l6-8 ing—Fairy last—Welt sole—4-8 Rubber 
Wood Trig Louis heel. heel 


At Conventions, Style Shows, and in shoe store everywhere, “Queen 

a Quality” represents the Blue Ribbon standard of Style, Fit, Value and 

. TGP ‘ os 1 “nla . 
eenmnaaionts Saleability; and in rounding out a full quarter-century of progress, this 


SHOES brand enters upon its Silver Jubilee with advantages to progressive mer 
chants unrivalled in the women’s shoe field. 


‘HOMAS G. PLANT COMPANY, Makers, BOSTON, 20, MASS. 
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The Dolly Bell in gray and Gun Metal. 


Also made in other combinations. 





ERCHANTS will find that every Reeser Shoe is made of the very 
best materials. It is our policy to produce the most up-to-date 
styles and patterns to retail at $5.50; all welts. 


We have a very modern factory, every machine with its own motor. 
Thirty day deliveries. Our men are now in their territories. 

F. E. REESER SHOE CO. 

LOUISVILLE, KY. 
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WV HEN many dealers think of rhinestone ornaments they invariably think of “Reynolds.” 

The Blue Ribbon committee confirmed this prestige by choosing for special merit our 
Rhinestone bow knot pin with beautifully raised centre effect. This is used on a plain 
opera or the popular one-strap. Both the strap and the vamp are often ornamented by 
such a rhinestone. 


The complete “Reynolds” display of rhinestones, buckles and every sort of effect that 
beautifies feminine footwear was the centre of interest at our Coliseum booth. 


THE REYNOLDS COMPANY 
STEINERT BUILDING, PROVIDENCE, R. I. 
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Women’s Conservative Welts 





(Subdivided Into Strap Patterns and Oxfords) 





LASTS—Width and shape of toe and height 
of heel during this period will remain unchanged. 






HEELS—8-8 to 13-8 will continue with 8-8 to 





10-8 coming strong. 





and three modifications 


MATERI ALS—Kid 
of that—black, brown, white. 






Calf—medium tan, white, black. 
White Fabrics. 
Patents. 












Women’s Fashion Welts 






$0 per cent; Oxfords 30 


PATTERNS—Straps 


per cent; Tongue effects 





20 per cent. 






HEELS—8-8 to 13-8 will continue, with 8-8 to 





10-8 coming strong. 






LASTS—Unchanged with the slightly narrower 
effects confined to the higher heels and the 


broader effects to the lower heels. 






MATERIALS—Plain leathers in the order of 


their importance are recommended in solid colors 






as follows: 






1. Tan calf. 
2. Black kid or calf. 


3. Patents. 






4. White fabrics. 
5. White kid or calf. 











In Style Until July 1, 1923 
















Oficial ‘Report of the Foint Styles Committee of -Manufacturers 
and ‘Retail Merchants 


Women’s Sport Welts 
(Patterns, Straps, Oxfords and some Tongue Effects) 


LASTS—Of the prevailing round toe effect 
with a tendency towards the broader toes for 
these sport effects. 


HEELS—8-8 to 12-8. 


MATERIALS—Tan calf trimmed with ooze 
to blend or contrast. 
Black calf trimmed with gray ooze. 
White leathers’ or fabrics trimmed with 





patent, 
All over white and with white trimmings in 
sport effects are recommended. 
Medium tan calf, semi-brogue effects with 
straight or wing tips or plain toes. Instep saddles 


underlaid or cut off. There will be a proportion 


of crepe and rubber soles sold. 
eee 
Women’s Conservative Turns 
PATTERNS—Oxfords and Straps. 
HEELS—Wood and leather heights 10-8 to 


14-8. 


MATERIALS—Black or brown kid, patent, 
white kid or calf and fabrics. 


LASTS—Will continue of the present type. 


(Definition of Conservative Footwear—Conservative footwear covers 
plainer effects as noted above in straps and oxfords confined to plain 
leathers and such general types of shoes as are generally considered in 


the non-speculative class). 
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Women’s Fashion ‘urns 
Straps, 65 per cent—tongue effects and cut-out 
oxfords, 3§ per cent. 
LASTS—Will continue in keeping with the 
present trend of medium toes. 


HEELS—Height of boxwood heels 10-8 to 14-8; 
height of Louis and Spanish heels 13-8 to 16-8. 
MATERIALS—1. 
2. Patent. 
Black kid. 
White kid or calf. 


Colored ooze or kid plain or trimmed. 


Black satin. 


Black ooze plain or trimmed. 


Brown kid and brown satin. 
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Women’s Evening Slipp ers 
LASTS—in keeping with present trend. 
HEELS—Boxwood, 12-8 to 14-8; Louis, 13-8 
to 17-8. 

PATTERNS—Straps will predominate with a 
proportion of moderate-sized tongue effects and 
plain slipper effects. 


MATERIALS—1. Plain 


satin brocades. 


satin and silk and 


Silver brocade. 
3. White kid. 
4. Gold brocade. 


Note—Where percentages are mentioned they represent the consensus 
of opinion voiced at open forum styles meeting at Chicago convention. 

Note—Height of heel mentioned means finished effect measured on 
side at breast. 


MEN’S STYLES 


LASTS—Brogue, semi-French and conserva- 
tive. , 
rubber heels recom- 


HEELS—7-8 and 8-8, 


mended. 


COLORS—1t. Morro (Cherry red calf, lively 
cherry not dark cherry. 


Gold brown calf. 

Lighter shades of tan calf (according to 
locality). 

Black calf and patents are growing in 


tavor. 


Black kid, brown and tan kid. 


(Light colors are stronger in the high grades, cherry and 


gold brown strongest in medium and lower grades.) 


LEATHERS—Tan calf, 60 per cent. 
Black calf, 20 per cent 
Vici in black and tan, 1§ per cent. 
Patent, 5 per cent. 


We believe Scotch grains should not be over- 


looked. 


SPORT SHOES—Golf shoes and sport effects 
with rubber or leather soles will sell, but mer- 
chants must judge their own locality regarding 
these. Opinions differ on crepe soles. ~ Some 
localities report a ready sale on these, but most 
retailers are buying same with extreme care. 


Plain toes with trouser crease in lace and 
blucher oxfords are having ready sale in many 
localities. 


PATTERNS—Stitchingslead over perforations, 


CC Aildren’s Style ‘Re port on Page 6 FP 
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SILK , HOSIERY 


eA TTRACTIVE chifton was typical of the display of Rosaine Silk 
Hosiery viewed by the Style Committee. This line made a strong 


appeal because of its correct coloring for shoe store sale. Rosaine 
Hosiery, here illustrated, was a perfect match for the Laird-Schober 


colonials appearing in the illustration. 
ROSENHAIN COMPANY, Inc. 


220 Fifth Avenue 
NEW YORK 
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A Fitting Tribute 


ST HE N.S. R. A. Convention is now a matter of history, but its action in bestowing the signal 
honor the “Award of Merit” (blue ribbon) on Dr. Scholl’s Foot-Eazer will live forever with 
those dealers who have for years and who will continue to regard this meritorious Foot Comfort 


Appliance as a synonym of Foot Comfort. 


This “Award of Merit” has the endorsement of the N.S.R.A. which in itself is significant. The 
Committee making this award was selected by the N.S.R.A. to bestow this fitting tribute on shoes 
and findings that deserve such recognition, and Dr. Scholl’s Foot-Eazer was the logical selection in 


this field. 
THE SCHOLL MFG. COMPANY 


CHICAGO 
213 W. Schiller St. 


NEW YORK TORONTO 
112 Adelaide St. E 


€2 West 14th St. 





BOOT AND SHOE RECORDER 




















Stock Number 108 
Patent Oxford, Smoked Elk Saddle, 
Flexible Sole and Soft Toe. 


The N. S. R. A. Style Committee’s selection of a Blue Ribbon 


pattern from a Blue Ribbon line. 


SHAFT-PIERCE SHOE COM PANY 
FARIBAULT, MINNESOTA. 
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HIS little stitch ornamented one-strap McKay was our Blue Ribbon 
winner at Chicago. Some of the winning points were: it is flexible, 
damp proof, anti-squeak, and is made on a new principle of construction. 
Our entire line, which includes models for Infants up to Growing Girls, has 
these unique and exclusive features. Inquire of your jobber about this shoe. 


SHIPLEY & VAUX SHOE MFG. CO. 
313-15 VINE STREET, PHILADELPHIA, PA. 
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WARDED the Blue Ribbon of Merit by the N.S.R.A. Style Com- 
mittee for Universal Selling and Style Appeal. 
No. 1652—Gun_ Metal Calf Lace Oxford, Puritan 


Last, Wingfoot Rubber Heel. B,C, and D Widths, Last, Wingfoot Rubber Heel. B,C,and D Widths, 
ll Price $4.00 


No. 1638—Nut Brown Calf Lace Oxford, Puritan 


Price $4.00 6 to ll 


In Stock for immediate shipment. 
Send in your orders now. 


SIDWELL-DeWINDT SHOE COMPANY 
222 W. Monroe St., CHICAGO. ILL. 
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EA Wa No. 7469—Misses’ Patent Grecian Sandal, Smoked Elk 
WIENS Apron and Straps, Oak Sole, Geodyene Welt, Rubber Heel, 
Z XS } B, C and D Widths. Sizes 1134-2, Price $2.85 
: QW No. 7468—Child’s, Price $2.50. 


KS 


Simplex Shoes—The “Blue Ribbons” In Children’s Footwear 


HERE isnothing in the shoe industry so important as children’s footwear built correctly. 
Simplex Shoes are built according to nature’s way, guaranteeing the child’s health. 
Health, comfort, quality, style and price are the outstanding features of the Simplex Shoe. 


SIMPLEX SHOE MFG. COMPANY 
MILWAUKEE, WISCONSIN 
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Sinbac Helthy-Fut Line 


This style leader in Deer Nubuck with brown trim is but one of the many new styles offered by 
the Sinbac Helthy-Fut line for spring. Stocked in Child’s, Misses’ and Growing Girls’ 
run, it is a typical “From Cradle to College” offering. Also in Gray with Patent Trim and in 
Smoked Elk, patent trim. 


Ch and, 
Send for New Catalogue listing entire line 
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} pane is slipper beauty — attractively interpreting distinctive slipper fashions. 
High honors came to the COSYTOES line of Felt, Satin, Brocade and Leather Bou- 
doir Slippers at the National Shoe Retailers’ Convention because of the distincitive 
features offered. 
COSYTOES registered one hundred per cent among buyers at the Chicago Show as they 
realized the- advantages of a line offering the broad range of distinctive and exclusive 
patterns. 
The above illustration is but one of our distinctive styles and you are urged to wait for 
, ur COSYTOES representative. 

The above illustrated 7 I , 

slipper is being feat- S N ) FE > COM Ty 

age bin ae STANDARD FELT COMPANY 

Evening Post Issue Manufacturers of COSYTOES Felt, Satin, Brocade and Leather Boudoir Slippers 


Fo oe WEST ALHAMBRA, CALIFORNIA 
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THE Van Dyke won the decision and 

the Blue Ribbon in the wide selec- 

tion offered by our line of New York-made turn shoes. As pictured, it 

is of grey suede, black patent leather trimmed, but it also is made in all 

combinations. It is representative of a general line of highest grade 

bench-made turns that, together with exclusively styled boudoir slippers, 

mules and D’Orseys, constitute our line. Favorably known from coast 
to coast. 


K. M. STONE COMPANY 


Factory & Sales Rooms, 12-14-16 East 22nd St. 
NEW YORK 
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a “Lady Ann’ the Winner 


THE popularity of the Thomson-Crooker line was demonstrated by the crowd 
of dealers around our booths at the Convention. Snappy style in a long 
line of good selling numbers, carried on the floor for quick shipment, has been a 
drawing card for many years. 

This Grey Suede “Lady Ann” ankle strap, with dull calf trim and full Louis heel 
was the choice of the Style Committee. Send for further information about this 
line from which you can pick a winner all the time. 


THOMSON-CROOKER SHOE CO. 
18 STATION ST., BOSTON, MASS. 








BOOT AND SHOE RECORDER 





ld a a eee eeae cme Aamarenanie., —sE = 


Fo RES 














No. 278—Black Satin, Patent Leather, Trimmed, One-Strap Pump, 
Last 30, 13-8 Cuban Louis Heel, Turn Sole. 


This beautiful and much admired pump was a worthy winner of the 
coveted Ribbon. It is a shining example of our entire line. 


TRAVASO SAOE ComPANY 


1908 LOCUST STREET SAINT LOUIS 


LADIES FINE TURNS EXCLUSIVELY 
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SBLACK Satin Gore Front Pattern Pump. Black Brocaded Inlay. 110 Last, 15-8 Wood 
Spanish Satin Covered Heel. 


Merchants at the Convention unreservedly declared that of all the many superb pumps on 
exhibition this number was among the leaders. The Blue Ribbon verified their decision. 


Ask our representative to show you this number when he calls. 


TWEEDIE FOOTWEAR CORPORATION 


‘Makers of Shoes for Women” 


Salesroom GENERAL OFFICES 
15th and Olive Sts. Jefferson City 127 Duane Street, Graham Bldg.. 
St. Louis, U. S. A. Missouri Room 15, New York City 
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For Women 









No. 7735 
High-Grade Turn Last 


Two-Inch Heel 
UNITED Last COMPANY 
Heapquarters BOSTON, MASS. 


Brockton Newark Lynn Chicago New York Rochester 
Haverhill Auburn St. Louis Millwaukee 
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ONSULTATION with us is the first 


step toward fitting insurance. 


For Men 
The J. & M. HAIGH 


by the United Last Company 


UNITED LAST COMPANY 
Heapquarters, BOSTON, MASS. 


Brockton Newark Lynn Chicago New York Rochester 
Haverhill Auburn St. Louis Milwaukee 
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“The Streak”’ --Our new four-eyelet cut- 
out tie, Satinvamp and quarter, black suede 


stay, tip and saddl+, 9-8 heel, McKay. 


YH 7 E are building this shoe in various combinations equally as attrac- 

tive as the above. Careful selection of patterns and use of depend- 
able leathers in approved shades, plus top-grade workmanship, tend to 
make our complete line one of great merchandising possibilities. 


THE UNITED SHOE MANUFACTURING CO. 
SAINT LOUIS, U.S. A. 
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Style Report on Children’s Shoes 


HE report herewith submitted is based 
upon buying for the spring and summer 
months, and the committee, therefore, 
finds it unnecessary to say anything about high 
shoes because few are worn excepting for camp 
purposes, and the goods that have been in use will 
carry over for this purpose. 
Plain Toe Sport Oxford 
What seems to be particularly strong and a little 
out of the ordinary, that will no doubt receive a 
great deal of attention throughout the country, is 
a plain toe sport oxford, both blucher and straight 
lace, with an instep saddle either of self or con- 
trasting leathers. In contrasting leathers we would 
recommend a blending color in tans. 


Patent One-Strap 


The next biggest safe buy proposition is a pa- 
tent one-strap fastening with button. These shoes 


may be modified by perforations, stitchings, and 


even in saddle effects. The styles above men- 
tioned may be carried through to summer in whites 
—buck, canvas, nubuck and smoked horse. 


_ Barefoot Sandals 


Play shoes will have a big run as usual. Bare- 
foot sandals look bigger than ever, go per cent tans. 
The straight, regular oxford with a tip, in Russia 
calf and Elk leathers, also in blucher, continues 
good and will always be good. No store can get 
along very well without them. This may be con- 
tinued also in whites. These are the general re- 
commendations on children’s shoes. 


Ankle Strap for Smaller Children 


There is no change whatever in the Babies’ De- 
partment, in which, of course, the ankle strap is 
the best seller, though the regular one-strap also 
is a safe buy. 

In general, the styles above referred to are 
bought in spring heel for both children and misses, 
though in some sections of the country the heel is 
used in misses’. 

Growing Girls’ Shoes 

These same recommendations may be carried 

out in the Growing Girls’—of course, in lasts that 


are not quite so broad at the toe. Narrow toe lasts 
should be tabooed. The last most popular is a 
medium toe on the order of a brogue. Yet, a 
broader toe cannot be ignored in the growing girls’ 
sizes. Brogueing, wing tips and perforations on 
growing girls’ numbers are particularly good. 

For dress, many of the young girls are demand- 
ing shoes with a full narrow toe, and with box and 
Louis heels, not too light in effect, fairly good 
sized top lift, not to exceed a 1% in. heel. These 
shoes are often covered in the ladies’ department. 


Patent Leather Strong 


Patent leather is strong in all departments of 
the children’s business, including growing girls. It 
is one leather that is dressy on, all occasions and 
with all dresses, and requires little care. 

60 to 65 per cent of all shoes in infants’, child- 
ren’s and misses’ should be bought in tan. A few 
blacks need be considered outside of patent 
leather. But, while this holds good in the East, 
there are sections in the country where it is quite 
different. One thing that is to be borne in mind 
is that in growing girls’ a great many colleges and 
schools are demanding the children to wear black 
shoes, and the stock must be provided accordingly. 


Boys’ Shoes 

The usual full toe for little gents, youths and 
boys will continue. Added to this there is a last 
on the order of the “Haig” that will answer all 
purposes for dress and sport shoes. 

It is needless to say that the boy is more par- 
ticular about his shoes today than ever before, and 
he seeks leathers, tips, perforations and the effects 
of the regular men’s styles in the lasts above re- 
ferred to. Few high shoes will be worn. It will be 
a very large oxford season. 

Elk leathers will be very strongly bought. The 
plain Russia is not recommended excepting for 
dress and high-grade shoes. Leathers that are 
boarded and pebbled, including Scotch grains, will 
be largely in demand. Some patent leathers and 
whites may be considered, but must be bought 
cautiously. There is also an increasing demand 
for black shoes as many of the colleges are today 
making black shoes compulsory. 
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New Adelphia Last 


WALL @) MARK 


Cari* 





SNAPPY AND SATISFACTORY SHOES FOR MEN 


T His Blue Ribbon Number was selected by the Committee for 
the Character of the Last as a Selling Style for Young Men. 


WALL, STREETER & DOYLE COMPANY 
NORTH ADAMS, MASS. 
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THE Watson Radio Pump, Buckle Strap, with its graceful modeling and deft touches of 
the master craftsman, immediately impressed the judges of styles at the_N.S.R.A. 
Convention. Accordingly, the Blue Ribbon Award was conferred upon it. 


Every fine welt produced by Watson is a winner from cutting-block to fitting-stool. Style of 
the highest order wrought into a powerful feminine appeal is sponsor for its success. 


WATSON SHOE COMPANY 
LYNN, MASSACHUSETTS 
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TURNS 
Haverhill 


grade one constuction 


Jy 4: N the Style Committee awarded the Blue Ribbon to the above 
neat little ooze Turn One-Strap, it was equivalent to a 100 per cent 
endorsement of its selling power. For Spring and Summer, merchants 
will find this a splendid number. Our entire line is at your service for 
prompt deliveries. Ask our salesmen. 


E. A. & M. C. WITHERELL CO. 


Factory: Boston Office: 
Haverhill, Mass. Rice Bldg., Room 406 
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# ZB a= The Chelsea Oxford. In Sheffield gray suede 
Z WS with gray kid saddle and tip, 8-8 heel. 
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The Hit of the N.S. R. A. Convention 


Our salesmen are in their respective territories. Write or wire and 
we will have one call. 


THE SAM B. WOLF SHOE CoO. . 
CINCINNATI, OHIO. 
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Style No. 2-A Beaver Roll Top Wooleather Slipper. 


Our Blue ‘Ribbon W inner 


J HE award of the Style Committee coincides with our sales record for No, 2-A, as our 
greatest seller. PP 

Wooleathers are made of the best grade shearling skin for Men, Women and Children. The 

wool is clipped and with a tough, flexible leather sole, provides the utmost in Comfort and 

Good Wear. Being turn shoes, and made over a last, they are the top grade in sheepskin 


slippers and are, naturally, good sellers. 


WOOLEATHER CORPORATION 


130 West 42nd Street 
NEW YORK CITY, N. Y. 








SPECIAL 
MERIT 


JANUARY 
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The Prize Design 


and the unequaled 
material for men’s and 
women’s shoes for all 
street and sport wear 


GOODYEAR SPORT BOTTOMS 


An ideal combination of 
Goodyear Neolin Soles and 
Goodyear Wingfoot Heels 


SPORT BOTTOMS 


166c¢ 
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The Merchants’ 


Code of Ethics 


Principles Endorsed by the N.S. R.A. 


at (hicago as a Permanent Platform 


No. 1—That our vocation is a worthy 
one, affording us a distinct opportunity 


to serve society. 


No. 2—That the exchange of our goods 
and service and our ideas for profit are 
legitimate and ethical provided all parties 
in the exchange are benefited thereby and 


no deception is practiced. 


No. 3 


ambitions and relations shall cause us to 


That our business dealings, 


take into consideration our highest duties 


as members of society. 


No. 4—That our best endeavors shall 
be to elevate the standards of the vocation 
in which we are engaged, and so conduct 
our affairs that others in our vocation 
shall find it wise, profitable and conducive 
to happiness to emulate our example. 


No. 5—That our business shall be con- 
ducted in such a manner as to give a 
perfect service, and when in doubt to give 
added service beyond the strict measure 
of doubt or obligation. 


No. 6—That we shall consider no per- 
sonal success legitimate or ethical which 
is secured by taking unfair advantage of 
certain opportunities in the social order 
that are absolutely denied to others. 


No. 7—That ouremployeesshall be paid 
wages consistent with living conditions 
and services rendered, and given every 
opportunity of advancement. 


No. 8—That to all our customers be 
quoted the same prices. That price reduc- 
tions be passed promptly to the public. 
That we make no misrepresentations of 
goods in any manner, in our advertising, 
or allow our salespeople to do so. 


No. g—That truth, honesty and cour- 
tesy shall be observed with all factories 
and houses of whom we buy. 


No. 1o—That we shall strive to increase 
the efficiency of the craft by the exchange 
of ideas and business methods, not to 
make or allowour employees to make false 
or disparaging remarks or circulate harm- 
ful rumors respecting a competitor’s 
product, prices, business or personal 
standing. 


No. 11—That we shall assist the gov- 
ernment whenever possible in our line, or 
otherwise, and participate in all worthy 
movements for the public welfare for 
which our special training or experience 
qualifies us. 
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MILWAUKEE 


Retail Trade Slows Up 


Public Thought to Be Holding Back to See What the New 
Styles Are 


RADING is very slow, in contrast 

with the activity which characterized 
the weeks immediately after Christmas 
and the new year opening. Hesitation on 
the part of the public is attributed to in- 
terest in the new footwear styles, which 
are to be shown immediately after the 
usual clearance sales. Remarkably good 
business is being transacted at those 
houses which are clearing out stock by 
holding sales. Buying at such stores, of 
course, is for the price. Real buying, that 
is, purchasing stimulated by desire for the 
footwear because of its intrinsic appeal 
will not begin until after the spring 
showings. 


Manufacturing Fairly Steady 


Activity at local shoe manufacturing 
plants continues on a steady level, with a 
slight lull noticed around convention 
time due to careful production engendered 
through lack of knowledge regarding recep- 
tion of the new models. Local merchants 
returned from Chicago express satisfaction 
with the footwear presented this year by 
the manufacturer, and base their hopes 
for good business largely on the expecta- 
tion that the public will receive the new 
models as cordially as they themselves 
have. 


Leaves for California 


\. M. Caspari, son of A. B. Caspari, of 
Caspari & Virmond, and well known in 
local shoe circles, has left for California 
with his sister, Mrs. Ethel Travis. Mr. 
Caspari who worked in the Caspari & 
Virmond store for more than six years, 
will start a chicken ranch, near Los 
Angeles. 


Will Leave for Orient 


Frederick E. Rueping, formerly con- 
nected with the Fred Rueping Leather Co., 
of Fond du Lac, will leave on February 15, 


for an extended tour of the Orient, rep- 
resenting several prominent leather com- 
panies. Mr. Rueping will act as Far 
Eastern sales representatives of the Fred 
Rueping Leather Co.; The Central Leather 
Co., manufacturers of sole leather;Dungan 
Hood & Co., kid leathers; Thayer-Foss 
Co., patent leathers, and several other 
companies, through the sales agency of 
the A. J. & J. R. Cook Co., San Francisco. 


Planning Factory 


The David Shoe Manufacturing Co., of 
Racine, is completing plans for the factory 
addition soon to be erected by them in that 
city. E. B. Funston Co., Racine, archi- 
tects, are working out the details of a solid 
brick three story building, thirty by ninety 
feet is size, and embodying the latest im 
provements in shoe factory construction. 


New Hosiery Company 


The Everstyle Hosiery Co., of Cedar- 
burg is the latest firm to incorporate in 
Wisconsin for the purpose of dealing in 
hosiery. Capital of the new company is 
placed at $25,000. Incorporators are: 
H. A. Quade, J. Armbruster, and O. L. 
Weber. 


Tannery Addition Completed 


The new addition to the tannery of W. 
B. Place & Co., at Hartford, Wis., has been 
completed and workmen are placing the 
new machinery in the building. The addi- 
tion, 170 x 36 feet, is almost as large as the 
original factory, and makes the Hartford 
factory one of the largest in the state out- 
side of Milwaukee. 


Credit: Men Elect Officers 


D. L. Sawyer, credit manager of the F. 
Mayer Boot & Shoe Co., Milwaukee, was 
re-elected president of the Milwaukee 
Shoe Credit Men’s Association at its 


a 
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tenth annual meeting, held at the Hotel 
Medford. Other officers chosen were A. 
L. Schoenecker, secretary, and R. J. 
Dempsey, treasurer. The association 
went on record as favoring the “Pay Your 
Bills Promplty’’ campaign to be.launched 
soon in connection with national Thrift 
Week. 
Milwaukee Industry Ahead 


Milwaukee’s industrial output for 1922 
in terms of money value, shows an increase 
of 16.4 per cent over 1921, according to 
statistics prepared by R. E. Wright, 
manager of the commercial service depart- 
ment, First Wisconsin National Bank. 
Not the least of the local industries to show 
consistent gains, was the leather industry, 
with a total production valued at $63,943, 
562 in 1922 as opposed to $54,639,601 in 
1921. This approximates 16.33 per cent, 
and is equal to the general average. 


Leaves for East 


George P. Utley, vice-president and 
sales manager of the Menzies Shoe Co., 
Fond du Lac, has left for the east, where 
he will visit branch offices of the company 
Mr. Utley will spend more than a week at 
the Boston branch, helping salesmen with 
spring orders. 


Big Hosiery Year Ahead 


Optimism over the business outlook for 
1923 was the keynote of an address given 
before the Knights of Columbus in Mil- 
waukee by Joseph H. Zens, president of 
the National Association of Hosiery and 
Underwear Manufacturers, and president 


of the Milwaukee Hosiery Co. The 
coming year will be a big one for those who 
manufacture, job and sell hosiery, he said. 


More Bouquets for Hensel 


Commenting upon the fitfieth birthday 
of Otto A. Hensel, one of the editors of the 
Wisconsin News, a Milwaukee daily says: 
“Otto A. Hensel has the unique distinction 
of having been born in the very gateway of 
America—the famous old Castle Garden 
on the Battery in New York City. Today 
he is one of the city’s leading retail shoe 
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dealers, and has served as president of the 
Milwaukee Shoe Retailer’s Association. 
He is not only a live wire, nationally 
known throughout the trade, but a potent 
force in the upbuilding of mercantile 
Milwaukee.” 


Leads in Wooden Footwear 
Milwaukee makes more wooden shoes, 
than any other city in the United States, 
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according to recently compiled statistics. 
Though the demand for wooden shoes is 
national, Dayton, Ohio, Milwaukee’s 
rival is far from being a close second in 
production. Two local wooden-shoe fac- 
tories with a normal output of 25,000 
pairs, supply most of the needs of the 
entire United States. The shoes are worn 
by men working on cement floors, dairy- 
men, farmers, tanners, and workmen in 
similiar industries. 





ST. LOUIS 


Much Business Booked in Chicago 


St. Louis Group Display a Profitable Investment; Huge 
Delegation in Attendance 


T. Louis Shoe manufacturers and 
retail merchants literally transferred 
their activities to Chicago, while the 
N.S.R.A. Convention was being held. 
One solid train of twelve coaches left St. 
Louis Saturday night January 6th. This 
was run as a special and chartered by the 
St. Louis Shoe Manufacturers and Whole- 
salers Association. In addition to the 
St. Louis contingent, many out-of-town 
retailers were included in the trip. In 
Chicago the St. Louis group was quartered 
in the Morrison Hotel where they dom- 
inated the hostelry with their large re- 
presentation. Practically all five floors 
were included in the representation. Each 
manufacturer displaying had his full line 
on exhibition in one of the large sample 
rooms on the third or fourth floors. 
Smaller sample rooms were scattered 
throughout the hotel. Each manufacturer 
had a big sales force present. 


Displays in One Group 


Down at the Coliseum where the big 
convention was held, St. Louis was ably 
represented with one of the most dom- 
inating displays in the building. All of the 
large manufacturers as well as the smaller 
ones exhibited in the group. The activity 
in this particular section was unusual and 
throughout the entire session of the con- 
vention crowds milled up and down the 
aisle in front of the group. Reports 
gathered from the various booths in- 
dicated that not all the crowds were 
sight-seeing as orders of big volume were 
reported. On display were the fine ultra- 
stylish patterns as well as the conserv- 
ative, solidly built work shoes. The best 
the market produces was there and retail 
merchants eagerly placed their shoe 
requirements. One interesting St. Louis 
exhibit was a hosiery display. The actual 
knitting of a pair of womens’ hosiery 
caused the crowds to gather in large 
numbers. Other novelties throughout the 
St. Louis exhibit caused comment of a 
favorable kind. 


Prominent Merchants in Attendance 


Retail merchants are here by the score. 
Chas. E. Williams of C. E. Williams Co., 
was one of the leading lights of the con- 
vention activity. A third vice-president 
of the national association and appointed 
Chairman of the Resolutions committee, 
he was kept busy night and day. 

Arthur Ebbs and Horace Swope, both 
of the Swope Shoe Company, were there 
and were seen daily in the convention hall 
looking over the exhibits. Wm. Reid, 
another prominent merchant, was one of 
the early arrivals. Joe Sensenbrenner with 
a number of managers from the various 
Senac Shoe Co. stores which he operates 
also was an important personage in the 
vast throng. Bob Huette, Al Lutz and 
practically all important St. Louis re- 
tailers were there. One would think that 
the retail “‘shoe belt’’ had been transferred 
to Chicago. 


Gray a Popular Buy 

Gray seemed to be one of the best colors 
for early selling. It is the opinion of some 
that this color can be safely played up to 
and inc'uding the middle of April. Others 
fear to predict as long a life as this and 
view the situation with some apprehension. 
Gray suede with a kid trimming of the 
same color was one of the most popular 
combinations seen at the exhibit. Every 
line was showing any number of patterns 
built along this combination. Over-lays 
or under-lays also proved popular and the 
sun-burst design on the toe and the back- 
stay was another novelty that attracted 
attention. On slippers, straps evidently 
will hold well as any number of patterns 
carried them. Small-tongue effects with 
various styles of collars running down to 
the sole of the arch was another attraction. 
Some plain pumps also were noted, but 
for the most part they were trimmed with 
some corresponding color of calf or kid. 
One style that caused considerable at- 
tention is the last season’s flapper one- 
strap pattern with the 8-8 heel. This 


pattern in black satin was bought in fair 
volume. 


Lund-Williams Had Largest 
Shoe 


The Lund-Williams Shoe Company had 
on exhibition at the N.S.R.A. Convention 
the largest shoe in the display. It was a 
man’s sport oxford of smoked elk trimmed 
with a tip and apron of tan calf. The size 
was number 36 and, according to the size 
scale, it would take a man 15 feet 6 inches 
high to wear this shoe. The sole was 
made of the new crepe rubber,swas all 
hand-!asted and is perfect in every respect. 
Three of these shoes have been made by 
the company and are to be used by their 
dealers for advertising purposes in window 
displays. By the crowds attracted to this 
booth it appears that this method of 
advertising will be very popular in the 
retailers’ window. Dealers may have this 
display including the number 36 shoe by 
writing Mr. Montgomery of the Lund- 
Williams Shoe Co. of St. Louis. 


Ault-Williamson Stock Room 
Now Completed 


Ault-Williamson Shoe Company of 
Auburn, Maine, who have recently opened 
a large stock room in St. Louis, have just 
announced the final shipments of the 
stock. Henry Deidesheimer, manager of 
the St. Louis branch, stated that daily 
shipments will be made from St. Louis. 
He pointed out that this would be a 
decided advantage for retail shoe mer- 
chants in keeping their stocks sized up to 
an efficient degree. Jesse Greene formerly 
of the Dittmann Shoe Co. has joined the 
service of the Ault-Williamson Company 
and will look after the requirements of the 
trade in nearby towns of Illinois and 
Missouri. Mr. Aultand Mr. Williamsonare 
both going to visit the branch immediately 
after the N.S.R.A. Convention in Chicago. 


John Meier Shoe Co. Breaks 
Sales Record 


Al. Meier of the John Meier Shoe Co. 
declared that at the opening day of the 
N.S.R.A. Convention his company broke 
all records of sales, having equalled the 
same volume that wasconsummated during 
the entire Milwaukee Convention and the 
Chicago Convention last year. Meier 
expressed general satisfaction over the 
results at the convention. 





New Shoe Stores 


Bayless Stores Company, Salisbury, 
N. C., shoe department. 

A. E. Terrill, Haileybury, Ont., M. 
Banks (Charles H. Banks, manager), 
1316 North 52nd Street, Philadelphia, Pa. 


January 20, 1923 
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CLEVELAND 


Merchants Busy Cleaning House 


Special Sales the Rule Throughout City—Price Stability Has 
Given Confidence 


HE era of sales which started the 

first week in January with a few 
“specials” now has practically every shoe 
merchant in the city in its grasp. With 
the return of the delegation from the 
annual convention of the National Shoe 
Retailers’ Association in Chicago, the 
stores trotted out their lines that they 
wanted to dispose of quickly and then 
placed their advertising. 

The specials offered a great variety of 
shoes and styles. The prices were at- 
tractive—some going at $2.95. The 
Chisholm’s, for instance, gathered up all 
their regular lines from stores outside of 
Cleveland that they deemed eligible for a 
“special”, shipped them to the East 4th 
street store, and opened the middle of 
January with a big special. 


“Sales” Seldom Show Year-To- Year 
Increase 

One of the keenest merchants in this 
city gave a discourse on the psychology of 
the specials and its reaction on the public. 

“The volume of trade at these special 
sales seldom increases one year over the 
other,” said he. ‘While trade conditions 
are better now than they have been for 
years past, yet I do not look for the mer- 
chants to sell more shoes at this year’s 
January special sales than they disposed of 
in January a year ago. True, people may 
have more money now, for they have been 
at work a longer time, but they will spend 
that money for the goods that are to be 
purchased in the ordinary run of business. 

“The great majority of Americans are 
proud and self-respecting citizens. They 
want to be well dressed. There is a large 
number that feel that dress plays a large 
part in their success. These people do not 
patronize a ‘special.’ To them, the 
mention of the word ‘special’ sale is the 
same as pronouncing an invitation to 
purchase something cheap.” 


Chisholm Plans New Store 


The Chisholms are going to open a new 
shoe store in this city. It will be the sixth 
under the management of the company in 
Cleveland. 

The new store will be located approxi- 
mately 4 miles from the downtown 
shopping district. It will be situated on 
Euclid Avenue near East 105th Street— 
one of the busiest outlying districts in this 
city. The section has great possibilities of 
future development also. 

The new store will be located next to the 
Alhambra Theater, one of the largest 
moving picture houses in this city. The 
store will have a frontage of 25 feet on 


Euclid Avenue and a depth of 110 feet. 
It will be opened about the first of March. 

The East Fourth street store will be 
moved from its present location, a few 
doors north, to a new and more modern 
structure that has been erected by the 
Woolworth Co. This removal will take 
place some time in March also, from 
present indications. 


“‘An Elegant Convention” 


“It was an elegant convention and 
splendidly staged’’. That is the verdict of 
Cleveland merchants about the annual 
convention of the N.S. R. A. in Chicago. 
Men back here on the job after sojourning 
a few days at the annual gathering say 
they returned with a better understanding 
of present day conditions in the industry, 
of styles and leathers and they feel more 
certain about what steps to take. 

It is the consensus of opinion that 
economic conditions are more stable today 
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than they have been for years, and that the 
merchant, especially the retail shoe 
merchant, need not fear prices as he goes 
from one distributor to another to stock 
up. Merchants here feel that prices will 
not rise in the immediate future, or rather 
for the immediate seasons ahead, although 
they may for next year. 


Larger Sample Rooms the 
Rule 


Local representatives of shoe houses 
have been called into the home offices in 
several instances and given instructions 
for the new drive for business that is to be 
made in the new year. More and more 
attention is being given by men stationed 
here for the large shoe manufacturing 
concerns to their sample rooms. The 
displays are larger than they have been 
and the quarters are more commodious. 
With rents dropping slightly, salesmen are 
moving into larger quarters, that also are 
more accessible. Special steps are taken 
to get merchants into the show rooms. 
One representative recently took over an 
additional room and now his quarters 
resemble a good sized retail sales room. 
This man has been very successful in 
getting merchants to drop in on him, while 
an assistant is out seeing the trade. 





DALLAS 


Men’s Trade Picking Up 


Reports on This Branch Particularly Encouraging; Tongue 
Effects Lead in Sales to Women 


ITH the holiday rush over, Dallas 

has settled down to the usual 
January clearance sales. Practically every 
shoe store and shoe department in Dallas, 
large and small, has started a sale of some 
kind, and from all reports, results for the 
first few days have been more than 
satisfactory. The felt slipper business this 
year was exceptionally brisk the last 
three or four days prior to Christmas. 
Most dealers practically cleaned out their 
stocks. 

The past thirty days has seen retail 
trade as a whole very satisfactory. 
Especially have there been favorable 
reports on the men’s trade. Many men 
are buying high cuts, notwithstanding the 
fact that more men than ever before are 
wearing low shoes this winter. 

Tongue effects have the call in women’s 
shoes by a good margin in both satin and 
patents with a decided preference in favor 
of satins. Fewer welts are being sold by 
most dealers according to reports. 


Volk Bros Buy New Location 


Volk Bros. Co. have recently acquired 
the Northwest corner of the property at 
St. Pauland Main Street. This property is 


fifty by one hundred and twenty-five feet, 
and joins the rear, of seventy-five by one 
hundred and twenty-five feet, facing Elm 
Street purchased by this company some 
year and a half ago. The purchase price 
of these two properties was approximately 
one half million dollars. This recent 
transaction gives the Volk Bros. Co. a 
fifty foot frontage on Main St. one 
hundred and twenty-five feet on St. Paul. 
Added to the seventy-five feet on Elm 
Street, this makes possible a full two 
hundred foot frontage on the best thor- 
oughfares in Dallas. No plans for building 
have been given out. The buying staff of 
Volk Bros Co., composed of Lenoard W. 
Volk, Harold F. Volk and Rex G. Farrell, 
left recently for New York and other buy- 


ing points. 


Dallas Briefs 


H. F. Barnette, who has been connected 
with the Leon Kahn Shoe Company for 
the past year as publicity manager, has 
resigned his position and accepted a 
similar place with L. G. Gilbert and Co. of 
Ft. Worth. 

H. S. Miller, of The Home Trade Shoe 
Co. reports that trade is exceptionally 
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good with his firm; that the week prior to 
Christmas this year was the largest in the 
history of the store, it having exceeded the 
week before Easter of the past year. 


Art Voegel manager of the Shoe Depart- 
ment at Eggers says that the new de- 
partment has proven a decided success 
from the very start. This department was 
opened early last October. During the 
month of December, Mr. Voegel states, he 
was able to turn his entire stock, a record 
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which he is very proud of, especially so 
when considering the fact that this 
department occupies no ground floor at all, 
and that it is less than four months old. 


It is reported that I. Zesimer will soon 
re-open his Bootery at 104 North Ervay 
Street. This store has been closed since 
the recent fire which destroyed adjoining 
buildings and damaged his stock. The 
entire stock has been disposed of and 
Zesimer will re-open. 





DENVER 


Industrial Outlook Is Bright 


Certainly Much Better than Last Year with All State’s 
Industries in Healthier Condition 


HE general industrial outlook for 

Colorado at the beginning of 1923 is 
much better than it was at the beginning 
of 1922, according to a survey of conditions 
made by the state immigration depart- 
ment. There has been a substantial increase 
in the price of both zinc and lead in the last 
few months, which has had the effect of 
increasing activity in many of the state’s 
metal mining districts, bringing about 
conditions which promise further increases 
during the year. The state’s coal mines, 
not yet operating full capacity, are show- 
ing increases. Prices of livestock are 
much better and hold out promise in this 
field in Colorado for the year. Farm crop 
prices are increasing and the outlook for 
good crops this year are bright. Business 
in general is improving and Denver shoe 
merchants are making ready to take care 
of their share of the increased business. 


Fontius to Build New Store 


Plans are being rapidly completed for a 
two-story building to be erected on the 
southwest corner of Sixteenth and Welton 
streets, this city, by the J. J. Fontius Shoe 
company at a cost of $125,000, J. J. Fon- 
tius, Sr., president of the firm, announced 
recently. The structure will have a 100- 
foot frontage on Welton, and will extend 
to the alley on Sixteenth street, or 125 feet. 
Pressed brick with a flashed buff color, 
trimmed in white terra cotta will be used, 
and the first story will accommodate un- 
usually high ceilings suitable for a modern 
shoe store, George H. Williamson, the 
architect, said. On January 1, 1924, when 
its lease is up at the present location at 834 
Sixteenth street, the shoe company will 
move into the new quarters, occupying 
the corner space. Work of razing the one- 
story building now on the property will 
be started June | that the new structure 
may be ready for occupancy by the end of 
the year. The site and present buildings 
are owned by the Cheesman estate, with 
which a twenty-year lease was signed 





more than a year ago by the Fontius Shoe 
company. 


Beehive Company Buys 
Building 
The Beehive Shoe and Clothing com- 
pany, this city, has purchased the building 
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in which it has been located for the last 
thirty-two years, 1632-38 Larimer street 
for $50,000 from Grace C. Roy, it became 
known this week. The building is one of 
the landmarks of Denver, having been 
erected in 1872. It is a three-story brick 
structure, 125 feet long, with a fifty-foot 
frontage on Larimer street. 


News Notes 


Robert Lee Gilliam, traveling represen- 
tative of the Brown Shoe Company, re- 
cently spent a few days on business in the 
southern part of the state. 


L. H. Nussbaumer of the Fort Morgan 
Shoe company, Fort Morgan, Colo., states 
that he experienced a better holiday trade 
this year than he did the year before. He 
is looking forward to a good 1923 
business. 


Brief Denver 


The Johnston Shoe company, 607 Six- 
teenth street, this city, and which is pre- 
sided over by Robert Johnston, is at pres- 
ent conducting an Anniversary sale. It 
was just one year ago that the firm moved 
into its present home 





COLUMBUS 


Stocks in Healthy Shape 


Clearance Sales Now On and Attractive Prices Producing 
Fair Volume 


LL the leading merchants in this city 
report that business during the past 
year was not at all times as good as had 
been expected, but that the year asawhole 
was entirely satisfactory. Stocks at the 
beginning of this year are at a minimun 
and in good shape. Many of the mer- 
chants have bought additional lines for 
the usual January sales, which are now in 
full swing. 

The F. & R. Lazarus & Company have 
placed on sale in their second floor depart- 
ment, about 500 pairs of new spring styles 
at a very definite saving. Among them 
are many different leathers in both lace 
and straps at the one price of $5.45. 

The Morehouse-Martens Company is 
featuring the advent of January by offering 
the choice of any of their many high grade 
lines of boots at one half price, while they 
are also offering their same high grade 
lines of low shoes at very attractive savings 

The Union Company, Dunlaps, Brown- 
ings, and The Pitts Shoe House are also 
showing many attractive bargains in clean 
ups. 

Good Buying at Chicago 


The majority of the shoe merchants and 
buyers attended the National Convention 
at Chicago the past week and while there 
bought heavily of the newer styles for 
spring, with instructions to ship at once. 


Upon their return they all spoke very 
enthusiastically of the meeting, and are 
determined that the state convention to be 
held in this city in March, will be equally 
as good for those who failed to attend the 
National meeting. 


Factories at Capacity 

The C. & E. Shoe Company, The Riley 
Shoe Company, John Fenton Shoe, 
Company are all working at capacity 
getting out their spring orders, so that 
their customers will have the advantage of 
the early demand for spring styles. 

The H. C. Godman Company has 
purchased an additional plot of ground, 
upon which will be erected a plant for the 
manufacture of leather board. This 
concern only recently moved into an 
immense new plant which was erected 
adjacent to the old building on the west 
side, vacated when the new building was 
finished and which is now being torn down 
to make room for an up-to-date adminstra- 
tion building. This company is operating 
all eight factories at full capacity, Never 
having had the plants closed during the 
past year excepting for one week, in July. 


How many young men there are who 
like corn, turn white when they pop!— 
Farm Journal. 
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SAN FRANCISCO 


Preparing for California Convention 


Committees Named by President of California Association 
—Holiday Trade Was Good 


A. Ballentine has been appointed 

. chairman of the California Shoe 
Retailers’ Association Convention which 
meets in San Francisco on June 11, 12 and 
13, 1923. Mr. Ballentine is Manager of 
the Hanan Shoe store, on Geary Street, 
and is President of the San Francisco 
Shoe Retailers’ Association. The fol- 
lowing committees have been drawn up 
by Mr. Ballentine, and the formality of 
passing on the names will take place at 
the next meeting of the Association. 

Booth Committee:—Al Katschinski, 
Chairman; Roy Flemming, Harry Gibson, 
Charles Kushins, Ernest Eisenbert, ‘Tom 
Butler and Al Gude. 

Publicity Committee-—Max H. Som- 
mer, Chairman; S. E. Goldsmith, Wm. 
Ahearn. 

Program Committee:—Max H.Sommer, 
Chairman; C. F. Taylor, Lou Brayton, 
Harry Kuhlman, H. C. Billsborough, 
Dan Marx. 

Reception Committee:—Carrol Wills, 
Chairman; C. W. Hubbard, T. D. Ed- 
wards, Floyd Lester, Harry Lacey, Henry 
Price, I. Glaser. 

Entertainment Committee:—Frank 
More, Chairman; Russell Werner, Henry 
Garcia, Sol Berner, Ed. Schaefer. 

Hotel Reservation Committee:— Chair- 
man; Heiman Heim, I. K. Lewis, H. J. 
Peters, Arthur Holl, Louis Reis, Frank 
Bender, Eugene Eisenberg. 

Registration Committee:-—Lou Weg- 
geman, Chairman; J. Frank Mail, Walter 
Broader, Frank Ahearn, Drew Chick. 

Style Show Committee:—J. G. Rogers, 
Chairman; Harrison Baker, Al. Block. 

Style Committee:—Paul Jessberg, Chair- 
man; Mr. Jessberg is deputized to ap- 
point his own committee on the question 
of styles. 

Off for Chicago 


The largest delegation that California 
has ever sent to any National Convention 
will be present at Chicago, January 8. 
The San Francisco contingent made ar- 
rangements to travel together, as far as 
possible, without actually engaging special 
cars. Amongst those from this city leav- 
ing on January 3 are: Al. Katschinski, 
F. O’Brien, and H. Cantrowith, all of the 
Philadelphia shoe store; Frank Werner of 
the Frank Werner store, H. Ballentine of 
the Hanan store, and other well-known 
men in the trade who will all continue 
their journey East, at the expiration of 
the Convention, with the exception of 
Al. Katchinski whose business neces- 
sitaies his prompt return. 

Other California shoe men, both from 
this territory and from other parts of the 


State, will visit Chicago en route home 
from Eastern trips. Chester Herold, 
president of the California Association 
left late in December. William Kaufman, 
and Max H. Sommer of Sommer and 
Kaufman left in December, for the 
factories, timing their journey so as to be 
in Chicago, en route home, at the time of 
the Convention. Frank More of the Frank 
More shoe store also left early. News 
from other parts of the State is to the 
effect that a number of dealers are plan- 
ning to make their Eastern trips, coming 
or going, coincide with a visit to the 
Convention. 


Hope for Style Stabilization 


All the shoe dealers in California, at 
present, are keenly interested in styles 
and it is believed that the Chicago 
Convention will develop something very 
definite and concrete regarding what will 
be worn in the early spring. At present, 
people are wearing a little of many kinds 
of styles. Colonial models with buckles or 
ornamental tongues still seem to be most 
in demand. Black satin and silver bro- 
caded metallic fabric slippers are the 
favorites for women’s evening wear. The 
city of Paris is showing slippers in shot 
gold and silver metallic which is much in 
demand. J. G. Regers, manager of the 
Bootery finds that, in addition to the de- 
mand for black satin and suede slippers, 
customers are beginning to show a marked 
interest in gray. Judging from the 
Bootery demand, it looks as if gray 
would grow stronger as the year advances. 


Tim McGowan Dead 


Tim McGowan, for twenty-two years 
connected with the store of Sommer and 
Kaufman dropped dead, from a sudden 
attack of the heart, on Christmas Eve. 
The deceased was much liked and re- 
spected by all his associates and was 
popular with the customers of the firm. 
“He was a fine character and we deeply 
regret his loss,” said Max Sommer. The 
funeral took place at St. Ignatius church. 
The late Mr. McGowan was unmarried 
and is survived only by a niece. 


Holiday Trade Good 


The holiday trade in San Francisco and 
the Bay cities proved very satisfactory to 
the shoe retailers. Several of the leading 
shoe merchants stated that it was far 
ahead of last year’s Christmas and New 
Year’s business. Slippers seem to have 
been the article most in demand, and 
they were everywhere extensively fea- 
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You, Too, Will 
Admit It 


“Breaking in” a new pair 
of shoes with a hard, stiff 
sole is always the un- 
pleasant part of buying 
new footwear. 


Overcome this bugaboo 
and you will soon in- 
crease sales to your present 
customers and encourage 
patronage from new ones. 
You can do it by stocking 
shoes soled with Flexoak. 
The 


is the product of a special 
process of tanning which 
ideally preserves the native 
toughness of the steer 
hide and yet imparts to the 
finished leather a degree of 
flexibility heretofore un- 
known in a durable sole 
leather. A Flexoak-soled 
shoe needs no “breaking 
in.”’ It responds to every 
foot movement as readily 
as a moccasin, yet it will 
far outwear the ordinary 
sole. 


Let us send you a sample of 
Flexoak and prove to you 
why it is to your advantage 
to specify Flexoak Soles in 
the shoes you buy. 


C. G. Fleckenstein Co. 


MUSKEGON, MICH. 


REG. U.S. PAT.OFF. 


THE SOLE OF CREATER WEAR 


©car. co. 1922 
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tured, of all colors and styles. Hosiery 
and buckles for shoes were also popular 
as holiday gifts. Merchandise orders 
for shoes were about as popular as last 
year. Evidently this form of gift did not 
keep pace with the increase on the 
purchase of slippers etc. 


Walk-Over Men Transferred 


Several changes have occurred in the 
San Francisco personel of the Walk- 
Over Shoe Co. R. O. Dunhill, General 
manager of the two San Francisco and 


one Oakland Walk-Over stores has been 
transferred to New York. The new 
general manager is Clinton F. Taylor, a 
well-known Walk-Over man who came 
here recently from Chicago. A. A. 
Gosselin, formerly manager of the Post 
Street Walk-Over store has been trans- 
ferred to the Market Street store, as 
manager. He has been succeeded at the 
Post Street store, by Paul Gauger who 
has been connected with the Walk-Over 
Market Street store. Holiday trade was 
excellent with the Walk-Over stores, accor- 
ding to A. A. Gosselin. 





FORT WORTH 


New Year Starts Off Well 


Even December, Usually a Poor Shoe Month, Showed Good 
Gain 


HE new year has started off well and 

Fort Worth shoe men are optimistic 
over the prospects for the coming year. 
While December has never been considered 
a banner month for the sale of shoes there 
were good reports to be heard on every 
side. 

L. E. Langston reported that his sales 
reports showed that December was the 
best month he had had during his eleven 
years’ experience. He said that it was the 
one-price shoes that did it. Several shoe 
men spoke of the excellent sale of men’s 
house slippers. On the whole it seemed 
that men’s slippers of all kinds and 
varieties went much better than women’s 
slippers. There was a big demand for 
buckles and all kinds of accessories during 
the holiday season. The debutante 
festivities and the vacation set parties 
created quite a demand for evening foot- 
wear and the retailer who had a good 
supply of metal cloth and colored foot- 
wear was able to do a good business in that 


type. 


Large Delegation Attended 
Convention 


A carload of Texas retail merchants 
left Fort Worth January 5, to attend the 
National Convention. Among those from 
Fort Worth were L. E. Langston, Presi- 
dent of the Texas Shoe Retailers’ Asso- 
ciation; W. B. Taylor, Secretary of the 
Association; Virgil Garrett, Fred H. 
Thompson, and Judge Marvin Brown. 
Judge Brown is not a Shoe Retailer and a 
signal honor was conferred upon him when 
he was asked to speak at the National 
Convention. He spoke at the State 
Convention here in Ft. Worth last Feb- 


ruary. 


Change in Shoe Department 


Fred H. Thompson is the manager of 
he Shoe Department of the Sanger Dry 


Goods Store to succeed W. B. Taylor who 
has opened up the Taylor Shop. Mr. 
Thompson was with the Sanger Store of 
Dallas. 

H. C. Wilson was appointed to succeed 
Kirby Taylor as Assistant Manager. Mr. 
Taylor is associated with his brother in the 
Taylor Shop. Mr. Wilson has been with 
the Sanger Shoe department for some time. 

The well-known saleswoman of Chil- 
dren’s Shoes at the Sanger Store, formerly 
Mrs. Fannie Olds, became Mrs. George 
Hammett during the holidays and resigned 
her position in the store. She was in the 
Children’s Department for more than 
five years and numbers her small friends 
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and patrons by the hundreds. She is now 
living in El Paso. Miss Julia Scott is her 


successor. 


Unusual Hosiery Business 


The hosiery sales at the Newkirk-Offutt 
Shoestore were record breaking during the 
holiday season, according to Mrs. Nora 
Wilson, head of the Hosiery department of 
that store. Every day during the week 
preceding Christmas the Hosiery sales 
amounted to one hundred dollars and 
one day the sales mounted to four hundred 
dollars. These amounts represent many 
many pairs of hose, for the prices at the 
Newkirk-Offutt store range from one to 
three dollars. There was no higher priced 
hose than three-dollar ones sold. Mrs. 
Wilson said that Xmas, 1921, she thought 
that she had done an unusual business but 
this year the amount was greater and the 
price of hosiery less, so her business was 
greatly in advance of the last year. Some 
time ago there appeared in the Recorder 
the story of Mrs. Wilson’s ideas on selling 
hosiery and the story of a big business in a 
small place. 


Goodspeed’s Have Clearance 
Sale 


During the first week in January 
Goodspeed’s had a sweeping clearance 
sale. -Unusual values in all kinds and 
types of shoes were offered at greatly 
reduced prices. The store had the real 
bargain day appearance with the great 
tables heaped with shoes. 





CINCINNATI 


N.S. R. A. Convention Is Discussed 


Shoe Manufacturers Increasing Output Daily—Large Orders 
Booked for 30 to 60 Day Delivery 


HE attention of the members of the 

local trade has been centered this 
week upon the business developments 
from the convention of the National Shoe 
Retailers’ Association at Chicago. Both 
merchants and manufacturers from this 
market attended the great gathering in 
goodly numbers. On the whole, it is 
thought by many that this year’s conven- 
tion was a greater buying event than that 
of last year. More than ever, the manu- 
facturers made an effort to get visiting 
retail merchants to inspect their lines on 
display at the hotels. A great number of 
those exhibitors at the Coliseum used 
their display booths as a means of getting 
visiting buyers to seek out their fuller 
displays at the hotels. Manufacturers 
have long since discovered that astute 
buyers cannot intelligently place orders in 
a display booth such as those used at the 
N.S.R.A. Convention. 


Those manufacturers from this market 
who had displays in Chicago, either at the 
Coliseum or at the various hotels, report 
a fairly good business. On the whole, 
however, it was an obvious fact, and upon 
investigation found to be very largely 
true, that the majority of the larger mer- 
chants attending the convention had pre- 
viously placed orders for shoes covering 
their pre-Easter needs. It was found that 
merchants of this class had in many in- 
stances visited various shoe markets prior 
to the convention, and had bought on the 
assurance that what, in the way of style, 
had already been seen by them would be 
seen at the convention. Yet, on the other 
hand, the greater portion of those retail 
merchants who went to Chicago did so 
for the purpose of studying the latest 
developments in the style trend, and to 
liven up their stocks with the newest of- 
ferings. Therefore no little amount of 
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business was done by those manufacturers 
who made a strong bid for it. 


Strike Definitely Over 

It is reported by a number of the Cin- 
cinnati manufacturers that during the 
Chicago convention they came in contact 
with many merchants who did not know 
that the Cincinnati strike is definitely over 
and that the workers here are returning to 
their old positions as a result of a conclu- 
sive agreement between the manufac- 
turers and the unions. It was their opin- 
ion that those merchants probably do not 
read their trade papers, and that such 
merchants are handicapping themselves, 
for they are passing up the best source of 
all important trade information. 

The manufacturing branch of the Cin- 
cinnati market is increasing its output day 
by day. Large orders are being booked 
for thirty to sixty-day delivery. Most 
manufacturers here have about reached 
75 per cent of their capacity output. The 
sales forces of all the local plants are now 
in their respective territories. 


New Low Heel Effect 


Among the innovations seen at the Chi- 
cago Convention the P. Sullivan Com- 
pany introduced a new low-heel strap ef- 
fect known as “The Scamp.”’ Its pattern 
is especially adapted to eccentricities of 
the flapper. W. T. Dickerson, originator 
of the style, states that it “went over big.” 


**Blues” and Reds’”’ to Elect 


Considerable interest is being displayed 
by the membership of the Cincinnati Shoe 
and Leather Club this yearinthe outcome 
of the forthcoming election of new officers. 
The members of the nominating commit- 
tees for the Red and Blue tickets are ex- 
pending all of their wits in selecting strong 
tickets. The committee in charge of the 
Blue ticket consists of Sol Berger, chair- 
man; Jack Blakney and Hugh M. Bowen. 
The committee in charge of the Red ticket 
is composed of Joe Murphy, chairman; 
W. A. Gallup and Harry Wiechman. 


Wolf’s Special Convention 


The Sam B. Wolf Shoe Company was so 
well represented at the National Con- 
vention that it required a special car to 
carry their party from Cincinnati to 


Chicago and return. They called it the 
Wolf car. Myron Wolf, treasurer of the 
company, reported a very good business 
during the convention. 


Lima Cord Reports Good 
Business 


The Lima Cord Sole & Heel Company, 
Lima, Ohio, reports a splendid business 
during the past few months. At present 
they are operating both day and night. 
J. E. Grosjean, president, stated that his 
business is rapidly growing, and that he 
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expects 1923 to be a splendid year. He 
announces that H. D. Garber, who has 
had fifteen years’ experience in the rubber 
business, is now in charge of production, 
and before long will become general 
manager, 


Indiana Merchants Celebrate 


During the N. S. R. A. Convention the 
visiting merchants from Indiana got to- 
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gether on Tuesday night for a most en- 
joyable time around the festive banquet 
board, at the Atlantic Hotel. Their 
wives were also in attendance. President 
Crawford who has a store at Crown 
Point, Ind., acted as toastmaster. Be- 
tween courses inspiring talks were made 
by leading members of the Indiana 
Association. Among them were Ed Stout, 
Sam Schwartz, Charles Slifer, L. S. 
Mahoney and George Tobey. 





DES MOINES 


Buyers Report N.S. R. A. Convention 
Big Success 


January Retail Shoe Business Excellent—Good Volume of 
Orders Placed at Chicago 


EARLY every shoe store in the loop 

district had a representative at the 
Chicago convention this year. It is the 
general opinion of the local retail mer- 
chants that they have never had a better 
time, nor have they ever acquired more 
real good out of a convention than this 
one. According to the shoe buyers, they 
placed a good volume of orders while in 
Chicago. About 60 per cent of the orders 
placed for women’s dress footwear were 
satins. Pumps in various styles of cut-out 
patterns were also bought quite heavily. 
In children’s footwear, it is the opinion of 
one large buyer that fancy shoes will be in 
very strong demand this spring. Many 
and varied styles are being shown and 
those which seem to be most in demand 
are the popular novelties for women. 


The Post holiday season business is fair. 


Every Saturday so far this month has 
seen a good volume of shoes sold. Special 
sales and a good volume of newspaper 
advertising have contributed to making 
this month a good one. 


New Location for Store 


The Seymour Shoe Store which was 
formerly located in the Century Building 
will move February 1 to 514 Walnut 
Street. An entirely new stock of women’s, 
men’s and children’s shoes is to go into the 
new store. The new store when completed 
will be one of the finest and most elaborate 
in the city. It will be strictly in modern as 
to shoe equipment. 


Panors Inc. Announce New 
Policy 


The Panor Shoe Company of which 
John Corcoran is buyer, announced a new 
policy beginning January 1, 1923. Ten 
stores in their chain in the larger cities of 
the Middlewest which include Minne- 
apolis, Sioux City, Waterloo, Omaha, 
Marshalltown and Des Moines, have gone 
on a permanent $5, $6 and $7 price policy. 


Mr. Corcoran said, “Our idea is to feature 
up to the minute novelties of all kinds 
and drive home the idea of extraordinary 
values. Our slogan for our window dis- 
play advertising is to be ‘Better shoes for 
less—You can’t pay more.’ And for our 
newspaper advertising we are going to 
use the slogan ‘More pairs at less profit.’ 
We expect the new stores to have changed 
to the new policies within a month.” 


New Store to Open in 
Sioux City 

E. B. Quilleash who resigned last week 
as buyer of the shoe departments of 
Younker Bros., Department Store in Des 
Moines has leased the store at 511 Pierce 
Street, Sioux City, which is to house one 
of Sioux City’s finest and highest grade 
stores. The new store is to be a combina- 
tion of the latest ideas for a modern shoe 
store which Mr. Quilleash has noted as 
successful in the East. Alterations on the 
building have already been begun, but it 
is not expected that the store will be 
completely equipped and ready for open- 
ing before the 1st of April. 


Geo. Breck Returns from 
Buying Trip 
Geo. Breck, proprietor and manager of 
the Walk-Over Shoe Store, returned this 
week from a 10-day shoe buying trip in 
Chicago and Cincinnati. 


Harris-Emery Manager 
Resigns 


Ralph Ellis, who has been manager and 
buyer for the shoe departments of the 
Harris-Emery Company has this week 
resigned his position. He is now located 
with the Grand Leader Company of St. 
Louis, Mo., where he is Sam Hinkley’s 
assistant. 
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GIVE EACH TOE A CHANCE 


These mocs are made for 
the little ones in four attrac- 
tive colors of elk grain lea- 
ther. They are designed 
for babies from the time 
they creep until the time 
they have learned to walk. 


Soap and water will clean 
them. 


STRAP SANDALS 


~ ee .Choc Elk 
._ =r . Smoke Elk 
. 202... Tan Elk 
. Swern. 


Price $7.75 Dozen 


All but No. 203 
Carried In Stock 


Sizes 1 to 5 —Six dozen to the 


case 


The soft, flexible leather 
will develop each growing 
muscle of the child’sfootand 
allow every bone to grow 
naturally. 


Babies outgrow Papoose- 
Mocs before they outwear 
them. 


An attractive counter dis- 
play easel in colors—with 
four actual samples at- 
tached—will make sales for 
you. 


LACE BOOTEE 


No. 100............Choc Elk 
No. cocccceseee Omoke Elk 
No. : 

No. err 


Price $39 Dozen 
All but No. 103 
Carried In Stock 


Sizes 1 to 5—Six dozen to the 
case 


‘‘Papoose-Moc the Soc-o-moc Baby” 
SACO SHOE CO., (Boston Office: 10 High Street) Saco, Maine 
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r and side lea. 
ins for fine calf 


leather. . 
ther 


. hides for sole leather. ... . 
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Leather Buying Spurt Has Not Yet 


started in force. Shoe manvfac- 

turers are busy with visiting shoe 
buyers and the firmness in prices shows 
that there is no expectation of market 
weakness. Large sales of packer hides at 
one-half and one-and-a-half cents’ decline 
were the features of the week. Consider- 
able leather is moving daily on contract, 
which, with the regular buying, makes a 
fair aggregate of business. Tanneries are 
operating at a little better than 50 per 
cent capacity and upper leather tanners 
are, in numerous lines, running at nearly 
full capacity. 

Some sole leather tanners are now run- 
ning longer schedule of time than for many 
months, and there is now a prospect of 
making up some part at least of the losses 
of the past few years. Tanners both of 
sole and upper leather are planning for 
greater production this year than last. 
The demand continues for heavy leather 
and for the better grades. The showing of 
a profit for the last quarter of 1922 by some 
of the larger tanning companies is encour- 
aging after preceding deficits. 


J, ssartea of leather has not yet 


Sole Leather Prices Firm 


Close buying of sole leather at the end 
of the year should have the effect of better 
call now. Stocks in hands of sole eutters 


Developed 


are small. There is no change in prices of 
union soles and firmness is maintained. 
Choice union tannages are quoted at 54c 
to 55c per lb. Prices are steady on oak 
sole. Packer oak steer backs are quoted at 
50c to 57c per Ib. No. 1 bends 60c to 65c. 
Finders’ bends bring 75c to 85c per lb. 


Fair Call for Upper Leather 


There is a fair demand for upper leather 
in calf and side, also for kid with patent 
leather well sold ahead. The calf leather 
market shows improvement, with prices 
held firm. The top selections of colors are 
held at 48c to 50c per foot. The cheaper 
selections are also moving better. Medium 
weights and grades of calf bring from 35c 
to 40c per foot and the lower grades from 
26c and 28c to 36c. Cheaper and job lots 
are available from 15c to 22c. Suede in 
colors is in good demand with prices of top 
selections from 55c to 65c per foot. 


Side Leather Business Moderate 


Present business in side upper leather is 
only moderate but dealers are looking for 
much larger business beginning this month. 
There is no change in prices with a fairly 
wide range of 10c to 15c per foot for job 
lots up to 28c, 30c and 32c for the top 
grades of colored sides. No. 1 grades are 
listed at 28c to 32c per foot; No. 2 grades, 


24c to 26c and No. 3; 20c to 22c. The 
lower grades bring from 15c to19c. Tan- 
ners producing heavy .leather for working- 
men’s shoes are doing a fair business and 
there are no large accumulations. In some 
selections blacks are selling well and are 
quoted at prices on the same basisascolors. 
Elk leather in plump weights is quoted at 
30c to 34c for No. 1. Buck is quoted up 
to 40c and 45c for the top grades of colors 
and medium grades 32c to 38c. White 
buck brings from 35c to 42c. 


Patent Leather Trade Active 


Tanners and japanners of patent leather 
are just finishing up deliveries on an ex- 
cellent run and are now expecting a good 
run on new business. Prices are firm and 
on lea her from the best classes of raw 
stock the best tannages bring up to 48c 
for choice selections, 40c for seconds and 
30c to 35c per foot for the third grades. 
There is still a good deal of patent leather 
going forward on old contracts and also 
considerable for export trade. 


Improvement in Glazed Kid 


Glazed kid business shows improvement 
and tanners expect a much better year. 
Tanneries are running at fair capacity and 
a better year is expected. Prices of raw 

(Continued on page 179) 
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URSERY scenes that 

delight the eye. Colors 
that brighten the dull days 
of winter. Superior mate- 
rials assembled by expert 
craftsmen to withstand long 
wear and severe usage. 
These are a few features 
that make Snug-lers the 
most appealing felt line for 
children. 


Snug-lers also include a 
wide variety of style and 
color in felt footwear for 
men and women. 


United States Rubber Company 
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Rubber Boot Stocks Are Low 


Leading Rubber Men Discuss the Overshoe Situation—An Eastern 
Manufacturer Begins New Year by Reviewing Men’s, Women’s 
and Children’s Footwear—Galosh Selling in Poland 


ND now comes the word that rubber 

boot stocks are short, so that re- 

tail shoe merchants who may 
think that they have a few more cases 
above what they can sell need not con- 
tinue to feel worried, for they will be able 
to give their brother merchants a chance 
to sell them, if their trade does not 
respond. The story is that the rubber 
shoe factories have not been producing 
rubber boots to any extent for the past 
few years—because there were no orders 
from the merchants for these goods. 
About two or three years ago, the army 
rubber boots were available to the public 
and were bought in large quantities 
either by big wholesalers, or in small 
quantities by -the consumer from the 
army stores. This supply has been en- 
tirely exhausted for some time past, the 
consumer has worn his army and other 
rubber boots out and is now making a 
demand upon his retail shoe store. The 
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retail shoe store is making a demand upon 
the rubber shoe manufacturer—and there 
we are—with rubber boot orders pouring 
into the plants along with overshoe orders. 


Three Weeks to Make Overshoes 


The overshoe has indeed made itself 
famous this winter in every section 
which has been visited by the big snow 
storms. Rubber men have been com- 
menting pro and con and have been 
making surveys. Said one rubber shoe 
salesman—‘If I had 10,000 cases of over- 
shoes I could sell them, every one. We 
are making a few hundred cases every 
day, which is a very good rate of pro- 
duction. It takes about two to three 
weeks to make an overshoe—for instance, 
from the time the stock is first cut and 
goes through the different processes and 
is finally packed ready for shipment to 
the consumer; and moreover,, it takes 
experienced help to make overshoes. 


Rubber Shoes Must Fit 


Another rubber man made the fol- 
lowing statement: 


“I have distributed more women’s 
gaiters this year than ever before in the 
history of my rubber shoe selling. One 
reason for this is the fact that all the 
ladies have now taken to wearing gaiters. 
Five years ago, up to gaiter-wearing time, 
we always had a shortage of light rubbers 
in the fall, or up until the first snow 
storm. The new shoe styles would be 
placed in the retail shoe stores about 
October and they would come at us for 
an additional lot of rubbers to cover 
these new shoes—we would always try to 
get the right lasts for these shoes if we had 
not already anticipated them, and in 
cases where we could not cover all of the 
requirements, the merchants would fit 
the new styles of shoes with the rubbers 
which they had—but nowadays, neither 








To celebrate the completion of a new addition to an already large factory, the Cambridge Rubber Company of Cambridge, Mass., staged its first 
annual Christmas party on the evening of December 22.. The first floor of the new building was the scene of a “‘hot time”’ in the old town of 
Cambridge that night. Business Manager G. H. Rockwell was chairman of the entertainment committee and he put it over in his usual 
whole-hearted manner. After the picture reproduced here was taken, “‘Camco’’ talent, aided by professional songsters and dancers in the form 
¢ a minstrel show kept the assembled employees and guests in high glee. H. K. Richardson had charge of costumes, the catering and the 

istribution of novelties. H. Hewitt abe the police, a feature of the —_ which was amusingly grotesque. E. J. Dempsey had charge 
of “‘the eats.”” H.G. Lunney served as press agent. J. J. Cohen was in charge of the program. John R. Burleigh bore the title of historian. 

W. Robbie filled a very important place as purveyor to the thirsty. 
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There is no individual who plants his shoes more solidly on the ground than a policeman. 
Either by day or night he patrols the city streets mile after mile. He is hard on shoes. 
He gives them tough usage. It is nothing unusual for a policeman to wear down a pair 
of heels in two or three weeks because of the nature of his work. 


Policemen were selected to make a test of Armstrong Circle A Heels. On one shoe an 
Armstrong Heel was placed and one of the other leading makes of rubber heels was at- 
tached to the other shoe. 


After three months the heels were taken off and examined. In every case Armstrong 
Circle A Heels had outworn the other test heels. And in every case there were several weeks 
of good hard wear left in the Armstrong Heels. 


If you want a heel that gives good wearing service, be sure to specify Armstrong’s. Here 
is the proof: 


Of the millions of pairs of these heels made last year, not a single complaint has been 
received against them for unsatisfactory wear. Not a single complaint! An enviable 
record to be sure, but one that was made possible by the fact that Armstrong Heels are 
made of the highest quality of raw materials, scientifically vulcanized to insure maximum 
wear, continuous resiliency and certain sure-footedness. 


Would you like to have a sample pair of these heels for your own shoes? 
color desired. 


State size and 


ARMSTRONG CORK COMPANY 
Shoe Products Division 
Lancaster, Pa. 


Armstrong 


" ASK THESE COPS 


‘ 


COMPARE THESE TWO 
HEELS 


They were worn by one 
of these policenien three 
months. 

The test heel of a lead- 
ing make is worn down 
to a thin edge. 

The lower heel, an 
Armstrong Circle A Heel, 
has still at least three 
— additional wear 

m it. 


ree, Heels 
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the men nor the women will accept any- 
thing but a perfect fit—and moreover 
they want four-buckle overshoes in Octo- 
ber or November and nothing else. Once 
upon a time they would wear storm rub- 
bers—but now, it is gaiters and nothing 
else. 
Too Many Women 

“One morning, recently, having a little 
leisure time, I took a directory and com- 
menced on a series of statistics, I found 
that in the section of the country, likely to 
be visited by snow, up through the north- 
west, the east, and as far south as Phila- 
delphia or Pittsburgh, there are between 
15,000,000 to 18,000,000 women from the 
ages of 18 to 40. I do not believe that the 
rubber gaiter production of the country is 
over 3,500,000 pairs yearly. There are 
only seven or eight companies making 
gaiters and each company has probably 
not over fifty to sixty gaiter-makers, 
each one of whom can make only about 
twelve pairs a day. I figured it out that 
it would take us three years to make one 
pair for every woman above-mentioned, 
not figuring replacements. Against this 
small array of gaiter-makers, there is the 
vast army of women’s shoe manufacturers, 
turning out 101 different types of lasts. 
The gaiter demand certainly received a 
great stimulus in 1919-1920 and they 
have been going strongly ever since.” 


A Rubber Shoe Inspection 

Another rubber shoe house near Boston 
sent out an emissary with notebook and 
pencil to make some official recordings as 
to what the public was wearing in the way 
of rubber shoe protection this winter. 
The surveys were made about January 2. 
There was not a bit of snow on the ground 
at the time. All traces of the first snow 
storm had disappeared and it was before 
the second snow storm occurred. Jordan, 
Marsh & Co.’s Washington Street 
entrance was chosen as the place of 
observation. The time 10.15 A. M. 
and again at 2.15 in the afternoon. Within 
60 minutes’ time, 480 women passed— 
ten were wearing novelty gaiters; 80 
plain gaiters'in two to six buckles; 240 
wearing rubbers; 150 nothing but leather 
shoes. Again women’s feet were ob- 
served on Tremont Street, in front of 
Houghton & Dutton Co.’s store. There 
were 372 women passed by—six wore 
novelty gaiters; 66 plain gaiters; 212 
rubbers, 88 nothing but leather shoes. 


Pedal Extremities 


Again the women folks were observed 
for one hour in Copley Square, across the 
street from the Copley Plaza, the fashion- 
able section of the city. 372 women were 
noted—6 wore novelty gaiters; 60 wore 
plain gaiters; 154 wore rubbers, including 
footholds; 152 wore no rubbers. 

The men folks were next “lined up.” 
The first sixty-minute inspection took 
place at the First National Bank Building 


entrance—time 9 in the morning, 420 
men were observed—eight wore gaiters 
with one, two three or four buckles; 194 
wore rubbers; 218 wore no rubbers. 

At noon time, at the American House 
lunch room, 450 were observed—twelve of 
whom wore overshoes; 198 wore rubbers; 
240 wore no rubbers. 

Kiddies’ Fifteen Minutes’ Inspection 

The kiddies were next lined up at two 
or three boys’ schools in South Boston. 
106 children were noted—eight wore 
rubber boots; 47 rubbers; 51 no rubber 
shoes. 

At a South Boston girls’ grammar 
school, 158 girls were noted—3 girls 
wore novelty gaiters; 24 plain gaiters; 
91 rubbers; 40 no rubber shoes 

At a girls’ school at Coolidge Corner, 
Brookline, Mass., 104 pupils were noted. 
6 wore fancy gaiters; 31 plain gaiters; 
47 rubbers; 20 wore no rubber shoes. 

Much can be learned in such reviews 
of the public, for they unconsciously tell 
the observers a true story of likes and 
needs. 


Some Warsaw Statistics 


And in connection with overshoes, it 
may be interesting to look across the seas 
to Poland where Swedish-made galoshes 
are sold in Warsaw. A Washington 
report says that Swedish galoshes (heavy 
black rubber soles and hollow heels, 
heavy black cloth six-inch tops, one 
metal clasp) are retailing in Warsaw: 
children’s sizes, 60,000 Polish marks ($4); 
adult sizes, 75,000 Polish marks ($5), says 
Acting Commercial Attache H. B. Smith, 
in a report to the Department of Com- 
merce, Washington. These prices are 
exorbitantly high in terms of Polish buy- 
ing power yet sales are reported by 
dealers as heavy. American makes have 
not yet appeared on the market, but 
with the American ‘lighter weight and 
better style, they should find a ready 
market. 

There is some local production of cum- 
bersome high cloth galoshes with leather 
soles and solid heels, closed with elastic 
or tape straps fastening on buttons, edges 
frequently fur-trimmed, prices according 
to quality, 15-30,000 Polish marks ($1-$2). 


Guy H. Nason Returns from 
Europe 
Guy H. Nason, Export Manager of the 


Hood Rubber Company returned recently 
from a four months’ trip throughout 


England, France, Italy, Switzerland, 
Holland, Belgium, Denmark, Sweden, 
Austria Hungary, Roumania and Ger- 
many. Mr. Nason made some important 
observations on ‘business conditions in 
these countries and visited the various 
agencies of the company—also opened 
some new agencies. He is very hopeful 
of the European rubber shoe business. 
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Important Rubber Heel 
Decision 


The United States Circuit Court of 
Appeals at Chicago has filed an opinion 
holding that the United States Rubber 
Company’s concavo-convex heel does not 
infringe the I. T. S. Rubber Company 
patent. This reverses the decree ot the 
lower court which found infringement. 
The decision of the Court of Appeals is 
final. 

Press reports at the time the lower 
court rendered its decision predicted 
that the loss of the suit would cost the 
United States Rubber Company close to 
a million dollars. These figures were 
declared by the company to be greatly 
exaggerated inasmuch as only one type ot 
heel was involved in the suit, the sales of 
this one type constituting a small per- 
centage of the company’s large volume of 
rubber heel business. 


A Branch Factory 


The Bailey Rubber Heel Company, of 
Beverly, Mass., is starting a branch 
rubber heel factory at Binghamton, N. Y. 





Leather Buying Spurt Has 
Not Yet Developed 


(Continued from page 175) 


stock were a deterrent to business in 1922. 
Kid is becoming stronger today as a style 
proposition and its ready adaptability in 
all lines of shoes should insure a steady 
business which will also be helped by any 
increase in the return of the boot business. 
Prices show no change and there is a wide 
range beginning with the lowest grades of 
8c to 10c per foot up to the very choicest 
white and colors of 90c to $1. The largest 
business is on the medium grades which 
range from 30c to 50c per foot and the 
cheaper grades from 20c to 30c. The top 
grades of colors run from 70c to 85c per 
foot with choice skins bringing more. 
There is also a good business in cabrettas 
with the top selections of colors held at 
42c to 48c, medium grades at 26c to 40c, 
and the lower grades 15c to 24c. Cabret- 
tas are still a very popular leather on the 
cheaper shoes and slippers. 





New Officers Elected by 
Wisconsin Company 


Jefferson, Wis., Jan. 10.—At the annual 
meeting of the Copeland & Ryder Com- 
pany’s stockholders, held on January 2, 
C. E. Copeland was elected president; 
F. L. Ritchie, vice-president; and Edward 
Copeland, secretary and treasurer. These 
officers, together with W. A. Kiessling 
and George J. Kispert constitute the 
Board of Directors. Mr. C. E. Copeland 
succeeds Mr. George Copeland, one of the 
founders of the firm, who died recently. 
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MEMBERS OF 


NATIONAL BOOT AND SHOE 
MANUFACTURERS ASSOCIA- 
TION AND NATIONAL ASSO- 
CIATION OF CREDIT MEN 


Maxers oF Wopuzn'’s SHOES 
RocHESTER, N.Y. 


January 20, 1923 


Mr. Retail Dealer 
Everywhere. 


Dear Sir:- 


If your stock of our shoes requires sizing, will 
you please let us have your order now? 


Conditions are such that we can promise the best 
of service now, but in a few weeks when we are in the midst 
of filling spring orders we may not be in position to fill 
your mail orders as completely and promptly as we can at 
present. 


By sending a sizing order at once you will not 
only assist in keeping our stock in good condition, but you 
will have the sizes you want when you want them and will be 
able to give your customers the same good service you have 
heretofore. 


Prices remain the same as in 1922 with two excep-— 
tions viz: Styles 925 and 975 (black kid "Slender Foot" ox- 
fords) are now $5.00. 


Very Truly Yours, 


Wom ko 


’ 





WBC/GR 
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(This Department is conducted by Helen M. Haney, Associate Editor) 


Say “Howdy” to “Hi’ Meyers 
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An Authority on Children’s Shoes—and a 


shoe market knows “Hi’’ Meyers, 

shoe commission man at 139 Lincoln 
Street, specializing on footwear for the 
kiddies. This celebrity is known officially, 
such as to the registrar of voters of the 
town of Brookline, Massachusetts, as 
Hiram Benedict Meyers, but the trade 
like to call him “‘Hi,”’ because he is always 
so good natured and has endeared himself 
to a wide circle of friends during the many 
years which he has been identified with 
shoe making and selling. 

The Recorder woman recently decided to 
do a little research work in regard to the 
life of the aforesaid Hiram Benedict 
Meyers, and is presenting herewith her 
findings in the case: 


| ee mectet visiting the Boston 


Once a Farmer’s Boy 


On the birth records of the village of 
Pendleton, New York—about twelve 
miles from Niagara Falls, there is an entry 
to the effect that Hiram first saw the light 
of day in this picturesque stretch of country. 
He was educated in the public, normal and 
military schools of Western New York. It 
was ascertained that his first job was catch- 
ing field potato bugs on his father’s farm at 
Pendleton; also that he captured many 
without mishap, except to the potato bug. 
He was later promoted to follow the 
plough and advanced with uninterrupted 
success from that occupation up to and 
through the processes of hoeing corn, 
potatoes, robbing bee hives, milking cows 
and breaking Texas mules to the halter, 
saddle and harness. 


A Former Newspaper Man 


His farm work suffered a slight set back 
when he became a newspaper man and 





Public Spirited Citizen 


reporter and was sentenced to seven years 
of agreeable work writing indifferent to 
worse articles for the Buffalo Times, News, 
Courier and other patient and forgiving 
publications. At the end of that seven 





HIRAM BENEDICT MEYERS 


In the commission shoe business at 139 Lincoln 
Street, Boston 


years’ period, he had acquired a moustache 
and $800, and was naturally very fond of 
both. 
Football Was His Hobby 

His next big job was physical director in 
a Y. M. C. A. Gym, which these folks say 
developed for him a sound chest and a firm 
set of muscles which have stood him in 
good stead ever since. Football was his 





hobby, he played on both amateur and 
semi-pro teams, and despite the fact that 
he sustained two broken ribs, a cracked 
nose bridge and gained the knowledge that 
it is good to hold one’s temper, he still 
enjoys a game now and then. 


First Line—Carpet Slippers 


In 1897, the youthful “Hi” came to 
Boston and here his entree to the shoe 
world took place as a salesman for a house 
making carpet slippers. Old-time re- 
membrances of the slippers his mother was 
wont to wield was an incentive for him to 
sell as many as possible. But he has not 
been troubled by them now for many and 
many a moon. 


Formerly Head of E. S. Woodbury ¢ Co. 


} His next position was the selling of 
children’s shoes for E. S. Woodbury & Co., 
where it isrelated that he bothered the firm 
with constant orders and expense accounts, 
in fact to such an extent that he was elected 
to the presidency of that concern. Later, 
the firm retired from business, and the big 
Salem fire did the rest. 


For Civic Betterment 


“Our hero” was ever active in civic 
betterment work, as it has been ascer- 
tained that he was at one time treasurer of 
the Wellesley Village Improvement So- 
ciety, secretary of the Wellesley Club, 
physical director of the Wellesley Boys’ 
Club and served three terms as selectman 
of the town of Wellesley. He was also a 
member of the 25th Sep. Co. N. G. N. Y.— 
“Company G.” Third Provisional Brigade 
in the Spanish War, later, in the 191st 
Motor Corps. 
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Hannahsons Go Through! 


How truly it is said “Merchandise is not made for 
wholesalers and retailers.” HANNAHSONS Satins are 
styled, priced and tagged with a “thru ticket” to your 
customers. This is the only route to real success—for you 
and for HANNAHSONS. 


Every saving made in producing HANNAHSONS 


Satins is passed on to you so you can give your cus- 





tomers—and ours—greater per dollar value. 


You can sell more HANNAHSONS Satins by keeping 
in mind that nimble nickels can earn more than sluggish 
dollars. 


A card will bring you a HANNAHSONS salesman or 
No. 720 $3.85 catalog of HANNAHSONS Profit Makers. 
B720 Black Satin, Fan Flare Tongue, Metal 


Ornament, Genuine Turn, 16-8 Full Louis heel, 
widths A to D, code “Pan”’.... SS 


B730 Same as above, except 14-8 Full Louis 
‘Pat’ $3.85 











heel, code 


No. 805 $3.25 


B805 White Satin Brocade One Strap, Leather 
Lined, 14-8 Louis heel, widths B to D, code 
3.25 


B800 White Satin One Strap, leather lined, 
14-8 Louis hee!, widths B to D, code “Helen” 
$3.15 


No. 770 $3.00 


B770 Black Satin One Strap, Side Lace and Your stock is not complete without at least one of these 


Ornament, imitaticn turn, 14-8 Jr. Louis heel, 2 5 
widths, B to D, code “Vesta”...... . $3.00 White Satins. And they are usually wanted for a spe- 


B771 Same ~ eames except 12-8 Cuban heel, cial occasion—and in ahurry. What sizes shall we send 
code “Vulcan”... $3.00 


B772 Sameas above,except 16-8 Lo vale heal, $3.00 you? 


No. 882 $3.10 No. 848 $3.85 


B882 Black Satin Brocade Quarter 5 Eyelet B848 Black Satin Colonial, rey = Quarter 
Lace Oxford, 15-8 Jr. Louis heel, imitation and Tongue, Genuine Turn, 14-8 Full Spee 
turn, widths B to D, code “Diana” $3.10 heel, widths A to D, code “Bunny” 3.85 
B884 Same as above,except 12-8 Cuban heel, B840 Same as above, except Imitation Turn, 
code “Pomona” $3.10 14-8 Half Spanish heel, widths B to D, code 
rie? $3.1 


IN STOCK HANNAHSONS SHOE CoO. IN STYLE 
HAVERHILL, MASS. 


Send for your copy of Hannahsons Authentic Style Digest—just issued. 














The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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I. GOLDSTEIN 


Who represents the Rice € Hutchins New York 
Company in Metropolitan New York. 








Some Current History 


And here delving into past history ended. 
“Hi’s” biography is now in accord with 
current events. We find that he is a 
public spirited citizen in every sense of the 
word, and is a good club man. Were we to 
mention all of the clubs to which he belongs 
it would take at least a half page, so only a 
few are here listed, namely: the Atlanta 
Ga., Athletic Club, Boston Athletic Club, 
Boston Art Club, Corinthian Yacht Club, 
and Commonwealth Country Club. 


“Grandad” of “Otto Grow”’ 


“Hi” has a very interesting family. 
One of his daughters, livingin Newtonville, 
christened the famous “Otto Grow’”’ of the 
Boston Herald’s popular Collier’s cartoons. 
His younger daughter is attending the 
Oregon University and is the girl champion 
inter-collegiate swimmer on the Coast. 


** Hi” Has Clever Grandson 


He likewise has a young grandson of 
whom he is justly very proud, and who has 
obligingly posed for a series of pictures for 
his fond ““Grandad.’”’ One of these shows 
the little lad the center of a charming 
landscape of field, lake and hills, holding 
up a baby’s shoe in his tiny hand as much 
as to say—‘‘One of my best sellers.” 
And thus history repeats itself—it now 
really looks as though he were going to be a 
shoe salesman like his illustrious ancestor 
and has decided to commence early in life 
in order that he may duplicate his above 
described ancestor’s feat of securing one of 
the largest orders ever booked outside of a 
Government order. “They” say that it 
amounted to approximately half a million 
dollars. 


FRANK W. SPICER 
Of the Rice ¢ Hutchins Allanta Company 








Plain “‘ Hiram’’ Please! 


His home is in Brookline, Mass., where 
he resides with his charming wife. His 
place of business is 139 Lincoln Street, 
Boston, and here every day he can be 
found, selling children’s shoes. 

And here let us say that if old friends 
should call him “‘Mister’’ instead of Hiram 
deep chunks of gloom would surely appear 
on the countenance of the aforesaid 
Hiram Benedict Meyers. 


R. B. McCarthy Taking Over- 
shoe Orders 
R. B. McCarthy and Edward A. Miles 


who between them cover New England for 
the Brown Shoe Co., are certainly “making 


” 


hay while the sun shines,” or in other 
words, selling four-buckle men’s and 
women’s gaiters while the snow flies. 

The story, as related by Mr. McCarthy 
is this—“‘The Brown Shoe Co., aims to 
carry rubber footwear and other stock 
incidental to the equipment of a retail shoe 
store—so when New England’s winter 
skies began to frown, Mr. Miles and I 
began to let our regular customers know 
that we could look out for their wants in 
the way of men’s and women’sstaplefour- 
buckle gaiters. Were they delighted and 
have they kept us busy?}—Well, rather.” 


Busy Every Minute 


At the time the Recorder representative 
called at Mr. McCarthy’s office, 183 
Essex Street, Boston, he had just mailed in 
an order to St. Louis for 250 cases of 
gaiters—and then the telephone rang— 
Mr. McCarthy was heard to say—‘‘All 
right. How many cases?”’ “This is the way 
it is, all day long,’’said he. “I could sit 


JOHN J. WHALEN 


Who covers Pennsylvania, Maryland, Vir- 
ginia and the District of Columbia for the Preston 
B. Keith She Co. 





Jake Whalen Has Attractive 
Advance Card 


“Jake,”’ or John J., Whalen, who travels 
Pennsylvania, Maryland, West Virginia 
and the District of Columbia, for the 
Preston B. Keith Shoe Co. is certainly a 
“live wire.” ‘Jake’ has original ideas 
and he is not a bit slow in putting them 
into execution. This time, a little while 
before leaving for his territory, or Janu- 
ary 3, he sent out a very attractive desk 
blotter as an advance announcement to 
customers. This souvenir contains his 
photo, the company’s name and the date 
when the customer may expect him. 


51 Years—Siill on the Job 


At the top of the announcement beside 
his picture are the significant dates— 
1872-1923, which “Jake” has translated 
to mean “51 Years and Still on the Job” 
—truly a wonderful record of good ser- 
vice. The announcement continues: “I 
am coming to your city soon with a com- 
plete line of men’s and women’s dress 
shoes; also the snappiest line of women’s 
sport oxfords ever made.” 





at this ‘phone every minute if I had the 
time and be kept busy simply writing 
down orders for overshoes and more over- 
shoes.” 

Mr. McCarthy then waxed enthusiastic 
over a new Buster Brown shoe, which the 
retail shoe merchant could sell for $4.00. 
The one which he showed the Recorder 
representative was a misses’ shoe in a 
leather of a mahogany shade. 
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" High Grade Shoe @) 


READY TO SHIP 


A snappy selling up-to-date oxford; built 


Stock No. B-415 2ere ernest oreal ftves and 


red-hot seller — 


“Theda” Last 


Perforated Cap, Vamp, and lace stay, 
Tan kid lining, 6 Midget eyelets, 13-8 
inch heel; Sizes AAA 5-8 AA 41-8, 
A 4-8, B, C and D 3-8. 


Same Oxford in Tan Kid No.B-4 16. 
SEND FOR A SAMPLE PAIR 









































READY TO SHIP 











A stylish up-to-date Oxford; built 
of “Barnet’s Russia Calf,” No. 18 


Stock No. B-410 Shade —on a last that is unques- 


tionably a real fitter. 


“Vassar” Last 


Perforated Cap, Vamp, Lace and 
Top; Tan Kid Lining; Invisible 
Eyelets; 10-8 inch heel. 


Sizes: AA, 414-8; A, 4-8; B, C 
and D, 3-8. 


SEND FOR A SAMPLE PAIR 


WHITMAN & KEITH COMPANY 


BROCKTON (Campello Station) MASS. 
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HARRY WULFEKAMP 


Cincinnati Representative of Rice § Hutchins, 
Ine. 








‘““Bob” Emmet with 
Watson 


Robert Emmet, Jr., who formerly 
traveled for Churchill & Alden Co., has 
recently joined the sales force of the 
Watson Shoe Company, Lynn, Mass., and 
will cover the New England States— 
also New York, outside of Greater New 
York. 


They All Know “‘Joe’’ Capen 


One of the best known rubber shoe 
salesmen, especially to New Eastern 
Massachusetts folks including those in the 
Hub, is J. S. Capen, who for over thirty 
years has traveled this territory, and who 
knows and is known by every retail shoe 
merchant in this “neck o’ the woods.” 
““Joe”’ is an enthusiast on the new Mystik 
line of women’s, misses’ and children’s 
gaiters, with a silver slide, closing much the 
same as does a tobacco pouch and which 
are adjustable to the various styles of 
feminine dress—from the flapper style to 
the ultra dignified. 

Said “‘Joe” to the Recorder woman— 
“The B. F. Goodrich Co., in 1922 were the 
pioneers in novelty styles, giving to the 
shoe world their Straight line Pavlovo and 
here we are now with another brand new 
feature.” 

“Joe” recently made himself even more 
popular at a shoe store style show held 
last fall by H. H. Storer of Roslindale, 
Mass., when he lent a hand in good shape, 
distributing toy rubber boots and at- 
tractive literature as souvenirs to the 
crowds which attended the big event. 


Frank Lord’s New Year’s 
Message 


Optimism is the kernel of the nut, 
not the shell. 

It’s the fine traits of your friend, 
not his faults. 

It is the flowers on the hillside, not 
dead leaves under the snow. 

It is the opportunity in your job, 
not the grind. 

You choose the kind of world you 
will live in—and you paint its 
hue golden or drab, as you will. 

Optimism in a word is the eye of 
the soul. 

It is the color of your vision that 
makes you see the fine beyond the 
coarse, the best beyond the worst. 

I hope the year 1923 will be a ban- 
ner one for you. 

FRANK W. LORD 

1340 Commonwealth Avenue, Bos- 
ton 34, Mass.—Travels for the 
Hazen B. Goodrich Co. 











E. “MANNY” PECK 


A well-known style man for the Sam B. Wolf 
Company, Cincinnati, was recently elected a 
vice-president of his company 





Golden at United States Hotel 


When one says “United States Hotel,” 
instinctively the reader says “Boston” 
and when the name “Golden” is men- 
tioned in connection with the United 
States Hotel, all of the shoe trade know 
that it is A. C. Golden who is meant. 
“Goldie” was in Boston the first of the 
year and was just in the midst of big busi- 
ness when he was summoned to Chicago. 
He left the Hub in company with one of 
his customers, Sebastian Bisson, retail 
shoe merchant, of Skowhegan, Maine. 
But he is now back at the old stand— 
Room 68, United States Hotel, and is 
showing some snappy new styles to visit- 
ing buyers— for instance, a plain black, 
light-weight Russian calf pump with lat- 
tice-work sides and 13-8 Spanish Louis 
heel; also an otter brown suede with brown 
kid cut-out trimmings, and 13-8 Cuban 
heels; also a black patent with gray suede 
collar and small tongue, 13-8 Spanish 
heel; some satins with combinations of 
black suede—black satin Colonials with 
very high tongue, trimmed with black 
suede and rhinestone button at side, 
13-8 Spanish heel. Tongue and straps 
will both be good for spring, Mr. Golden 
believes. Mr. Golden knows shoes from 
A to Z. For 28 years, he sold shoes over 
the fitting stool in Western New York. 


Columbus Salesman in 
Territories 
Many of the traveling men making 
Columbus their headquarters, attended the 
Chicago meeting the past two weeks; those 
who did not attend took an additional 
week’s vacation but all will start out again 
January 15 for their respective territories. 


Cincinnati Boys Elect 
Officers 


The Cincinnati Association of National 
Shoe Travelers had two strong tickets for 
its annual election held January 16. 
Those on the Red Ticket were: Irwin Roth, 
president; Geo. W. Schuette, vice-president; 
Wm. K. Harrison secretary; J. Jaffe, 
treasurer; Geo Aftel and Chas. Mueller, 
directors for two years. Those on the 
Blue Ticket were: E. "Manny” Peck, 
president; Ben Davis, vice-president; Wm. 
K. Harrison, secretary; J. Jaffe, treasurer; 
Fred Joseph and Dave Kessler, directors 
for two years. 


John Murphy Visits 
Cincinnati 
John P. Murphy, New York man for the 
P. Sullivan Company, was in Cincinnati 
recently visiting the factory and calling on 
his friends in the trade. 


Shoe Salesman Dies 


Herman Spoentgen, traveling salesman 
for the V. Schoenecker Boot & Shoe Co., 
Milwaukee, died at a Manitowoc, Wis., 
hospital where he had been a patient but 
two days. Mr. Spoentgen was 56 years 
old and had worked for the Milwaukee 
house for 19 years. He lived in Mani- 
towoc. 


Abe Manheimer & Co. 
Add to Sales Force 
James Henry has joined the salesforce. 
of Abe Manheimer & Co,. St. Louis: Mr. 
Henry’s territory is Missouri and Illinois, 
where he is well known in the shoe trade. 
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Carter’s “Big Boys” 
Good “Ball” 


The members of J. W. Carter & Co.’s 
salesforce are mentioned prominently in 
the General Sales Letter of the house, fea- 
turirig ““Carter’s 25th Anniversary of 1897- 
1922.” The letter starts off interestingly: 
“Nine thousand one hundred and twenty- 
five days have elapsed since J. W. Car- 
ter formed the partnership of J. W. Carter 
& Co.’ In this letter, the length of time 
that executives and members of the per- 
sonnel have been with the firm is men- 
tioned. J. W. Carter heads the list, with 
a service of 25 years; C. A. Goding comes 
next with a period of 20 years’ service; 
next on the list is J. F. Jarman, 19 years; 
next, H.-A. Howe, 18 years; then A. H. 
Richards, five years; then R. E. Mc- 
Loughlin with five years’ service. 


R. E McLoughlin Salesmanager 


Mr. McLoughlin is in charge of sales 
—‘‘$6,000,000 for 1923— that’s all,” 
says the notation beside his name. John 
Buck, superintendent of factory has been 
with the company for 25 years; Ernest 
Busher, night watchman, 22 years. In the 
various departments of the factory, the 
periods of service range from that of W. G. 
Blankenship, foreman of cutting room, 
23 years, down to E. T. Stark, Cashier, 
with a service of five years. There are al- 
most 1,000 employees on the company’s 
payroll. 


Play 


Forty-Seven Salesmen 


There are 47 salesmen, who sell ‘‘Car- 
ter’s Made Everypart Solid Leather” from 
the Atlantic to the Pacific—from the Ca- 
nadian border to the Mexican Gulf. The 
Chicago trade district is the greatest user 
of the J. W. Carter product; next comes 
Texas; next, Pennsylvania. There are 
15,000 customers on the company’s books. 

A unique bit of verse entitled “”Twas the 
Best That He Could Do”’ tells about Car- 
ter’s idea on solid leather shoes. 


Bandy is “Big Boys’’’ Captain 

The salesmen are asked in this letter to 
answer certain important questions re- 
garding the new line of samples for fall 
season, opening February 1. The “Big 
Boys” for the week ending December 16 
were headed by “Captain” A. J. Bandy, 
with sales totaling $6,042; the “battery” 
consisted of Baber and Powell and the 
—— wastes 


Pitcher. . .M. 
SS 4 
First Base.........W 
ep a ide nae 


Right Field. . 
Center Field. . 
eee a caceccn 
W. T. Coppedge 
W. H. McElroy........... 
R. S. Van Sickle... . 

C. D. Alexander 
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Last “Game”’ for Season 


“This week,’ the Sales Letter states 
“closes our series of games for the year 
1922. We have had some wonderful 
games, and have had a lot of fun, and sold 
a lot of shoes and we can now take a rest 
and get in training for some Big League 
work in the spring. 

“We played in all 17 games. We have 
had three different Captains, six different 
pitchers, and nine different catchers. You 
will recall that the judge didn’t authorize 
us to elect a captain until late in the sea- 
son, but now that we will have a captain 
every week, we expect to go some next 
season. 

“The position of captain was filled twice 
by Captain Munch, twice by Captain 
Bandy, and once by Captain Pulley. 








RALPH J. HOLTZMAN 


A Metropolitan New York sales representative of 
the Rice § Hutchins New York Co. 





“Mr. Munch pitched seven games, Mr. 
Bandy four, Mr. Pulley two, Mr. Rut- 
ledge two, Mr. Baber one, and Mr. R. S. 
Van Sickle one. 

“Jack Strom caught one game, and 
Messrs. Powell, Gray, Bumpous, and Baber 
one each. Mr. Pulley was catcher twice, 
Mr. Verneuille and Mr Bandy caught three 
each. Mr. Munch caught four. 

““*A. J.’ played on every team (17 times). 
R. G. Rutledge played 14 times; Harry 
Bandy and Pulley 13 times each (no won- 
der those fellows are having such a close 
race.) ‘J. M.’ played 10 times. Milton 
Baber, Bumpous, our Lamb, R. D. Stitt, 
and Walter played 8 times each. Messrs. 
Gray and Irish 7 times each. W. E. Os- 
borne got in 5 games; W. H. McElroy 4. 
George J. Howard, McCormick, ‘Red’ 


Meador, J. W. Straughn and ‘Van’ got in 
3 games each. 


‘Papa’ Bone, Jack Hiatt 
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and Wm. Stainbank got in 2 games each. 
Messrs. Bradley, Coppedge Edden, Hayes, 
Powell, Strom and Geo. W. Wilson, one 
game each. 


Some Wonderful Records 


“For the season, R. S. Van Sickle sold 
the largest single order at one sitting, 
260 dozen. 

“For the season, A. J. Munch sold the 
largest number of dozens to one merchant 
on two visits, the orders totaling 275 dozen. 

“For the season, H. J. Bandy turned in 
the largest single week’s sales, $20,374. 

“‘For the season, (17 weeks) A. J. Munch 
made the largest individual sales totaling 
$165,000. It will be of interest for you to 
know that the sales of Mr. Munch and his 
assistants for the two seasons 1922 will 
total $600,000.” 


Bird Covers Iowa for 
Hannahsons 


Harry J. Bird has recently joined the 
selling organization of Hannahsons Shoe 
Co. Mr. Bird will cover the entire State of 
Towa. He is very enthusiastic about his 
new connection, and is looking forward 
with much pleasure to the opportunity of 
showing to his many friends in Iowa, this 
popular line of women’s fabric novelties. 


McLeod Has Some 
Ideas” 


Norman McLeod of Toronto, Ontario, 
spent several days at the Nunn, Bush & 
Weldon Shoe Company’s factory in Mil- 
waukee, preparing a new line of samples 
for the year of 1923. 

Mr. McLeod is covering the states of 
North Dakota, Montana, Washington, 
Oregon and Idaho, and will soon be back 
to his usual haunts with some very im- 
portant information and new ideas for his 
many retail friends. 


“New 


Ryan with Field & Flint Co., 
in New York Section 


W. H. Ryan has taken over the New 
York and Brooklyn section for the Field & 
Flint Company, making his home in New 
York, with offices in the Marbridge 
Building. 


Hedlund Cites Unique 
“Swap” 


From the Walk-Over Factory Prints of 
December 8, we learn that Salesman Mau- 
ritz Hedlund of the George E. Keith Com- 
pany wrote to the home office that a con- 
sumer in one of his towns traded a motor 
car for two pairs of Manhattan bals, after 
looking at his line spread out in a retail 
shoe merchant’s store. ‘Tell this to the 
next one who tells you the auto is hurting 
the shoe business,”’ says the news item. 
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& Brooklyn Fine Turns 


““CZARINA”’ 


Color D—Gray Suede Pat. Leather . 

Trimmed, Medium Round Toe Last, “Countess” 
16-8 Spanish Heel. 
in different combinations and style lasts. 


*“COUNTESS”’ 


Gray Suede Quarter, Pat. Vamp and Pat. 
Underlays, Medium Round Toe, 12-8 
Spanish Heel. Same style made with 10-8 
Cuban Heel, also in high-heel lasts. 


4-WEEK DELIVERY 


pe 
= MARTIN-WEINSTEIN SHOE COMPANY 
Be 
a 





39-41 York Street, 


Same Style, made 


(Formerly CLASSIC SHOE CO.) 


SESE SPECS P PSS SPSS SP SSS SP SSS SS SS SSS 









BOUDOIRS! 


Are you looking for something 
desirable and dependable in 
this line of foot- 
wear? 


Ican show you 
styles at a price 
that will deserve 
your business. 


Send for Sample 
:: Haverhill, Mass. 





A. W. GREELEY 








APPROVED BY 
MEDICAL MEN 


Asa sandy on support for the ankles of 
ges m and as a fully venti- 
ted A 4 the Bur! Ventilated Foot 
. ell-known 

surgeons recommend its use. 
ake your stock of 


M 
wenTUAnen 
patron an shoes 





our order today. 
Brockton 2133 
for immediate action. 


BURKLEY 
SHOE CO. 


1156 No. Main 
Brockton, Mass. 





BROOKLYN, N. Y. 


PES PP PEEP EE 


11; RR SHOE: Oo 
15 age: lyp, 


BROOKLYN, NY 


“THE MARLE”’ 


The style value—not to speak of the excellent Brooklyn 
shoemaking, apparent in our footwear, is the result of 
tremendous hard work and application. of skilled shoe- 
making. 

Our product has made our reputation and this same 
product will build business for you—high* grade, profitable 
business. 


After the Convention, don’t fail to visit our factory and 
showroom in Brooklyn. 


Factory and Sales Rooms 
351-353 Jay St. Brooklyn, N. Y. 





GROPING IN THE DARK 


Time was when the purchase of advertising space was a “blind groping in the dark.” 
Advertisers had no means of checking a publisher’s statement of circulation and often 


these figures were unreliable. 


In six years the Audit Bureau of Circulations has solved this perplexing problem. 
By a systematic analysis of distribution and methods this organization is able to suppl y 
just the data an advertiser needs. The darkness is dispelled and the bright light of veri- 
fied facts takes its place. Space buyers no longer find it necessary to grope in the dark. 


There are no dark spots in the Boot and Shoe Recorder circulation. 


s > i Our records | 


are audited by the Audit Bureau of Circulations 
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Elated over Slater’s Election 


New York Merchants Proud of Their “Dean;” Shortage of 
Rubber Footwear Reported 


HE shoe world in New York was in- 

tensely gratified at the election of 
John Slater to the presidency of the Na- 
tional Shoe Retailers’ Association. Mr. 
Slater has long occupied a position as a 
leader in local shoe affairs, and for many 
years served as president of the Retail 
Shoe Dealers’ Association of New York. 
In fact, he was one of the prime moving 
spirits in reorganizing the association dur- 
ing the war and in supervising its func- 
tion during the war period and in the diffi- 
cult times following the war. Eulogies on 
Mr. Slater’s ability as a trade association, 
executive and on his business acumen were 
wide spread here following the announce- 
ment of his election. 


Merchants Badly “Stuck” 


A decided shortage of rubber footwear, 
particularly of galoshes and the fancy rub- 
ber boots, proved the chief feature of the 
second week in January. Thousands of 
sales were lost because of the short stocks 
in retail stores here and the inability of 
jobbers and manufacturers to supply quick 
deliveries. One of the leading shoe stores 
which sold over 5,000 pairs of radio boots 
during this season reported only a few pairs 
in large sizes, sevens and above, left in 
stock this week. The few rush shipments 
‘that were received were quickly cleared 
out. By actual count, seven out of ten 


women entering a mid-town shoe store in ° 


a half hour on one day last week, asked for 
the radio boots or galoshes and were turned 
away. Another store referred women to 
its boys’ department and succeeded in 
selling some of the larger boy’s sizes in 
galoshes to women. 


Service Shoes Sell Well 


Army and navy shoes were eagerly 
bought at the Wanamaker sale of army 
surplus goods last week. Several grades 
were offered at low prices and the response 
was greater than in the other apparel 
offered in the sale. The better grades 
moved more quickly than the lower grades. 


Reduction Sales Still On 


Reduction sales continue to stimulate 
consumer buying to some extent. In 
many quarters of the trade it was said that 
the sales this year were not meeting with 
the quick response that usually charac- 
terizes the seasonal clearances. Current 
demand is centered largely on brogue ox- 
fords for both men and women, a result of 
the heavy weather in this section. A good 
demand for evening shoes at sale prices 





also is reported. High shoes are moving 
better than many expected. The high 
shoe situation was given some interest last 
week by a large advertisement by Saks 
and Company, in which a half dozen styles 
of women’s boots were offered at $12.50. 
The advertisement was liberally illus- 
trated. Other boots at $8.50 a pair were 
advertised. The same firm also intro- 
duced a new sport pump in white kid, 
carrying a Cuban heel, and trimmed with 
a saddle and fringed tongue of red, green, 
blue or purple kid. All green and all kid 
are also used in making this type of slipper. 


Photos Used to Boost Sales 


Fairbend’s, the new shoe emporium in 
Fulton Street, Brooklyn, is using a new 
method of advertising their children’s shoe 
department. Children are photographed 
free in the department, and the picture 
pasted on an advertising calendar. The 
photographing is done with a moving pic- 
ture camera, geared to take but one pic- 
ture ata time. A 1,000 watt Mazda lamp 


189 


supplies the necessary light. No focusing 
is necessary and the work may be done by 
an amateur. The films are developed and 
enlargements made by a _ professional 
photographer. About 600 children have 
been photographed in this manner. 


Women’s Shoes Show Loss 


The turnover in women’s shoes in de- 
partment stores last year fell considerably 
behind the other ready-to-wear sections, 
according to statistics compiled by the 
Controller’s Congress of the National Re- 
tail Dry Goods Association and released 
last week. The average for the country 
was 2.16 times and the highest turnover 
reported in the compilation, which extends 
over the last half of 1921 and the first half 
of 1922, was 6.69 times in one store, the 
lowest was .78 times. Average turnovers 
in other departments were as follows: wo- 
men’s coats, 5.08 times; men’s clothing, 
2.85 times; women’s dresses, 5.01; millin- 
ery, 5.78. The average in piece goods was 
2.48 and in house furnishings, 2.20. 


Sobel Bros. to Move 


The wholesale shoe business of Sobel 
Brothers, now at 161 Duane Street, will 
be removed on January 25 to the store and 
basement of 132 Broadway. 





PHILADELPHIA 


Active Six Months Expected 


Wholesalers Report Satisfactory Business and General Econo- 
mic Conditions Are Good 


HILE at the present time the 
usual marking of time that follows 
after the Christmas and New Year holi- 
days prevails, most lines of industry are 
planning for a very big six months. 
Jobbers of dry goods, hosiery, and under- 
wear are doing a satisfactory volume of 
business. Women’s suits and waists are 
showing an: encouraging activity. Trade 
in bituminous coal continues active with 
prices firm and collections good. The out- 
look in the lumber trade continues fav- 
orable with prices holding firm and col- 
lections improving. Electrical equipment, 
including radio supplies, automobiles, and 
accessories are enjoying good trade. 
Building was only slightly delayed by 
the snow of the past few weeks. Shipments 
of material have been somewhat delayed 
and have hindered work to a certain extent 
but this hindrance is no insurmountable 
obstacle. All indications this year point 
to as extensive operations as last year. 
The total of last ‘year’s building operations 
reached $115,000,000 according to the 
Bureau of Building Inspection. The first 
business day of the Bureau of Building 
Inspection for this year amounted to more 


than $2,000,000. This is as high as any 
day last year, which was a record-breaking 
building year in every respect. Quite a bit 
of building will be done by banks this 
year. Dwelling construction in all parts 
of the city and suburbs is proceeding as 
never before. 

Labor of all kinds continues to be scarce. 
Both skilled and unskilled labor in the 
building trades is drawing high wages. 
Railroads are hiring men to work on new 
construction. Some of the railway road 
forces are suffering from an inability to 
secure help. 


Glazed Kid Trade Optimistic 


Keystone Leather Company is very 
optirnistic about trade for 1923. This firm 
believes that fundamental industrial con- 
ditions are sound and that with plenty of 
work available and with good wages pre- 
vailing business will be good. In the 
opinion of this firm trade will pick up by 
about the end of the month. One difficulty 
this firm has experienced has been 
procuring the kind of stocks the people 
want. There is very little call for the kind 
of stock the average tanner has. This firm 
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Where to Buy 


Women’s Shoes 








T 








BLEECKER STYLES 
Are the last word in footwear 
for stylish women 














Phillips-Cram Corp. 
Makers of 
Women’s Turn 


Slippers 
276 River St., Haverhill, Mass. 


207 Basen Street 


FERN & POOR CO., Inc. 


Manufacturers 


Newburyport, Mass. 






























E.A.& M.C. Witherell Co. 
Manufacturers 
Women’s Turns 
Boots and Slippers 








Makers of 

Hand Turn Novelties 
Ia All Leathers and Sa 
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states that upper leather dealers will not 
come into their own until people once more 
take to wearing low shoes in summer and 
high shoes in winter. Prices are firm. 
No concessions are being offered. 


Tendency Towards Higher Prices 


Standard Kid Company reports a slight 
tendency towards advanced prices due to 
a strengthening in the goatskin market. 
More sales of medium grade skins are 
being made. Another firm states that 
recent cable quotations on goatskins from 
India are higher than anything it has been 
paying. 

Dungan, Hood and Company report a 
fai:ly good demand for big stock of me- 
dium quality. Their plant is running to 
about 75% of its capacity. Sole leather 
dealers report receipt of some orders 
from factories though most of them are 
covered ahead for several months. 


Lighter Tans for Spring 


The John Ward store says they will 
feature lighter colors of tan for Spring. 
Sport shoes will go big. From the sale of 
shoes for wear in Florida and from other 
indications this store believes that the 
two-tone shoes which were immensely 
popular last year will be good next summer 
Heavy brogue oxfords generally sell well. 
Grain leathers are good. 

J. & T. Cousins predict Colonials will 
go big in Spring. Another big seller will 
be cut-out oxfords. At the present time 


Colonial pumps are selling way ahead 


of everything else. Most of those sold are 


priced from $9 to $15. Blacks sell better 
than tans. 


Wanamaker Features Straps and Tongues 


John Wanamaker is featuring both 
straps and tongues. He is offering one- 
strap slippers of patent leather or dull 
black calf with plain toes and French 
heels and a simple band of perforating 
around the vamp to relieve the plainness, 
at $10 a pair. Other offerings of this store 
include tan calf one-strap slippers with 
low military heel at $10, black suede one- 
strap slippers with low Spanish heels and 
lattice-work sides at $11, and slippers with 
large fan-shaped tongues and low Spanish 
heels in black satin or patent leather at 
$10, in black or brown suede at $11. 

Claflin’s are featuring a new brown 
satin slipper with inlaid tongue of brown 
suede. 

For Southern wear John Wanamaker is 
offering white canvas oxfords with Cuban, 
military or low broad heels at $7 to $11.50 
a pair, kiltie-tongue oxfords in all-white 
canvas or with tan and leather trimming 
at $7.50, all-white buckskin oxfords with 
military or low broad heels at $13.50 to 
$15 a pair and sports and play oxfords of 
white buck with rubber soles and trimming 
of tan, black, or patent leather at $9.50 
and $11, and at $13 with leather soles. 
He is also featuring a new buckskin one- 
strap pump with strap and saddle of 
porcelain blue at $14. 





LYNN 
Capacity Business Expected 


Easter Orders Will Tax Factories to the Limit; Wide Range of 
Colors for Merchants to Choose From 


RODUCTION of Easter shoes is 

expected to be at its peak about 
February 1, and to continue at peak 
until Easter shoes are all delivered. Capa- 
cities of Lynn shops, which exceed 200,000 
pairs a day,.and 1,000,000 pairs a week, 
will be tested to meet the demands of 
shoe merchants. 

Too bad February is not the longest, 
instead of the shortest month of the year. 
Or, to put the matter another way, too 
bad that buyers did not get in their orders 
for Easter shoes earlier. 


Color the New Style Factor 

Color, a most important factor in 
Easter lines, reveal shoes of plain patent, 
brocade patent, black, brown and gray 
suede, black satin, medium and light 
brown shades of calf and kid, red browns, 
smoked elk, glazed white calf, white buck, 
sport gray calf, beige suede and white calf, 
kid or cabretta in combination with red, 
blue, green, mulberry, or purple. Other 
shades and tones there are, too. 


Color value is becoming as important 
in styling and merchandising footwear as 
it is in dress goods. 


Color and Price Variations 


White glazed calf costs Lynn manu- 
facturers something like 65 cents a foot. 
A medium shade of brown calf costs them 
from 45 to 50 cents a foot. Black calf 
costs them 40 cents a foot. There is a price 
variation of 15 cents a foot, between a 
white and a black calf. The service value, 
or wearing quality, of the black calf doubt- 
less exceeds that of the white calf. But 
the style value of the white calf is greater 
than that of the black calf. All of which 
shows that color is an important item in 
price making these days. The millinery 
shoe game is just beginning. There is yet 
an abundance of styl s in footwear, es- 
pecially colors, to be developed. 


Lasts and Patterns 


Lynn manufacturers continue to favor 
light and dainty footwear. So dress and 
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street shoes are made over shapely lasts. 
Another swing towards 16-8 heels seems 
to be setting in. Even sport lasts are 
lighter in line. 

Patterns continue to show one-straps, 
fastening with two buttons, a few fancy 
straps, small tongue pumps, and oxfords, 
both plain and trimmed, including the 
creased vamp styles. 


The Model Foot 


Once again, these style show days, 
comes up the question of the model foot. 
No. 4 B is the commonly accepted stand- 
ard, and it answers all practical purposes. 
Venus could wear that size. At least, 
Lynners who have measured the foot of 
most statues of Venus, say so. However, 
there is evidently a trend towards larger 
shoes for women. Plenty of manufacturers 
report runs on the large sizes. While the 
No. 4 B may be the model foot, yet there 
are many other feet to be fitted, and it is 
quite certain that the run of sizes, as made 


in Lynn, will be longer in 1923 than in any ° 


former year. 
Some No. 12 EEE Shoes 

“Sister Susan’s Super-Size Shoes,” a 
new line developed by William Connors, 
of the Standard Shoe Co. carries the run 
of sizes up to No. 12 EEE. The title, by 
the way, is quite a tongue twister. Samples 
of these new shoes show one-strap pumps, 
of patent leather, as well as oxfords of 
black and brown kid. 


Brocade Patent Leather 


Patent leathers, whose bright black 
finish is delicately lined with grey, or other 
colors, are among the new style-making 
materials. The lines may be like those 
of brocade, or those of a grape vine, a 
spider web, a snake or a trellis. The 
tanners have found a new way to put 
style into leather. That’s the whole story. 
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White Calf Boots for Girls 


T. J. Kiely & Co., sending out samples 
for 1923, offer types of white buck shoes, 
for which they are noted, white calf boots, 
for growing girls, sport gray oxfords, two- 
tone calf oxfords, patent leather one- 
straps, and an assortment of other styles, 
for women, growing girls and misses. 


New Wholesale Firm 


Safran, Sundal Shoe Co., starting at 
282 Broad street, is wholesaling shoes, and 
is making a specialty of small lot novelties. 


Good Boot Business 


While this may not be the biggest 
season for boots ever, yet Williams, Clark 
& Co. are having a good and comfortable 
sale of boots, especially in their Rest Cure 
lines. They have shipped boots every 
day from their stock department for 
years, and the record is keeping up in 
1923. A new stock of boots, and low cuts, 
too, is being built up for the spring. 


Easy Oxfords Featured 


J. J. Grover’s Sons Co., stocking shoes 
for spring, are making a feature of easy 
oxfords, of good all around shoes for the 
woman who is active in the affairs of the 
day. These shoes are made of the finest 
kid skins, in black or brown. The bottom 
is a flexible welt, and the heel, of military 
style, is 14-8 high. The toe is trim, yet 
roomy in the ball, provides for smartness 
of appearance, and comfort in tread. The 
heel is made with unusual care. It fits 
snug, without slipping. It has a solid 
sole-leather counter, that will stand the 
wear and hold its shape. The quarter 
linings are of kid. The workmanship is of 
the best. The shoe is built especially for 
the busy woman, who must have good- 
looking, good-wearing shoes. 





BOSTON 


Overshoe Shortage Still in Prominence 


Massachusetts Retail Merchants to Meet January 24 at the 
City Club—Sales in Progress—New England Section 
Attracts Attention at Chicago Convention 


HE overshoe shortage still continued 

as the disturbing element of the shoe 
stores during the past week. Whenever a 
case or two of overshoes came in to relieve 
the situation it was hailed with much de- 
light—-most often it came from the rubber 
jobbers, but once in a while a few extra 
pairs or a case or two would come from a 
brother merchant in the South or some 
part of the country where they only occa- 
sionally have snow storms, and where a 
merchant was afraid that he had over- 


«stimated his demand. 


The Recorder representative was calling 
at a high grade shoe store one day the past 
week and a salesman came up to the buyer 
and said—‘This is our present stock of 
women’s overshoes.”” The buyer allowed 
the visitor to “‘peek”’—-so here it is—seven 
6’s; one 74; one 5; one 2%; one 3. “This 
is the way it is,” said the buyer, “most 
of the shoe stores here go: caught—this is 
the worst winter since 1919-1920—the 
last two winters were m Id ones and some 
of the 1919-1920 stocks were not used up 
until the first of this winter, but alas, these 
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Where to Buy 


Men’s Shoes 
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have now all disappeared and we are all 
looking for more.”’ 


Keeping Public Posted 


When a merchant succeeded in getting 
some overshoes, he would emphasize the 
fact that he had them, as for instance— 
the sign which was displayed in the win- 
dow of the Regal Shoe Store—‘“‘Just re- 
ceived another shipment of Radio Boots, 
the Overshoes of the Moment—Get yours 
while They Last.’’ Or—‘‘Overshoes—An- 
other Case of Four Buckle Women’s Over- 
shoes Has Just Arrived.”’ 

One merchant related that he had a 
salesman posted near the door who was 
kept busy all day long, for a week at least, 
saying to numerous women shoppers— 
“No more overshoes.”” The public has 
been making the rounds of the stores, look- 
ing for their sizes—and calling up on the 
phone on an average of one every ten 
minutes. It is anticipated, however, that 
within an another week, this shortage will 
be greatly relieved. 


. Sport Footwear Selling 


Boston"has certainly had her share of 
snow and sleet, which has naturally re- 
tarded business a bit, except for rubber 
shoe selling and sport shoes for skating 
and skiing and toboganing, for all red- 
blooded Massachusetts folks who have 
any leisure time are making a virtue of 
necessity and spending much of their time 
in the open, rough weather, and are really 
enjoying life. Those who can afford it are 
attending the various winter carnivals 
for which New England has become fam- 
ous. 

Boston folks have trimmed their win- 
dows well to cater to the sports devotee. 
Two very effective footwear windows were 
noted the past week—One at Gilchrist’s, 
where sport shoes and hosiery, row after 
row, were displayed most temptingly— 
Figures of girls and boys in tams and 
sweaters, with skating shoes over their 
shoulders, added a touch of realism. One 
of Filene’s big Summer Street windows 
depicted a charming outdoor snow scene 
with children clad in sport shoes and 
stockings. 


An Open Forum 


The Massachusetts Retail Shoe Mer- 
chants’ Association will hold its conven- 
tion Conference meeting on Wednesday, 
January 24. This meeting will take the 
form of an open forum where the proceed- 
ings of the N.S. R. A. Chicago Conven- 
tion will be discussed by those who at- 
tended ,for the benefit of those who did 
not attend. 


A Bunch of Clearances 


Sales are still in progress. Thayer 
McNeil Co. commenced its January Clear- 
ance for its charge customers on Monday 





of this week—after this group has made 
its selections—the general public may buy. 
Hagan’s has been holding its Mark-Down 
Sale of shoes for men and women at $4.85, 
formerly $6 and $7, and $5.85, formerly 
$7 and $8. 

The E. W. Burt & Co. has been con- 
ducting its “25th Annual Mark Down 
Sale’’ in men’s special offerings at $5.45; 
$8.45 and odd lots at $4.95 and $6.95; in 
women’s special offerings at $4.95; $6.95; 
and $6.45; also in misses’ and children’s 
shoes and in silk and wool, and all wool 
sport hosiery. 

The Curtis Shoe Co., a men’s shoe store, 
at its two places of business—307 Wash- 
ington Street and Hanover Street—has 
been conducting a Mid-Winter Clearance 
Sale at $4.75 in a modified brogue last, 
dark brown Russia calf, receding toe, 
heavy single sole and rubber heel; in a 
semi-English last, in black or tan Russia 
Calf, with medium heavy sole and rubber 
heel; in a tan Norwegian grain or Russia 
Calf, medium heavy sole and rubber heel. 


An Order from Ohio 


J.J. McLaughlin, Manager of the Queen 
Quality Boot Shop, 158 Tremont Street, 
Boston, was recently in receipt of an order 
from a lady in Ironton, Ohio, who had 
noted the very attractive 8-page insert, 
of Queen Quality footwear, entitled “A 
Symbol of Fine Footwear,” in the 30th 
Birthday Number of January Vogue . The 
reading matter and illustrations covering 
“Footsteps of Thirty Years’ and “Shoe 
Styles for the Coming Season”’ is indeed 
interesting reading. 

Mr. McLaughlin had a word to say 
about overshoes. He stated that that 
word is uppermost in the minds of the pub- 
lic today and the fact that the supply is 
limited makes people all the more anxious 
to get them. He said that there is a cer- 
tain type of customer who wants the fancy 
gaiters, but that the majority want the 
four buckle variety and will not accept 
any substitute therefor. 


Tuttle Showing Exquisite 
Footwear 

At Henry H. Tuttle Co.’s, the window 
devoted to women’s footwear contained 
an array of exquisite shoes in silver and 
gold brocades, with cut-out effects. John 
Fischer, manager of this store, is proud of 
his beautiful collection, which he says sells 
readily and are just what his trade want. 
One dainty model is in a silver brocade 
with 18-8 heel and cut-outs on either side 
of silver lace stay, the lacing being made 
by silver ribbon. “It is that and similar 
models which have boomed my business,” 
said Mr. Fischer. “Say to the retail shoe 
merchants everywhere to put in snappy 
stuff and they will find that business will 
boom. A merchant nowadays must gamble 
a bit with fancy shoes. There are still 
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some people left in this country who have 
a few dollars to spend in high-grade foot- 
wear and if you give them the right thing, 
they will pay the right price—but the mer- 
chandise you give them must be quality 
merchandise and not imitation or camou- 
flage.”” 

At this store some very high-grade plain 
chiffon hosiery is sold; the white drop 
stitched silk hosiery is also much in de- 
mand with the all white shoes of kid, 
white linen and white buck for Southern 
wear. 


“* No Boots for Three Years” 


Mr. Fischer was asked about boots and 
replied that he cannot see boots for three 
years; that the old bargain stock of shoes 
must first be worked off and the idea of 
mark-down prices on boots eradicated 
from the public’s minds before there will 
be any sale on boots as a style proposition. 

He also feels that gaiters will not be 
especially good and says that his trade is 
not now wearing gaiters—but instead low 
shoes, silk and wool stockings, and if more 
protection is needed, overshoes—the sale 
of which has been augmented to such an 
extent this year on account of the rough 
weather. 


A “High Style” Novelty 


A call at the women’s shoe department 
of Filene’s found Buyer Francis McEn- 
aney at the Chicago Convention and 
Joseph F. Phelan, assistant buyer, showed 
the Recorder representative a new goring 
pump of patent leather, with high and 
narrow plaited patent leather tongue of the 
new shape, about 244 inches long, with 
border of cut steel beads. The heel was a 
17-8 Spanish heel—the shoe was piped in 
dove-colored kid and sold readily at $13.50. 


Attractive Palm Beach Case 


A Palm Beach case stood forth conspicu- 
ously—the floor of the case was white and 
here and there little blue velvet mats gave 
a pleasing touch of color. Throughout the 
case booklets entitled “The Charms of 
Tampa” were interspersed. White buck 
oxfords with fancy cut-outs on either side 
of the lace stays were featured; also white 
silk hosiery with dark blue and black silk 
clocks. 

In a talk as to the possibility of boots 
coming back, Mr. Phelan stated that boots 
will not come back for a number of years, 
at least. He stated as one of his reasons 
for holding this theory that as the majority 
of women had not worn them for three or 
four years, their feet had as a matter of 
course assumed larger proportions—so that 
measurements, which some few years pre- 
viously would have been all right for them, 
as to boot uppers would now be all wrong. 
He believes that if a merchant can sell 
600 pairs of boots, he should be able to 
sell at least 10,000 pairs of low shoes. 
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And then he pointed to the bargain 
counter with boots on sale at $3.85, which 
at one time would sell at $12, but for 
which there is now only a very slight de- 
mand. “The combination of low shoes 
and arctics for winter weather is too com- 
fortable, as to time, element and footwear 
protection,” said Mr. Phelan, “‘to go back 
to boots.” 


Memoir of the Late A. V. 
Chipman 


In the January 6 issue of the Recorder, 
we published the sad news of the death of 
Advin V. Chipman of Chipman-Harwood 
& Co., one of the founders of this firm 
with Clark Harwood, in 1899. 

Mr. Chipman was well-known and 
beloved in this market, and one of his 
old associates recently called at the 
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district. 


Recorder office to relate the following 
remembrance of Mr. Chipman, which we 
are giving briefly to our readers as an 
interesting sidelight on the sterling 
character of this shoe wholesaler. 


A Hero of Boston Fire 


In 1872, at the time of the Boston fire, 
Mr. Chipman was working for Richmond 
J. Lane & Co., shoe manufacturers and 
wholesalers of Summer Street. One of 
the tragic circumstances attending the 
great conflagration was that almost all of 
the horses were ill with a species of 
influenza. Trucks or carts were there- 
fore of ‘no use—Mr. Chipman hastily 
summoned a few men, rushed into the 
building, secured all the books and papers 
and carried them to his home about a mile 
away—then he and his companions tugged 
case after case of shoes to a place of 
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Children’s Shoes 
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safety on Fort Hill Square, about one- 
quarter of a mile away, until every one 
was saved. Some one always stood on 
guard over the property to prevent any- 
thing being stolen. Although slight of 
build, his old friend says that Mr. Chip- 
man worked like a Trojan, far into the 
night, thus saving thousands of dollars 
for his employer, to the eternal grati- 
tude of Mr. Lane. 


Harry Thayer on World Trip 


Harry I. Thayer, head of Thayer-Foss 
Company, Boston, recently President of 
the Tanners’ Council of the U. S. A. 
sailed from New York on steamship “‘Res- 
olute,”’ accompanied by his wife, on Janu- 
ary 9, for a trip around the world. This is 
an adventure that Mr. Thayer has been 
ambitious to enjoy for a long time, and 
there is no member of the New England 
Tanning industry who is likely to get more 
out of such a trip. 

The itinerary of Mr. and Mrs. Thayer 
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includes Cuba, the Canal Zone, San Fran- 
cisco, the Hawaiian Islands, Japan, China, 
the Philippines, Java, Singapore, India, 
Egypt, Italy and France, and they are due 
back in New York about the middle of May. 
Mr. Thayer is primarily on a pleasure trip, 
but will take occasion to look into foreign 
trade matters during his tour, and on his 
return will make a report to the New Eng- 
land Shoe and Leather Association, of 
which he is a director and former president. 


Dainty Shoe for Kiddies 


A very dainty shoe for children was 
shown in the window and in the baby shoe 
shop of Filene’s. This was referred to as 
“The Baby Jan” shoe—a welt shoe with 
a flexible sole, made from light weight, ser- 
viceable brown calf skin, with an exten- 
sion edge to prevent toes from scuffing 
through. This shoe has also been very 
well advertised in some of the daily papers 
in connection with ‘“Filene’s Baby 
Shop.” 











PROVIDENCE 


Even Post-Holiday Trade Good 


Demand for Heavy Weather Footwear Serves to Keep 
Volume Up 


ITH the ushering in of 1923 and the 
arrival of its initial “big” storm, 
Rhode Island shoe and department store 
merchants found themselves waiting for 
an immediate source of supply of arctics, 
their stocks being completely “wiped 
out” in most every case. Merchants were 
found by the Recorder representative 
*phoning one another to help them in their 
predicament. Others were noted making 
hurried trips to Malden, Boston and other 
centers, with results none too good, they 
stated. Four-and five-buckle arctics 
are the call, being favored by young and 
old alike. The fancy astrakhan cuff types 
are selling fairly well, however. It must 
not be inferred that they are not moving. 
General volume of sales for December 
1922 exceeded by a comfortable margin 
those of December 1921, with pre-Christ- 
mas week in the shoe and department 


stores being the largest in the history of the . 


state. Business for the first ten days of 
1923 held good in most stores, with mer- 
chants preparing for stock taking. Aspirit 
of optimism prevails. 


Association Merchants Meet 


The R. I. S. R. D. A. initial meet of 
1923 was held Tuesday evening, in the 
shoe belt, at the Regal store, 330 West- 
minster Street. S. T. Leaming, secretary 
of the local Better Business Bureau, gave 
a very interesting talk on advertising in 
divers forms, and on the selling of mer- 
chandise of various descriptions. The 38 





Better Business Bureaus of America he 
said, were for the protection of the retail 
merchants of the entire country. Fred S. 
Fenner presided. Many out-of-town mem- 
bers were present. 


Davol Has Bowling Team 


Davol Rubber Company, manufacturers 
of rubber footwear here, represented in the 
Commercial Bowling league, continues to 
set the pace, but the McCallum Hosiery 
Company is giving the rubber boys a stiff 
battle for honors, only eleven points sepa- 
rating the teams. Good publicity for our 
concerns, say both managers. 


Wants Stores to Close on 
Sundays 


If the protest of the retail trades com- 
mittee of the Chamber of Commerce takes 
effect, there will be less business done in the 
way of disposing of merchandise on Sun- 
days in Newport, R. I., than in the past. 
The Chamber requests that certain stores 
remain closed after 11 o'clock. 


Regal Completes Stock 
Taking 


With the calendar year and the business 
week beginning on the same day, M. Cas- 
terlin, manager of the local Regal shoe 
store, dug into his first big problem of 1925 
-stock taking and inventory, being the 
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first merchant of Providence to complete 
the job. After compiling the figures into a 
financial statement, a banner year was 
realized. 


Introducing ““Tento’ Shoes 
At Thomas F. Peirce and Son’s shoe 


department a very attractive array of in- 
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fants’, children’s, misses’ and growing 
girls, square toe, spring heel, all leather 
shoes is displayed. ““Tento’’ is the trade 
name adapted by Peirce for this new line— 
meaning “ten toes’’—five in each shoe, 
designed to give ease and comfort from 
infancy to womanhood. A large amount 
of trade is the outcome of heavy advertis- 
ing. 





ROCHESTER 


Snow Storm a Business Booster 


Wholesalers Unable to Meet Last Minute Demand on Part 
of Retail Merchants 


eae shoemen in all sections 
of the city report a good week’s busi- 
ness. The biggest snow storm in years 
coupled with the annual January sales 
served as an impetus to bring the public 
into the storesand everyone reports a satis- 
factory clean-up. Due to the snow, the 
demand for arcticsand heavy foct wear was 
so great that everyone was sold out on 
sizes and much business was lost as the 
wholesalers were unable to meet the re- 
quirements. 


Retail Merchants Elect 
Officers 


The annual meeting and election of the 
Rochester Retail Shoe Dealer’s Associa- 
tion, held at the Chamber of Commerce 
on Tuesday, January 16, brought out the 
biggest crowd that has attended a meeting 
of the Association in years. The following 
officers were elected for 1923: 

President, Don J. Burke; First Vice- 
Pres., John H Schmanke; Second Vice- 
Pres., Isadore Friedman; Third Vice-Pres., 
H. J. Van Arsdale; Secretary, Cosmo Dis- 
penza; and, Treasurer, A .T. Smith. 

In accepting the presidency, Don J. 
Burke said that it was his ambition to build 
up the association and get every merchant 
in the city within the fold and to get every 


member to attend every meeting so that 
problems that may arise in the future can 
be discussed with every shoe merchant pre- 
sent, thus enabling the association to ac- 
complish the greatest possible good for 
each individual member and for the retail 
shoe merchants of the city as a whole. 


McCurdy Files Building Plans 


Tentative plans for the remodeling and 
enlarging of the McCurdy and Company 
department store on Main Street East, 
were filed with the superintendent of build- 
ings last week and work will commence on 
the new building if the labor situation in 
the building trade warrants this step at 
this time. The plans call for two addi- 
tional stories on the building now occupied 
by the McCurdy store at Main and Elm 
Streets, and a complete remodeling of the 
present building, including a new front 
facing. 


- 


Douglas to Change Location 


The W. L. Douglas Shoe Company, 
which has operated a store on Main Street, 
corner Front Street, for a number of years, 
has leased a store at 53 State Street and 
will close the present store as soon as al- 
terations are completed at thenew location. 
Men’s shoes will be handled exclusively. 





CHARLESTON 


Bad Year for Retail Merchants 


Failures Showed Increase Over 1921 But Few Were Retail 
Shoe Merchants 


HE year 1922 proved disastrous to 

many merchants in South Carolina, 
more bankruptcy cases being recorded 
than in any previous year, but very few 
shoe merchants went to the wall. Quite 
a number of failures in Charleston were 
recorded during the year, but all the “shoe 
stores”’ are still doing ‘business at the o'd 
stand.”’ About the only changes notice- 
able in the local shoe mar ket are improve- 
ments and enlargements. 


So far this winter season we have had 
no winter weather, the natural result being 
that heavy footwear remains in stock. 
Sales of other grades, however, have been 
very satisfactory, and the merchants are 
depending upon February for the cold 
weather that will reduce their stocks of 
heavy goods. 

The retail merchants of the state are 
up in arms against the present system of 
taxation and at a meeting recently held in 
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Where to Buy 


Boys’ Shoes 
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Where to Buy 
Engraving and Printing 


Zhe HOWARD PRINT inc 
¥BROCKTON, MAS 


CARTON LABELS, TAGS, 
SHOW CARDS, 
PRICE TICKETS, FOLDERS. E 1, 








COLOR PRINTING 


CATALOGUES 
Telephone Main 3408 
HOOPER PRINTING COMPANY 
74 INDIA STREET, BOSTON 


DESIGNING 














[ABELS72/ 
(Grins 


ASK FOR SAMPLES ~ 
We Creale and Sripnt most of them 
TOLMAN PRINT, INC. 


ESTABLISHED | 
ICES and PLANT: BR KTON, MASS 








ATLANTIC PRINTING CO. 
Shoe Printers 
Tear out this ad and mail for details of 
our Special ting Service for 
the Boot and Shoe Trade 
201 —_ Serese, Boston, Mass. 
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Where to Buy 
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Columbia the directors and legislative 
committee of the South Carolina Retail 
Merchants’ Association mapped out a 
legislative fight for tax equalization which 
the association is waging during the 
January session of the legislature. It is 
claimed that under the system now used, 
the burden of taxation falls upon the strug- 
gling merchant and small freeholder, the 
big corporations and owners of large 
estates not being assessed in proportion to 
their holdings. Many prominent shoe 
merchants are members of the S. C. Retail 
Merchants Association, and it is expected 
that the shoe retailers association will join 


] in the fight. 


January 20, 1923 
J. B. R. Finley Dead 


Following an illness of about three 
weeks, James B. R. Finley, treasurer of the 
B. F. McLeod Shoe Company, died on the 
morning of January 5, in the 67th year of 
his age. Mr. Finley was well known in 
shoe circles and had a large circle of friends 
in all parts of the south who will regret to 
learn of his death. He had been engaged 
in the shoe business for many years, hav- 
ing been connected with the wholesale 
concern of Drake-Inness-Green Company 
for a number of years and later elected 
treasurer when the firm changed its name 
to the B. F. McLeod Shoe Company. 





MEMPHIS 


Business Good During December 


New Records Established in Many Cases while None Re- 
ported Decrease 


T has been a big December for Memphis 
retail shoe merchants. The volume 
of business exceeds by a good, healthy 
margin the business of the corresponding 
period of last year and every indication 
pointed to a continuation of buying on the 
part of the public, without, of course, so 
much shopping for hosiery and the 
novelties. 

The president of one of the biggest 
stores in town told the correspondent that 
business done on Saturday, December 16 
was the biggest single day’s business the 
firm has had in 18 months and very near 
the biggest business in pairs of shoes and 
articles sold of any in the long history of 
the store. He was sitting at his desk and 
he picked up a bunch of cards, 500 of them 
in one stack. It represented new accounts 
for just the last few days. 

Not a dealer reported a smaller busi- 
ness than last year. They could not give 
the increase on a per cent basis, but they 
were emphatic in saying that they were 
mighty well pleased. . 


Novelties Were Good Xmas Sellers 


Novelties for the Christmas trade took 
well. Cut steel and beaded buckles for 
street wear and rhinestone buckles for 
evening wear were in steady demand and 
one dealer reported an unusual run on a 
“Marie Antoinette” ribboned-beaded 
buckle for evening wear. Slippers and 
mules likewise played as heavy favorites 
for gift-giving and in the entire field 
business was all that could have been 
expected. 

Silver brocaded Colonials with rhine- 
stone buckles for evening wear; satins 
and suedes for the street; plain opera 
slippers in small tongue effects; fancy 
patterns in oxfords and walking oxfords 
in combination effects have been the 
chief lines in demand and are the ones 


that have taken hold for a good run in 
the future so far as Memphis is concerned. 
One dealer handling high-class lines is 
strong for small tongue and tie effect 
pumps and he believes much can be 
expected for colored kids in the future. 
This particular dealer makes a practice of 
selling and fitting shoes himself and he 
keeps very closely in touch with the 
wants and whims of a high-class clientele, 
and he is basing his buying largely on 
what he gains from personal contact with 
his trade. 


Hosiery Also Sold Well 


The stores handling lines of hosiery 
did a generally good general business, with 
lace clock and hand-drawn wear favorites. 
Gun-metal and black chiffon with French 
seams went well too. 

Viewed from the general business angle, 
there is a good deal of optimism among 
Memphis merchants. Federal Reserve 
bank reports credit Memphis with a 29 
per cent gain in volume of business during 
mid-December as compared with mid- 
December a year ago. Debits to in- 
dividual accounts, which really is the 
amount of money handled by checks, 
shows Memphis leading a great many 
cities of the country that have greater 
population. 

Cotton money and lumber money are 
the big items in Memphis territory and 
both are strong. Memphis already this 
year has done more than fifteen million 
dollars in building, chiefly residential, 
and there is no indication of a let-up. 


New Wholesale Firm Formed 


A new wholesale shoe concern that will 
bear the name of the organizer is to be 
established in Memphis at once by N. 
Karnowsky. He has completed the 
organization of a company and has taken 
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a five-year lease on the Third Street side 
of the Builders’ Exchange Building, 
Union Avenue and Third Street, where 
the concern will be domiciled. The 
building to be occupied is a new structure 
which will be ready for occupancy the 
first of the year and the Karnowsky 
Company will take possession then. 


New Store for Memphis 


The firm of Shyer and Roseblum, with 
offices in Chattanooga, Tenn., and stores 
in that city and in Nashville, Tenn., have 
leased for a period of 10 years a well- 
located store building at 94 South Main 
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Street in Memphis where they will put in a 

modern retail shoe establishment as 

quickly as necessary remodeling of the 
building can be completed, which likely 

will be around February 1. 

- Local architects have been engaged to 
plan for the new home and changes will 
include an entire new front with elaborate 
display windows. Upper floors of the 
building will be given an outside entrance 
so that they may be utilized for either 
offices or other business purposes. The 

building is a three-story structure with a 

frontage on the city’s main business 

street of 22 feet and a depth of 125 feet. 

The lease becomes effective January 1. 





BROCKTON 


Overshoes Are the Order of the Day 


Retail Merchants Selling Rubber Footwear—Shoe Factories 
Rushing Orders—George H. Leach of Walk-Over 
Sums Up N.S. R. A. Convention 


HE public in Brockton—the women 

folks especially—are all wearing 
overshoes for this section’s tenth snow- 
storm, which visited the city on Sunday, 
January 14, added another three inches 
to the precipitation, making 344% inches 
up to date. The snowstorms thus far have 
cost the city $10,000, but this has also 
meant added money for the laborers with 
which to buy footwear. And Brockton’s 
citizens are good earners and good spend- 
ers. So are the folks who come into 
Brockton every morning from the sur- 
rounding territory. They are all discrim- 
inating shoe buyers—for a knowledge of 
shoes and leather has, in most cases, come 
to them as an inheritance. 


Brocktonians Are Thrifty 


And that Brocktonians are also thrifty 
is related by bank deposits. Take, for in- 
stance, the three Brockton Co-operative 
Banks—there is at this time a total of 
$934,265 more in these banks than at this 
time a year ago. And every indication 
points to decidedly better figures as to 
deposits a year hence. 

The wheels of the factories are busily 
turning on rush orders. The only regret- 
table feature which prevents some of the 
factories from running to capacity is the 
scarcity of skilled shoe help. The N.S.R.A. 
convention has given the plants of those 
manufacturers who exhibited an added 
amount of business. 


Much Good from N.S.R.A. Meet 


George H. Leach, vice-president of the 
George E. Keith Company, one of the 
Brockton firms represented at the N. S. 
R. A. Chicago Convention, made the fol- 
lowing statement to a Recorder repre- 
sentative: 

“A larger number than usual of the ex- 





ecutives of the George E. Keith Company 
attended the N.S.R.A. convention this 
year, because of the fact that our own 
Walk-Over Dealers’ Convention took 
place at Chicago immediately after the 
National meet. 

“T feel that we received a lot of good out 
of the N.S.R.A. convention. I believe 
that many of our retailers did, also, al- 
though we feel that much more could have 
been obtained had there been a better 
attendance at some of the business ses- 
sions where there were excellent programs 
presented. 

“We wrote a satisfactory amount 
of business, and we find an increasing 
tendency on the part of the dealers to buy 
for their needs more or less continuously, 
and not to hold up for conventions, as 
they have in times past. 

“We had a very good convention 
of our own after the N.S.R.A. folks con- 
cluded their sessions.” 


1923 Fair Committee Named 


Directors of the Brockton Agricultural 
Society have named Sydney A. Davidson, 
membership secretary of the Brockton 
Young Men’s Christian Association, to 
succeed Walter Rapp as chairman of the 
Children’s Day Committee of the Brock- 
ton Fair for 1923. Mr. Rapp was elected 
honorary chairman. Several additions 
were made to committees, and a new com- 
mittee was created to arrange for grange 
features. William N. Howard of North 
Easton, secretary of the State grange, was 
made chairman. A vote of thanks was 
given the Charles A. Eaton Company for 
the splendid work in the firm’s model shoe 
factory, at the 1922 Brockton Fair. A 
similar vote was given to the United Shoe 
Machinery. 
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D. W. COULTAS CO. 
Manufacturers 
RHINESTONE BUCKLES 
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WRITE FOR SAMPLES, 
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Outside Lighting a Safeguard 


The entering of shoe factories at night 
will be something the evil-inclined will 
think twice about before acting, if the 
lighting arrangement installed at one 
plant becomes general. The Common- 
wealth Shoe Company has placed electric 
lights at all approaches to the factory. 
Even fire escapes are plainly shown in the 
glare of the lights. The night watchman 
is not now carrying a lantern on his 
rounds. His location is less likely to be 
detected, and moreover he is in better po- 
sition to secure the benefits of the outside 
illumination in looking toward win- 


dows. 


Slater & Morrill Reorganize 


This company is near enough to Brock- 
ton to be mentioned in this weekly letter 
to the Recorder. Announcement is being 
made that the C. B. Slater Company suc- 
ceeds to the business of the old firm. 
There has been no change in the manage- 
ment policy or selling personnel of the 
former company. The president of the 
new concern is C. B. Slater, former head 
of the organization which the new com- 
pany supersedes. The company was at 
one time numbered among Brockton shoe 
manufacturers, occupying, as it did, the 
Barbour Welting Company’s plant at 
Montello. 


Cases Showing Buyer’s Duty upon 
Receiving Goods Purchased 


HAVE two letters this week which 
raise an interesting legal question re- 
garding the buyer’s duty to assure him- 
self when he receives goods purchased, 
that they are in accordance with the con- 
tract, and if he finds they are not to reject 
them promptly. Since the same problems 
are likely to arise in any business man’s 
experience, I shall reproduce the letters 
and answer them if possible, so that the 
answers will have some general usefulness. 
The following letter is from a Massachu- 
setts correspondent: 


Suppose A ordered certain goods 
during the period shortly after the 
war when deliveries were very bad, 
and every manufacturer had all he 
could do to get out material, and also 
to get a complement of men to get out 
production. The goods were ordered 
of course, with full intentions of us- 
ing them promptly, but as it hap- 
pened, due to conditions, there was 
not a call to use them until lately, 
when they were found pitted to such 
an extent that they are unfit for our 
use. The manufacturers refuse to 
take them back for replacement on 
the ground that while they acknowl- 
edge they may be pitted, they were 
considered good goods at the time 
they were furnished. They argue 
that we cannot accept or receive 
them and then after all this time bring 
up the point that they are not right 
and ask to have them returned. The 
question is not whether the goods 
are pitted or not, but the point that 
the manufacturers make is that they 
were a good delivery at the time they 
were ordered and he cannot be ex- 
pected to replace goods now which 
were made at that period. Now we 
realize that men were hard to get at 
that time, and that mills were rushed 
on production, yet at the same time 


if the material is not right should the 
manufacturer not replace it at this 
time? Naturally, there must be 
some limit as to the time replacement 
could be made, and I would ask 
what this time would be. 
Was the Merchandise Kept Too Long. 
No. 2.-—-There was a further case 
on a quantity of tubing that was 
badly scored on the inside. At the 
time the tubing was ordered it was al- 
most impossible to get deliveries, and 
the manufacturers, we believe, did 
their utmost to get the tubing to us. 
This was accepted, but now the mills 
claim that on account of those marks 
on the inside of the tubing they can- 
not use it. Should the manufacturer 
be expected to take it back for re- 
placement? This is another case of 
production at the same period. They 
acknowledge that the tubing is not 
what it should be, but claim that if 
we had needed the tubing as we stated 
we did at the time of ordering the 
question would not have arisen. 


There is, as this correspondent sur- 
mises, a limit to the time when a buyer 
may return goods purchased. In some 
cases the contract between the parties 
fixes this by a notice on the order blank 
or invoice. If not, the law gives to all 
buyers what it calls a “reasonable time”’ 
to inspect goods and reject them if not 
right. Failure to act within a reasonable 
time is considered acceptance of the goods. 


A Case Where No Hard and Fast Rule 
Can Be Made 


What is a reasonable time cannot be 
stated in any way which amounts to a 
rule. It depends on circumstances, but in 
the absence of strong mitigating circum- 
stances, a reasonable time would probably 
not amount to over a month, and in some 
cases it might not amount to that. Re- 


membering that it is the buyer’s duty— 
and should be his impulse—to examine 
his goods as soon as possible, a reasonable 
time is the time it should take him, in the 
ordinary course, to do it. 

Applying this principle to the first case 


“cited above, of course he cannot ask the 


manufacturer to take back the goods 
now. The buyer did not inspect promptly, 
as he could and shouid have done. 

Case No. 2 may or may not belong to 
cases in which defects in goods do not 
show up on ordinary inspection, but have 
to be put into manufacture. I[ do not 
know whether the defects in the tubing 
could have been seen at first or not. If 
not, the law would possibly allow the 
buyer a little longer time to reject, but 
even then the rule would be a reasonable 
time. Years or even months would 
practically never be considered a reason- 
able time. 

I have another letter also from a New 
England correspondent on another phase 
of the same subject—the buyer’s duty 
when he receives goods purchased. This 
is his problem: 


The Duty of the Buyer 


We frequently have occasion to 
purchase manufactured articles, 
sometimes in large quantities of one 
hundred thousand or more and once 
in a while when we come to use these 
goods we find that they show a slight 
variation in size, and consequently 
are not usable. To inspect all these 
goods would require considerable ex- 
pense in the way of labor, as fre- 
quently such inspection is entirely 
a hand process. We would like to 
know whether it is your opinion that 
we should be obliged to inspect such 
material and send back for credit or 
replacement only such as do not 
come within our specifications, or 
whether we have a right to return the 
entire shipment and place the burden 
of inspection on the manufacturer. 


In such a case the buyer doesn’t have 
to do anything except to notify the seller 
that he has rejected the whole shipment 
and it is held at the buyer’s place subject 
to the seller’s order. This is provided 
the buyer has found a substantial per- 
centage of the goods wrong. It wouldn’t 
be right or legal to reject the whole ship- 
ment after finding one or two - wrong. 
But if he has found a substantial per- 
centage wrong, he does not have to go 
over the whole shipment, but can reject 
the whole. 

(Copyright, November, 1922, by Elton J. 
Buckley, Esq., 643 Land Title Building, 
Philadelphia, Pa. 


Uncle Levi Zink says that when you 
can’t remember what your wife told you 
to bring home, bring hair-pins and a loaf 
of bread.—Farm Journal. 


January 20, 1923 
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ELSE 





Stock No. 809 P—Patent Lesthes  Jesepnin’: 


13-8 Louis heel, 46 last, dime toe. Widths AA-C 
At-once delivery from Newburyport. Code. 
"OE —- Rv oc cccscnsecescceseues $4.95 


Stock No. 815 P—Bronze Kid Josephine, 14-8 
Louis heel, 38 last, dime toe. Widths, AA-C. 
At-once delivery from Newburyport. Code 
a Se 





Stock No. 773 P—Black Satin cross-strap Behrl, 
beaded on throat and straps, 14-8 Louis heel, 
40 last, dime toe. Widths AA-C. At-once de- 
suey from Montgomery. Code “Native.” 
rice 


Stock No. 774 P—Black Satin cross-strap Behrl, 
jet beaded on throat and strap, 16-8 Louis heel, 
35 last, quarter toe. Widths AA-C. At-once 
delivery from Newburyport, Montgomery, Den- 
ver, Kansas City and San Francisco. Code 
WR Wi iecacccdicsadieeec $5.75 
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The Correc t 





Cerect Dodge. 


insures your customers 
of the best in style, fit 
and wear. We have at 
your service for immedi- 
ate shipment the most 
comprehensive line of 
genuine turn slippers. 
A few are illustrated 
here. Send for our lat- 
est illustrated booklet. 


—(e}-[a}— 


Turns are the shoes others 
imitate 
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Stock No. 814 P—Black Satin Mavis, 14-8 Span- 
ish Louis heel. 46 last, dime toe. Widths AA-C. 

At-once delivery from Newbury port. Code “Styx.” 
Peiiine+écceeseuheevek cake seeeenn atsaw $4.8 

Stock No. 818 P—Brown Satin Mavis, brocaded 
tongue, 14-8 Spanish Louis heel, 38 last, dime 
toe. Widths AA-C. At-once delivery from New- 
buryport. Code “Charmer.” Price..... ...$5.00 





Stock No. 807 X—AIll Crystal Silver Cloth Susan 
13-8 Louis heel. At-once delivery from a and 
Newburyport. Code “Dutchy.”...........- 
N—Lot 38 last, dime toe. B—lot 56 last, one 
toe. 

Stock No. 802 X—Black Satin vamp, black satin 
broacaded quarter Susan, 13-8 Louis heel, 46 last, 
dime toe. Jidths AA-C. At-once delivery from 
Montgomery. Code “Tangerine.” Price....$4.85 





NATHAN D. DODGE SHOE COMPANY 








Stock No. 824 P—Silver Brocaded yew 14-8 
Louis heel, 38 last, dime toe. WidthsAA-C. At- 
once delivery from New York and Newburyport. 
Cote “Ween” PiliRcscssccccccsceusseus .75 
Stock No. 822 P—Same with 17-8 Spanish Louis 
heel, 45 last, nickel toe. Widths B and C. At- 
once delivery from New York. Code “Lucey.” 

beceee neces bastéewe bescecenaseemeun $6.75 
Stock No. 821 P—Same as No. 824, except White 
Satin Brocaded Dolly. At once delivered from 
Newburyport. Code“ Winner.” Price...... $5.50 





Newburyport, Mass, 


IN-STOCK DEPARTMENTS 
Boston, Mass.—179 Lincoln St., 416 Albany 
Bldg. 


New York, N. Y.—108-110 Duane St. 

San Francisco, Calif.—770 Mission St., 
Keil Bidg. 
ansas City, Mo.—Ninth and Main Sts., 
215 Sheidley Bidg. 

Chicago, I1l.—19 So. Wells St., 310 Lee 
Bldg. 


Montgomery, Ala.—105 Bibb St., Cotton 
Exchange Bldg. 

Denver, Colo.—Corner Arapahoe and 15th 
Sts., Room 414-415 Mercantile Bldg. 


Newburyport, Mass. 


OTHER OFFICES 
Philadelphia, Pa.—929 Chestnut St. 
Seattle, Wash.—2716 Warren Ave. 
Pittsburgh, Pa.—Hotel Henry. 
Indianapolis, Ind.—424 Saks Bldg. 














Stock No. 703 P—Black Satin Behrl, jet-beaded 
strap and throat of vamp, 17-8 Louis heel, 45 last, 
nickel toe. Widths AA-C, At-once delivery from 
Kansas City, New York, Boston, Chicago, Denver, 

Newburyport and San Francisco. Code “Clifton.” 


Stock No. 702 P—Same as No. 703, only 56 last, 
uarter toe, 12-8 Louis heel. At once delivery from 
oston, New York, Chicago, Denver, Newbu ury- 

port. Kansas City and Montgomery. Code “Chic.” ; 
EEE cnkannn0s6o0nnedsseeneedesss4655e8 . 




















The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 





200 BOOT AND SHOE RECORDER January 20, 1923 
FUUOQOUUUUUEEUUUUUOUCAUOGAOOGOOOGOOOOEEUUOOUOUOUOOOOOQOGOOOOOOEEEEOCOOUUOGOOOOSOGOQNONEUOEEEOUUOOOOOOOQOQGQNNNOUUEEEOOUOGOGOGOOOOOOQOONAOOOOUEOOUOOUUOGOOOOONOAI 


For speedy, positive action-- 
the new 


Repco Shoe 
Stretcher 












Repco Shoe Stretchers 
are made in nine sizes— 


No. 000 down to No. 6. 


Each stretcher is packed 
in an individual carton. 
Corn and bunion plates 











come with each stretcher 
HOE stretching is a little art in itself.  —are made of fully seasoned maple and 
The Repco Shoe Stretcher is designed _ held together at the back by a strong steel 
scientifically and stretches shoes easily, hinge. The toggle-jointed mechanism is 
quickly and without injuring them. controlled by a square-threaded screw of 


large pitch. 
The Repco Shoe Stretcher contains no 
springs, arrows or other troublesome parts. | For up-to-date shoe stretching use the new 


The blocks—shapely and carefully finished | Repco Shoe Stretcher. 
For Sale by Shoe Findings Jobbers. 


UNITED SHOE MACHINERY CORPORATION, Boston 


San Francisco Branch, 859 Mission Street 


J. K. KRIEG, 39 Warren Street, New York 
UNITED SHOE REPAIRING MACHINE COMPANY, Boston 


Recorder will appreciate your mentioning the publication in replies to advertisements. 
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\ CUSHING 


SHOES 

















NO. 31 GRAY BUCK 








\ SPORT OXFORD, 

TRIMMED WITH 

- GRAY CALF, 7/8 
LEATHER HEEL, 

— ‘WINGFOOT” TOP- 
LIFT, WELT, NO. 

6. | 20 LAST. 

yn. 

tes 

ler 





—<—— 
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and 
teel 
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THEIPARTICULAR SHOE SHOWN ON THIS 
PAGE HAS OUTSOLD ANY WELT SPORT 
OXFORD;IN CHICAGO, BOTH IN NUMBER 
OF(|PAIRS AND IN NUMBER OF ACCOUNTS. 
DELIVERIES CAN BE MADE MARCH 1ST. 


co,” CUSHING SHOE CO 
857 Marbridge Building LYNN MASS. | 


J 
7 
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Latest Spring Styles : 

2 

In Stock $ 

# 

High Grade Hand Turns %, 

. , % 

in Patent, Bronze, Satin %: 

and Gray Suede. re 

+t) 

B 300—Gray Suede, Gray Kid Trim, 16-8 ‘ 

Covered Spanish Wood[Heel.'Hand Turn $6.50 > | 

B 298—Patent Leather Cut Out Pattern Ox- , 
ford, 16-8 Covered Spanish Heel. Hand SIZES AND WIDTH $ 
, 0 ne | ree s 
pees Neetinns Wciicteckeaatscaae 3 to8 $) 

B 299—Black Satin with Black Kid Trim Cut- SSeS hh) 
Out Pattern Oxford, 16-8 Covered Spanish Doiiasaesusanesceel 2%, 
Heel. Hand Turn........ ee D.. ...2% to8 %, 
B 297—Same in Bronze Kid, Hand Turn. . $6.60 Terme: ‘Net 30 wae ‘ 
: 

JOY, CLARK & NIER, Inc., Rochester, N.Y. ‘ 
New York Office, 127 Duane Street, Murray Klein ; 

L J}: 
%, 

%, 

: 

«+ d : 

Popular Styles at Popular Prices 

. %. 

Women’s, Misses’ and,Children’s : 

Welts — Women’s McKays ; 

%: 

In addition to the number shown on this % 

page, we feature many other styles for . 

women, misses and children. Quantity + 

buyers for a long time have recognized be 

the values to be found in Engel Shoes. $ 

%. 

Mr. George H. Levirs is in charge of %, 

Boston Office at 117 Lincoln Street, and a . 

visit with him will be found profitable + 

on Buck One Strap, Patent Vamp. . i. dl : 6 
rated Collar, Strap and Vamp. and interesting. Make it a point to call or Be 
Imitation ‘Robber Top 1 Medallion. write for samples and further information. + 
Walking Shape. 2. 
%. 

2%. 

ENGEL SHOE CO. : 






210 BROADWAY ° , EVERETT, MASS. 
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FAIRWAY LAST 


ONE OF OUR NEW NUMBERS 


Woman’s tan box blucher oxford. Maroon apron. 
Grey inlay. Gumbo crepe sole stitched aloft. 





THREE WEEKS SHIPMENT 








The Dalton Company, Inc. |; 
Makers of Fine Shoes 
BROCKTON, MASS. 


BOSTON NEW YORK CHICAGO 
183 Essex Street 651 Marbridge Bldg. 706 Security Bldg. 











LOT IG AT TG TRE OT RT OAS TAT TOT TART RET Sais ST as TH 2 
0 


your mentioning the publication in replics to advertisements. 
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| H & E Quick Selling Turns | 
_ —IN STOCK— 

| 

| 


“EVERY SHOE A BUSINESS BUILDER” 


No. 162 No. 1(3 
No. 161—Black Patent Chrome 


No. 160—Black Satin Edna, No. 162—Black Satin Rita No. 163—Black Pontex Imita- Ed 1 jonial 
Small Tongue Colonial, Suede I-Strap_ 15-8 Louis Heel. A. tion Braided Satin Vamp. Black Black ,- Black 
Tongue, Satin Inlay. 16-8 3-8; B, 24-8; C.24-8. Satin Quarter. *‘Leah™ 1-Strap. Patent Inlay. > 
— eae to Ene A. 38. BC. 2368 Price, $5.35 

a t once delivery rice. $5. i 
At once delivery Deliveries March 15th, Cen 


Cuts of these shoes for newspaper use will be supplied at a nominal price. 


H&ESTYLES ASSURE QUICK TURNOVERS 
SATISFIED CUSTOMERS FOLLOW SALES 


Hopkins & Ellis turns of quality in addition to an up-to-the-minute 
style appeal, possess superior workmanship that makes them ideal 
business builders for dealers who seek to give their customers real style 


and quality at prices that make friends. 
No. 164—All Gray. Suede Calf, 


Hunt Rankin Color 31.**Marion 
1-Strap, Cut Out, Inlaid. A, 3-8, 
B-C, 2-8. 


Price, $6.25 
Deliveries March 15. 





WESTERN STOCK DEPARTMENT, W. J. CULLY, Mgr., 
316 PAXTON BLOCK, OMAHA, NEB. 
CAN SUPPLY THE FOLLOWING NUMBERS AS WANTED: 
160—161—162 (163—164 March 15th Delivery) 
THIS DEPARTMENT WAS ESTABLISHED FOR THE 
BENEFIT OF OUR WESTERN TRADE. MAKE USE OF IT. 











Send for Stock Style Catalogue, Write to-day 


HOPKINS & ELLIS 


FACTORY 
HAVERHILL, MASS. 





———— FR FF 
ee SESeEeaES—=—= 
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Changes in Business 


Current Events in Failures, Suspensions and Activities 
in the Shoe and Leather Trade 

















FAILURES 


Boston—Brotsky & Stern, Inc. (257 Friend Street, 
shoes, reported assigned. 

a Ginsburg (1148 Blue Hill Avenue), 
shoes, reported petitioned into bankruptcy. 

Mendel Ks Kooke (42 Lowell Street), leather and 
findings, King appointed receiver. 

Jacob Savage, leather and findings, reported 
petitioned into bankruptcy. Reported receiver 
appointed. 

Terminal Shoe Co. (2304 Washington Street), 
shoe manufacturers, reported assign 

Worcester, Mass.—John J Rahaim (Army & Navy 
Trading Co.), shoes, etc., reported petitioned into 
bankruptcy. 

mediion, ince. —Alex Epstein, shoes, reported 
petitioned into bankruptcy 

I. H. Offenbach (294 Nn” Main Street), (36 W. 
Elm Street), shoes, etc., reported assigned. 

Haverhill, Mass.—T. R. Hill, leather, reported as- 
signed to H. 8. 7 a and Charles E. Sawyer. 

Royal a .. shoe trimmings manufac- 
turers, a petitioned into bankruptcy re- 

ering to compromise at 25 per cent. 
deen Mass.—Michael Consoli, , ete., 
reported petitioned into bankruptcy. 

Lynn, Mass.—Green Bros. Shoe Co., shoe manufac- 
turers, reported offering to compromise at 40 per 


cent. 

Chelsea, Mass.—Boylston Shoe Mfg. Co., Inc., 
shoe manufacturers, reported petitioned into 
bankruptcy. 

Haverhill, Mass.—Simon Glagovsky, shoe novelties 

ted petitioned into bankruptcy. 

Athol, Mass.—Joseph Novopny, shoes, etc., re- 
ported petitioned into bankrupt 
Beverly, ass.—Reliable Shoe Tore (Walter 
Rosenthal) shoes, reported offering to com- 

promise at 30% 

Brockton, Mass.—I. H. Offenbach, (294 N. Main 
Street) shoes, etc., reported offering to com- 
promise at 50%. 

Clinton, Mass.—Boston Bargain Store (George 

arcus) shoes, etc., reported petitioned into 
bankrup te 

Haverhill. ‘ass.—Louis Rosenthal, ( Enterprise & 
Model Shoe Store) shoes reported petitioned into 

nkruptcy. 

Lynn, Mass.—Alexander & Kreinich, cut soles, re- 
ported assigned to Charles H. Dow. 

Lippitt Alfond Shoe Co., shoe aaa, 
reported petitioned into bankruptcy. Reported 
li —— 

Fairbanks, Alaska.—Alex Simson, shoes, etc., re- 
ported meeting of creditors scheduled 

Tucson, me —G. F. —— & ne shoes 
etc., report petition into 

i. Angeles, a .-—Charles Lee Brunner, r 008 N. 

roadway) shoes, etc., reported assign 
ae Conn.—Frank Giordano, shoes, etc., re- 
a pee into bankruptcy 
pdaiechon, Ala.—Sam T: Temerson, sh 
petitioned into bankruptcy. 
receiver appointed. 

New Haven, Conn.—Angelo Battista, leather and 
findings, reported meeting of creditors called for 
December 21, last. 

Macon, Ga.—Marks Shoe Co., shoes, reported pe- 
titioned into bankruptcy 

Valdosta, Ga.—Turner Jones Shoe Co., shoes, re- 
ported offering to compromise. Reported peti- 
tioned into ~~ me 

Chicago, Ill.—Lonis « (7807 South Halstead 
Street), shoes, reported petitioned into bank- 
ruptcy. 

a A..F (4146 W. North Avenue), 


oe Shoe. tores, Inc., shoes, reported 
petitioned into bankruptcy 
Daniel Plato (7507 "Cottage Grove Avenue), 
a. reported petitioned into bankruptcy. 
Morris Roginsky (Parkway Bootery), shoes, 
reported offering to compromise at 25 per cent. 
Meeting of creditors was scheduled for Decem- 
ber 28, last. 
Mohawk — Co., shoes, reported petitioned 
into bankrupt 
Sam io (4146 W. North Avenue), shoes, 
“We 8 petitioned into bankruptcy 
Steinberg (Family Bargain § Store) am, 
titioned into bankrupt 
Hartford. onn.—Hartford Leather Co., shoe find- 
ings, reported petitioned into bankruptcy. 


etc., re- 


Pensacola, Fla.—I. Fruchtman (The Famous) shoes 

etc., reported ‘titioned into bankruptcy. 

Griffin, Ga.—R. Goldstein (Griffin Bargain House) 

shoes, reported petitioned into bankruptcy. 

a. Ill.—Freedburg & Goldstein, shoes, 
= ae into bankruptcy. 

Elders, la—A. Janke, shoes, etc., reported as- 


vig Ill.—Summers & Gleason, shoes, reported 
petitioned into bankruptcy. 

Williamsport, Ind.—William C. Odle, shoes, etc., 
reported petitioned into bankruptcy. 

Lyons, Kas.—Lewis Mercantile Co., shoes, etc., 
reported asking general extension. 

Salina, Kas.—Evan P. Coffey Dry Goods and 
Furnishings Co., shoes, etc., reported petitioned 
into bankru ptcy. 

Wichita, Kas. P Danforth — Co., shoes, reported 
petitioned into bank: supe, 

Detroit, Mich.—Ben Sac (9816 Oakland Avenue) 
shoes, re Petitioned into bankruptcy. 

Crum, Mich.—B. Grant, shoes, etc., 

ported prions’ into bankruptcy. 

Detwtt. Mich.—William Bailies 0., shoes, re- 
ported meeting of creditors scheduled for De- 
cember 27, last. 

Fred L. Bucklin, shoes, reported petitioned 
ite ppennentey. Offering to compromise at 

Mount Pleasant, Mich.—F. B. McCann, shoes, re- 

Pring Gren, into bankruptcy. 
Bowling Green, Ky.—Fonville Shoe Co., shoes, re- 


Newark, nN... 7 -—Boyden Shoe Mfg. Co., shoe manu- 
- ae Reported asking for a general exten- 


Brookiyn, N. Y.—Stabile Ragley Co., Inc., shoe 
manufacturers, r petitioned into bank- 


“as Shoe Polish Co., Inc. (177 Stagg 
Swsest). manufacturers, petitioned into 


bankrupt 
Grant Shoe Co., Inc., (35-42 Meserole Avenue) 
shoe manufacturers, re petitioned into 


ay R ‘ted receiver inted. 
‘alk Shoe Co. Inc. (2732 Moptie Avenue), 
aux poet offering to compromise. 


Buffalo, N. Y.—J — shoes, reported 
petitioned into _ 
Monticello, N. Y.— Ration, shoes, reported 
asking general ae 
New York City—Natalina China Coletti (535 Ven 
Ness Avenue), shoes, etc., reported aasi 
Shoe Co., wholesale shoes, re- 


Co. tne, mito. a Broadway), 


Seaeied tasting of creditors 
‘or 

Linn & Stern ca Inc., wholesale, shoes, re- 
failed. 





Cleveland, Ohio.—Rose Shoe Co., wholesale shoes, 
reported —- into bankruptcy. Reported 
receiver 

Fremont, Ohio Albert R. Childs, shoes, etc., re- 


Duncan, Okla.—Rucker-Varney Dry Goods C 
aa = etc., reported petitioned into bank. 


a Okla.—D. J. Dakel, shoes, etc., reported 
petitioned into bankruptcy 

Philadelphia, Pa.—B. Gottlieb & Co., (Gottlieb & 
Miteang). (834 N. 4th Street), (929 South 9th 
Street), -_ etc., repor petitioned into 


Sk ot (244 North 8th Street), 
reported offering to compromise at 25 per 
= 
—- 8. C.—H. D. Dubrow, shoes, etc. .re- 
petitioned into bankruptcy 
olan, S. C.—C. M. Davis § Sow & Co., shoes, 
etc., reported petitioned into bankruptcy. 
Port Arthur, Texas—J. Dickman, shoes, etc., re- 
ported ieee into bankruptcy 
Rutland, —Michael Pifko, poy etc., reported 
petitioned i into bankruptcy 
Kenosha, Wis.—W. E. Danes Shoe Co., shoe manu- 
petitioned into bankruptcy. 
Minneapolis, inn.—Ira Wert, shoes, reported 
petitioned into bankruptcy. 
Mo. “Howard. =. Son, shoes, reported 
petitioned into bankru 
Paterson,N.J.—Ma Yorke shore, reported meet- 
ting of creditors scheduled 





Binghamton, N. Y.—Paul Kanna, shoes, etc., re- 
ported petitioned into bankruptcy. 
Hausman Bittel Co., shoes, reported meeting of 
creditors scheduled. 
Clifton Springs, N. Y.—George H. Ostrander, 
shoes, etc., reported offering to compromise at 


50%. 
Hempstead, N. Y.—Abraham Abel, shoes, etc., 
reported petitioned into wy 5 
New York City.—Samuel Bassin (52 Essex Street) 
shoes reported meeting of creditors scheduled. 
Isadore Hack (1689 3rd Avenue) shoes, re- 
ported meeting of creditors scheduled. 
Parisian Slipper Co., Inc., manufacturers, re- 
ported — sate bankruptcy. 
Linden, I— . Glassman, shoes, reported 
petitioned aa go aber 
Newark, J.—Benjamin T. Greenfield, (46 
Market Street) shoes, etc. -» reported petitioned 
into bankruptcy. 
Ww , N. ¥Y.—Silverman & Gross (99 New Lots 
) shoes, reported meeting of creditors 
scheduled. 
Poughkeepsie, N. Y.—Poughkeepsie Shoe Co., 
a reported petitioned into bank- 


Cleveland, Ohio.—Rose Shoe Co., wholesale shoes, 
reported offering to compromise at 25%. 
Slick, Okla.—Nathan Rudman (Palace “Clothing 
Co.) shoes, etc., reported petitioned into bank- 
531 3% .—Reported offering to compromise at 
31- 
Ardmore, ‘Okla.—B. D. Lubowitz, shoes, etc., re- 
ported petitioned into bankruptcy. 
Reading, Pa.—Joseph a shoes, etc., reported 
gomene into eo 
Erie, Pa.— Morris Tenen lum, shoes, etc., reported 
petitioned into penbrapter. 
New Kensington, Pa.—Benjamin Cohen, shoes etc., 
reported petitioned into kruptcy. 
New Castle, Pa.—Tony Ruffalo, shoes, reported 
petitioned into begerentsy 
Philadelphia, Pa.—Mandel Fine (615 Bainbridge 
Street) leather and findings, reported meeting of 
creditors schedul 
David Orlow (2420 Kensington Avenue) shoes, 
reported petitioned into bankruptcy. 
Woodlawn, Pa.—Morris Ruben, Shoes, reported - 


titioned into  baphrupte cy. 
Lo s. C.—C Leather Co., whole- 


sale leather and findings, reported offering to 
compromise. 

Orangeburg, 8. C.—Louis Pliskin, shoes, etc., re- 
ported petitioned into bankruptcy. 

Sour Lake, Texas.—Sam Sharfatein. shoes, etc.. re- 

ported petitioned into bankruptcy. 

Norfolk, — Friedman, shoes, etc., reported 
receiver oppo inted. 

— Hill c=. Shauker, shoes, etc., reported 


igned. 

Seneuelie, Wis.—Samuel Finberg (Boston Sample 
Shoe Shop) shoes, reported — into bank- 
ruptcy; reported meeting of creditors scheduled 
for January 16, last. 





CHANGES 


Boston— Van , Bape penis Co., sole leather, 
succeeded b y L. C. Hungerford Co., who have 

increased capital to $100, 000. 

Donaldson-Orlick Shoe Co., wholesale shoes, 
recently business, incorporated with 
eutherised on ital of $15,000. 

mes & Co., Inc., whoiesale shoes, 


B. Holmes, ; 

Incorpora Francis B. Holmes, all of Brookline. 

J. S. Barnet & Sona, Inc., leather, incorporated 

with authorized capital of $100,000, and later 
increased capital to $1,000,000. 

Boston.—Dennett & Goddard, ins. leather, eagenentiy 
incorporated, authorized capital, $25, 

a... —— — — (214 iy Street), 
3 x reported out of business. 

D. Gurney Co., shoe goods, increased capi- 
col to $10,000. 

Everett, Mass.—Paul C. Wolfer Co., shoe manu- 
erate. incorporated with authorized capital 
o 

Fall River, Maas. —Eagle Shoe Co., (1736 S. Main 
Street), wholesale shoes, succeeded by David 
Packer Shoe Co. 
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es On the Wave of Popularity 
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Willow (Calf Plain Toe Oxford 
PURITAN LAST 





Full Crimp Vamp. Rajah Sole. 





Price $5.50 


in twelve-pair Jots 


extra charge. 
Terms 5¢, 20 days. Net 30 days 
teveseeseee ao | Stock No. 100—Ready for shipment. Widths 


A, B, C. Sizes: A wide—g to 7%; B and 
C wide—3}% to 7. 


The Preston B. Keith Shoe Co. 


Makers of Keith's Konqueror Shoes for Men and Women 


V 
4, 
4, 
4, 
4, 
? 
4 
4, 
? 
? 
4 
? 
4 
Q | 
Less than twelve pairs, 35 cents per pair Q | 
? 
4 
? 
? 
4 
? 
? 
? 
? 
? 
Brockton, Mass. Campello Station \ 
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2 --pamanamamiaama aac aceiema aac cecal aa 
o o 
F IN STOCK = 
z High Grade Construction = 
S Silk French Cord Sole Leather Counters 2g 
z Order Early to Assure FB 
= Prompt Delivery 4 
= Terms—5% Ten Days Stock No. 310—Gray Nubuck vamp and = 
@] quarter. Patent Collar and strap, 14-8 Oo 
= IN STO CK Spanish Louis heel. ....Price $5.00 = 
Q Numbers in the following og 
= sizes only: = 
= A—4 to8 z 
a B—3! 9 to 8 g 
= Cc—2 1 2 to 9 Stock No. 330—Pat.2 button one strap. = 
= 4 ancy Gray everpees 14-8 ~~ Lows = 
: COLLINS & STA 
o HAVERHILL, MASS. Fe 
= GENE RICKER GEO. H. LEWIS, Southern Representative = 
= _ Boston Office Imperial Hotel, New York City Soest Ngilar and strap. 18'S i. = 
5 183 Essex Street during January the. “i r Price $5.00 5 
x iz 
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“The Shoes You 


Are the Shoes You Get * - 


A 




















Chicago. On a new pedestrian Jast, designed for field 
sports and street wear Features a broad tread, high 


arch and wide heel seat. 


OS of the newest and most striking shoes shown at 


The style shown is in beige colored ooze, trimmed with green 
kid. It carries an 8-8 heel. Goodyear welt. 

This color combination is considered one of the most popular ~ 
for Spring wear by Stylists, who predict that pongee shades 


with touches of green will predominate in sport costumes. 


An exclusive number for high grade retail trade. 








== 


D J.1 HARNEY SHOE CO.: 


. MASS. 
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Salem, Mass.—MeGrath-O'Donnell Shoe Co., 
shoe manufacturers, recently commenced busi- 
ness. Incorporated with authorized capital of 
$25.000. 

Winchendon, Mass.—Thormas C. 
succeeded by I. F. B_ Lloyd. 
South Braintree, Mass.—flater & Morrill, Inc., 
shoe manufacturrrs, succeeded by C.B. Slater Co. 
Brockton, Mass.—-Conrad Shoe Co., shoe manu- 

facturers, necreased capital to $200,000 

Everett, Mass.—Hartwell Cut Sole Co., (1899 
Revere Beach Parkway), cut soles,. recently 
commenced business here. 

Hanover, Mass.—Joseph F. Corcoran Shoe Co., 

» shoe manufacturers, recently commenced 
‘ , annpenetes with authorized capital 


Sparhawk, shoes, 


Bradamith Counter Co.. count- 
Incorporated 


$5 
Haverhill. sx 
ers recently commenced business 
with authorized capital of $10,000 
Claremont Shoe Co., shoe manufacturers, in- 
creased capital to $200,000. 
Bridgewater, Mass.—L. Q. White Shoe Co., shoe 
manufacturers, increased authorized capital by 
00,000. 
Lynn, Mass.—Shapiro Shoe Co., footwear, capital 
$25,000. 
Be nz Kid Co., glazed ae manufacturers, in- 
creased capital to $3,000,000 
Lynn Last Co., last manufacture rs, increased 
capital to $117,000. 
Newburyport, Mass.-George A. Learned Co., 
shve manufacturers, filed certificate of incorpcra- 


tion. 

Compton, Calif-—M. Magasinn (The Leader) 
shoes, etc., reported sold out to M. Leavitt. 

El Centro, Calif.—Mort Reiser, shoes, etc., re- 
ported sold out to H. K. Givens. 

Lankershim, Calif.—Yeakel Bros., shoes, etc., suc- 
ceeded by Yeakel Goss Cash Department Store. 

Loa Angeles, Calif.— Maurice Goldstein, shoes, etc., 
reported sold out 

Ash Flat, Ark.—A. L. 
selling or - out. 

Upland, Calif 
sold out to H. C. Naylor 

Bakersfield, Calif.—Rosenthal & Winberg. 
sold out branch at Fresno. 

Fresno, Calif.——Rosenthal & Winberg, shoes, suc- 
ceeded by Joseph Shyler. 

Stockton, Calif.— Morris Shoe Co., shoes, dissolved 
partnership. George O. Morria retires. 

Calexico, Calif.—Orville Knight, shoes, etc., re- 
ported selling or sold out. 

Lincolnton, Ga.—Gus Agoos (Lincolnton Bee Hive), 
shoes, etc., reported selling or sold out branch 
store here. 

Sylvester, Ga.—J. J. Dupriest, shoes, etc 
soid out to Empire Mercantile Co. 

Atlanta, Ga.—Thomas L. Bond (510 Decatur 
Avenue), shoes, etc., succeeded by A. Levy. 

Chicago, Il1.—Sellmore Shoe Co., shoes, incorpo- 
rated with capital of $25,000. 

Morris Cohen (456 W. North Avenue), 
etc., reported selling or sold out. 

David Dve 1849 S. Ashland 
shoes, out of bu Ss. 

Florsheim Shoe Co., shoe manufacturers, in- 
corporated with authorized capital of $4,720,000. 

lillman's, shoes, etc., capital increased to 
$1,300,000. : 

Jacob Shapiro, (4620 Cottage Grove Avenue), 
shoes and repairing. reported selling or sold out. 

Freetown, tnd. L. Sprague, shoes, etc., re- 
ported sold out to Sherman Berry. 

Indianaoplis, Ind.—Wm. S. Block Co., 
capital increased by $1,500,000. 

Garden City, Kas.—Ryan Clothing Store, shoes, 
etc., succeeded by C. A. Ryan. 

Brooklyn, N. Y.—Martin-Weinstein Shoe Co., 
manufacturers of women's fine shoes, have 
changed firm name from The Classic Shoe Co. 
with George J. Martin and Phillip Weinstein 
es as sole partners of interest as hereto- 
ore 

Herman Bandureck (5824 Fort Hamilton 
Parkway), shoes, reported selling or sold out. 

Samuel Ginsberg (200 Manhattan Avenue), 
shoes, reported selling or sold out. 

Thomas D. Mackey Co., Inc., shoe manufac- 
turers, incorporated with capital "of $90,000. 

Leibowitz Bros. (1423 Mermaid Avenue), 
shoes, dissolved partnership—succeeded by 
Solomon Leibowitz. 

S. Weil & Co., Inc., shoe manufacturers, au- 
thorized capital increased to $350,000. 

Little Falls, N. ¥Y.—Little Falls Felt Shoe Co., shoe 
manufacturers, capital increased to $900, 000. 

New York City—Beck Hazzard, Inc., shoes, au- 
thorized capital increased to $1 ,000,000. 

Solomon & Solomon, Inc., shoes, incorporated 
with authorized capital of $5,000. 

Allerton Shop, Inc., shoes. etc., incorporated 
with capital of $30,000. 

Auburn, NY Dunn & McCarthy, Inc., shoe 
a Charles W. Roas, Vice-Presi- 
dent, retires. 

Rochester, N. Y.—McFarlan Clothing Co., 
etc., capital increased to $300,000. 

Hicksville, Ohio.—Hart, Hood & Widney, shoes, 
| succeeded by Hart, Hood, Widney & Bun- 
gard. 

Cincinnati, Ohio—Philipa Chain Stores Co., 
etc., name eo hanes to Philips Shoe Co. 

Philadelphia, Pa.—J. M. Schwartz Co. (3 & 5 

North Third Roe. wholesale shoes, dissolved 
partnership. 


Watling, shoes, etc., reported 


N. Wilson, shoes, etc., reported 


shoes, 


, reported 


shoe s 


Avenue), 


shoes., etc., 


shoes, 


shoes, 
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Eastland, Texas—Campbell & Fagg, shoes, etc., 
liquidating. 

Maryville, Tenn.—Ellis-Proffitt Co., shoes, etc. 
reported ae | out to Proffitt-Crum ‘Clothing Co. 

Parkersburg, Va.—Hamric & Hughes, shoes, 
ete., ~~ a by E. L. Hamric. 

Spence r, W. Va.—J. P. Lowe, shoes, etc., 
selling or sold out. 

Ladysmith, Wis.—Ditmonson & Nelson, shoes, etc., 
J. Martin Nelson retires. 

Montreal, P. Q.—Craft Footwear Co., recently 
commenced business here. 


reported 





Attractive Repair Shop 


What is said to be the most attractive 
shoe shining and repair shop in the United 
States has just keen opened at 114 North 
Pennsylvania Street, Indianapolis, by 
the Richardson-Hart Company, composed 
of Edgar Hart, proprietor of the Fashion 
Boot Shop, Harry L. Richardson, John P. 
Wagner and Philip Tasch. The latter 
three have operated a repair shop at 131 
East Market Street for a number of years. 

The new shop, which is referred to by 
the proprietors as “something different” 
in that line, is decorated and fitted up as 
attractively as the most fashionable tea 
room or ice cream parlor in the city. Best 
evidence of its popularity is shown by the 
fact that only two “shine” boys were 
employed when the shop opened and six 
days later the business had increased to 
such an extent that the services of eight 
were required. 

On one side of the shop, at the front, are 
eleven brown kaltex chairs, mounted on a 
tile base, for men, and on the opposite 
side are five chairs of similar design for 
women. An extra step has been provided 
on the women’s side. In the front, near 
the door is a kaltex settee, a table, a 
reading lamp and a large mirror. The re- 
pair department, in the rear, is concealed 
from the shining department by a parti- 
tion, about six feet in height, which hides 
from view the repairmen and the ma- 
chinery. 

Attractive lighting fixtures, window 
draperies and baskets of ferns and cut 
flowers help to give the place a “homey” 
atmosphere. John P. Wagner is manager 
of the shop. . 


“Mike” S. Lebeck Is Dead 
Nashville, Tenn.—“Mike” S. Lebeck, 


pioneer merchant of this city, prominent 
business man, philanthropist and senior 
member of Lebeck Brothers, one of the 
largest department stores of the South, 
died here on Sunday morning, December 
31. Mr. Lebeck had been ill for eight 
weeks, although for the past few years he 
had not enjoyed good health and much of 
the heavy work in connection with the 
operation of this big establishment had 
been taken off “Mr. Mike's” shoulders. 
For “Mr. Mike’’ he was affectionately 
called by his hostsof friends and employees. 
He was truly a public-spirited man, and 
had worked for the betterment of this 
city and its people for more than half a 
century. 


““Mike”’ S. Lebeck came to the South 


January 20, 1923 


from New York in 1869, when a boy 
of 14. His first business venture was 
with his brother-in-law Joseph Frank- 
land, with whom he and his brother 
Louis were associated for several years 
before the organization here in 1874 of 
Lebeck Brothers. Mr. Lebeck was 67 
years of age. He is survived by his wife; 
two sons, Clarence E. and Morton S. and 
two brothers Louis and Sam E. Lebeck. 


Peruvian Shoe Tariff to 
Be Cut 


Washington—The Special Tariff Com- 
mittee charged with drafting the bill for 
the revision of the Peruvian customs has 
recommended reductions in proposed 
duties on boots and shoes, according to a 
cablegram received by the Department of 
Commerce from Acting Commercial At- 
tache, W. E. Dunn, Lima. The committee 
also has proposed that all imports brought 
in through Iquitos on northern land 
frontier be reduced 50 per cent. 

The rates in the bill and the recom- 
mended reductions in duties on boots and 


shoes follow: 
Bill New proposal 
Soles per legal kilo. 


Men’s, ordinary leather 5 1 
Men’s, patent leather 7 
All women’s 8 
New Shoe Store in Los 
Angeles 


Mudgett’s Shoe Shop is housed in new 
quarters. The new shop was formally 
opened December 1, but before the an- 
nouncements were out, the ladies began 
flocking in, and before the opening day 
they had the biggest day they had had 
during the previous two months in the old 
location. The new shop is located in the 
next block on West 7th Street, and al- 
though it is comparatively small it is very 
cozy and inviting. Mudgett’s carries 
hand made shoes exclusively and has a 
large clientele in the motion picture trade. 
Gloria Swanson came in before the opening 
date and bought some ivory lattice pumps 
and some beige buck ties. 





MISCELLANEOUS 








SHOE STORE }\ 
CHAIRS 
SETTEES 





WINDOW DISPLAY FIXTURES 


The OSCAR ONKEN CO. 
1181 4th St. CINCINNATI, OHIO 






















m- 
for 
1as 
sed 
da 

of 
\t- 
Lee 
ht 
nd 


nd 


sal 
lo. 











January 20, 1923 


BOOT AND SHOE RECORDER 


209 





WANTED TO PURCHASE 








MISCELLANEOUS 





MISCELLANEOUS 











HAL LF interest or entire in shoe store showing 
nice profit. Have exclusive agency of two 
wonderful known lines. Just secured five years’ 
lease on finest location. Environs Los Angeles. 
Address D-725, care Boot and Shoe Shesseden, | 207 
South St., Boston, Mass. 


WANTED—To buy interest in paying shoe 
store in town having Christian Science ~4¥ 
Address H. D. Hays, 573 Kibler Ave., Newark, 




















CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other merchandise. Any quan- 
tity. Prompt attention given. 


KIRSCH-BLACHER CO., Inc. 


293 Church St., New York, N.Y. 
Phone Canal 0679 








CASH PAID 


for shoe stores or surplus stocks of shoes or 
for other merchandise. Leases taken over. 
We will send a representative to investigate 
and make offer upon request. 
Kalter Cerf. Mercantile Co., Inc. 
591 Broadway, New York City 
Phone Spring 5160-5161-5162 



















DO YOU CONTEMPLATE 


Retiring or going out of business? 
I will pay value for your entire or surplus 
stock of shoes. ses having a short term 
torun taken over. Established 25 years. 


I. OLENICK 


413 Broadway, New York Tel. 9531 Canal 








I'f 





FAMOUS GLASS 
FIXTURES 
Shown in Catalog G. F 
Wood Fixtures 
Catalog No. 14 


Artificial Flowers 


Catalog No. 19 


Window Valances 


In Stock—Ask for Samples 
Window Rugs and "Plush 
Samples Sent 


The Hecht Fixture Co. 


Medinah Bldg. Wells and Jackson 








NEW YORK SHOW ROOM 
70 West 36th Street 
Just East of Broadway 


Chicago 
































THE NEW YORK EXPORT 
PURCHASING CORPORATION 


596 BROADWAY, NEW YORK, N. Y. 
PHONE—SPRING 9965 







WILL SELLERS _) FOR 
BUY |SURPLUS STOCKS CASH 





Bargains in — always on hand fer special sales 


d bargain basements 















We buy quick and pay highest cash price 
ps retail and wh le stocks of oes or 
other merchandise. Quantity no object. 
‘or 30 years our specialty. 
Bank and mercantile reference. 


BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER, Proprietor 


610 Broadway, Brooklyn 
Phone Stagg 1757 






















SHOE STORES 
BOUGHT FOR CASH 


Leases taken over 


DAVE KOCH -- 908 Putnam Avenue 
Brooklyn, N. Y Tel. 3225 Bushwick 





















HIGHEST CASH PRICES PAID 
for entire shoe stocks. We also buy your 
surplus or slow sellers. Quantities no object. 
Retail or wholesale. Short term leases taken 
off your hands. Wire or phone us. Corre- 
spondence confidential. Established 1890. 
MAX GLAUBERG 
52 Lispenard Street, New York City 
We also purchase clothing, hats. furnishi 
. Phone Canal 415 





















Where to Buy 
Wanted Styles 


An Extra Editorial Service to 
“Recorder” readers, free for the ask- 
ing, with authentic information on 
current problems. 

































6% MVE Ce iappens 
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To provide uate 

storage facilities ei shelf 
stock — to make it accessible 
and convement for clerks and 
Wj sock men to handle with absolute 
Mj *iety to insure quick service for 
: wholesale or retail trade—mstall one 
or more MYERS NOISELESS 
-/ CUSHION TIRE STORE LAD. 
DERS. Deep tread steps, full length 











hand grips, rubber tires, overhead track system, 
firm construction throughout, eliminate vibration 


ae for safety, convenience oo 


installed — meets = 


noise and produce a of ample 


a ae of iy attr 


— any heig 











Every Shoe Store Needs 


a pair of 


*““MANCHESTER” 
(Trade Mark Reg. U. S. Pat. Off.) 
CURVED JAW CUTTING 


NIPPERS 


The only nipper 
made which is just 
the right shape to cut 
out tacks on the in- 
side of shoes. 


“‘Manchester”’ 
Trade ok sk Ree. U. 8. 


aippere are made of 

ade tool steel, 
et plated with a 
curved jaw that en- 
ables you to cut the 
tacks close to the in- 
sole. 

Be sure and specify 
Genuine 
“MANCHESTER” 
curved jaw when or- 

dering. 

Write us direct if 
your dealer cannot 
supply you. 

Price, $4.00 


Frank W. Whitcher Co. 


Patentees and Manufacturers 
Boston, Mass. 











Chicago Branch 
161 W. Lake St. 

































Milbradt Rolling 
Step Ladders 


are made in a great many 
styles to suit all kinds 
of stores and shelving. 
They will enable you to 
get along with less help, 
save the wear and tear 
on your shelving, and 
help the ap — of 
your store. oP sub- 
Ject to approval and sat- 
isfaction guaranteed 


hemp ¢ for our latest cata 
owing styles o! 
ladders as well as other 


store ‘tures. 


Milbradt 
Manufacturing Co. 
2416 No. 10th Street 





ST. LOUIS, MO. 





The Most Popular 
Size Stick 


“VARNUM” 


Trade Mark 






Made in Three Styles, 
No. 1, 2, 3 


With Standard Measures, 
English, French, 
American 


Price No. 3 


$1.50 Each 


“Varnum’”’ Size Sticks 
are made of Extra 
Quality Maple Wood, 
with Nickel Plated 
Trimmings. Makes an attrac- 
tive fixture for the store, also 
along wearing and useful one 
as well. 


Write Us Direct if vow J Dealer 
Cannot Supply Y 






























Frank W. Whitcher Co. 


Manufacturers 


BOSTON, MASS. 
BRANCH, CHICAGO, ILL. 
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Recorder rates for space less than one-eighth page per 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


Parsons WANTED—Four cents per word for each insertion. 
Minimum amount accepted, seventy-five cents. For other 
“Want” advertisements, ——- cents per 


issue: 

Space ltime 7 times 13 times 26 times 52 times Misimem amount 
See $4.00 $3.50 $3.00 $2.50 

eer | 8.00 7.00 6.00 5.00 : 

S im....... 18.88 12.00 -10.50 9.00 7.50 esire replies forw 
4im....... -20.00 16.00 14.00 12.00 10.00 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 


received up to noon on ‘Tuesday of week 
advertisers desire answers to come in care of this office, twelve words 
must be - a, - in each advertisement for address. 


address must be counted in the advertisement and paid for accordingly. 
Answers to ads must be sent under letter postage. 


word for each insertion. 
4 ‘under this heading will be 
of publication date. When 


nm advertisers 
to their address, each word of the 











SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 





‘ALESMEN—To handle well-known line of high 
and medium-grade turn (leather soles) boudoir 
and ballet slippers. Made in all leathers and 
widths. Money-making line for right party 
Address D-711 care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 





y TANTED—A man to cover Michigan and 

Indiana in women's medium-priced welts of 
»articular style appeal. Splendid opportunity for a 
Rich caliber man. Address D-710 care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 





Vy TANTED—Shoe salesmen who cover their 

territory close and have established trade to 
represent a manufacturer making a short line of 
guaranteed play and school shoes in the States of 
Oklahoma, Virginia, Arkansas and Wisconsin. In 
first letter give territory covered in detail, present 
connection, amount of shipme nts last three years. 
E + Ramsey Co., 967 Atlantic Ave., Brooklyn, 





N OCCASINS as side line for Al shoe salesmen. 

This includes 12 samples, which are all-year 
sellers. Liberal commission paid. Give reference 
and territory covered in first letter. Also want 
salesman for N. E. for good established trade. 
Bows Moccasin Co., Avon, Mass. Opp. depot. 
(Brockton district). 


SALaeuEN —With established trade in New 
York City and New York State and Jersey by a 
New York house carrying a line of Paley -priced 
children’s, misses’ and growing girls M Kays. In- 
stock proposition. Commission and drawing ac- 
count to suitable parties. Give references. Ad- 
dress K-689 care Boot and Shoe Recorder, 127 
Duane St., New York. 


ALESMEN WANTED—Who have established 
trade to sell on commission, side line infants’ 
turn shoes 1-5 no heel and 2-6 spring heel, 44 styles 
in stock; strongest line baby's shoes in country. 
Give references, annual sales, territory, age, etc. 
Elam Shoe Mfg. Co., 67 South St., Boston, Mass. 











V TANTED SALESMAN—To carry women’s 

novelties and children’s staples by Boston 
Specialty Jobbing House in stock, Maine, New 
Hampshire, Vermont and Western Massachusetts 
on commission basis. Address D-712 care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 





EW YORK distributor of Brockton-made 
LN men’s welts has opening, New York State, 
Greater New York and New Jersey. Must be 
experienced. Address D-716 care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 


WANTED —Salesman who is acquainted with 
the trade in New Hampshire and Vermont, to 
represent a well-known Boston house with a com- 
plete line of rubber and canvas footwear. Address 
D-714 care Boot and Shoe Recorder, 207 South 
St., Boston. 








W ANTED—Salesman for western territory, 
Eastern manufacturer. Complete line of men’s 
and women’s staple and sport shoes, college meden. 
Strictly up-to-date. Some kinds carried in stock. 
Good opportunity for a progressive salesman who 
has an established trade. Commission basis. 
Address D-715 care Boot and Shoe Recorder, 207 

South St., Boston, Mass. 





CHICAGO 








——Live Wire Indiana Salesman Wanted == 


We want to place Indiana in charge of a good salesman, who knows the 
trade, at once. Attractive In-Stock proposition in women’s stylish 
foot wear 


NOVELTY SHOE COMPANY 





ILLINOIS 











ANTED live shoe salesman. Good salary. 
Central Wisconsin. Address D-713 Boot and 
Shoe Recorder, 189 W. Madison St., Chicago. 


ANTED—Salesman to travel direct for an old 
established house, to handle large and medium 


retail quenate in the larger towns with a flexible 





CoM PETENT sales person (young lady pre- 
ferred) for Little Folks’ Department. Must be 
experienced. Al references required; correspon- 
dence strictly confidential; permanent position; 
state salary expected. Town, Providence, R. I. 
Address D-717, care Boot and Shoe Recorder, 207 
South St., Boston. 


ROMINENT Wisconsin manufacturer of un- 

lined army shoes, _ shoes and outing shoes 
for men and boys. Also high cuts and sporting 
boots for men, women and boys. Has open terri- 
tory in western Pennsylvania for good salesman. 
Formerly had large business in that terri . Also 
has nings in th Dakota, Nebraska, ‘ansas, 
New York and Oklahoma. ition 
for men who can produce business. A 
= Boot and Shc eihecenden, 207 South St., Boston 








GALESMEN— Wonderful side line proposition. 
We manufacture a splendid line of women’s 
McKay novelty slippers, which look like turn 
slippers, carrying only wood heels. We are desir- 


tion for = bi accounts. Comfort shoes 


and men’ s slip fer a man who has had 
experience wit this kind © 


f shoes. Territory will 
Ohio, Indiana, Michigan and Wisconsin and 


more if it can be properly handled. 


Answering this we will insist on complete 


references, houses having worked for the past ten 
years, by whom employed at the present time, and 
clearly state what sort 
would like to work under. Replies wi!l be con- 
sidered and treated with the strictest confidence. 
Address D-688, care Boot and Shoe 
South St., Boston, Mass. 


of an arrangement you 


Recorder, 207 





SALESMAN WANTED 

Wanted man acquainted with trade 
im New York State, particularly along 
New York Central road to carry line of 
women’s medium-priced welts in 
stock. Can be carried as side line. This 
is an excellent opportunity for right 
man. Address D-727, care Boot and 
Shoe Recorder, 207 South St., Boston, 


Mass. 





ous of getting in touch with experi 
who have establis trade, to carry our line for 
the coming season to the retail department oa, 
and chain stores throughout the country. Only 

live business-getters need apply. Address D-696, 
care ~~ and Shoe Recorder, 207 South St., 
Boston, Mass. 





SALESMEN WANTED 

We have several desirable territories 
open for the coming season and wish 
to get in touch with progressive sales- 
men whocan produce volume business. 
Have established business in each ter- 
ritory. Give full information in first 
letter. Age, nationality, married or 
single, experience and references. Rice 
& Hutchins, St. Louis Shoe Co., St. 
Louis, Mo. 








Sal ted with established 
following among department stores, 
and better-class trade throughout the 
Middle West and South. We manu- 
facture a high-grade Brooklyn ladies’ 
turn, and have eight different lasts, 
sizes, ranging from 1 4 to 10 and from 
AAA to E. Real opportunity for —. 
wire. Address K-691, care Boot and 
Recorder, 127 Duane St., New 

ork. 























CHICAGO 











Live Wire Michigan Salesman Wanted 


We want to place Michigan in charge of a good salesman, who knows the 
trade, at once. Attractive In-Stock proposition in women’s stylish 
footwear 


NOVELTY SHOE COMPANY 








ILLINOIS 








Ground floor space front 25x60 for 
rent for high-class ladies’ shoe de- 
partment, all mahogany fixtures ex- 
cept chairs ready for business at once. 
High-class millinery on same floor, 
rear; ready to wear on second floor; 
very best location. Address Sherer & 
Kessler, Birmingham, Ala. 











Producing Salesmen 


There is need in our Organiza- 
tion for several first-class sales- 
men to handle the increasing 
business of our branch dis- 
tributing houses. 

Our staff is national in its 
character and applications from 
any state or section will be favor- 
ably entertained. 

A complete record of accomplish- 
ment with earning capacity in each 

iation is exp d with first letter. 
All correspondence will be conducted 
in strict fid Add Mr. 
Mullaly. 








RICE & HUTCHINS, INC. 
Boston U.S.A. 
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SALESMEN WANTED 


REPRESENTATIVE 





oy ay pe SALESMEN who can handle 
a line of growing misses’ and children’s 
welts in connection with their present line, cov 
Chicago Milwaukee; Minnesota, Towa an 
Wisconsin; Missouri, Kansas and Oklahoma. Com- 
mission basis. The “The Miller Shoe Co., Cincinnati, O. 





POSITION WANTED 





UYER and manager of children’s medium or 
high-grade a a department. ae 
ble man. hteen years’ experience. Avail 

ble shortly for a moo position in this line. Real 

unity only considered. Highest references. 

Address, D-720 care Boot and Shoe Recorder, 207 

South St., Boston, Mass. 


7ANTED— Position by first-class shoe salesman, 
eighteen years’ experience managing, buying, 
selling in all departments, careful fitter, locality no 
object. Best references. C. M. Smith, 21 Arizona 
Apt., Asheville, N.C. 











European Manufacturer 


Wants active U. S. representative 
to sell his canvas and felt shoe line. 
Application with references. Address 
K-688 care Boot and Shoe Recorder, 
127 Duane St., New York. 














OPPORTUNITY 


WONDERFUL OPPORTUNITY for the 

operation of a chain of shoe stores in Oklahoma. 
Main store and reputation already made. Don’t 
reply unless you have the experience and cash to go 
into it. Write V. W. Lyons, Tulsa, Okla 








SALESMAN covering the South for felt slippers, 
sandal and stitchdown manufacturer, open for 

oposition. Address K-690 care Boot and Shoe 
) a ay 127 Duane St., New York. 





Shoe manager and buyer 
with ten years’ experience 
with large houses desires 
change of position. Good 
systematizer. Wants per- 
manent position. Refer to 
present employer. Carl 
Schuh, care Pfeifer Broth- 
ers, Little Rock, Ark. 











EXPERIENCED SALESMAN 


Manager of chain stores, has up to 
$4,000 to invest with services in retail 
shoe store located within about 300 
miles of New York City. Please give 

rticulars in first letter. Address 

-687, care Boot and Shoe Recorder, 
127 Duane St., New York. 








Rare Opportunity 


For executive wishing to become 
connected with a sound going shoe 
business distributing house con- 
trolling a large retail outlet: Is taking 
over a small factory and desires a 
capable shoe man who will become 
financially interested. A manis wanted 
who has some idea about merchan- 
dising and sales promotion work, who 
is ambitious, willing to. work. To such 
a man we offer a valuable connection 
Address D-728, care Boot and Shoe 











WINDOW DRESSER 


(COMBINATION window dresser and salesman 
must have wide experience and furnish best 
pe Correspondence aye idence 
Sa . permanent position vidence 
rer they erT7 care Boot and Shoe Recorder, 20 
South St., Boston. 








LINE WANTED 


ANTED—Manufacturer’s line women’s cheap 

McKays and nail shoes for Southcrn States. 

Line suited for jobbers and retailers. Address D-721 

|e and Shoe Recorder, 207 South St., Boston, 
ass. 


ALES and credit mana of old established 
firm making boys’ McKays selling to retail 
trade wishes good, non-competing line on com- 
mission basis. Established trade in all parts of 
country. To be carried by our men in connection 
with our line. Girls’ McKays preferred. Address 
a care Boot and Shoe Recorder, 207 South 
, Boston, Mass. 











WANTED good line of men’s dress shoes for 
Chicago and vicinity by e ienced salesman 
acquainted with the trade. ion basis. 
Address D-722, care Boot and Shoe Recesden, 189 
W. Madison St., Chicago, Il. 


ALESMEN to carry side line 

S gym and soft sole slippers. bathing otpes. 
core Boot end Shoo Recorder, 207 South St., 

Besten, Bess. 





der, 207 South St., Boston, Mass. 














FOR RENT 


GPACE for shoe department for rent. Desirable 
space for ladies’ and children’s shoe department 
on second floor in prominent department store. 
large Western city. Address D-724, care Boot an 
Shoe Recorder, 207 South St., Boston, Mass. 








FOR SALE 


For SALE—Exclusive women ‘s and child's de- 
partment in large department store in Califor- 
nia = of 2000 drawing lation. Stock can be 
reduced to $5000 if desi eath reason for selling. 
Write C. C. Dixon, Box 48, Fresno, California. 








ANY ONE desirous of obtaining a good line of 
McKay lasts and patterns, on growing girls’, 
misses’, children’s and little gents’, Flor pumps, 
oxfords and boots, good styles and good fitters 
_ purchase from us an equipment of this ind 
reasonable. We have discontinued 
Me y shoes to make welts exclusively. Joseph I. 
Melanson & Bro., Lynn, Mass. 





Fe! SALE—Exclusive mail order and jobbing 

business of nurses’ shoes. Inventories $2,000 
Sale includes equipment and will. Address 
D-723, Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 





HOSIERY SELLING 


Long-established manufacturer of 
woolen hosi selling retailers, wishes 
staple line silk, cotton, on_commis- 
sion basis for New land. Frefer 
representing 4, dress 
care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 














FoR SALE shoe store, town of 3000. For sale, 
Fe ha taken at once. Dykhuis Shoe Store 
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footwear of quality is the 
practical lacing hook de- 


manded by men who are 
used to having exactly 
what they want. 


Shoe Lacing Hooks are now 
ColebelemevemeelsBeeleacms>. celbishus 
creations of American and 


English bootmakers. 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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HEN your more 

discriminating cus- 
tomers see Diamond Brand 
Fast Color Eyelets on a 
shoe, they assume naturally 
that all parts of the shoe 
are correspondingly good. 


S visible signs of hid- 
den quality, Dia- 
mond Brand Fast Color 
Eyelets gofar toward 
speeding up sales. 
UNITED FAST COLOR 


EYELET COMPANY 
BOSTON 
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FOX FOOTERY BRINGS YOUTH TO ALL 
AGES. 


TO THE YOUNG GIRL IT FURNISHES 
TRIM SHAPELINESS TO GO WITH HER 
SMART YOUTHFUL CLOTHES. 


IT ENABLES THE MATRON TO CLING 
TO PRECIOUS YOUTH. 


FOR SHOE MERCHANTS, FOX SLIPPERS, 
PUMPS AND OXFORDS SELL WITH UN- 
DIMINISHED YOUTHFUL VIGOR. 


CHARLES K. FOX, 


Inc. 


Haverhill, Mass., U. S. A. 


Boston: 54 Lincoln St. New York: Marbridge, Bldg., 
Broadway and 34th St., Room 632. Chicago: Great 
Northern Building. 
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of March 3, 1879. Subscription price, $5.00 a year. Printed in U 





BOOT AND SHOE RECORDER January 27, 1928 





w\ Ve. \\ 
We 


\ r\ 





© For Nigh Grade 
Fxclusive Lines 


She thitest Whites 
Bo Sac. 


TANNERS 


He White House of Cmeuca 


New York, Gloversville, Boston 


© Distribuiin force 


ARTHUR S.PATTON LeATAER Co, St.fours Geo.W. Newman Leataer Co. Crncinnaft 
McGaw & ATKINSON, C/1/Cago. Epwaro Zourtaut, Sant Francisco. 
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STANDARD 
KID. 
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Gray, Fawn and Camel 


These appear to be the leading 
colors for Spring and Summer 


i placing your orders for 

Spring and Summer, you 
will make no mistake, zn fact 
you will be safest—if you 
call for STANDARD 
COLORS. 


Mot exacting members 
of the shoe trade know 
from experience that 
STANDARD KID inSTAN- 
DARD COLORS always 
gives the best satisfaction 
for quality and uniformity. 





THE STANDARD KID CO. 


BOSTON, MASS. 


Branches in New York, Philadelphia, Cincinnati, 
Chicago, St. Louis 


RED WHITE 
BLUE GRAY 
HAVANA BROWN BRONZE 
GOLDEN BROWN FAWN 
CAMEL GREEN 
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Newest Hosiery Shades that 
Your Customers Will Want 
for Easter 











2 





There’s the new Beige shade known as Fallow, 
and the popular Almond or Lanvan green. 
Cleopatra is a bright blue, and that cross be- 
tween red and orange is known as Mephisto. A 
lovely rich purple goes by the name of Fireweed. 
El] Dorado is the newest shade in orange. Then 
we have a range of pinks known as Clover, 
Strawberry and Crushed Berry and many other 
fascinating shades. These are made up in our 


popular No. 100 at $16.50 a doz. 


Emery 6 Beers Company, inc. 


Sole Owners and Wholesale Distributors of 


» Hosiery 





Reg. US. Pat. Office 


Sole Selling Agents for 
Paul Guenther, Inc., Oscar Nebel Co., Inc. 


Broadway at 24th Street, New York 





Chicago, Philadelphia, Boston, Buffalo, San Francisco, 


Los Angeles 
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Our Traveling Representatives 


Are Now on the Road 








All our salesmen are again back 
in their territories supplied with 
fresh, new designs, new leather 
combinations, new selling helps 
and renewed enthusiasm for the 
coming year’s business. 





IN STOCK . 


Don’t You Need a Supply NOW ? 


“‘Kewpie Twins” stand at the very 
summit of children’s shoe ex- 
cellence and wherever introduced 
quickly take the lead in popularity. 


‘“‘National Park Hiking Boots and 
Oxfords” for grown girls and 
young women are the unrivaled 
leaders for style, quality and 
utility in this class of footwear. 
Discriminating shoe merchants 
everywhere are eager to stock 
them as soon as they learn of their 





No. 18324 





ee wes yp Cos 4. Fox 6% b= Boot. 2 
5 Sizes 311%, Spring Heel, A-D...... 3.10 
Te Calf 3 Fox 6% Inch Boot.. 
Sizes 12 - 2, Hee -D $3. 
Sizes $%-11 %, Spring Heel, A-D...... 3.10 
15324—Patent | ors 3% Fox 6% Inch Boot. 
Sizes 12 Heel, ~ a $3.35 
Sizes $411, Sing Heel, A-D...... 3.25 
Ask for our IN STOCK Catalogue 











wonderful qualities. 


“Kewpie Twins” and ‘National 
Park Hiking] Boots and Oxfords”’ 
are now carried in stock in full 
runs of sizes. 


THE JUVENILE SHOE CORPORATION 


‘OF AMERICA 


CARTHAGE 














MANUFACTURERS 











MISSOURI 


"The Quality arse than the Price” 
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Invisible Value 


All white shoe cloths look more or less alike. Whether made from 
) o To} ah he) ome Co) of2ae-t 6-0 0) (Mole) aco) e ME At, '2005 0) hl e) aE Gob a wions 0) Ata Gel oM bel (ule) mb ile) a len 
to a casual observer, will appear to be of about equal value. 


POLAR KLOTH 


TI a t-(e (oib buchee We le) elcer-te-be) (Mb beohele utes Meelacele Mey elbte Ms belcol-Meelacen e) himatel- 
ole) Ob eh ama 4: tue PMe- tele Mh’ ceh'dose MB bok Col-bell-> 400-300l-) Aap ebelont-loce Mt lobe lone) Mcsucr-ti 
strength, to produce a shoe of Beauty and Long Wearing Qualities. 





Five Years 


re) More) ol} e- bole Aime holes uot-t-)bel-Mio)b-)belet tm ol hdod o) wehUole Md elom ua tielo ented 
Quality First and Price Afterward 


Thomas, Lake & Whiton, Inc. 


179 South Street, Boston, Mass. 


Selling Agents CANADA 
MANUFACTURERS’ SUPPLIES CO LOUIS G. FREEMAN CO PAUL ROY & A. D. ALBEE 
722 No. 18 St. 614 E. Water St 909 Sycamore St 59 St. Peters St 
ST. LOUIS MILWAUKEE CINCINNATI MONTREAL 
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NEW 
Line 
That 

Solves 


That 
Actually 
Hugs 









UTZ & DUNN co. 


HEEL HUGGER 


An the 
OLD ment 


Problem Foot 


Properly fitting women who have narrow or slim heels (and 
there are a large number of them) has always been a big problem 
‘with shoe dealers. 


Many merchants tried to solve this problem by buying shoes 
made over so-called “combination lasts.” But “combination 
lasts’ alone will not answer the purpose. In addition you must 
have special measurement patterns. 


Both last and patterns of the HEEL HUGGER are TRIED and 
PROVEN. Special designed heel seat, heel arches, and rein- 
forcements prevent bulging at the sides or slipping at the heel. 


Now closing exclusive agencies. Be the first 
to feature HEEL HUGGERS in your vicinity 


UTZ & DUNN CO. 


ROCHESTER «~NEW YORK 


DENVER OFFICE NEW YORK OFFICE LOS ANGELES OFFICE 
218 Charles Bldg., Denver, Colo Bush Terminal Sales Building Ae gs ~ Bldg., Los Angeles, Cal. 
TIGER & McNUTT 130- iw West 42d St., Room 1521 Cc. McATEE, aveuntelive 
Representatives S. A. McOMBER, Representative 
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NU-LIFE 


The Heel of Greater Vitality 


Here’s long life to the heels of your shoes! 
Such is the all-round resiliency of NU-LIFE 
HEELS, that all through the weeks and 
months of wear they seem to get NU-LIFE 
from some hidden source. 





. of absolutely A-] Stock and at a new low 
scale of prices that will surely appeal to your sense 
of practical manufacturing economy and good business. 


Standard Size, Shape and Nailing 


HANOVER RUBBER COMPANY 


Boston Office: 10 High Street WEST HANOVER, MASS. St. Louis Office: R. M. Heuchan & Co. 
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The Mousam Pledge 


TOP for a moment and consider just how much 
quality—how much honest value there must be in 
MOUSAM COUNTERS to warrant our pledge— 


‘‘Guaranteed to Outwear the Shoe!’’ 
We could not give this pledge if the counters were not 
a high quality product. 


MOUSAM COUNTERS are standard value—in every 
respect. Careful shoe manufacturers the country over 
buy them. They know that for every new and 
accepted style a MOUSAM COUNTER is moulded. 
They know that for fit, flexibility, and uniformly 
high character, MOUSAM COUNTERS are actually 
unexcelled. 


And from repeated experience, they know also that 


_ the MOUSAM Pledge is strictly kept. 





ROGERS FIBRE COMPANY 


Mousam Division 


221 BEACH STREET BOSTON, MASS. 
Philadelphia Cincinnati St. Louis Milwaukee 
1024 Filbert St. John C. Rupp Co. Dennott & Prince Fred A. Hollis 
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A Veteran Leather Buyer 


was looking over a bundle of New 
Castle Havana Brown. 


All of a sudden he looked up at our 
salesman, and delivered the fol- 
lowing: 


‘No use talking—I have to hand it 
to you. You've got them all beaten 


on HAVANA BROWN.: 


New Castle Leather 
Company 
New York 





























1923 


~, 
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A Message from Mary Lee 








My dear Messieurs Retailers: 


I don't know just how to address you so I 
hope you'll not mind the form of salutation I 
have used (that is what'I think Wwe used to call 
it in high school.) 


Those of you who attended the Chicago 
Show know my plan, most of you who missed that 
splendid convention have heard about the idea 
from Mr. Cahill either through advertisements or 
letters. 


What I want to say is this—my plan of 
giving the women of the country the shoes they 
want, of letting them have a voice in designing 
and styling the merchandise they buy, is simply 
putting into effect in the shoe industry a 
request made of textile manufacturers a year or 
so ago by representatives of the Federation of 
Women's Clubs, the Sorosis Society, the Teachers' 
Colleges and other influential bodies. 


Think of having over two million women 
already "sold" on your idea? Can you imagine a 
greater augury of success? And won't you hurry 
orders along for the first sixteen numbers of my 
line that are now ready so you can serve them? 


Cordially yours, 


Irravy Kee 


P. S. If you haven't yet received the circular 
describing my shoes and giving numbers and prices 
please write me at once. 


My address is care of 
Harrisburg Shoe Manufacturing Co. 
Harrisburg, Pa. 








© 1923 Harrisburg Shoe Mfg. Co. 


—— 





Se 
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A FEW BLUE RIBBON PATTERNS 
DESIGNED BY 
WIECHMAN 








yp TEE new footwear styles received the Blue Ribbon 

Style Award of the N.S.R.A. at Chicago. The pat- 
tern for each was designed by Wiechman. Many other 
shoes which won the Blue Ribbon were manufactured 
from a Wiechman pattern. The numbers shown, how- 
ever, are “typical of the excellence of our product. 


The WIECHMAN PATTERN Co. 
SHOE PATTERNS 


CINCINNATI 
128 East 8th St. 3939 Olive St. 
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Oxfords for Early Spring Delivery 


Order now and be 
ready with the goods 
when the season opens 


No. 565—Price $4.50 
No. 455—Price $4.25 Grey Suede Blucher Oxford, Patent ae 
Patent Oxford, Dull Calf Tip, Saddle and and Panel, Goodyear Welt, 9-8 Rubbe: 
Fox, Goodyear Welt, 11-8 Rubber Heel, 1, Copley Last. 
eel, Princess Last. 
to D. 


No. 566—Price $3.50 


Cocoa Calf Blucher Oxford, Wing Tip, 
Goodyear Welt, 9-8 Rubber H Heel, 
Copley Last. AA to D’ 


Spring rnd Sent 
on Request 


No. 482.—Price $4.00 No. 597—Price $4.25 
Tac Calf Piochsr Oxford, Wing Tip, Good- Tan — Blucher Oxford, Pure Crepe Rub- 


ber Sole and Heel, Welt, Hackney 
year Welt, — 8 Rubber sa Sport ogy Bay 


THOMSON-CROOKER SHOE CO. 


18 Station St., Boston 20, Mass. 
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In Cash Prizes 


Have you laid your plans to capture one of the Wedge 
Insole, Window Display Contest prizes? Better hurry! 
Entries are coming in fast. Besides the prize money 
you may win, your display is bound to produce'bigger 
sales, more profits. Thus every cash prize winner will 
win in two ways, and even the losers will win. 


Every Foot-Fitter dealer has an equal chance to win 
prizes. Size of the display doesn’t count. The effec- 
tiveness of the displays and the letter telling about the 

results from the displays, will de- 


termine the winners. 


FOOT-FITTERS 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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The Wedge Insole Window Display 
contest is more than just a competitive 
window decoration plan. It is part of 
our merchandising plan to increase 
Foot-Fitter sales. 


The contest starts February 17. A 
week later, will appear a full page Foot- 
Fitter advertisement in the Saturday 
Evening Post on the Wedge Insole, the 
construction feature that has made 
Foot-Fitters the most talked of shoe in 
America. 


In every community, this advertising ; The Gis 
will create demand for Foot-Fitters, \ the hoe induangr pment in 
é in 


CQarS ~~ 


the Wedge Insole Shoes that don’t 


ify ” 
run over. 


A good window display during the contest— 
February 17 to 24—will enable you to get full 
benefit from this Full Page Saturday Evening 
Post advertisement. 


’ ° . has conf, 
Enter the contest now. We'll send you special jen overcome by the fit ShOe wearers feet 
he 


display material. Be sure to have a representative 
showing of Foot-Fitters in your display. For 
full details about the contest, write at once. 


EDMONDS SHOE CO., Milwaukee, Wis. 
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Vulees Unit Box Toe. 
for the Heavy Shoe ~ 


The ONE box toe that retains the exact sige of the toe 
defiance of water, perspiration and rough service. 
months of comfort and life to the heavy Shek 


The Genuine * VULCO-UNIT”’ BOX TOE. is made and ore only agp : 


UMMER S1 EI - BOSTON, AS 


; best. W. KIRBY & CO, _ . St Lor Cincinnati; G 
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FOUNDED 1873 


\67? 50 YEARS OF 1925 
QUALITY: SERVICE: STYLE 


SUNSET CALF” 


cA Ray of Sunshine for all 


OUR NEW GOLDEN SHADE 
: CELEBRATING OUR - 
GOLDEN ANNIVERSARY 


Harnet Leather Co. 


- Headquarters - sani aiatlies 
owaneemuen - * BOSTON DISTRIBUTOR - 
LITTLE FALLS, $1 Fulion $i. GARNET LEATHER Cllane 
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Some ofthe ee: 99 Products for 
other Leading BL: , of 1925 
Smooth Boavded 


“Minette” “Victoria Beounn’ 
“Von Due” Victovia Broun 
“Van Logan” Van Ruba 
No0.33 Okay | “Brassie” 


- io Pr Okey (In Colors and Black) 


"Black Oka” *Melan” 


~% (Suede Finish ) 
Black ~ Gray ~ Brovin 


Samples and Quotations furnished upon reguest 
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MEMO [ 2. | 





If you could only see 
how those cheap felts 
look on your customers’ 
feet six months after- 
ward, you would never 
sell them in the first 
place. It pays to stick 
to quality merchandise 
all the way through. 




















“You Folks Have 





OU can’t really rest and enjoy you 
to the full when you continue to 


your heavy walking shoes in your , . 

of ease and relaxation. Why—d Sodiatnete SS o> 
: pers as**just as good” if Daniel 

More and more people of good taste and re Green Comfys were not the 
* best? Don't be misled, look for 


ment are taking a commonsense view o 
matter, especially when, to get real foot 4 
fort, it is no longer necessary to wear hidi 
sloppy “bedroom” slippers. 


H\3 : this label in the slippersyou buy. 





That is the thing so many discriminatin 





people like about Genuine Daniel Green Com- Don’t forget that inferior slippers—either care- 
fys. They can slip them on as soon as they Jessly or otherwise—are sometimes offered as : a 
come home at night, and if friends drop in, they Comfys. Insist on the genuine that bears the ; 










know that their feet will look trim and neat, Comfy label. Daniel Green Felt Shoe Com- 5 ea 
with no need to apologize for their informality. pany, Dolgeville, N. ¥Y. New York Office: 000 Demet Green 
Quiet; jand dignified in color and style, their 116 East 13th Street. (\ 


ia 
trim custom-built appearance and perfect fit NA Comty ? 


; ‘ 
ONS 


















os “ 
aan —— — 
war BARAAB AARP Maa ar ee AA@AABASD 





DANIEL GREEN FELT SHOE COMPANY 


Factory and General Offices: DOLGEVILLE, N. Y. 





Boston Sales Office: 


New York Sales Office: Chicago Sales Office: 
10 High Street 


116 East 13th Street 189 W. Madison Street 
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Quality 


No. 206—KID OXFORD, 12-8 rubber heel, C, D 
GUA e snes cedecductecececesesecséonseel $2.35 





BOOT AND SHOE RECORDER January 27, 1923 


Comfort. 


et AS 


Shoes 


COMFORT SHOES 


Gardiner Quality Comforts constitute a 
dependable and profitable line for all mer- 
chants seeking a good brand of staple 


footwear. 


Many styles are offered from which to 
select: Bals, Oxfords, Juliets, Polish Boots 
and other suitable comfort styles. 


Send for catalog 
H. K. GARDINER COMPANY 


PITTSFIELD, N. H. 
BOSTON SAMPLE ROOM, 134 LINCOLN STREET 


eT eT eLTMeHUU TSM Ien neni 











‘ Q 
Men SAU eT TE 


DEPENDABLE AND PROFITABLE 


iz 


HNO MMOMOUMMOUMROUNOUN 


PTMeMMNUUU ee MUU eM Ue Mma enn el ih 














CHROMOK 


SIDE LEATHER 




















“Chromok” makes better medium priced shoes 
because it is specially made for just this grade 


W. D. Byron & Sons Leather Co. 


Williamsport, Md. e oe eo Boston, Mass. 


Also Makers of 
Famous Oak Tanned Flexible Inner Soles, Flexible Sides and Bends 


UUQUUUUUNOOOQOQQOUUUUUUOOOONAQEGGOUOUOUOUOONNOOOOOGOOOOOOUUUOUUOOOOAAAAAY} 
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DALY complaints about quality an- 

noy the merchant who handles a 
mediocre rubber footwear line. But 
Goodyear dealers keep their customers 
satisfied. No chance for kicks because 
Goodyear Gold Seal rubber footwear 
is the finest made. Super-quallity! 


‘Sell Goodyear Gold Seal boots to the 
customers who want quality and extra 
long wear — and, for a complete stock, 
add the Goodyear Square Deal brand, 
the fast-selling first-quality line. But 
the famous Goodyear Gold Seal rubber 
footwear line yields the biggest sales 
and greatest profits. Perhaps you can 
get the agency for this nationally- 
known leader. Write for particulars. 


GOODYEAR 
RUBBER CO. 


General Offices, 787-9 Broadway, New York 


HIOHHUOVMMMOUOMOUMOUnOMnOUe 


olliiths 














These Branches assure service and quick 
deliveries. Complete stock on hand. 


Milwaukee, Wis.. 380-2 East Water St. St. Louis, Mo., 1103 Washington Ave. 
St. Paul, Minn., 371-7 Sibley St. Portland, Ore., 61-7 Fourth St. 
Kansas City, Mo., 807 Baltimore Ave. San Francisco, Cal., 539 Mission St. 


This is the original and only genuine 
Goodyear RubberCo. Founded 1853 


| INUIOUOOUQ0000000 000000000000 000 000ROOSUAOEUAEEU 
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W H I T E 
There Is Only One NUBUCK 


We cannot be responsible 





for disappointing service, given 


by shoes made from imitations 


of NUBUCK 


Manufactured 


A. C. LAWRENCE 


210 South St., 


NEW YORK | CHICAGO ST. LOUIS 
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dJ/EIGHT COLORS 
—It’s Made Only By Ourselves 


To be sure that you receive 





genune NUBUCK mm your 


orders, insist on the use 


of the original, made by 
LAWRENCE 


Only 


: LEATHER CO. 


Boston, Mass. 
ROCHESTER CINCINNATI PHILADELPHIA 
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Trade Mark, Reg. U.S. Pat. Off. 


“There Is Nothing Like Leather’? 


Shoes of all types—the shoe of fashion—the work 
shoe—shoes for both sexes and all classes are now made 
of genuine leather throughout. 


Leather soles, inner soles, counters and box toes are 
the rule without exception, and the stylish shoe and 
shoe for service require a neat all leather heel. 


The old saying, “There is nothing like leather,” is as 
true today as it ever was and will remain true for all 


time to come. 


The United States Leather Company 


New York Chicago Cincinnati St. Louis Richmond 


The United States Leather Co. of Mass. 


Boston 


SELLING AGENTS 


McADOO & ALLEN A. J. & J. R. COOK 
Philadelphia San Francisco 
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Johansen’s 
Feeture Arch Shoe} 


No. F-208—Surpass Black Kid 
Lace Oxford, Goodyear Welt, 
113 Last, 13-8 Cuban Heel. $5.50 
No. F-209—Same in Benz Hava- 
na Brown Kid $6. 

AAAS-9, AA4-9, A3%-9, B3-9 


a RCCATENTED 0 
ir ia 
feetureArch 


Johansen’s Feeture Arch Shoes 
have proven a wonderful busi- 
ness builder for retailers. Write 
us to see if your locality is still 
open. 











A vacation 
for tired and aching feet 


Johansen’s Feeture Arch Shoes 


Like giving the feet a permanent vacation 
—to slip into a pair of Johansen’s Feeture 
Arch Shoes. 


Women see these shoes, just as graceful 
and stylish as shoes can be, with no hint 
of the hidden wonder arch. Yet how 
different from ordinary shoes. There’s 
rigid steel-strong support for the arch, 
yet at the same time the shoe pliantly - 
yields to every movement of the foot 
muscles. 


There’s a year round vacation for tired 
feet in Johansen’s Feeture Arch Shoes. 


Absolutely Rigid Completely Flexible 


ohansen Bros. Shoe Co. 


Makers- Women's Shoes Exclusively 
Saint Louis. 
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Anderson-QOwen’s 








ve — ° P 600—Black Kid Oxford $4.00 
Wide-ankle fitting is easily and 605—Brown Kid Oxford $4.50 
profitably performed with our 610—Black Kid 2 Strap $4.25 
“Style-Full Over-Sizes.” There is 615—Brown Kid 2 Strap $4.75 


| the proper style for any large 





675—Black Kid Fat Ankle Boot... .$5.00 your place of business.” “Materials 
ALL BOOTS 


= ee oe enn oo of nation-wide reputation go into 

ac i u nkle Boot... .$4. ° ‘ 

660—Brown Kid Full Ankle Boot... ..$5.50 every part of the footwear we AND OXFORDS 
Sizes 3% to 10, C-EE manufacture, and our prices are 


extremely moderate when all quality IN STOCK 


NOTE—To sizes 8% and 9 add 25 cents; . : 
934 and 10 add SO conte points are considered. 











Send for a few pairs on approval. 


ANDERSON- OWENS SHOE CO. 


LYNN, : : MASSACHUSETTS 


. . 


woman customer who may visit | 


gg a gs a 





Sell Russell’s 
IKE WALTON 


Staunch and Serviceable as a Heavy Sporting Boot 
Flexible as a Moccasin 


Chocolate, chrome-tanned waterproof leather. Its unique 
construction provides four layers of leather between the foot 
and ground—more protection than the ordinary street shoe. 
Its light weight appeals to the outdoor man. 


The Russell quality speaks for itself. So does Russell shoe 
making. 
The Scout Moccasin 


Made of Chocolate elkskin, with soles of flexible, sturdy Maple 
Pac. Natural shape affords every freedom to the foot. 


The ideal of comfort and service in moccasin footwear for dry 
season wear, and a sensible “‘pal’’ for the growing lad. Write fer Dealess’ Price and 


Catalog 


W.C. Russell Moccasin Co. 
Berlin, Wis. 
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In Stock Now 











YY 














Pinas 








Black Kid Oxford 


Goodyear Welt — Full Grain Leather Counter. Solid 
Leather 12-8 Cuban Heel, with Wingfoot Rubber Top Lift. 


B Wide, Sizes 4 to8 
C wy 3% to 8 
D * § 2% to 8 
_ ~ 3 to8 
MADE WITH LARKIDE superior 
WEARING SOLE. DRESSY, 
COMFORTABLE, DAMP-PROOF. 


Same Shoe in Havana Brown Kid, Style No. 900] 
Price, Black, $3.50; Brown, $3.85 


Distributed also by 
A. J. Bates & Co., New York, N. Y. 
Chipman, Harwood Co., Boston, Mass. 
Harper & Kirschten Shoe Co., Chicago, II. 


Briccs “HurcHison Company 


Makers of Women’s Goodyear Welt and 
Turn-Type Footwear 


SALESROOM FACTORY 
10 High Street A and Athens St. 
Boston, Mass. Boston 27, Mass. 
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Our Latest Colors 


“Bright As A Sunbeam 
Mellow As Moonlight” 


ACE BROWN. 


A new medium brown 
Boarded 


ACE LYNNWOOD 


A new and slightly darker brown 
Smooth and Boarded 


= ~“ we 6 we Beye 
J. S. BAKINEI 
Tanneries 
LYNN, MASS., U.S. A. BOSTON, MASS., U. &. A. 


CABLE ADDRESS “TENRAB” 


J 
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IN STOCK 


No. 3 Norwegian Calf Oxford Shield 
Tip. Overweight Single Sole. Widths 
AA to D. 


Price $6.50 











An Early Easter--Are You Prepared? 





An Early Easter—do you know what that means? Neither ordinary spring 
weight nor heavy winter type oxfords will take care of the demand. 


Hence—the timeliness of the oxford pictured above which combines sturdiness 
and comfort with the best in style. 


The appealing lines of our justly famous Highland Last are accentuated by the 
modish pattern and selected stock. Your customers will find plenty of mileage 
in the overweight, best-quality soles. This shoe is ready for immediate delivery 
in widths AA to D. 


Three other “Just Wright” styles and fifteen “Arch, Preservers’” make up an 
Instock Dept. which is really worth while getting acquainted with. 


JUST WRIGHTS AND ARCH PRESERVERS 


are certain builders of permanent business 


Write for a Catalogue 


E. T. WRIGHT & CO., Inc. 


ROCKLAND, MASS. 
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Your Own Heels on 
Your Own Shoes 


Heels made according to your own 
specifications, of genuine Republic quality 
rubber are now available in any quantity. 
They can carry your own name and 
trade-mark. They can conform to your 
own distinctive designs and lasts. 


Give your shoes this added quality and 
@Z individuality. Give your business the 
Ly benefit of this extra advertising—write 
us your requirements and let us explain 

* our proposition in detail to you. 


THE REPUBLIC RUBBER COMPANY 


YOUNGSTOWN, OHIO 








Wood Sole 
Boots and Shoes 


Full Oil Grain 
Leather, Water- 
proof Sole Leather 
Counters. High-cut 
Buckle Shoes $2.25 
High-cut Boots $4.25 
Riemer’s Steel 


NEW YORK HOTEL | ice Gir fake 


—Ask These Questions: and Heel........ 50 
. Are the thin want to do within dein, | 
—— nae A. H. RIEMER SHOE[CO. 


distance 


. Are the sleeping rooms quiet enough to sleep MILWAUKEE. WIS U _ A 
. °°. J-Ae 


in and pleasant enough to wake in? 

















3. Is the food served worth remembering and 
are the prices easy to forget? 











4. Is the service above par in promptness and 
courtesy ¢ 





S. Can these soe-good-to-be-true things be found — 
all in one New York hotel as low as $2.50 a day? 


THE MARTINIQUE APPROVED BY 
Answers YES! ‘ MEDICAL MEN 


From sub-cellar to solarium it is designed and 
conducted as 2 gwest would do it were he the Asa sturdy support for the ankles of 
manager 

- a a ee groring children and as a fully venti- 

vices Gf @ LOW Level the Burkley Ventilated Foot 

Rooms are $2.50 and up. With bath $3.50 up. Developer is unercelled. Well-known 
Restaurant prices in proportion, For instance : Across the surgeons recommend its use. 

Club breakfasts: 45¢ to $1.00. street from Make your stock of 

Hotel Mc Alpin PENTHAMOD children’s shoes 

and under the same aTentse comgiete, by sending 
management, our order 

Phone Brockton 2133 

for immediate action. 


BURKLEY 


MARTINIQUE yh 


Broadway at 32” Street, New York | Retaila $2, $3.50 Brockton, Mass. 


frenk E Jago ~ Resident Manager 
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Only once in a Blue Moon 


Comes an opportunity like the one 
presented in these two Auctions. 























Here’s a partial list 
of the bargains: 


At Chicago, 
February 9 


Linen thread; Neatsfoot oil; 
Lasts; Half soles; Awls; 
Needles; Nails; Stitching 


machines. 


At Jeffersonville, 
February 13 


Bronze eyelets; Fillers, felt; 
Heels, leather; Lifts, under 
and top; Patterns; Pegs; Heel 
and toe plates; Shanks; Half 
soles; Wax, finishing; Power 
machines; Cobbler’s kits; 
Nails, heel and shoe; Rasps; 
Hammers; Awls. 


The Government reserves the right to 
reject any or all bids. 





























N February 13, at Jeffersonville, 

Ind., the War Department will offer 

at auction approximately a million 
dollars’ worth of shoe findings and ma- 
chinery. 


Just four days earlier, at Chicago, a 
smaller but equally desirable lot of com- 
modities in regular demand in the shoe 
manufacturing field will be offered the 
highest bidder. 


Think what this means! 


Your buyer can attend these two im- 
portant sales, each presenting just the 
things you will need in your business, and 
can make a single trip away from the 
home office suffice for both events. 


More than 800,000 pairs of half-soles 
are one of the offerings at the Jefferson- 
ville auction. Thousands of pounds of 
thread, cotton and linen are another item 
in this auction. 


But why say more? 


Herewith are presented short lists of 
the outstanding offerings at both Chicago 
and Jeffersonville. Scores of other items 
will be found in the free catalogs that 
await your request. 


And every item, in both auctions, can 
be bought without effort and virtually at 
your own price. 


Call your stenographer now and dic- 
tate a request for the catalogs. Address 
the Quartermaster Supply Officer, 1819 
W. Pershing Road, Chicago, IIl. 




















WAR DEPARTMENT 
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C.H.ALDEN CQ 


Use 


ONCENTRATION of our efforts has 
enabled us to offer that which the 
times and the trade require. 


—best quality of Stock with our Standard of Workman- 
ship, at prices lower than could have been accomplished 
in any other way. 


We are also able to give quick deliveries on certain lines. 
But this is not in any way an in-stock proposition. 





y 
F 
: 
: 
; 
: 
: 


Lot No, 250 


Men’s Black Viking Oxford 


824 Brogue Last 
Straight Tip, Pinked 
Also in No. 4 Viking 


Sizes: A 7/11 C 6/11 
B 6/11 D 6/11 


The above is one of the styles 
that can be delivered promptly 











FACTORY BOSTON OFFICE 
ABINGTON, MASS. 10 HIGH STREET 


ee ee a ee Te ee ITT eT eMIUMelMUNeliiiiiieniiiiiieliiiiuueliiiiiielliiiiiieniiiiiiitel 
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a 
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For Easter FOG 


No. 39 


These are our MOLE 


largest selling No.9 


shades in— SILVER 


STARBUK 
7. a 


WE are literally flooded with 
orders for STARBUK in our 
three beautiful shades of Grey. 


The orders we are receiving are 
practical evidence of the quality 
and correctness of this decidedly 
superior suede leather. 


STARBUK is made in White and Fourteen Distinctive (Colors 


Tolman, Dow & Co., Inc. 


174 Lincoln Street, Boston, Mass. 


ROCHESTER, N. Y CINCINNATI,OHIO GREATER N. Y. ST. LOUIS, MO. 


Mr. Charles L. Kirk | Mohr-Holiers Sales Co. New CastleLeatherCo. T.M.Fitzgerald § Co. 
22 Andrews St. 202 E. 7th St. 100 Gold St. 1602 Locust St. 


= 
= 
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Nothing in the shoe 
but the foot 


HOE specialists insist that shoes 

built with Crawford Arch Sup- 

rting Shanks are scientifically correct. 

Such re to relieve fallen arches and safe- 

guard normal feet. They bring health 

and happiness to your customers and 
increased business to you. 





Crawford Arch Supporting 

Shank is built right into the shoe 

—fitted between the inner and outer 

sole and locked to the insole. It pre- 

serves the shape of the shoe, giving sup- 

port to the arch and ease to the foot. It 
cannot abrade the skin. 











To boost your business, sell shoes built 
with Crawford Arch Supporting Shanks. 


























United Shoe Machinery Corporation 


Boston Massachusetts 
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© A Leather of Merit and 
Keputation with the same high 


standards of Quality te 
by all LUXOR products. 


GRovided with the Exeptional 
facilities our Most een 
Affords, the Experts Employed 








I \I| | and Maximum Results. I A 


LUXOR PATENT  §§ LUXOR PATENT 
MIP SLOES SIDES 


LUXOR PATENT 
CALF 


All strictly Full Grain 


TANNERY & GENERAL OFFICES 


THE OHIO LEATHER CO. 
GIRARD, OHIO. 


BOSTON: 
THE OH10 LEATHER CORPORATION 
33 SOUTH $1. 


PHILADELPHIA 


THE OHIO LEATHER COMPANY 
925 ARCH ST. 


MASWINGTON DiS 
10 &@ C-STS., 


ae the Knowledge po 
Experience of years into making = 
LUXOR Patent a dependable ® 
product of Highest Quality 
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4 REAL NEW 
NUMBERS 


No. 2877 


No. 2877—Grey Nubuck Pat. Cutout and Collar, 
1 strap turned, Antoinette covered Junior Spanish 
heel, B to D 


No. 2878—Grey Nubuck Pat. Cutout and collar, 
1 strap turned, Antoinette covered Flapper heel, 
B to D 


No. 2875—Pat. Leather, Grey Nubuck Cutout 
and collar, 1 strap, turned, Antoinette covered 
Junior Spanish heel, B to D 


Delivery February 20th 


No. 8614 


No. 8614—Pat. Leather, Grey Buck trimmed, 
turned, covered Military heel, B to D 


No. 8613—Grey Buck, Pat. Leather trimmed, 
turned, Savoy covered Flapper heel, A to D. . $5.00 


Delivery February 10th 


We have in stock many 
other Snappy Oxfords 
and Pumps at Popular 


Prices. 


No. 2873 
No. 2873—Grey Ooze Calf, 1 strap, Grey Kid inlay 


in quarters, turned, Charlotte covered Louis heel, 


No. 2874—Grey Ooze Calf, 1 strap, Grey Kid inlay 
in quarters, turned, Charlotte covered Spanish 


heel, 


Delivery February 20th 


No. 8615 


No. 8615—Pat. Leather, Grey Buck Quarter, 2 
button, 1 strap, Polly covered Flapper Heel, B to D 
$4.60 


No. 8616—Pat. Leather, 2 button, 1 strap turned, 
Polly covered Flapper heel, B to D x 


Delivery February 10th 


LAZARUS FRIED & SONS, Inc. 


Established 1879 


118-120 Duane St. 


New York, N. Y. 
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Two New Numbers Of 
Great Sales Value 


Salability is a dominant feature of Allen-Goller Shoes. This 
is assured by making up styles from approved patterns, by 
using dependable leathers and by joining each part with 


care and skill. 





The livest and newest effects always appear in the Allen- 
Goller line. 
You can always secure them at the right time for volume 


sales. Get in touch with our factory today and let us know 
you are interested, and we will make arrangements to sub- 


mit samples. 














ALLEN, GOLLER SHOE Co. 
x 60 K STREET, SOUTH BOSTON, MASS. 


vi I my Ui | 
( iv AAT eg 








Mii ii mn mn Tc 
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This Exhibit Drew Constant Crowds at the Convention 


Don’t Miss Seeing It At 
Our Boston Salesrooms 
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FOR ONE 
WEEK 


We shall have on display at 
our Boston Salesrooms 


212 ESSEX ST. 





The above showsZour booths at the Chicago 


Convention. Insert gives an idea of the . : 7 . 
seemed all adnan Ties aiatiek enmnauitiy the identical remarkable showing of the latest and 
thronged our exhibit space. most artistic shoes, made by some of this country’s 

leading designers, which attracted such crowds at 


the recent N.S.R A. Convention in Chicago. 


All are cordially invited to inspect the models and 
compare notes with our experts on the lasts we pro- 
vided for the development of these unusually beau- 
tiful shoes. 


UNITED LAST COMPANY 


HEADQUARTERS. BOSTON, MASS. 
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LINE FOR LINE 
THE BEST IN THE SELLING END 


Golf or Yachting 





v/s _ 








Made of Schmidt's Cherry Red or Color 
K. All one shade or with combination 
lighter or darker saddle. Drill vamp 
lining, leather quarter lining. 18 iron 
Witch-Crepe Sole, very light weight, 
flexible shoe weighing only 26 ounces per 
pair, size seven. 


A snappy up-to-date oxford made for real 
“sport wear” by an organization of sport shoe 
specialists. 


You’ll find your customers appreciate the 
way that shoemaking for every possibie stress 
and strain has been provided for. 


Lightness of weight makes their wearing a 
pleasure. Clean making gives extraordinary 
comfort and wear. 





We shall be glad to submit samples. 


Witchell Sheill Co. 


MFRS. 





Boots, Outing and Athletic Footwear 
DETROIT, MICHIGAN 
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Genuine Gray Buck 
Quarter. patent one 
strap, 2 button 
pump, perforated 
vamp, Bound{Edge. 
Sizes Ijto 5, and 3t08. 


MIAVL 
LMI OF OT, 





WAY, 


Vu. 


YOUR 
LEADING LINE 


Sf 
CHILDRENS TURNS 


COA 


Humphrey's stylish and durable Turn 
Shoes for Little Folks are just the kind to 
increase sales and win the good will of 
parent and child. They are well made 
and possess excellent fitting qualities. 


For your immediate convenience, we dis- 
tribute them through wholesale represen- 
tatives. These jobbers are ready to show 
you_the line and fill your order promptly. 
Wire or write us for name of jobber near 


you. 


\) 
q 
Want 
we TO 


>. 


HERBERT HUMPHREYS SONS 
MARBLEHEAD , MASS. 


) 
ro] 
Cc el 2 Se © ee 8 id id 


Fine White Nubuck 
Button Boot. Sizes 
1 to 5, noheel. Sizes 


LO, 


3 to 8, Spring heel, 
D Width. 


2 > 
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HANNAHSONS 


re 


No. B840 = $3.15 


B840_ Black Satin Colonial, Brocaded Quarter, 
Imitation Turn, 14-8 Spanish Heel, Widths 
B to D, Code “Avis” $3.15 
B848 Same as above except Genuine Turn, 
Full Spanish Heel, Widths A to D, Code 
$3.85 


No. B720 $3.85 


B720 Black Satin, Fan Flare Tongue, Metal 
Ornament, Genuine Turn, 16-8 
Heel, Widths A to D, Code “Pan” 
B730 Same as above — 14-8 Full ers 
Heel, Code “Pat’ ; . .$3.85 


Mr 


No. B882 = $3.10 


B882 Black Satin Brocade Quarter 5 Eyelet 


Lace Oxford, 15-8 Jr. Louis Heel, Imitation 
-10 


Turn, Widths, B to D, Code ‘ ‘Diana” 
B884 Same as above venneee 12-8 Cuban lost, 
Code “Pomona”... - $3.1 


No. B786 $3.10 


B786 Black Satin Wide One Strap, 9-8 
Flapper Heel, Rhinestone Button, Genuine 
Turn, Leather Lined, Widths, B to D Code 
“Clover” $3.10 


B776 As chove except Imitation Turn, Code 
dra $2.75 








oft T™~, 
TANNAHSONS 


No. B782 $3.75 


B782 Black Satin One Strap, Steel Beaded 
Vamp and Strap, Genuine ‘urn, 16-8 Full 
Louis Heel, Widths A to D, Code “Betts 


B769_ As above except-Vamp Beading Only 
and 14-8 Half Louis Heel, Pm itation Turn, 
Widths B-D, Code “Ivy” $2.85 





‘* Day by Day, in Every Way’’ 


Like Professor Coué’s famous formula, the unusual merit of 
HANNAHSONS FABRIC FOOTWEAR is daily gaining de- 
served attention in every section of this great country. 
SIZE IN AS YOU SIZE OUT is the HANNAHSONS formula 
for better business health—a maximum turnover on a minimum 
investment. Try it and watch your profits grow. 

HANNAHSONS SHOE CoO. 


HAVERHILL, MASS. 
Fabric Footwear Specialists 


No. B805 $3.25 


B805 White Satin Brocade One Strap. 
Leather Lined, 14-8 Louis Heel, Widths B to 
D, Code “Vera” $3.25 
B800 White Satin One Strap, Leather 
Lined, 14-8 Louis Heel, Widths B to D, Code 

“Helen” $3.15 


No. B774 $2.85 


B774 Black Satin One Strap Brocade Quarter, 
9-8 Heel Leather Lined, Imitation Turn 
Widths B to D, Code “Conny” $2.88 


The Boot and Shee Recorder will appreciate your mentioning the publication in replies to advertisements. 
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No smarter style at any price 
No better value to retail at $5 to $8 
UNION MADE 
WEBER BROTHERS SHOE CO. 


North Adams, Mass. 
New York Office: 1328 Broadway, Marbridge Bldg. H. Harris, Rep. 


ee 

















A Favorite Seller In Our Line 


Black satin, one strap 
with black suede girdle 
and six cut-outs. 


Made to order. 
Five weeks delivery. 


STOCKBRIDGE SHOE CO. 


Women’s High Grade Novelty Footwear 
HAVERHILL, MASS. 


" A 1 spondence 
Boston Office: 207 Essex Street . mater ty “+ = 
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“LA MILITAIRE” 


New Swagger Model for Sport 

and Street Wear, fashioned after 

the popular Military Style. 
Medium Shade Russia 
Calf, Semi-Soft Box, 
Blind Eyelets. 8-8 
Heel with Wingfoot 
Toplift. Detroit 
Last. 


Style 382 


Goodyear IN STOCK 


Welt 
IN-STOCK $4.25 


AA to D 
3 to 8 








“GRAYS are always good 
sellers’ —and especially do 
they look strong for this 
Spring. 


All Gra Nubuck 
Blucher Oxford with 
Saddle and Shield Tip. 
Nicely perforated all 
over. Leather Sole and 
9-8 Heel with Wingfoot 
Toplift. Flat Eyclets. 
Detroit Sport Last. 


IN STOCK 
$4.60 





A Wonderfully Good Sport Shoe in Gray 
All Gray Nubuck Blucher Oxford, Plain Toe, Neolin Sole 
and Heel. Flat Eyelets. Detroit Sport Last. 


IN STOCK 
$4.60 


Style 381 
Goodyear Welt 
IN-STOCK 
AA to D 3to8 





An Attractive Black and 
Gray Combination 


Gray Nubuck Blucher Oxford, with 
Black Calf Saddle and Shield Tip 
Nicely Perforated all over. Leather 
Sole and 9-8 Heel with 
Wingfoot Teplift. Flat 
Pyare. Detroit Sport 

t. 


IN STOCK 
$4.60 





A Snappy New One-Strap 
for Spring 

All Gray Nubuck One-Strap 

Imitation Tip, Nicely Perforated 

all over, Leather Sole, 9-8 Heel 

with Wingfoot Toplift. “‘Detroit” 

Sport Last. 


IN STOCK 
$4.60 





A Very Attractive Oxford 
for General Wear, built 


over our New Frisco Last. 


Black Kid Lace Ox- 
ford, Perforated on 
Tip, Vamp and Lace 
Row. Wonderful Fit- 
ting Frisco Combina- 
tion Last, Tango Eye- 
lets. 12-8 Heel with 
Wingfoot Toplift. 


IN STOCK 
$3.60 








NEW SNAPPY SPRING 
STYLES IN STOCK 


“COTTER’S REGULARS” 


Style 387 
Goodyear 
Welt 
IN-STOCh 


Ato ID 
3 to & 


Style 326 
Goodyear 
Welt 
IN-STOCK 


\AA to E 
3told 


Made by COTTER in LYNN 


Maker of the FORMATIVE Flexible-Arch Shoe for Every Woman 
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HSHRINER &. URNER 


MENS SHOES 
Style No. 95 Nerwesian Golf Oxford with 


Imported Crepe Sole. 

White Buck Polo Oxford, Rus- 
Style No. 103 dothuend Leather!Scle. 

White Buck Russia-t ed 
Style No. 56 Sport Oxford fwith Red Ruf 

Grip Sole! 

White Buck Russia-trimmed 
Style No. 86 Sport Oxford with Supereed 

Crepe Sole. 

White Kid, Black Trimmed, 
Style No. 53 Leather Sole. 


a: Th 
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FRENCH SHRINER & URNER 


MENS SHOES 
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\/ 

y 

SPORT SHOES vf 

French, Shriner & Urner Sport Shoes share with other F. S. & U. models W 

a recognized reputation as leaders in style, comfort and service. WY 
There’s profit as well as prestige in selling F. S. & U. Sport Shoes. \ 

IMMEDIATE DELIVERIES FROM STOCK W 

y 

FRENCH, SHRINER @ URNER \f 

63 MELCHER STREET, BOSTON J 

y 
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New Spent 
Footwear 


IN 
STOCK 


Feb. Ist 
to 10th 








No. 438—"GENEVA"™ Goodyear Welt Pump.... 
No. 444—“CLASSY” Goodyear Welt Oxford 
The two above numbers are made from a selection of smoked elk, trimmed 
with olive elk, making an extremely smart combination. 
Orders accepted in cases of the following assortment of sizes only: 
6-A—1-5, 1-6, 1 6% 1-7, 1-74, 1-8 18-C—1-3, 1-34, 2-4, 3-44, 3-5, 3-54, 2-6, 2-6, 
12-B—1-4, 2-5, 2-5, 2-6, 2-6, 2-7, 1-7% 1-7 


BRAUER BROS. SHOE. @. “ten! 


Women's Smart Footwear in Welts and Turns 











c. Hagerstown Shoe & Legging Co., Inc. 
McKAY STRAPS and TWO STRAPS HAGERSTOWN, MARYLAND, U. S. A. 

















Medallion and Perforated 


5-8 8%-1111%22%8 
A 222—Pat. One-Strap— Wedge $1.20 $1.40 
A 202— Rubber Heel ° 1.40 $1.60 
A 102— English Toe, Rubber Heel : 1.60 $1.90 


B 222—Pat. Two-Button— Wedge 
B202— Rubber Heel J 1. 
B 102— English Toe, Rubber Heel , 1. 


A ogg = -y i One-Strap—Wedge.. 1.15 a ons STITCHDOWN 

u a e 

A 104— English Toe, Rubber Heel 1. 

D 102— Pat. Two-Strap— English Toe, 8-11 11%-2 
Rubber Heel. 7 1.60 








McKAY OXFORDS 


731—Tan =, 
MEDALLION PERFORATED 752—White Sanda 


ALL RUBBER HEELS 
933—Tan Lotus See. Hy. Sole 
773—Patent Sandal 
ae Lotus Sandal 


126—Chere Lotus Oxford 


5-8 
Byron Process 


210—Gun Metal Ox., Wide Toe Wedge. .$1.15 
200—Gun Metal Ox., Wide Toe........ 
1200—Gun Metal Ox., English Toe 


212—Patent Ox., Wide Toe, Wedge. 1.40 
202—Patent Ox., Wide Toe 
1202—Patent Ox., English Toe 


214— Mahogany Ox., Wide Toe, Wedge 
204— Mahogany Ox., Wide Toe 
1204— Mahogany Ox., English Toe. . 


216—Black Kid Ox., Wide Toe, Wedge 
206—Black Kid Ox., Wide Toe 
1206—Black Kid Ox., English Toe. 


218—Nut Brown Ox., Wide Toe, Wedge. 
208—Nut Brown Ox., Wide Toe ons 1. e 
1208—Nut Brown Ox., English Toe...... . 1. x 766—Mahogany Elk Oxford, Unlined 


PF 
sé= 


771—Patent M 

781—Gun Metal Mary Jane 
791—Tan Lotus Mary Jane.......... 
971—Patent Instep 


os 


3 be ge be 


i26—Tee Lotus Oxford, lee Tip... 


— 
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The Shoes 


The Whole Trade 
Is Talking About! 


FIELD’S UNIT 


All Solid Leather Calfskin 
Shoes and Oxfords 


HEAVY OAK SOLES 





EXTRA HEAVY OAK 
INNERSOLES 


See 





SOLE LEATHER BOX TOES These 
AND COUNTERS 


Shoes 
ames) Yourself 


RUEBER NEELS 


IN STOCK ¢ 4:3 
Base Price 
(Less 5% Ten Days, 30 Days Net) 

Black Calfskin, Tan Calfskin, Glazed Red Calfskin, 


smooth and boarded, high shoes and oxfords—the 
smartest, fastest selling styles in stock now. 


You owe it to your business to see Field’s Unit shoes. 
Compare them with any other shoes in your store at 
any price. You will see at once what Field’s Unit 
shoes can mean to you. 

Send for catalogue, or, better yet, write for specimen pairs and a 


cut-open-shoe showing construction. Do it now—so you can place 
your orders in time to insure delivery for Easter. 


Field’s Shoes may be had branded on top-facing*or sole, with Field’s 
Unit trade-mark; unbranded, or with your own markings. We are 
selling shoes—not brands. 


FIELD & FLINT CO. 


Makers of “ Korrect Shape” Shoes, “ Anatomik” Shoes for Men. and Field’s Unit Shoes 


MONTELLO STATION, BROCKTON 


= 
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720) 6 W- Vi One mactleceecelate 
footwear of quality is the 
practical lacing hook de- 
manded by men who are 
used to having exactly 


what they want. 


Shoe Lacing Hooks are now 
(ole belemeemeelemeeleaoM=> coletskue 
creations of American and 
English bootmakers. 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertixements 
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Don’t Fail 


To take advantage of this opportunity 


Good Shoes at Low Prices 
Save 15% to 30% 


No. 2. 

Growing Girls, Tau 

McKay Oxford, 

No. l. English Last. Flat 
Ladies, Chrome Rubber Heel. Sizes: 
Patent One-Strap, logy 244-5; 24-6; 3-7; 
Military Rubber > SOLD 3-8. Same in Mili- 
Heel. Sizes 3-7; 3-8 tary Rubber Heel. 

Price $1.50 


Price $1.50 = fe 36 PAIR Same as above in 


Same as above in } 
Black Kid. Gun Metal. 


Price $1.25 J _ CASE LOTS Price $1.25 
Pi ONLY 














No. 4. 
Men‘s Black Work 
Blucher. Absolutely 
solid, 2 full soles, 
Solid leather lifts, 
No. 3 od innersoles. 

° ° ellows tongue. 
Boys, Tan McKay SOLD Sizes: 6-10; 6-11, 
Bals, English Last. Price $2.00 
Perforated Tip. , 
Sizes 1-6. Same as 24 PAIR 
above in Blucher. 


Price $1.50 CASE LOTS 
ONLY 














S. Rosenberg & Son 


144 Essex St. : :  : ~~ Boston, Mass. 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 








BOOT AND SHOE RECORDER January 27, 1923 





Two Popular Ford Styles 
In Stock 


For Immediate 





No. B 421 Patent Leather No. B 433 Havana Brown 
One Strap Pump, Welt, Kid Oxford, 241 Last, 14-8 
244 Last, 12-8 Walk- Cuban Heel, Welt 

ing Heel. Price $4,50 ’ 











TERMS: Net 30 Days 





C. P. Ford & Co., Ine. Rochester, N. Y. 


NEW YORK CITY - 127 DUANE STREET 





Experienced Shoe Salesman 
WANTED 
for ? 


Georgia and Florida 
Well Established Business in this Territory 


Only applications from men with successful experience 
selling Women’s shoes in these states will be considered. 


Reply for appointment giving full information as to 
experience, age, etc., to 


Cc. H. GREELEY 


Lunn & Sweet Company Auburn, Maine 
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The Doctor Says: | 


‘All most feet need is just a fair 
chance. And it’s certainly up 
to the shoe man to see that 
they get it.’’ 


TOE IN—WALK STRAIGHT 


ye 


h t to step alo 
for Men ors step ict 


The DOCTOR, Jr., for Boys 


The Doctor and the 
Shoe Man 


How much is a good shoe man expected 
to know about feet? 


If there is a way to help people with their 
feet through their shoes he wants to do 
his part. 


This booklet “The Doctor and the Shoe 
Man’’ shows the way and we will send 
it to you for the asking. 


JOHN MEIER 
SHOE COMPANY 


SAINT LOUIS 
Good Shoes for Men Since 1874 
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HEN your more 
discriminating cus- 
tomers see Diamond Brand 
Fast Color Eyelets on a 
shoe, they assume naturally 
that all parts of the shoe 
are correspondingly good. 
S visible signs of hid- 
den quality, Dia- 
mond Brand Fast Color 
Eyelets gofar toward 
speeding up sales. 
UNITED FAST COLOR 


EYELET COMPANY 
BOSTON 
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Valerie Pattern One Strap 


Gray Suede Vamp, Quarter and Heel Cover—Black Calf Strap, Sad- 





«MASTER dle and Throat Band—Gray Suede eee. ss over our 31 
Medium Broad Toe Last—14-8 Wood Cuban Heel. sO made over 
STREET ano THEATRICAL our 55 Last with 18-8 Heel; 54 Last with 16-8 Heel; 57 Last with 16-8 
Heel; 53 Last with 14-8 Heel; 22 Last with 14-8 Heel, and 65 Last with 
10-8 Heel. 


BOYD-WELSH SHOE COMPANY 
Manufacturers of 
FOOTWE AR Women’s Street and Theatrical Footwear 
COOK AND NEWSTEAD AVES. 
— ST. LOUIS, U.S. A. 
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Men’s Black Boarded Calf—Double Sole— Natu- 

ral Bottom and Edge. Spaced Stitching—Imitation 

Strap Effect. 
Creel, Mauldin & Chambers, Inc., of St. Louis were awarded a Blue 
Ribbon at the N.S. R. A. Convention, Chicago, Jan. 8-9-10-11. 


This line of Men’s Dress Welts has achieved an enviable place in the es- 
teem of discriminating buyers throughout the United States, and the 
Committee on Awards was on safe ground in bestowing its approval on 


The YAULDIN . 
Quality First, Then Quality Shoe for/en 


(reev, Mautpin & (HAMBERS 


incoe POR ATE’ ———-! 
ST. LOUIS U.S.A. 
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AWN —- ~ 
Ww Dixie Button — Style 590 


Black Satin with Gray or Black Ooze Straps, at................$4.40 
Patent Colt with Gray or Black Ooze Straps, at 4.40 
Gray Ooze with Gray Kid or Patent Straps, at................. 5.00 
Brown Kid or Calf with Otter Straps, at...............0200ees 4.40 


y | . ; Above sample is with 10-0 Heel, 13-8 or 16-8 Heel. Shoe illustrated 
“Made in St. Louis where has 10-8 Heel. 
GOOD SHOES are made” We make above styles to your order in six weeks 
Try Moore’s New Method fer Style, Fit and Satisfaction. They do 
not stay on the shelf. 


W. T. MOORE SHOE COMPANY 
1900 to 1912 Pine Street St. Louis, Mo. 
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The Twinkle Gray Vamp and Fox, 

Patent Colt Tongue and Collar, 

14-8 Spanish Heel, Medium Toe, 
Turn Pump. 
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THE DUTTENHOFER-STEVENS Co. 


Makers of 


WOMEN’S HIGH GRADE FOOTWEAR 
CINCINNATI 


‘*‘Master Shoemakers”’ 
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The Beet and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Capital Invested 
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Establishments 
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Product distributed to 
every country inthe world 











With more tanneries, shoe factories, makers of shoes and 
shoe machinery than can be found elsewhere in the 
world, New England offers greatest facilities to buyers, 
and supplies more than half of the footwear for this 


NewEngland is the worlds shoe centre 


shoe-wearing nation. 


INE factories of the Rice & Hutchins organization are 
located in New England towns where labor is especially 

skilled on the type of shoe they make. Their inherited ability 
is applied to the making of footwear for every-member of the 
family, and in several grades to suit various classes of consumers. 


Rice & Hutchins New England made shoes:are supplied quickly 
to dealers from several distributing houses located advantage- 


ously thruout the country. 


RICE & HUTCHINS 


INCORPORATED 
BOSTON 


“LISTEN IN"—Every Thursday at 
6p. m. AMRAD Sliation, Medford Hill- 
side, Mass., broadcasts shoe and leather trade 
conditions prepared by the N. E. S. L. A. 
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Is It Time for a Dominant Style? 


Are Merchants Getting an Overdose of Types and 
Patterns, Resulting in Fewer Selling Sizes and 
More Odd Lots? 


HERE is a very strong sentiment on the part of 
the trade that industries would be benefited by 
bringing back definite styles for each season; one 

dominant type of shoe to be pushed to the limit instead 
of the present system of variety in styles and the over- 
dose of patterns. The shoe industry is not the only 
industry in the country suffering from the same malady. 

One of the benefits that came out of the Chicago 
Convention and which still prevails in January, is the 
fact that there is no one new style that has come in 
with a rush supplanting all the variety of good styles in 
straps, colonials, oxfords and pumps that have been 
salable the past two months. The trade is not prepared 
for “dominant” styles—yet it is a solution of a vexing 
problem. 

If you read with care your last week’s issue of the 
Recorder, particularly the joint style reports of the 
National Shoe Retailers’ Association of the National 
Boot and Shoe Manufacturers’ Association, and 
then if you balance that report with the shoes illustrated 
with that number you cannot go far wrong in your 
selection of shoes salable up to May. The answer is in 
the salability of all types of shoes all the time. But 
this does not make for orderly shoe business nor 
economy in production or distribution. 

The merchant who is in a Rotary Club learns much 
from contact. with other merchants in his community. 
Shoe men find a similarity of experiences in styles of 
ready-to-wear garments, millinery and even jewelry. 
With all of these the over-dose of styles is something to 
be nationally commented upon. We have not seen 
anything more clearly put that explains the situation 
better than what was said last week by Ernest C. 
Hastings, one of the editors of the Dry Goods Econ- 
omist. 

“As we travel around the New York market and as 


we journey over the country seeing merchants, the big 
question today is ““What’s wrong with the ready-to- 
wear business?” 

“We don’t know for sure, but we’re willing to make a 
guess. 

“Style has for years been the stimulant of outer 
wearables. 

“For many years we were pretty well satisfied to 
bring out one dominant style feature a season and push 
it to the limit. It went big because a woman HAD to 
have a garment in the dominant style, or be considered 
out of date. 

“Then some one decided that if one dose of style 
would bring good business, two doses would produce 
better business. It did. j 

“Then along came another man with the idea that a 
triple or quadruple dose would bring still better business. 

“It did NOT. 

“Why? 

“Because with four, five or six styles coming out 
within as many weeks it was impossible for even the 
most rabid follower of fashion to keep up. Her pocket- 
book just couldn’t stand the pace. It got winded and 
developed heart trouble. 

“Then, too, the ultimate consumer discovered that 
it was no longer necessary to worry about style quite so 
much. Ten different women she met on the street had 
ten different kinds of garments, and all of them were 
stylish. 

‘So the woman who had been a slave to fashion began 
buying the garments that were most becoming to her 
and quit worrying about style except in a general way. 

“This was a boon to the folks of limited means. A 
slight alteration of last year’s dress or suit or coat and 
it was perfectly all right for the new season. And, it 
was looked on as stylish. If you doubt the truth of the 
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above, walk up Fifth Avenue some bright day and the 
variety and number of styles on STYLISH women will 
astonish you. 

“That, to my mind, is the principal thing that is 
wrong with ready-to-wear. Bring back DEFINITE 
styles for a season and business will pick up over night. 
Make it IMPERATIVE for every woman who wants 
to be up to date to buy at least one garment each 
season.” 

Can the shoe industry bring back “seasons” of 
definite styles, if not in climatic harmony then in “style 
harmony?” The Spring season opens with the one- 
strap having side cut-outs, stitchings, etc.—can it be 
made a national sweep? Will every woman feel that 
she must have a pair? Or will she continue to wear her 
low shoes bought months ago—and still good style? 


Get Publicity for Yourself 


ANY merchants leaving the National Convention 

in Chicago and many a manufacturer leaving his 

National Convention in New York made capital 

publicity in his local news papers through his observa- 
tions at the Conventions. 

In a previous issue of the Recorder we indicated that 
merchants should prepare to send their local news 
papers by night, wire the substance of national opinion 
on styles, prices and conditions for it would make 
welcome newspaper copy at home. 

It is interesting to note that Algot Bowman of 
Kewanee, IIl., received a full column story in the two 
newspapers of Monmouth, IIl., plus his local news- 
paper and in telling us about it he gives us this para- 
graph to pass on to you: 

“If every merchant that attended the conven- 
tion would take the opportunity to present to his 
local people his views of the proper styles, it would 
not only add prestige to his store, but also result 
in added confidence in his buying ability etc., 
when the people later on would see these styles in 
his window, and advertised in his ads.”’ 








Now the Group Plan 


E are facing an era of the elimination of the 
inefficient. This applies to manufacturers, whole- 
salers, retailers, mail order houses and other agencies of 
production and distribution even to the instruments of 
distribution of ideas—the retail trade association. 
There have been many small local associations that 
have died the past year because of the inefficiency of 
their programs and the inability of the rank and file 
of members to respond to the type of service rendered. 
Men who are so busy in their own stores that they give 
but scant attention to the obligation of organizations 
to get back precisely what they put in. Look now for the 
same measure of consolidation in big business as its 
possibilities in consolidation of associations. There is a 
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place for every little association to serve, but the little 
social meeting all by itself must have something 
stronger to support it. It is for this reason that the 
state associations in groups of states having similar 
interests have been able to gather in more members to 
do more work, because of the number of members and 
the increased revenue in dues. In the South Eastern 
states and in the South Western states, in the Tri-States 
and in nearly every section of states the functioning of a 
sectional retail association has proven very resultful. 
This week the attempt is made to bring about the unity 
of associations in New England—to group five small 
and struggling associations into one powerful unit with 
the Massachusetts association as the backbone of the 
movement. 


Will we in time see stronger sectional associations, 
having quarterly meetings based on the study of style 
needs as well as merchandising and legislative problems 
in their districts—these associations being several steps 
in advance of the local town and city associations? 
These bodies will at the same time nourish and upbuild 
local associations having local interests. 


Then the National Shoe Retailers’ Association, the 
fountain head and top of the pyramid of the retail 
industry, will be permitted to function as a very power- 
ful executive body, efficient in legislation, in the 
simplification of merchandising practices, and in the 
unification of ideals, so that the merchant can then feel 
he is protected in every division. Locally his town 
association can solve its town problems; sectionally his 
big association can sufficiently gage styles and condi- 
tions peculiar to that section, and nationally his 
national organization can serve as the great bulwark of 
protection as well as expansion. These are the most 
interesting recent developments in association life. 

The spring meetings in several sections of the country 
have a wide usefulness and there isn’t a man belonging 
to an association who is not being benefited by the 
national style reports issued quarterly, which serve as a 
platform upon which to buy with safety. With so much 
adverse criticism on associations in general, look to the 
specific benefits that have come out of these, before you 
wield the hammer. 





Is a Jobber a ‘‘Manufacturer’’? 


ANY years ago a judge determined that a retail 
buyer of shoes becomes technically a manu- 
facturer when he orders a factory to complete the 
operation of making his shoes. The mooted question 


as to whether or not a jobber ard wholesaler may 


rightfully advertise as a manufacturer will be given a 
hearing before the Federal Trade Commission on 
February 15, in the case of the Commission against the 
American Turpentine Company, a concern trading as 
the North American Fibre Products Company. 

The Commission contends that this practice is an 
unfair method of competition as it deceives the public. 
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Boot and Shc~ Recorder CREED 


Getting More Shoes Sold Right: not only “mere” but “right; sold for the“right®purpose, to 
the right wearer, in the right fitting, for the right price, at the right profit. This is the great 
problem of the retail shoe merchants. The chief purpose of the Boot and Shoe Recorder is 
to help solve it; for this is the basic problem upon which depends the progress of the 
entire allied industries relating to shoes and leather; their production and distribution. 
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Simplification Might Start with “End ; 

6: 
Showing what charts and statistics can be 
made to do toward turning loss into profit 


- 


When the Queen Goes Shopping....... 65 
Mid-West beauty chooses shoes for occasions 
at the N.S.R.A. Convention 


The First Signs of Spring 


Two pages showing how to spring new styles 
on the public. 


Federation of New England Shoe Mer- 
EE nn ceccainee a 


Recorder Merchandising Calendar for 
February ‘i delineeeswes 
Window Trims for February 


Three Sales-Accelerating Windows... .. 97 


What the Shoe Travelers Are Doing... .119 





‘Better Business Coming!’’ 


There is solid, satisfying significance in 
the fact that the keynote of two great 
January conventions was “Business is surely 
on the mend and 1923 will be brighter all 
along the line.” 


At Chicago, among the thousands who 
thronged the Coliseum at the N. S. R. A. 
Convention, optimism for the future ran 
high. At New York, the spirit of the dele- 
gates attending the National Boot and Shoe 
Manufacturers’ Association meeting was 
decidedly hopeful for a prosperous 1923. 


Most shoe merchants would rather be 
optimistic than gloomy. Here is certainly 
good food for optimism to feed on and a 
sound basis which can bejused profitably in 
gauging consumer demand ‘during the com- 
ing months. 


(hie 
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The pyramid of sizes shows instantly where profits are made on center sizes, 
and also where money is lost on end sizes. 


Simplification Might Start with “‘End”’ Sizes 


Important Message from Herbert Hoover to the 
Shoe Industry given through Wm. A. Durgin at 
National Boot and Shoe Manufacturers’ Convention 


Hoover, the service which the Department of 

Commerce has to offer, are of significance from 
two aspects. First, we believe this matter of simplified 
practice promises Jarge and immediate advantage to 
producers, distributors and users of boots and shoes— 
which classification comprehends the total citizenry of 
these United States. Second, and possibly even more 
important, through simplified practice and other 
Hoover-inspired activities of the department you leading 
business men have opportunity to establish Federal 
viewpoints of the most vital significance to develop- 
ment of our democracy, and thus take a part in the 
unfolding of the genius of our nation hardly second to 
that of the great founders. 


"Tire: proposals which I bring you from Secretary 


Waste in Industry 


Secretary Hoover’s conception of the tremendous 
importance of simplifying our commercial practices 
was first fully developed, perhaps, some three years 
ago when he was president of the Federated American 
Engineering Societies. Through his inspiration, this 
organization undertook a survey of six leading indus- 
tries to determine the amount of preventable waste in 
their current methods and processes. The six industries 
were: metal trades, boots and shoes, textiles, building, 


printing and men’s clothing. The individual percentages 
of waste ran from 29 per cent to 64 per cent, on an 
average, 40 per cent of all the capital, labor, thought, 
effort, time, put into these industries, was found to be 
wasted—absolutely thrown away, with nothing to show 
for them. 


Where Shoe Trade Stands 


The boot and shoe group is just about the average— 
41 per cent. No doubt many of you will largely dis- 
count these statements. The men who made the 
investigation were engineers of outstanding national 
reputation, but possibly you feel that the findings of 
any technical men are prejudiced. Very properly you 
will maintain that no outsiders can possibly get all the 
facts in a few months’ investigation, and so you may 
assert that these figures are not more than half right. 
Very well! Let’s accept that basis of one-half for the 
moment. It will reduce the average figure for industrial 
and business wastes to 20 per cent. Even so, with a 
national production of fabricated products last year 
amounting to at least fifty billions of dollars, a 20 per 
cent waste indicates ten billions gone to no effect or 
profit! I take it that your pro rata share of a ten 
billion dollar waste is worthy of your most thoughtful 
attention! 
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The great ‘‘selling — of a stock of women’s shoes, revealing al a 
glance the profit in “‘right’’ sizes. 


What is Intended by Standardization 


The particular application of this waste statement to 
our proposals for Simplified Practice lies in the state- 
ment of these engineers that a very considerable part of 
the waste is due to lack of standardization. Being 
engineers, they naturally regard standardization as the 
proper term, but to many people that particular word 
has come to have a most unfortunate sound. No sooner 
do they hear it than they begin to think of a world 
something as shown here—a world in which we shall 
live in identical houses fronting upon reticulated side- 
walks ornamented by rigidly uniform shade trees—a 
world where the Rolls Royce and Ford shall differ only 
in dimensions, where we shall walk and dress with 
identity even to our very shoes, where the dear ladies 
must sacrifice devotion to transitory style and express 
individual beauty through a standard hat bearing a 
standard feather in a standard curve—where the 
standardized dogs shal) be of color to match the single 
and universal clothing material and where, with care- 
fully controlled temperatures and air currents the 
smoke shall rise from every chimney at a fixed time in 
identical querlicues only to condense in standard clouds 
moving at invariable speed. 

Moreover, when people thinking along these lines 
hear of any governmental activity in standardization, 
they at once see us in the guise of this policeman wield- 
ing a heavy club over the unwary and enforcing accept- 
ance of standardized decrees. 


Not at All Hoover's Purpose 


I take it, this picture represents the perfect antithesis 
of everything you could have in mind as profitable 


development through simplification. Certainly it 
portrays the direct opposite of Secretary Hoover's 
purpose. In the first place, the men he has assembled 
in his Division of Simplified Practice leave all questions 
of style, of art, of design, of invention, of true expres- 
sion of individuality, absolutely alone. We are looking 
for larger, broader American living through waste 
elimination, not for any Prussian impositions of mass 
uniformity. Second, we have no aspiration to serve as 
policemen! Our function is to support you in measures 
for mutual benefit of all interested in the boot and shoe 
industry. If there is any policing to be done you will 
have to undertake it yourselves! And, finally, the only 
application of simplification which interests us is those 
every-day, common sense measures which will gain full 
advantage of interchangeability, mass production, 
reduced stocks, quick turnover and high quality prod- 
uct for American industry, with an increased profit 
to every interest. 

Many of the wastes we treat, result from the outworn 
belief that the only way to build business is to make 
something different. In every commodity each pro- 
ducer has been adding different quirks yearly; each 
distributor and user has been educated to demand still 
more different things, until varieties have run wild. I 
wonder if you appreciate how far this over-diversifica- 
tion has gone. 


An Example in Azes 


Last September many hardware manufacturers met 
with us in Washington—one group representing axes. 
Now unless you have had special experience you prob- 
ably think of an axe as just an axe! A primitive tool 
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associated in your mind with Abraham Lincoln, Theo- 
dore Roosevelt, in diminutive form with George 
Washington, and possibly with your own early concep- 
tions of the meaning of labor! The simplest sort of 
implement, isn’t it? And yet, survey of three manu- 
facturers’ lines shows these three concerns offering the 
simple axe in 34 models, in from one to four grades, 
from one to 35 brands, from one to eleven finishes 
and from five to nineteen sizes. Six thousand one 
hundred and eighteen different axes competing for your 
purchase from only three manufacturers. Further, on 
the American sales managers’ creed of “Give the 
Buyer What He Wants,” you can probably get any 
one of the 34 models in any of the four grades, in any 
of the 35 brands, in any of the 11 finishes, in any of 
the 19 sizes, so you really may exercise your dis- 
crimination between nine hundred and ninety-four 
thousand, eight hundred and forty different axes. 


Whatever the necessary varieties in boots and shoes, 
you'll admit, perhaps, that axes are running a bit wild! 
Possibly you'll admit, too, that some simplification 
will help, not only the retail dealer, but the wholesaler 
and especially the manufacturer. 


To Decrease Standing Stocks 


In the boot and shoe industry, as in any industry, we 
believe that simplification will secure some or all of 
these advantages: 

Stocks will be greatly decreased; production costs 
reduced—not immediately, perhaps, if the manu- 
facturers are equipped to make the full variety, but 
ultimately, reductions will be very large; selling ex- 
penses will come down; misunderstandings and mis- 
representations likewise will decrease; and lessened 
investment will make for greater stability; finally, on 
this side of the account, all costs to users, too, must be 
lessened. 


Simultaneously, the producers’ and distributors’ 
turnover will increase; stability of employment will be 
improved; there will be greater promptness of delivery; 
our foreign commerce will be notably benefited, as 
already outlined; better quality of product must result; 
and, best of all perhaps, profits to all three groups will 
be materially greater. 


These and other lesser advantages are being proved 
already in those lines where Simplified Practice can be 
made broadly effective. It is of considerable advantage, 
of course, even when applied individually, but the 
movement becomes of national importance in propor- 
tion as it becomes general. 


To Assist in Stabilization 


To be sure, the Joint Commission of Agricultural 
Inquiry shows the profit of the retail shoe dealer fast 
approaching zero. To be sure, on every hand we hear 
the demand for a stabilized shoe industry. It seems 
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rather likely that the profits of the manufacturer and 
the wholesale distributor have a trend very similar 
to the retailer. With the greatly changed commercial 
conditions precipitated by the war and probably con- 
tinuing at least for the remainder of our lives, some 
fundamental realignment of our industria] thought is 
essential, but the initiative, gentlemen—constructive 
action—lies with you. 

We are at your service in support; we have certain 
experience, certain contacts, which should be of great 
advantage, but we can only work when you take the 
initiative. 

The Vezratious Field of Sizes 


It has been suggested by some expert shoe men that 
a good starting point for simplification would be in the 
vexed field of end sizes. They tell us that in women’s 
shoes the entire range of sizes and widths reaches 196 
varieties. They assert that 80 per cent of the turnover 
is in 38 varieties; that 16 per cent more is in an addi- 
tional 47 varieties, and they urge that if a considerable 
proportion of the new styles were made only in the 80 
per cent grov p, or possibly in the 80 per cent and 16 per 
cent groups, a very notable decrease in investment and 
losses, a very marked improvement in profit and turn- 
over would result. Perhaps that is worthy of inves- 
tigation. 


The Asset Value of Selling Sizes 


These same experts, or similar experts, present a 
comparable picture for the concentration of demand in 
men’s shoes. Certain figures covering 102 varieties, 
combining sizes and widths, in men’s line, show a 
distribution of demand as given in this curve—102 
varieties manufactured and carried, while 62 per cent 
of the sales are on 18 sizes, and 23 per cent more in an 
additional 16; that is to say, 85 per cent of the total 
sales on 34 sizes, or one-third of the complete range, 
which leads one prominent shoe man to say, A pair 
of shoes in any old style in size 8-C has an asset 
value ten times greater than the newest and best 
possible style in size 5-D. 

Isn’t there possibility here of simplification which 
shall actually be of advantage? Won’t you take this up 
seriously? Won’t you appoint a real committee com- 
posed of a few of the most influential men stil] willing to 
work hard? Won't you at least investigate the pos- 
sibilities sympathetically? 

These proposals bespeak your attention, first, as of 
immediate potential benefit to your industry, and 
second, as I said in the beginning, as a most important 
co-operative undertaking between industry and the 
Department of Commerce in the Secretary’s very 
earnest effort to make our department the great servant 
and representative of business in Federal Govern- 
ment. 
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When the Queen Goes Shopping, What 
Does She Buy ? 


was selected as queen of charm and beauty of 
the State of Iowa at the last state fair held in 
Des Moines, last fall. Sixty-two hundred photographs 
were entered in the contest from which the most beau- 
tiful girl of each of the twelve congressional districts 
was chosen. The 12 fortunate girls were invited to the 
state fair at Des Moines, where they mingled with the 
committee which consisted of artists, sculptors, and 
college professors, who not only judged the girls from 
the standpoint of beauty, but, in ad- 
dition, observed othercharacteristics of 
charm, mannerisms, personality, poise 
and all the essentials required of the 
individual selected as the most beau- 
tiful and distinctive gir] in the State 
of Iowa. Miss Murray met all the 
qualifications of the committee and 
was crowned queen of the state by 
Governor Nat Kendall of Iowa. 


M. ISS BONNIE MURRAY of Sioux City, Iowa, 


Hal Stewart Issues Statement 

Miss Murray was in attendance at 
the N. S. R. A. convention in Chicago 
as the guest of the Iowa State Shoe 
Retailers’ Association, who wanted to 
share with the shoe world the oppor- 
tunity of feasting their eyes on the 
queen of their state. This was the 
statement issued by Hal Stewart- 
prominent retail shoe merchant, of 


lisher of the Sioux City Journal, chap- 
eroned the young lady at the con- 
vention. 

The Recorder asked Miss Murray if she would, after 
thoroughly canvassing the convention, select the shoes 
that reigning beauty would require in one day. Ac- 
companied by a reporter and without any suggestion 
or opinion from him the following shoes were selected, 
with some reasons as to her choice. 


“My Shoe Selection”’ 


Boudoir Slipper—An iridescent silver cloth mule 
with quarter—pink satin quilted lining and 14-8 heel. 
The mule with quarter was selected because of the com- 
fort and ease in keeping it on the foot. The color could 
be worn with anything. 

Morning Slipper.—Black kid, turn, button one-strap 
with imitation perforated tip. Perforated quarter and 
vamp and 12-8 rubber heel. Black was selected because 
of the time saved in changing hosiery. A turn shoe ap- 
pealed because of the comfort, especially when working 
around the home. 


“ : MISS BONNIE MURRAY 

lowa City. Mr. S. J. Perkins, pub- 0f Siouzr City, Iowa, who altended the 

N.S. R.A. Convention, after having been 

crowned queen of the state by Governor 
Nat Kendall 


Hiking Boot.—14-inch moccasin elk welt boot with 
8-8 leather heel. Due to the constant use of low shoes 
women’s ankles were becoming more prominent, and 
the hiking boot worn out-doors offered an opportunity 
to lace the ankle tightly and prevent its enlarging, 
stated Miss Murray. 

Bath Slipper—Pink satin quilted mule, trimmed 
with lace and rose buds and 14-8 heel. 

Tennis Shoe-—White canvas high shoe trimmed 
with imitation leather, rubber sole—ankle protectors. 
Loose lined and composition in- 
sole. 

Afternoon Slipper —Brocaded black 
satin turn, 16-8 Louis heel, small 
tongue pattern. Vamp of striped 
brocaded satin and quarter plain. 
The new brocade effect was attractive 
because of the pattern which, it was 
stated, had a tendency to make the 
foot look more slender. 

Sport Shoe-—Sport oxford of white 
nile cloth trimmed in white kid with 
spray tip design and 8-8 flage heel. 
White was selected due to its possi- 
bilities of being worn with any cos- 
tume. 

Golf Shoe.—Sunset calf, blucher ox- 
ford, trimmed with two rows of 
orange stitching, soft toe withcrimped 
vamp and tongue and crepe sole and 
heel. 

Walking Shoe——Tan calf slashed 
tongueless welt oxford, imitation tip, 
perforated vamp and quarter, six 
blind eyelets and 13-8 Cuban heel. 

Evening Slipper —Gold brocade, trimmed with gold 
kid of collar and cross straps with four ribbon eyelets. 
This sandal effect carried a 16-8 Louis heel. 

The above selection of footwear were the shoes Miss 
Murray liked best and the queen’s choice is always ac- 
claimed as being perfect. Retail shoe merchants would 
have received a most important viewpoint of mer- 
chandising had they accompanied Miss Murray on her 
tour of the large Coliseum at the convention and heard 
her reasons for selecting certain types of shoes, which 
in every case were practical to an exacting degree. 





An Advertising Error Corrected 


In the full page advertisement of the Menzies Shoe 
Company, appearing on Page 304 in our issue of De- 
cember 30, the price of the work shoe described and 
illustrated was given as $3.50. It should have been $3.60. 
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he 2 first oe. of Spring 


Just as it takes time to develop a new style in 
apparel or footwear to a point of general popu- 
larity, the point of profitable interest in a change 
from one season's attire to another is gradually 
reached. 

A complete change in advertising is essential 
with the arrival of the first Spring styles. The 
sooner advertising takes on the atmosphere of 

Spring the greater will be the momentum gained for a lucrative 
Easter business. 


Ads should radiate authenticity in style and pattern. The 
style of ads in type and art work should be set for the coming 
season. Proofs of type faces should be furnished by your news- 
paper in order to pick a pleasing display face and a harmonious 


body type. 
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NamMe Here 


STREET TOWN. 


Your Name Here il Your 


Street Town 
































Shoe designers match the beauty of gray in gowns for Spring. 


And straps. Cut in dainty patterns. For street and party. A posi- 
tive treat. 


Two advance styles. In gray and in brown. Worn by costumers 
models with the latest frocks in New York and Chicag>. they were 
Pronounced correct by all who saw them 
an have appeared on the boulevards of cities where fashions 

€. 


‘omen of taste have decided in their favor 
All we did was to place our order with the manufacturers who have a 
national reputation for fit and quality—and the result! Two smacking 
metropolitan hits, the very ones you'd select were you to visit the 
fasion centers 


Words do not do our advance models justice. You must see them, 
try them on, to appreciate fully their many-sided charm. 


Fresh from the des' rs—selected from a score of beauties as leader 
in a season when all i the world does homage to youth and grace 
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oo LK and the Recorder Ad Visor 


GB. A > carries the new footwear 
‘tee into homes via‘newspaper 








The First Gay Heralds of Spring 


irst Gay Heralds Evidence of a changing season. 
* as ss. ctcaco 


Fashion changes her footwear and milli- 
nery before all else. And the new pumps 


on sentaih Beauty aoe arrived early to fill between-season 


ParisianSmartness Sensible idea, too. A pair of these pumps 

-- fimericanGoodness will freshen your spirit—bring a new snap 

in new StrapPumps to your step. Springtime is part of them— 

and youth; our designers took care of that 

in line and leather. Gray and brown, to be 

sure. It is the edict borne to us on the wings 
of authority from far and near. 

























































































Ines é Bitds & Blossoms 


Your Name Here Lf Spring footwear 


Street Town 









































Buds and Blossoms of Spring 
Footwear 























A strap and a colonial are selected. 








For a season poetically termed youth, life, 
laughter—Spring. 














Each one holds a promise of blooming into 
high favor before many days. 


; Better see — for yourself in order to ' am 

orm an opinion of what the new styles offer L 

in nti ray a - that is the basis of style— Your Name Here 
a quality for which we annually search the 
best markets. ‘ Add uns 
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Close-ups of the Trade!—See if you can recognize them all—men who took part in the industry's recent great exposition 


Everybody Wanted John Slater 


Delegations from Every State in the Union 
Unanimously in Favor of 
New York Man 


AD the election of President at the N. R.S. A. 

been by popular vote instead of by the board 

of directors no other candidate would have had 
a chance against John Slater. From every section of 
the country, from every state in the union, the dele- 
gates were unanimously in favor of Mr. Slater. It was 
only a question of inducing him to accept at their hands 
the highest honor which it was possible for them to 
confer upon one of their members, 

The handclapping, cheering and hurrahs, when Mr. 
Slater’s name was announced as the head of the organ- 
ization, was sufficient evidence of the popularity of the 
man chosen by the directors. 

Later on the exposition floor of the Coliseum, when 
the question was asked, ““Who was elected President?” 
and the answer was, “‘John Slater,” such expressions as 
“good,” “fine,” “the best possible choice,” etc., were 
always heard. Not one dissenting voice was heard. Not 
a single man criticized the action of the Board of Di- 
rectors in making their choice. 


A Leadership in Merchandising 


Mr. Slater has won for himself a warm place in the 
hearts of the retail shoe merchants of the country, 
because of his democratic principles, and his stand 
for the right, which he has invariably taken and ad- 
hered to as a member of the Board of Directors, and 
the important committee on which he has served. 

Mr. Slater is the head of the firm of J. & J. Slater, 
one of the oldest and best known firms selling high 
grade shoes in New York city. 

Mr. Slater is prominent, not only in shoe circles, but 
as a member of a number of business organizations that 
have as their object the welfare of the city and state 
in which he lives. 

In a very few brief remarks upon assuming the gavel, 
he asked for the co-operation of the officers and mem- 
bers of the organization, and he meant what he said. 
It is the hope of the present administration that the 
year 1923 will stand out as a year of accomplishment 
in the organization, and the members of the Associa- 


tion will ever find their President willing to listen and 
anxious to serve. 





Texas and Oklahoma to Hold Joint 
Convention 


February 12, 13 and 14 are the dates selected for a 
joint covention of the Texas Shoe Retailers’ Associa- 
tion and the Oklahoma Shoe Retailers’ Association. At 
the same time the Southwestern Shoe Travelers’ Asso- 
ciation will hold their annual convention. All of these 
events will take place at the big new Texas Hotel at 
Fort Worth. 

Three years ago the Texas Association invited the 
Oklahomans to attend the annual convention held at 
Dallas as the guests of the Texas Association. The 
meeting proved profitable alike to the merchants of 
both states, but it was primarily a Texas convention. 

This year the meeting will be a joint convention, par- 
ticipated in by both Associations. The program will 
be the result of consultations between the officers of 
both Associations, and men from both states will appear 
on the program. Unless preliminary arrangements are 
changed L. E. Langston, President of the Texas Asso- 
ciation, will act as presiding officer one day, L. Lyons, 
President of the Oklahoma Association, will preside 
over the meetings one day, and President 
of the Southwestern Shoe Travelers’ Association will 
have charge of the meeting the other day. 

On Sunday, February 11, the directors of the respec- 
tive Associations will hold their annual meetings. 


Big and Profitable Conventions 


The Texas Association has earned a reputation for 
having both big and profitable conventions. Their 
plan of program has proven exceptionally interesting 
and valuable to the merchants. As has been the custom 
heretofore, a considerable portion of the time will be 
devoted to open forum discussion of the problems which 
are weighing heavy on the minds of shoe merchants of 
that section of the country. In each instance a man has 
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been chosen to lead the discussion who is qualified to 
speak on the topic before the house, and backing him 
up will be several other prominent merchants who have 
given thought and study to that particular subject. 
How to buy and what to buy in styleful shoes will be 
one of the topics in which every merchant in both states 
will be interested. It is a recognized fact that some of 
the best style pickers in the country are located in the 
Southwest, and the merchants from smaller cities can 
reap a world of information from these discussions. 





Footwear Review Models Awarded 
Bonuses for Salesmanship in How ‘They 
Put Over” the Styles. 


A model on a runway contrary to general opinion is 
not supposed to be there for the purpose of attracting 
attention to herself. She is a saleswomen for the time 
being at least. Her job is to sell the shoe she has on her 
foot to the merchant who sits on the sidelines. She is 
expected to display the shoe she is wearing in such a 
way that the merchant will get the detail of the style, 
the elegance of the pattern, the fitting qualities, the 
purpose for which it is intended, and the general make- 
up of the gown with which it can be most appropriately 
worn. 

These were the facts that were strongly impressed 
upon the models which appeared upon the runway at 
the shoestyle revue at the N.S.R.A. Annual Convention. 

It was also strongly impressed upon the models that 
in order to accomplish this, the gowns which they wore, 
and which they themselves furnished, must be in 
harmony with the footwear they were displaying; that 
the gowns must be attractive, perfect fitting, and up to 
the minute in style. 

They were told that salesmanship depends to a great 
extent upon the personal appearance, that is upon the 
animation of the salesperson, the pep and enthusiasm, 
the manner of acting, and the attitude which the sales- 
person affects toward a prospective customer. 





Awarded by Convention Committee 


In order to get these things clearly before the minds 
of the models and to impress upon them the necessity 
of having proper attire, having their hair dressed 


Sketches from Chicago Convention:—we offer a prize of Dr. Marshall's new book to the person who identifies 
most of the men cartooned on these pages. 





properly, having a sufficient change of garments, and 
have them display the footwear in the most attractive 
manner, the Footwear Style Revue Committee offered 
a series of bonuses to the models. Each model having 
equal chance to compete for the extra money. 

Five awards of fifty dollars each and ten awards of 
twenty-five dollars each were held up as an incentive 
for better salesmanship on the part of models. 

A series of merits and demerits was worked out and 
fully explained to the model. A competent committee 
was selected to make the award. The one big thought 
that was impressed upon them was, that they were 
working for the manufacturer who émployed them, and 
not to win the smiles or the winks of the people on the 
side line. 

The bonus money was awarded by the N.S.R.A. and 
not by the manufacturers. The costumes were provided 
by the models themselves, except in rare instances 
where a special costume was needed, which was not a 
part of a regular wardrobe, and in such cases was 
supplied by the manufacturer. 


The Bonus Winners 


A fifty dollar bonus check was awarded to Lillian 
Brems, who modeled for the Thomas G. Plant Com- 
pany, Boston; Muriel Rodgers, who modeled for 
Kozak & McLaughlin, Brooklyn; Beatrice Brown, who 
modeled for Strassburger-Styles, Inc., Brooklyn; Betty 
McCutcheon who modeled for J. Albert & Son, Brooklyn; 
Marie Lane, who modeled for Harrisburg Shoe Manu- 
facturing Co., Harrisburg, Pa. 

The winners of the twenty-five dollar bonus checks 
were: Edna Clausen, who modeled for the Pontiac 
Shoe Company, Pontiac, Ill.; Harriet McGrath, who 
modeled for C. D. Brown & Company (Leather), 
Rochester, N. Y.: Vivian Bradford, who modeled for 
Morris Lapidus, New York; Vicky Hammer Merston, 
who modeled for 1. Grossman, Inc., Chicago; June 
Ellert, who modeled for Rickard Shoe Company. 
Haverhill, Mass.: Mimi Blaker, who modeled for P, 
Sullivan & Co., Cincinnati; Violet McGaff, who modeled 
for the Shoe Specialty Company, St. Louis; Margaret 
Fitzgerald, who modeled for the Juvenile Shoe Com- 
pany, Carthage, Mo.; Esther Bernhard, who modeled, 
for the Nathan D. Dodge Company, Newburyport, 
Mass.; Doris Falkner, who modeled for Fred A Eyre 
Inc., Brooklyn. 
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Federation of New England Shoe Merchants 
Is Planned 


setts Shoe Retail Merchants’ Association held 

at the City Club, Boston, January 24, was a 
session of four and one-half hours of concentrated 
attention. Under the new scheme of association- 
management started by President Hagan, one repre- 
sentative merchant becomes chairman and program 
committee for each of the monthly meetings. This 
time it fell upon Fred W. Small, manager of shoe 
departments of Gilchrist’s. 


[Ts post-convention meeting of the Massachu- 


W. W. WILLSON 


Who urges the union of all the retail shoe 
merchants’ associalioss 


W. W.}Willson opened the business session with a 
plea for the formation of a New England Federation of 
Retail Shoe Associations. After considerable discus- 
sion the Massachusetts Association endorsed the 
project,Pand it now remains for the other states to be 
lined up so that a big convention can be held in July, 
of all the shoe merchants in New England. 


Shoe Styles Summarized 


The discussion of style can be summarized as follows: 
On men’s footwear, J. H. Woodbury said, “Less perfora- 
tions and more stitching, plain toes and saddles.”” These 
were the high lights of opinions on style which were 
followed by Messrs. Manning, Andrews, Howe, Wood, 
Roose, Hagan, Wilson and others with the following 
points emphasized: “Crepe soles have possibilities 
providing they are attached carefully. The front vamp- 
crease, with cord or crimping, is a good feature of style 
for men, and for girls who follow the mannish types.” 


“‘When it came to women’s shoes these men also led 
the discussion emphasizing that if a thousand pairs of 
white shoes are ordered, nine hundred should be 
straight white and one hundred colored trimmed.” 
“Two tones of brown look good in New England.” 
“Shoes will be fancy and then some.” “The spring 
season opens very early in February.” “Footwear that 
at the end of one season shows strength of demand is 
likely to open up strong at the beginning of the next 


season.” 
Patent for Children 


On the subject of children’s shoes John A. Manning 
brought out the fact that adult styles influence so 
strongly children’s shoes that the store that can trans- 
late style quickly profits most. The patent leather one- 
strap is the one best bet for spring, despite the fact that 
it was the biggest number last season. 

C. E. Fraser of the Harvard School of Business 
Administration who is one of the staff of experts who 
went to Chicago to consult with the merchants on their 
systems of doing business, gave an excellent explana- 
tion of the problems solved at Chicago. 





Shoe Industry Gets Slogan Without 
Spending a Cent 
The adoption of the slogan “Walk and Be Healthy” 


by all branches of the shoe trade, both manufacturing 
and retail, is expected by prominent leaders in the shoe 


industry. The slogan, originated by the Tolman 
Davidson Advertising Press, Inc., of this City and 
Boston, was put’ before the National Association of 
Boot and Shoe 
Manufacturers’ in 
New York, the 
convention in- 
stantly recognizing 
in it a slogan which 
they feel will bene- 
' fit both manufac- 
‘ turers and retailers. 
It is copyrighted 
by the local com- 
pany, but:the copy- 
right is to be transferred to the national association. 
The slogan was brought before the convention by 
JohnC. McKeonofLaird, Schober & Co. of Philadelphia, 
who pointed out that statistics show a decrease in the 
consumption of footwear in this country. He believed 
the development of the automobile and other changes 
in the mode of living probably accounted for it. Com- 
menting on the proposed slogan, he said he thought it 
one which would benefit the entire shoe industry and 
recommended that firms use it on their stationery and 
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in their national and local advertising. He announced 
that the firm which composed it desired no remunera- 
tion for it; simply credit for the idea. 

President Briggs of the association commented fa- 
,orably upon the slogan and suggested its dedication 
to the shoe industry. It was unanimously adopted. 





Boot and Shoe Club Holds 
Meeting 


Boston.—The feature of the evening at the January 
dinner of the Boston Boot and Shoe Club at the Copley- 
Plaza, Wednesday, January 24, was the address of Dr. 
Samuel Wesley Stratton, newly elected President of the 
Massachusetts Institute of Technology. There was a 
good attendance and the president of the Club, John 
A. Gardner, was at his best in his humorous and pleas- 
ing style of introducing speakers and making announce- 
ments concerning the activities of the club. 

Memorials were read on the death of Charles M. 
Lawrence, late vice-president of the Club, and the late 
Edwin R. Hoag of Chelsea, a former president of 
the Boot and Shoe Club and a prominent shoe manu- 
facturer. 


Salesmen’s Night February 21 


Secretary Thomas F. Anderson called attention to 
the importance of the next meeting of the Boot and 
Shoe Club on February 21, which will be the annual 
salesmen’s night and the closing dinner of the season. 
The desire was expressed that all the members of the 
Club should make it a point to bring their salesmen as 
guests and make that event a greater success than 
any similar affair 

In his address, Dr. Stratton said that an important 
factor in industrial progress today is the willingness of 
different industrial units to sit down and work together 
for the industry as a whole. Practically every industry 
is organized. 


Benefits of Co-operation 


“Instead of keeping things secret as formerly,” he 
said, “they now give one another the benefit of their 
experiences. This does not stifle competition, as is 
sometimes supposed—it stimulates competition. There 
has never been a time in history when there has been 
as great anxiety to improve products and eliminate 
waste. There is still, however, an unbelievable amount 
of waste which is being reduced daily.” 


Two Big Conventions Described 


Following the remarks of Dr. Stratton, there were 
informal five-minute talks by Mr. Frank R. Briggs, 
President of the National Boot and Shoe Manufacturers’ 
Association, reviewing briefly the work of the Associa- 
tion at its annual convention last. week in New York, 
and by James H. Stone, President and Editor of The 
Shoe Retailer, on the activities of the Natioanl Shoe 
Retailers’ Association’s convention at Chicago. 
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Baker-Field Corporation Commences 
Business 


Bridgewater, Mass.—The Baker-Field Corporation 
has entered the ranks of the shoe manufacturing group 
of the Old Colony District. This company has been 
formed by the re-organization of the J. Ralph Baker Co., 
well known shoe manufacturers of this place. J. How- 
ardj Field, formerly with the Charles A. Eaton Co., 
for many years, is the treasurer of the new company. 
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J. HOWARD FIELD 


Treasurer of the newly formed Baker- 
Field Corporation 


Bernard T. Boylan, of Brockton, is the vice-president 
and J. Ralph Baker, East Bridgewater, is the president. 

The business and factory plant of the J. Ralph Baker 
Co. is taken over entirely, and will be continued by the 
new corporate body. It is expected that under the new 
arrangement there will be a material broadening out in 
the business of the concern. 

The J. Ralph Baker Co. has been one of the growing 
concerns of the Brockton district, and this change offers 
unusual opportunity for expansion. 





Boston Has Fire in Shoe District 


Boston—On Monday evening, January 22, a four- 
alarm fire took place in the six-story brick building of 
118-122 Lincoln Street. 

The building was occupied by the Boston sales 
office of Thos. H. Logan Company, but luckily there 
was nothing destroyed that would in any way interfere 
with the progress of business. Office equipment and 
sample cases containing shoes were lost, but new ones 
were speedily obtained and a temporary sales office 
was opened at 175 Lincoln Street, with the John R. 
Donovan Company. 

In addition to the Boston office of Thos. H. Logan 
Company, the warehouse of R. E. McDonald Com- 
pany, wholesale shoes, was burned, but in this instance 
also business is now ‘progressing as usual, temporary 
offices having been opened in the basement of the Al. 
A. Rosenbush building at 146 Lincoln Street. 








~l] 
to 


BOOT AND SHOE RECORDER 


January 27, 1923 





Here’s a group of children who displayed Lynn shoes at Lynn's annual style show 


Lynn Has Its Annual Style Show 


YNN’S annual style show was. presented, last 
L week, in Casino Hall, under the auspices of the 

Lynn District Association of Superintendents and 
Foremen, aided by the Lynn Shoe Manufacturers’ As- 
sociation, and the Lynn Merchants’ Association. 

The Superintendents’ and Foremen’s Association ar- 
ranged and carried out the program for the two nights’ 
display. The Lynn Merchants’ Association provided 
the costumes, and 30 members of the Lynn Shoe Man- 
ufacturers’ Association provided new styles in shoes. 


After the Big and Little Buyers 


The purpose of the show was to arouse local pride in 
shoemaking, to present new styles in apparel, for the 
advancement of merchandising, and also to attract the 
attention of buyers, both the wholesale buyers who buy 
Lynn shoes and the retail buyers who patronize Lynn 
stores. Besides, there was an element of entertainment 
in the matter, for, after the style show, the superinten- 
dents and their friends danced. 


Prominent Men Invited 


Among the invited guests were Herbert T. Drake, 
president, and Thomas F. Anderson, secretary of the 


New England Shoe and Leather Association; Thomas 
A. Delany, of the’ National Shoe Travelers, and Samuel 
L. Fisher, acting president of the Lynn Shoe Manufac- 
turers’ Association. 

Among the Lynn manufacturers whose shoes were 
worn by models on the runway were :— 


List of Exhibitors 


A. M. Creighton, Bagley & Delury, W. F. Hooley, 
Cushing Shoe Co., D. A. Donovan & Sons, Gregory & 
Read, J. I. Melanson & Bros., Travers Shoe Co., 
Charles E. Wilson, Bartlett; Somers Co., Hoag & 
Walden, A. E. Little & Co., Cruise & Sullivan, Harney, 
Tracey & Crehan, Capitol Shoe Co., V. K. & A. H. 
Jones & Thomas, Bender Shoe Co., Murphy, Gorman 
& Waterhouse, Trio Shoe Co., Burdett Shoe Co., 
McLaughlin, Conway Co., Hennessey, Maxwell & 
Hennessey, P. J. Harney Shoe Co., Hooper, Lawrence 
Co. and the Watson Shoe Co. 

Also Goodwin Bros., and McNichol, Taylor Co., 
last makers, the United Pattern Co., pattern makers, 
the Hayward Hosiery Co., and other supply firms 
showed specimens of their styles. 





2 


Qi a, S005 > 52 SIR SIR P25 PD AGP? 5 











‘as 


3 Pr 9 





O 
fe 
:= 
nd 








GO» , O25. 
“og 
SE. 


~—— = =~ =~ * 


; DA LIR | 


i} 
* 


> Ady : fOr: 
~ o “Ss x Fx. 


~e=— = == 6 =e =| = «= Se ee Oe ee oe ee oe oe Se 





» 
—_— 
eee 





= 


Pr 5.2 ; Or : Or | 


4 
—— 


ee 
a pay OR . 
o ge > *. 





» . Os, : Oy 
Pr na SYR i, GR 


Society's Newest Javorite~ 
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They Thought They Knew But Didn't 






Harvard Bureau Experts Opened the Eyes of Many Merchants as to Actual 
Condition of Their Businesses 


Confidence is 
one of the principal 
foundation stones 
upon which _busi- 
ness is built. The 
prudent man is cau- 
tious about reveal- 
ing the innermost 
figures and facts of 
his business to a 
stranger. But 
when that stranger 
becomes a friend, 
and has proven 
himself worthy, 
then that same 
prudent business 
man no longer hesi- 
tates about giving 
up the facts and 
figures incident to 
his business. 

For eleven years the Bureau of Business Research of 
Harvard University has been collecting facts and fig- 
ures on retail shoe business. It has taken all these 
years to convince many merchants that the facts about 
their business given to the Bureau were held in the 
strictest confidence, and were not obtainable through 
the Bureau by any outside person or agency. 

Last year at the convention of the N. S. R. A. a 
number of merchants who had had previous experience 
with the Bureau brought with them their stock rec- 
ords, their inventory statements, and their trial bal- 
ances. 





Cc. P. MACNATIR 


Who was in charge of the Harvard group 
at Chicago 


Over Three Hundred Merchants Benefit 


This year the number who brought these documents 
with them ran into the hundreds, and the offices fenced 
off and allotted to the Bureau presented one of the busi- 
est sections of the whole convention outlay. There 
were over three hundred interviews, lasting from thirty 
minutes to three hours, besides several hundred more 
of shorter duration. 

Some of these merchants came back time after time. 
They would go over their records with a representative 
of the Bureau, go to their rooms, figure the thing up, 
and come back again for more information. 

While all merchants who visited the Bureau were 
interested in information about their profit and loss 
figures and other parts of their financial statement, a 
great deal more interest was shown this year than last 
year in stock record systems. 





Some retail merchants came to the Bureau with the 
idea that they knew their business pretty well. They 
were buying shoes and selling them. They were doing 
as good a business as any one in their town. When 
asked in regard to their balance sheets, their expenses 
in relation to sales, the net worth of their business, 
when they came to give thought to the detail, they 
found out that they did not know just where they did 
stand. They were not definitely sure whether they 
had made a profit or loss. They were just guessing. 


To Know Where You Stand 


A manufacturer came to the Harvard exhibit with a 
merchant of this type. After listening to the conversa- 
tion a little bit, he turned to the merchant and said: 
“If you would send your figures in to this Bureau, you 
would know just where you do stand, and not have to 
guess.” 

Occasionally a man came to the Bureau who was per- 
fectly satisfied to run his business without any records, 
believing he could keep it all in his head and not have 
to bother with figures. One such man, before opening 
a retail shoe store, was a farmer. He didn’t want any 
stock records. They meant a lot of bother. He knew 
what he had in his store, and any time the shoe busi- 
ness didn’t pay he would go back to the farm. If you 
happen to be in the real estate business, keep your eye 
out for this fellow. He will soon be in the market for 
a farm on a long payment plan. 


Some merchants came in who expected the Bureau 
to turn their losses into profits, and expected the Bureau 
to do the work for them. They did not seem to realize 
that the Bureau can only advise them what to do, and 
the merchants themselves must do the actual work, 
and that anything really worth while takes work. 

One merchant came in, who had operated a store 
for a number of years. He was under the impression 
that his expenses were about 15 percent of his sales, 
but even at that, he had not been making any money. 
He took up his problem with the Bureau some time ago, 
and by keeping accurate records in accordance with the 
Bureau’s instructions, he found that his expenses were 
around 27 to 28 per cent. He has reorganized his 
force, changed his business methods, and is getting out 
of the woods. 


The Importance of Accuracy 


“The thought brought out by several little incidents,” 
said Mr. McNair, who was at the head of the Harvard 
group of experts, “was that many merchants came up 
perfectly satisfied with their own way of keeping stock 
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and running their organization, without knowing 
their exact overhead expense, and in fact not paying 
much attention to detail, just being satisfied that they 
were covering expenses and making some profit. But 
when they were questioned as to detail, the importance 
of accurate records being kept was pointed out to them. 
When the work of the Bureau was explained, they be- 
came very much interested, and caught the vision of 
how their business could be made better by having a 
more thorough knowledge of its detail, and obtaining 
information as to how their stores stacked up with 
other stores similarly situated. 


“More figures were submitted this year than ever 
before. The interviews have been longer; more of those 
who have asked questions have returned to go into the 
matter more fully. More names were taken at this 
convention than at the last, and those who did come 
and express their interest in the work of the Bureau 
were more serious about getting full information. We 
feel that the results from the work this year will sur- 
pass those of last year, and that more merchants will 
send us their figures.” 





The Letter Carrier’s Boot 
Being Tested 


Washington, Jan. 22—In an effort to determine the 
best type of footwear suited to the needs of Uncle 
Sam’s Jetter carriers, a series of tests are being con- 
ducted by the government in order to develop 
a shoe that is comfortable, durable and lasting in 
quality. 

The tests are being made by the Bureau of Standards 
to determine the quality of the material and to develop 
inherent weakness due to construction. Shoe manu- 
facturers will make tests for workmanship while the 
United States Health Service will make tests as to 
shape. 

Twenty-five pairs of shoes have been secured from 
more than a dozen shoe manufacturers to be subjected 
to the test. The attempt to develop a standard type of 
footwear was brought about at the instance of the 
Post Office department and the Letter Carriers’ Asso- 
ciation. Purchase of shoes for letter carriers, after a 
standard shoe has been selected, will be made through 
the Letter Carriers’ Association and not by the Post 
Office department. 


A tentative contract has already been submitted to 
the Letter Carriers’ Association by a shoe manufacturer 
to supply the footwear for the 42,000 mail carriers as 
soon as a standard shoe has been selected. This com- 
pany has submitted three grades of shoes retailing at 
$10 per pair and has agreed to supply the letter carriers 
when purchases are made through the Carriers’ Asso- 
ciation, their shoés at $5.50 per pair f.o.b. Boston or 
$5.25 per pair when three pairs are purchased at once. 
All orders are to be handled direct from the shoe 
manufacturer to the mail carrier by mail. 
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Home—Sweet Home! 


Father’s in the cellar 
Siphoning his liquors. 
Sister May’s tobogganing 
In her checkered knickers. 
Mother’s in a tea-room 
Stepping with the best. 
Gee! What our home needs 
Is rest—SWEET REST! 


Brief Interviews with the Asylum 
Inmates 


“No, Madame, you wear a number five 
and can’t possibly get on a 3B.” 

“Thanks, Boss, but 1 think my present 
salary is more than | earn and I can’t accept 

. a raise.” 

“Our factory isn’t turning out the quality 
shoes it used to and I don’t blame you for 
cutting out the line.” 

“| know my husband would never even 
look at another woman.” 

“My radio set has never worked right 
and I can’t say I greatly enjoy what 1 do 
get over it.” 

“No matter how late 1 stay out, my wife 
never comments on it.” 

“I went to a swell dance last night and 
had a wonderful time sitting out every 
number.” 

“My car is a lemon. It’s a gas, oil and 
tire hog and is in the repair shop most of the 
time.” _ 

“I’m mighty glad to pay my income tax. 
It’s the least I can do to show my apprecia- 
tion to our great and good Government.” 

You will remember it was the small- 
tongued Colonial in 1776 who silently and 
grimly backed up General Washington in 
his march to victory. 

Little Mark Deutsche sat on a wall, 

Little Mark Deutsche had a great fall— 

All the Reich’s presses and all the Reich’s men, 
Couldn’t put little Mark Deutsche together 


again. 
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« The histre asts 


.N the days when dancing, one 
tarnished a pair of satin slippers 
irretrievably — satin footwear 

was an acknowledged luxury. 


Then—Enter Cedar Cliff, the satin 
made especially to make the lustre 
and beauty of fine footwear wonder- 
fully permanent. 


It is easier and more profitable to 
sell a necessity than a luxury. The 


dancing vogue has made a necessity - 
of satin slippers and Cedar Cliff: 
Shoe Satins have made this necessity 
a possibility. ; 


Ail we ask of the slipper manu- 
facturer is an opportunity to demon- 
strate the unusual worth of Cedar 
Cliff. All the manufacturer—using 
Cedar Cliff in his slippers—asks of 
the merchant is one order specifying 
this fine rugged satin. 


THE LUSTRE LASTS 





This handsome Hannahsons One Strap of Black 
+ Cedar Cliff Satin, No 783, has 14/8 full hee!s, 
is leather lined, width A to D, genuine turns. 





One of the most charming and popular Hannah- 
sors Black Cedar Ciiff Stin models, No. 776, 
with wide strap, 9/8 Flapper heel and rhine- 
stone button, widths B to D, an imitation turn 


From Stock by 


HANNAHSONS SHOE CO. 
Haverhill, Mass. 


“Yhe CEDAR: CLIFF 
SILK. COMPANY 


251-25S FOURTH AWE. 
NEW: YORI 











——— 


SHOE SATINS 


+ <> - <> Qx 
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rawford Shoe — 
BRANDED OR UNBRANDED ‘ 
) 
The many popular numbers of Men’s_ { 
° ° ? 

Fine Welts which we regularly feature 
in this paper, combined with prompt 5 
shipments, help you to greater { 

sales and profits 

IN STOCK () 
4 
No. B-872—Men's Bal, P & V No. 104. Belmont Last. ¢ 
Geodvear Wingfoot heel “13 icon’ sole. $5 é 
Widths A-D. Code “Dragon.” ° () 
? 
4 
4 
IN STOCK ) 
Norwegian Vamp and Top —— Gallun’s No. 4 () 
fe at Wingfoot Heel. Widths $5, 75 ( 
Petes ert g5.75 3 






IN STOCK 





No. B-983—Lenox Last. Gallun’s Black Norwegian Ox- 
ford. Scotch Grain Apron. Crimped 
ane Heavy Single Sole. Widths A to hy 


ode "Deep. . 9.75 Keep a Copy 
fori. Sepich Genin "Apeon.  Ceimped $5.75 of Our Stock 


Vamp. a —~s ie. Widths A 
Joor 


> 












to D. Code Style Book 4 
IN STOCK 
Handy for { 
Reference ¢ 
. No. B-930—Flier Last. Gallun’s No. 4 Norwegian Blucher (/ 
+ 8 — Vay Hy Sine SES" wakes $5.75 0 
rawfor ( 
Shoes not seen Q Sez octera “Scotch Genin Apron, Qu pe my pe 
race exam = $5.75 4 


advertised 









Send for a copy of our latest IN STOCK Style Book 


Charles A. Eaton Company 


**The Sterling Shoemakers of New England” 


BROCKTON, MASS. 


BOSTON—207 Essex Street NEW YORK—127 Duane Street 
ATLANTA—226 Peachtree Arcade 






IN STOCK 


No. yee | Last. Imported 
Black Boarded Calf Bal. Heavy Single 6.00 


Sole. Widths A to D. Code “Duty.” 


ate aaa tnt at. ete 








The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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“On an Average’— Merchandise and Men 


HIS is the story told me by Mr. S.: 
T “I learned a great and valuable lesson one day 

from a shoe manufacturer who did not at the time 
know he was teaching me anything. It was my custom 
to make semi-annual visits to this factory to talk over 
ways and means of getting better shoes. I always took 
along a memorandum of complaints on the shoes. If a 
lot came in with rough edges, or bad bottom finish, or 
stock not up to standard, or a pattern didn’t fit the 
last, or any other defects were apparent that detracted 
from the salability of the shoes, I made a note of it, 
and then in conference with the president, superin- 
tendent and some of the other officers, we would discuss 
them. 

“In this instance my list may have been longer than 
usual, or 1 may have borne down harder than on pre- 
vious occasions; anyway, when I had finished the 
president looked up with a twinkle in his eye and said: 
“But on an average Mr. S. aren’t they about as good 
as you could expect, and sometimes don’t you find 
them beyond your expectations?” 

“T had to admit that what he said was true; and 
right then I got my lesson, and do you know it applies 
to men as well as shoes.” 

Mr. S. was a member of one of the important com- 
mittees of the N. S. R. A., and he told this story to 
illustrate a point contained in the report of his com- 
mittee. This big broad-minded merchant, who has 
been unusually successful says: 

“T have ceased to look for, or expect the super- 
human or the unnatural in men or merchandise. I 
endeavor to use the ‘on an average’ as a measuring 
stick in my contact with the men in our stores, the 
traveling men and manufacturers from whom we 
buy merchandise and in my dealing with men 
generally. 

“Very frequently I find a man beyond my expecta- 
tions, just as occasionally a lot of shoes will come in 
better than we expected, but the action of any com- 
mittee represents the average judgment of the group. 
The output of a factory represents the average in- 
telligence and morale of the management and opera- 


tors. Nobody has a right to expect a product better 
than the men who make it, and it matters not whether 
that product be of hand or of thought.” 

Get the idea? In order to get anything done better 
it is necessary to get better thought, higher intelli- 
gence and higher ideals worked into it. 

Do not expect your sales people to do anything better 
than they are doing, until you, through precept and 
example, inspire them to do it. 

Do not expect the public to “wear a beaten path to 
your door” until you have convinced them that you 
“have a better mouse trap.” 





We Import More Goods 


Washington, Jan. 22—General trade conditions, both 
in the United States and abroad, as reflected in the 
October imports which were $319,000,000, are better 
than they have been in any month since November, 
1920, according to the first official figures on incoming 
foreign trade by the Department of Commerce, of 
business done under the new Fordney-McCumber 
tariff law. 

October is the first complete month in which the new 
administration tariff law was operative. Statistics 
made public yesterday show that the October imports 
were $21,000,000 over those of the previous month, 
which were $298,000,000 and for the first ten months 
of last year were $61,000,000 greater than for the full 
twelve months of 1921, when the year’s imports were 
valued at $2,509,000,000. 

The report was declared by officials to be convincing 
evidence of the upward trend of incoming trade. It 
reflects also, the administration claim, a general im- 
proved business condition at home and abroad. The 
October imports were the highest in any one month 
since November, 1920, when they were $321,209,055. 
From November, 1920, the imports show a decline to 
a low level of $143,000,000 in July, 1921, and a more or 
Jess steady incline from that month up to October, 
which are the latest figures possible. 
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CHICAGO 


Public Fed Up on Sales 


At Last That is the Conclusion of Some Merchants Who Be- 
lieve that Price Has Been Stressed Too Much 


HE big question which Chicago 

retail shoe merchants are trying to 
solve is, ““How to get more business in the 
latter end of January? What kind of a 
sale will really draw trade? To what 
extent is weather responsible for good or 
bad business?”’ 

The buyer of one of Chicago’s biggest 
retail shoe stores has about reached the 
conclusion that the public is fed up on 
sales—that every kind of a sale imagin- 
able has been tried within the past month 
and very few of them have brought 
satisfactory results. Some merchants 
have tried to dignify it by using polite 
forms of advertising and a limited number 
of customers have responded. Other 
stores have resorted to glaring headlines 
and wild comparative prices, and still the 
public has not rubbed the skin off its 
elbows in getting to the merchandise. 


A Few Stores Are Busy 


Some of the stores have been fairly 
busy and have piled up sales records that 
compare favorably with the records of 
previous years, but on the whole, January 
business has not been the most pleasing. 

The merchant referred to above is of the 
opinion that throughout the year of 1922 
too much stress has been put on price and 
too little on quality and service in the 
advertising campaigns of most stores. 
Because of this condition the people of 
Chicago have not heeded the special 
price offers placed before them in the 
January sales. 

Warm weather and the absence of 
snow and slush have undoubtedly been 
contributing causes to the small volume of 
business transacted. Many merchants 
find themselves loaded with galoshes and 
other types of rubber footwear that pro- 
tect the ankle. Without a doubt this 
merchandise would all have been sold had 
weather conditions been favorable, but 
people as a rule do not purchase rubbers 
or other footwear until the need presents 
itself and there has been little need for this 
type of footwear in Chicago this winter. 

Just previous to Christmas there was a 
spell of cold weather and a little snow, and 
as long as it lasted the shoe business was 
exceedingly good. 


Labor Well Employed 


The dearth of business is not due to a 
real shortage of money, because deposits 
in savings banks have steadily increased 
during the last few months. Labor is 
well employed throughout the city. I the 
building trades there is really a shortage 
of men. Never before in the history of the 


city have so many buildings been in 
process of erection at this time of the year. 
The steel mills are working steadily, and 
in most other lines of manufacturing 
labor is well employed. 

All of this augurs well for spring busi- 
ness, and unless something unforseen 
happens, the year of 1923 should show a 
much larger volume at retail than did 
1922. 

Factories Are Busy 

Merchants, both in Chicago and in the 
surrounding territory, are evidently opti- 
mistic because Chicago shoe factories and 
wholesale houses are experiencing a very 
satisfactory business. Orders from men 
on the road are showing a very satis- 
factory volume, although most of the 
individual orders are small, but there are 
many of them. This condition indicates 
that merchants are buying in a conserva- 
tive way, and yet are providing for the 
immediate future, and are keeping their 
stocks up in workable condition. 

House business has been very good 
during the week on Monroe Street. So 
many merchants were in Chicago during 
the Convention week, that it is rather 
surprising that there should be so many 
coming into market at this time. The 
inference on the part of some of the 
wholesalers is that the National Conven- 
tion being held in Chicago has sold the 
Great Central Market to a lot of mer- 
chants who had in the past been accus- 
tomed to buy elsewhere. 


These merchants have taken into con- ° 


sideration the shipping facilities of Chi- 
cago, the vast number of package freight 
cars that leave this market every day, 
which means quick transportation, and 
low delivery charges. 

They have found Chicago instock de- 
partments to be up to the minute in style 
merchandise, and the methods of doing 
business pleasing to them. 


What They are Buying 


In women’s specialty instock depart- 
ments two distinct types of footwear are 
selling readily. First, welts of the sport 
type, which means sturdy oxfords and 
straps trimmed with contrasting colors. 

No one distinct type or trimming pre- 
dominates. The variety is wide both in 
pattern and material. Heels are 8-8 or 
12-8. There are of course a few 10-8 
and 11-8, but as a rule the 8-8 of the 
brogue type and the 12-8 of the military 
type represent 90 per cent of the business 
placed on welt soles. 

In the lighter types of footwear, turns 
and imitation turns, satin is the leading 
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material, then comes patent and following 
this a wide range of trimmed up ooze 
and other materials. Heels are of the 12-8 
box wood type 14-8 and 15-8 Spanish 
and 15-8 and 16-8 French. 


Patent Selling Best in Children’s Shoes 


In misses’ and children’s, patterns 
follow very closely those being sold in 
women’s. Patent is the best selling 
material and will no doubt continue to be 
the leader until it is displaced by whites 
when the summer sun begins to shine. 

In men’s shoes colors are selling stronger 
than black. Orders for immediate delivery 
are about 50-50 boots and oxfords, while 
orders placed for delivery in March and 
later, run 75 per cent to 90 per cent 
oxfords. 

Medium full French toes are the big 
sellers. The absence of big perforations 
and pinking is very apparent. Several 
rows of close stitching provide the 
decorations. 


Changes in Department 
Heads 


Ray W. Hardebeck, who for several 
years has been buyer of women’s shoes for 
the Chicago Walk-Over stores, has 
resigned to accept a position as assistant 
buyer in the chain of Petot stores with 
headquarters in Cleveland, Ohio. Mr. 
Hardebeck will assume his new duties 
March 1. 

R. D. Graffis, window trimmer and 
assistant buyer, will assume the position 
in the Walk-Over stores in Chicago, left 
vacant by Mr. Hardebeck’s resignation. 


Russell Agnew Goes to St. 
Louis 

Russell Agnew, who for some years was 
the buyer of men’s shoes for O’Connor & 
Goldberg, and later connected with the 
sales department of Selz-Schwab & Co., 
has recently become manager of Brandt’s 
in St. Louis. Mr. Agnew is thoroughly 
familiar with retail business, and well 
qualified to fill the position which he has 
assumed. 


Dr. Reed Cushion Sole Deal- 
ers Get Together at 
Chicago 

The value of customer-contact, the 
getting together of the shoe merchant in 
conference with the manufacturer, was 
nowhere better illustrated during the big 
National Convention in Chicago than the 
Dr. Reed Cushion Sole Shoe meeting, 
held in the Rose Room of the Hotel Sher- 
man, all day on Monday, January 8. 
Round table discussions as to methods of 
doing business and the future possibilities 
of the Dr. Reed line, how it can be im- 
proved and made a greater aid toward 
sales and profits, was entered into by the 
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following shoe merchants and executives 
of the J. P. Smith Shoe Mfg. Company of 
Chicago and the Jobn Ebberts Shoe Com- 
pany of Buffalo: 

A. H. Hamilton, Denver; J. Q. Brown, 
St. Louis; R. W. Sturgeon, Des Moines; 
S. J. Brouwer, Milwaukee; Walter Gass, 
Detroit; Mr. Schaeffer, Indianapolis; 
V. C. Goulston, Boston; J. C. Huggins, 
Los Angeles; J. P. Colvin, Kansas City; 
P. O. Franzen, Minneapolis; H. Mc- 
Laughlin, Chicago; Charles House, Toledo 
Frank Spargur, Cleveland. 

The J. P. Smith Shoe Mfg. Co. was 
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represented in the meeting by R. E. 
Smith, President and E. B. Steere, sales 
manager; the John Ebberts Shoe Com- 
pany by Frank Nunn, Fred Vann and 
Fred Becker. Those participating in the 
meeting declared it to be one of the best 
ever held. Confidence that 1923 is to be a 
good business year was reflected in the 
discussions during and after the meeting. 

The J. P. Smith Shoe Company of 
Chicago was recently reorganized with the 
result that the name of the company 
henceforth will be The J. P. Smith Shoe 
Mfg. Company. 





MILWAUKEE 


Clearance Sales the Rule 


Factories, on the Other Hand, Are Working Full Time on 
New Styles for Spring 


FFORTS of Milwaukee boot and 

shoe merchants at present are be- 
ing devoted in large measure to rid- 
ding shelves of broken sizes, odd lots, 
obsolete styles, and other “stickers” to 
make room for new stocks now being de- 
livered, and prepare the way for orderly 
merchandising during the big season now 
approaching, namely the Easter period. 
The fact that the holiday this year comes 
unusually early is responsible for the 
strong concentration on clearing effort at 
this time, as only a little more than two 
months remain in which the bulk of spring 
business is to be done. 


Mosi of Buying Completed 


The majority of Milwaukee merchants 
have completed the bulk of their buying 
for spring and summer, taking advantage 
of the great exposition at the National 
Convention in Chicago to get a final slant 
at the offerings. What buying will be 
done between now and Fall probably will 
be little more than of a pick-up character, 
to fill in. This situation is quite in con- 
trast with that a year ago, when perhaps 
the smallest part of the buying had been 
done by the end of January. There was 
much less disposition to scale down orders 
to bare needs this year, although even 
now there is no extravagant buying. 


Factories Crowded with Orders 


The factories in Milwaukee are working 
at capacity, the influx of orders during 
November and December having enabled 
them to reach this point before the holiday 
recess, which this time was cut short owing 
to the crowded condition of plants. On 
top of this has come the large volume of 
spring delivery orders booked at the con- 
vention. There is now an actual shortage 
of competent factory labor. Employment 
in December was nearly 3 per cent heavier 
than in November, while on January 1 the 
total number employed was well over 30 


per cent compared with the same day ip 
1922. Unfilled orders at the same time 
represented a much heavier increase, ac- 
cording to competent authorities. 


Tannery Situation Gratifying 

The monthly business and financial re- 
view of Milwaukee’s largest bank makes 
the significant statement: ‘“‘While nearly 
all lines of industry in Milwaukee shared 
in the improvement in 1922, gains made 
by certain ones are particularly out- 
standing. . . . The revival in boots and 
shoes, textiles and food products had 
made considerable headway in the latter 
part of 1921, so that their improvement is 
not so significant as that of other impor- 
tant lines. The improvement in the tan- 
ning industry, though much smaller in 
percentage. than some other lines, is of 
first-class importance because of the long 
depression which this industry underwent.” 


A Real Achievement 


Answering its own question, “What 
has your Association of Commerce ever 
done for your city?’’ the organization 
quotes what it calls its greatest achieve- 
ment, namely, to bring the Menzies Shoe 
Company to Fond du Lac, Wis. The di- 
rectors of the association last week re- 
leased the Menzies Company from the 
bond it gave that it would attain a pay- 
roll of a million dollars or more within a 
required time. The association’s audit 
showed that the Menzies Company paid 
out $1,007,304.94 in wages from April 1, 
1921, to November 30, 1922. 


Plan Monster Style Show 


The largest and most elaborate style 
show that has ever been held in Milwau- 
kee, which is famous for its revues and 
expositions of this character, is planned 
for the week of September 7 to 15. Last 
fall the main arena of the Milwaukee Au- 
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ditorium was used for the event, and it 
was believed the climax had been reached. 
Now it is proposed to employ the entire 
auditorium, using the arena for the board- 
walk, and placing exhibitors’ booths in 
the other halls instead of encircling the 
parade-way. The annual Fall style show 
since 1920 has been under the auspices of 
the Greater Milwaukee Style Show Asso- 
ciation, composed of about 150 merchants 
in various lines of women’s and men’s 
wear. About the middle of March another 
spring style week will be conducted, but 
the main effort will be concentrated on 
the fall show. 


Installs Shoe Department 


The Racine Cloak Company, 412 Main 
Street, Racine, Wis., is remodeling its 
store and departmentizing the establish- 
ment, making room for a section devoted 
to children’s and ladies’ footwear. The 
new department will occupy a prominent 
position on the main floor. Stock is now 
being purchased and assembled. Herman 
Feiges is manager. 


Joins LaCrosse Concern 


Edgar P. Semsch, for several years asso- 
ciated with the Edmonds Shoe Company, 
Milwaukee, in an executive capacity, has 
resigned to return to his former home in 
LaCrosse, Wis., where he has acquired an 
interest in the Moss Shoe Company, a 
retail concern, and will become active in 
the management. F. A. Ruplin is retiring 
from the Moss Company, due to contin- 
ued ill health. F. W. Olds is president‘of 
the concern, which since last June is"a 
corporation, capitalized at $25,000. 


To Open New Tannery 


Ignatz Smolinski of Berlin, Wis., has 
purchased the old tanning building of the 
the Truesdell Fur Coat Company of that 
city, and after making extensive improve- 
ments, will reopen it as a general fur and 
leather tannery. The Truesdell Company 
recently took occupancy of a new plant 
on another site. Mr. Smolinski is an ex- 
pert tanner and plans to make special 
grades of leather for fine footwear as well 
as novelties and other goods. 


Moccasin Plant Enlarged 


The large increase in business of the 
W. C. Russell Moccasin Company has 
necessitated a corresponding increase in 
the’ size of the plant. The offices were 
enlarged, aswas also part of theplant, giv- 
ing much additional room. 


Merchant Becomes Traveler 


John Bangert, 800 South Broadway, 
Green Bay, Wis., is retiring from the. re- 
tail shoe business, and has disposed of his 
store, stock and repair shop, with the.in- 
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tention of connecting with manufacturing 
or jobbing interests as a traveler. He 
spent thirty-three years in the retail trade, 
going to Green Bay from Kewaunee, Wis., 
in 1900. Joseph Dantine bas acquired the 
store and shop, and will continue the 
business. 


Some Nunn-Bush Activities 


An informal sales conference was held 
at the general offices of the Nunn, Bush & 
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Weldon Shoe Company in Milwaukee im- 
mediately following the National Con- 
vention in Chicago. Among the terri- 
torial representatives present were: H. C. 
Moss, California; William Brandt, Illi- 
nois; R. Clement and S. J. Clement, 
Michigan and Indiana, and C. W. Bush, 
Texas. W. E. Weldon, president of the 
company, who has been engaged in a trip 
which carried him as far as Texas, atten- 
ded the convention on his return, accom- 
panying the field men to the factory. 





ST. LOUIS 


Believe Gray Suede Will Be Popular 


Retail Merchants Consider It ““The One Best Bet” for Early 
Spring Selling 


LL of the retail shoe merchants who 

attended the big N.S. R. A. conven- 
tion in Chicago last week have returned 
with the conviction that their Easter 
shoes will be delivered in time. Most of 
those expressing this sentiment were those 
who arrived early and reserved factory 
space or those who attended the conven- 


Straps are looked forward to as better 
than tongues. Large tongues have com- 
pletely passed out, and already they are 
being offered at reduced prices. Smaller 
tongues are expected to continue only in 
fair demand. Collar effects with strap 
combinations have also been bought, but 
the big buying has been on the fancy strap 
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New Plant of the Brown Shoe Co., at Union City, Tenn. 








tion merely for the purpose of checking 
up on their judgment of shoes already se- 
lected and for which orders had been 
placed. 

One thing that is definitely settled in 
the minds of the retail shoe merchants 
with reference to the spring style situation 
is that gray will be the big color bet. All 
have bought this color, and especially in 
suede. Some of the patterns may differ, 
but gray suede is the popuiar color and 
material for early selling. There are some 
who are playing this style only up until 
May 1. After that it is conceded that 
white in sport and varied effects will make 
its debut. At least, that is the situation 
‘as it is summed up by the style impres- 
‘garios of this city. 


patterns. Slashed oxfords have been 
mentioned also as being a popular number 
for spring, and in these patterns the lower 
heels were pronounced good. 

The last year’s “flapper’’ one-strap 
satin slipper with the 8-8 heel is heralded 


‘to stage a spectacular comeback. Those 


who slashed these shoes to the bone last 
year will find little consolation in the pop- 
ularity predicted for them in the spring 
selling. 

Strange as it may seem, the very 
retail shoe merchant who sacrificed this 
style last year has turned right around 
and bought them in generous quantities 
this season. Very few of the new styles 
have as yet made their appearance, as the 
majority of merchants prefer to move the 
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slow merchandise before pushing their 
new patterns. 


Weber to Open Down-Town 
tore 


The Fred Weber Shoe Company, which 
operates a retail store at 4226 Olive Street, 
has taken a long-term lease on the three- 
story building at 414 North Seventh 
Street, where they will open a retail shoe 
store. The building is now occupied by 
the Rosenbach Shoe Company, who will 
close this store in a short time. The 
Weber Shoe Company expect to move 
into their new quarters about March /1, 
it was stated by a member of the firm. 


Russell Agnew to Manage 
Brandt’s 


Russell Agnew, formerly manager of 
the entire chain of Selz retail stores, has 
been appointed manager of Brandt’s store 
here in St. Louis. Previous to his connec- 
tion with the Selz organization he was 
buyer for the men’s end of the business of 
O’Connor-Goldberg, Chicago. He is well- 
known throughout retail circles as a shoe 
man of wide experience. 


Wold to Go to Cincinnati 


B. Wold, assistant manager of the shoe 
department of Stix, Baer, and Fuller, 
leaves that organization to go with the 
John Shillito Company of Cincinnati, 
where he will install a basement shoe 
department. This is a new venture for 
the company, and Wold will have com- 
plete charge of planning the department 
as well as the entire buying. Before his 
connection with Stix, Baer and Fuller he 
was associated with Carson, Pirie Scott of 
Chicago in the shoe department. 


John Meier Men Hold 
Conference 


The John Meier Shoe Company just 
closed a three-day sales conference, in 
which the entire sales force participated. 
One of the features of the meeting was the 
discussion and formulation of a more ex- 
tensive sales and advertising campaign 
for 1923 than this firm has attempted in 
any previous year. 


Roberts, Johnson & Rand 
Observe 25th Birthday 


The Roberts, Johnson & Rand Shoe 
Company, now a part of the International 
Shoe Company, observed on January 16 
the twenty-fifth anniversary of its found- 
ing. The capital stock of the Roberts, 
Johnson & Rand Company at the outset 
was $250,000, and the volume of the first 
year’s business was about $1,532,000. 
The International Shoe Company has a 
capitalization of $59,924,738 according to 
the last balance sheet made public, and 
the sales during the-past year were in ex- 
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cess of $101,000,600. Of those who made 
up the company during the first year after 
its organization in 1898, three are now 
living. John C. Roberts is vice-president 
of the International Shoe Company, Jack- 
son Johnson chairman of the board, and 
Frank Rand is president. The original 
firm included Eugene E. Roberts, Oscar 
Johnson, and Edgar Rand, who have since 
died. John C. Roberts had been in charge 
of sales for the Hamilton-Brown Shoe 
Company before starting the Roberts. 
Johnson & Rand Company. The John- 
sons and the Rands came to St. Louis from 
Memphis, where they had been in the 
wholesale business. 

Twelve years ago the International 
Shoe Company was formed, composed of 
Roberts, Johnson & Rand and Peters 
Shoe Company. The Friedman-Shelby 
Shoe Company was later absorbed, and 
this was followed by the addition of Bos- 
ton and New York firms. 


Retail Shoe Merchants Meet 


The regular monthly meeting of the St. 
Louis Shoe Retailers’ Association was 
held Wednesday evening, January 17, at 
the American Annex Hotel. President 
A. W. Lutz presided, and a good crowd 
was in attendance. Horton Ryan, chair- 
man of the membership committee, re- 
ported a number of new members, who 
were voted into the organization. Addi- 
tional names were added to the member- 
ship committee, which is expected to in- 
crease greatly the membership of the 
association. Charles E. Williams of the 
C. E. Williams Shoe Company reviewed 
the activities of the N.S. R.A. conven- 
tion in Chicago, explaining in detail the 
changes in the constitution and by-laws of 
that organization. Other high-lights of 
the convention were covered, especially 
the style question, which was capably dis- 
cussed for the men’s end of the business 
under the leadership of S. K. Bruce, who 
was the guest of C. E. Williams and is a 
special representative of the Great North- 
ern Shoe Company of Boston. It was his 
opinion that in higher grade shoes plain 
effects would predominate. Leathers of 
lighter colors would be popular; not, how- 
ever the extreme shades, but the tony 
reds and tony browns, with a preference 
for a nut-brown shade. Lasts would be 
wider than those now being shown was 
Bruce’s judgment. There was also a 
style discussion as to women’s shoes, in 
which the entire membership partici- 
pated. This covered practically the same 
thoughts expressed in the style forum at 
the convention. : 

The members of the St. Louis Shoe 
Manufacturers’ and Wholesalers’ Asso- 
ciation will be the guests at a dinner 
which will be held on Wednesday evening, 
February 21, this also being the regular 
monthly meeting night of St. Louis Shoe 
Retailers’ Association. A special com- 
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mittee, composed of the following mem- 
bers, was appointed to complete plans 
for this affair: C. E. Williams, chair- 
man; J. Hutcheson and F. H. Maxted 
members of the committee. 
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It was announced that the convention 
of the Missouri State Shoe Retailers’ As- 
sociation would be held during the first. 
week of the St. Louis Style Show in 
August. 





CINCINNATI 
Seasonal Lull in Retail Trade 


Some Early Buying of Spring Styles Has Developed, However, 
in the Women’s Lines 


HE retail shoe business about the 

Queen City this week suffered a de- 
cline over the first two weeks of the New 
Year. This lull, however, is considered 
entirely seasonal in nature. The falling off 
in the volume of sales has been more 
apparent in the men’s business than in the 
ladies’ end of it. This more favorable 
showing in the movement of ladies’ foot- 
wear is accounted for to some extent by 
the early showing of spring sport and 
dress styles, offered at this time’ through 
attractive window displays, in order to 
catch the trade of the winter tourists. 
These early offerings uncovered nothing 
radically new in the way of patterns and 
styles for spring and summer footwear. 
They indicated definitely that the larger 
merchants in this vicinity did not place 
their orders for spring shoes until the last 
two weeks in December and the first week 
of January. 


Trade in East 


Leader 


Many of the prominent members of the 
local market were in the East last week 
attending important meetings of both the 


manufacturers and the retailers. John 
Holters and Robert Wise were among the 
manufacturers from this market who 
attended the convention at the Astor 
Hotel. Harry McLaughlin of the Potter 
Shoe Company after a spell of illness 
which caused him to miss the National 
Convention at Chicago, got away for 
New York last week where he met with 
other members of the National. 


To Hold Election February 3 


Interest and enthusiasm is running high 
among the members of the Cincinnati 
Shoe & Leather Club over the forthcoming 
election of new officers which takes place 
Saturday, February 3, at the Club rooms. 
Two of the strongest tickets in the history 
of the club have been nominated. Never 
before has the campaigning been so in- 
tense. Wm. H. Taylor, superintendent of 
the Val Duttenhofer Sons’ Company is up 
for president on the Blue ticket. His co- 
runner for vice-president is J. Jaffe, well- 
known salesman for the Roth Shoe 
Manufacturing. J. W. Blakeney of the 
Armstrong Cork Company and A. L. 
Brueckner of the United Shoe Machinery 


Company are the Blue ticket candidates 
for the Board of Governors for two and 
one years respectively. E. E. Furstenau, 
secretary, and J. R. Schuler, treasurer, 
have their jobs sewed up by having their 
names on both the Blue and Red tickets. 
J. E. Jonas, superintendent of the Krip- 
pendorf-Dittmann Company, heads the 
Red ticket for president. W.S. Muehlen- 
kamp of the Sachs Shoe Manufacturing 
Company is up for vice-president. L. 
Darling of the Julian & Kokenge Company 
is running for Governor for one year and 
Wm. Grafe, governor for two years. 


W. A. Corre Dies 


Members of the Boot and Shoe trade 
will learn with a great deal of sorrow of the 
death of W. A. Corre, Credit Manager 
for The Duttenhofer-Stevens Company. 
Mr. Corre passed away January 16, as 
result of an attack of puenmonia. He was 
72 years old. 

His connection with the Cincinnati 
shoe trade covers a great many years. 
After starting his business career with’a 
few years experience as a clerk in the old 
Gibson House, which was then owed by 
his brother, he became a salesman for 
The Stribley Shoe Company, one of Cin- 
cinnati’s first shoe factories. Later he 
became assoaicated with G. Gersel & Co., . 
of Cincinnati. He then spent a number of 
years with the Krohn-Fechheimer Com- 
pany in their credit department. Severing 
connection with this concern, he joined the 
executive forces of the Val Duttenhofer 
Sons’ Company where he remained for 
seven years. During the last three years 
of his life, he was associated with the 
Duttenhofer-Stevens Company. 

Mr. Corre was well known in the shoe 
trade for his keen insight into the credit 
conditions of the retail shoe merchant. 
He went to unusual trouble in gathering 
information on every account that came 
before him. 

Funeral services were held at The 
Corre residence in Evanston, on Thursday 
afternoon, January 18. 

John E. Kathman has been made 
credit manager of The Duttenhofer- 
Stevens Company. Mr. Kathman has 
had a number of years’ experience in this 
line. 
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Now Comes 


the Test of — 
Sole Leather 


At this season the soles of the 
shoes get the most exacting 
test. They prove their worth, 


or unworth, very quickly. 


Rock Oak sole leather is ideal 
for the rigorous days of Win- 
ter. It resists the trying days 
of alternate freeze and thaw. 
It will not become spongy or 


mushy. 


And, above all, it wears and 


wears and wears. 


Test “Rock Oak” now. Get a 


sample and try it out. 


Jock Cak” 
Trade Mark Reg. U. S. Pat. Off. 


“Founded on Integrity.” 


The AMERICAN 
OAK LEATHER 
COMPANY 


CINCINNATI 
Chicago Boston St. Louis 
————SEND THIS COUPON——- — 


THE AMERICAN OAK LEATHER CO, 
Cincinnati, Ohio 


Please send us sample of “Rock Oak” 
Sole Leather. 

















Display Men Meet February 
12 


The Ohio Association of Display men 
will hold their annual convention in Cin- 
cinnati, February 12, 13 and 14. Conven- 
tion headquarters will be at the Gibson 
Hotel. A. D. Loring, Cincinnati, Ohio, a 
free-lance window trimmer, is chairman of 
the convention committee. Al Kline of the 
R. B. Clothing Company, Cincinnati, 
Ohio, is in charge of exhibits. Every kind 
and description of display material, both 
for ‘windows and interior, will be on 
exhibit. 

The Onli Wa Fixture Company, Day- 
ton, Ohio will be one of the largest ex- 
hibitors. J. H. DeWeese, head of this con- 
cern and also President of the National 
Association of Display Equipment Manu- 
facturers, states that it will be to the 
interest of every concern, who has a win- 
dow display man, to send him to the 
Convention, because the correct use of all 
display equipment will be fully demon- 
strated. -This along with other valuable 
information relative to the proper exhibi- 
tion of merchandise will make the Con- 
vention an important event. 

Dr. DeWeese announces he has added 
to his line an attractive figure for dis- 
playing hosiery in the proper manner. 
This will be one of the features of his 
exhibit. 


Price Card Offered to 
Merchants 


During the National Convention, the 
McGovern Shoe Company, Columbus, 
Ohil, handed out as a souvenir a celluloid 
card, which had figured out on it the 
buying price of shoes retailing from $1.00 
to $12.00. There were four classifications 
of cost prices. These classifications were 
known as bad, fair, safe and sound. For 
instance, the scale shows that: a shoe 
retailing at $5.00 should cost the merchant 
$3.25 for him to make a safe profit, but 
for him to make a sound profit it should 
cost him $3.00. If the same pair of shoes 
cost $3.35 the profit was considered fair 
according to the scale and if it cost $3.50, 
the profit was considered bad. The same 
ratio is worked out on the selling prices of 
the shoes within the range of $1.00 to 
$12.00. The back of the card carries a 
photograph, which hung in the store of 
T. W. McGovern’s father for 40 years. 
This photograph shows at one side the 
merchant in distress over a great number 
of bills. It is headed, “I sold close and 
gave poor service.”” On the other side of 
the photograph, appears the prosperous 
merchant with this government securities 
besides him. It is headed, “I make a 
profit and give good service.”” During the 
National Convention The Harvard Bu- 
reau of Research, became very much in- 
terested in this card and took occasion to 
send a number of merchants, who wer » 
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seeking information as to the amount of 
profit they should figure on their shoes to 
the McGovern booth to get one of them. 
Mr. McGovern announces that he still 
has a good supply of these cards and upon 
receipt of a letter from any merchant, he 
will gladly mail one. 


Kenworth Company Now 
Manufacturing 


The Kenworth Shoe Company, Coving- 
ton, Ky., after several months of prepara- 
tion has now reached the point of produc- 
tion. During the N. S. R. A. Convention, 
the Kenworth Shoe was introduced to the 
trade. This shoe with its process of 
manufacture is decidedly unique. This 
process is described as a tackless, flexible 
type and is patented. A feature of the 
shoe is that the shank piece is nailed 
through the inner sole, outer sole, shank 
piece and into the heel. The shank piece 
used is of a dual nature, which causes a 
contracting action in the arch of the shoe, 
during the time a step is being taken by 
the wearer. 

Another feature of the manufacturing 
process of this shoe is that the soles are 
put on dry. This enables the manufacturer 
to produce and deliver his shoes in a 
period of 15 to 30 days. 

During the convention P. J. Wentworth, 
president of thecompany was in charge of 
the Kenworth exhibit. George E. Brookes, 
Mrs. Hazel Brookes and William McGill 
who is in chargeof production, were also, 
in attendance at the Kenworth booth. 

Mr. Brooke was for 19 years with the 
United Shoe Machinery Company in 
both sales and instruction departments. 
He at present is covering the states of 
Indiana and Ohio for the Kenworth Shoe 
Company. 


New Men with Sam B. Wolf 


The Sam B. Wolf Shoe Company in its 
recent re-organization, elected Louis K. 
Richards, Charles Auer and George Aftel 
to their advisory board. This action was 
taken in recognition of the faithful work 
of these gentlemen in the promotion and 
development of the Sam B. Wolf Shoe 
Company business. 





New Shoe Department 


New Orleans, La.—The Mayer Israel 
Company, one of the largest clothing stores 
n New Orleans, has added an up-to-date 
men’s and boys’ shoe department to its 
large clothing store. The shoe department 
will be on the main floor facing Canal 
Street, with all the latest and up-to-date 
fixtures. T. G. Humphreys is manager of 
the shoe department. Mr. Humphreys 
has a wide knowledge of the shoe busi- 
ness, especially the men’s and boy’s 
feature of it. He was for several years 
with the Porter Clothing Company of 
Birmingham, Ala. 
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CLEVELAND 


January Business Shows Improvement 
Considerably Better Than Same Month Last Year 


PECIAL sales of shoes are still run- 

ning in this city and will continue 
throughout the month. Business has been 
improving, too, as the month progressed. 
The merchants are discovering that 
Christmas did not, by any means, leave 
every one with a flat pocketbook. The 
volume of business, according to state- 
ments of merchants, is better than it was 
a year ago in January. 

Some of the merchants say they have 
doubled their income from these sales 
over the figures for last January. With 
the range of sizes and models getting 
smaller as the sales progress, prices have 
been lowered since the middle of January. 
That the specials are being patronized 
by a class that makes a specialty of attend- 
ing these affairs is evidenced by the fact 
that persons are carrying home two and 
three pairs of shoes. With this condition 
prevailing there will be a large portion of 
the people here who will go into the 
market and pay the regular price for their 
shoes. This means a continuation of good 
trade. 


Cleveland merchants have extended 
their campaigns this year to use the 
Southern trips as a means for drumming 
up special business. The class of Cleve- 
landers, who journey South each year, is 
increasing annually, and heretofore, they 
made their purchases largely after arriv- 
ing South of the Mason Dixon line. 

But during the latter part of January, 
the display windows of the larger depart- 
ment stores, and the shoe stores also bore 
a strong resemblance to what usually is 
seen there in the warmer days of spring 
and summer. Light and fleecy silks, sport 
skirts and sport suits; flannels and light 
silk stockings were to be seen in most of 
the department store windows, with dis- 
plays of shoes that go with the costumes. 

Merchants operating shoe stores ex- 
clusively also made appropriate dis- 
plays. 

Most of the models exhibited ran to 
lines of sports, with some white kid and 
buck skin shown for dress occasions. 
Combinations of gray and brown seemed 
to be the most popular models. 





SALT LAKE CITY 


New Stuff Selling Well 


Right Styles. Help Retail Sales Volume—Open Weather 
Creates Demand for Spring Merchandise 


HOSE merchants who have a lot 

of new stuff to offer are, on the 
whole, njoying a good business. The 
weather has been open for two or three 
weeks and the temperature such that one 
is almost persuaded that spring has ar- 
rived. Some days ago the thermometer 
registered 58 degrees. It was the highest 
since October. Some of the merchants 
have been trying to dispose of their old 
stocks at the expense of the newer styles 
and admit they are suffering in conse- 
quence. As to what is selling, it is not 
easy to say. Almost anything that is new 
and has a touch of exclusiveness about it 
is in demand. Combinations are, per- 
haps, moving faster than anything else, 
though now and then a whole color will 
create a mild sensation. Art Bolton, who 
studies the novelty trade as much as any 
one, thinks patents are falling off a little, 
but looks for satins with high, low or 
medium heels to be good, though he 
felt there is some tendency to higher 
heels on account of the longer skirts which 
are being worn. He thought suedes and 
colonial pumps all right, but spoke more 
highly of satin pumps than anything else. 
Some of the merchants have not made 


up their minds at this writing as to what 
they will offer for spring. They argue 
that there is plenty of time, that early de- 
liveries are pretty certain, and that they 
are not willing to assume risks they do not 
have to assume. One prominent dealer 
said his firm would show their spring 
styles in February, but added, ““There is 
really not much difference nowadays be- 
tween spring and winter.’’ Ralph Feath- 
erstone, the manager of Walker Brothers 
shoe department, a retail agency that is 
always up to date in all matters where 
styles are concerned, told the writer that 
at present straps are 40 per cent of the 
dress shoes now sold and about 30 per 
cent of the total shoes sold. He said they 
had almost stopped selling this style in 
walking heels. He said there is a big de- 
mand for tongues and fancy oxfords in 
walking heels. They are showing gray- 
back oxfords trimmed in gray kid,, brown 
buck trimmed in brown kid, patent leather 
trimmed in gray buck, and similar com- 
binations in patents. Their acrobat line is 
selling well, Mr. Featherstone said. They 
have a separate department for these 
shoes, and sell boys as well as women and 
girls. 


87 


Comparative Prices Banned 


The Walker Brothers Dry Goods Com- 
pany has announced a new advertising po!- 
icy. Hereafter no comparative prices will 
be featured. Also, goods purchased for a 
sale will be so specified. Ralph Feather- 
stone said the new policy would apply to 
the shoe departments as well as others, 
and he declared himself strong for it. It 
is believed that it will restore confidence 
in advertising. 


DETROIT 
Post-Holiday Business 
Dragging 
Clearance Sales Fail to Have De 
sired Effect, Despite Slashed 
Prices 

ITH good winter weather to en- 

courage buying the customer is 
hugging the fireside. There are plenty of 
clearance sales going on in the shoe stores 
of Detroit, but for the most part there is a 
lack of ginger in them. One manager of a 
department said: “I don’t know what is 
wrong with sales this year. There seems 
to be no ‘pep’ in them. I guess it must be 
because everyone is having a sale and the 
people are paying no attention to them.” 

It is just possible that the public is 
wiser than the merchant thinks, and is 
waiting for the “big guns,” the “big 
offerings” that are sure to come later in 
the month, or in February. 

In one shoe store that has for many 
years held a 20 per cent reduction sale, 
this year a clearance sale is being held in 
which many lines have been reduced as 
much as 50 per cent, the department 
manager finds difficulty in persuading 
some of his customers to buy at the greatly 
reduced prices, because they want the 
privilege of selecting anything from the 
stock at a straight 20 per cent reduction. 
Even where people have found exactly 
what they want, they have complained 
that they like the old 20 per cent reduc- 
tion sale better. This would indicate that 
a certain style of sale held annually, or 
semi-annually becomes a part of the 
institution by repetition. 

Prospects for 1923 Good 

All Detroit business leaders have ex- 
pressed confidence in the fact that busi- 
ness has turned the corner and prosperity 
is in sight. Last year was a prosperous 
one for Detroit in many ways. Adjust- 
ments have taken place that will have a 
tendency to place business on a more 
stable basis for the future. Sixteen down- 
town banks show an increase of $96,- 
788,000 in savings department deposits, 
which indicates clearly that the worker 
has caught up with the late depression and 
has passed over the “paying for dead 
horses” period. He is now saving money. 
Here is the merchants’ opportunity for 
this, money may be spent with them. 
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CAPITALIZE CUSTOMER SATISFACTION 
“Cordo-Hyde” shoe laces build up 


and maintain customer contentment. 


The manufacturer from whom you buy will agree that care of details counts, and 
your suggestion to have your shoes come CORDO-HYDE equipped, deserves 





acceptance. 
n | n | 
O O 


‘IT’S JUST AS ESSENTIAL 
TO PUT SHOES ON MILLER TREES 
AS TO HANG CLOTHING ON HANGERS 


Get this thought across to your customer and your 
sales and profits will be increased. Miller Shoe 
Trees influence sales at highest prices. Users find 
their shoes purchased at your store will look better 





ys Bi atts longer, be more comfortable at all times, and wear 
A PAIR MILLER SHOE TREES. GIVE well. People do their regular buying where they 
GOOD DISPLAY, WITH PRICE, IN YOUR 

WINDOW. feel they benefit most. 


Write for Samples of ‘‘Cordo-Hyde’’ Laces and ‘‘Tree’’ Catalogue 


0. A. MILLER TREEING MACHINE COMPANY 


(A) Shoe Lace Division BROCKTON, MASS. (B) Shoe Tree Division 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies te advertisements. 
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Recorder Merchandising 
Calendar for February 


Feb. 1-3 
Take monthly trial balance. Take an accounting of pairs 
in each department. To what you had on hand the first 
of the month, add what was put in stock during the month; 
subtract the number of pairs sold. Are you satisfied? 
Which departments lag behind? 





Feb. 5-10 
New spring shoes are arriving. Tell the sales force why you 
bought each style. If you sell your sales force on what 
you have bought, they will sell them to the trade. Do not 
think you are too busy to do this little act. 





Feb. 12-17 
It is time to “Form up” window shoes. It is important 
they appear right in the window. It is a good idea to have 
one pair of each lot come in from the factory on forms, but 
take the forms out before placing them in the window. A 
little starch mixed rather thick and rubbed into the vamp 
lining will make them stand up better in the windows. A 
little tissue paper stuffed in loosely will give the shoe a 


good appearance. 




















Feb. 19-24 
Monthly meeting of sales force. Topic, “Corrective Foot- 
wear.” It is a good plan to select a different salesman each 
month and make him chairman of the meeting. It will 
give him confidence in himself and make him a better 
salesman. Display flags and picture of George Washing- 
ton in the window. 











Feb. 26-28 
Mail statements of customers’ accounts. Take monthly 
trial-balance. Order cuts for newspaper advertising. 
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Decorative Novelties that Make 
-Shoe Windows Draw 


there 


























There are plenty of pretty display windows 


are plenty of pleasing ones—but those which have 
the drawing power to bring people across the road 
and cause them to remember the display are usually 
distinguished from the others by truly different deco- 
ratives, such as these: 





Floor Covering, No. BB 243 Floor Covering, No. BB 244 
New and Practical 


Window Floor Coverings 


ustrated herew ith are two examples of very newest thoughts regarding floor decorations. 

These effects are painted over wallboard in oil colors. 

BB 243—Illustration to the left shows Mosaic border 9 inches wide, painted in three colors over gray 
ground. Center panel in terrazza effect, and is a perfect imitation of tile flooring. Colors are neutral, 
which insures merchandise shown to the very best effect. The workmanship is exceptionally good, and 
the entire effect is varnished with washable varnish, so that these floors will give an unusual amount of wear. 


Mosaic Floor 90.85 F 
eee ee eee .85 square foot 
| BB 188 Sep GED GIS OS Fe OURNED TaN secs celeccccccesccccocecensescesas ye = a 
75 square feet to 100 square feet...... sha0stebaxmindacdiewene see -6 wi os 
Lattice Flower Stand SORE He SE anc o.ov6. nec ccecsonces tee res Veteseocenssbesahh ‘ — “ 
Stands 5 feet high, fin- BB 244—Illustration to the right is treated in the same manner, except that this design is modern. Colors 
. . o are similar. 
ished m gray blue, with Floors less than 50 square feet... ne a Oe Oe Ee eee 
highly colored painted or- 50 square feet to 75 square feet....,.... 
namentation. Lattice is 75 square feet to 100 square feet........ 


Gee SP OMNIS FOIE 5c ooo cicscs cus cucvcdheemetvcubdessiees ah 
antique gold, and box is ver 100 square feet. .. << 


filled with silk Morning 
Glories. Made of best 
quality naturalistic foli- 








age. 


Price $32.00 BB 197—Decorative Plaque—Here is something 
entirely new in the way of a decorative plaque. 
This plaque is 42 inches in diameter, with a narrow 
ebony frame cut from six-ply material, on the back 
of which is stretched orchid satin. The design is 
appliqued on from imitation patent leather, which 
is then hand decorated in beautiful colors. The 
flowers are gray blue silk, with patent leather cen- 
ters. This is one of the most striking and unusual 
pieces in our entire line. 


Price complete as shown, $39.50 





BB 444—Novelty Flower Basket—Basket is cut from 2-inch material, face of which is 
heavily ornamented with composition. It is then finished in dull gold antique finish. The 
stems or branches are handsomely hand carved and finished in polychrome. Roses are 
pink, with deep green foliage. he entire effect is fitted on a base, covered with blue 
satin. Height over all, 30 inches; length, 36 inches. This piece possesses the very finest 
decorative qualities. The foliage may be changed from time to time, which would make 


it suitable for any season. 
Complete, $42.50 
Basket without Flowers, $37.50 


L. Baumann & Co., 357 W. Chicago Avenue, CHICAGO 
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St. Valentine’s Day suggests a theme for an eye-catching window setting. 


February Window Displays 


To Speed Up Sales for the Shortest Month 
in the Year 


towns who are speeding up sales and setting the 

pace by featuring their window displays in a 
manner that’demands attention and creates desire in 
the minds of the looker to buy. To artfully show the 
goods and create this desire, the window display 
is the one best bet and most effective method of 
selling. 

When a department or any special line of merchan- 
dise is ailing and needs a tonic or sure fire ammunition 
to maintain sales, call upon your display front, display 
the goods amid the most favorable surroundings and 
the result will of a surety be increased sales. 


Be Truthful in Your Window Displays 


With such keen competition in the shoe business, 
progressive merchants are always looking for new and 
original ideas for their show window displays that will 
prove sales magnets for the store. 

In selecting these ideas, care should be taken to 
carry out truthful statements in window displays. 
Some merchants have been known to complain that 
after they have spent a great deal of time and money 
on their window displays many people come into the 
store, but few purchases are made. One of the reasons 
for this is perhaps that in many instances, the goods on 
display in the window cannot be produced inside the 
store because the window is trimmed with sample pairs 
of shoes along with the regular line. 


§ igo are many merchants in just as many 


It has been found by experience that the best 
method to pursue is to trim the window with mer- 
chandise that you carry in stock and which you can 
supply without any “‘ifs’’ or “ands.” 

Don’t think for a minute that it is good business to 
get people into your store through a display with the 
idea of selling them something else. They don’t like it. 
Far better to have what they want—and a cleverly 
trimmed window will make them want what they see 
therein. 


February Sales and Decorative Possibilities 


Every display man should welcome the coming of St. 
Valentine’s Day and Washington’s and Lincoln’s 
birthdays, which are in February. All of these events 
happily come in at this between-seasons time. 

Of course some stores are still running sales, which is 
good business as it is a little early to start the showing 
of the new spring styles. The events above present fine 
possibilities for decorative treatments that break the 
monotony and exert a business getting force. 


Some Timely Display Suggestions for February 


Illustrated herewith are several decorative ideas for 
February that may prove a thought starter in planning 
some special display. 

Plate 1 shows a very simple window setting for St. 
Valentine’s Day that is elastic in its measure, simple in 
construction and may be used to good advantage in a 
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ASSEMBLY OF NEW WAY 
SHOE SHELVING WITH 
HOISERY UNITS 
OPEN SHELF GASE 














Get Your 
Share of 
Profits from 
Hosiery Sales 


aHERE is a good profit to be had 
S41 from the sale of hosiery — provided the 
wi proper attention is given to prominence 
and display to quicken the interest of shoppers. 


Many shoe merchants have found an 
investment in the type of “New Way” equipment 
illustrated will pay big dividends. As a matter of 
fact it will quickly pay for itself if filled with the 


proper merchandise so people can buy. 





Because of the Sectional, 
ses . Interchangeable feature of “ New 
Constructed on scientific principles: Way” equipment it is possible 


to obtain any desired combina- 


the equipment permits carrying a maximum stock 
tion of units to care for display 


in a minimum amount of space with every article ; lay 
uickly and easily accessible. All merchandise is pan id a Pn 
fully protected against dust and soil behind glass iene vei ‘eins wuaiion th 


front doors and in cases. appearance and finish. 
Why not let our representative in your community Rag ving n scribing our — 
oglain this novel means of building up trade and plete line of shoe store equip- 
ment sent free upon request. 


increasing net profits? You are under no obligation 
- an > card will bring him. “e 


KANSAS CITY 


weir * Grand Rapids Show Case Co. “22 


242 Plymouth Bldg. 


215 South Market St. . . 
ST. LOUIS, MO. Grand Rapids, Michigan BOSTON, MASS. 
410-418 N. 18th Street 52 Chauncey St. 
ATLANTA Branch Factory: PORTLAND, OREGON DETROIT, MICH. 
703-704 Candler Bldg. FORMERLY LUTKE MANUFACTURING CO. 528 Detroit Savings Benk Bldg. 


LONDON, ENGLAND 


DALLAS 
705 Insurance Bldg. Licensed Canadian Manufacturers: JONES BROS. & CO., Toronto, Canada 17 Dartmouth Street, Westminster 
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window of any size by simply making the various set 
pieces in proportion. 

The background part is cut from wall board in the 
shape shown and painted white, using alabastine, 
pastelite or any other cold water paint. 

The center part of the back piece is decorated with a 
































Washington’s Birthday is another occasion which provides 
an incentive for “dressin’ up 


large red heart which is cut either from red cardboard 
or cut from wall board and painted a blood red. 

The heart is finished off with narrow lattice strips 
tacked on the back; these lattice strips to be gilded. 

The lettering St. Valentine’s Day is lettered on in 
white, or the letters can be cut from white card board 
and mounted on in poster effect. 

The ends of the back piece are finished off in the 
same manner as the center. - Arrows made from a light 
lattice strip are gilded and pierced through the hearts 
as shown. 

The hearts are decorated by using artificial white 
and red roses with green foliage as indicated. 

Just to one side of the center is placed the pedestal 
upon which is arranged a single pair of shoes or slippers, 
using a fancy fan and a spray of flowers as an accessory 
decoration. The window card is cut from red card 
board in heart shape and lettered in white. This card is 
tacked to a gilt lattice strip on the back of the pedestal. 

Just in front of the setting is the low plateau made of 
wall board and painted white. Upon the top of the 
plateau is placed a strip of red velvet, plush or silk. 

Plate Two. Shows a very simple setting to use for a 
Washington’s birthday setting that can be used for 
other displays by simply removing the picture of 
Washington and placing some other decorative idea on 
the center panel. 

This setting is made from wall board painted white. 
The center panel is decorated on the sides by narrow 
strips of red satin ribbon. é‘ 

The picture of George Washington is placed on the 
center panel and effectively set off with narrow lattice 
strips gilded. 

The low plateau is painted white. Upon the top of it 
is placed a red rug or strip of velvet. 
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Plate Three. In this design we show a new note in 
decoration in the shape of a decorative unit along new 
and novel lines. The background proper consists of 
three pieces of wall board arranged at the back as is 
shown. Just in front of the back setting is the low 
plateau. The background and plateau are painted 
white in color. The side panels are decorated with red 
hearts cut from card board. A strip of red velvet or red 
rug is placed on the low plateau. The chief decorative 
feature is the unit which is placed just in front of the 
center panel. This unit is made in box effect at the 
bottom with a tall standard tacked on the back. The 
unit can be painted red and decorated in gold. Artificial 
flowers and foliage is placed in the top of the box part 
as illustrated. 

Upon the standard is tacked the card board cut out 
in the shape of a shoe sole and scroll. This is cut from 
red card board and lettered in white. 

Plate four shows a very attractive setting that can 
be installed by simply using three wall board panels 
upon which are pasted a wall paper border in some 
attractive design. The panels should be painted in a 
color contrasting to the colors that appear in the wall 
paper design. 

The panels are then arranged as is shown by con- 
necting them with squares of wall board placed in 
angular effect between the panels. The squares are 
backed up with lattice strips and decorated with 
flowers. 

Appropriate announcements may be painted on the 
face of the squares. 
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A setting with novel features—easy to make. 








lt will be noticed that all of the designs illustrated 
leave the entire floor space for the display of shoes 
which may be arranged in units as suits the fancy of the 
display man. 





Death of Saco Co. Treasurer 


Boston,—J. F. Belcher, treasurer of the Saco Shoe 
Company of Saco, Maine, died in Boston on January 8. 
He was treasurer of the company from its beginning. 
The funeral was held at 91 Waldeck Street, Dorchester, 
on Wednesday, January 10. 
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Everything For Better Looking Windows 





GLASS SHOE FIXTURES 


When you contemplate the purchase of Shoe Fixtures 
it is just as easy to buy the correct kind as any other. 


GLASS HAS MANY ADVANTAGES 


Is is highly Interchangeable (consisting of units as 
shown in second row illustrations.) Top row shows 
some of the “‘Trims” which can be made — you can 
build as high as 6 ft., thereby utilizing your valuable 
upper space and showing more merchandise without 
“crowding.” Besides being the most effective fixture, 
glass is also materially cheaper than the wood ones. 


Write for our Catalog G. F. 


WINDOW RUGS 


Our Window Rugs are of exceptional beauty 
Ask for Leaflet in actual colors and samples of materials 


WINDOW VALANCES 


When you need Valances remember that we carry a large stock for 
immediate delivery. 

Ask for Samples 

WOOD FIXTURES 


We show a full line of everything in “Period” Wood Fixtures—these 
goods are unsurpassed for beauty and durability. 
Catalog No. 142 


HOSIERY FORMS 
Illustration shows our new slender type model—it is No. 1516, price 
$5.25. Each complete with base. The shorter lengths are $5.00 per 


pair (stand alone without base.) 


WINDOW PLUSH 
Big stock—Ask for samples. 














13 
Quality—Service—Courtesy 
Visit our Chicago or New York Show Room 


wane | THe ees FIA le 2. 


70 West 36th Street 
Just East of Broadway 











Medinah Building, Wells St., and Jackson Blvd., Chicago, III. 
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A very effective background of wallpaper borders over simple wallboard panels 


Biggest Children’s Department in U. S. 
Opened in San Francisco 


When the kiddies once get into the new chil- 
dren’s shoe department of the Frank Werner 
Company, San Francisco, it is hard to tear 
them away again. The reason lies in the skilful appeal 
to the tastes and imagination of the young folks. On 
every hand there is something full of color and sugges- 
tion. 

“| believe that ‘this is the largest children’s depart- 
ment in the United States,” said W. C. Owen, the 
manager. Mr. Owen is a children’s shoeman of long 
standing. He had no figures at hand, to establish the 
exact area, but the department stretches from the 
Powell Street store right to Ellis Street. It is in two 
sections, one for boys and youths and the other for girls 
and misses. 

Beautiful Mural Decorations 

“In both departments, the large upper space wall is 
devoted to really beautiful colored mural paintings of 
spirited scenes from fairy stories and nursery rhymes. 
There Cinderella, almost life-size, rides in state to the 
ball, little Snow White fraternizes with the dwarfs in a 
mural piece almost worthy of the Boston library. On 
the adjacent wall, little Red Riding Hood meets the 
wolf in the wood. The boys’ department shows 
Robin Hood and other characters admired by boys. A 
colored alto relief of a shoemaker that might be Hans 
Sachs, supports the archway between the two sections, 
and there are a number of other colored reliefs and 
statuettes, some of them dwarfs and gnomes. 


Peep Holes with Pictures 


The reverse sides of quite a few of the stock cases are 
turned toward the center of the department, which is 


large enough to permit of this arrangement. These 
reverse sides, painted a delicate French gray, have 
circular inserts of glass which serve as “peep holes” for 
pictures about a foot in diameter. The pictures are all 
on a disk that works with a crank which the kiddies 
can turn, in order to obtain views, in rapid succession 
of humorous colored cartoons. Mr. Owen invented this 
toy. 

The great glass cabinet, in the middle of the girls’ 
depart ment, in addition to featuring the latest styles in 
infants’, children’s and misses’ footwear, also contains 
autographed photographs of many child stage dancers, 
given personally to Mr. Owen in token of the help his 
advice has been in the matter of dancing shoe comfort. 
There are many other shoe cases and mirrors galore. A 
colored “Mammy” is a feature of the department. A 
large and varied assortment of hosiery is on sale. 

The formal opening took place on Friday, November 
24. Many floral offerings marked the occasion. 





Bids Asked on Officers’ Dress Shoes 


Washington, Jan. 19.—Bids have been asked on 
5,000 pairs of officers’ dress shoes. Proposals must be 
filed with the Quartermaster General of the Army by 
February 16. The sizes range from 5-12 and from 
A-EE. The shoes are to be of calf, plain vamp, without 
boxed toe, of mahogany color. Deliveries are to be 
completed on or before June 30, 1923. 





Sometimes I think that a good many of our troubles 
arise from the fact that we don’t appreciate the relation 
of those troubles to the troubles of other people and 
that we could solve some of them if we were only 
willing to help the other fellow solve his problem. 
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HEN came a period of invisi- 
‘A ble eyelets, which still holds 
today in some grades of shoes and 
which necessitated a small round 
or cord lace. To this new lace was 
attached a metal tightly wound 
around the braid and corrugated 
to prevent its pulling off. Up to 
this time, this was the best attach- 
ment that had been produced, but 
it had its objections in that it wore 
tinny and the sharp ends were 
prone to cut fine hosiery. 














The most modern of all shoe laces—the 
stiffened braid formsthetip,small,smooth 
and permanent—no metal. 


FOR SALE BY FINDINGS JOBBERS 
EVERYWHERE 


The Hutmacher Braiding Co. 
Braiders of Good Shoe Laces 
PATERSON, N. J. 


January 27, 1923 














Write for copy of our new catalogue showing a complete 
line of display equipment 


J. R. PALMENBERG'S SONS, INC. 
1852—70 Years—1922 
63-65 West 36th Street, New York 


CHICAGO BOSTON BALTIMORE 
204 W. Jackson Blvd. 26 Kingston Street 122 W. Baltimore St. 











Extra Profits for 

You--In GILCO Retainers 

Retainers increase low 

shoe sales—E na ble 

O you to fit every cus- 

tomer—Make large 

sizes fit comfortably 

—Prevent slipping at 

the heel—Easily attached by simply moistening 
the surface—No sewing or stitching. 

Every first-class jobber carries Gilco retainers and 

the complete Gilco line of shoe specialties. Gilco 

Wool Sets, Stocking Savers, Suede Brushes, etc. 

If your jobber can’t supply you, give us his name. 


E. T. GILBERT MFG. CO. 


228-36 South Ave., Rochester, New York 
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Beauty and novelty combine to make this trim unusually attractive. Actual slippers are held in the hands of the cut-out 
figures. By W. N. Speer, display manager for W. C. Stripling, Fort Worth, Texas. 


Three Sales-Accelerating Windows 


Some Good Display Ideas Well Carried Out 
in Fort Worth Shoe Trims 


tion-pulling displays by shoe merchants of Fort 

Worth, Texas, has resulted in a number of strik- 
ing windows from which one interested in good displays 
may draw some inspiration. 

The store which habitually has a window display 
that the prospective buyer likes to look at creates for 
itself a certain prestige that is a good business asset. 
It is the opinion of a number of shoe merchants that 
shoes do not lend themselves as easily to good display 
as some other types of merchandise. This fact has led 
some to exercise all the cleverness and ingenuity that 
they possess to make attractive displays. The shoe 
displays in the windows of department stores are often 
very good; but these are usually the work of exper- 
ienced display men, while most shoe store owners 
have had no particular training in arranging window 
display. However, a window shopping tour of Fort 
Worth discloses the fact that many of the shoe retailers 
there have an aptitude for clever and pleasing arrange- 
ment of shoes. 


P vco-potine attention to attractive and atten- 


Artistic Display at the Stripling Store 


Virgil Garrett, manager of the shoe department at 
the W. C. Stripling Dry Goods store, is thoroughly 
convinced that a window display is about the best 
advertising space that a store or department can use. 
His experierice has shown that sales are boosted after or 
during the time of a good display. Because of his con- 


viction there is tobe seen alwaysan attractive and sales- 
drawing display in his windows. One of these is shown 
here. Against a rich background of purple and black are 
silhouetted two graceful classic figures, holding in out- 
stretched hands lovely metal cloth evening slippers as if 
offering them before a shrine: these figures are cut from 
wall board. In the foreground is a wax figure arrayed 
in a henna satin. Hose and slippers are both seen to 
advantage and the figure adds educational value to the 
display by showing proper footwear with proper dress. 
On both sides of the figure are cleverly arranged dis- 
play units of satin tongue and strap pumps. Adjustable 
glass top display stands are used so that every line of 
the pump may be seen. There is beautiful balance, 
good color effect and an appeal about this window. It 
is the work of W. N. Speer, display manager of the W. 
C. Stripling department store. 


The Beacon Makes Windows Interesting 


The Beacon Shoe Store of Fort Worth, has limited 
window space, but every bit of it is used to the best 
advantage. It is the custom to place a number of 
cards in the window, and to show the price mark as a 
part of the advertising. The cards are written and 
arranged so that the passerby may grasp the message 
at a glance. This is of particular importance to this 
store because it is located adjoining the largest office 
building in town and there are hundreds that pass by on 
their way to work and have only a few seconds to look 
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Make Your Windows 


Work Full Time! 


The merchant on the side street who knows how to light his windows at night 
gets bigger results from his window displays than other stores with poorly 
lighted, better displays on the main street of the town. 

The rightly lighted windows catch the eyes of people across or down the street 
and like magnets draw folks to the store to look at the display. 

Are your show windows so lighted that they work for you full time? Do 
enough people during the evening hours slow down or stop to look at the goods 
you have so carefully displayed? . 

If you would have your windows more attractive at night; if you want bigger 
returns from the time and thought and money you put into your displays; if 
you would increase the number who come to your store to shop; then make 
your windows the bright spot on the street—use “Pittsburgh” silver plated 
glass reflectors. 
*‘Pittsburgh”’ Reflectors have been proven best by every test, yet cost you less 


than others. 
Write for catalog today 


@P. 4sburgh 


SILVER PLATED REFLECTORS 


PITTSBURGH REFLECTOR & ILLUMINATING CO. 
404 Bowman Building, 3d Ave. and Ross St., Pittsburgh, Pa. 
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as they pass. The manner in which the merchandise 
display units are built up in worthy of note. Balance 
is effected without a monotonous symmetry of arrange- 
ment. In the background of the window are to be seen 
picture panels which give a bit of color or are in keeping 


The Beacon Shoe Store of Fort Worth crowds a good deal of real 


selling essence into this small window 


with the season. Every bit of space is used. There is 
a shelf at the top of the window on which are placed 
findings, accessories and bed-room slippers. The 
windows at the Beacon store are decorated by or under 
the supervision of L. E. Langston, manager. 


Florsheim Shop Displays Many Shoes 


In the displays to be seen at the Florsheim shop are 
nearly every type and kind of shoe in stock. The 
psychology of selling to men is a bit different from the 
psychology of selling to women. Many men like to 
make their choice before they enter the store. They 
depend much upon seeing what they want. The 
Florsheim Shop is the only exclusive men’s shoe store 
in Ft. Worth and does a large business with men as 
their patrons. 

Silk and metal cloth drapes impart colorful effect to 
the windows. Rich silks are used in the display shown 
here. In the background are drapings of blue edged 
with black and caught in the middle with the same 
material. On the floor of the window is a draping 
of rose color silk which provides a pleasing color 
contrast. 

Careful attention to detail marks this display also. 
Each shoe displayed is proper!y stretched and carefully 
and neatly laced. 

The whole window gives the idea of masculinity and 
a dignity, simplicity and exactness in keeping with the 
shoes displayed gives to the display by Porter W. 
Owens an attention-drawing and sales-pulling power. 





Selection of Hosiery Shades of Utmost 
Importance 


Style is an elusive thing, and becoming more so with 
each passing season, for the simple reason that women 
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are showing more independence and individuality in 
matters of dress, and are not following, sheep-like, after 
one leader. The wise hosiery buyer recognizes this 
fact and buys accordingly, and the hosiery department 
par excellence is well stocked with a variety of styles, 
so that either the “Colonel’s Lady or Judy O’Grady” 
may find there what her fancy dictates. 

One of the important things, from a woman’s point 
of view, is great attention to the matter of colors and 
shades. The hosiery department that has, say in tans, 
a wide range of shades so that any frock, suit, or shoes 
may be matched or hosiery found that will blend with 
the costume, will hold the trade of a woman who shops 
there with complete satisfaction two or three times, 
and a woman who has tried unsuccessfully to match 
a costume in hosiery will very soon take her business 
elsewhere, and it will be hard to win her back again. 

The importance of care on the part of the sales- 
woman when she is asked to find hose that will match a 
suit, frock, or shoe cannot be overestimated. 

A successful hosiery department should be as advan- 
tageously placed as possible in the matter of light, day- 
light being, of course, desirable always if it is possible 
to secure it. To be successful it must have a buyer 
who has courage enough to buy a wide variety of styles 
and to know what the outer apparel demand of the 
season is in the matter of colors, and keep step with it. 





Army Wants White Shoes 


P Washington, Jan. 15—Bids have been asked by the 
Quartermaster Corps of the Army on 2,400 pairs of 
officers’ shoes (white canvas oxfords). Proposals will 
be opened Feb. 7, in this city. The tentative specifica- 
tions for these shoes called for edges of the outer soles 


This display at the Florsheim Shop, ‘ort Worth, shows a consider- 
able number and variety of men’s shoes, and yet does not tend to 
confuse the eye. There is a trick in showing such a number of shoes 
without making it difficult:-for the eye to rest on one pair at a time. 


and heels to be finished natural. Outer soles shall be 
channeled for Goodyear stitching. Top pieces shall be 
spanked on. One row of steel slugs. Extension of 
edges outside ball 3-16 inch, toe and inside ball 2-16 
inch. Bottoms shall have a coat of transparent natural 
finish and shall be rolled and polished. 
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APPELBEE & NEUMAN, Inc. 


23-25 Greene Street, New York, U.S. A. 


The button in the 
RED LINE BOX 


Manufacturers and Orig‘nators of 


Rivet Shank BUTTONS for Shoes 
PEARL—IVORY— AGATE, Etc. 


BOSTON: 133 Lincoln St. :: :: ST. LOUIS, Star Bldg. 























GUESS 


Why tanners of smooth, 
white leathers recommend 
Cinderella White Kid Polish 
and Cleaner to the shoe 
manufacturers to whom they 
sell their leathers. 


THEN 


Lite l ITE 
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Guess why over [100 slipper 
manufacturers [mail - order 
Cinderella Silver Slipper 
Cleaner. 


The Styles of Spring 


ow 


They require an assortment of buckles and shoe ornaments 
to meet the demand of your women customers. 


Retailers sell these polishes 
put up in attractive packages 
for home use. 


Beaded work, as shown in the Colonial pictured above, is 
a specialty with us. There are many other features in our 
line, and it will pay you to write for price list and com- 


lete information. A wide variety of styles is ready for 
immediate delivery. 


Special buckles made to order if required. 


M. FREEDMAN & CO. 


Gar 


SILVER 
SLIPPER 
CLEANER 


A 


Produced by 
EVERETT & BARRON CO. 
Providence, R. I. 
Makers of highest quality footwear finishes 














Pretaed by 
Evenert ¢ Bamnoe Co. 
reemeee 


For Profit-Making Deal fill out and send 


L Importers and Manufacturers of High Grade Shoe Novelties 
this Coupon. and Bead panned 


ed Work, Shoe Buckles, Ja 
Metal Orn ts and Rhinest 


47 Washington St. Haverhill, Mass. 
PULL OL @ LOL @ Lod 
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Address .. 

















No. 32217 Basket filled with 
flowers, each $.75, per dozen 
$7.50. 


Our Spring Catalogue 
No. 32 


GROPING IN THE DARK 


Time was when the purchase of advertising space was 
a “blind groping in the dark.” Advertisers had no means 
of checking a publisher’s statement of circulation and 
often these figures were unreliable. 

In six years the Audit Bureau of Circulations has 
solved this perplexing problem. By a systematic analysis 
of distribution and methods this organization is able to 
supply just the data an advertiser needs. The darkness 
is Htepelled and the bright light of verified facts takes its 

lace. Space buyers no longer find it necessary to grope 
in the dark. 

There are no dark spots in the Boot and Shoe Re- 
corder circulation. Our records are audited by the Audit 
Bureau of Circulations. 


Illustrated in colors of Arti- 
ficial Flowers, Plants, Trees, 
Vines, Baskets, etc., 


Mailed Free for the Asking 


Frank Netschert, Inc. 
61 BARCLAY ST. 
New York - N. ¥. 
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The Shoe Store Service Department 


of the Boot and Shoe Recorder 
What It Is and What It Does 


This is the dealer’s consulting and statistical department—an adjunct to his own organization 
and facilities. Its function is to bring to bear upon the individual shoe dealer’s problems the 
cumulative experience of thousands of other merchants. You are invited to communicate with this 
department for conference and data on any problems you are facing. Particularly the following: 














re 
3 
3 


Equipment— 


If you are opening a new store or refurnish- 
ing (possibly remodeling) an old one—if you 
are considering new seating or shelving 
arrangements, showcases or equipment, 
send us an outline of your requirements. 
We can give you an idea as to the cost of 
what you have in mind, help you in select- 
ing or ifying, and put you in touch with 
the makers of the wanted equipment. 








Trimming — 


New = on this subject is always 
wanted. joot and Shoe Doerr repre- 
sentatives are always out over the country 
gathering the most recent and practical 
ideas for shoe store window and interior 
trims for all occasions. We will gladly help 
you in planning your trims, in determinin, 
the right fixtures and materials to use, wi 

a view to both attractiveness and economy. 








Sign Designing — 
Your sign writer may feel free to confer 


touches and illustrative treatment for spe- 
cial occasions. If you have no sign writer, 
a high-class service in the production of 
show cards, window backs, etc., can be ar- 
ranged for through this Shoe Store Service 
Department. . 











Advertising — 


What to advertise, and when and how—if 
ou would like the help of experienced and 
ighly successful shoe advertising men in 

solvi these problems, write our Shoe 

Store Service Department, Chicago. State 

the types of shoes handled, class of trade 

sought, present condition of stock, and de- 
scribe the numbers you ticularly want to 
push. Send samples of ads. 








J * 
Lighting — 
The lighting is an important factor in the 
effectiveness of shoe window displays. For 
shoes the lighting requirements are differ- 
ent from those for dry , clothing, and 
other merchandise which is set higher up in 
the window. Likewise in the store interior, 
there is need of more light and more even 
radiation on the floor. In applying the 
— principles to your lighting we can 








with us whenever you wish to work up 
unique color schemes, lettering, decorative 





Accounting — 


In most shoe stores there is room for im- 
pons in the method of accounting. 

f you feel that this is the case in your store, 
discuss it with us and see if we can suggest 
means of | ing the t of work en- 
tailed or of having more complete records 
more readily to hand. We can advise 
where the needed forms, etc., can be pro- 
cured ready for use. 








When you want anything in the-line of equipment for store interior, window or office, and are 
uncertain where to buy it, write this department for the desired information. 





Check Items in Which You Are Interested 


Manufacturers’ Catalog Will Be Sent You 


OC Store Arrangement 0 Stock Boxes 

0 Store Front Construction O Shoe Carton Labels 

2) Counters 0 Metal Ceilings 

0 Shelving O Window Valances 

0 Show Cases 

0 Show Window Backgrounds 

0) Show Window Decorations 

0 Store Seating 0) Store Interior Decorations 
0) Show Cards O Window Lighting 

0 Cash Registers O Interior Lighting 

0) Cash Carriers . 0 Electric Signs 

O Store Fixtures Oo adding Machines 

0 Window Fixtures 0 Play-Room Equipment 
0 Glass Fixtures © Hosiery Cases .& Fixtures 
O Metal Display Fixtures Oo by Pa ony 

C) Store Ladders 0 Foot Measuring Devices 


Remarks 






































0) Hosiery OD Repair Equipment , 
D Souvenirs and Premiums O Duplicators City and State 
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You Can See the Difference 








Between Attractive Window Dis- 


plays and others 


ONLI-WA FIXTURES are the 
setting for good displays. Our 





catalogues are full of Correct 





= 


Meet us at Chicago, January 8-9-10-11, 1923 
SHERMAN HOTEL 
Where we will have an Attractive Display 


Designs. 


Send for it 


THE ONLI-WA FIXTURE CO., 


Originators and Manufacturers of our own Fixtures. 
DAYTON, 


401 BECKEL BUILDING OHIO. 


Palc® 


CUO Shox. 
Add Beauty to the Shoe 


Dalco “‘Lace Ends’’ the best selling 


novelty of the season--illustrated 






Show it up in 
Easily at- 


T is selling fast. 
the shoes you sell. 
tached to ribbon ties. Can be 

used with your ribbon laces, or 
with our Special Silk Tassel Laces 
(illustrated). Order samples of 
lace ends, and silk tassel laces, 
today. 











B--1629--Silk Tassel Laces with 
Chased Silver Rhinestone Lace 
Ends. 








Dalrymple-Pulsifer Company 


Haverhill, Mass. 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Comparative Leather and Hide Prices 
Upper Leather (Price Per Foot) 
Calf, sued di $ $1.50 Yr? $0.75. $0. sore 65 
suede top Boccccccescceccosve 1.40 @$1. J > J 
Calf, smoo th aelened. top grade 1.40@ 1.5 45 55 45 . 
Calf. smooth, black, top grade.......... 1.30@ 1.40 .50 ons 45 
Side ‘leathers, colors, top grade.......... -75@ 1.00 .30 -28 32 
Side leather, black, “See 65 -90 26 -26 -22 
I cca a ia. sane sae 1.40@ 1.60 80 -70 80 
White buck, op grade (side lea.).. .90@ 1.00 40 35 43 
SRT vctasaseosssenscceecos 65@ .70 26 28@ :30 
Kids, colors, best Pintesteecneeseee 1.40@ 1.65 -90 80 90 
Kids, colors, top grade..............+++ 1.35@ 1.60 .80 -70 .80 
Kid, black, top la a icnicinenadeeerareetensl 1.35@ 1.50 70 65 .75 
Kid, SESS eer -70@ 1.10 55 35 55 
Kid, _ 60M 1.00 50 35 50 
Pree ee -20 .36 18 - -20 
Chrome patent sides and kip........... 85@ 1.05 48 45@ .50 
een samme 1.40@ 1.60 80 65@ .70 
Sole Leather (Price Per a 
et SN ic ccs0ccs sekséucaniees -™ 32 @$0. 3 $0.56 as $0.30 31 
TEND caccocepcecoecs -90 50 52 55 
We. 1 eak badhs......cccececs .38 Oe -92 95 58 55 58 
No. 1 oak bends, shoe mfrs.” use. 47 .98@ 1.05 65 65 70 
No. 1 oak bends, finders’ use............ - 48 1.15@ 1.25 80 15 85 
. Raw Hides and Skins (Price Per Pound) 
(1913 Av.) 

Native steers, as used in sole leather, 

DOSMENR, GOB.. 000 cc ccccccesccgcccsocs $0.1834 $0.52 @$0.55 ee 14 @ .19% 
Heavy Texas steers, for sole leather...... és 18 on 50 . 14 17 
Light native cows, for side u a. . es 17K - 62 12% 12 15 
Branded gous. for light sole leather... ... - 17% at 50 on - 13 
No. 1 buffs, for heavy u and side lea. @ .15 45 50 .07 d 12% 13 
No. 1 Chicago City xaifekine for fine calf 

Dicccnisscehebenbneeebeeseeees oa g 17 80@ 1. $274 @ .20 16% 19 
Kips for u PE, cccccescosdeases ee 16 656 18 14 17 

B.A. hides ? or sole leather.............. @ .30 42@ 3e 14% 15 18 18% 






















Leather 


USINESS is showing some improve- 
B ment since the ending of the big 

conventions and the tone of the 
leather market is more satisfactory. Al- 
though large business has not yet begun, 
there is sufficient indication that there 
will be active trading from now on. Tan- 
ners are making more inquiries in the raw 
stock market and the opinion prevails 
that 1923 will see a return to more nearly 
stable conditions. It has been difficult 
for tanners to make a profit for the past 
two years and it is believed that a basis is 
now established whereby prices can be 
obtained which will yield a reasonable 
profit. 

Upper leathers which have been moving 
but slowly for the past few weeks are 
showing more activity. Tanners are 
holding strictly to asking prices and re- 
fusing bids under their quotations. On 
certain kinds of upper leather tanners are 
behind on deliveries and under such con- 
ditions are not likely to accept lower 
prices. Fair business is expected on calf, 
and patent sides are being shipped out as 
fast as they come in from the japanners. 
There is also a better demand for glazed 
kid which should continue to improve if 
tanners are not held up in securing raw 
stock. 


Heavy Calf Most Active 


There is no change in prices of calf 
leather and a fair business is reported. 





The light weights of calf leather continue 
slow of sale and leather buyers continue 
to take up the available supply of plump 
and heavy calf skins. Full grain colors 
are offered at 46c. and 48c, and light and 
medium bring from 42c to 45c. Cheap 
grades of calf are in ample supply, the 
price running down to 30c and below 
according to tannage and quality. It is 
noticed that there is also a better call for 
black calf. A good business prevails in 
suede leathers which continue popular in 
the fancy colors. Top grades of suede 
bring from 60c. to 65c per foot. 


Side Leather Trade Quiet 


Business in side upper leathers is quiet, 
although it is early yet to expect a large 
volume of trading. There have been many 
shoe buyers in the eastern markets and 
with their departure leather buying will 
set in more actively. No important change 
is expected in side leather prices during 
the coming run, the top grades ranging 
from 26c to 32c and the medium from 18c 
0 22c. Top grades of buck are quoted as 
high as 44c for colors and 36c to 38c for 
white. Top grades of elk are quoted at 
from 30c to 34c with a fair business re- 
ported: 

Good Call for Patent 
Patent leather trading is showing some 


improvement and tanners still have orders 
on their books unfilled. The best tannages 


Trading Is More Active 


of patent kips are bringing 45c to 50c per 
foot. Patent sides are quoted at 45c to 48c 
for No. 1; No. 2, 35c to 40c and No. 3 
around 30c. There is also considerable 
lower grade leather and jobs quoted at 
14c and up. Tanners are expecting a con- 
tinuance of the activity experienced in 
patent leather during the past year. 


Kid Business Improving 


There has been some recession in prices 
of raw stock which gives encouragement 
to the glazed kid situation. Goat skins in 
the raw, however, are not yet down to a 
price which enables tanners to obtain 
them as freely as they would like. There 
was considerable curtailment in purchases 
of raw skins, and stocks must now be 
replenished if a normal amount of glazed 
kid is to be made. The standard tannages 
of colored kid remain firm at 70c to 80c 
per foot for top grades, medium 40c to 60c 
and from 20c to 30c for the lower. 


Sole Leather Firm and Active 


There has been a fair trading in oak and 
union sole leather during the past week 
and generally the sole leather business is 
in a much more satisfactory state than 
last. year. 

Heavy leather of nine and eleven 
iron thickness is wanted and there is 
not enough now produced to meet the 
active demand. Prices remain firm as 
quoted. 
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What’s under the rubber? 


— hidden weakness or rugged strength? 


N the illustration below we’re plantations the finest grade that 
making just as plainasdiagrams can be grown. Our factories are 
can, what’s ‘‘underthe rubber’? in manned by the most experienced 
a ‘*U. S.’’ Boot. boot makers in the country—crafts- 
We've picked out the four men who know the importance of 


points where boots get the hardest painstaking care. And we're proud 
wear—ankle, back of the heel, in- Of the results—and of the satisfac- 


step and sole. tion they give the wearer. 

Notice the strong reinforcements In the big ‘‘U. S.” line there is 
built into U. S. Boots at every one every type of rubber footwear. In 
of these points! stocking “‘U. S.”? goods 





We’ve been making rub- you are identifying your Sls 

- ers 
ber footwear for 75 years. store as the home of the 

We don’t duy rubber—we best in waterproof foot- 
actually produce oi1.0urown wear. 


8 








“Extra heavy Flange sole 


THE soLB—A thick, single layer o 
the finest, toughest high-grade 

. ts flange shape means extra 
protection and wear. A rugged 
outside foxing unites the sole and 
the upper into one solid piece. 


United States Rubber Company 


Tue InstsP—A series of grad- 
uated reinforcing layers in the 
instep combines unusual flex 

















THE ANKLE—Hore the BACK OF THE HEEL— Eleven 








“U. 8.” Boot has an ibility with surprising strength. layers of heavy duck and highest | 
extra “‘collar” that grade rubber make this one of Ee 
runs all the wayround the strongest points of the w 








the leg, and on top of 


Ask for U.S” Boots 


heavy side-stay. 











ayer o 
de 


5 extra 


rugged 
le and 


pce. 
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To Merchandise Rubbers Well, Plan Ahead 






Take Your Last Five Years’ Sales—Divide by Five—For Next Season, 
Buy Sixty Per Cent of That Amount—And Buy It Now. 


T’S an ill wind that blows nobody 

good,” is an old saying and its appli- 

cation to the rubber shoe business is, 
as retail shoe merchants well know, to 
learn a lesson from the overshoe and rub- 
ber boot shortage this season and buy 
early for next winter. This means—Buy 
Now.” 

At one large rubber shoe factory it is 
stated that its salesmen are not taking 
any more four-buckle overshoe orders 
for a quicker delivery than next spring. 
Asked as to when the situation was going 
to clear and when his folks were going to 
get caught up on the shortage, this same 
rubber man replied laconically—“Oh, by 
the Fourth of July.” 

He assured the Recorder representative 
that this was actually the case, and cited 
as further evidence of the distribution 
complications which existed that Eastern 
merchants were requisitioning supplies 
from as far West as Denver. 


“Dead Center”’ on Rubber Boots 


We learn from a reliable source, that 
there is a “‘dead center,”’ as the mechanical 


engineer, would say, on the storm king - 


type of rubber boots—the factories have 
not been producing them the past few 
years, on account of the Government boot 
supply, and all the army and other stocks 
have been consumed. 

The whole situation is really one of 
action and re-action. To reminiscence a 
bit—in 1920, the public went on a buying 
strike—then the retail shoe merchant 
went on a similar strike; he was followed 
by the wholesaler and later the factory 
man, who went on a production strike—so 
here we are back to the consumer again. 
But the consumer has learned a lesson, 
too, in the last few years, and he knows 
that he must have rubber shoes, and that 
he must have them at the beginning of 
the winter, that if be thinks the weather 
will not warrant his buying an extra pair 
or two at the beginning of a season, they 
can withsafety be kept until the day when 
he will need them. 


Estimate Now for Next Winter 

Rubber shoe salesmen are now in the 
field, taking orders for next winter on 
rubber shoes of all kinds. They are truth- 
fully telling merchants that with only 300 
days of production in not more than 20 
factories making rubber shoes—moreover, 
aS no one company can turn over its 
entire plant exclusively to the making of 
overshoes, or rubber boots, or other 
rubber shoes—it behooves the merchant 


to order ahead. But first of all, the mer- 
chant must estimate ahead, so that the 
factories may estimate ahead. For the 
rubber shoe manufacturer must wait until 
the leather shoe man tells him what he 
wants in the way of lasts and how many 
of these lasts he will require. 

A good rule which has been recom- 
mended by a retail merchant, who almost 
always manages to have enough merchan- 
dise in the way of rubber shoes to look 
out forthis own wants and sometimes the 
wants of his neighbors (if they do not 
make too many, and the weather is not 














Fines 





Now—Plenty of both—the old and 
new version of foot protector 


Kovershoes 


and 


overshoes 





KRIMM ER KOVERSHOES, the 
-* overshoe with the Russian accent 
—plenty ready now. One sketched 
above, with rubber foot, water- 
led jersey top and gray krim- 
mer cloth cuff, in sizes 5 to 7 inclu- 
sive. The same style, all rubber 
with krimmer cloth cuff, in all sizes. 
( VERSHOES —the good old stand- 
lenty of these, too, in all 

sizes. Four buckles. 


A WORD TO THE WISE 


Kovershoes and overshoes are like early 
snowstorms—here today and gone to- 
morrow. Better come soon, while this 
néw stock is here. 























(Filene’s—Meil and telephone orders filled —fifth floor) 














The way one Boston merchant advertised a lot of 
boots that he was fortunate enough to have on hand. 


too severe) is the one cited above. This 
merchant looks up his last five years’ 
sales of rubber shoes; he then divides the 
amount by five to get the average. He 
knows how that average seems when 
compared with the amount he is selling 
this winter during a heavy winter. He 
then, at this time of the year, buys 60 
per cent of that amount, and a little later, 
he places the order for the remaining 40 
per cent. 
Fewer Lasts, Please 

This retail merchant also feels the 
necessity of reducing the number of kinds 
of lasts—and decides on all the different 
types of lasts he wili need for next winter 
in advance, so that the rubber shoes may 
fit well over same, because he knows that 
rubbers must fit nowadays. He also 
knows that patterns in leather or fabric 
shoes may change in any degree which he 
may later decree, but he plans his lasts so 
that they will carry the same height and 
shape of heel, and the same shape of toe. 
He also plans how many high heel shoes, 
how many low heel shoes, how many 
medium heel shoes, how many brogue 
lasts, how many square toed lasts, or in 
other words, he again strikes an average 
and buys early. 


Hurry, Hurry on Canvas 
rders 

And another word of warning comestrom 
a leading rubber man. The time is fast 
drawing to a close when orders on tennis 
and canvas lines can be accepted for June 
delivery. Salesmen have already been on 
the road since last Fall taking orders on 
these goods. It looks now as though next 
season was going to be a big white year, so 
those merchants who have not already 
ordered have no time to lose. If this is 
not done the shoe store will again be 
obliged to turn away business, and the 
consumer will again be minus foot protec- 
tion which he might have had, if every- 
body had planned in advance. 

So the moral of the whole situation is, 
anticipate your demands. The rubber 
man must plan his production in advance, 
he is waiting for you to tell him to go 
ahead. Carefully estimate what you 
think you can sell and put real action 
into the situtaion. 





New Shoe Stores 
The U-Select-’em Shoe Store (The Dry- 
foos Distributing Company), 2710 Mission 
Street, San Francisco, Calif. 
C. Ricci, Petaluma, Calif. 
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For speedy, positive action-- 


the new 





SHOE stretching is a little art in itself. 

The Repco Shoe Stretcher is designed 
scientifically and stretches shoes easily, 
quickly and without injuring them. 


The Repco Shoe Stretcher contains no 
springs, arrows or other troublesome parts. 


The blocks—shapely and carefully finished 


Repco Shoe 
Stretcher 








Repco Shoe Stretchers 
are made in nine sizes— 


No. 000 down to No. 6. 


Each stretcher is packed 
in an individual carton. 
Corn and bunion plates 
come with each stretcher 











—are made of fully seasoned maple and 
held together at the back by a strong steel 
hinge. The toggle-jointed mechanism is 
controlled by a square-threaded screw of 
large pitch. 


For up-to-date shoe stretching use the new 
Repco Shoe Stretcher. 


For Sale by Shoe Findings Jobbers. 


UNITED SHOE MACHINERY CORPORATION, Boston 


San Francisco Branch, 859 Mission Street 


J. K. KRIEG, 39 Warren Street, New York 
UNITED SHOE REPAIRING MACHINE COMPANY, Boston 


rder will appreciate you 


mentioning the publication in replies 


vertisements. 














| for CALLOUSES 








forBUNIONS 


—$— 








CONSUMERS * The Biggest Corn 


p ais 
yall — Seller on the Market 


Dr. Scholl’s Zino-pads—for Corns, Cal- 
louses and Bunions—bring many new cus- 
tomers to your store to whom you can sell 
Dr. Scholl’s Foot-Eazers, Arch Supports, 
Foot Comfort Appliances and Shoes. They 
are the best business builder you ever used. 


Backed by Tremendous 
Advertising Campaign 
Dr. Scholl’s Zino- pads are locally and 
Nationally eae in America’s lead- - 
ing magazines and newspapers. An un- 
precedented demand has been created. 
We furnish the trade with elaborate 
window display material, free samples and 
a complete selling plan. 
Stock Dr. Scholl’s Zino-pads NOW 
and get your share of this business. The 
profits are big, the sales quick and the 
turnover rapid. 


Send this coupon today for 
Special Introductory ‘er 


The Scholl Mfg. Co., 213 W. Schiller St., Chicago 
Gentle Please ial Introductory Offer 
‘and full send me viing Dr. Scholle Zino-ped 


|COUNTER 
DISPLAY CARTON 
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NEW YORK 


New Spring Styles “Catching On”’ 


Higher Grade Stores Beginning to Feel Demand for Newer 
Models; Whites Start Out Well 


LTHOUGH clearance sales at size- 

able reductions are running strong, 
a good volume of regular business on new 
spring models is reported among the higher 
grade retail shoe merchants here. Sports 
footwear has had an important place in 
the early showings, particularly in con- 
nection with Palm Beach displays, which 
however, appeared to assume less import- 
ance this year than they did last year. 
In fact, fewer of the Fifth Avenue stores 
stressed the Palm Beach openings this 
year. 

From consumer demand registered at 
these early summer wear showings, it is 
evident that white is to play a prominent 
part in the coming summer season. All 
white has been a good seller with some of 
the specialty shops, particularly in kid. 
It is interesting to note that strapped 
models have formed a larger proportion 
of these early sales than have the tongued 
models. Saddle strapped oxfords, es- 
pecially patent leather over white, also 
have been strong sellers with some 
houses. 


Cashing in on Value of Paris Names 


Another interesting note that has been 
injected into the presentation of highly 
styled shoes in New York, is the use of 
Paris footwear style creators in advertis- 
ing and in window displays. This is an 
innovation even in some of the exclusive 
shops. Wanamaker’s and Saks & Co., 
however, have been particularly strong 
in presenting models adapted from those 
of Perugia and Hellstern. Yantoni and 
other Paris makers also have been men- 
tioned in publicity connected with shoes. 
The effect of advertising these style 
creators, much as Paquin, Poiret and 
other style leaders in the apparel field 
have been advertised for years, is an 
interesting experiment. It does indicate, 
however, that style, and authoritative 
style, is becoming more pronounced in the 
footwear field than it has been heretofore. 


What Hosiery Colors Sell 
Best 


The Gotham Hosiery Shops report the 
following colors sold in their stores for 
the week ending January 15, in the order 
listed: 

1 Black 

2 Dark brown 
3 White 

4 Silver 

5 Gun metal 

6 High colors 

7 Medium gray 


8 Medium brown 
9 Bobolink 

10 Graphite 

1l Otter 

12 Nu 

13 Buck 

14 Castor 


24 Bronze 

25 Mouse 

26 Navy 

27 Piping rock 
28 Suede 

29 Pigeon 

30 Zinc 

31 Fawn 

32 Light gray 


15 Taupe 

16 Neutral 

17 Caramel 

18 Skyne 

19 Dark gray 
20 Light brown 
21 Sand 

22 Gold 

23 Pink 


Styles were sold in the following ratio: 


Cotton tops and feet...... 34 per cent 
Silk tops, cotton feet.......15 per cent 


oy 
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Sheer, silk tops, cotton feet 13 per cent 
Twenty-five per cent heavier 
silk than No. 100....... 

Silk tops, cotton feet 
Sheer, all fk. ........... 
Outsize of No. 100 

Sheer, cotton tops and feet 
Colom, aff GK scence ss 
Outsize of No. 150........ 


13 per cent 
11 per cent 
5 per cent 
4 per cent 
3 per cent 
1 per cent 
1 per cent 


The trend away from oxfords and 
toward high shoes among men has defi- 
nitely set in according to some of the re- 
tailers here. Further evidence of this 
fact is found in the results of a survey 
made by the Fairchild News Service here 
last week. Out of 4,000 men checked, 59 
per cent wore high shoes and 41 per cent 
wore low shoes. A similar survey made 
two months ago, showed 51 per cent wear- 
ing low shoes and 49 per cent, high shoes. 


BROCKTON 


Busy Making Spring Shoes 


Next Few Weeks Will Be Busy Ones; Fall Samples Also 
in the Works 


“ ETTER than an average year’s 


business,”’ is the opinion of Brock- - 


ton shoe manufacturers regarding local 
shoe production for 1923. Brockton 
concerns were heavily represented in 
Chicago during the style show period. 
Practically all local houses showed their 
lines of men’s and women’s welts in that 
city. A good business was secured. 
Manufacturers and salesmen returned to 
Brockton well satisfied with business 
prospects. It has been noted previously 
in this department that Brockton now 
produces shoes in a variety of quality as 
well as style. A range of retail prices from 
$5.00 upward is now associated with 
Brockton’s industry. This enables buyers 
to have a greater variety of selections in 
made-in-Brockton footwear, and is bring- 
ing much additional business to this city. 
Factories are on full schedule in production 
of Easter orders and the next few weeks 
will be very busy ones. 

Brockton manufacturers and their 
salesmen have concluded conferences 
regarding fall samples. Styles have been 
decided upon and samples will soon be 
coming through the factories. No radical 
departures are noted as regards styles. 
The high and low cut patterns are more 
equally divided than ever before. The 
tendency in both men’s and women’s 
welts favors low cut patterns for all the 
year round sales. As regards prices, 
manufacturers are doing their best to 
figure along lines which will show very 
little increase over the prices of the past 
season. This is no easy task. Cost of 
sole leather, cotton linings and many 
other materials which enter into shoe 
production are increased as compared 


with six months ago. However, Brockton 
shoe manufacturers are resourceful and 
their trade can be assured of the lowest 
prices consistent with real values. 


Douglas Shoe Company 
Elects Officers 


At the annual election of officers of 
W. L. Douglas Shoe Company held 
recently in Brockton, Hon. Wm L. 
Douglas was re-elected President; Herbert 
L. Tinkham, vice-president and treasurer; 
Charles D. Nevins assistant treasurer and 
clerk. On the board of Directors are 
Messrs, Douglas, Tinkham, Nevins, 
Daniel W. Packard, Frank L. Erskine, 
Geo. J. Taylor and BurtonJ.Torrey. The 
last named is an addition to the board. 
Mr. Torrey entered the employ of the 
Douglas company as a boy twenty-eight 
years ago and has been employed in 
various departments. He is now one of 
the supervisors of Douglas retail stores. 


Death of Pioneer Shoe Manu- 
facturer 


Jonas E. Reynolds, founder of the firm 
of Reynolds, Drake & Gabell Inc., shoe 
manufacturers in the neighboring town of 
North Easton, died at his home in Brock- 
ton, January 11th, in his eighty-seventh 
year. Mr. Reynolds had been for some 
time in poor health,but visited the factory 
almost daily. He was born in North 
Bridgewater (now Brockton), and was 
educated in local schools. He entered the 
shoe manufacturing business in the early 
’70s and up to the time of his death had 
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been continuously associated with that line 
of work, covering a period of nearly a half 
century. Mr Reynolds is survived by a 
son, Martin E. Reynolds, president of the 
corporation, a daughter and seven grand- 
children. 


Open New Boston Office 


The Sporwin Shoe Company, Inc., 
manufacturing men’s medium priced 
welts, has opened a new Boston office at 
113 Lincoln street with Clifford C. Dun- 
ham sales manager, in charge. Factory 
sales will be looked after, as heretofore, by 
William Fencer. This concern recently 
took additional space in the plant which 
it occupies and also has increased facilities 
of the stock department. This latter will 
be continued as a feature of the Sporwin 
Shoe Company’s business. 


Stock Department Yearly 
Sales 


In a paragraph recently published in 
this department the statement was made 
that Geo. E. Keith Company’s Depart- 
ment 6, otherwise known as the Factory 
in-stock department, does an annual 
business of $1,00@ 000. This should have 
read—not dollars—but pairs. In other 
words, Geo. E. Keith Company’s Depart- 
ment 6 sells a million pairs of Walk- 
Over shoes yearly. As regards value in 
dollars, the stock department has sold as 
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high as $8,000,000 a year, while the stock 
sales at present are running ahead of the 
corresponding period a year ago. 
Walk-Over shoe dealers, 150 strong, 
met in convention at Chicago, following 


the national retailers’ convention, on . 


January 1] and 12. It was the first session 
since that held in Campello in July, 1921, 
when so many Walk-Over associates par- 
ticipated. 

Organizing for next year, the Dealers’ 
Association elected I. B. Howe, Boston, 
as president, succeeding I. R. Jacobs of 
New Orleans; S. Stokes, New Haven, vice- 
president; A. A. Stentz, Fort Wayne, 
secretary-treasurer. 

Those present from Campello were 
President Harold C. Keith; Vice-Presi- 
dents G. H. Leach and C. E. Moore; 
Director H. T. Conner; Executives E. A. 
Burrill, W. T. Card, A. J. Chase, W. D. 
Leach, F. E. Packard, W. A. Farley, and 
Salesmen C. J. Porter, H. N. Keene, 
H. A. Stubbins, F. B. Riddleberger, F. R. 
Wall, C. A. Benjamin, J. W. Horton and 
C. W. Farthing. Addresses were made by 
President Keith, Vice-President Leach, 
Messrs. Burrill and Card as part of the 
dealers’ own programme. 


Brockton Shoe Shipments 

Shoes shipped from this city for the 
past week totaled 10,057 cases as compared 
with 9355 cases for the corresponding week 
in 1922. 
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The Easter Rush Is On 


Factories Jammed to Capacity; Grey Seems to Be Most 
Popular Color 


HE Easter jam is on. Shops are 

running to capacity to get out Easter 
shoes. Buyers tarried until the last 
minute before picking styles and placing 
orders for springtime. Manufacturers will 
do their best to fill orders. But 12 weeks’ 
business will have to be done in eight weeks, 
time. 

Gray seems to be gaining above other 
colors. Gray suedes are selling for dress, 
and gray boarded calf and gray elk for 
sport shoes. Also combinations of gray 
and of patent are selling for street wear. 
The why and wherefor of gray is more or 
less a mystery. But, as a matter of fact, 
each season brings its vogue of gray, and 
this season seems to show the largest ever. 


Patent Still Good 


Blacks, especially patent, continue 
good. So do tans, in various shades run- 
ning to medium and light. White is used, 
in solid colors, and with trimmings, such 
as trimmings of patent, gray, blues, 
greens, reds and purples. 

Sport types are on the gain again. 


Sales of athletic and sporting types of 
shoes have gained ten-fold the past three 
years. This does not include the sport 
styles for street wear, but just the real 
athletic shoes. However, sport eostumes 
influence styles in apparel, even in foot- 
wear. 

Heels are running all the way from 6-8 
to 16-8. Heels on rubber or fibre soled 
sport shoes have heels that are not much 
more than spring heels. New high wood 
heels are of the Spanish style. 


One Color In Two Materials 


One color, two material styles, are going 
well in the Easter and springtime lines of 
Williams, Clark Company. That is, a 
gray suede is blended with a gray grain 
leather or a patent with a dull black 
leather. Or thcre are similar combinations 
in the browns and the whites. 

Patterns show straps, chiefly one 
straps with two buttons, small tongue 
pumps and a lattice front and strap pump. 
On some shoes, the lattice of the front is 
cut through to show the stocking, and on 
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others the lattice effect is made by over- 
laying a dull black on a patent front, or a 
smooth gray on a suede gray. Also, some 
‘show lattice work on the sides. 

One shoe, not strictly a sport shoe, and a 
bit mannish, has a squarish toe, and a 
square tip, a bit of ornamental stitching, 
and a square edge on the sole and a mili- 
tary heel. It is made of a medium brown 
shade of fine calf leather. It is for the 
business woman. 


New Sport Shoes with Creased Vamps 


“Super Sport Shoes” is the title tied 
to some 1923 sport shoes from the factory 
of V. K. & A. H. Jones & Thomas. Up- 
pers are of new finishes of light tan elk, 
and gray elk, and of fine black calf and 
suede, in brown and gray, too. Toes are 
soft. Vamps are creased. The patterns 
are of the blucher oxfords. Bottoms are of 
leather, fibre, or crepe rubber, as the 
buyer desires. One shoe of this class is of 
fine black calf. It has a rolled edge, which 
is stitched, and there is an air of distinc- 
tion to it. Also, the sample line shoes, 
white shoes, with white soles and heels. 


Wood Heels Going Well 


On a 15 days’ production schedule is 
the Mitchell factory, which means that 
it is swiftly making up shoes for Easter 
and springtime. Wood heels are going 
well. Suede and satin slippers, in blacks 
and colors, and patents too, carry 16-8 
heels. A smart shoe, yet to be named, is a 
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flapper type, with a low heel of wood. 
Quick production and quick delivery is 
the gist of the Mitchell program for 1923. 

New shoes from the factory of Brophy 
Bros. show light tones of brown and gray, 
in suedes and satins, and patents and 
black satins, too. Strap, tongue, plain 
pump, trimmed pumps and oxford pat- 
terns are among them. 


Trimmed Oxfords Among the 
Leaders 


Trimmed oxfords are leaders in the 
spring line of Murphy, Gorman & Water- 
house. To describe the details of the pat- 
terning would be like trying to describe 
the details of hats at an Easter millinery 
opening. Patent and gray combinations 
stand out among them, but there are also 
all patent shoes, and all gray shoes, and 
an almost endless variety of brown shoes. 
One oxford, a favorite with a number of 
buyers, is a dressy sport style of gray 
suede with sport gray trimmings. 


New Everett Firm Formed 


Paul C. Wolfer Company, incorporated 
recently with a capital of $75,000 is to 
make women’s welt shoes in the new 
Everett Board of Trade factory, on the 
Revere boulevard. Paul C. Wolfer, for- 
merly with Millar & Wolfer, of Chelsea; 
and Frank M. Bohr, a traveling man, 
make up the firm. 





BOSTON 


Hub Shoe Stores Holding Sales 


Mid-Winter House Cleaning Going On—Charles H. Peterson 
of Jones, Peterson & Newhall, Sums Up 
N. S. R. A. Convention 


VERYWHERE are sales _ taking 

place. Some call them “Mark Down 
Sales”; some “Stock Taking Sales”; 
others “January Sales,”’ and a variety of 
other names which all signify the same 
thing—namely that retail shoe merchants 
are “‘cleaning house” and getting shelves 
clean for Easter business. 

The overshoe question has ceased to be 
a cause for talk—the cold, hard facts 
have been accepted now for the past 
week or more; that there is a shortage, 
everybody knows, and all have made up 
their minds to get as many pairs as they 
can and make the best of a bad situation, 
with mental promises to themselves not 
to get caught next time. 

It is reported that some of the mer- 
chants who went to the Chicago conven- 
tion did some scouting around there, but 
succeeded in digging up only a few pairs. 
Some of the Boston merchants are not as 
short on stocks as others, and have been 
reselling two or three, or a few more pairs 


—mostly in very small sizes—to their 
neighbors. 


Retail Merchants Hold Big Meeting 


The Massachusetts Retail Shoe Mer- . 


chants held its Post Convention Confer- 
ence January 24, at the City Club. The 
meeting was devoted entirely to a discus- 
sion of the N. S. R. A. convention activi- 
ties. There was a large attendance, 
members coming to Boston from all over 
New England—even St. Johnsbury, Vt. 
was represented by J. C. Amey, who re- 
ported some very cold weather from his 
part of the country, with overshoe sales 
the biggest ever. 


Chicago Meet Impressive 
A very interesting report of the Chicago 
convention was given to the Recorder rep- 
resentative by Charles H.{Peterson of 
Jones, Peterson & Newhall, who with 
George Newhall attended the] big get- 
together. ‘““We were very much impressed 
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with the convention as a whole,” said Mr. 
Peterson. “I believe that it was a great 
help to every shoe man who attended 
to rub shoulders with brother merchants 
from other parts of the country, to hear 
their opinions and pass upon same. 
While you cannot always carry out the 
views of a man from some other section, 
because conditions in your town are per- 
haps so different, yet there is always 
much which can be readapted. 


Lesson on Color Trend 

“One good lesson which we learned 
from the convention was the color trend 
for the coming season. We have found 
that gray will be one of the very best 
colors; then browns and that all white 
and all blacks, or perhaps grays and 
blacks will be good. Two shades of brown 
will not be good. 


Style Show Well Conducted 


“The style show was well conducted, 
everyone could see perfectly, of course, 
there were many very elaborate shoes 
shown, but the merchant understood that 
these were more for show purposes than 
to buy. 

“The spacious Coliseum looked very 
beautiful, trimmed up with yellows and 
brilliant light effects. 

“Two styles stood forth predominantly 
—one straps and short tongue Colonials. 
There were sandal effects, cut-out effects, 
and a strong tendency to sport models— 
even for dress — by that I mean, for in- 
stance, a white with strappings at the side. 


Big Hosiery Display 

“There was much fancy hosiery shown, 
in fact, hosiery was a big feature of the 
fair—a larger showing than I had ever 
seen. There was fancy hosiery in silk 
and wools. 
great many embroidered clocks and lace 
clocks. In white silks, of which there 
were a great many, the tendency seemed 
to be for all plain effects. There were 
pretty grays, beiges, blues and browns. 


Business Meetings Constructive 

“The business meetings were very 
much worth while and fine talks were 
given on merchandising, stock turnovers, 
etc. I enjoyed Congressman Anderson’s 
talk immensely, I refer to the one which 
he made giving the report of the Joint 
Commission of Agricultural Inquiry, 
which had investigated the retail shoe 
trade and found favorably for it. 


Everybody Optimistic 

“T noted that everybody was optimistic 
—there were no pessimists at all—every- 
body had a smile. Another thing I 
noticed was that all who attended seemed 
to have had conditions about similar to 
ours in Boston for the past few years, 
they took their losses bravely, and were 
now all set full sail ahead for a prosperous 
1923. 


There were many all silks—a’ 
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““We also found that there would be no 
lower prices, a tendency towards higher 
prices, if anything. 


Chicago the Beautiful 

“And as to Chicago, it was our first 
trip there; we went to some of the different 
shoe stores, such as Marshall Field’s, 
F. E. Foster Company’s and others. We 
were particularly impressed with F. E. 
Foster’s, as it was a store with an atmos- 
phere very simila to ours. They seemed 
to be very busy there, without holding 
sales. When we went in, about two or 
three o’clock in the afternoon of Monday, 
we found that the store was well filled 
with customers being fitted, but not a 
sale on. 

“Chicago stores are well illuminated 
and the merchandise well displayed. We 
were very much impressed with the city 
of Chicago itself—with its long streets 
and wide sidewalks. 


One-Straps “Good as Gold” 

“To sum up, my style findings are 
one-straps, good as gold; small tongues, 
good; grays will predominate, followed 
closely by browns, or perhaps it will be 
grays and browns, 50-50. All whites are 
good; all blacks are good. And here’s a 
little black satin one-strap, with the new, 
semi-English toe, 15-8 Spanish heel, a 
regular custom-made effect that cannot 
be beaten. Silver and gold brocaded 
effects, with Spanish and Louis heels for 
evening wear are good.” 


Hold Conventions Earlier 


Asked about the best time for holding 
conventions, Mr. Peterson said that he 
thought anywhere from October 15 
to November 15 was a good time, as the 
weather is neither too hot nor too cold, 
it is early enough in the season to give 
manufacturers a chance to make upsnappy 
stuff and deliver on time for Easter selling, 
and there are no January sales to stay at 
home to conduct. 


Upton “On The Job Every 
Minute” 


R. L. Upton, manager of the new store 
at the old Carman location, 162 Tremont 
Street, which is soon to announce its 
new name to the public, ran over to New 
York on Tuesday, January 16, to buy and 
“Look "Em Over” for Easter trade. He 
made only a flying trip, returning to 
Boston in time to be present for the fol- 
lowing Saturday’s shoppers. Mr. Upton 
and his assistants are busy closing out 
the old stock and report a good business 
thereon. 


H. Lym an Armes Is Wilson’s 
Souk 1 Shoes Boston Adver- 
tising Manager 


Wilson Process, Inc., announces the 
appointment of H. Lyman Armes of 
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Boston as a member of the headquarters 
staff to take charge of the creation and 
direction of advertising in behalf of Wil- 
son sewed shoes. His office will be in 
Boston at 183 Essex Street, New England 
headquarters of Wilson Process, Inc. 
Mr. Armes was formerly a writer of adver- 
tising and director of research and pub- 
licity for the Wood, Putnam & Wood 
advertising agency of Boston and Balti- 
more. 

For the present, it is announced, Wilson 
sewed advertising efforts will be devoted 
to supporting the licensed manufacturers 
of Wilson sewed shoes and their dealers 


BOOT AND SHOE RECORDER 


through the leading trade publications 
and by direct mail. Plans have already 
been outlined, however, for extending 
Wilson sewed shoe advertising to the 
consumer field in newspapers and national 
publications. 


Congratulations to Ben 
Goulston 


Ben Goulston, general manager of the 
Dr. Reed Cushion Shoe Store, was 
married to Miss May Davidson of Boston 
on Friday, January 19, and spent the past 
week on a honeymoon at Atlantic City. 





PHILADELPHIA 


Stocks Low; Good Trade Ahead 


Quaker City Preparing for Better Business Soon— Wholesale 
Trade Quiet at Present 


HE outlook at the beginning of 1923 

is very much more hopeful than it 
was at the beginning of 1922, according 
to William A. Law, chairman of the 
board of directors of the First National 
Bank. He says that all signs indicate 
that the country will have at least six 
months of very good business. He con- 
siders the improvement in retail trade as 
conclusive evidence that the purchasing 
power of the public is enlarging. He be- 
lieves that the country has entered a 
period of secondary inflation and that 
the situation requires careful handling. 

With merchandise stocks low, Mr. Law 
thinks there will be considerable buying 
by various classes of consumers in spring. 
The conservatism and caution which has 
characterized previous demand is a very 
healthy sign. Employment will un- 
doubtedly increase in various directions 
with wages not materially changed from 
last year. 

Prices are pretty well established at an 
average level sufficiently higher than the 
pre-war basis which has given rise to the 
belief that they may never return to the 
1914 levels. 


Wholesale Business Quiet 


The United Shoe Company reports 
wholesale trade quiet but the outlook for 
future business very good. Gray suedes 
and gray suedes and patent combina- 
tions will go big in spring it is believed. 
The return of the high shoe is doubtful. 
Prices are somewhat stiffer. The demand 
for suedes and for patent leather has 
tended to increase the prices asked for 
them. The advance will probably amount 
to about ten cents or fifteen cents a pair. 
Cut outs and fancy stitching will be good 
in spring. This firm reports that some 
shoes have as many as fifty cut outs. 
This increases the prices of shoes as each 
cut out must be stitched. 


The Turner-Tompkins Shoe Company 
reports that as it does not handle rubbers, 
its trade is a little quiet. January and 
February are its dullest months. Business 
of this firm last October, November and 
December was very good. Its holiday 
business was larger than for some time. 
Spring business will be good. This firm, 
which handles only men’s and boys’ shoes, 
says that 99 per cent of its shoes are tan. 
Fancy stitching will be good in spring. 
Some manufacturers are getting away 
from the brogue effects. Prices will be 
from 15 cents to 50 cents a pair higher in 
spring. 

W. T. Holmes Company report cut 
outs, inlays, and straps as the leaders for 
spring. Prices will be from 25 cents to 
75 cents higher than last year. Gray 
suede and patent leather combinations 
will be good. Spring and summer will be 
good fancy seasons. Sport shoes will go 
big. 


Gray Kid in Demand 


Robert H. Foerderer, Inc., reports re- 
ceipt of quite a few inquirers for gray kid 
to be used as linings. Indications are that 
patent leather shoes and black shoes in 
general will be lined with gray kid. This 
firm is going to make about 500 dozen 
gray kid linings within the next week or 
ten days. Prices are firm. This company 
is operating on about 75 per cent of its 
capacity. 


Factories Picking Up 


Mrs. .A. R. King, Inc., manufacturers 
of girls’ and children’s shoes, reports 
orders coming in very nicely. Quite a 
few advance orders are being received. 

Hallahan & Sons, Inc., expect things to 
pick up shortly. With the style show now 
over, salesmen and buyers are drifting in 
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and this firm is looking for good business. 
Styles for spring are still a little indefinite. 
Straps and tongues will undoubtedly go 
big. Grays will be good. Black is still 
holding its own. 


Stores Still Having Clearances 


Retail stores are still conducting Janu- 
ary clearance sales. One store is offering 
several thousand pairs at prices which 
range from 95 cents to $2.60. They in- 
clude women’s high shoes, pumps, and 
oxfords. They are featured in tan and 
black calf, black glaze, brown glaze, 
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patent colt, Russia calf, suede, satin, and 
two tones. The more expensive retail 
stores are featuring large lots at about 
half price. 

John Wanamaker is featuring a wide 
variety of styles. Some of them have 
broad toes and low heels, others have 
narrow toes and Cuban heels, some have 
medium width toes and military heels, 
some have extra width across the ball of 
the foot, others an extra width at the top, 
some are button, some lace, and some kid 
and others with cloth tops. High shoes 
of black kid skin are featured. Prices 
range from $9 to $15. 





HAVERHILL 


Labor Troubles Nearing End 


New Agreement Drawn Up Between Manufacturers and 
Employes; Factories Busy on Easter Orders 


ECENT developments in the long 

drawn out labor controversy in 
Haverhill are such as to assure to shoe 
buyers complete confidence in Haverhill’s 
ability to produce goods satisfactorily and 
deliver them promptly. Patient and per- 
sistent endeavors on the part of represen- 
tatives of Haverhill shoe manufacturers 
and labor organizations have brought re- 
sults. Agreements regarding hours of 
work have been drawn up and submitted 
for ratification. When this is accom- 
plished, which is now practically assured, 
Haverhill will be 100 per cent efficient as 
regards footwear production. The light, 
dainty effects in women’s shoes which are 
so much sought after by merchants and 
have been always identified with Haver- 
hill, are now available under more favor- 
able and satisfactory conditions than for 
several years. 

As a result of business secured in con- 
nection with the recent Chicago style 
show, also from visiting buyers in Boston 
and Haverhill during the past week, 
Haverhill manufacturers have their fac- 
tories filled with work. Delays on the 
part of merchants in placing their orders 
for the Easter trade are causing a condi- 
tion at local factories which can mean 
only one thing; that is, production at 100 
per cent capacity. As a matter of fact, 
goods ordered for the Easter trade must 
leave Haverhill factories at the latest by 
March 20, and this latter date can apply 
only to the goods shipped to nearby mer- 
chants. The 15th of March is practically 
a dead line on Easter shipments from 
local plants. 

Buyers Diversifying Styles 

“It was very pleasing,” said a member 
of a Haverhill house identified with the 
production of women’s turn footwear, “to 


see so many buyers at the Chicago style 
show making their purchases on the basis 


of style variety. So far as our experience 
is concerned, and I know that many other 
manufacturers noted the same tendency, 
merchants are not concentrating on one 
pattern. They are diversifying their pat- 
terns in a way which will eliminate from 
spring production a run on one or two 
patterns. In the past this has been a 
serious drawback. It has held up pro- 
duction and hampered deliveries. The 
new buying plan will work out to the 
advantage of all concerned. If merchants 
will follow this diversifying of styles we 
will all be in a much better situation and 
many losses will be eliminated.” 


Strap Patterns Going Strong 


Indications point to continued popu- 
larity of the strap pattern in women’s 
Haverhill-made footwear. The demand 
for novelties in which the strap pattern 
is featured comes from buyers in every 
part of the United States. In confirma- 
tion of this, A. G. Collins of Collins & 
Staples, manufacturers of women’s turns, 
says: “In the Recorder’s issue of January 6 
we illustrated two new strap patterns 
from our in-stock department. This ad- 
vertisement brought scores of inquiries 
and orders from merchants. This con- 
vinced us beyond a doubt that the trade 
is hungry for this class of goods which can 
be obtained in season for the Easter trade.” 


Haverhill Man Applies for 
Patent 


John H. Oxley of Oxleys, Inc., Haver- 
hill, has applied for a patent on an inven- 
tion to be used in the construction of 
“allsteel” factory equipment. This device 
provides for the building of tilting bins to 
hold lasts and wood heels. These bins 
are made in units, and being made of 
steel are indestructible. Many shoe fac- 
tories in Haverhill and elsewhere are using 
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Mr. Oxley’s invention. The Oxley Com- 
pany is specializing in all types of shoe 
factory equipment. 


Joined The Phillips Shoe Co., 


Inc. 


W. O. Hunkins, for a long period con- 
nected with Haverhill shoe manufactur- 
ing, is now associated with the Phillips 
Shoe Company, Inc., manufacturers of 
women’s turn footwear with factory on 
River Street. 


Winner of “Dainty Foot” 
Contest 

Miss Helene Falardeau of Malden, 

Mass., was the winner of a “Dainty Foot” 

contest recently held in Haverhill. The 

judges found Miss Falardeau’s feet to be 
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in exact proportion to her weight and 
height. The ball of the foot measured 
7% inches, the waist 71 inches and the 
instep 8 inches. Miss Falardeau appeared 
at the shoe style show of the N.S. R. A. 
at Chicago wearing Rickard shoes. 
Edward M. Rickard, of the Rickard 
Shoe Company, awarded her a cash prize 
of $50. This young model wears a 4-B 
shoe. 


New Concern Making Turns 


The Seldon Shoe Company, a new con- 
cern in Haverhill, is manufacturing a line 
of women’s turn footwear for the whole- 
sale trade. The factory has a daily 
capacity of about 800 pairs. F. W. Sel- 
don, head of the concern, has been for 
many years identified with the Haverhill 
trade. 





ROCHESTER 
Bargain Prices Fail to Attract 


About the Only Footwear in Demand Are Overshoes and 
Rubbers and Most Merchants Do Not Have Them 


OCAL shoe stores experienced a lull 

in business during the past week, 

and in spite of unusual bargains in foot- 

wear, the public showed very little in- 
clination to purchase. 

Like the coal man who finds it some job 
to satisfy his customers who are entirely 
out of coal, local shoe men are finding it 
some job to satisfy thgir customers’ de- 
mand for arctics and rubbers. As one 
merchant expressed it: 

“‘We could have done a fine business 
last week on rubbers and arctics had we 
had the stocks, but the storms of the past 
three weeks had cleaned us out so that 
instead of selling hundreds of pairs, we 
were only able to sell to people having 
extremely large or unusually small feet as 
it was impossible for us to get the sizes 
most in demand.” 


Miller Leases New Location 


W. E. Miller, proprietor of Miller’s 
Shoe Store, at 64 State Street for the past 
35 years, has leased a store at 86 East 
Avenue and will move to that location 
about April first. 

The passing of Millers Shoe Store from 
State Street marks the passing of a land- 
mark. Opened in the days when State 
Street was the shopping center of the 
city, the Miller store built up a reputa- 
tion for handling reliable merchandise 
and has enjoyed unusual success from the 
day it was opened until the present. 

With the opening of the new Eastman 
Theater on East Main Street, and the 
building of the new Sagamore Hotel on 
East Avenue, a great stimulus was given 





to East Avenue section as a shopping 
center. 


Shorts with Klee Fixture Co. 


Earl Shorts, for many years manager 
of the local Regal shoe store has joined 
the sales organization of the Klee Display 
Fixture Company, and will represent 
them in New York and New England. 
The Klee Company manufactures a com- 
plete line of display fixtures for shoes, 
hats, collars, ties, cloak forms, under- 
wear, jewelry, etc.; and are continually 
adding new items to the line so that mer- 
chants may display all kinds of merchan- 
dise to the best advantage. Mr. Shorts 
has studied window trimming for many 
years and has produced in the Regal store 
several most attractive trims, and his 
experience in this work should be of great 
value to his customers. 


Chain Store to Open Soon 


The Henry Clay Stores Corporation, 
operating a chain of shoe stores handling 
men’s, women’s and boys’ footwear at 
the one price of $3.50, have leased a store 
at 87 East Main Street and will open for 
business as soon as alterations are com- 
pleted. 





New Shoe Stores 


P. L. Randolph, E. J. Young, Bank 
Building, Hermosa Beach, Calif. 

Mayer Israel Company (T. G. Hum- 
phreys, manager), New Orleans, La. 
(men’s and boys’ shoe department) will 
open February 1. 
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Where to Buy 








Boys’ Shoes | 











AShoe for Boys 
That Wears 











They bring your 


customers back 


Ke Sas Sho Shee Ca 























Where to Buy 
Engraving and cowl 


x ne HOWARD PRINT Suc, 


YE CAMPELLO STATIO 


BROCKTON. MASS. 


PRINTING 


FOR tHe 


SHOE cane 




















COLOR PRINTING DESIGNING 


CATALOGUES 
HOOPER PRINTING COMPANY 
74 INDIA STREET, BOSTON 








a FOR SAMPLES 
WW. e (reale apd « Srint most of Lhe m 
TOLMAN PRINT, INC. 


ESTABLISHEC 
OFFICES and PLANT: BRC SCKTON, MASS 








ATLANTIC PRINTING CO. 
Shoe Printers 


Tear out this ad and mail for details of 
our Special Printing Service for 
the Boot and Shoe Trade 
201 South Street, Boston, Mass. 
Telephone Beach 4960-4961 








| > UNIVERSITY 
Eldcreoree fo FOUND 
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Where to Buy 


Standard Shoe Materials 
































Waterproof 
Leather That 
Takesand Re 
tains a Polish 


Creese & Cook Co. 30%" ce 


Tanneries at Denvereport 














COATED GEM DUCK 
ADHESIVE BACKING CLOTH 


Rubber and Leather 
Dry Foot Welting 
Sheet Rubber Soling 


B. F. CHAMBERLIN 
184 Summer 


Fermerty Walpole Shoe Supply Co 





Colored 
Chrome 














T. W. GODSOE, Pres. 
W G. DONALD, Vice-Pres. 
F. E. JONES, Treas. 


F. E. JONES CO. 


coors MAT KID 


COLORS 
95 South Street, Boston 
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BUFFALO 


January Business Good 


Expected Reaction from Pre-Holiday Sales Did 
Not Develop 


UFFALO’S shoe merchants are just 
beginning to find out how good a 
year 1922 finally panned out to be as the 
December totals are made up and added 
to the results of earlier months. A twelve 
months that threatened, even well along 
into the third quarter, to be a poor to 
ordinary season, has been metamorphosed 
by a “garrison finish” of business activity 
into a most satisfactory and in many 
cases a record year. 

Although retail shoe dealers enjoyed a 
fair spring and early summer business, 
they did not begin to feel the impetus of 
the buying movement until about the 
middle of September. The coal and rail 
strikes as well as the local street car tie- 
up accentuated the mid-summer dullness. 
The final quarter of the year, however, 
was so good that it swept away all de- 
pression, added three big months to the 
year’s totals and in many instances piled 
up figures only comparable to the best of 
the war and post-war koom records. 


January Business Good 


Downtown merchants and some of the 
larger stores in outlying sections of the 
city, who feared that the abnormal busi- 
ness of December might bring a reaction 
in its wake are being pleasantly disap- 
pointed. So far as the present month has 
progressed, the opening of January has 
shown rather better than usual trade for 
the season and the public is attending the 
“January sales” in more than anticipated 
numbers. ; 

“We more than half expected to see 
business flatten out after our record 
Christmas rush of buyers,” said one Main 
Street merchant. “It would not have 
surprised us to have seen our store aisles 
practically deserted after Christmas. 

“But while there has been something of 
a let down, the average of our store has 
been decidedly better than at this time 
last year—or for several years at this 
period. If the week just ending is a 
criterion we should have a fine early 


season’s trade. 


Building Boom Expected to Continue 





One of the most important factors in 
Buffalo’s rapid return to normal has un- 
doubtedly been the building boom which 
the city enjoyed last year. Never in the 
city’s history has there been so much 
building as in 1922. 

Records show that permits were issued 
for construction totaling $25,891,000. 
This figure does not include the new 
Statler Hotel which involved some $4,- 
000,000, and many other buildings on 


which construction commenced late in 
1921. 

Indications are that the total for this 
year will also be large, although it may 
not reach last year’s proportions on 
account of the unusually large number of 
big buildings which were built or started 
in 1922. 


Department Store Building 
Sold 


One of the largest transfers of store 
property in Buffalo in recent years was 
consummated on January 11 when W. A. 
Morgan sold the Morgan and Babcock 
department store, corner of Broadway 
and Fillmore Avenue, to the Boston 
Stores Company of Columbus, Ohio. 

The sale involves the transfer of one of 
the largest stores on the East side in the 
heart of one of Buffalo’s fastest growing 
sections. The Boston Stores Company, 
purchasers of the property, is one of the 
largest operating chain stores in the coun- 
try. The organization operates 72 chain 
stores in large centers, and constitutes one 
of the largest buying powers in merchan- 
dising. They deal in merchandise of wide 
range and in their new store will have one 
of the largest shoe departments on the 
East Side. A. J@Kobacker is president of 
the organization and J. I. Glickman will 
be manager of the store just acquired. 

Mr. Morgan who sold the property, 
acquired it three years ago, purchasing 
from John Eckhardt, long a merchant in 
that section of the city. Under Mr. Mor- 
gan’s administration the store property 
doubled in size and became a factor among 
the big stores of the city. Mr. Morgan’s 
faith in the section as a business center 
was fully justified by the growth of the 
enterprise. Mr. Morgan, who retired from 
the business simultaneously with the sale, 
left January 16 on the Homeric from New 
York for an extended cruise to Europe and 
the Near Eastern countries. 


Vogue Having Removal Sale 


The Vogue Boot Shop, 479 Main Street, 
is disposing of its $65,000 stock of fine 
footwear at prices in some instances said 
to be below manufacturing costs, prepa- 
tory to vacating the present location on 


‘ebruary 1. The store’s lease has been 
sold and the new owner takes possession 
the first of next month. 





No one is properly dressed to appear in 
public unless his or her face wears a smile. 
—From Indiana Shoe Travelers’ Live Wire 
Bulletin. 
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SYRACUSE 


Spring Styles on Display 
Little Buying Being Done, However; Merchants Plan Co- 
Operative Campaign in February and March 


ITH the biggest holiday season in 

history behind them, Syracuse retail 
shoe dealers are preparing for what they 
believe will be a big spring and summer 
trade. With the end of the holiday season, 
buying has dropped off, and merchants 
feel that the public is waiting for the 
spring sales period. Some of the stores 
are now conducting sales, but the or- 
ganized sales period has not started. The 
local shoe dealers will participate in the 
Dollar Day and Spring Display cam- 
paigns, which will be held during February 
and March. Dates for these events have 
not been settled. 

The extremely inclement weather since 
January 1 has served as a deterrent to 
sales and is giving dealers a chance to 
replenish their stocks. Practically all have 
received spring goods which are now on 
display. 

With most of the industrial plants in 
the city working to full time schedules 
and comparatively few men out of work, 
the local retailers have every reason to 
feel optimistic at the outlook. 


Peddlers’ Competition 
Eliminated 


The problem of the itinerant peddler 
which has been a big one in this city has 
been definitely settled and shoe mer- 
chants now believe that much of the com- 
petition which has come from these 
sources will be eliminated. The city 
ordinance requiring licensing and high 
fees for itinerant peddlers has been up- 
held by the highest state courts in a test 
action. The local shoe club was one of the 
most active opponents of the itinerant 
vendor and worked with the Chamber of 
Commerce in forcing the issue to a head. 


Golf Course In Store 


Local shoe dealers are watching with 
interest the experiment of S. Burdick & 
Sons Company, in trying to build up a 
business catering to the needs of golfers 
particularly. The company has estab- 
lished an. indoor golf course on the fifth 
floor of its building and has hired a pro- 
fessional golfer to give instructions to its 
patrons daily. A full course of lessons is 
being provided at a nominal cost. Models 
are being used to show correct golfing 
attire. 


E. N. Park Named President 


Ernest N. Park, former president of the 
State Retail Shoe Dealers’ Association, 
has been elected president of the Syracuse 
Shoe Retailers’ Association succeeding 


Thomas Fairbairn. F. E. Welton has been 
chosen vice-president; Julius Grimm, 
second vice-president; Jack Lynch, treas- 
urer and Thomas P. Ryan, secretary. 





New Connections Made 
at N.S. R. A. Convention 


The National Shoe Retailers’ 
Convention has come to serve one 
purpose in a big way, which was not 
contemplated in the earlier stages of 
its existence. It is the meeting 
place of manufacturers who want 
salesmen, and salesmen who are 
looking for positions. 

Many sales managers came to 
Chicago looking for good men to 
cover open territory, and they got 
their men. 

Here’s a partial list of new con- 
connections made during the con- 
vention: 

W. M. Hootkins will represent 
Freeman Shoe Company of Beloit, 
Wis., in Texas, Louisiana and 
Oklahoma. 

C. & E. Shoe Company of Co- 
lumbus, Ohio, arranged for several 
new men. Frank T. Murphy will 
represent this concern in Illinois, 
outside of Chicago. 

Harry Rose becomes their Chi- 
cago representative, and Mr. Mil- 
ler of Milwaukee will sell C & E 
shoes in Wisconsin. 

James Hanrahan will cover Illi- 
nois for the Diamond Shoe Com- 
pany of Brockton. 

C. E. Denton will cover Illinois, 
outside of Chicago, for Thompson- 
Crooker Shoe Company of Boston. 
Victor Olson will represent the same 
firm in Minnesota, and Bob Jones 
will sell Thompson-Crooker shoes 
in Michigan. 

Irving Telling, one of the best- 
known shoe travelers in the Middle 
West, will hereafter be with Moore- 
Shafer Shoe Manufacturing Com- 
pany of Brockport, N. Y. 

Charles Cohen, formerly with 
Lunn & Sweet in Michigan, will 
represent the John Fenton Shoe 
Company of Columbus, Ohio. 

E. R. Ander will sell J. W. Carter 
& Go. shoes on the north side of 
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Where to Buy 


Shoe Ornaments 














EDW. B&B. 
BIO FULTON ST. BROCKLYN,N.Y. 








D. W. COULTAS CO. 
Manufacturers 
RHINESTONE BUCKLES 


Big Demand 
WRITE FOR SAMPLES 
R. 1. 


PROVIDENCE - - = 
mscwee. coal 








Especially for 
Shoe Manufacturers‘ 
For good covered 
buckles and Leather 
Bows write to the 
Vanity Novelty Works 


1261 Atlantic Ave. 
Brooklyn, N. Y. 








“Just Enough Better To Be Thoroughly Worth While”’ 


BONGIOVANNI BROS. 
Largest Rhinestone Buckle 
Manufacturers in America 

High Class Buckles at Popular Prices 

2927 3rd Avenue N. Y. City 











a 
gi mark of ™ 


ood shoe buckles 
ever since » 1905 
L. ALTERSON & CO. 
PHONE FITZROY O606 
102 W 34“ St., New York City N.Y 





BEADED 
BUCKLES 


AND NOVELTY 


PARISIAN BEADING WORKS 
1028 Arch Street, PHILADELPHIA. 











Where to Buy 


Shoe Illustrations 























Chicago. 

A. M. Fulton joined the traveling 
force of the Trojan Shoe Company 
of Brockton, Mass. 











sg CALDERWOOD TREG 


NCORPORATED 
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In Stock In Stock 


Four New Styles 


For Immediate 
Delivery—Wire 


Your Orders—Now 


No. B 301—All Black Kaffor Kid Blucher 

Oxford, Creased Vamp and Tongue, New on baie, 16-8 Covered Setnish want 

noe Last, x woh Be -— aetna Heel, High-Grade Hand Turn. Price, $6.50 
wi u op t : rs 

Price $4.75 Sizes and Widths B 303—Same in Black Satin, Black 

.4% to 8 Sunde Trim and Collar, High-Grade cane 


No. B 302—All Tan Russia Calf Blucher AP et Turn. 
Oxford, Creased Vamp and Tongue, New to 8 
York Last, Rolled Edge Sole, One-inch 
= with Rubber Top Lift. Welt. 983 ....2% to 8 














Terms—Net 30 Days 


Joy, Clark & Nier, Inc., Rochester, N. Y. 


New York Office: 127 Duane St., Murray Klein 




















OLE CRRR CRS CEE EREK CLES CLEA CEE CREE CES COS CER COCEE EE HEE CEST EERE CEE #4  SCHACK’S 
9 STYLE—QUALITY—PROFIT IN “W. K. C.” A, NEW 1923 


STRAP SLIDE Ma Ss SPRING 
ORNAMENTS g@@Pm WOW ‘toon’ 





Wide Range—Exclusive Designs 


RHINESTONES 
“SILVER STYLE” 
Non-tarnish settings — Best quality 23 
stones. Popular prices, $4.50-$7.50 Doz = 
Pr. Send $6.50 for assorted Doz. Pr 
Other styles $9.00-$24.00 Doz. Pr. 


METAL ORNAMENTS 
UNIQUE DESIGNS 
Dull Silver, Old Gold, Jet, Bronze, Steel, 
$1.50-$3.00 Doz. Pr. 
Assorted Dozen at $2.00 


BEAUTIFUL HAND 
ENGRAVED PLATINOID 


Jet and Silver for afternoon or evening 


wear; Red or Green and Silver for sport 7 4 Just Out 
—————_— 


wear. Assortment at $7.00 Dozen Pair 





“SILVER STYLE”’ Contains 52 pages of striking spring designs that will 
RHINESTONES - magnetize your windows and attract sales. 
Pin Vamp Ornaments, Select Pat- Every mail brings scores of orders from merchants and 
terns $4.50-$15.00 Doz. display men who have received their copies. 


Colonials, latest ideas for small, medi- ° ia 
um and large tongues, $1.50-$5.00 Pair Your book is uaiting for you. 


Prompt Delivery—Send for Style Folder oe Boas wa ARTIFICIAL FLOWER CO. 
125S rSt' & b ih 
: WRITE FOR YOUR COPY TODAY 
The —y and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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(This Department is conducted by Helen M. Haney, Associate Editor) 


Arkansas Business on Upswing 


George Brannan, President of New Arkansas Shoe Travelers’ Association, 
Reports Favorably on Trade Conditions 


EORGE BRANNAN, president of 
(> newly organized Arkansas Shoe 
Travelers’ Association, isa good co- 
operator and friend of President O.S. Poe 
of the Tri-State Shoe Retailers’ Associa- 
tion, so when the head of the retail mer- 
chants of Tennessee, Mississippi, and 
Arkansas wanted to see the retail shoe 
business barometer of the Tri-States, he 
wrote to President Brannan, and of course 
President Brannan “came across” with 
the information. ° 
Mr. Brannan travels for Roberts, John- 
son & Rand branch of the International 
Shoe Company. His headquarters are at 
100 Prospect Avenue, Little Rock. The 
letter, above mentioned, was dated De- 
cember 20. The data contained therein is 
typical with that contained from other 
representative traveling men in this sec- 
tion. 
“We've Come Into Our Own” 


Dear Mr. Poe: 

This in answer to your recent commu- 
nication regarding business conditions in 
Arkansas. You, of course, appreciate the 
fact that my territory is in the immediate 
section around Little Rock, yet it em- 
braces some of the state’s most active 
money crops, also includes the oil section. 
I find that there is that feeling of general 
relief among the retailers that impresses 
one with the idea that we have again come 
into our own and that the speculative risk 
in buying has been entirely eliminated. 

There has been a fine tendency toward 
the placing of future orders, of course, 
with the feeling that prices are right. 


Good C D d 


There has been also a very good imme- 
diate demand for merchandise of all kinds 





throughout the fall season, which shows 
that future orders for fall were placed with 
care, and also proves that the call from the 
consumer has been in excess of the mer- 
chant’s expectation. A very fine condi- 


GEORGE BRANNAN 


President of the newly organized Arkansas 
Shoe Travelers’ Association. 


tion, following, as it did, so closely the re- 
adjustment of prices and the reduction of 
excessive stocks. 


General Satisfaction Prevails 


As to general conditions in Arkansas, 
there are, and always will be, isolat d sec- 
tions where business will have a setback 
caused by some local condition, yet from 


the state as a whole there comes the re- 
port of general satisfaction. 


A Substantial Gain 


You will probably be interested in 
knowing that every territory in Arkansas 
for my firm showed a substantial gain in 
shipments over last year, altogether Jin 
keeping with a 33 1-3 per cent gain made 
by our branch. This statement is made 
only to show that the entire state is on an 
even swing toward good business. 


Natural Resources Plus Men 


If you would enumerate in a brief way 
the cause for this assured upturn in Arkan- 
sas business, you would only have to asso- 
ciate the vast number of natural 
sources with the fine type of business men 
with whom you come in contact through- 
out our state. Thus, you will easily see 
the cause for the steady, sure growth of 
all kinds of business. 

With best wishes for the continued suc- 
cess of your organization and with the as- 
surance that the Arkansas Shoe Travelers 
will co-operate in making the Little Rock 
meeting a success, I beg to remain, 

Very truly your friend, 
(Signed) GEORGE BRANNAN 

Here’s long life to the Arkansas Shoe 
Travelers’ Association! May it ever con- 
tinue to work hand in hand with the Tri- 
State Shoe Retailers’ Association! 


W. O. Dustin with Rohn 


W. O. Dustin, formerly with Whitcomb 
Shoe Company, Chicago representative, 
will now represent and handle the in-stock 
department of the Rohn Shoe Mfg. Com- 
pany of Milwaukee, in Chicago and vicin- 
ity. 
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CHARLES C. FERRERS 


Who covers New York Cily, Philadelphia, 

Baltimore, Washington and New York Stale 

from Ulica West for Crooker g Morse, Inc., 
Bridgewater, Mass. 





Ferrers with Crooker & Morse 
Inc. 


Charles C. Ferrers, who formerly trav- 
eled for the C. H. Alden Company, recent- 
ly joined the sales force of Crooker & 
Morse, Inc., Bridgewater, Mass., and will 
cover New York City, Philadelphia, Bal- 
timore, and Washington, and New York 
State from Utica west. Mr. Ferrers called 
at the Recorder office on Saturday last, 
January 20, just before leaving Boston 
with his new line of women’s very high- 
grade welt shoes. Mr. Ferrers was most 
enthusiastic over his new connection, and 
says that he intends to keep on his terri- 
tory constantly until the Boston Style 
Show next July. If he runs home for a 
minute between trips, he can be found at 
Room 501, 183 Essex Street, Boston. 


Beacon Falls Rubber’s South- 
Western Salesmen in 
Territories 

The roster of the salesmen representing 
the Beacon Falls Rubber Shoe Company 
Beacon Falls, Conn., traveling out of the 
Kansas City, Missouri, branch, and now 
in their territories, is as follows: 

Kansas City, J. R. McCoy, Jr.; North- 
ern Missouri, W. E. Kaiser; Southwestern 
Missouri and Southwestern Arkansas, 
W. P. Ellis; Southeastern Missouri and 
Southeastern Arkansas, F. N. Hawkins; 
Southern Arkansas and Northern Missis- 
sippi, J. B. Carnes; Alabama and Eastern 
Mississippi, W. S. Bennett; Louisiana, 
H. L. Cooper; Texas, D. A. Young; Okla- 
homa, C.{D. Grayson; Southern Kansas, 
R. L. Thornton; Northern Kansas, W. L. 


BUFORD McWHIRTER 


Of Waco, Texas, the new Vice-President of the 
National Shoe Traveters’ Association 








Shafer; Northern Colorado and Southern 
Wyoming, J. M. Everson; Southern Colo- 
rado, F. E. Crandall. 

S. R. Bush, sales manager, reports the 
new year starting off with .nany orders, 
and expects the year 1923 to show a big 
improvement in all lines of business in the 
Southwest. 


“Ed” Terhune Commenced 
39th Year On Road Janu- 
ary 18 

E. A. Terhune, who travels the South 
for Reynolds, Drake & Gabell Co. re- 
cently announced the fact that January 
18, 1923, completed his thirty-eighth year 
on the road, and that he is starting on his 
thirty-ninth year with just as much en- 
thusiasm and love for his work as he did 
way back on January 18, 1885. 

“Ed” has a very large circle of friends 
in the shoe trade, who when they see him 
coming get their stock of repartee all ready 
for well they know that they will need 
every bit not only of their regular but 
their reserve fund of wit, if they are in 
any adequate measure to respond to his 
good stories. 

“Ed” has a very interesting family. 
Including his wife, sons, daughters, and 
grandchildren, they number eleven. All 
hands made merry at “Ed’s’’ house on 
Christmas Day. 

On his thirty-ninth road birthday he 
was seen emerging from his office at 183 
Essex Street with Gregory Stone, who 
travels the South for Lunn & Sweet Com- 
pany, and M. N. McDonald, who repre- 
sents Emery & Marshall Company in 
Virginia, North and South Carolina, Geor- 
gia, and Florida. Both Messrs. Stone and 





E. A. TERHUNE 


Who covers the South jor Reynolds, Drake ¢§ 
Gabell Co., started on 39th year as shoe traveler 
January 18, 1923 





McDonald were going out with “Ed” to 
help him celebrate. Mr. Stone stated that 
it was his birthday, too, but which one, 
or more detailed information, could not 
be ascertained. 


C. A. McLean, for 35 Years 
Shoe Traveler for J. P. Smith 
Shoe Company, Honored by 
Friends and Brother Salesmen 


That the personnel of the sales force of 
the J. P. Smith Shoe Mfg. Company of 
Chicago is among the very highest in the 
country, and that these good knights of 
the grip have hosts of friends, is every- 
where recognized. 

And this sentiment is heartily endorsed 
by C. A. McLean, former vice-president 
and for thirty-five years one of this com- 
pany’s traveling sales force covering the 
larger cities of the South. Mr. McLean 
received the surprise of his life on Thurs- 
day evening, January 11, at the Morrison 
Hotel, Chicago, when his friends and 
brother salesmen sat him down to a ban- 
quet in his honor, and wound up the affair 
by presenting him with a beautiful loving 
cup. 

Round the Festive Board 

The following salesmen, headed by 
their ‘‘peppy”’ sales manager, E. B. Steere, 
were present to do honor to their oldest 
fellow worker, in point of years on the 
road: B. F. Custer, G. A. Sandberg, H. R. 
Sargent, L. D. Ream, J. R. Thompson, Jr., 
Clarence Wallin, J. E. McLeod, J. O. K. 
Smith, M. E. Garrity, C. A. Palmer, J. A. 
Bittel, E. J. Smith, E. D. Adams, and J. E. 
Walker. 
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“American Coal Fields 


Wiped 


OO OO L OO, 


If you read that in your newspaper—how would you feel—What 
would you want to do? If all New England, New York State, 
Pennsylvania and Ohio were utterly devastated—with homes 
burned, factories gutted, mines flooded, children orphaned, 
churches destroyed, women nerve-shattered, orchards and 
forests razed, farm land ruined, and men dead—would you 
stand pat when the call came for help? You would NOT! 


The City of Lens represents just as much to France’s coal 
industry as Scranton, Pa. does to ours. Lens was wiped out by 
the Germans. The entire area of devastated France equals that 
of the states named above, including 4,000 destroyed villages, 
20,000 destroyed factories, 500,000 homes in dust. 


This is the call for your help—the National Good Will Elec- 
tions of the American Committee for Devastated France. 
Much has been done. Much remains to be done. 


Briefly—to raise money and to guarantee its wise expenditure 
—groups of women will be elected by popular choice, by a ballot 
of votes at 10 cents a vote. The elected candidates will be sent 
to France, at a very small percentage expense of the total 
moneys obtained, to observe and report on the work of rebuild- 
ing the ruined section. 


The Boot and Shoe Recorder presents Helen M. Haney, a 
member of its Editorial Staff, as one of the fifty candidates who 
we hope will go from Greater Boston. 


We ask that when this call comes to you, in your store or 
factory, you will respond in behalf of Helen M. Haney, 
associate editor of the Boot and Shoe Recorder. Fill out 
attached coupon TODAY and mail with check for as many 
votes as you may wish to give at 10 cents a vote. The more 
the better! 


Miss Haney’s treasurer is E. B. Terhune, Publisher of 
the Boot and Shoe Recorder, 207 South Street, Boston, 
Mass. Send money or checks to him, accompanied by 
your ballots, made payable to the American Committee 
for Devastated France. 


Among the Sponsoring Committee for Good Will Elections 
are such names as: Allen Forbes, President of the State Street 
Trust Co.; Rev. Paul Revere Frothingham, Arlington Street 
Church; James F. Jackson, Attorney; Rt. Rev. William Law- 
rence, Bishop of Massachusetts; Thomas C. O’Brien, District 
Attorney, Suffolk County; Robert Lincoln O’Brien, editor, 
Herald-Traveler, and His Eminence, William Cardinal O’Connell. 
The President of the American Committee for Devastated 
France, Inc., is the Hon. Myron T. Herrick; first vice-president, 
Miss Anne Morgan; Treasurer, Dr. Alexander C. Humphreys. 


Out!” 


OO 


HELEN M. HANEY 


The Shoe and Leather Industry’s Candidate 
in the “Good Will Election” 


Shoe Trade Attention ! 


Miss Haney is one of our Associate 
Editors; she conducts the Shoe Traveler 
and many other departments of the 
Boot and Shoe Recorder. She is a good 
organizer and worker for many clubs and 
organizations. To thousands of shoe 
travelers and other members of the 
industry, she is known as a business-like, 
genial executive, always ready to do 
somebody a good turn, always 100% for 
the industry. We believe she will make an 
ideal Good Will Candidate and the Boot 
and Shoe Recorder earnestly asks its friends 
the world over to give their support to 
this noble cause—as represented by Miss 
Haney. 





Mail This Coupon at 
Once to 
Boot and Shoe Recorder— 
I enclose the sum of $ 
To count as votes for 
Miss Haney of the Recorder. 


Signed 
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Southern Shoe Salesmen Hold 
“Old ‘Timers’ Night”’ 


T was “Old Timer’s” night at the 32d 

annual banquet of the Southern Shoe 

Salesmen’s Association, held at the 
Copley Square Hotel, Boston, on the 
evening of January 23. And there was 
not an “Old Timer” present who wasn’t 
as young in spirit and enthusiasm as the 
youngest ““Young Timer” in the party. It 
was a night of reunions, hand shakings and 
heartfelt greetings among fellow travelers 
and lifelong friends. 

The Southern Shoe Salesmen’s Associa- 
tion was organized February 24, 1892, at 
Youngs Hotel, Boston, when about 50 men 
covering retail trade in the South for New 
England shoe concerns had a “get to- 
gether” meeting. As one of the speakers 


HARRY H. RIPLEY 


One of the Old-Timers and President of the South- 
ern Shoe Salesmen's Association 


at this year’s banquet said: “It has func- 
tioned 100 per cent ever since.” 


Twelve Charier Members On Deck 


Of the half hundred men present at the 
first meeting, 12 answered to their names 
at the 32d banquet. They were S. Pres- 
ton Moses, C. P. Waide, Hector Lynch, 
H. H. Ripley, R. L. Summers, Walter 
May, W. H. Dean, F. M. Colburn, A. H. 
Atherton, F. W. Stanton, J. A. Flanders, 
Geo. W. R. Hill. 

The 32d banquet was a hummer from 
start to finish. Toastmaster Moses gave 
the feasting signal. At his right sat J. A. 
Flanders, as he did 31 years ago. Other 
“Old Timers” were at the head table. 
Music, instrumental and vocal, enlivened 
the feasting. Southern melodies were 
called for and played. There was chorus 
singing, impromptu dancing; emphatic 
assurances that the “gang’s all here”—in 
short a typical Southern Shoe Salesmen’s 
banquet where men were boys again. 


Here is the list of members and guests: 

S. Preston Moses with Edwin Clapp & 
Son, Inc.; C. P. Waide with Stacy, Adams 
Co.; J. A. Flanders formerly Clyde line; 
H. H. Ripley with L. B. Evans Sons Co.; 
J. Walter May of May Cutting Room Sys- 
tem; Wm. J. St. Louis of W. J. St. Louis 
Shoe Co.; Bert Atherton with L. A. Cros- 
sett, Inc.; Fred Stanton, Sec. S. S. S. A.A.; 
Frank M. Colburn with Hazen B. Good- 
rich & Co.; Gregory E. Stone with Lunn & 
Sweet Co.; John E. O’Brian with Com- 
monwealth Shoe & Leather Co.; J. R. 
Richardson with Commonwealth Shoe & 
Leather Co.; James H. Stone, The Shoe 
Retailer; John McElaney with Stacy, 
Adams Co.; Hector E. Lynch with Howard 
& Foster Co.; John P. Thomas with 
Howard & Foster Co.; A. E. Rankin with 
Reynolds, Drake & Gabell Co.; Martin E. 
Reynolds with Reynolds, Drake & Gabel 
Co.; J. M. Comings with Thompson Bros. 
Shoe Co.; J. L. Schlesinger with Thomps- 
son Bros. Shoe Co.; E. B. Terhune, Boot 
and Shoe Recorder; Geo E. Pierce, Sr., with 
Thomas F. Pierce & Son; E. T. Wright of 
E. T. Wright & Co.; H. J. Skeffington, 
Boston; Bert Wetmore, Moving Pictures; 
Geo. Starks with A. E. Little Co.; H. W. 
Ward with A. E. Little Co.; Arthur L. 
Evans, Retail Shoe Men’s Institute; 
Horace R. Drinkwater, Edwin Clapp & 
Son, Inc.; Wm. Henry Dean, Leonard, 
Shaw & Dean; D. J. O’Leary with Kohn, 
Furchgott Co., Jacksonville, Fla.; Geo. W. 
Hagan with Marks, Isaac Co., of New 
Orleans; A. C. Carpenter with C. H. Alden 
& Co.; Arthur J. White, Boston; W. F. 
Morrissette, Boston; G. P. Moses with 
Edwin Clapp & Sons, Inc.; G. I. Byam 
with C. B. Slater Co.; F. U. Smith with 
C. B. Slater Co.; E. L. Rankin with C. B. 
Slater Co.; C. C. Gunn with Preston B. 
Keith Shoe Co.; R. T. Rollins with C. V. 
Watson Shoe Co.; W. C. Morrissette with 
G. H. Tapley Shoe Co.; T. E. C. Johnson 
with A. E. Nettleton Co.; Reuben Stiefel 
with J. Goldsmith & Sons Co.; Memphis, 
Tenn.; Len Burdett with Burdett Shoe 
Co.; Ed. M. Cox with Howard & Foster 
Co.; Chris S. Briel with Springvale Shoe 
Co.; Phillip B. Wilson with Howard & 
Foster Co.; A. C. Ludlam, Boston; H. P. 
Smith, Boston; E. C. Lincoln with Edwin 
Clapp & Son, Inc.; R. L. Summers with 
Edwin Clapp & Son, Inc.; Geo. W. R. 
Hill, Boot and Shoe Recorder. 

Toastmaster Moses set the after-dinner 
ball rolling by calling on J. A. Flanders. 
By request, Walter May sang, “Oh, 
Promise Me,” in memory of his rendition 
of this ballad at the first meeting. Geo. 
W. R. Hill, of the Boot and Shoe Recorder, 
who reported the initial gathering of 1892, 
gave a synopsis of that evening with the 
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names of those present when the associa- 
tion was formed. Arthur L. Evans, an 
old friend of the association, delved into 
ancient trade history, proving by the 
records of the town of Wakefield, Mass., 
that Harry Ripley was selling shoes for 
L. B. Evans in 1804. Mr. Evans also read 
an original poem. Bert Wetmore sang 
““My Rosary” and “The Palms.” 

Toastmaster Moses called on the newly 
elected president, Harry H. Ripley, who 
was cheered to the echo. 

The concluding speaker’ was Harry J. 
Skeffington, former immigration commis- 
sioner of the Port of Boston, who told of 
the activities of the communists and 
anarchists in the United States, before, 
during and after the World War. He con- 
concluded with the story of his trip to 
Russia with a party of deported “Reds,” 
It was a thrilling tale, eloquently told. 





To Make Drive on Shoes 


The William Taylor & Sons Company, 
will shortly take a step that will mark an 
innovation in department store circles in 
Cleveland. 

They are going to show shoes 365 days 
in the year on Euclid avenue and in a 
department on the first floor of the large 
new Taylor building. 

When the present building of the com- 
pany was occupied, a section on the first 
floor east of an Arcade which extends 
through the building for a block south 
from Euclid Avenue, was rented to other 
merchants. The first floor west of the 
Arcade was occupied by the company, as 
are all of the upper floors of the build- 
ing. 

Some time in the spring the three shoe 
departments of the Taylor Company, 
the women’s, men’s and children’s, will be 
moved into the first floor section of the 
Taylor building that lies east of the Arcade. 
Merchants there now will vacate. 

There will be a 40-foot frontage on 
Euclid Avenue, and the west side of the 
rooms will be solid place glass, with two 
six swinging door entrances set in. This 
will afford an extraordinary space for 
exhibits of shoes. 

M. Callahan is the buyer and manager 
ior the shoe department. 





New Syracuse Concern 
Incorporated 


J. J. Albrecht & Sons Company, manu- 
facturers of shoe products, has been in- 
corporated in this city with a capitalized 
value of $25,000. Anna M. Albrecht, 
Gloria A. Albrecht and Jacob W. Al- 
brecht are the incorporators. 
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Changes in Business 


Current Events in Failures, Suspensions and Activities 
in the Shoe and Leather Trade 


FAILURES 


Boston—Katzman-Adler Shoe Co., wholesale 
shoes, reported offering to compromise at 25 
per cent. 

Beverly, Mass.—Peabody Shoe Co., shoe manu- 
facturers, reported assigned to Max Goldberg 
and Abe Blackman. 

Chelsea, Mass.—Boylston Shee Mfg. Co., shoe 
manufacturers, reported offering to compromise 
at 30 per cent. 

Melrose, Mass.—Fearer Bros. Inc., retail shoes 
reported offering to compromise at 25 per cent. 

Lynn, Mass.—Lippitt-Alfond Shoe Co., shoe 
manufacturers, offering to compromise at 45 
per cent. 

——. Col.— Herman Goafien (Gafien Dry 

cae shoes, etc., reported petitioned into 
‘onn.—Jacob Butler, 


retail shoes, 
petitioned into bankruptcy. 
Ga.—R. Goldstein (Griffin Bargain House) 
ome reported receiver aopoint 

a Ga.—Marcus & Levy, shoes, etc., re- 

ported petitioned into bankruptcy. 

Chicago, Louis Lowenstein (655 W. Maxwell 
Street) shoes, re! petitioned into bank- 
ruptcy. Repo receiver inted. 

Mathias a Ces (7136 S 3 Habeed § Street) shoes 


reported 
Detroit, iow ll Feldman (Rochester Cloth- 
ing .) shoes, reported petitioned into bank- 


Cumberland, Md.—Cohn & Shapiro, shoes, etc. 
asking neral extension. 

St. is, — art Shoe Co., wholesale shoes, 
reported offering to compromise. 

Heuvelton, N. Y.—H. P. . Wheater, shoes, etc., 

game into bankru 

Irvington, N. J.—Arnold Bixgorin, <_* reported 

petitioned into bankru 7, 

Newark, J.—Louis M. Cay shoes, re- 
ported petitioned into bankruptc 

New York City—Reis & 4 ‘809 First Av.) 
shoe manufacturers, reported petitioned into 
bankruptcy. 


74, =. J. 2 leather and 
» Eeported tioned into 
R = + Yy. petiti 
shoes, ete., reported assign 
Philadelphia, Pe Mandel Fi ~ (615 r=“ 
Street leather 4+ findings, reported offering to 
compromise at 50 per cent. 
M. Barsh & Co., wholesale Gam, reported 
offering to compromise at 35 Shey 
G&G Boot Shop :626 West Girard * ond 
—- ae petitioned into 
Monessen, Pa.—Bialo & Harlich, oa 
reported petitioned into bankruptcy. 
Lake City, S. C.—A. C. Strock, shoes. reported 
petitioned into bankru nay 
——P S. C.—C. avis aon & So. —" 
offering to compromise a per cen’ 
Winona, S. C.—Ivey Finkles Co., Inc., shoes, etc., 
reported petitioned into bankruptcy 
Sour Lake, Texas—Sam S$) Darietein ‘shoes, etc., 
reported receiver a) 
Waxahachie, To artin-Simmons Shoe Co., 
eats epemens offering to compromise at 16 


Rehmond, Va.—A. M. Rubenstein, shoes, etc. 
reported = into bankruptcy. Reported 


, Inc., wane etc., reported 
petitioned into 


Specialty Shoe Co. (LL. . Chinski) ates 
shoes, reported offering to compromise at 
per cent. 

Manitowoc, Wis.—Houfek Lonsdorf Co., shoes, 
reported asking general extension. 

Superior, Wis. —ied Finn, shoes, etc., reported 
petitioned into bankruptcy. 

Suffolk, Ve —Motzno Shoe Co., shoes, etc., re- 
ported offering to compromise ‘at 15 per cent. 


sesale House, 





‘on. 


receiver appointed 
Dallas, Texas—Eg 


CHANGES 


Boston—S. Perkins & Bros. (170 eo} Street) 
La ma leather and findi: Barnett Kaplan 


a Co., tanners, recently com- 


123 


menced poy incorporated with authorized 
capital 0 of $50. 
bert K. (Saimen & Co., sole leather, suc- 
oan by Goldman-Mann, Inc 

Goldman-Mann, Inc., sole ‘leather, recently 

commenced business, bp ppeenpenased with author- 

ized capital of $100,000 
Hi Mann Leather Co., leather, succeeded 
by Gol mou Amy Inc. 

Karl Gennelly Co. leather, recentl 
menced a, incorporated with au 
capital of $50, 

Brockton, Mass. - Heel Co., heel manu- 
facturers, authorized capital reduced to $1,- 
000,000. 

Lynn, Mass.—Hallett-Freeman Shoe Co. 
manufacturers, recently commenced —. 
McGrath Shoe Co. (Marshall’s Wharf) shoe 

manufacturers, recently commenced business. 

United Shoe Pattern Co., gue patterns, re- 
cently commenced ted with 
authorized capital of $10, 00. 

bet. age = Mass.—Crystal High Grade Shoe Mfg. 

Co., shoe manufacturers, recently commenced 
business, | Incorporated with authorized capital 
o 

Beverly, Rene. —Reliance Shoe Co., shoe manu 
facturers, reported selli or sold out to J. J. 
Lippitt t and Max Ro 

orth Shore Last Co., ” ast manufacturers, 
dissolved partnership. Ernest J. Ouellette retires. 

Bridgewater, Mass.—Geo. O. Jenkins Co., counter 
manufacturers, authorized capital increased to 





150,000. 
Haverhill. Mass.—Hartman Shoe Co., shoe manu- 
facturers, authorized capital increased to 


$400, 

Lawrence, “Mass.—O’Connor Shoe Store (Patrick 
fa paral Propr.) shoes, reported advertising to 
sell out. 

Lowell, Mass.—Quaker Shoe Co., Inc., _shoe 
manufacturers, Paul Harsfeld and Max Rapo- 

retire 

aden Mass. fore, recenly com Co., Inc., heel 


manufacturers, recen Zz 
with authorized capital of 


TON incorporated 
Peabody, ” Mass. —Warren Tennins Co., a, 
recently here, incorpora’ 

with cuthataal aan of $5,000. 
Woburn, Mass.—M. Kaplan Co. Leather, author- 
ized capital increased to $75 ,000. 
Kaplan-Monroe 9 Co., leather, changed 
name to Ka 
Phoenix, Ariz.— oe shoes, etc., incor- 
porated with au def eed engieal of $50, 600. 











BOUDOIRS! 


Black and Colors. 
Rubber Heels. The quality will 
please 

rice will be right. 

have been mak- 

ing the better 

ades of Bou- 

oirs for 

and have the ex- 

perience which 

means much 


Send for Sample 
A. W. GREELEY 





:: Haverhill, Mass. 


Leather and 
ou. The 


years 








Save Money 
ON THREAD 


Why not buy the best 
threads in the world 
that money will get? 
And why not save from 
$5.00 to $10.00 on each 
case of thread you buy? 


Order direct from us, 
the manufacturers. 


Let us prove the facts 
to you. We have been 
in the business for over 
fifty years, and that 
means something. 





HOTEL 
OPPOSITE SOUTH STATION G55 EX ABSOLUTELY FIREPROOF 








REDUCED RATES went into effect with opening of 1923. 
single; $4.00 double. 60 (R. W.) rooms, $3.00 single; $5.00 
single; $6.00 double. 75 Annex new Gard), 

), $5.00 —- $8.00 double. 
inclined and 


McCARTHY BROS., PROPRIETORS 


discriminating —e... find satisfaction 


THE ESSEX HOTEL COMPANY 


BOSTON, MASS. 


50 (P. & B.) rooms, on 
double. 60 (bath), $3.50 
$4.00 single; $7.00 double. 75 other Annex 
eductions also = aa rooms. The most 
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WANTED TO PURCHASE 


MISCELLANEOUS 








CASH PAID 


for shoe stores or surplus stocks of shoes or 
for other merchandise. taken over. 
We will send a representative to investigate 
and make offer upon request 
Kalter Cerf. Mercantile Co., Inc. 
591 Broadway, New York City 
Phone Spring 5160-5161-5162 








DO YOU CONTEMPLATE 


Retiring or going out of business? 
I will pay value for your entire or surplus 
stock of shoes. Leases having a short term 
to run taken over. Established 25 years. 


I. OLENICK 


413 Broadway, New York Tel. 9531 Canal 








THE NEW YORK EXPORT 
PURCHASING CORPORATION 
596 BROADWAY, NEW YORK, N. Y. 
WILL(SLOW SELLERS. ) FOR 
WiLL ‘SURPLUS Stocks| [OR 


ains in shoes always hand fer special sales 
mesma indie and hesgul baccmnente P 


FAMOUS GLASS 


FIXTURES 
Shown iz Catalog G. F. 
Wood Fixtures 
Catalog No. 14 
Artificial Flowers 
Catalog No. 19 


Window Valances 
In Stook—Ask for Sam: 


Window Rugs and "Plush 


Samples Sent 


The Hecht Fixture Co. 


Medinah Bldg. Wells and Jackson 











We buy quick and pay highest cash price 
for retail and wholesale stocks of shoes or 
any other merchandise. Quantity no object. 

or 30 years our specialty. 

Bank and mercantile reference. 


BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER, Proprietor 
610 Broadway, Brooklyn 
Phone Stagg 1757 


NEW YORK SHOW ROOM 
70 West 36th Street 
Just East of Broadway 











MISCELLAN EOUS 





Chicago 


| BINDS aswell as SUPPORTS 


The Front Arch 


i The common sense principle of 
} binding and supporting appeals to 
i the Foot Sufferer. 


IT SELLS ITSELF 


i} Above Trade-Mark is a facsimile of de- 


device we furnish you. You 


| monstration 
i} will be enthusiastic about it, too, Sigg Ps 


see how customers are attracted. rite 

for particulars. 

C. R. ACFIELD, Dept. K.1. 1328 Broadway 
New York City 














SHOE STORES 
BOUGHT FOR CASH 


Leases taken over 


DAVE KOCH -- 908 Putnam Avenue 
Brooklyn, N. Y. Tel. 3225 Bushwick 








HIGHEST CASH PRICES PAID 
for entire shoe stocks. We also buy your 
surplus or slow sellers. Quantities no object. 
Retail or wholesale. Short term leases taken 
off your hands. Wire or phone us. Corre- 
spondence confidential. Established 1890. 

MAX GLAUBERG 
52 Lispenard Street, New York City 

We also purchase clothing, hats, furnishing 
goods, etc. Phone Canal 4154 

















MISCELLANEOUS 





Metal Shoe Fitting Stools 


and Floor 
Mirrors 


No. l41 


THE CHICAGO] 


ond Prices WIRE CHAIR CO. 


621 N. La Salle Street ° 
Chicago, Ill. 


Neatest, strongest, lightest and most 
eonvenient fitting stool on the market. 


Castied te stock by all wheleante chee and 
findings houses , ce See eaeees 
supply you, order direct from us. 


MILBRADT MFG. COMPANY 
2416 N. 10th St. St. Louis, Mo. 


For fA a ell ees pe ~: ied 























Milbradt Rolling 
Step Ladders 


are made in a great many 
styles to suit all kinds 
=| of stores and shelving. 
They will enable you to 
get along with less help, 
save the wear and tear 
on your shelving, and 
help the appearance of 
your store. a sub- 
ject to approval and sat- 
4| isfaction guaranteed. 




















rite for our latest cata- 
log showing 18 styles of 
ladders as well as other 
store fixtures. 


Milbradt 
Manufacturing Co. 


2416 No. 10th Street 
ST. LOUIS, MO. 

















Bicycle 


STEP 
LADDERS 


are made 
in many 
styles and 
to fit all 
kinds of 


shelving. 


SHOE STORE IN 
CHAIRS 
SETTEES 





WINDOW DISPLAY FIXTURES 


The OSCAR ONKEN CO. 
1181 4th St. CINCINNATI, OHIO 











Where to Buy 
Wanted Styles 
An Extra Editorial Service to 


“Recorder” readers, free for the ask- 
ing, with authentic information on 
current problems. 
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SALESMEN WANTED 








LIVE SALESMAN WANTED 


For a line of well-known and ex- 
ceptionally well made men’s shoes in 
Pennsylvania, Washington and Balti- 
more. Original styles. Trade prices 
25.25 up. Address D-730, care Boot and 
Shoe Recorder, 189 W. Madison St., 
Chicago, Hl. 




















POSITION WANTED 


EXPERIENCED shoe factory superintender i 
open for engagement. I have 15 years’ ex 
perience as superintendent and foreman manu- 
facturing various grades of shoes. Received my 
education at Boston University College of Busi- 
ness Administration. Also took courses in the 
Alexander Hamilton Institute and Knox Applied 
College of Salesmanship. I know that I can prove 
myself a valuable superintendent or foreman for 
some factory requiring the services of a man of 
experience and intelligence. References furnished. 
Address D-748, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 








BUYER and manager of shoe department in a 
large southern department store would con- 
sider change of position if the opportunity is suf- 
ficiently attractive. Many years’ experience re- 
tailing high-grade footwear. Address D-749 care 
Boot and Shoe Recorder, 207 South St., Boston, 
Mass. 





UYER and manager of children’s medium or 

high-grade shoe department. Thoroughly 
capable man. Eighteen years’ experience. Avail- 
able shortly for a bigger position in this line. Real 
opportunity only considered. Highest references. 
Address, D-720 care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 
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High cut Boots—$2.90 to $3.65 
Write for samples 
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Reece’s E. Z. Walking 


Oil Grain and Wax Veal—Leather uppers 


Columbus .. . « 


i—— 


Wooden Sole Footwear 


1 buckle shoes 
$1.42 1% to $1.95 


REECE WOODEN SOLE 
SHOE COMPANY 


Nebraska 


_—— a a a ae oe 


SOOO 30 0 IC IC Ce ee I 




















——— eae ae ee ee eee ee oe ee ee 


———— a aa om 
a a a a a oe ae 





Si OCI ICI 
Jah a = a a a a a a Sc 








REPRESENTATIVE 


LINE WANTED 











MANUFACTURER DESIRES REP- 
RESENTATIVE FOR NORTH WEST- 
ERN NEW YORK STATE. SHORT 
SPECIALTY LINE OF WOMEN’S 
WELTS. STOCK CARRIED IN NEW 
YORK. FIVE DOLLAR’ RETAIL 
PROPOSITION. GIVE FULL PARTIC- 
ULARS IN FIRST LETTER. AP- 
PLICANTS CARRYING MEN’S LINE 
PREFERRED. Address D-734, care 
Boot and Shoe Recorder, 127 Duane 
St., New York City. 

















POSITION WANTED 


As Purchasing Agent for 
Shoe Factory 

Well known shoe man is open for 
position as purchasing agent for 
manufacturing house. Was for many 
years a shoe manufacturer, and as 
such bought large quantities of upper 
and sole leather, etc. Thoroughly 
familiar with leading supply houses. 
Knows grades, values, price tenden- 
cies, ete. Best of references furnished. 
Address D-735, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 














SHOE BUYER WANTED 














MANAGER WANTED 








WANTED 


Young man with good personal- 
ity, first-class references and 
experience to manage an active 
retail shoe store in Chicago. 
Splendid opportunity for live 
Address D-736, care Boot 
and Shoe Recorder, 189 W. 
Madison St., Chicago, Ill. 


wire. 














Shoe Buyer Wanted 


In department store near Boston. 
Address stating age, experience and 
salary desired. Address D-747, care 
Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 














OPPORTUNITY 








If you have the right line with price 
hat will get the v olume, we will sell— 


10,000 DOZ. MEN’S WELTS 


n Ohio and western Pennsylvania in 

1923. Address D-729, care Boot and 

oes Recorder, 207 South St., Boston 
ass. 











LINE WANTED 





Bers. LINE WANTED —Salesman covering 
Pacific Coast States, with well-established 
trade on growing girls’ and children’s line, is open 
for good, popular-price boys’ line to carry in con- 
nection with present line. One with some estab- 
lished business preferred. Address D-755, care 
ae and Shoe Recorder, 207 South St., Boston, 
Mass. 





INE WANTED—Salesman, ten years’ exper- 
ience on the road traveled eight years southern 
states for one of the biggest jobbers in Boston. No 
order taker, but a “Go-Getter” after business. 
Now open for a position either with a jobbers’ line 
or a manufacturers’ line. Will not consider any 
proposition, unless with a drawing account and 
traveling expenses. Can furnish Al references, 
list of customers and sales record. Address Will A. 
Camps, 1223 St. Anthony St., New Orleans, La. 


WANTED — Boys’ and girls’ shoes for institu- 
tions. Low prices. Charles H. Crosley, 1151 
Broadway, New York City. 





ALES and credit manager of old established 

firm making boys’ McKays selling to retail 
trade wishes good, non-competing line on com- 
mission basis. Established trade in all parts of 
country. To be carried by our men in connection 
with our line. Girls’ McKays preferred. Address 
D-718, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 





WINDOW DRESSER 


OMBINATION window dresser and salesman 

4 must have wide experience and furnish best 
references. Correspondence confidential. State 
salary e ted. permanent position (Providence). 
Address D-719, care Boot and Shoe Recorder, 207 
South St., Boston. 











TO LEASE 


M EN’S shoe department to lease in one of the 
+ finest men’s store in western Pennsylvania. 
Shoes to retail $6 to $10, sure success. Address 
D-750, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 








FOR RENT 


PACE for shoe department for rent. Desirable 

space for ladies’ and children’s shoe department 
on second floor in = department store, 
large Western city. Address D-724, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 








FOR SALE 


FoR SALE—Up-to-date shop for men’s and 

women's shoes. Best location in one of the best 
cities in Illinois. Exceptional opportunity for some 
one to step in toa growing business. Address D-751 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 


FoR SALE—Modern, up-to-date St. Paul retail 
shoe shop; éxcellent downtown location—loop 
district. Will consider selling fixtures and trans 
ferring lease, or will sell as a whole. Full particu- 
lars on request. Address D-752, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 











- WANTED TO PURCHASE 








CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other merchandise. Any quan- 
tity. Prompt attention given. 


KIRSCH-BLACHER CO., Inc. 
293 Church St., New York, N.Y. 
Phone Canal 0679 
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issue: 
7 times 
$4.00 $3.50 
8.00 ° 7.00 
12.00 10.50 
16.00 14.00 


Space 1 time 
lin........$5.00 
2 im....... 10.00 
S im....... 33.08 
4in........20.0 








Recorder rates for space less than one-eighth page per 


13 times 26 times 52 times 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


OSITIONS WANTED—Four cents per word for each insertion. 


ted, seventy-five cents. For other 





“Want” advertisements, geven cents pe 


r word for each insertion. 
Ads under this heading will be 





$3.00 $2.50 
6.00 5.00 
9.00 7.50 
12.00 10.00 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 


received up to noon on “Tuesday of week of publication date. When 
advertisers desire answers to come in care of this office, twelve words 
must be allowed in each advertisement for address. When advertisers 
desire replies forwarded direct to their address, each word of the 
address must be counted in the advertisement and paid for accordingly. 
Answers to ads must be sent under letter postage. 




















SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 





( pNE of the best-known manufacturers of novel- 
ties and specialties in accessories for shoe stores, 
will need another salesman January Ist—territory 
probably Wes., selling to wholesalers and retailers. 
Only a thoroughly capable business getter who can 
give good references will be considered. Address 
»-738, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass 





W ANTED—A shoe salesman to carry a line of 

men's, boys’ and little gents’ welts for the 
eastern part of Pennsylvania and New Jersey, one 
familiar with the trade and that territory. Apply 
to F. A. Hoffman, 31 So. Second Street, Phila- 
delphia, Pa. 


QALESM EN WANTED—Live-wire men who 
~ cover their territory close. Our proposition 
covers a complete line of infants’ shoes; territories 
open: western Ohio, Indiana, 7 Michigan 
and Wisconsin. Stock service. beral commis- 
sions. Prefer men carrying one-canllictios line. 
Address D-697, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


GAL JESMAN WANTED to carry a line of 
\ women’s stylish stouts and novelties for Maine, 
New Hampshire, Vermont, Connecticut and Rhode 
Island, on commission basis only. Address D-739, 
care Boot and Shoe Recorder, 207 South St., Bos- 
ton, Mass. 


ws NTED—Salesmen, experienced in wholesale 

line, women’s specialties. No objection to non- 
conflicting side line. Several territories open. 
Strictly commission basis. C. E. Wethey Shoe Co., 
Inc., 78 Reade St., New York City. 


GALESMEN—To carry to the retail trade a line 
of turn shoes that are money makers. Shoe- 
making is right. Price is right and deliveries are 
right. On a commission . Address D-740, 
care Boot and Shoe Recorder, 207 South St., Bos- 
ton, Mass. 


GALESMEN WANTED—Shoe salesmen _ to 
carry as side line on commission basis best 
medium-priced line of spats, sym shoes, woolskin 
slippers, leather and canvas leggings. We invite 
replies from all parts of United States. Tell us 

at Lang you cover and send references in 
first letter e pay liberal commissions and our 
goods are priced to sell. Apply The Brown War- 
ner Mfg. Co., Franklin, Ohio. 




















ws NTED a salesman exverienced in the shoe 
wholesale trade to cover New York State. 
Parker Holmes & Co., Inc., Boston. 





WANTED—Resident salesmen following states 
and cities. A new women's turn comfort line 
of 18 styles. In stock February 15, samples ready 
January 20, 6 per cent commission, no advances. 
Send reference as to ability and give all details of 
yourself to be considered. Territories open: New 
York City, Brooklyn, New Jersey, Maine, Vermont, 
and northern New Hampshire, New York, Con- 
necticut, eastern Pennsylvania and ae 
western Massachusetts, western “Ohio, Chica 
Michigan. Box D-742, care Boot and Shoe Re. 
corder, 207 South St., Boston, Mass. 


Salesman Wanted 


Manufacturers of women’s and 
misses’ welt shoes, in stock depart- 
ment, have an opening for salesman 
to cover New England territory. Only 
those with good following need apply. 
Automobile furnished if needed. Give 
full particulars and references in your 
first letter. Address D-732, care Son 
and Shoe Recorder, 207 South 5St., 
Boston, Mass. 

















State. 


men who are hustlers. 


South St., Boston, Mass. 





SALESMEN WANTED 
To Carry 7 Samples 


Consisting of the greatest line of Super-Welts, shoes 
for children, sizes 2 to 5 and 5 to 8. New construc- 
tion with scientific features. 
Give a detailed description of your territory. 
Must be a high-powered salesman with an estab- 
lished trade. A wonderful proposition for all sales- 


Address D-756, care Boot and Shoe Recorder, 207 


Salesman for every 








ETAIL SALESMAN—By March 1, by the 
best shoe store in a Massachusetts city of 
2,000. The man who gets the position must be 
— 21 to 30, single, a good mixer, a good dresser 
live-wire salesman; a card writer and not afraid raid of 
moving stock, etc. A man who is not afraid of his 
past history. To such a man this organization 
offers a future unequalled in New England retail 
stores. Salary and commission. Address D-743, 
care set and Shoe Recorder, 207 South St., Bos- 
ton, Mass. 


~ALESMEN by wholesaler of women’s novelties. 

Only experienced men with a following need 

apply. Address K-692, care Boot and Shoe ecor- 
der, 127 Duane St., New York. 


,ALESMEN, BUSINESS GETTERS—Prom- 

inent Pennsylvania manufacturer of infants’ 
and children’s popular-priced turn shoes, desires 
the services of capable men with established trade 
for the following states: Illinois, Iowa, Michi os 
Ohio, Maryland, West Virginia, New York, 
Jersey, the Dakotas, and New England States. 
Give full information and references in first letter. 
Carryi ing non-conflicting line, not objectionable. 
}' “> opportunity. Address D-744, Boot and 
Shoe Recorder, 207 th St., Boston, Mass. 








WANTED—Salesmen to sell a medium priced 
line of men’s dress welts, on a straight com- 
mission basis, in the following territories: Penn- 
sylvania, Michi and Indiana. Address D-741, 
care Boot and Shoe Recorder, 207 South St., Bos- 
ton, Mass. 





HOE salesman to sell an established line of 

ladies’ men's, children’s comfy felt and satin 
lipp th hout entire South. Commission 
basis. Only those with established trade wanted. 
Address D-745, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 


XPERIENCED shoe salesman wanted by 

Cincinnati factory, making medium priced 
ladies’ fine McKays, welts and turns for the fol- 
lowing territories: one man for Texas; another for 
~~ of Missouri, Kansas, Nebraska, Colorado, 
owa; another for city of Chicago and vicinity; 
another for western coast states; certain amount of 
established business. Will only consider such men 
who have covered these territories with manu- 
facturers’ lines. ye experience, line carried, 
amount of business and working arrange- 
ment desired. These men needed by March 1 to 10. 
Address D-746, care Boot and Shoe Recorder, 810 
Second National Bank Bldg., Cincinnati, Ohio. 














Wanted! Wanted! 


SALESMEN 


for the 


“BISON BRAND”’ LINE 


Short but complete IN-STOCK 
THE YEAR AROUND. Solid Lea- 
ther Full Vamp. Has Milwaukee 
market earmar' 
Several good territories open the com- 
ing season. Address applications with 
| particulars to the Portage Shoe Mfg. 
Co., Portage, Wisconsin. 








Prominent New York jobber will 


ta Soot 1 
= » is 


line of women’s popular-priced welts 
, for territories New York and Brooklyn 


for in stock 





and New Jersey. 


Salesmen now carrying men’s line 
preferred. 

Give full information in first letter. 
Address K-693, care Boot and Shoe 
Recorder, 127 Duane St., New York 
City. 























nission 
anted. 


order, 





January 27, 1923 





SALESMEN WANTED 


ALESMEN—To handle well-known line of high 

and medium-grade turn (leather soles) boudoir 
and ballet slippers. Made in all leathers and 
widths. Money-making line for right party. 
Address D-711 care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


EW YORK distributor of Brockton-made 

men’s welts has opening, New York State, 
Greater New York and New Jersey. Must 
experienced. Address D-716 care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 











ANTED—Salesman who is acquainted with 
the trade in New Hampshire and Vermont, to 
represent a well-known Boston house with a com- 
plete line of rubber and canvas footwear. Ad 
D- ty FH Boot and Shoe Recorder, 207 South 
St., ton 


WANTED~—Salesman for western territory, 

Eastern manufacturer. Complete line of men’s 
and women’s staple and sport shoes, college models. 
Strictly up-to-date. Some kinds carried in stock. 
Good opportunity for a progressive salesman who 
has an established trade. Commission basis. 
Address D-715 care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 








OMPETENT sales person (young lady pre- 

ferred) for Little Folks’ Department. Must be 
experienced. Al references required; correspon- 
dence strictly confidential; permanent position; 
state salary expected. Town, Providence, R. 
Address D-717, care Boot and "Shoe Recorder, 207 
South St., Boston. 


7ANTED—Salesman to travel direct for an old 

established house, to handle large and medium 
retail accounts in the larger towns with a flexible 
proposition for the ~_ accounts. Comfort shoes 
and men’s rr fer a man who has had 
experience with this kind of shoes. Territory will 
be Ohio, Indiana, Michigan and Wisconsin and 
more if it can be pr ly ha 

Answering this add we will insist on complete 
references, houses having worked for the past ten 
years, by whom employed at the present time, and 
clearly state what sort of an arrangement you 
would like to work under. Replies will be con- 
sidered and treated with the strictest confidence. 
Address D-688, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


ny yp SALESMEN ye ¢ can handle 
of growing » misses’ children’s 
welts i in connection with their it lite cov 
Chicago and eg inate, Towa 
Wisconsin; Missouri, Kansas and Oklahoma. 
mission basis. The ube Shoe Co., Cincinnati, 0. 











SALESMEN WANTED 
We have several desirable territories 
open for the coming season and wish 
to get in touch with progressive sales- 
men whocan produce volume business. 
Have established business in each ter- 
ritory. Give full information in first 
letter. Age, nationality, married or 
ry le, experience and references. Rice 
utchins, St. Louis Shoe Co., St. 
ab... Mo. 


SALESMEN WANTED 








From One Tray of 
Sure Sellers 


salesmen covering Louisiana, 
Texas, Oklahoma, Kentucky or 
West Virginia, with non-com- 
petitive line can make good 
money on commission with our 
short line of men’s and womens’ 
medium priced flexible welts. 
Our men’s canvas shoes are 
sold in 50 leading cities of the 
United States. Give full refer- 
ence with first correspondence. 


J. K. ORR SHOE COMPANY 


Atlanta, Ga. 











“TF” 


You are a high-powered shoe sales- 
man accustomed to selling shoes in a 
“big way,”’ so confident of your ability 
that you can avail yourself of the ad- 
vantages of operating on a straight 
commission basis, here is an oppor- 
tunity for you. 

A well-known Lynn manufacturer 
of women’s Fat Ankle Specialties and 
misses’ and children’s welts, having 
recently increased their manufactur- 
ing capacity, are able to take on addi- 
tional territory. The line is well estab- 
lished; supported by trade paper ad- 
vertising and a most complete “In 
Stock’? department. 

Kindly give full details in your first 
letter. Address D-737, care Boot and 
Shoe Recorder, 207 South St., Boston, 
Mass. 

















SALESMAN 


To handle high-class factory line. 
Desirable territory to right party who 
has following. Address D-753, care 
Boot and Shoe Kecorder, 810 Second 
National Bank Bldg., Cincinnati, O. 


SALESMAN 
With successful record to cover Min- 
nesota, Wisconsin and North Dakota, 
wanted for alive line of medium-price 
men’s shoes that combine style with 
exceptional fitting and wearing quali- 
ties. Line is well advertised to the trade. 
Address D-754, care Boot and Shoe 
ee 189 W. Madison St., Chicago, 














Salesmen Wanted 


We are desirous of securing ex- 
perienced salesmen for Wisconsin, 
Minnesota, Kansas, Arizona and Texas, 
to sell our complete line of proper 
priced in stock children’s shoes. This 
is an unusual opportunity to connect 
with a real live house with a national 
reputation. Reference must accom- 
pany each application. Address D-733, 
eare Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


One of the best known shoe manu- 
facturers in the country has openings 
for salesmen who know the trade in 
Wyoming, Colorado, Nebraska and 
Kansas. 

You must live in or near territory 
and be willing to work ten months in 
the year. 

The line is well known and trade is 
established in those states, but ter- 
ritory must be more closely traveled 
and more b 

oe opportunity for real work- 





"Give full history and references. 
Applications strictly confidential. Ad- 
dress. D-731, care t and Shoe Ke- 
corder, 207 South St., Boston, Mass. 











Information for Shoe Merchants 
“Where to Buy” cons 


pages may 
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Tessier & Bowdoin, Haverhill, Mass........ 
Thompson Bros. Shoe Co., Brockton, Mass.113 
Thomson-Crooker Shoe Co., Boston....... 13 


United States Rubber Co., New York City. . 102 
Utz & Dunn Co., Rochester, N. Y 


Wall, Doyle & Daley, Inc., Brockton, Mass.111 
Weber Bros. Shoe Co., No. Adams, Mass.... 42 
Westcott-Whitmore Co., Syracuse, N. Y 110 
Whitchell-Sheill Co., Detroit, Mich 
Whitman & Keith, Brockton, Maas... 
Witherell, E. , & M. C., Co., en, 


Mass. . 


Wright, E. T. & Co., Inc. _. Rockland, Mass... 29 


FINDINGS AND SHOE STORE SUPPLIES 


R., New York City.... 124 
& Co., New York City. . 117 


Acfield, C. 
Alterson, L. 


Baumann, L., & Co., Chicago 

Bicycle Step Ladder Co., Chicago 

Blog Shoe Finding Co., Inc., New York C ity 116 
Bongiovanni Bros., New York City 7 


Chandler, W. K., Inc., Boston 
Chicago Wire Chair Co., Chicago... 
Coultas Co., D. W., Providence, R. I. 


Dalrymple-Pulsifer Co., Haverhill, Mass. . 


Ellis, W. E., Co., Haverhill, Maas 


Freedman, M. & Co., Haverhill, Mass 


Gilbert, E. T., Co., Rochester, N. Y.. 96 
Grand Rapids Show Case Co., Grand Rapids, 
Mich. . one beens Te. 


Chicago. . 94-124 


Hecht Fixture Co., . 
Paterson, N. J. . 96 


Hutmacher Braiding Co., 


Kahn, Edw. E., Co., Brooklyn, N. Y 


Milbradt Mfg. Co., St. Louis, Mo. . 
Miller, O. A., Treeing Machine Co., Brock- 
ton, Mass 


Netschert, Frank, Inc. New York City .100 


Onken, Oscar Co., Cincinnati... . + AS 


Onli-Wa Fixture Co., Dayton, O on a ee 


Parisian Beading Works Co., Philadelphia. .117 
Palmenberg, J. R., & Sons, Inc., New York 
ics wd eeateeceaboikes> Eee 
Pittsburgh Reflector Co., Pittsburgh, Pa... 98 
Schack Artificial Flower Co. Chicago. .. . 118 
Scholl Mfg. Chicago. . . 107-108 


Vanity Novelty Works, Brooklyn, N. ¥.... 08 


Co., 


HOSIERY 
Emery & Beers Co., Inc., New York City... . 


LEATHER AND OTHER MATERIAL 
American Oak Leather Co., Cincinnati 


Barnet, J. S., & Sons, Inc., Boston... 

Barnet Leather Co., Boston and New York 17-18 
Beggs & Cobb Co., Inc., Boston 

Byron, W. D., & Sons, Leather Co., Boston. 2 
Cedar Cliff Silk Co., New York City.... 
Chamberlain, B. F., Boston 

Creese & Cook Co., Boston. . 


Hanover Rubber Co., W. Hanover, Mass... . 
Jones Co., F. E., Boston... . 


Lawrence, A. C., Leather Co., Boston. . 
Levor, G. & Co., Inc., New York City 


New Castle Leather Co., New York City. ... 
Ohio Leather Co., Girard, O.... 

Republic Rubber Co., Youngstown, O 
Schmidt, Carl E., & Co., Inc., Detroit, = 
Standard Kid Co., Boston. . 


Thomas, Lake & Whiton, Boston 
Tolman-Dow & Co., Boston. . 


U Sy States Leather Co., Boston and New 
Yor 24 


Vaughan, Geo. C., Peabody, Mass.. . .3d Cover 


MACHINERY, LASTS, MFRS. SUPPLIES, 
DRESSINGS, ETC. 

Appelbee & Newman Co., New York City. .100 
Beckwith Mfg. Co., Boston 
Everett & Barron Co., Providence, R. I 

Meyer, John C., Thread Co., Lowell, Mass. .122 
Rogers Fibre Co., Boston 
Tubular Rivet & Stud Co., Boston 


United Fast Color Eyelet Co., Boston. . 
United Last Co., Boston 
United Shoe Machinery Corp., Boston. . 


Wiechman Pattern Co., Cincinnati... 
Wind Insole & Counter Co., Inc., Campel 


MISCELLANEOUS 


Atlantic Printing Co., Boston 
Brooklyn Purchasing Syndicate... 
Calderwood & Preg,. Inc., Boston. . 
Glauberg, Max, New York City... 


Hooper Printing Co., Boston 
Hotel Essex, Boston...... : 
Hotel Martinique, New York City. 
Howard Print, Inc., Brockton, Mons. 


Kalter Cerf. Co., Max, New York City 
Kirsch-Blacker Co., Inc., New York City... 
Koch, D., Brooklyn, N. Y 


New York Ex 
New York 


Tolman Print, Brockton, Mass 


rt Purchasing Corporation, 
it 124 


University Electrotype Foundry 


War Dept., Surplus Property Div 

















Straps are going big this Spring 


and here’s a dandy-_no. 7010-R 





Dr. F. H. JENSEN’S 
ARCH CUFF 


A corrective appliance designed 
to elevate misplaced bones of the 
arch to their proper position—to re- 
lieve callouses and restore the na- 
tural elasticity to the step. 


Made of heavy two ply elastic 

webbing with a specially patented 

‘ pocket to hold one or more soft 

wool felt pads which not only give 

added support but also act as 

shock absorbers to the entire sys- 
tem. 


An effective and profitable ac- 
cessory for the retailer. 


J. J. GROVER’S SONS CO. 
Wholesale Distributors 











J. J. GROVER’S SONS CO. -- 


Fashioned of black kid on num- 
ber 316 last—~medium toe-—-per- 
forated imitation tip--perforated 
top and strap—kid quarter lining. 
Turn sole, carrying 1% inch heel 
with rubber top. 


A dainty bit of foot gear and 
a mighty good seller. 


AAA to EE IN $4.35 


--and on the same last No. 
3386-R, built witha heavier flex- 


ible welt sole~-AAA 
to EE IN STOCK $4,60 


Lynn, Mass. 


Established 1865 


Soft Shoes for Tender Feet 


BOSTON OFFICE 
Little Building 
[80 Boylston Street 


NEW YORK OFFICE 
Marbridge Bidg., 47 W. 34th St. 


CHICAGO OFFICE 
Kesner Building 
5 North Wabash Avenue 
corner Madison 
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pril 15, 1922, Cw aed ten te age at Boston, Mass., under the Act of Congress 
rinted in U. S. A. 


Mass. 


Entered as second class matter A 


of March 3, 1879. Subscription price, $5.00 a year. 
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The Doctor Says— 


“If we just use our common sense 
we avoid most troubles.’’ 





TOE IN—WALK STRAIGHT 


who want to step along 
for Men and step lively. 


The DOCTOR Jr. for Boys 


Just plain common sense 


That tells the story of the Doctor Shoe—just plain 
common sense—toe-in—walk straight. And the 
beauty about these common-sense things like the Doctor 
Shoe is that you don’t have to take somebody’s high- 
faluting explanation that you don’t understand; and 
you are not so sure that the person making it under- 
stands either. It is such an easy matter to prove to 
yourself just what it means to toe-in and walk straight. 


“The Doctor and the Skoe Man” gives you the whole 
idea soc simply that you can get it right off the reel. It’s 
a book you may have for the asking. 


JOHN MEIER 
SHOE COMPANY 


SAINT LOUIS 
Good Shoes for Men Since 1874 
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Fhe twhitest tohites 


y z JFTANNERS 


athe White Tloude of Gmerca 
New York, Gloversville, Boston 
© Distributi 
is(7 nding Force 
Artaur’. Patton LeatHern©,, Jt urs ~  GEO.W. NewmaN LeaTHER ©, Cincinnati 


jf A 4 
McGaw & ATKINSON Chicago. Enwarp ZoMRLAUT, Jan Praneisco. 
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Building Combort.S tyle and 
Value into a Kelt diupp er 


When you sell a pair of Capitol Felt Slippers to a customer you sell a product that 
will reflect favorably on your store. It is a quality slipper sold at a price that represents 
real value. 

Our national advertising and our dealer co-operative material help to produce for 


you a good volume of business on Capitol Slippers. This advertising matter continually 
drives home the fact that these slippers have comfort, style and value, to an unusual 


degree. 








AND NOW CONSIDER THE CAPITOL SLIPPER 


Comfort!—What other slip- 
per has such a thick inner sole of 
superfine lambs’ wool—pure, 
imported, virgin wool as it 
grows on the hide, noted for its 
warmth and absorbing quali- 
ties? Or the combination of a 
flexible leather sole, ~~ quality 
of felt, and so snug a fit? 
Flexible Leather Outer Sole 


Value!—In the Capitol Slipper, the facilities 


of a large, modern plant, plus years of experience 
as manufacturers of slippers make it possible to 


Showing Lambs’ Wool Inner Sole 


Style!—Capitol designers create dainty styles 
in the women's models with a variety of colors to 


match those attractive negligees and house 
dresses. Sane, sensible, masculine slippers for 
the men folks. Unusual bootees for the youngsters 
—in misses’ and children’s sizes. Every model 


give you unusual value. Drop a line to our near- 
est selling office—it will bring a salesman with 
samples and complete information. Or write us 


built on distinctive lines. direct. 


Catalog, prices and dealer co-operation sent upon 
request. Also information on the Capitol Lambs’ 
wool sole for women ‘Who knit their own.” 


The 
Wiley-Bickford-Sweet 
Company 


Worcester, Mass.—Hartford, Conn. 


é aK ee. This illustration shows con- 
aie Ochoa. » one of by nol Stepper 


(BAG Maka BSCS 7) — 


Look for this trade mark 
stamped on the sole of every 
wine Capitol Felt Slipper. 
Iso found on the Capitol 
Lambs’ Wool Sole. 


iol Slippers 


The Boot and Shoe Recorder wil) appreciate your mentioning the publication in replies to advertisements. 
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Breaking All Records! 


NE dealer writes: “I have carried a line for 
seven years that is very well known, but 
Truwauks are so easy to fit and sell and repeat 
orders are coming along so surprisingly well 
that I will soon change to Truwauks entirely.” 


If you have not investigated this super-comfort, 
super-style, heel-arch-and-ball-feature shoe, you 
are losing valuable time. Write at once for 
complete information. 





NOW IN STOCK 
Write for Trial Runs 


Oxord =6s-—s $ 7,00 
TwoSeep Pump 750 
Oxford 7.50 


AAAA to EE 


I. MILLER & SONS, Inc. 


ONE CARLTON AVENUE, BROOKLYN, NEW YORK 











jate your mentioning the publication in replies to advertisements. 
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Creese & Cook’s 


TONY RED CALF 
VOGUE LAST 


$5.35 





322X 
IN STOCK 
B-C-D Widths 


TOP NOTCHER FOR SPRING 


It’s bound to be a Style Leader. The biggest selling 
last. One of the most popular leathers. A pattern 
which everybody admires. To these three big 
selling features are added: gold stitching on the 
uppers; natural finish fudge edge; Wingfoot rubber 
heel. Has all the requirements for a winner and it’s 
IN STOCK NOW. Mail your initial order today. 
You can size up every week throughout the sell- 
ing season. 


MARION SHOE CO. 
MARION, INDIANA 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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~ "Constant Comfort’ 


“AMERICA’S BEST COMFORT SHOE” 


follow the kxample of Chicago! 


The outstanding feature of the N.S. R. A. convention was 
the determination of dealers to cover themselves for future 
needs. How are you fixed ? 


SPRING IS COMING! : ORDER NOW !! 








No. 49R 


No. 52R—Best Quality Black Kid Perforated No. 478R—High Grade Black Kid Oxford, No. 49R—Best Quality Black Kid Perforated 
Oxford, 13-8 Wingfoot Heel. ............ $3.75 11-8 Wingfoot Heel, Combination Last. .$3-35  Qne-Strao Pump, 12-8 Wingfoot Heel. In 


No. 752R—Same Style in Havana Brown Kid No- 878R—Same Style in Havana Brown Kid. Stock AA to E........-. +--+ +-+++eeee0s $3.35 


$4.00 $3.60 No. 749R—Same Style in Havana Brown Kid. 
Both in Stock A, B, C, D Both in Stock AAA-A to B-D; C-E also in [fp Stock A, B, C, D..........+.+-.5: $3.60 


Stock on No 478R 





No. 47R—Black Kid Two-Strap Sandal, 12-8 No. 81R—Black Kid One-Strap Sandal, 8-8 No. 90R—Black Kid Oxford, 9-8 Wingfoot 
Wingfoot Heel... .... ‘ .. $2.40 Wingfoot Heel, Gray Ooze Lining ...... $2.25 Heel. 

No. 84R—Same Style in One-Strap.. . 2.3 No. 86R—Same Style, Drill Lining... . . $1.85 No. 91R—Same Style with Plain Toe. $2.1744 
Both In Stock AA to E Both In Stock B, C, D, E. Both In Stock C, D, E, EE 


**COMPLETE LINES of Oxford and Strap Sandals Always IN STOCK” 


AULT-WILLIAMSON SHOE CO., Manufacturers, Auburn, Maine 


LOS ANGELES OFFICE, 109 E. 8th STREET BOSTON OFFICE, 139 LINCOLN STREET 
ST. LOUIS OFFICE -- 414 NORTH 12th STREET. 








The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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MERION, yea 


Auve Shoe| ie S Sieg 


IN STOCK SERVICE 


MISSES’ AND CHILDREN’S DOUBLE SEWED 
GOODYEAR STITCHED FOOTWEAR 

These as well as other KEWPIE TWINS shoes are made of the best leathers 
and other materials, including sole leather, counters and boxes, “Red-Line-In” 
lining and “Flint Stone Oak” bend soles. 

A size up order will prove their desirability and trade building features. 

Particulars of our Exclusive Kewpie Twins Agency features and genuine Ad- 
vertising Co-operation furnished upon request. 


_ Description 

Full Qtr. Lace Bal. 
12-2 run Leather Heel. 
5-8 & 84-11% Spring Heel. 
Stocked as follows: 
No. 1840, Mah. Calf 
12-2 run C, D, E R 
8144-11) run D, y 

. 5-8 run D, E fe 
No. 1740, Black Calf 
12-2 run B é 
84-11% run B J 






































Zz 


re 


\/ 


ADS 


ey 


rae SSa! 


5-8 run 


No. 1840—No. 1740 


Description 
3 Fox Lace Bal 
12-2 run Leather Heel. 
5-8 & 844-11) run Spring Heel. 
Stocked as follows: 
—— Patent Lea. Bee i top. 
: you \% , f 


No. 1544 
Manufacturers of 


National Park and Kewpie Twins Footwear 
THE JUVENILE SHOE CORPORATION 


OF AMERICA 


CARTHAGE pean MISSOURI 


The Quality ts Stigher than the Price” 
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“IT Can Tell You 
Leather with My 
Eyes Shut.’’ 


An expert buyer of shoes said this to 
The Demand for us a few weeks ago. 


“T believe,” he said, “that I can go 
blindfolded to my racks—open a 


carton and tell whether or not the 
shoes are made from your TONY 
RED CALF.” 


Reg. U.S. Pat Off. 


, “Tacve’s Somethi 
persists and increases, Mee the Paaek 
That Lets Me Feel 


because once worn, it is the Difference.” 


° He went on to say that his trade 
always wanted again (mostly in the largest cities) were 
still demanding TONY RED CALF 
and that he expected to greatly 
increase his spring and summer sales 
of such shoes over the past seasons’ 
records. 


“There’s a Whole Tony Family” 


TONY RED TONY TAN 
TONY BROWN TONY BLACK 


CREESE and COOK COMPANY 


SALESROOMS RS SS TANNERIES 
95 SOUTH ST., BOSTON Mh AYN DANVERSPORT, MASS. 


P. A. HENRY & CO. : SAMUEL WOLFENSTEIN 


706 Broadway, Cincinnati, O. hey 39 SPRUCE STREET 
Leather Trades Bidg., St. Louis, Mo. NEW YORK CITY 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Stabilized Style Is Possible— 


From Ultra Fifth Avenue to 
Main Street of Any Town 


HE smartest women on Fifth Avenue and the 

smartest women on Main Street are marked by 
the supreme good taste of their garments. 

Good taste is the same the world over, and that 
is why Mary Lee shoes, designed by the women 
of Fifth Avenue and of every Main Street in the 
country for themselves, will sell as well on “Main 
Street” as they do in New York. 

Here are three models requested by the women 
of the country which have just been added to the 
Mary Lee line. 


HARRISBURG SHOE MFG. CO. 


Harrisburg, Penn. 





7 7 7 


My plan is working. From all over the country I 


am getting requests for specific shoes. The three pic- 
tured below are in special demand. That is why Mr. 
Cahill has had them featured in this advertisement. 


Arundel Mary Kee 
Patent leather 
‘ A 


blucher oxford 
Patent leather Goodyear welt, 
one button strap 8 8 heel. 
sandal. Imitation 





Fluvanna 
Patent leather 
and nude suede 
one button strap 
sandal. Imitation 
turn, 16/8 Louis 
hee!. 

















~1923 Harrisburg Shoe Mfg. Co. 








The Boot and Shoe Recerder will appreciate your mentioning the publication in replies to advertisements. 
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Style 13—Broncho Black Kip Blucher 
Style 11—Broncho Brown Kip Blucher 
Boys’ sizes, 24 to 6, widths B,C, D............. $3.35 


iitle Men's size 10 to 1334 widths C, D, IE... 278 It is better to have a few 


styles and complete sizes 

TEEPLE and widths on each style 

than to have many styles 

WELTS for BOYS with broken sizes and 
widths on each. 


are the right boy shoes for you to push because: 
they are more economical for your customers to 
buy than lower priced shoes. It is very seldom 

that a dealer need look beyond the five stand- ept. 
ardized Teeple styles (in high and low shoes) to 

meet the boys’ welt requirements of his com- 


munity. Concentrating on these Mighty Good , 
Shoes will enable you to hold down your stock is a great help to both large 


while increasing yolume, turnover and profit. f 
a and small merchants in 
Write for catalog of the Teeple Big Five. 





keeping a well-balanced 


One Mighty Good Last stock from which they can 
All Teeple Sh d last—and 
caw a better one for St or appearance. ‘Standardizing on i perfectly. fit each customer. 
helps to make possible the extra value you get in Teeple 


Mighty Good Shoes. 


| Besides Mighty Good Shoemaking ——— 
All Teeple Shoes Have: 
| Prime Fine Soles cut by J. D. Nielson & Co. 


Write for Stock Book 











Dryden Double-Wear Rubber Heels 


Fred Rueping Leather Company’s upper 
| stock. The Stetson Shoe Company 


SOUTH WEYMOUTH, MASS. 








A Sample Case Is Convincing 


BOSTON NEW YORK CHICAGO 
LITTLE BLDG. BUSH SALES BLDG. MARQUETTE BLDG. 
TEEPLE SHOE C4 J] eects ssa “iso west staat. Dearborn and 
Boylston Sts. Adams Sts. 


WAUPUN, WISCONSIN 
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No. 224. Price $4.00 


Patent Annette, Dull Kid Saddle and Tongue, 
Single Sole, rey Heel, Euclid Last 
AA to 


No. 225. Same in Black Kid Price $3.75 


No. 482. Price $4.00 


Tan af Blucher Oxford, Wing Tip, Goodyear 
elt, 7-8 ay Heel. port Last, 


No, 200. Price $3.50 


Black Kid Clarice, One Strap, pa Leather 
Louis Heel, —— Jae id Last 


No. 201. Same in Patent. 
No. 202. Same in Satin. 


Price $3.75 
Price $4.15 





No. 455. Price $4.25 


Patent Oxford, Dull Calf Tip, amy and Fox, 
Goodyear Welt, 11-8 Rubber Heel, 
Princess Last 
AA to D 


Sta 





Order Now for Easter 


All Styles on This Page Are Ready to Meet Your Wants 
for Easter Trade—Orders Shipped Immediately 


No. 530. Price $3.90 


Black Kid Norma Two Stra ——y pa Tie. 
Welt, 13-8 ane + +> Hy Resp 


No. 532. Brown Kid. 


Price $4.40 
No. 531. Same in Patent. 


Price $4.15 





ATTENTION 
Texas Retailers 
Our Complete line of In-Stock 
goods will be on display in 
Room 459 Texas Hotel during 
the, Fort Worth Convention. 


—John Hartman 

















No. 233. Price $4.15 


Levor White Kid Clarice One Strap. Sage 
Sole Covered Full Baby Spanish eee 
Newport Last, AA to 


No, 232. Same in Peters White nites 
Price $3.60 


No. 207. Price $4.25 
Black Suede Clarice One Stra: I Sole, 
Covered Full Louis Fadl. Euc 


AA to C 
No. 206. Same in Gray Suede. Price $4.25 


No. 545. Price $3.90 
Bik, Ka Clarice One Scrap, Imitation Tip, 
13-8 Rubber Heel, Tremont Last, 
AA to C 


No. 546. Patent. Price $4.15 


Thomson-Crooker Shoe Co. 
18 Station Street, Boston 20, Mass. 
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The Ultimate CLICO 
R emroep come’ 


Sport Sole 


Made of pure Ceylon Crepe 
Rubber for Men, Women 
and Children. In Single or 
Two Units. 








Everybody Likes CLICO Soles 


Principally because of their fine, CLICO superiority is best. empha- 


firm close grain which looks so 
much better than the thick bulky 


sized by the class of manufacturers 
and retailers who are calling for it 
in preference to any others. 


and clumsy type. 


And also because CLICO won’t pull 
off. It grips like a bulldog and 
won’t “squash out”’ at the edge. 


CLICO gives far better results in 
cementing and stitching. 


Introduce your customers to new 
comfort and pleasure in their sport 
and summer footwear by giving 
them CLICO soles on the shoes they 
buy from you. 


Don’t Delay Ordering--The demand for CLICO is so great that no 
time should be lost if ; you want _these soles on your spring styles. 


ACE RUBBER HEELS 


are the latest and most scientific rubber heels— 
the result of 15 years’ experience in rubber 
heel making, combined with some new ideas 
worked out by some of the best shoe manufac- 
turers in the country. 


The Clifford Company 


Makers of CLICO Soles and Ace Rubber Heels 
Boston 185 SUMMER STREET Mass 


Opp. South Station 
St. Louis Representative: R. M. HEUCHAN, 1627 Locust Street 


TST TT] Apeeecagpaggpagaee 
I! TT TOTTI CLOIT TTT TTT TTT TTT TT 
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13 Styles In Stock 


Illustration shows the latest 
Ease-All Style added to our 
Stock Dept. 


























Unless we told you, you never 
would know that the illustra- 
tion on the page accurately 
represents an orthopedic shoe. 
Which only proves what we have 
been telling the trade for a long 
time: that women buy Ease- 
All shoes for their style even 
before they are aware of their 
comfort-giving features. 









































Style 01179B 


Woman’s black suede top and straps, black kid 
vamp a nd fox, 2 strap Ailsa sandal, welt, Berkeley 
last, perforated top and vamp, perforated imita- 
tion tip, Ease-Alljspecial shank and counter. 





: ; AA 5 to9 

Ease-All shoes are made with A 4% to9 

special features that are en- rs . 

dorsed by leading orthopedic 

specialists. In addition, they Price * 50 
‘ - ‘. rice = 

are made with the same stylish 


lines found in other footwear. 


to 8% 
31% to 8. 

















Net 30 Days 




















Style 01147L—Same style as above, but made of 
Brown Kid with Brown Ooze Collar and 
IN 6 is bine eid acerca ton . 87,50 








Remember the Ease-All is not 


ye J *s shoe,” ’ , 
an “old woman's shoe," but a Send for new spring catalogue which 








stylish corrective shoe that pre- 
vents, as well as relieves, foot 
ills. 


shows, together with other shoes, 13 
styles of Ease-Alls that we carry in 
stock. 


















































UTZ & DUNN CO. 


ROCHESTER «~ NEW YORK 


LOS ANGELES OFFICE 
» Los Angeles, Cal. 


DENVER OFFICE NEW YORK OFFICE 
‘erminal 
Representative 


218 Charles Bldg., Denver, Colo. Bush T: Sales Building 09 Forrester Bl 
TIGE ER & McNUTT. re West 42d St.. Room "i521 %. C. McATEE 


Representatives McOMBER, ‘Representative 


oes 


Spyte Sh 
Quality 
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KINNER quality in shoe satin, 
just as Skinner quality in lining 
satins, assures long wear. 
Skinner’s Shoe Satin is made es- 
pecially for use in shoes — eztra 
strong. 
Immediate deliveries on all grades. 


Skinner's 
Shoe Satin 


WILLIAM SKINNER & SONS 
NEW YORK CITY 
BOSTON CHICAGO PHILADELPHIA 





Established 1848 


‘‘Look for the name in the selvage’’ 


” 


wi of a 
ee ‘ geerene 4 


i 
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NCE in a while a shoe is designed that “rings 

C the bell” of public approval. Such a shoe 

must combine practicability with exceptional 
beauty of line and perfect fit. 


The Wisp has all these qualities and moreover, the 
distinction of being a Rickard Welt. From our in- 
stock-department, it may be obtained in four com- 


IN STOCK binations, ready for immediate delivery. 








Patent Leather 
Black Ooze Collar, leather heel $6.25 


Mandalay Ooze igh Ni } 
Russia Calf Collar, covered 
wood heel : : > . $6.90 

White Buck | 


White. Kid Collar, covered 
wood heel . . - $7.10 
Grey Buck 


Grey Kid Collar, covered wood B 
heel. $7.1 The Rickard Shoe Company 


eel w-9 


Widths AAA-D Haverhill, Mass. 


RICK 
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‘CHERE IS 
| ONLY ONE 


Al 









































| TANNING 
| COMPANY 


| SHEEPSKINS --CHROME SOLE::SPLITS--COTTON FINDINGS — 
129 SOUTH STREET, BOSTON, MASS. 
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WALK-OVER SHOES IN STOCK 
1,000,000 PAIRS A YEAR 

400 DIFFERENT STYLES 

35,000 PAIRS YEARLY ON ONE NUMBER 


Full assortment of staples. 
Styles that develop quickly, on which retailers are not covered. 
Frequent illustrated bulletins giving details of latest styles. 


This stock is for the exclusive use of dealers who want to size 
their lines or desire the newest things. It is mot used for 
“season” orders or orders for future delivery. 


Buy what you need as often as you like—one pair or 1000 
pairs at a time. 


Maximum turnover on minimum investment, for the dealer. 
Consider that again— 


1,000,000 PAIRS A YEAR IN STOCK 


Home Department—Campello, Brockton, Mass. 
’ Branch Department—1521 Washington Ave., St. Louis, Mo. 


In addition to this important stock service, the Company, 
through its staff of sixty salesmen, solicits orders for all types 
and styles to be manufactured. Geo. E. Keith was in fact the 
first shoe manufacturer to solicit the retail trade direct. 

An exclusive Walk-Over agency in each city and town. If in 
open town send for catalog, samples or salesman. 


GEO. E. KEITH CCMPANY 
DEPARTMENT SIX 


WALK-OVER SHOES IN STOCK 
1,000,000 PAIRS A YEAR 











Geo. E. KEITH COMPANY 
MAKERS OF WALK-OVER SHOES FOR MEN AND WOMEN wes 
pun, BROCKTON, MASS., U. S. A. , 
fate ee ne tease ’ WOMEN’S 


Including New York, London and Pans, 
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KENDEX 


Mean extra satisfaction to all wearers of White 
Canvas Rubber Soled Shoes, because they 


Insulate The Feet 


Something which large manufacturers 
have endeavered for years to accomplish 
They are therefore— 


Standard Equipment 


With all the large makers 
of canvas outing-footwear 








. They eliminate burning and sting- 
ing of the feet. 


. They conform readily to the feet, 
and thereby eliminate callouses 


. They never harden nor craek; re- 
maining always flexible 


. They are non-conductors; warm 
in Winter---cool in Summer 


Beware of Imitations which LOOK like Kendex 


KENWORTHY BROTHERS CO. 


Stoughton, Mass. 


Kenworthy Brothers of Canada, Lid. 
St. Johns, P. Q. 


Remember: ‘‘The Feeling of the Feet END E> in the Face’’---Wear KENDEX 


The Beet and Shee Recorder will appreciate your mentioning the publication in replies to advertisements. 
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BRONZE 
No. 34 


HAVANA BROWN 
No. 10 


LIGHT BROWN 
No.8 


BEAUTY BROWN 
0. 


CHAMPAGNE 
No. 18 


TERRA COTTA 


SEA-GULL GREY 
No. 23 


MIDNIGHT BLUE 
No. 14 





BELGIAN BLUE 
No. 21 


MAPLE BROWN 
No. 12 


BOOZIE BLUE 
No. 38 


JADE GREEN 
No. 13 


ROYAL PURPLE 
No. 15 


CARDINAL RED 
No. 19 


CHANTICLER 
No. 36 


No. Il 


SCHERER S 
FLOWER CITY°KID 


O see the range of SCHERER colors 


is a fascinating and convincing expe- 
rience. 


L8G 


Fascinating in the variety, warmth, and 


es Better Shoes \ softly glowing sheen of the colors. 
Still Beller ae Convincing in their exquisitely soft text- 


ure and inimitably beautiful shades pro- 
duced by “‘master hands.” 











ys, 


ete 


OSCAR SCHERER & BRO. Inc. 


ORIGINATORS OF AND LEADERS IN FANCY COLORED K/O 
29 SPRUCE ST., NEW YORK 


FACTORY AT NEWARK, WAX: d- 
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ir 


““He Who Hesitates”’ 


Mr. Man, you of course know that to properly fit your 
wide foot trade, you must have shoes made on lasts 
that have been designed for this purpose. And you also 
know that specialty shoes of this class are not affected 
by the style changes of ordinary footwear, that they 
clean out to a pair, and are always worth a hundred 
cents on the dollar. 


SISTER 
SUSAN 
UPER- SIZE 





EO LUO LOL elit ed 


Then, too, you know what a large percentage of women 
require special footwear of this type, and the difficulty 
they have in getting properly fitted. 


IN STOCK Equip yourself now to take care of this profitable 
C-D-E-EEE business. A good way to start—drop us a line and we 

wee will send samples on approval, together with our sales 
plan. 


STANDARD SHOE CO. 
LYNN, MASS. 


UL 


No. 1000 Black Kid Oxford 
No. 1005 Brown Kid Oxford 
No. 1010 Black Kid One Strap. 
No. 1015 Brown Kid One- Strap.. 
No. 1020 Patent Colt One-Strap 


Note To sizes 8% and 9 add 25 cents: 
94 and 10 add 50 cents, 10% and 11 add 
75 cents, 11% and 12 add $1.00. 


iit LOU OOOO 





SUMMON 


SE ee ee ee ee ee eee Ubeniis 


The ‘Famous 


Shoe 2 for: en 











ee 7? 3a @ Style 734 Cherry Boarded 
A sale that does not “repeat” is just so a ae 
i Black Scotch Grain Cuff, 
much lost opportunity. . ao i aoe cee 
Wing Tip, Bordo Last. 


WEBER Union-made SHOES have the 
inherent value that keeps the customer 
coming back each season. 


Weber Bros. Shoe Co. 


NORTH ADAMS, MASS. 


New York Office: 1328 Broadway, Marbridge Bidg., H. Harris, Rep. 
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Have You Gwen the Order 


an to Your 


r WHOLESALER 


for Our 


Mary 





PA TFT. SF 
LEA tn” s&s Rk 


MARY 
JANES 


There are No Mary Janes 
Like 


Lyons and Hershenson’s 


z 
: 
rE 











RA WE produce them in larger quantities than any 


other independent manufacturer. 


PRODUCING IN SUCH VOLUME we are enabled to 
GIVE VALUES which would otherwise be impossible. 











Lyons & Hershenson, Inc. 
Chelsea, Mass. 


Boston Salesrooms 207 Essex Street 
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ARCH RELIEF SHOES _ | 


“Comfort in Beautiful Footwear" 




















ni 


No. 6005—In Stock, Black Kid Arch E No. 6011—In Stock, Black Kid Arch 
Relief Oxford, Goodyear Welt, 13-8 ” Relief Oxford, Goodyear Welt, 12-8 
Rubber Heel. Combination Last No. 7 4 Rubber Heel. Combination Last No. 
131. Price $4.50 Fe See ere $4.50 
No. 6004—Same as above, Brown Kid. Zz No - 6010—Same as above, Brown < . 
FEB ccecccecevccccncsceveces $5.35 5 ne alpneneraiiatng tanebieinx s: $5.35 


Office girls—stenographers, filing clerks—appreciate the value of 
comfortable footwear. : 


They know that their efficiency—their value to their employers—is 
diminished when foot troubles occupy their minds. ‘They know, too, 
that no small part of their ability to do things right depends on foot 
comfort. 


A large part of your business is with women whose work requires 
that they wear comfortable footwear—and you know that they 
demand that these shoes be attractive. 


The greatest objection to many of the corrective types of women’s footwear has 
been that they lack the style appeal so necessary to attract the woman’s patronage. 
RILEY ARCH RELIEF SHOES combine style and attractiveness with orthopedic 
features that insure perfect fitting at heel and arch—-supporting the foot with glove- 
like smoothness. 


You’ll “corner” the comfort footwear trade in your city with RILEY ARCH RE- 
LIEF SHOES. Styles illustrated are carried on our floor ready to ship. 


Order Today 


The RILEY SHOE MFG. CO 


COLUMBUS, OHIO 
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Here Are Some 


Style No. 403 


You dealers who are looking for 
slipper merchandise that will 
sell—slippers that your custom- 
ers can choose in a complete line 
of materials and distinctive styles 
need look no farther. 


For in CosyToes you combine all 
the elements of slipper preference 
—just what your customers want. 


Made in a broad range of beau- 
tiful colors, in a variety of cor- 
rectly designed styles and in a 
full range of sizes, these slippers 
will prove real business-getters. 
They were the talk of the Chi- 
cago Convention. 


Other dealers who are handling 
CosyToes are selling them 
throughout the year and are 
making large gains in their slipper 
sales. You can do the same. 


Real Sellers 


COSY'TOES in 


Felt, Satin, 
Leather and Brocade 


Standardize on One Line 


This wide range of styles and 
sizes make it easy for you to con- 
centrate your buying with one 
house and select these high-grade 
slippers in all materials. And this 
policy assures you of uniform 
quality and sizes and enables 
you to conveniently fill-in on 
broken stocks any time. 


Our full co-operation in furnish- 
ing all dealers with unique ad- 
vertising display material and 
our year around advertising of 
CosyToes in The Saturday Eve- 
ning Post, are other reasons why 
CosyToes register large and 
steady sales throughout the year. 


This also brings to your store 
prospective buyers for shoes as 
well as slippers. You can “cash 


in” on this advertising by having 
a representative stock of Cosy- 
Toes. Then your customers can 
select the styles and colors they 
desire. 


See Our 1923 Line 

You will find it decidedly to your 
advantage to see the complete 
1923 sample line of CosyToes 
slippers before placing your or- 
der. The smart styles will appeal 
to you. They are business-get- 
ters—a fact you will recognize 
when they are‘displayed in your 
store. 


If you desire to order before our 
representative arrives, we will glad- 
ly forward samples and prices at 


your request. CosyToes are sold 


only to the retau trade. 


STANDARD FELT COMPANY 


WEST ALHAMBRA, CALIFORNIA 








CHICAGO 
404 So. Wells Street 


SAN FRANCISCO 


NEW YORK 
115 E. 23rd Street 693 Mission Street 


Cosy Ioes 


The Restful Slipper 


Cosyfelt--Cosysatin--Cosybrocade --Cosyleather 


Style No. 1446 
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There Never Was | A More Popular Shoe 
There Never Will Be | THAN 


LADY RAJAH 


In Stock’ NOW | 


Willow Calf Plain Toe Oxford 
PURITAN LAST 





Price Full Crimp Vamp. Rajah Sole. 


5 O Price $5.50 in 12 pair lots—Less than 12 pairs, 
5 5 35 cents per pair extra charge. 


Stock No. 100—Widths A, B, ipa Sizes: A—4 to 7%; 
B and C—}} 


| 
| 
The ein B. Keith Shoe Co. — | 
| 


Terms 5%, 20 days. Net 30 days. 


Makers of Keith’s Konqueror Shoes for Men and Women 


Brockton, Mass. Campello Station 
Boston Office 207 Essex Street 


oo OO 44X44 4 OSES 





‘JDehers 


“ Ie =U p= 


The Right Colors for Spring 


Dame Fashion and the Style Experts have set 
their seal of approval on 


“ATTA” Brown 61 | “ATTA” Red 71 


and these other popular shades in 


BROWN’S QUALITY CALFSKINS 


No. 14 (Medium Brown) No. 21 (Dark Brown) No. 31 (Light Brown) 
Black and Brown Suede ° Seneca Black Calf 


Write for samples and then specify “Brown's Calfskins” in the 
colors you like best. 


CD BROWN & CO. INC. 


EXECUTIVE OFFICE AND FACTORY 


ROCHESTER, N.Y 


Boston Store 50 South St. afi 
| 


| i 
| | 
HR bins ill inl HAM 
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> = re 
CINCINNES 


**Master Shoemakers”’ 


The MARILYN TIE 


Black Satin Vamp and Face, 
Black Suede Fox, 
Three Eyelet Tie, 16-8 Louis Heel. 


THE DUTTENHOFER-STEVENS Co. 


Makers of 


WOMEN’S HIGH GRADE FOOTWEAR 
CINCINNATI 


2 
F 
F 
. 
: 
: 
: 
: 
: 


. 
5 
: 
: 
: 
3 


oO ‘Master Shoemakers”’ 
i 


ROL PLU LLL PLP LPL PTTL 
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iS : Nothing in the shoe 
™ but the foot 


—a\ HOE specialists insist that shoes 

built with Crawford Arch Sup- 
porting Shanks are scientifically correct. 
Such shoes relieve fallen arches and safe- 
guard normal feet. They bring health 
and happiness to your customers and 


increased business to you. 

















T's Crawford Arch Supporting 
Shank is built right into the shoe 
—fitted between the inner and outer 
sole and locked to the insole. It pre- 
serves the shape of the shoe, giving sup- 
port to the arch and ease to the foot. It 
cannot abrade the skin. 








To boost your business, sell shoes built 
with Crawford Arch Supporting Shanks. 























United Shoe Machinery Corporation 


Boston Massachusetts 
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(ToL An ee UU 


Sport Shoes For Men and Women 





FAIRWAY LAST 


ONE OF OUR NEW NUMBERS 


Woman’s tan box blucher oxford. Maroon apron. 
Grey inlay. Gumbo crepe sole stitched aloft. 





THREE WEEKS SHIPMENT 








The Dalton Company, Inc. 


Makers of Fine. Shoes 
BROCATON: MASS. 


BOSTON . NEW YORK CHICAGO 
183 Essex Street 651 Marbridge Bldg. 706 Security Bldg. 











EER AAAAAARA A 
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Make your customers “boost” for 
you by giving them 


Chestnut Brown 


Cherry Black 


BOARDED fh’ 4i Se} SIDES 


in their medium priced Shoes. 
The difference in value is easily seen 


C. D. Kepner Leather Co. 


139 South St., Boston, Mass. 
212 W. Lake St., Chicago, IIl. 
10 Spruce St., New York 









Fire Can’t Stop Us! 








Es 
50 Within two days after the fire which ae 
== destroyed our establishment on Jan. == 
5 22, we were ao 
== . = 
= Re-established at 146 Lincoln St. 2 
= In Temporary Quarters = 
== We wish to assure our customers = 
ao that through the splendid co-operation og 
== of our manufacturers = 
ge == 


All Spring Orders Will Be Shipped on Time 2 
R. E. McDONALD CO. 


146 Lincoln St., Boston, Mass. 
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MUMMY | 
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GOOD; YEAR 











| HAT Goodyear set out to do was to make 

a rubber heel that would wear longer than 
any other heel. In making that heel it laid the 
foundation for both the high quality and low 
price of Goodyear Wingfoot Heels. The qual- 
== ities of Goodyear Wingfoot Heels brought 
= popular demand, the demand created great pro- 
FE duction, and volume production made the low 


TUL {LULU = LLL LLL LLL 


2: cost possible. Thereis no substitute for Goodyear 
= Wingfoot Heels. More people walk on Good- 
= year Rubber Heels than on any other kind. 


= Goodyear Means Good Wear 


|WENGEFOOT 
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Philadelphia, 
FEB. 20th 


Schenectady, 
FEB. 23rd 







Boston, 
FEB. 27th 















Boot and Shoe Textiles 


Acres of Duck, Felt and Other Cloths 
in These Three Q. M. Auction Sales 






Have you any definite engagements for February 20, 
23 and 27? If you have, change tosome other dates; if not 
make a date right now to take a little journey with us to 
Philadelphia, Pa., Schenectady, N.Y. and Boston, Mass. 


On these dates and at the places named, the War 
Department will offer for sale by Auccion an enormous 
quantity of textiles in various classifications. There are 
thousands and thousands of yards of textiles—yes, 
millions. For example, there is enough Duck and Web- 
bing alone in these sales to cover approximately 849 
acres of land, or, if placed end to end, to cover a dis- 
tance of 4603 miles. 


The amounts available at each Auction are as follows: 


Philadelphia, Pa., February 20 

281,969 yds. Duck, O. D., gray; 91,973 yds. Canvas Strapping, 
khaki; 23,077 yds. Felt, O. D.; 76,199 yds. Sateen, brown; 6,531,- 
407 yds. Webbing, various; 6,842,082 Buttons, asstd.; 7,989,048 
Tacks, metal, khaki, brown and black. For catalog write Q. M. 
Supply Officer, General Intermediate Depot, Ist Ave. & 59th St., 
Brooklyn, N. Y. 


Schenectady, N. Y., February 23 

250,082 yds. Duck, O. D. Also large stocks of tools, harness and 
engineering supplies, all of which are listed in the catalog which 
may be obtained from the Q. M. Supply Officer, General Inter- 
mediate Depot, Ist Ave. & 59th St., Brooklyn, N. Y. 


Boston, Mass., February 27 

1,782,458 yds. Duck, O. D., khaki, gray; 640,522 yds. Webbing, 
O. D.; 131,195 yds. Jerkin Linings, shrunk; 57,322 yds. Cotton 
Cloth, shrunk; 40,543 yds. Flannel Shirting; 11,725 yds. Jeans, 
corset, gray; 77,154 yds. Sateen, gray; 18,280 yds. Venetian, gray. 


For catalog write Commanding Officer, Q. M. Intermediate Depot, 
Boston, Mass. 


The above catalogs give all quantities, conditions and directions 
for reaching places of sales. Send for them. The Government 
reserves the right to reject any or all bids. 












































WAR DEPARTMENT 
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ldentitied by the Celluford Insert — 





























STYLE 


Style is the concrete expression of ever changing ideals of the beautiful. 


Flowing like a river, these ideals come and go—presenting a never 
ending array of that which is most pleasing to the eyes of men and women. 


Our Style Designers are everlastingly at it, developing the prettiest 
and most attractive shoes. Their ability to shape the Ideals of the Hour 
is shown in the unrivaled popularity of BROWNbi!t Shoe Styles. 





BROWNbi!t Shoes invariably combine, with irreproachable style, the 
most comfortable lasts and materials that please at prices that compel. 


There is a selection of BROWNBit 
Shoes the styles of which are especially 
adapted to your territory. About eight 
patterns featured in a full run of sizes 
and widths will mean for you a profit- 
able spring business. 















ARLINE TIE 


In Stock 
March 15th 

















D197--Women’s “Barbara Brown” Glazed Brazil Arline Tie, patent 
leather trimming, stay tip, 144-inch rubber top heel, imitation on $4 50 
turn. Pandora Last, A, B, C and D widths, sizes 214-8. - 











D196—Women’s “Barbara Brown” Satin Arline Tie, black suede "50 
ming, stay tip, 14-inch box covered wood heel, ee ' $4.50 
turn. Pandora Last, A, B, C and D widths, sizes 2%4 





















Pw ds Vas GOWIQsIONdy 


First Successful Shoe Manufacturer in St. Louis 
Founded 1878 


























p 








Brownkilt Shoes & 


ldentified by the Celluloid /nsert Ci 





























Assure Yourself 


of the biggest Spring and Easter trade you have ever had. 


Order in all sizes 
and widths these 
charming styles that 
are so extremely 
popular at this time 


. D260 — Women’s “Maxine” Satin Nelda 
D258 Women’s “Maxine” Satin Dort Tongue Pump, plain toe, single sole, 1'4-inch 
Tongue Pump, plain toe, brocaded quarter, 3 Cuban covered wood heel, brocaded quarter, 
1%-inch half Louis covered wood heel, imitation turn. Lark Last, A, B, $3 50 
imitation turn. Cora Last, A, B, $3 50 C and D widths, sizes 2'4-8...... o 
C and D widths, sizes 21 we 


D240— Women’s “Maxine” Black 
Satin Doris One Strap, plain toe, 
1%-inch covered wood Junior 
half Louis heel, imitation turn. 
Cora Last, A, B, C and 4 
D widths, sizes 2%4-8.. $3.35 


The public wants them, 


the dealers need them, 
D241—Women’s “Maxine” Patent Doris One Strap, ANd Wwe have them D242—Women’s “Maxine” Black Kid Doris One Strap, 
plain toe, 1%-inch Celluloid covered wood Junior half plain toe, 1%-inch covered wood Junior half Louis 
heel, imitation turn. Cora Last, A, B, C 


Louis heel, i - C Last, A, B, @9 OF 

Louis eel, aaitation tase, Cora Las $3.35 IN STO CK ond © atin, dam M6 

C and D widths, sizes 2'4 2 
for 


IMMEDIATE 
DELIVERY 


Our special! style service 

is rendering valuable 

assistance to the trade. 

It is being sent cn re- 

quest to dealers who 
are interested 


D248—Women’s “Maxine” Patent Pansy Strap, black D247—Women’s “Maxine” Satin Pansy Strap, black 
brocaded satin quarter, plain toe, 14-inch covered brocaded satin quarter, plain toe, 14-inch covered 


wood box heel, imitation turn. Lark Last, @¢ —4 wood box heel, imitation turn. Lark Last, 
A, B, C and D widths, sizes 244-8 $3.35 A, B, C and D widths, sizes 214-84%4.........+- $3.35 


WWW VRoe GounQany, 


First Successful Shoe Manufacturer in St. Louis 
Founded 1878 











February $, 1988 BOOT AND SHOE RECORDER 





i Abita a acter 

uae permanent features 
of “Watson toohwear 

only ante styles change. 


WATSON 


BOSTON OFFICE iS>¢ SSCX AY; N Ma. a rics at 
NEW YORK OFFICE Barclay Bldg LYNN 


. f BR Q «) ‘ ) « Wa y / 
CV} of srOadN ay A VDudne Sl (JYLaASSACAUSECLES 
A G SMITH N CHARGE 
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The New 


ARMORTRED “CUSTOM” HEEL | 
—— I~“2S" 


By graduating the*heel from bace to 
breast (1-2 inch thick at back and 
7-16 inch at breast, as shown above) 
@ perfectly flat striking surface is 
afforded. 











This illustration shows how Ar- 
mortred CUSTOM Heel helps to 
give the whole shoe a perfectly flat 


tread. 





This illustration shows how the or- 
dinary heel tends to rise and strike 
at the breast, but not at the top. 


Another Important 
ARMORTRED Improvement 


Originated by Quabaug Rubber Co. 


Notice the next line of samples shown you by 
the salesman and see if they tread flat. If they don’t, 
ARMORTRED CUSTOM HEELS will correct 
this fault. Be sure to say “CUSTOM.” 


Quabaug Rubber Co. 


North Brookfield, Mass. 


RUBBER HEELS 
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ULTRA. 
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In Stock 
No. 758 


A Low Vamp, Front Strap 


Sty e made in Gre 
Charmooz No. 7/, ) C2REYEPS 
a covered Spanish 


upon No. /03 last. AWelt 


Sizes, 5to8 Widths AAteC 
Price #5.50 Net 30 days, 








' 
° <u 
‘ a 


Oi axe sme PP MOORE-AIAFED™ 
fi; Plas ‘3 


a Le I) AIOE “MFG *CO° 
Pike BROCKDORT. NY. U./A. 


PAL NEW YORK OPPEE 995-547. 599 MARGRIDOS SENS. SUNY AT.24™ SF 





i 
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For the expression of exceptional 
beauty in‘ distinctive footwear, shoe 
manufacturers all over the world 
have selected leathers bearing the 
P & V Trademark. 


PFISTER & VOGEL LEATHER CO. 
MILWAUKEE WISCONSIN 





Ever stop to figure what a new 
customer costs you? Far too 

much to take chances with! 
Safeguard this investment 

with the recognized style cor- 
le rectness and shoe 
Ne, $ s50—Nut Brown cat Craftsmanship which 
Vimo. Hood, "Eek. 5S = for twenty-odd years 
Pee eS” have distinguished 
Xo 8it—tome a 8 8 The Certified Shoe. 


Black Velour Price, $5.50 


= a Se 
STONEFIELD-EVANS SHOE COMPANY 


ROCKFORD ILLINOIS 


a eee 
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The Right Leather 


For The Right Style 
For The Proper Occasion 


—Never has there been a time when retail merchants were so vitally 
interested in the materials going into their shoes as right now. 
When a merchant specifies a certain Gallun Quality leather it is 
safe to assume that he is a particular buyer and wants the best. 
Gallun Quality leathers are always correct. 


Aztec 


Calf 


The standard of ex- 
cellence for men’s, 
women’s and: chil- 
dren’s Spring and 
Summer footwear. 
Pliable and strong, 
this leather is pleas- 
ing to the eye and 
comfortable to the 
foot. Made in the 
seasons’ fashionable 


shades. 


Norwegian 
Veals and 
Calf 


A heavy, rugged, 
high-grade leather 
that is first choice 
of high-grade manu- 
facturers for brogue 


styles. Produced in. 


all desirable colors 
and black. We 
originated Norwegi- 
an Veals and Calf, 
and have made this 
leather continuously 
for twenty years un- 
der this name. 


Viking 
Calf 


A strong grained 
mellow calfskin that 
does not peel or chip, 
and is moisture-re- 
pellent; takes a bril- 
liant polish and is 
especially adapted 
for high-grade shoes. 
Made in five colors 
and black. 
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A. F. GALLUN & SONS CO. 
MILWAUKEE, WIS. 


A. F. Gallun & Sons, Inc., H. A. Ely, Mgr., 11 East St., Boston. 
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TRIP through the new 

Creighton Factory would 

make any shoe dealer a Creigh- 
ton booster for life. 


For more than forty years we have been 
making good shoes for women, always 
keeping abreast of the times in style, 
creation, manufacturing methods and 
equipment. 


a Ps | Yet our new factory with its latest type 

ge ital. Ubi es F H : of machinery, modern equipment of all 
a Pay a F MELT] jf sorts and highly systematized methods 

eis “tum bar { of production is a revelation even to our 

i . selves. A few years ago we would have 
considered it impossible for a pair of 
shoes to be made so well in such a short 
space of time. tive 
We know you will be interested in hake photo- . 


graphs of our plant. They give, as well as pictures 
- can, an*idea of our ability to serve you. 


FOLLOW THE 














STITCHING 
ROOM 
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SHOE MANUFACTURING! 


From the receipt and inspection of the 
leather, right through to the final in- 
spection of the finished product, each — 
Creighton-made shoe goes through the 
most modern and efficient methods of - 
manufacture. Everything that will make 
a better shoe and make it quicker has 
been taken care of. “Realize that speed 
in manufacture means prompt delivery’ 
to the retailer. Eliminate waste and im- 
prove quality.” Such were the instruc- 
tions given to the efficient factory plan- 
ners who handled the job of laying out 
our new plant. That they have done 
their work well is attested to by the quality of 
the new 1923 Creighton models and the speed 
with which we are making gocd on current de- 
liveries. 











Cutting delays in production—as our new plant 
does—means that your shoes will be delivered 
on your specified date, with the result and ad- __ 
vantage of advance display, longer selling season 
and quick turnover. 


A. M. CREIGHTON |, 
oe Makers of 3 
‘Women’s Shoes 


LYNN 








AOOIODUNVNEELLIVVUEANUULETNAED AUUUAUONCUUSUR ECA REAUACEA UU 
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A FINE PRODUCT FROM 
A FINE FACTORY~ 


Sllias the Creighton L ine 


You will better appreciate, when you 
see the latest Creighton models, what 
the most advanced manufacturing 
methods can do to produce style, finish _ 
and value in a shoe. : 
These new models for spring and summer 
are handsomely illustrated and described 
in an attractive catalog which: is just off 
the press: ee re apege ys ee? 

Shoes are in stock’ now awaiting your onde 
Send for this catalog.and price list — today! 











Style 321 


Patent Leather, Gray Suede 
quarter. Flexible McKay 14/8 
covered heel. Widths A to D. 


Price $4.35 
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) Bates Spring Specials 


for immediate shipment 


Tan and Black 
Calf 


> 


ee 


Steals ahi eae 
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No. 2185 


New Spring Pattern. Gallun’s No. 3. Tan 
Norwegian Calf. Oak Sole. Rubber heel. 


No. 2130 


Same, except made of Gallun’s Black 
Norwegian Ca 


These two Oxfords carry a 15-iron edge. 
They come in B, C and D widths. 


HE tremendous demand for Men’s Ox- 
fords for Winter and early Spring puts the 
Bates low-shoe service into the limelight. 


These two stunning lace oxfords are heavy sellers for retail 
business the coming four months. 


We have them IN STOCK, in all sizes and widths. 


This style of Bates Oxfords featuring the newest brogue- 
type toe and smart tip and vamp treatments, has become 
one of the best business-building lines in today’s Metro- 
politan trade. 


A. J. BATES COMPANY 
WEBSTER $3 :: MASSACHUSETTS 


Oe i eer a BE SE, 


, 
a nr gaat ae naw PE ns 


ae et 
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Model by 


C. A. Grosvenor 
Shoe Co. 


Worcester, Mass. 


Model by 


National Felt Slipper 
Co. 


Worcester, Mass. 























Worcester is the home of 
skilled workmanship—a 
place where high crafts- 
manship prevails. This is 
as true of felt footwear as 
it is of the many products 

wae for which Worcester is 
Felt Goods Co. founten 


Worcester, Mass. 


“Yes ~ Worcester 
Sor elt Slippers 
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Model_by 
Lind Shoe @& 
Slipper Co. 
Worcester, Mass. 


Model by 
New England 
Slipper Co. 


Worcester, Mass. 























In the main, the Worcester 
product is distinguished 
above others for that cor- 
rectness of design and 
superb finish which are 
always the outward sign of 

built-in quality. Buy felt umn tne Co. 
footwear from Worcester,  “*##er Mass. 
Massachusetts. 









































Model by 
Frank H. Pfeiffer Co. 
Worcester, Mass, 
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In Stock 


New Patterns for Easter 
We Can Make 


~. 


No. B = Black Kote | Kid Blucher 


No. B 302—All Tan Russia Calf Blucher 
Oxford, Creased Vamp and Tongue, | a4 


York Last, Rolled e Sole, 
Heel with Rubber Top itt. Welt. 
Dict cietiivaseahhbesedadedee $4.75 


Joy, Clark & Nier, Inc., Rochester, N. Y. 


New York Office: 127 Duane St., Murray Klein, Representative 


Immediate 


Deliveries—Wire 


Your Orders—Now 





Sizes and Widths 


AA.........4% to 8 
Re ceeadeaeda 3 to8 
B, C, D.....2% to 8 











Terms—Net 30 Days 


In Stock 


Re 


rm Bo--G Quoc, Srauish Woad 

fe, tink aller, 16-5 Covered ‘Spanish 
in Black Satin, Black 

Collar, High-Grade 


B 303—Same 
Baode Trim and Hand 
WEE, Be csecedesescccoscesest $5.75 





No. B 304—Same as above in Gray ie 
ae without Collar: Gray Kid Trimm 


Around Vam | T e only, 16-8 od 
ered Spanish "High Grade Hand 
BEE, Becccccccccosseescecesd $5.85 

















CHOON OU OUOUOMONe 





‘YOu 





| Easter Novelties 








IN STOCK 








High Grade Construction 


Silk French Cord 


Order Early to Assure 
Prompt Delivery 


Terms—5% Ten Days 


IN STOCK 


Numbers in the following 
sizes only: 
A—4 to8 
B—3\%4 to 8 
Cc—2\%to9 


Sole Leather Counters 


yr 


Stock No. 330—Pat. 2 button one strap. 
peacy — a 14-8 © Sout Lous 





COLLINS & STAPLES 


HAVERHILL, MASS. 


GENE RICKER 
Boston Office 
183 Essex Street 


GEO. H. LEWIS, Southern Representative 
Imperial Hotel, New York City 


during January 


TM uO 
Shoe R ppreciate your mentioning the advertisements. 
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Stock No. 310—Gray Nubuck vamp and 
oo Patent = ar (= pian. gees 
Spanish Louis heel. 


ZS 


300—Gray Nubuck one strap. 
= "cpllar -_ = “as Spanish 
Louis heel. . .Price $5.00 


OTe eT eT eT eM eliiiiieniniiiiienniiiiii eli 
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Look for the round the top 


‘The Rubber Footwear with the 
RED LINE ’round the Top” 
—that’s what they are asking for 


Wherever Goodrich “‘Hi-Press”’ is stocked 
and sold, there follows demand—just as 
sure as night follows day. 


Its unusual service, its good, solid, de- 
pendable quality is always right there and 
once a man starts wearing it he seldom is 
satisfied with anything else. He learns to 
trust Goodrich. Andsohave 65,000 dealers. 


QUICK DELIVERIES POSITIVE—all 
the “‘Hi-Press’’ Heavy Goods or “‘Straight- 
Line” Rubbers you want—shipped the 
SAME DAY your order is received. Send 
sizing requisitions to 


THE B. F. GOODRICH RUBBER COMPANY 


New York Boston Akron Minneapolis Chicago 
Kansas City Denver Seattle 





Goodrich 
“HI-PRESS and 
“STRAIGHT-LINE' 


RUBBER FOOTWEAR 


“BEST IN THE LONG RUN” 














TRURACEEEEEEe eee taee 
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SUC O-MOCS 


Boys wan Girls 


500—Boys’ Choc Elk School and Play Moc. 
Rebber Heel, "Goodyear Welt, sizes denen 44.83.25 
No. 700—Y ouths’, sizes 13-2 ~++- 98.08 
No. 700-—Little Gent's, sizes 9-13. me 
Also in Smoke El 








Mm : 


Yv 





No. 1483—Choc. Elk Gesdyes Welts, ventless 
Oxford. G. G., Sizes 3-7 ‘ $3.00 
Misses, clos 1134-8............ 
Children’s, sizes 844-11........ 


Infants’, sizes 5-8 $1. 
— Pac Sole, Spring Rubber Heel, also in Smoke 


‘Bend Like’ 
Birch Boughs” 





No. 410—G yf ee Elk Goodyear 
Welt Onford Man si $3. 00. 





Pp IVORCEL a as os 
ath hag —_—_— er 
LEX TE hee « 


OS oe eae Ps. eR 

eeartie sacs itor Vow => 

e AAA 

SA IS 
~ 





No ae my = Elk Goodyear Welt Sandal Moc. 
G. G., $3.00 





SACO SHOE CO., Ine. 


Sales Office: 10 HIGH STREET, BOSTON. MASS. ta 


$3 “ Maine 
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WHERE SHOES ARE. 
MADE OF MEN 


Leather is leather and machines are machines. 


Yet one pair of shoes wears as it should—-the other quickly 
breaks down. 


Why the difference > 
Men. 


The proudest product of the City of Lynn, Massachusetts, 
is Men. 


Men in executive positions who have descended from the founders 
of the business~-who have got from their own fathers and grandfathers the 
craft secrets of Lynn-made footwear for women and children. Men in the 
shops to whom the smell of leather is a childhood memory, to whom the 
sounds of shoemaking have been music for half a century. Men who would 
be homesick without a shoe factory on their horizon. 


Men who have grown up and grown old in the Lynn tradition that 
“into every shoe goes our reputation.” And men who are not only building 
reputations into their shoes but who also work swiftly, assuring prompt and 
certain delivery to the merchant. 


Just Men. 


And that is the only difference between the shoes of Lynn and 
those made elsewhere---a breed of men who can first make a perfect shoe and 
then place it on the merchant's shelf at a quick turn-over price. 


Men. 


See list of representative Lynn 
manufacturers on the following page 


Lynn—Mother of American Shoemaking 
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Representative Lynn Manufacturers 
























BARTLETT, SOMERS CO. 
Women’s Goodyear Welts 


BENDER SHOE CO. 
Women’s Welts and McKays 


BURDETT SHOE CO. 
Welts and Turns for Little Folks 


COTTER SHOE CO. : 
Women’s Welts Featuring the Formative Shoe E 


CUSHING SHOE CO. 
Stylish Welts Exclusively 


A. FISHER & SON 
Comfort Shoes and Slippers 


GREGORY & READ CO. ? 
Women’s Fine McKay Shoes 


HARNEY, TRACY, CREHAN_CO. 
Novelty Welt Walking Shoes 


HENNESSEY, MAXWELL & HENNESSEY SHOE CO. 
Women’s Goodyear Welt Shoes 


HOAG & WALDEN, INC. 
Women's Goodyear Welts 


JELLY-DELANEY SHOE CO. E 
Children’s, Misses’ and Growing Girls’ Welts 


V. K. & A. H. JONES & THOMAS CO. 
Practical Weit Shoes for Stylish Women 


T. J. KIELY & CO. | 
Ladies’, Misses’ and Children’s Welt Shoes E 


MaAcLAUGHLIN-CONWAY SHOE Co. 
Women’s Novelty Footwear - E 


McNICHOL & TAYLOR, INC. E 
Makers of “‘Style All the While’’ Lasts E 


R. H. MITCHELL CO. 
Successors to 
MITCHELL-CAUNT CO. 
Women’s McKay Footwear—Staples and Novelties 


WATSON SHOE CO. 
Wemen’s Fine Novelty Welts and Preventor Shoes 


WILLIAMS, CLARK & CO. 


La France Shoe for Women 


TITTTTILLETLLLLEL GEL 


THinnnTininiyy 


THT 


THe 
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See preceding pages 
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KARELIS 
LATEST TURN NOVELTIES 


IN STOCK 


AT EXCEPTIONALLY LOW PRICES 

















No. 513—Two button one strap, ocean pearl buttons. 
Patent leather vamp and inlay. Grey Buck quarter, 13-8 
Spanish Junior full breasted covered heel. Imitation French 
cord silk binding. Leather quarter and sock lining. Solid 
leather grain counter. High grade sole. Sizes 24-8, B & C. 





Order at Once to Insure Delivery as from All Indica- 
tions We Will Be Greatly Oversold on These Numbers 


No. 506—Two button one strap, same as 513 with 9-8 
Military covered heel. Sizes 23-8, B & C. 


EES ree 
READY FOR DELIVERY FEB. 5th. 





We still carry for immediate delivery a 
full line of black satin, black kid, and 
patent leather one straps. Choice of 
Full Louis, Junior Louis and Cuban 
heels. Most in demand sizes and widths. 


Send for catologue of ready-to-ship styles. 








MANUFACTURERS OF FINE TURN SHOES 


HAVERHILL, MASS. 
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Covers the an try 


The success of a shoe in the retail market 
depends greatly on the manufacturer—his 
capacity for great volume which minimizes 
manufacturing costs, the skilled personnel in 
his factories, and the efficiency of his distribut- 
ing system. 


Rice & Hutchins shoes are products of success. They are made in ‘nine 
New England factories, where labor is suited to the type of shoe it makes. 
Then the shoes are efficiently and quickly distributed to dealers from eight 
completely stocked branches located in cities that “cover the country.” 


Whether your establishment be in Washington or Florida, Maine or 
California,—N :w Eng!and made shoes are promptly available. 


You can buy New England made shoes all over the country. 


RICE & HUTCHINS 


INCORPORATED 
BOSTON U.S. A. 


l(a 
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Spring Footwear Starts with a Rush 


Shoes Become Visible, Once More Necessitating New 
Styles for Easter 


Spring. It makes revived hope, it gives it life 

- and a promise of both service and profits. There 

is no season of the year that offers so much to business 
as well as human beings as Spring time. 

The coming of this Spring opens up a more wonder- 
ful picture of the possibilities of prosperity than any 
similar period in years. You can see this spirit reflected 
in the smoke from many factory chimneys, the in- 
dustry and application of millions of people in shops, 
offices and stores as well as in the greatest expression of 
Spring-time effort, plowing and planting for the 
harvest to come. 

Preparation is the big key note of every merchant's 
success. Begin with the present hour to plan your 
Spring efforts. Here is the situation that faces you. 
Inclement weather in many parts of the country has 
brought about an unusual use of foot coverings,— 
arctics, rubber boots, etc.—and people have been 
wearing rubber instead of leather as a protection 
against the elements. The time draws nigh for these 
useful accessories to be put in the closets and for the 
people to look at their footwear in the light of a fresh 
and prosperous season. 

The very dullness of business in January indicates 
that there has been a Jessening of interest in, leather 
footwear. Now comes the time for the discard of the 
old and the putting on of the new. 

A year ago this time, the Recorder made a survey of 
Main Streets the country over. It asked each of its 
correspondents and merchant editors in the key cities 
of the country to visualize the type and condition of 
footwear worn by the public at large. Along Fifth 
Avenue it was found that the miserable array of sloppy 
looking footwear had reached its lowest ebb. The 
people were just on the verge of throwing off their old 
footwear and putting on the new. 


4k sun each day is heralding the advent of 


By telegram to these identical places, we have 
received precisely the same information. The cus- 
tomer coming into a store and taking off overshoes has 
revealed untidy footwear, sometimes worn on the 
uppers where the soles were intact. This week really 
is the ebb week of style of the year. You will note 
from this week until early Easter, April first, an 
increased and accelerated demand for pretty footwear 
for women and smart footwear for men. 

The predictions of some of our correspondents are 
that Spring will come in with a rush, and business will 
be so good on new things that the majority of stores 
will not have precisely the footwear the public wants. 
It looks like a shopping season in the cities with all 
types of footwear starting neck and neck, the race 
going to the one dominant type that will show itself 
with the earliest Spring demand. 

If the demand for one-straps with side cut-outs 
predominates, then the merchant who gets a sample of 
public demand and quickly re-orders is in a position to 
do a continuous business for several months. Perhaps 
there is safety in the fact, where there is no dominant 
style; all styles are in good style. 

The leading stores of the country have found that 
good taste has returned in footwear; the wild patterns 
no Jonger catch the public purse. The wildness is put 
into the decorations on the dress, a regular riot of colors 
and this usually means simpler lines and more practical 
effects in footwear. 

When shoes become visible once more with the 
taking off of arctics, there certainly is opportunity and 
business ahead for the shoe merchant. Industry 
captures the spirit of the season as quickly as do the 
body and mind of the public. Industry paints a 
picture in dress and the public responds. The real 
spirit of Easter may have a strong religious impulse, 
but modern civilization pictures it most in the changing 
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Washington, D. C., Jan. 31.—The Shoe travelers and 
their brothers have won their fight for interchangeable 
mileage. In an order handed down today by the In- 
terstate Commerce Commission (Commissioner Dan- 
iels dissenting) all Class One railroads in the country 
were ordered to issue non-transferrable interchange- 
able mileage script in $90 denominations to sell for $72. 
These will be good for one year from the date of sale 
on all passenger trains except special and extra fare 











Travelers Win Fight for Interchangeable Mileage 








trains. The order affects approximately 250 railroads. 

Commissioner Daniels in his dissent, pointed out 
that carriers estimated that this 20 per cent reduction 
on 2500-mile script books would reduce their revenue 
by $60,000,000 annually. This means, therefore, that 
the travelers will benefit to the same extent that the 
carriers lose. Commissioner Daniels later modified his 
statement by saying that the loss would be suffered 
provided itwas not offset by increased volume of traffic. 











of apparel. Nature itseif changes her dress. It is well 
for an industry to follow closely what nature does. We 
see it in change of color scheme from the drab and 
white of Winter to the soft greens of Spring. 

Look therefore for a softening of colors from the 
blacks and deep browns in footwear, to the grays and 
lighter browns stylish in Spring time. 

Many a merchant refinishes the color scheme of his 
store in Spring-time simply to catch that elusive item 
of pleasing the public in service as well as in footwear. 

Many a merchant has a preliminary conference with 
the sales staff to “ginger’’ them up to the importance of 
a new store spirit in Spring time. 

It isn’t alwaysfootwear carried that consummates the 
sale of shoes. It is in the spirit and service of the store, 
courtesy and attention of the clerk, and the vigorous 
application of the most fundamental principles—that 
seasons change with the sun and bring with them the 
proper changes in dress which if noted at the right time 
give to the attentive store that extra measure of bus- 
iness that means a successful season. 

Spring is the time to throw off old prejudices and 
take on new vigors. 


Congratulations on a Real 
Budget 


USINESS men are properly appreciative of the 

new Federal Budgeting System which is showing 
that the government is saving three billions in dollars 
and living within its income. Not only have we a bud- 
get, but the government is balancing it by putting in 
the spending departments only the equal of what 
there is in the income division and not the other way 
around. 

For all this, progress credit must be given the presi- 
dent for he is the real budgeting officer. The deter- 
mination of the financial policy rests with him and the 
duty of the director of the budget is to follow executive 
policy. President Harding has adhered to the rule 
that the administration shall not send to Congress a 
budget that calls for more than current income. There 
is an inspiration in Washington to save as much as 
possible instead of having each department compete in 


expenditures. AJ] the savings effected have been made 
with a gain in efficiency. 

One of the points that shoe men always noted in 
government procedure was that purchasing depart- 
ments bought for their own use and had no co-ordin- 
ance with other departments. The government now 
has a co-ordinator whose job it is to prevent duplica- 
tion and to operate a central clearing house of govern- 
ment supplies. 

In the easy-going past, one bureau might have its 
store rooms full of goods and another more efficiently 
organized, might be getting along with a minimum of 
supplies and equipment. No longer do various depart- 
ments of the government compete with each other for 
supplies. 

Perhaps the greatest waste during the war was due 
to the fact that the government demoralized markets 
and transportation by competitive buying in the 
billions of dollars, each department living by itself and 
purchasing up to its limit. 

The makers of the Constitution built the federal 
government upon a theory of checks and balances 
(we now furnish the checks and Congress the red-ink 
balances), but modern statesmanship has not succeed- 
ed in bringing the several parts of government into 
effective co-operation. Governments are what politic- 
ians make them. 

It is indeed regrettable that messages from the 
President or his Cabinet officers are so often considered 
perfunctory documents, which few people other than 
editors of newspapers take the trouble to read—and 
editors ofttimes read them only for headlining. Treas- 
urer Mellon says, “Waste less; the federal government 
is cutting its expenditures to the limit to balance its 
budget and reduce the burden of taxation.” 

We wish that old Cy Kology could teach the world 
just that mouthful. He could take Congress, collective- 
ly, and administer a lesson on the careless habit of 
establishing a thousand extra commission bureaus and 
budgets—paternal measures calculated to build fences 
at the expense of every tax payer. There is hope 
expressed that we are about over with days of read- 
justment and are ready for recuperation. A hopeful 


sign would be a suspension of extra law-making. 
(Continued on page 72) 
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Boot and Shoe Recorder CREED 


Getting More Shoes Sold Right: not only “more” but “right;” sold for the right purpose, to 
the right wearer, in the right fitting, for the right price at the right profit. This is the great 


problem of the retail shoe merchants. 


The chiet purpose of the Boot and Shae Recorder is 


to help solve it; for this is the basic problem upon which depends the progress of the 
entire allied industries relating to shoes and leather; their production and distribution. 
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All Signs Point to Steady Increase in 
Business Prosperity................. 


Don’t Try to Carry Everything. . 
Louis K. Liggett, head of the United a 
Company,. points oul whal it means to 
spread one’s self too thin 


Knowledge of Business Cycles Should 
Prevent Business Panics. . 
In which Charles H, Jones, of the Omen 
wealth Shoe and Leather Company, urges a 
more scientific study of business history and 
suggests that it is the banker's duty to advise 
his clients better than in the past 


Increasing Your Net Profit by eee 
ing Your Stock. . 


The hosiery dinertuent somente no more 
troublesome problem than the arrangement of 
stock. Here is outlined a simple way of doing 
il 


Where Do We Stand on Boots? . 
Maybe we've made a mistake not jaleadinsing 


What’s the Matter with Public 
Opinion? 


Public opinion everywheref[since the war has been 
flowing in unaccustomed channels, much to the 
worriment of that all too small group of individuals 
who always remain normal, even under the most 
unusual conditions. This is one of the phenomena 
of the human mind and is keeping psychologists and 
such like working overtime. If it were otherwise, 
it wouldn’t be human. 

Do you remember when you were a youngster how 
you would spin around whenever you heard music 
playing? And after you had stopped spinning ac- 
67 tually, you still had the sensation of spinning for 
quite a while? 

Men haven't yet completely restored their mental 
equilibrium which was so set a-spinning during the 
war and immediately thereafter. This has resulted 
69 in a perverted and abnormal public opinion that has 
affected commercial as well as social conditions. 


them before. What is your opinion ? Also when However, history teaches us that these post-war 


are they due to stage a ““come-back? 


Recorder Hosiery Section 
The Difference Between Fibre and Real Silk 
Hosiery Styles That Go Well with the 
Spring Styles in Shoes 
Will It Be Sheer Hose for Easter? 
White Hose and White Shoes for Summer 


phenomena work out in time. Even today we can 
see many signs of returning normalcy of mind. 
Which means that we are nearer a solution of our 
problems than heretofore. 

When public opinion becon.es balanced then business 
will become normal. 

Mr. Coue is right. 
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All Signs Point Toward Steady Growth 


In Business Prosperity | 


Basic Industries, Which Support Millions of People, Are in Good Condition 
and Looking Forward to Even Better Times 


demand for lighter-weight skins for women’s 

shoes has developed surprisingly within the 
past few weeks. Fancy shades are receiving more than 
their usual share of attention,” says the head of one of 
the largest tanneries in the Middle West. 

“The packer hide market is all cleaned up, and pack- 
ers are now selling January take off and contracting 
for future delivery.” So says the hide department of 
one of the biggest packing concerns in the country. 


Bam with us is extremely good and the 


“Difficulties of producers in meeting demands for 
steel still are growing. Improved mill deliveries due to 
better car supply are being readily absorbed by old 
obligations and heavy new requirements are coming 
out which are taking up capacity more and more into 
the future,” says the Iron Trade Review. It says fur- 
ther: 

“Many plants are short of raw steel and pig iron 
and are unable to relieve this position because produc- 


in pairs of 47.8 per cent as compared with December, 
1921. 

Car loadings of merchandise and miscellaneous 
freight established a new high record mark for the week 
ending January 13. 

Here are just a few items of news that reflect the 
trend of general business conditions. Business in a 
general way is defying the ordinary rules of the game. 
Building operations, for instance, are usually dormant 
during the winter months, but this year, due to open, 
favorable weather, there is an actual shortage of man 
power in the building trades. 


Shortage of Labor Reported 


In the past it was not unusual to see steel mills closed 
during the winter months, but now the president of the 
Bethlehem Steel Company says the only thing that is 
keeping his company from operating at full capacity is a 
shortage of Jabor. 


tion continues to be 
held in check by lack 
of common labor. 
Absorption of steel 
by railroads at pres- 
ent is abnormally 
high. Chicago mills 
place it at 40 per 
cent in Western ter- 
ritory, compared 
with about 25 per 
cent last year. Build- 
ing permits for the 
first 15 business days 
of January were 
about 50 per cent 
above the total for 
the entire month of 
January, 1922.” 


Shoe Production 
Shows Big Gain 


Shoe production 
for December, 1922, 
in 32 factories re- 
porting to the 
Seventh (Chicago) 
Federal Reserve 
Bank, shows a gain 














Maybe M. Coue Should Be Given 
The Credit 


HETHER he should or not, however, certain it is that day 

by day, in every way, business is getting better. What is 
troubling our leading economists, on the other hand, is the dan- 
ger of it becoming too good too quickly. In other words, is there 
danger of a period of so-called secondary inflation? 

Let’s think a bit and see what makes inflation. First and fore- 
most, it is caused by the public, following a period in which 
they have been forced to do without many things which they 
had been in the habit of having, finding their pay envelopes 
fattened to such an extent that they begin buying considerably 
more than they need. This quickly creates a demand greater 
than the supply. The retail merchant increases his prices. So 
do the wholesaler and the manufacturer. All along the line, 
individuals and companies, anticipating that prices will go still 
higher, try to buy more than they need in hopes of selling it at a 
more than normal profit. They borrow more money from their 
banks. Loans become enormous. Then the available supply of 
money gets low. Banks want their money. Manufacturers and 
wholesalers have to sell their merchandise for what they can get 
for it in order to meet loans. After that the deluge. 

And while it is in that direction that we are headed now, a 
very hopeful feature is that the memory of the deluge of 1920 
is too fresh in the minds of every man who lived during that year. 
The lapse of time has not been sufficient to wipe out the sting of 
the financial “‘licking”’ he took. He is apt to be extremely wary 
of getting in “‘too deep.”’ And it is on this fact that rests the 
belief of many that we will stop before the danger point is 
reached. 








This increasing 
volume of business 
seems to be forcing 
at least a temporary 
prosperity upon the 
country when world 
conditions would 
make it seem impos- 
sible. 

In our own indus- 
try, tanneries and 
shoe factories in the 
Middle West are 
much busier than 
they were a year ago. 
The accumulation of 
hides that a year ago 
was worrying the 
packersand hidedeal- 
ers has been ab- 
sorbed and today 
there is an actual 
shortage in some 
selections. 


Consumption of 
Hides Enormous 


“Nineteen hun- 
dred and twenty-two 
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did not seem to bean unusually busy year in the tanning 
industry,” says J. F. Friel, hide department of Swift & 
Co., “but a study of government reports shows that 
the consumption of raw hides was enormous, and 
amounted to about 2,000,000 more than was produced. 

“T do not have exact figures at hand, but the kill of 
cattle at the big packing centers during 1922 was 
about 10 per cent greater than in 1921. The country 
kill, however, showed some decrease. 


“The importations of both heavy hides and calf- 
skins was much larger last year than the year before, 
and is constantly increasing. I do not remember when 
winter hides were sold up like they are now, and it is 
rather unusual to see winter hides selling for more than 
summer hides of the previous season.” 


A few months ago it looked like there might be an 
accumulation of hides, but when shoe merchants got 
busy and began placing orders, the manufacturers in 
turn went into the market for leather, and the tanners 
had to go after the raw materials to make the leather. 


Healthy Fear of Speculation 


Tanners are somewhat uneasy over the present mar- 
ket situation. Since they got such a terrible stinging in 
1920, they have not been inclined to speculate, butrather 
to keep both stocks of raw hides and finished leather 
down to a minimum. At no time since hides began to 
advance in the early part of last year, say the tanners, 
has either sole leather or upper leather sold at replace- 
ment value. However, leather prices have followed 
hide prices upward. There are still some bargain lots of 
leather on the market, but it is usually off color or in 
some way undesirable. 


Shoe Prices Are Firm 


In the face of the conditions prevailing in the hide 
and leather industries and the added fact that labor 
schedules are more likely to advance than to decline, 
there is little liklihood of a decline in shoe prices for 
several months to come. 

One condition, however, that will help in keeping 
prices down is the increased amount of business being 
placed by retail and wholesale merchants. This added 
business will automatically lower overhead costs in 
factories and will be reflected in prices quoted. The 
same condition prevailing in tanneries will automatical- 
ly permit tanners to produce leather on a closer margin 
per foot. 

Volume Counts for Much 


In fact, the new gospel of all business is maximum 
volume on minimum investment and keeping money 
working over time and stocks constantly on the move. 
Just as tanners have adopted the policy of contracting 
for hides on delivery basis that will keep their vats full, 
but no surplus of hides piled up in storage, so are shoe 
manufacturers, as a rule, adhering to the plan of con- 
tracting for only enough leather to meet their monthly 
requirements. This minimizes the element of specula- 
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tion and tends toward economical production and 
distribution. So also do these methods of operating 
tanneries and factories tend to eliminate waste, and 
waste always has to be paid for by somebody. 


Waste Being Minimized 


During the past few years, thousands of hides and 
skins have gone to glue factories that would have made 
good leather, and other thousands that were im- 
properly cured and kept too long, were tanned into 
leather that should have gone to the glue factories. 


If present methods can be continued, there will be no 
wild fluctuations in either leather prices or shoe prices. 
A reasonable profit can be taken by the operators in 
each branch of the industry, and at the same time 
through the fierce competition that prevails, excessive 
profits will be out of the question. 


Retail Merchants’ Problem the Hardest 


The gospel of maximum volume on minimum invest- 
ment that prevails in other industries is the only safe 
plan to follow in retail merchandising. The compila- 
tion of figures made by the Harvard Bureau of Business 
Research clearly proves this point. Only the firms show- 
ing better than 2.3 times turn over made any profit in 
1921. 

A retail merchant must either get turnover or get out. 
The race is not necessarily to the rich or the great, but 
it is to the smart, the energetic and the alert. 

There is every chance for success for the merchant 
who studies his problem from an individual and local 
standpoint, ascertains the wants and needs of a certain 
element of the community, and meets the requirements 
of that element. The man who puts the “I am” into 
his business, stands on his own footing and avoids ape- 
ing somebody else. 

It is a big problem to know what styles to buy and 
how many to buy, and only by being in close touch with 
conditions in his trading zone and knowing the mental 
attitude of the people can these problems be solved. 


Increased Purchasing Power 


The increased activities in the various industrial 
centers of the Middle West are reflected in the increased 
savings deposits in the Chicago Federal Reserve district. 

During 1921, and the early part of 1922, there was a 
gradual decline in savings deposits. The low point was 
reached in February, 1922. From that time forward 
there has been a rapid increase and during December 
these deposits increased tremendously, and the indi- 
cations are than January, 1923, will show still more 
rapid strides. Banks in industrial centers have been 
more favored than those in rural sections, but even in 
small towns in farming sections, savings accounts have 
shown a healthy increase. 

This condition clearly shows a greatly increased pur- 
chasing power that is sure to be reflected in increased 


volume of retail business during the coming months. 
(Continued on page 70) 
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Don’t Try to Carry Everything 


How a Store Got a Thirteen Times Turnover 
Instead of a Three and One Half Average 


By L. K. LIGGETT 








Before the Boot and Shoe Manufacturers’ Association 


HERE was a time when we felt that in conduct- 
TT ing our retail stores we had to carry everything 
that the people wanted, and I presume you will 
smile now and say, if you have been in our stores, that it 
looks to you as though we do so. 

One gentleman said to me the other day, “ When are 
you going to sell elephants in your store, as you have 
gone into everything else?” 

Wehad great difficulty in shortages, 
great difficulty in inventory and ex- 
pense. One of our officers—and he 
was a minor officer at the time—pre- 
sented to me one day a plan for 
standardising a drug store, and as a 
result of that, we gave him a store 
over in Brooklyn. This was in 1916. 
It was a store that did a business of 
$5,000 a month and carried about 
12,000 items in stock. He, proceeded 
to that store with a crew of men, be- 
gan at the beginning on the front 
right hand shelf, and went through, 
using his judgment. He removed 
from the stock such items as he felt 
we could dispense with, as, for ex- 
ample, there was carried in that store 
108 different kinds and sizes of cap- 
sules. When he got through, he left 
18. That store now carries but 12. 


Eliminate Slow Sellers 


His first move was to take out the items that were 
slow sellers. His second move was to take out the items 
that duplicated one another. You naturally say, “If 
they called for Smith’s cough syrup and you didn’t have 
it in stock, you would lose your customer’’—but that 
was not our experience. The clerk would tell the cus- 
tomer there was not sufficient demand for Smith’s to 
justify our carrying it, but that we did carry Brown’s, 
which is identical to Smith’s, and in almost every case 
the sale was made. 

That process was carried through that store. It was 
fought by everyone in our organization. The clerk in 
the store objected to it because it was not what he had 
been raised up to, and the way he had been taught to 
conduct the business. The manager of the store said, 
“You are taking away my volume, and in addition to 
my selary I have a bonus, and I am going to lose that.” 
The executives of the business, although they thought 





L. K. LIGGETT 
The greatest merchant in the retail drug __ clerks in 236 stores than we had in 


store field ’ 


it well, never had confidence in it until they were shown. 

The store increased in volume. The inventory was 
cut in half, and today that store is doing over $100,000 
worth of business; it is turning its inventory complete 
13 times in a year. Our total investment is turned 13 
times in a year against what it formerly was—about 
3% times. 

As a result, it has been a money-making venture. 


Shorter Search for Goods 


What has increased the business? 
Primarily, because a clerk doesn’t 
have to search all over the store to 
find the article called for. He 
knows hisstock, and beyond know- 
ing his stock, he knows all about 
what is in the stock, which he 
never had when he carried so 
many others. The burdens have 
been reduced on the clerk and he 
is a happier and more contented 
and better man, and we are able 
to pay him more money because, 
with the reduction of inventory, 
it meant a reduction in help. 

I can illustrate by saying in 1916 
we had 146 stores. At the close of 
this last year we had 236 stores under 
the Liggett name. We have less 


146 stores, and we are doing a little 
over 100 per cent more business than we did then. The 
result is that the help are better paid and are better 
satisfied. 

I suggest that to you as applicable not only to the 
retail business, because we have applied it to our manu- 
facturing plants, both here and in England. We em- 
ploy about 15,000 people in our plants, and we have 
gone through our own lines of merchandise that we pro- 
duce, doing the same thing that we did in the retail 
stores. 

A “Junk Shop” Reservoir 


Now that move is costly and one who enters into the 
standardization in lines of merchandise must recognize 
that he must take a Joss, particularly in the retail game. 

As soon as we standardized a store, we sent the mer- 
chandise back to what we call our No. 2 Warehouse, 

(Continued on page 63) 
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1924 N.S. R. A. Convention to Be Held 
in Chicago Again 


About One Month Later Than This Year: Dates Selected at 
Joint Conference Are February 11, 12, 13 and 14 


HE N.S. R. A. Convention date and place has 

been decided on the joint conference of the execu- 

tive committees of the N.S.R. A. and the Na- 
tional Boot and Shoe Manufacturers’ Association. The 
decision is to hold the convention in Chicago, February 
11-14 of next year. 

Chicago was selected after due consideration of 
Cleveland, New York and Boston, and because of the 
central geographical location, excellent train service and 
adequate hotel facilities. The change of date to Feb- 
ruary was made after several days of debating on the 
part of merchants, manufacturers, tannersand salesmen. 


Merchant Atlendance of 7500 


Secretary G. M. Spangler has made a recapituJation 
of the recent convention at Chicago and finds that it 
was attended by 7,500 merchants and 1,500 manufac- 
turers and travelers. 

In picking Chicago as the convention city, these 
factors had something to do with the selection. Cleve- 
land has a wonderful auditorium for convention and 
displays but hotel facilities are inadequate. New York 
has hotel facilities but no place for displays, while 
Boston is too far from the center of population to insure 
a big attendance of the type of smaller merchants who 
would be most benefited by the convention. 

Secretary Spangler also says harmony reigns supreme 
between retail merchants and manufacturers. Every- 
body is satisfied with the date and place of the next 
convention. The manufacturers have pledged every 
effort to secure a big attendance and make next year’s 
convention a big success. 

There will be a joint conference committee meeting 
at Hotel Waldorf, February 8, to start the ball a-rolling 
for the market place and convention of 1924. 


Brooklyn Style Show in May 


The banner style show of the year is undoubtedly 
that put on by the Shoe Manufacturers’ Board of Trade 
of Greater New York 

The committee of Brooklyn stylists met last week 
and arranged to hold a show May 21-24 at the Hotel 
Commodore with 25 or 26 manufacturers participating. 
L.. C. Doremus, who took a leading part in the prepara- 
tion of last year’s show, says that this show will be 
100 per cent better in every respect. 

A new idea in runways has been thought of. The ad- 
vanced showing of styles for the fall season makes this 
show one of the most important in the industry. It 


comes at a time sufficiently in advance of the Fall sea- 
son to permit of anticipation of orders insuring excel- 
lent workmanship and the proper selection of leathers 
and materials. 


The third annual dinner of the Allied Shoe and 
Leather Industries of Greater New York will be held 
at the Hotel Commodore, New York City, Tuesday, 
February 20. 

Three years ago a little group of shoe men figured it 
out that all the people in the industry doing business in 
New York had something in common and that the 
community spirit might be encouraged by a banquet 
and entertainment. The Boot and Shoe Travelers’ 
Association, Hide and Leather Association, Retail Shoe 
Dealers’ Association and Shoe Manufacturers’ Board 
of Trade, make the quartet of associations which, 
under the leadership of a committee from each, get to- 
gether once a year under the banner of the Allied Shoe 
and Leather Industries of Greater New York. 

In past years and undoubtedly in this, the big enter- 
tainment feature of the convention has been the theatri- 
cal production by ““Wally” Weil, shoe saleman and im- 
presario. There may be a surprise feature to the meet- 
ing. Will Rogers from New York may be a guest. 

Last year’s session at the same hotel brought a gath- 
ering of 650 members of the Allied Shoe and Leather 
Industries. This year the plans are for a still greater 
meeting. S. A. McOmber continues to be the secretary- 
treasurer and the active founder of the Allied meeting 
and he has his headquarters at 130 West 42d Street, 
New York City. 





Don’t Try to Carry Everything 
(Continued from page 62) 


or in other words, the junk shop. That junk shop mer- 
chandise was exchanged for more salable merchandise 
if possible. If a manufacturer made more than one 
item we told him our plan and exchanged what we had 
for some other item. If it couldn’t be exchanged, we 
sold it for what it would bring. It brought about 30 
cents on the dollar to us, for that merchandise. In a 
period since the middle of 1916, up to the close of last 
year, we have charged off from No. 2 Warehouse, some- 
thing over $700,000 in loss, to clean that merchandise 
out. 











64 BOOT AND SHOE RECORDER 


Knowledge of Business Cycles Should 
Prevent Business Panics 





From address given by 
CHARLES H. JONES 
Before Convention of National Boot and Shoe Manufacturers’ Association 


\ ‘ TE are looking forward to improved business 

and better conditions: continually, and it 

seemed to me that it might be worth while, 

before we forget what happened in 1920, to see if we 

have gotten into our systems the lessons that might 
properly be Jearned from that experience. 

All of you recall, I have no doubt, the expression that 
was very commonly heard at the close of the war, to the 
effect that hereafter, things could 
never be as they had been before. I 
often wonder just what was meant, 
but I never have found anybody ,who 
could tell me just why they should 
not be just the same as they were 
before. 


Not Yet Back to Pre-War Status 


Just why they would not was never 
clearly stated, and was probably very 
vaguely understood, but the expres- 
sion simply emphasized the general 
impression that such a world-wide 
catastrophe, carrying as it did such 
spiritual responses, could not pass 
without leaving some lasting impres- 
sion on the lives and habits of the 
people. 

So far as we in the shoe and leather 
industry are concerned, it seems as if 
the statement contained much of 
truth. Certainly we have not yet 
worked our way back to the pre-war 
status, and for the present, at least, 
we seem fairly well stabilized on a higher basis of costs 
and values than those prevailing in 1914. What I wish 
to emphasize, however, is the fact that the road we have 
so far traveled has been a new and unprecedently rough 
one. The boom in 1918 and 1919 was unexpected, and 
at its peak reached an extreme both in volume of de- 
mand and in price inflation, never before attained in 
this industry. The collapse which followed in 1920 
was more severe, the decline in value of merchandise 
more extreme, and the falling off in demand for mer- 
chandise more complete than had heretofore been ob- 
served during the booms and panics of past experience. 
If these are to be taken as samples of the new world 
conditions which are expected to follow the close of the 
war, then certainly it behooves us, as manufacturers 
and merchants, to acquaint ourselves with these new 


credits 
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conditions and, if possible, learn something of the 
underlying causes which produce and control them. 


Why Really Big Men Failed 


We have seen immense losses through shrinkage in 
values incurred by some of the best and most carefully 
managed concerns. Normal losses through bad debts 
have been multiplied an hundred fold. Experienced, 
conservative and hitherto successful 
men have seen the accumulations of a 
lifetime swept away in a few short 
months. Business usages and prec- 
edents seemed to count for nothing 
and a very large proportion of all con- 
cerns engaged in active business of 
any kind suffered in a time of peace 
and apparent prosperity a disaster 
second only in magnitude to the 
losses and destruction incident to a 
state of war. What do these things 
mean to executives charged with the 
responsibility of directing the busi- 
ness policies of this industry, and 
what are we going to do about it? 
Some examination of the causes re- 
sponsible for the disaster, and some 
consideration of the means that must 
be used to prevent its recurrence will, 
perhaps, repay our investigation at 
this time. 


South Shore shoe manufacturer who sees 
in the banker a man who should have 
prevented panics in the past by controlling 


The Cause of Many Failures 


In a very general way it may be 
said that all the panics, or near panics, which have oc- 
curred in the business world, at least since the Civil 
War, have been money panics. That is, they occurred 
when business was large in volume, and employing much 
capital, and when railroad building, or a boom in some 
department of construction, or speculation, had tied up 
so much additional capital that funds were not avail- 
able in sufficient amounts to continue on the scale of 
production then current. The lack of available capital 
forced the failure of bankers and merchants to meet 
obligations, checked business operations of all kinds, 
and brought about liquidation and lower prices. 


Was Not Lack of Capital 


In this case, on the contrary, lack of capital had, I 
believe, no part in the collapse of 1920. So far as I have 
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heard, no manufacturer, or merchant, who was in a po- 
’ sition to justify the granting of credit failed to get what 
credit he required. Obviously this was no money panic, 
but was it not clearly a merchandise panic, brought 
about by the tremendous production of commodities, 
aided by speculation and extreme inflation of prices? 
And it seems clear also that both the over-production 
and price inflation were considerably stimulated by the 
abundant, practically unlimited, supply of capital ob- 
tainable through the banks of the Federal Reserve 
System. 

Many years ago when the proposal to reform our 
banking system was under consideration, I remember 
advocating at a conference held at the American Hovse, 
Boston, the embodying, in the proposed plan, of a cur- 
rency based on merchandise. It was a well established 
fact that staple merchandise was about as dependable 
a basis of value as gold itself, and it seemed as if no 
business panic could ever occur, if a merchant could 
obtain all the funds needed, on paper actually repre- 
senting staple commodities. This feature became the 
corner stone of our Federal Reserve System, and all our 
expectations in regard to elasticity of currency were 
realized. But it now looks, in view of the experience 
through which we have passed, as if we had created a 
valuable and very powerful instrument without realiz- 
ing all the kinds of know!edge and control that would be 
needed for its management. 


Losses Greater Than in Money Panics 


Apparently the very abundance of credit easily ob- 
tainable, the practically unlimited amount of paper 
representing merchandise that could be absorbed by 
the Federal Reserve Bank, had a Jarge part in making 
the collapse of 1920 the most sudden and severe of any 
of which we have any knowledge. The experience cost 
the banks huge sums, and the losses in the business 
world were far greater than in any mere money panic 
that had preceded it. It is now very plain that there 
were dangers lurking in this abundance of credit even 
more serious than those with which we were familiar 
when credit was scarce, or hard to obtain in amounts 
sufficient for legitimate needs. 

Manufacturers and merchants generally are certainly 
not in need of a guardian, but I believe we rightly look 
to our banks for advice and guidance in financial affairs. 
This time they, like ourselves, were unprepared for 
what now seems to have been the natural, yes, the in- 
evitable, result of the policies pursued by both banks 
and business men, since the armistice. In some cases, 
as the boom progressed, they did exercise a slight re- 
straint, and gave us some advice, but such as we did 
receive, was given in such a diffident and uncertain 
manner that it received scant attention. As soon as 
the restraint of the U. S. Treasury was relaxéd, the 
discount rate was raised, and when in January, 1920, 
the rate was fixed at 6 per cent, it certainly was a public 
notice that production and inflation had gone far 
enough, but this was much too late, and even then to 
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responsible customers, the reins were not tightly drawn, 
and the old rules and standards of credit were allowed 
to stand, and, as we all know, the boom progressed with 
unchecked vigor until the brink of the precipice was 
reached, and we all went over together. 


What Could Have Prevented It? 


Now, the important subject for consideration is this 
—what should the merchant have known and done that 
he did not do, and what policy should the banks have 
followed in regard to credit that was different from the 
ordinary method of dealing with customers in normal 
times? If we can see our mistakes in these matters, 
there is hope that they may be avoided in future. 

In the first place, every banker and every business 
man of experience knows that business does not run 
along on a uniform basis year after year, either in vol- . 
ume or in the prices of commodities. . On the contrary, 
it has, as we express it, its “ups and downs”’ and it is 
when these “ups and downs” go to extremes that our 
trouble takes place. Plainly it is important for us to 
know more about them, what causes them, and when 
they are likely to occur. In the past, we have known 
that panics and good times came at intervals of approxi- 
mately uniform length and were caused by inflation 
and the subsequent liquidation. In the new conditions 
which now prevail, such haphazard knowledge as that 
will not answer. Unless we wish to experience periodi- 
cally such pathetic and humiliating failures as we have 
recently passed through, we must know what these 
things mean. The query that naturally rises to your 
lips is “How are you going to find out?’’ The answer 
seems to be that this is the present problem of modern 
business education. New and greatly changed condi- 
tions demand increased knowledge to meet them suc- 
cessfully, and there are many indications that the edu- 
cators are keenly appreciative of their responsibilities 
and are steadily working toward an intelligent ex- 
planation. 


Know the Business Cycles 


The phrase “business cycle’ which has come into 
quite general use during the past year or two, indi- 
cates, at least, that scholars and investigators are con- 
sidering this ebb and flow of business and have given it a 
name. 


In considering market conditions the men of science 
must, of course, examine many kinds of commodities. 
Steel may be increasing in demand and price, while 
rubber is going down. The volume of production of 
lumber and builders’ supplies may be increasing, while 
the cotton mills are practically shut down. Orders for 
electrical equipment may be in excess of possible pro- 
duction, while there is little or no demand for hides— 
so you see that a scientifically accurate study of fifty to 
sixty different types of material may reveal the trend 
of the market as a whole, without giving to any one 
individual or trade the information that can be utilized. 
That is, the forecast based on all commodities is an ac- 
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curate cross-section of the industrial situation at the 
moment, but where some commodities are on the up- 
grade, while others are on the down, knowledge of the 
position of this business cycle may be of limited value 
to the individual who does not know how his particular 
situation stands in regard to the average of the whole. 
Of course, the general movement is sure, sooner or later, 
to exercise a pronounced effect on the market for in- 
dividual commodities, and many business men today 
can, for that reason, make good use of the information 
now obtained from the forecasts covering the whole 
situation. 
Further Investigation Necessary 


The scientific study of the cycle seems to have paused 
for a short time at this point, but the vajue of the know- 
ledge already attained is so great that the demand for 

























Hall clock presented to Mr. Jones 
by memters of the National Boot 
and Shoe Manufacturers Association 


more will shortly force, I may say is already forcing, the 
men of science to delve more deeply into statistical and 
industrial facts, and the whole problem of the business 
cycle as it relates to particular industries, as well-as to 
the market as a whole, will eventually be clearly and 
definitely solved. 

We must look to our banks to help us in the future. 
The banks lost millions, yes, tens of millions of dollars 
because they did not make intelligent use of the avail- 
able knowledge in regard to the business cycle. What 
could they have done? They should have warned their 
customers of the dangerous degree of inflation. They 
did that in many cases, and without result. What 
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then? Then they should have denied additional credit 
long before they did. A thorough knowledge of the 
position of the business cycle at the time and the rela- 
tion of the price of commodities at that time to the nor- 
mal price based not on personal judgment but on facts 
scientifically ascertained, should enable the banker to 
put up an argument so convincing as to make the most 
eager borrower at feast reasonably conservative in 
regard to future commitr ents. 

It is a well known fact that during the boom of 1918 
and 1919, bankers as a rule demanded in the statements 
of their customers the usual ratio of two dollars cf quick 
assets to one of liabilities, and granted credit freely on 
that basis. This is a good old rule that works very well 
in normal times, but it didn’t save them in 1920. They 
should now realize that at the period in the business 
cycle when prices of material are normal, or below, the 
old rule is a safe one, but as the cycle progresses and 
prices of com modities rise, that the proportion of assets 
should increase. They found that the quick assets of 
many concerns shrunk in three or four months in 1920 
more than half in value, while the liabilities never shrink 
until they are paid. With calf skins at 35 cents a foot 
the paper representing them is good security, but with 
the same skins at $1.20 per foot, the paper representing 
them is mighty risky business, as some of the banks 
then found out. 

As wise and conservative banking lies at the founda- 
tion of large and profitable business, it is not too much 
for the business man to expect, that the banks have, 
through this experience, come to realize the tremen- 
dous power which has been lodged in their hands by the 
Federal Reserve System, and have acquired at least 
the beginning of wisdom in its use. 





Footwear Exports Showed Loss in 1922 


Washington, Jan. 29—-Exports of American-made 
shoes from the United States during the calendar year 
of 1922 aggregated 5,404,662 pairs of leather boots and 
shoes, compared to 8,957,697 pairs exported during the 
year of 1921. Of the 1921 exports 2,600,000 pairs went 
to Russia under relief measures and should not be 
considered as legitimate exports. The 1922 exports 
consisted of 1,878,259 pairs of men’s, 2,280,065 of 
women’s and 1,246,338 of children’s, according to 
figures of the U. S. Bureau of Foreign and Domestic 
Commerce, announced today. 

Cuba, Canada, United Kingdom, Mexico, and 
Jamaica were the predominating markets for men’s, as 
well as for women’s shoes, and these five countries re- 
ceived in 1921 and 1922 respectively 1,009,708 and 
1,226,468 pairs of men’s and 1,121,000 and 1,617,208 
pairs of women’s boots and shoes of leather. 

In December of 1922 approximately 80,000 more 
pairs of men’s and boys’ shoes were exported by the 
United States than during the corresponding month of 
the preceding year and about the same increase is 
noted in the shipments of women’s shoes. 
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Increasing Net Profit by Rearranging 
Your Hosiery Stock 


At the Very Least, You Will Save Yourself 
Time and Money 


HE proper arrangement of stock in a hosiery de- 
- partment is a very important matter, because 

in many ways it is a great saver of time and 
money. A good deal of loss, direct and indirect, is 
caused by a clumsy stock arrangement. For one thing, 
it may cause any amount of lost sales, especially on 
busy days. Customers hate to wait, and a mood of ir- 
ritation is not a favorable buying mood. And how 
often one may hear a woman remark in reference to 
some store: “Oh, let’s go somewhere else; it takes ages 
to get waited on there!” 


tions. Black, being by far the biggest seller, occupies 
four of these sections. Since the demand for blacks is 
permanent they always occupy the same sections, but 
the other colors as well as the fancies are shifted around 
according to the way they sell. Thus in the original 
plan from which this is copied, fancies occupied the 
place of honor in the upper left hand section, because 
they were the best sellers at the time. 

This arrangement can be shifted around to suit. For 
example, black could be put in sections 1 to 4, with the 
best selling colors in section 7, the second in section 8 

and the third in section 9. 





Fewer Soiled Pairs of Hose 


A bad stock arrangement 
also involves other troubles. 
For instance, it means that 
the salespeople—especially 
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Or the best selling color might 
be put in section 1 and the se- 
cond in section 7, leaving the 
blacks where they are. The 
important thing is that what- 
ever order of precedence is 





on busy days—have not 
time to _ replace unsold 
merchandise in the boxes 
after each sale, with the 
result that it gets wrinkled, 
dusty, mauled about and 


decided upon it should be 
kept constant, so that the 
salespeople Jearn almost au- 
tomatically to put their 
hands on what they want. 


Second 
Color 





generally shopworn. Then 
there is the loss of time in- 
volved in useless motions 
and the confusion and loss 
of temper on the part of 
the salespeople... And so 








Third 
Color 


Arranged According to Price 


The arrangement of prices 
follows the numbers of the 
sections. Thus the highest 
priced blacks are in section 2 


Miscel- 


laneous 














forth. 

These troubles and many 
others can be easily eliminated, orat least minimized, 
by a convenient stock arrangement. 

There are many good arrangements possible, and the 
department manager can choose the one he likes best 
or which he thinks is best suited to his own store. The 
one illustrated here is not put forward as the best pos- 
sible, but it is a good one. It has been used for several 
years by a large department store in the Middle West 
which does an exceptionally large business in its hosiery 
department. And it has worked very successfully in 
helping to do this large volume of business with a mini- 
mum of friction. 


Three Main Divisions 


The stock is separated into three divisions: silk, 
cotton and wool. The same general plan of arrange- 
ment is used in each division. It will be noticed that 
there are three shelves, each divided into three sec- 


Suggested Arrangement for Silk Hosiery. 


and the lowest in section 5. 
When more than one price is 
represented in the same section the highest price is on 
the left and the lowest on the right. Sizes run from 
top to bottom of the pile of boxes, the smallest size 
being on the top. For example, sizes 814 to 10 in the 
highest priced fancy hose would run from top to bottom 
of the pile of boxes on the extreme left of section num- 
ber 1, while the same sizes in the lowest priced fancy 
hose would run from top to bottom of the pile of boxes 
on the extreme right of section number 1. 

The shelves are stocked two boxes deep. The front 
boxes are duplicated in the rear. Thus, when the front 
box is exhausted the one immediately behind is pulled 
forward, and the arrangement remains exactly as it was 
before. 

The box in the rear should be replaced as soon 
as convenient. It is a good idea to examine the shelves 
regularly—in a busy store preferably every morning— 
so that the shelf stock is not allowed to run too low, 
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Here’s a stocking with news value 
—known as the DeVore—made by 
the Burson Knitting Company of 
Rockford, Ill. It is of heavy spun 
silk, soft and rich—first shown by 
Peck and Peck and worn by the 
tennis stars, May Sutton Bundy, 
Mrs. Molla Mallory and Miss 
Helen Wills. 








The sample shown is black and 
white, but the Burson people have 
taken the leather color card and 
have combined each of the fashion- 
able colors with each of the others, 
making a total of 225 color com- 
binations. 
























Dealers stocking a reasonable quantity are furnished with a ma- 
hogany finished counter cabinet in which swatches of the various colors 
are mounted on cards. From these, customers may select combina- 
tions, and special orders can then be placed by the dealer with the well 
equipped in-stock department of the Burson Company. This makes it 























unnecessary to stock all the combinations. 





necessitating replacements from the stock room per- 
haps in the height of a rush. 


Keep the Counter Clean 


No stockings, except those used for display, should 
be left on the counter after a sale is made. Otherwise 
they will get dusty and wrinkled. When the sales- 
people are busy it is often very difficult for them to re- 








place hosiery in the boxes immediately after a sale, but 
it is comparatively easy to do it with the convenient 
arrangement described here, especially if they are em- 
phatically instructed to do it. Manufacturers’ boxes 
may be used for stocking shelves, but many stores pre- 
fer to use their own boxes, as they are apt to be more 
convenient, as well as to match better with the 
general trim of the store. 








Williamsport, Pa., Feb. 2—An unusually interesting 
program has been arranged for the annua) convention 
of the Pennsylvania Shoe Retailers’ Association which 
is to be held in the Lycoming Hotel here for three days 
beginning February 11. 

The first day’s session (Sunday) will be devoted to a 
conference of the Advisory Board and a meeting of the 
Board of Directors in the evening. The first business 
session of the convention will open at 10.30 Monday 
morning, February 12, and the address of welcome will 
be made by Mayor A. H. Hoagland of this city. Then 
will follow the annual message of President S. S. Schwer- 
iner of Reading, Pa., and the reports of the various 
other officers and committee chairmen. 

Scheduled for the same session are addresses by 
Major Charles T. Cahill of the United Shoe Machin- 
ery Corporation; by Floyd Getty, of Greensburg, Pa. 
on “Hosiery Possibilities in the Shoe Store;” by 
Sam Davis, newly appointed field secretary of the 
N.S. R. A.; and by A. H. Geuting of Philadelphia on 


Pennsylvania Convention Next Week 









Thé feature of the 
afternoon will be a dinner and a trip through the 
Lycoming plant of the United States Rubber Company. 
In the evening there wil] be a style review with living 
models. 


“Successful Merchandising.” 


On Tuesday, following an address on ‘Market 
Conditions” by John C. McKeon of Laird-Schober Co., 
of Philadelphia, the convention will resolve itself into 
an open forum on styles. Jules Winkelman of Phila- 
delphia heads the discussion on women’s styles; 
George N. Geuting of the same city acting in a similar 
capacity on men’s styles; and Mr. Rainsberger of C. A. 
Verner Company, Pittsburgh, leading the discussion on 
children’s styles. 

The directors will meet to elect officers at 5.00 and 
the convention will conclude with a banquet at 7.30. 
At the banquet John B. Irvin will act as toastmaster 
and addresses will be made by John Slater, newly 
elected president of the N.S.R.A., and S. A. Linekin 
of the Babson Institute, Wellesley Hills, Mass. 
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Where Do 
We Stand 


on 
Boots? 


Has the Trade Missed 
a Bet That the Rubber 
Man Cashed in on? 


T the various retail meetings held in the month 
A of January, the inevitable topic of discussion 

was “When will boots return? 
boots approaching?” 

A low shoe season the year round does not always 
mean more pairs per person. 

At a recent Boston meeting, W. W. Willson said 
that he was short on boots by hundreds of pairs because 
he had stayed too close to the trade idea of footwear 
and paid too little attention to the public pulse. Henry 
E. Hagan of Boston said,“‘the thing they are calling for 
at the end of a season is likely to appear at the begin- 
ning of the next similar season,” and used as an example 
that calling for whites last September would make 
possible a big demand for whites this summer. 


Some People Want Boots Now 


There is a calling in many comrnunities for a boot of 
leather. Will the shoe trade see a greater demand for 
boots in the fall of 1923) Is it time to prepare now? 
Was an error made in killing Russian boots by ridicule? 

In view of the many types of cuff-topped’ rubber 
boots sold this year, thousands and thousands of pairs, 
it may be that the shoe trade missed a bet in not having 
for the trade that could afford to pay, a good priced 
Russian leather boot. 


Is the cycle of 
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In January, at Chicago, O’Connor & Goldberg ap- 
peared with a Parisian creation and, surprising as the 
type is, it sold in dozens of pairs, for it combined ex- 
treme novelty with some measure of utility. It is a far 
cry for the boot season of 1923, but shoe men need con- 
siderable time to think over and design boot types. 


Why a Campaign Failed 


There has been some effort made on the part of lea- 
ther men to stimulate a demand for boots because of 
the greater area of cutting service. This campaign has 
proven unsuccessful because it wasn’t based on the 
foundation’ of popularity which is style. The point 
that has impressed many shoe men in the northern parts 
of the country has been the fact that so many women 
have asked for something in a leather’ boot, even a 
Russian type, that would be a little more dressy than 
the moulded rubber boot or the Arctic. 


We show on this page the boot designed by Perugia, 
having an elastic gathering at the top. Many shoe mer- 
chants saw this same type of boot on display at the 
Coliseum Style Show. It looked odd when the fur- 
robed women walked down the runway, but, no- 
body can say that it wasn’t useful in stormy 
weather. 
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This is a high-grade sabot of the present day, made in Lyons, 
for dress wear by the poorer classes of southern France. The 
enthusiastic manufacturer intimated that for comfort and ser- 
vice, his sabol is the superior of the American shoe. The 
wholesale price of these shoes is 24 frances and they are sold to 
the consumer for 36 francs. The making of leather covered 
sabots in patent, tan and black, has increased since the armis- 
tice, so that the factory producing this class of goods devoles 
its entire output to the manufacture of sabols. If you will 
cover your hand over the side view of the shoe and look at the 
fore-part, you will note a style not far removed from a man’s 
high-grade shoe of modern American-make. 

















High Oxford a Good Seller 


A prominent Haverhill manufacturer made a very 
high oxford last season and it still continues to sell in 
the thousands of pairs. On the East Side, New York, a 
cut-out boot, six inches in height, with slashes in the 
bracelet top, as well as in the quarter and vamp, 
while freakish, has been a good seller. 

There is no telling what women will wear in footwear. 
These observations put down in the form of questions 
as well as comments, indicate that some thought will 
be given to the boot subject for the fall of 1923. 





All Signs Point Toward Steady Growth 
in Business Prosperity 
(Continued from page 61) 


A certain percentage of this money will remain on 
deposit. It should stay there; you may want to borrow 
some of it to discount your bills. But a large per- 
centage of it will be spent for something. Who is going 
to get it? You, and every man in your trading zone 
who deals direct with the consumer, are in direct com- 
petition for that money, and the future earnings of the 
individuals who hold those savings account certificates. 
The man who gets the money will be the man who puts 
up the best argument; the man who evinces the great- 
est power to persuade; who proves himself the best 
salesman. 

The safe plan in merchandising, therefore, is to avoid 
speculation and the accumulation of non-movable 
merchandise stocks. Play your cards close to your 
vest—and play fast.: 


Kansas Merchants Plan Meeting 


Lawrence, Kansas, Feb. 1—The Kansas Shoe Re- 
tailers’ Association wi'l hold its annual meeting at 
Lawrence, Monday, February 19, 1923, in connection 
with the short course meeting at the Kansas State Uni- 
versity, which has, in the past four years, given the 
retail merchants of this state a very interesting and 


instructive program under the direction of Prof. Harold 
G. Ingham of the Extension Department. 

This is the first meeting eliminating sample lines and 
style show. President J. A. Braitsch and Secretary 
Harry Hays are in hopes, of presenting a revelation in 
conducting a state meeting. 





Creighton Plant Formally Opened 


Lynn, Mass., Feb. 1—Hundred of manufacturers, 
buyers and other men interested in one or another of the 
branches of the shoe and leather industries, were the 
guests of A. M. Creighton today at his new plant, form- 
ally opened for inspection. 

This is one of the largest plants in Lynn and has been 
planned to include the latest and most advanced ideas 
in factory construction and arrangement. 


Reproduction of engraved invitation sent oul by A. M. Creighton 


The lighting feature is one of the most notable and 
interesting, too, is the way orders progress in logical 
sequence, from cutting room to shipping department. 

Men who have had years of experience in shoe plants 
were heard to say that the Creighton factory has em- 
bodied in it many of the ideals for which they have been 
striving. 
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This time-worn, buffed leather shoe was made at least 50 
years ago in Eastern Massachusetls. The front of the heel 
shows a license stamp— No. 159,048 of the Mc Kay Sewing 
Machine Association. Last summer at a rummage sale for a 
church fair, they were bought by W. Henry Dean of Leonard, 
Shaw & Dean, Middleboro, Mass., for 50 cents. Mr. Dean 
says that they originally sold for probably $2. There is much 
fancy stitching on the vamps. If we wilt forget the length 
and ornate appearance of the vamp and remember only the 
square toe, it will be observed that it is almost identical with 
the new square toes of 1923. 







































Philadelphia Wholesalers Have Annual 
Dinner 


Philadelphia, Feb. 1— What bids fair, as judged by 
the first two examples of it, to become a pleasing fea- 
ture of the shoe life of Philadelphia, is the annual dinner 
of the Philadelphia Shoe Wholesalers’ Association. The 
second of these took place on Monday evening, Janu- 
ary 29, at the Hotel Adelphia in that city, The dinner is 
an altogether social affair, and the last thing thought 
of is business. Consequently the purpose of it—that 
of creating a fine social atmosphere and bringing to- 
gether in social contact the wholesale industry and 
those especially interesteo in it— was most adequately 
served. Considerably over 150 heads and principal 
men of the various wholesale houses, members of the 
association and their guests to the number of upwards 
of 175, assembled for an evening of entertainment. 

William H. Weimer, Jr. of Weimer, Wright & Wat- 
kin was toastmaster and introduced as the speaker of 
the evening Charles H. Grackelew, well known in 
Philadelphia club and fraternal circles, who spoke upon 
the subject of “Salesmanship.”” His address was most 
interesting, and the main points brought out were that 
a successful presentation of any proposition, be it 
merchandise or service, presupposes absolute confidence 
in the proposition itself, and coupled with it a sturdy 
optimism. His talk was illuminated by a number of 
interesting parallels and instances that have fallen 
within his own observation pointing these arguments. 

The second speaker was James B. Horn, born in 
Russia, a political prisoner in the Siberian mines un- 
der the Czarist regime, who escaped and reached the 
United States, where he became very active in rad- 
ical circles and an approved Bolshevist. His story of 
how, from this environment, he emerged a real Ameri- 
can, and the reiteration of his earnest belief in the ne- 
cessity of work with the foreign born element in the 
United States, who are radically inclined, to bring them 
to a truer vision of what America and the American 
government stands for, proved a very wonderful 
oration. 









In addition to this a very entertaining vaudeville 
program formed a part of the evening. The Philadel- 
phia Shoe Wholesalers’ Association, sponsors for the 
dinner, and of which W. A. Tompkins of Turner Tomp- 
kins Co. is president, is a very active organization in 
the wholesale shoe field, devoting its energies to the 
betterment of trade conditions and trade practice, in 
which for the past two years it has done a great deal of 
constructive work. 





Shoe and Leather Association to Hold 
Annual Meeting 


Boston, Feb. 1—The annual meeting of the New 
England Shoe and Leather Association will be held in 
its executive office at 166 Essex Street at 11 A.M., 
February 7. In the formal notice sent out by President 
Herbert T. Drake and Secretary Thomas F. Anderson, 
it is emphasized that “the present serious transportation 
conditions in this section, and the need of a more 
vigorous movement for strengthening and increasing 
our prestige as a shoe and leather manufacturing 
territory, are among matters to be discussed.” 

Among the speakers will be Frank S. Davis, manager 
of the Maritime Association of the Boston Chamber of 
Commerce, who will talk on the New England port 
differential. Other business will include the annual 
message of the president, reports of other officers and 
committees and the election of officers and directors. 





New Store Opens in Greenwood, Miss. 


Greenwood, Miss., Feb. 1—W. W. Brown, who sev- 
eral years ago was connected with the Sherron Shoe 
Company of Memphis and who, more recently, has 
been with W. T. Fountain of this city, has opened an 
up-to-date shoe store under the name of Brown’s Boot- 
ery at 209 West Market Street. Only ladies’ and grow- 
ing girls’ lines will be stocked at first. A hosiery de- 
partment will be among the features of the new 
store. 
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Congratulations on a Real Budget 


(Continued from page 58) 

When the President is again impelled to call a special 
session Jet him be told that so many Jaws have been 
born in error that it is time Congress stopped incubat- 
ing. Let the country catch up with the statutes—48 
legislatures just add confusion to forgetfulness. 

If there is one message pertinent to the year 1923, it 
is: Cut out the High Cost of Government, from Village 
up to Congress; let’s return to sane process of economic 
life. Let’s hold the world steady by making ourselves 
firm and steadfast. There is no extravagance so 
great as comes through legislative financial distemper ; 
and what is more, unless government costs us less, the 
chaos of Europe will be communicated to this country. 
The last business to cut out its inflation is the biggest 
business in the world,—government. 

There is a mighty good lesson in the budgeting 
system as used by the government that can be applied 
to business. 

The system of ordering for a six-months period gave 
factories a false index of merchant needs. It also 
encouraged cancellation and rejection; a fair delivery 
period was ignored and if goods did not arrive on the 
precise date they were returned. This waste in foot- 
wear brought about an accumulation of floor goods and 
an increase of sample shoe stores. Go to any active 


factory today and you see a minimum of floor goods 
and rejections dve to merchants following an economic 
system of buying closer to their needs. 

This can be carried too far but the principle of 
having a store budget its public demand is a good 


thing and worthy of greater study. If the greatest 
business in the world, that of operating the United 
States Government, sees the necessity of a practical 
budgeting system, why isn’t it moer valuable for you 
to budget your own business? 


A Fresh Contribution to 
Fashion 


HE research carried on by business for the de- 
velopment of beauty in dress may have a sig- 
nificant contribution given it in the opening of the 





If business depends on 
weather these two ez- 
perts can “‘lell it with 
shoes.” Left Jack W. 
Gucker, Juneau, Alaska. 
Where lowest tempera- 
ture is miles below zero. 
Right Ed. Goldburg, 
Eagle Pass, Texas, 
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tomb of Tut-Ankh-Amen, king of ancient Egypt. 
The discovery of that marvelous storehouse of the arts 
of 3,000 years ago may result in a wave of new fashion, 
going through all garments and may even be communi- 
cated to the design and pattern of furniture. 

Discovery plays a strong role in the world of fashion. 
Not so many months ago when Paul Poiret, the great 
colorist and dressmaker of Paris, was in New York, he 
paid many visits to the New York Aquarium to broaden 
his knowledge of color combinations. The refraction of 
lights through the sea water and the colorings of fish 
from al) parts of the world that can be noted there, has 
nade the New York Aquarium a place of inspiration to 
the creators of artistic color schemes in dress for rich. 
women all over the world. 

SimiJarly, then, artists in dress will undoubtedly look 
to the excavation at Luxor for some new theme in cos- 
tuming that may be made valuable to industry. Ina 
special cable to the New York Times one of the mem- 
bers of Lord Carnavon’s staff said: 

“Some of the King’s sandals are perfectly wonderful 
though difficult to describe. The leather has entirely 
perished and turned into a black glue-like substance. 
The glue is just keeping the decorations together. The 
ornamentation consists of thin roundels of gold-like, 
flattish buttons, which, either by design or by strange 
tricks played by oxidization, have assumed different 
colors. The thongs keeping the sandal on the foot are 
covered with these small gold plaques, and at the upper 


joint, where the thong comes between the toes, are two 


beautifully wrought gold duck’s heads. 

“When these sandals have been restored they will be 
among the most wonderful articles in all this mass of 
extraordinary works of art, and I fully expect that in a 
few years we shall see our smartest ladies wearing foot- 
gear more or Jess resembling and absolutely inspired by 
these wonderful things.” 

Who can tell but in the search for design, pattern and 
treatment that there are some possibilities in this dis- 
covery? When the Grecian sandal came into vogue, 
many designers went to museums to get inspirations 
therefrom. It proves that there is no limit to the possi- 
bilities of fashion and the best part of it all is that the 
shoe trade, which long had a negative part in dress, is 
now coming into its own. 


highest temperature 130 
in the shade and no 
shade. From the ez- 
tremes of the United 
States they meet inthe 
center of population, 
Chicago where the N.S. 
R. A. Convention was 
held. 
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SPORT SHOES Made by SPECIALISTS 


in America, Norman & Ben- 

nett were the first and for 
some years the only makers of shoes 
specially designed and constructed 
for the game. 
Today, NORMAN & BENNETT 
“PINEHURST” Shoes reflect the 
combined knowledge of the fore- 
most golf experts, and our own half- 
century’s practical experience in 


. FTER the introduction of golf 


producing the most popular types of 
Shoes specially adapted to the re- 
quirements of golf. 


Genuine imported Scotch Grain lea- 
thers—the new Colombo Crepe 
Rubber Soles—the novel “no-bite” 
toe reinforcement—are just a few of 
the many important improvements 


pioneered in PINEHURST Shoes 


exclusively. 


In most communities the leading shoe stores carry the complete PINEHURST Line. 


NORMAN & 
BENNETT 
MA Inc. 
Ur 
bin 
Dd 


YP 


144 High St. 
Boston 


-, 
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This special toe 
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Any PINEHURST Model 
can'be furnished with ' 
“this sole 
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FOR YOUR PROFIT 














LEDGER---3 W’s! 











No. 6535 

Patent Chrome, Instep strap McKay, Lenox last 
6538 5-8 E 1.70 
6537 814-11ID&E 1.90 Spring heel 
6536 8144-11ID&E 1.90 rubber heel 
6535 1144-2D&E 2.10 rubber heel 
4682 21446 C,.D&E 2.60 rubber heel 
6534 1114-2 Pippin last 2.10 rubber heel 

( Narrow toe) 





No. 6441 
Child’s instep strap patent chrome turn 
7066 3-8 D&E 1.35 no heel 
7067 «(1-5 D&E 1.25 no heel 
6441 8}-I1 1.75 Spring heel 





No. 6360 
Nut Brown Calf, McKay, Oxford, Lenox last 
6363 5-8 E 1.70 
6362 844-1ID&E 1.90 (Spring heel) 
6361 8%4-11ID&E 1.90 rubber heel 
6360 1144-2D&E 2.10 rubber heel 
4723 2144-6C,D&E 2.60 rubber heel 








Check the prices of this splendid 
line of Misses’ and Children’s 
footwear against our reputation 
as makers of the highest quality 


---and order. 


You will find every number a 


strong repeater. 


Our In-Stock Department is 
prepared to fill your immediate 


needs. Wire or write at once. 











Weimer,Wright 
& Watkin Co. 


35 SOUTH SECOND STREET 


PHILADELPHIA 
PA. —~ 
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Smoked Etk Five-Eyelet Blucher Ox- 
ford, with Brown Utella Calf Apron, 


Tip and Foxing. 9/8 Rubber Military 
Heel, Welt Soles. 


$4.00 


Every One a Sure Winner 














The Largest Selection of Snappy-Catchy 
and Quick-Selling 
Women’s Novelty Styles 
in Chicago 
Ready - to - Ship 





In-Stock Order - Today 
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Black Satin Pump. New Ribbon Fan 
Tongue. 16/8 Full Louis: Coveted 
. Very flexible McKay Soles. 


$.3.50 


IN STOCK NOW © [ f 
\ NOVELTY SHOE COf 


“Tue to its Name” 
32 SOUTH WELLS STREET }- (ik 
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MENZIES RAISED THE IDEAL 
OF WORK SHOE SERVICE! 
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Work shoes—by MENZIES—Menzies made 
of Menzies quality have established new 
values in work shoe quality. 


Hard work means money hard earned and 
well appreciated. Hard tasks mean hard 
wear on shoes—a necessity for maximum 
service at minimum cost. 


Wyk | Work shoes—by MENZIES—give a new 
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| i) levels of work shoe manufacture in ma- 
terials and in workmanship. 
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They are made to attract and hold busi- 
ness. They have done it for us — 


TA 





MENZIES made work shoes—will do it 


for you. 











THE MENZIES 













SHOE COMPANY 3 
Fond du Lac Wisconsin C 
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DESCRIPTION 
8021—First Qual- 
ity Tan Farm- 
Wear Cap Blucher 
Munson, Stock B, 
C, D and E. $3.60 
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For their finest oxfords the Juvenile Shoe 
Corporation use WRUEPING'’S SEMINOLE 
CALF because it is in a class by itself for 
fineness of grain, mellowness of feel and shape- 
retaining qualities. They use Rueping’s Ruby 
Red extensively because 1t is a—permanently 
popular color that harmonizes well with most 


Ruepings Seminole 


Ruby Red 
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Growing girls’ lace bal. oxford of 
Rueping's Seminole Calf. Ruby Red 
—Sizes 2% to 8—A to D Widths. 
Stock No. 18950. . . Price$3.75 
Made by 
THE JUVENILE SHOE CORPORATION 
Carthage, Missouri 





costumes and holds its distinctive shade. 


More and more Rueping leather is being cut 
each season by more and more makers of good 
shoes. _More and more good dealefs are 
specifying Rueping leathers and thus insuring 
the most important elenrent of customer 
good will. 


Write us for swatches and list of manu- 
facturers cutting Rueping leathers for the 
types of footwear you are about to buy. 


Fred Rueping Leather Co. 


FOND DU LAC, WIS. 






Boston Cincinnati 
Chicago San Francisco TRADE 
FREDRUEPING Ja 
FOmO Dy LAC 


x 






m 


Milwaukee St. Louis New York 
Montreal Northampton, England 


LEATHERCO 
wiS.UsA 
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Linoleum Division 
Armstrong Cork Co. 
Lancaster, Pa. 


Armstrong’s Linoleum 
In the Walk-Over Boot Shop 
Toledo, Ohio. 


Ideals in Heel Making 


In specifying Armstrong’s Linoleum in several of its finest shops, the Walk- 
Over Shoe Company selected a product that has behind it sixty-three years of 
manufacturing experience and a reputation for the highest ideals of quality. 


Five years ago when the Arinstrong Cork Company began the manufacture of 
rubber heels naturally the Armstrong policy of “Quality First”’ was established 
for the new product. In design, purity of raw materials, processing, and 
service, the Armstrong Circle A Heel fully maintains the Armstrong Standards 
of sixty-three years. Whether linoleum or heels, the quality must always be 
the best. 





A pair of Armstrong 
Circle A Heels will be 
sent to you, if you de- 
sire, so that you may 
try them out on your 





Ask us to send you a pair of these heels so that you may try them on a pair of own shoes and de- 


your own shoes. Good workmanship and good material have a way of 
showing up in an actual working test. And it will cost you nothing for the 
trial. Be sure to specify the size and color. 


ARMSTRONG CORK COMPANY 


; Shoe Products Division 





termine for yourself 
their superior wear- 
ing qualities. Write 
today for a sample 
pair. 


rmstrong 
aie Heels 
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the Great National Shoe Ukehly 
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AM very sorry, Madam, but if you insist upon 
being fitted in that way, we will have to ask you 
to go elsewhere for your shoes. We appreciate 
your business,—appreciate having you come here; you 
have shown some degree of confidence in us by coming 
here to buy shoes, and we cannot afford to sacrifice 
that little bit of confidence and good will by allowing 
you to leave this store with a pair of shoes that we know 
will prove unsatisfactory.” 

It takes nerve to talk this way to a wealthy and in- 
fluential woman whose business you really want, and 
whose account you are eager to have on your books. 

It takes diplomacy to handle such a situation. But 
when the customer, as in this instance, has a bunion 
that is both prominent and painful and insists upon 
buying a shoe that is far too short and of a type that 
can only add to her misery and detract from her per- 





















sonal appearance, the merchant is certainly justified 
in taking the stand he did. 

The incident occurred recently in one of Chicago’s 
most exclusive shops. The salesman was competent; 
had shoes that were right for the customer; had fitted 
her properly, bat the customer had insisted that she 
had the right to buy what she wanted. It was her 
money she was spending, and it was not the affair of 
the salesman or the store how she spent it. The store 
had shoes to sell; she had selected what she wanted and 
insisted upon having it. 

At this point the salesman cailed the proprietor, who 
has given years of study to human feet, their peculiari- 
ties, their ailments and treatment. He is a designer of 
lasts and patterns and a past master in the art of shoe 
fitting. 

When the proprietor saw the shoes the woman wanted 
to buy, he knew nothing but grief could come fron the 
transaction. After convincing her of the fallacy of her 
position he turned her over to the salesman again. 

Did he make the sale? He did—two pairs—and sent 
her away happy with one of the new pairs on her feet. 
In discussing the incident later, the merchant said: 
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When a Customer Insists Upon a Wrong Fitting 
What Do You Do? 
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“It is only occasionally that we have an incident of this 
kind. Our business is very largely among wealthy and 
well-to-do people. We have built up this business 
through service of every sort that our clientele desires 
and through giving them throughly good merchandise. 
Good will is one of our most valuable assets and we 
are duty bound to protect it. 

“Supposing we had sold that woman the shoes she 
insisted upon having; supposing we had marked them 
‘short fit,’ or something else to protect ourselves in 
case they were returned; supposing we had told her we 
would be in no way responsible, would other people 
who looked at those shoes on her feet have known or 
cared about that part? Not on your life. They would 
have held us responsible and so would the woman who 
bought them. 

‘“‘We took a chance of missing the sale, but we did 
not takea chance of losing the good will of that woman.” 

An independent, know-it-all attitude on the part of 
a salesman when a customer insists upon buying a shoe 
that does not fit usually results in losing the sale and 
often in permanently losing the customer. 

Salesmanship is “the power to persuade,” and real, 
right salesmanship is the power to persuade a customer 
to buy that.which will prove profitable alike to buyer 
and seller. 


”? 


R. E. McDonald & Co. Doing Business 
in Temporary Quarters 


Within two days after the serious fire in the Boston 
wholesale district, R. E. McDonald & Co., whose stock 
and offices were almost totally destroyed, were in full 
operation in temporary headquarters at 146 Lincoln 
St., in the basement of the L. A. Rosenbush Bidg. The 


company reports that while the loss was a troublesome 
one, it will in no way interfere with the shipment. of 
orders for spring. Through the splendid co-operation 
of their manufacturers, goods will be in the hands of 
their customers without appreciable delay. 
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CHICAGO 


Preparing for Spring Openings 


Retail Stores Clearing Shelves to Make Room for New Styles 


and Factories Are 


ESPITE the continuation of warm 

open weather, retail shoe business in 
Chicago’s Loop district was very good for 
this time of year. In most stores, sales for 
the month of January of this year show 
an increase over the volume transacted 
during the corresponding month of last 
year. 

Special sales of one sort or another have 
been prevalent and will be continued for 
another week or two before a general show- 
ing of spring footwear is made in the win- 
dows. Most of the stores, however, are 
showing one or two new things in one sec- 
tion of the window, while the remainder of 
the show space is devoted to the display 
of the special offering. 


Various Schemes Used to Get Volume 


In conducting the special sales, various 
plans have been used. Some stores have 
used the broadside idea of advertising 
everything in the store at cut prices, mak- 
ing the reductions in accordance with the 
salability of the merchandise. 

Other stores have run a special on some 
particular thing, such as welt oxfords and 
straps for one week, and then have switched 
over to turns, patents, satins and ooze the 
next week, to be followed by hosiery and 
evening slippers another week. 

In some cases price has been made the 
big feature, and one week the sale would 
be run on merchandise at $7.85 and the 
next week $5.85 would be featured. In 
this sort of a sale, merchandise was grouped 
as to price rather than style, and welts, 
turns and McKays, regardless of any other 
element save salability, was thrown in the 
hopper. 

October, November and December Styles 


The I. Miller store have used an unusual 
method of pricing special sale shoes. In 
one ad they advertise 35 October styles 
reduced to $4.85, 53 November styles, re- 
duced to $7.85 and 65 December styles, 
reduced to $9.85. In this way stressing 
the timeliness of I. Miller styles. 

The Chas. A. Steven's Bros. Co. selected 
all short lots and undesirable styles, re- 
gardless of former price or purchase date, 
and put them all into one group at $5 a 
pair. 

No matter what plan was adopted the 
special pricing if put forward in a con- 
vincing way has undoubtedly helped in- 
crease the volume of business. In the out- 
lying districts some stores have been able 
to clean up pretty well on merchandise 
bought for fall and winter selling, but 
many other stores have found it difficult 
to unload the surplus. 


Running Full Time 


Advertising is one of the serious prob- 
lems of the merchant in the outlying dis- 
tricts of a big city. He cannot afford to 
use the big downtown newspapers and 
there are no local papers of general circu- 
lation to carry his message to the people 
of his neighborhood. 

Circulars and dodgers distributed from 
house to house receive slight attention 
because the vestibules and back porches of 
every apartment are flooded with this sort 
of advertising material. 


Factories Running Full 

Chicago shoe factories are working well 
up to capacity. Many of the orders placed 
with traveling men on their regular trips 
specified February 1 and February 15 as 
delivery dates. Each Chicago factory is 
endeavoring to so arrange its output as to 
deliver merchandise on the date specified 
in the order. The indications are that this 
will be accomplished so far as early de- 
livery dates are concerned, but there is a 
possibility that deliveries for March 1 
and 15 on certain lasts may possibly be a 
few days late. 

This is due to the fact that the bulk of 
the orders are placed on a few lasts, and 
consequently those few lasts are kept ex- 
ceedingly busy in factory production. 
Where orders are specified on lasts that 
are not so popular deliveries will be made 
on schedule time. 


New Wholesale Distributing 
House 


The Allens-Marks Shoe Company, a 
new organization, with paid-in capital 


stock of $50,000, was launched within the 
last few weeks. 

The main sales office of the Company is 
located at 501 Security Bldg., Chicago, 
and the main distribution will be through 
this office. The new Company will sell 
men’s work shoes and semi dress shoes of 
medium grade, and will carry 12 styles in 
stock in Milwaukee. 


Meeting of Shoe-and Leather 
Association 


“The first of a series of Get-Together 
meetings to be conducted by the Shoe and 
Leather Association of Chicago, was held 
Monday, January 22, 1923, at the Hotel 
Randolph. After luncheon in the Blue 
Bird Room, the meeting was opened by 
the newly elected president, Mr. E. O. 
Ray. 

R. A. Black, traffic expert, described in 
detail the service which he has been ren- 
dering various members of the Association 
in auditing their freight bills with a view 
to detecting over-charges and refuting 
claims for under-charges made by the 
railroads, showing that this service had 
returned a considerable sum of money to 
those members who had used it. Mr. 
Black argued for the establishment of a 
well-organized traffic bureau under the 
auspices of the Shoe and Leather Associa- 
tion, which would serve as a source of 
information to members in the routing of 
shipments and other matters related to 
transportation problems. 

It was the sense of the meeting that 
this proposal be referred to the Board of 
Directors for their consideration. 

The success of this initial meeting under 
the new administration was a decided 
encouragement to the officers and to the 
chairman of the special Get-Together 
committee, Harold Wilder of Wilder and 
Company. 





MILWAUKEE 


End of Clearance Season in Sight 


Merchants About Ready to Show New Styles and Find Out 
What the Public Wants 


LEARANCE sales are continuing in 

most local shoes stores, and in the 
main are successful. Most merchants 
have made up their minds to take losses 
now on certain items, such as the high 
shoe with French heel, rather than delay 
any longer. Some of the more astute of 
the Milwaukee merchants cleaned out 
such items last spring, “lock stock and 
barrel.”” At that time, some of the best 
known and best quality high shoes made 
in this or any other country, sold at 35 
cents. This year, one Milwaukee mer- 
chant disposed of similar footwear at two 
prices—45 cents for French heel models, 


and 95 for high shoes with Cuban or 
military heels. With such items out of 
the way, spring stock can be prepared for 
showings, and the early spring business 
begun with a clean slate. Little is known 
about the public attitude on style, and 
much speculation is going on as to the 
relative merits of Colonial versus strap 
and similar disputed models and sty‘es. 


Discusses Leather Making 


“The History of Leather Making and 
the Modern Process of Tanning,” was the 
subject of the address given by W. H. 
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Rueping of the Rueping Leather Company 
Fond du Lac, at the Businessmen’s 
Round Table meeting. Mr. Rueping sup- 
plemented the address by answering ques- 
tions asked by members at its conclusion. 


Manufacturers Continue 
Busy 


No let-up in the production of local 
shoe factories has been yet observed. 
Within a few weeks some slight falling off 
may be expected, but at present, produc- 
tion keeps well up to records set late in 
the fall and early winter. Factories 
throughout Wisconsin seem to share the 
same prosperity, and reports of heavy 
order booking are common. Re-orders on 
spring styles may be expected to stimulate 
manufacturing and such re-orders should 
come as soon as the public has declared 
itself at the spring showings. 


Oxfords Good, Victor's 
Opinion 

John R. Victor, manager of the foot- 
wear department of Lauerman Bros. 
Company store at Marinette, Wis., has 
returned from his annual buying trip. 
According to Mr. Victor, two-tone slippers 
and oxfords will be very popular this 
spring, and have been bought in large 
quantities for Lauermans. Brown suede 
and buck with lighter shades of brown 
trim, gray strap and Colonial with patent 
trimmings in oxfords will also be popular 
in Mr. Victor’s opinion. Colonials will 
continue good for afternoon and evening 
wear. 


Prepare for Merchants’ Week 


Final plans for the reception of the 
5000 or more Northwestern merchants 
who are expected to come to Milwaukee 
during Retail Merchants Week, February 
5 to 9, are being made. Fare and a half 
will be arranged for with the various rail- 
roads in order to induce merchants from 
the more distant points to make the 
journey. More than 50,000 merchants of 
Wisconsin, Illinois, Iowa, Minnesota, 
Michigan and the Dakotas have received 
invitations to the event. 


Phoenix Pays Bonus 


More than $200,000 in bonuses was 
paid out by the Phoenix Hosiery Com- 
pany, Milwaukee, early in January, the 
money being given to faithful employees 
for services during 1922 and for previous 
service. Miss Mary Mueller who has 
been an employee of the company for 26 
years received the largest sum, 27 per 
cent of her regular salary. In addition 
to the service bonus, Phoenix pays all 
employees an 8 per cent time bonus 
awarded for prompt and steady attend- 
ance. 
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Rueping’s Business Good 


“The tannery is working full—plus,” 
said F. J. Rueping of the Rueping Leather 
Company, Fond du Lac. “While we are 
not working on as many pounds of hides 
as during the boom times, we are turning 
out more feet of leather than ever. This 
is explained by the fact that we buy 
leather by the pound and sell it by the 
foot. During the boom time, heavier 
leather was in demand, and the poundage 











ALBERT T. JENKINS 


Newly elected president of the Milwaukee Shoe 
Retailers’ Association 








was greater without materially increasing 
the footage. The outlook is very good 
for the immediate future. We are working 
to capacity on the production of specialty 
leathers.”’ 


Report Little Price Change 


There will be little change in 1923 
prices of shoes according to the present 
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outlook, said W. P. Cruse, sales manager 
of the Mason Shoe Company, Chippewa 
Falls, who with W. H. Seaman of that 
company recently returned from a busi- 
ness trip to mid-western centers. Pros- 
pects for 1923 business are excellent, he 
said. 


New Hosiery Firm Organizes 
The Everstyle Hosiery Company of 
Cedarburg is the name of a new corpora- 
tion recently granted its charter, which 
has taken over the Cedarburg branch 
factory of the Everwear Hosiery Company 
of Milwaukee. Incorporators of the new 
company are John Armbruster, Oswald 
Weber, and H. A. Quade. Mr. Quade 
managed the branch for Everwear and 
will continue in that capacity for the new 
company of which he is a member 

Albert T. Jenkins was elected president 
of the Milwaukee Shoe Retailers’ Associa- 
tion at its annual meeting held at the 
Association of Commerce rooms on Janu- 
ary 4. Other officers elected were: Max 
Diamond, vice-president; W. F. Wuerl, 
secretary, and J. A. Schumacher, treasurer; 
directors for three years, Ed. Schneider, 
O. A. Hensel and A. B. Caspari. Charles 
Collar was named director for two years, 
to succeed Mr. Jenkins, who resigned to 
accept the presidency. 

In recognition of faithful service given 
the Milwaukee Association ever since its 
formation, O. A. Hensel, retiring president, 
was presented with a beautiful silver lov- 
ing cup. Mr. Hensel has served as presi- 
dent of the association three distinct 
times, and refused to allow his name on 
the ballot this year, after serving during 
1921 and 1922. 


Marathon Lets Contracts 


The Marathon Shoe Company of 
Wausau has let contracts for the large 
addition to be built to their factory in 
that city. Work on the building will 
start at once. 





ST. LOUIS 


Retail Trade Is ‘‘Spotty”’ 


Clearance Sales About Over and Only a Few Stores Have 
“Flashed”’ Newer Models 


ETAIL shoe merchants throughout 
the downtown district have com- 
pleted their January clearance sales and 
business can truly be described as spotty. 
Some stores report unusual records, 
especially during the past six days. One 
store and a large one, too, reported that 
on one recent Friday, it did a larger 
business than on any Saturday during any 
January in the history of its business. 
Another well-known popular price store 
reported a similar performance. 


The sales have gone over best where big 
space has been used, in the newspapers 
and where the merchandise was some- 
where near correct in style. 

In the clean-up, patent leather seemed 
to be the one leather that was being moved 
from the shelves to the bargain tables. 
The large tongue was another pattern 
which no longer found favor with women 
who are pointed out as being well dressed. 
These two styles were the most prominent - 
in the price slashing and perhaps wisely, 
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with the fashion trend definitely estab- 
lished along other lines. 

The higher price stores were not loud 
in their praise of the results of their sales 
although at least two stores stated that 
their business was more than satisfactory. 


Cut-Out Oxford Displayed 

The new spring styles are beginning to 
peep through the store cases and a few 
are being shown in the windows. One 
pattern being shown generally is the 
ribbon tie, slashed oxford. Gray is the 
popular color although black suede as 
well has been seen in the windows. Small 
tongue oxfords are about the only Colonial 
effects being displayed. Pattern pumps 
with fancy collars of various designs are 
also observed in the early showing of 
fashion footwear. Gray shoes are starting 
to be seen on the streets, which is one of 
the definite designs of an accepted style. 
Most of the pairs seen on the avenues are 
accompanied by gray hose and this siill 
remains the striking combination of a few 
seasons ago. 

Retail shoe merchants have not as yet 
shown the strap patterns which were 
bought within the last. six weeks. A very 
prominent merchant declared during the 
course of an interview that it was some- 
what of a problem to buy the straps that 
would sel] best. With the many diversi- 
fied patterns and effects he considered it 
unsafe to plunge on any particular vogue 
in straps. To most of the retail shoe 
merchants straps look like the big bet and 
a majority have played the style situa- 
tion that way. Also gray was predicted 
as being safe up to the middle of April. 

Shoe merchants are all optimistic as 
to the spring business and an avalanche 
of gray is expected. 

A check-up of business in 1922 against 
that of 1921 in most cases finds a decrease 
in business. The percentage of decrease 
last year over that of the preceding one 
ranges from fifteen to five per cent. Stores 
reporting increases could be listed on the 
fingers of one hand. 


Ralph Ellis Now Assistant 
to Hinckley 


Ralph Ellis has been made assistant 
manager of the shoe department of Stix, 
Baer and Fuller. Sam Hinckley, manager 
of the department, made the announce- 
ment recently. Ellis comes from Harris- 
Emery Co., of Des Moines, Iowa, where 
he was buyer of the shoe department. He 
held this position five years previous to his 
recent connection with the St. Louis store. 
Delaying in' Moving for Shoe 

Mart 

M. M. McCain, manager of the Shoe 
Mart, announced that an unexpected 
delay in completing the alterations would 

. prevent them from moving into their new 
quarters on February 1, as was originally 





planned. McCain said that it would be 
the middle of February before the building 
would be ready for occupancy. Results 
from the removal sale which has been 
conducted from the present store at 507 
Washington Avenue have been more than 
satisfactory. 


Dave Wohl Leases New 
Building 


David P. Wohl of the David P. Wohl 
Shoe Company at 1216 Washington Avenue 
has leased for ten years the eight-story 
building at 1224-26 Washington Avenue. 
Wohl will not get possession of the build- 
ing before January 1, 1924. He stated 
that .he will occupy only part of the 
building, sub-leasing remaining portion. 


G. A. Bull Joins Realty 
Company 


George A. Bull and W. M. Smith have 
formed the Bull-Smith Realty and Con- 





struction Company with offices in St. 
Louis. Bull has been engaged in the real 
estate business since his resignation five 
months ago as vice-president of the Brown 
Shoe Company, with which he has been 


identified for twenty years. He was a 
nephew of the late George Warren Brown, 
chairman of the board of the Brown Shoe 
Company. 


E. A. Samuels’ Factory 
Building 

Edward A. Samuels of the Samuel Shoe 
Company has purchased the three-story 
factory building which they occupy and 
which contains twenty-five thousand 
square feet of floor space, which is devoted 
entirely to the manufacturing of shoes. 
A lot adjoining on the south of the building 
was included in the purchase upon which 
will be erected shortly another factory 
which will increase the output of the 
company considerable. The present fav- 
tory capacity is three thousand pairs a 
day. 


CINCINNATI 


Between Seasons Lull Lingers 


Few People Interested in Newer Styles Yet; Merchants Have 
Bought Heavily on Sport Numbers 


HE lull in activity in local retail shoe 

stores has persisted during the past 
week. In spite of efforts on the part of 
merchants to stimulate sales by means of 
the special offerings with regard to price 
on the one hand and with advanced show- 
ings of spring styles on the other, the 
slump is none the less in evidence. 

The weather in the Ohio valley during 
the past two weeks has been unfavorab!e: 
Its mildness has caused consumers to put 
off the purchase of wearing apparel. Al- 
though the factor of weather should not 
play as great a part in the sale of'ladies’ 
footwear as in men’s, where more high 
shoes are being worn, it nevertheless still 
seems to play an influential part. 

Local merchants, however, are very 
optimistic over the outlook for a good, 
healthy retail business during 1923. 
While January has not proved to be a 
record breaker, a fair amount of business 
has been done. Every indication at 
present points towards bigger volume. 
Larger retail merchants find that con- 
siderable interest already is being dis- 
played by their customers in what is 
going to be offered for the spring sport 
shoe season. Merchants here have bought 
pretty heavily in sport lines. 


Vollman-Lawrence Output 


George R. Vollman of the Vollman- 
Lawrence Company, reports that the daily 
output of his factory is steadily increasing 





and that business is coming in healthy 
quantities. Both Arthur Lawrence and 
Ray Meyers of this.company, spent last 
week in New York. 


Final Steps Taken in Pur- 
chase of Strootman Plant 


John Duttenhofer, President of the Val 
Duttenhofer Sons’ Company, announced 
last week that the final incorporation 
papers, covering his new plant at Buffalo, 
have been received. While this plant is a 
branch of the Cincinnati concern, it is 
incorporated under the New York State 
laws and is known as Val Duttenhofer 
Sons, Incorporated. It will be recalled 
that last summer John Duttenhofer pur- 
chased the plant of John Strootman 
Shoe Company. 





Taking a 50,000 Mile Hike 


Two visitors at the factory of the Selby 
Shoe Company, Portsmouth, Ohio, re- 
cently were Mr. and Mrs. R. E. Baxter, 
who are making a 50,000 mile hike on foot 
in the United States. Right after the war 
Mr. Baxter was discharged from the 
government hospital in a weakened con- 
dition. Physicians advised outdoor life 
for him. A friend, being interested, made 
Mr. and Mrs. Baxter the following 
proposition: 

That they start out with one cent, 
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making all expenses on the trip and return 
with the original penny. That they do 
not solicit rides, but that they may accept 
if offered voluntarily. That they do not 
ride on trains, except through heavy 
swamp lands and that they make the 50,- 
000 mile journey in seven years, for which 
the friend offers them a prize of $10,000. 

When they reached the Selby factory on 
January 18, they had covered 13,663 
miles. Mrs. Baxter was wearing a pair of 
Arch Preserver shoes, which had been 
made by the Selby Shoe Company during 
the war and which she had got from the 


commissary department in Washington. 
While at the Selby factory, both Mr. and 
Mrs. Baxter were fitted out in Arch 
Preserver Shoes. Mr. Baxter was fitted 
with E. T. Wright’s Arch Preservers. 

The couple started from Washington, 
went to Savannah, New Orleans, San 
Antonio, El Paso, Los Angeles, San 
Francisco, Portland, Salt Lake City, 
Denver, Minneapolis, Chicago, Indiana- 
polis, Nashville, Little Rock, Memphis, 
St. Louis, Columbus and then to Ports- 
mouth. From Portsmouth they started 
South. 





LOUISVILLE 


Spring Styles on the Horizon 


New Oxfords and Strap Effects Being Featured by Some 
Stores 


HILE a number of loca] houses are 

featuring their final clearance sales 
and showing some new merchandise, a 
few houses are about through with sales 
and are featuring spring merchandise for 
women freely. Early showings consist 
principally of lace oxfords, pumps, and 
strap pumps, in suede, satin, patent, Rus- 
sian calf, mahogany calf and kid. Heels 
include Cuban, Junior, Louis, Baby Louis, 
French and walking. Colors are prin- 
cipally black, brown, bronze and tan. 
Prices range from around $5.00 and $6.00 
to as high as $13.50 in lines shown by 
some of the leading houses. 

One house is showing the new slashed 
side lace oxford, in black suede and satin, 
as well as patent, at $13.50 a pair; also 
new instep on tongue pumps, in black 
suede, patent, satin and bronze kid, at $6; 
silver cloth one-strap pumps with Junior 
Louis heel or French, $10; tan calf lace 
oxfords, welt sole and one-inch walking 
heel, with rubber top lift, $6.95. 


Popular Range from $6 to $10 


Indications are that with the exception 
of the very finest grades there will not be 
much merchandise shown at over $12.50, 
some of the very fine stock going as high 
as $15. The range of popular priced 
merchandise will be at from $6 to $10, 
and with some very good merchandise at 
under $6. It looks as if it will be a strong 
black season in the spring. Late fall and 
winter demand was better for black, and 
many merchants were a little short. Not 
much stock is being shown in men’s lines. 


Banquet a Success 


The Louisville Retail Merchants’ As- 
sociation, in which all of the department 
stores and most of the large down town 
stores hold membership, had its annual 
banquet and election at the Seelbach 
Hotel on the evening of January 16. J. 
W. Detchen, of Husch Brothers, handling 


women’s shoes along with other mer- 
chandise, was elected president: J. F. 
Pridday of the Stewart Dry Goods Com- 
pany, a woman’s house principally, was 
elected vice-president; and H. G. Lewis 
of H. P. Selman & Co., women’s and 
children’s house, secretary. On the Board 
among others were A. H. Morris of J. 
Bacon & Son and Granville Burton, of 
Crutcher & Starks. Ben Kaufman of 
Kaufman Straus Company was one of the 
speakers. There were many others 
elected to office, and among speakers, but 
men named are all with houses which 
handle shoes. 


Holds Use of Trading Stamps 
O. K 


Frankfort, Ky., Jan. 23—The McCaw- 
Stoll anti-trading stamp act, passed by 
the 1922 General Assembly, was declared 
unconstitutional by the Court of Appeals 
today. 

The opinion was written by Judge 
William Rogers Clay, the whole court 
sitting. 

Under the decision trading stamps may 
still be given with purchases. 





New Manager at Florsheim’s 
Salt Lake City Store 


William L. Shiverick, manager of the 
Florsheim store in this city, has resigned, 
and is succeeded by M. Kalsman, who has 
been with the company at Los Angeles. 
He was installed by Wm. Cotter, who is 
attached to the company’s headquarters. 
Mr. Kalsman was with Gudes of Los An- 
geles when Jesse Thompson, the popular 
member of the firm of Hunter and 
Thompson, this city, was manager. Mr. 
Thompson spoke very highly of the gen- 
tleman and said he will make good. This 
is Mr. Kalsman’s first trip to Salt Lake 
City, he says. No changes in the staff 
are contemplated. 
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You, Too, Will 
Admit It 


“Breaking in” a new pair 
of shoes with a hard, stiff 
sole is always the un- 
pleasant part of buying 
new footwear. 


Overcome this bugaboo 
and you will soon in- 
crease sales to your present 
customers and encourage 
patronage from new ones. 
You can do it by stocking 
shoes soled with Flexoak. 


cioth 


is the product of a special 
process of tanning which 
ideally preserves the native 
toughness of the steer 
hide and yet imparts to the 
finished leather a degree of 
flexibility heretofore un- 
known in a durable sole 
leather. A Filexoak-soled 
shoe needs no “breaking 
in.” It responds to every 
foot movement as readily 
as a moccasin, yet it will 
far outwear the ordinary 
sole. 


Let us send you a sample of 
Flexoak and prove to you 
why it is to your advantage 
to specify Flexoak Soles in 
the shoes you buy. 


C. G. Fleckenstein Co. 


MUSKEGON, MICH. 


REG. U.S. PAT.OFF. 


THE SOLE OF CREATER WEAR 
©cer. co. 1922 
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Cleveland After N.S. R. A. Convention 


Chamber of Commerce Opens Campaign; Most of the Special 
Sales Ended February 1 


J. KENNEDY of the convention 

board of the Chamber of Commerce, 
has announced that he is making an effort 
to secure for this city the next annual 
meeting of the National Shoe Retailers’ 
Association. The committee that will se- 
lect the site for the next convention is ex- 
pected to meet next month in New York, 
and Kennedy will attend the session’ to 
present Cleveland’s bid. Local mer- 
chants, wholesalers and jobbers are back- 
ing the movement, which would bring to 
this city one of the largest annual conven- 
tions of the country. 

Men interested in the movement say 
that this city, with the completion of the 
new $7,000,000 public auditorium, has 
the handsomest convention hall in the 
country. It is said to be the largest, the 
best equipped and more accessible to the 
business section of this city than are the 
other large convention halls to the down- 
town districts of their respective cities. 


Central Location Urged 

Since the completion of the new hall, 
some of the largest conventions of the 
country have been held here. It is likely 
that one or possibly both of the great po- 
litical party conventions will be held here 
year after next. 

Convention men who have been inside 
the auditorium say that it is without a 
peer. Cleveland’s geographical location 
is unexcelled. It is on the main lines of 
practically all of the great railroad trunk 
systems that cross the country from New 
York to San Francisco. It is the center of 
one of the most populous districts in the 
United States and is less than a day’s ride 
from such cities as Chicago, Detroit, 
Toledo, Pittsburg, New York City, Phila- 
delphia, Baltimore, St. Louis, Indiana- 
polis, etc. A tremendous expansion of 
hotel accommodations bas taken place in 
this city in the last three years, and execu- 
tives of the chamber of commerce have 
statistics to show that Cleveland hotels 
can easily accommodate from 20,000 to 
35,000 visitors. 


Sales About Over 


Special sales in Cleveland shoe stores 
were wound up within the last week of 
January in many establishments. Mer- 
chants have found boots to be a drug on 
their hands, but by lowering of prices 
they have been able to move them. In 
some cases high grade boots were priced 
as low as $1.85 while the range of sizes 
and models was extensive. Then the price 
was put down to $1.50 and finally to $1 
in order to clean the shelves. Such radical 





action was not taken in all the stores, but 
extra merchandising means had to be re- 
sorted to in order to move the high boots. 
Specials in the low shoes, of the heavy 
type, went much better. From present 
indications the merchants will go into 
spring with their stocks in first class shape. 
Prospects continue to improve. January 
business this year has been ahead of the 
volume in the same month last year. 
Traveling salesmen assert that purchases 
for spring have picked up wonderfully 
over last year. 


Good Outlook for Sport 
Shoes 


Merchants here are playing sport shoes 
for another big run next spring and sum- 
mer. Sales in these models are expected 
to be particularly good for spring wear. 
Of course satins and patent leathers are 
regarded as in for another run for dress 
wear. 

But for the streets and out-of-doors 
sports are being played strong. The fact 
that sales of shoes for southern wear just 
now are mostly in sports has about con- 
vinced the merchants to play the model 
for spring and summer again. True, the 





white shoe will be sold, but not in the quan- 
tity that has been the rule in past seasons, 
unless some one comes out with a model 
that will be particularly attractive. 


Traveler Gets Bigger 
Territory 

John J. Santry, Jr., who has been the 
representative of the Ferris Shoe Co., in 
Northern Ohio and Detroit, has done so 
well that his company has assigned to him 
additional territory consisting of the city 
of Milwaukee and the Loop district in 
Chicago. Mr. Santry has offices in the 
Arcade this city, and he is well known to 
the trade and popular. Word has been 
received here that the Ferris Shoe Co., 
will build a new factory in Philadelphia, 
with a capacity of 2500 pairs daily of grow- 
ing girls’ snappy patterns in welts and 
turns, with a line of high grade misses’ 
and children’s shoes. The present factory 
will be devoted to turning out daily 3000 
pairs of high grade staple welts, backed 
up by a stock department. 


Selby Man a Visitor 


George Risley, of Columbus, represen- 
tative of the Selby Shoe Co. in Pennsyl- 
vania and New York states, was in this 
city recently, calling on friends and ac- 
quaintances. Mr. Risley reports that his 
volume of business for spring is 25 per 
cent in excess of the record for last spring. 
He says that merchants in his territory 
are facing the next 12 months with a great 
dealmore optimism thanthey did thepast 12. 





COLUMBUS 


Getting Ready for Convention 


Committees Named to Arrange for Meeting of Ohio Valley 
Association; Factories at Capacity 


HE 14th annual convention: of the 

Ohio Valley Retail Shoe Dealers’ As- 
sociation which is to be held in Columbus 
at the New Southern Hotel on March 5-7, 
promises much to the retail shoe trade 
throughout this district. 

At a meeting of the Columbus Retail 
Shoe Merchants’ Association, which was 
held at. the New Southern Hotel, on Janu- 
ary 17, with Mr. L. Bamberger, president 
of the local association, presiding, plans 
were made and suggestions offered towards 
making the coming convention the most 
successful yet held. At this meeting 
the following committees were appointed 
to have charge of the many activities that 
are to be staged at this meeting: 

W. H. Harding, of Dunlaps, as chair- 
man of the entertainment committed, with 
the following aides: Mr. Zavits, Mr. Hut- 
sler, Mr. Pepple, Mr. Bates, Mr. Ryan, 
Mr. Snyder, Mr. Carlisle, Mr. O’ Neil, Mr. 
Smith and Mr. Clark. 


Mr. L. J. Gergman, of Pitt’s, is chair 
man of the publicity committee, with 
Mr. Hageman, Mr. Willer, Mr. Wm. 
Coons, Mr. Williams and Mr. J.J. Kalten- 
brun. 

George W. Hackenberg, chairman of the 
finance committee, with Mr. Hageman, 
Mr. L. Bamberger, Mr. R. C. Dunlap and 
Mr. Corwin as his assistants. 

George Campbell, chairman of the re- 
ception. committee, with the aid of Mr. 
Russel,' Mr. Greiner, Mr. Huff, Mr. Zart- 
man, Mr. Skinner, Mr. Shaeffer, Mr. 
Miles, Mr. Cohen, Mr. Danzinger, Mr. 
Donahue, Mr. Redding, Mr. Ebert, Mr. 
Maeckling, Mr. Enterline, Mr. Miller, 
Mr. Burnett, Mr. Wickham, Mr. Lyons, 
Mr. Ryan, Mr. Mack, Mr. McDowell 
and Mr. Wene. 

Mr. Henry F. Hageman and John J. 
Baird both spoke on co-operation and 
matters of interest concerning the con- 
vention. 
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quan- Mr. Baird, who is secretary-treasurer of DENVER 
ASOnS, the National Shoe Retailers’ Association, : ¢ 
— promises that this convention will be the Retail Trade Shows Big Increase 
most successsful meeting ever held by the 
Ode Veliny Acsosiation; Gat te wil Saing 1922 a Good Year in All Branches 
: forth discussions of great benefit to visi- 
tors and that the information to be gained ENVER’S retail trade covers an shoe industry in general. One of the 
= ie by attending will be of the utmost value area of 300 miles, though many of features of the new building’ will be dis- 
— to the retail merchants throughout the the retail establishments cover an even play windows of the very latest type, 
a va country. He also states that there will larger field. There never has been a de- thereby giving the firm some very good 
a a be good entertainment. tailed survey of the retail business of publicity from that angle. It is planned 
city The same floor plans for exhibitors will Denver. That is, aside from the census to start work on the building within the 
oy be used at this meeting as were used at taken in 1920, the details of the retail next few months. 
| the the convention that was held in this pace hr a. not wor : the 
city several years ago. L. Bamberger, pro- nual volume of business. e figures . 
he ia of “Brownings”, 80 Serth High of the volume of business, therefore, must Johnston a Business 
Co. Street, will have charge of booths for this be considered only as an estimate. Con- 
shia, convention. servative retail merchants estimate that Rpbert Johnston, head of the Johnston 
ce, a the total volume of Denver’s retail busi- Shoe Company, this city, reports that 
paar Retail Trade 2 Little Slow approximated $115,270,000 in 1922. business for 1922 was good and that the 
ers é The figure is based on an analysis of the ast months of the year finished strong. 
tory Retail shoe trade for January was a little annual business of several large stores This he takes as an indication that 1923 
3000 slow, due to the balmy weather which and upon selected stores in various lines. will show strength from the first from a 
ror has been on tap here. Clearance saleshave “I am sure that every retail store in business standpoint and that business will 
had no effect on the buying mood, accord- Denver can report a better business in show a good steady growth all during the 
ing to retail merchants, who state that 1922 than in 1921,” said one prominent year. He is making his plans accordingly. 
the weather is the main factor in retailing merchant. ““Our own business has shown a 
merchandise at this time of the year. very large increase in volume. However, 
sen- With the first showing of new spring styles __ the prices of all commodities in 1922 were t 
nsyl- it is expected that trade will gradually re- considerably lower than in 1921, hence A Lesson in Cheerfulness 
this sume its former activity. while the volume of business in many a a oe 
| ac- scan lines was much larger, yet there will be a : 8 P» 
t his T l Hold D comparatively small increase in net earn- oe aS SE EO OP OOS 
per Favelers 120 ance ings. The year 1923 will, I believe, show see sical ieeaiia 
ring. The Ohio Shoe Travelers’ Association more of an equalization between prices Ste on ant On ies cael on ‘ 
tory held its annual dance on February 1, at and profit.’ : 0a) ‘ y 
Ap anaes Uncommon dark, this here ar’re in 
reat Hennick’s Ball Room, opposite the Ohio ———— But ’tain’t so bad as it might am 
t12. State University _Campus. This is the Shoe Man Installed as va : 
one big affair which is, held annually by Kiwanis Officer 
this association and which is never missed A big cyclone came along one day, 
by those members who delight to trip the The new officers of the Kiwanis Club of An’ the town was wrecked and 
light fantastic. As usual, when they wish Denver were installed at the weekly blowed away; 
to have their dance carried out in a pro- luncheon of the club at the Albany Hotel When the storm was passed we stood 
fessional manner, they selected Perry W. one day during the past week. M. B. around 
ey Smith as chairman, with J. J. (Jimmy) Wise, head of the M. B. Wise Shoe Com- And thought at last Old Finn had 
Kaltenbrun, Geo. A. Campbell, A. L. Car- _ pany, this city, was installed as one of the found 
lisle and W. A. Heim. new directors of the organization. The state o’ things he was buried in, 
air —_— __— About as bad as it could ’a’ been. 
ith Factories at Capacity Plans for New Shoe Store So we dug him out o’ the twisted 
/m. With a Blue Ribbon for style and dis- Drawn wreck, 
en- play of “Shukraft” footwear tucked safely Plans for the new Fontius Shoe Com- And lifted the rafter off his neck; 
away, H. S. Gump, salesmanager of the pany store have been drawn by Architect He was bruised and cut, and a sight 
‘the C. & E. Shoe Company is now confronted George H. Williamson. The building will to see; 
an, with the problem of turning out the goods be-erected sometime this year at Six- He was ruined, but he says, says he, 
and on those orders placed at the National teenth and Welton Streets, Denver, and With a weak look ‘round and a 
show for “immediate” shipment. As_ will be a three-story structure and one smashed-up grin: 
re- usual, there are a great many buyers who of the finest and most up-to-date retail ‘“’Tain’t half so bad as it might ’a’ 
Mr. wait until late to buy the new styles and shoe establishments in the entire West. been.” 
art- then expect immediate service on the new The five-lot site, which has a frontage of But. after all. it’s the like o’ Finn 
Mr. styles in time for Easter. This company 125 feet on Sixteenth Street and 100 on M wer this peters d fit fer livin’ in 
Mr. is leaving no stone unturned in their effort | Welton Street was leased more than a year Wins dies ens Geek dnd Oe am 
Mr. to make as quick shipment on all their or- ago by the Fontius Company. The alt y 
ler, a is possible to do so. building will be erected at a cost of $140,- It’s good to heer some old cuss hark: 
ns, e Lape-Adler Company is also work- 000. The Fontius people report that ‘Tin aun tte, on eit bas 
vell ing at capacity, turning out the Hi-Low business has shown an increase during ful : in iat 
brand of footwear made at the local plant. the past year and a steady increase from “Tai i“ h alf so bad as it might ’a’ 
J. The John Fenton Shoe Company, and now on is expected. The large store is een Sem Sedans Kio Whe 
ind the Riley Shoe Company are continuing necessary to care for the growing business Sh Tr ler 
on- their pace set several months ago, getting of the firm and it will be a credit to the rey 
out orders for the spring rush. Denver retail business district and to the 
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Ideas As Business Builders 


\ Repair Man Had Ideas, Put Them To Work and Now Has a 
Flourishing Chain of Shops 


A few years ago Benjamin W. Klein, who at that time operated a moderate 
sized shoe repair shop in Washington, took note of a little incident in his store 
and derived from it the big idea which in a short time made him a big business 


man 


A helper in the shop had emptied a case of accessories and momentarily left 
the empty case in the aisle. A customer sitting nearby reached for the case and 
tucked his feet inside it, remarking jocularly to Mr. Klein: “You ought to 
furnish private boxes for folks with holes in their sox. 


Somehow or other, this seemingly unimportant little quip left its impress in 
Mr. Klein's mind. From time to time the thought kept recurring to him that 
many more people would walk in for repairs to be made on the shoes they were 
wearing if only they could wait without their stocking feet being exposed to 


public view. 


About four years ago Mr. Klein put this idea to a practical test. He opened 
in New York a shop in which small booths with low partitions were ranged 
along the wall and the actual repair work was done in the window in view of 
passersby and customers. The idea proved a winner from the start. Mr. Klein 
now heads a company operating eight stores in New York with others in Brook- 
lyn, Springfield, Mass., and Chicago. A considerable extension of the chain is 


now contemplated for the near future. 
In the last two stores opened Mr. Klein has introduced an im- 


provement on his original booth idea. Large, roomy upholstered 
chairs are provided for the customers’ comfort. The arms of these 
chairs are extended to form a booth eff ct, with a swinging door at 
the end. There is a hassock in each. The above interior view of 
the Chicago store shows these chairs 


While working on the matter of improvements in repair shop 
equipment, Mr. Klein aimed not to overlook anything. One feature 
to receive his particular attention was the shine stand. He noted 
that many women avoided the old type of shine stand because of the 
uncomfortable climbing and the danger of skirts being caught and 
torn on the projecting footrests. He wanted to do away with this 
drawback and perfect an arrangement whereby shine customers 
might be seated in comfort and get up without fear of stumbling 
or getting polish on their clothes. As a result he worked out the 
plan shown above. In getting on and off the chair the customer 
does not pass the footrests, which are on the other side of the rail, 
as also is the operator of the electrical shine equipment devised by 
Mr. Klein. 


This is one of many big successful businesses that started with 
anidea. There are innumerable ideas of this calibre that have never 
been harnessed. Possibly the reader has one tucked away in the 
storehouse of his mind. If so, bring it out and look it over. It 
may mean more to you than your capital. 
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HAT After February First 
The New York Office of 
Our Three Mills Will 
Take Larger Quarters at 267 
Fifth Avenue, Just Around the 
Corner in The Burton Building. 





Mills at Paterson, N. J., 
Ramsey, N. J., 
Philadelphia, Pa. 


rT 





PATERSON KNITTING MILLS, INc. 


1140 BROADWAY-NEW YORK 


Our representatives are now calling 
on the retail trade for spring business 
and carry with them a full assort- 
ment of Women’s Full Fashioned 
Silk Stockings—both dipped and in- 
grain, plain or with open work and 


lace clocks. Also chiffons. We will be yb 
pleased to hear from stores other 
than our regular customers who are 





interested in seeing the Pat-Knit and 
Mutual-Knit lines for spring. 


MUTUALENIT Stock- 
ings are Full Fashioned 
to Fit. Made in all weights 
from the ever-popular chif- 
PAT-KNIT Stockings are fons to the wear-defying 12 
Full Fashioned to Fit of strand silk. All styles 
the finest ingrain Silk. Won- made with 4 ply foot with 
derfully lustrous and_bal- toe and heel extra rein- 
anced in weight. Extra forced by extra bang, otagte 
elastic tops. All seasonable Egyptian cotton. eason- 
shades. : able shades. 
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HE handsome ruggedness of Franklin 

Wool Golf Hose gives it preferred posi- 
tion. The distinctive patterns and colors 
add to make it a most responsive line to 
display.< It is luxuriously soft. 


The Complete Franklin Line 


Women’s stockings and men’s half hose in Wool and Silk-and-Wool ; 
seamless and full fashioned; in solid colors, fancy and heather mix- 
tures, with and without clocks. 

Men’s Wool and Silk-and-Wool Golf Hose 

Boys’ and Girls’ Wool Golf Hose 

Children’s Wool Hose in Black and Heathers 


Leading Wholesalers Sell Franklin 
SULLOWAY MILLS -- Franklin, New Hamp. 


E. M. Townsend & Co., Sole Agents 
345 Broadway, New York 
Boston Philadelphia Chicago 








Issue of February 3, 1923 





corder 


Boot and Shoe Recorder 


All that 
GOOD HOSIERY 
Should be--- 


with an extra 
Special Feature ! 


HOSIERY SECTION 


Radmoor Pyramid Heel Hose 


Hi sifted down to these four—Fit, Comfort, Beau- 

aay ty, Durability. Radmoor Pyramid Heel Hose 

is fashioned to the shape of the leg by a special process 

which assures perfect fitting. All parts fit snug. The 
double garter top is very elastic. 


9 i the requirements of good hosiery can be 
oN 


While comfort is the natural result of a perfect fit, it is 
increased by the seamless sole, which allows comfort- 
able walking. 


Pyramid Heel Hose has a seam and fashioning marks 
in the back, simulating in appearance hosiery knit by 
the “full-fashioned” method. Its special feature is the 
Pyramid Heel, a triangular splicing which is much more 
beautiful than the old square splice. 


Since 1792, when Radmoor Hose was first made in Eng- 
land, wearing quality has been its famous attribute. 


Gien Knitting Company 
21st and Lippincott Sts. 


Brown-Phelps Hosiery Co. 
2ist and Clearfield Sts. ote 
Lippincott Sts. 


NEW YORK 
Room 800 Burton Bidg. 
267 Fifth Avenue, at 29th St. 


SAN FRANCISCO 
Room 653 Pacific Bldg. 
Fourth and Market Sts. 


One hundred and thirty years of experience—in the 
same family—have perfected the present high quality 
of the product. 
STYLES AND COLORS 
1251—Lisle, 14 dozen boxes 
Colors—Black, White, Seal, Crane 


9967—Pure Silk and Fiber, % dozen boxes 
Colors—Black, White, Seal, Maple Sugar 


1200—Pure Thread Silk, 14 dozen boxes : 
Colors—Black, White, Seal, Navy, Lark, Polo, Crane, Silver, 
Moccasin, Maple Sugar 


1700—Pure Thread Silk, Heavy, 4 dozen boxes... . $15.50 doz. 
Colors—Black, White, Seal, Navy, Moccasin, Polo, Crane, 
Silver 


Prompt delivery of all styles direct to dealer. Order 
your samples today. Not returnable, but worth pos- 
sessing. 


Philadelphia, ; bfinn.. 


Pa. President and Manager 


BOSTON 
Room 1106 Dexter Bidg. 
453 Washington Street 
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Gorheelli ie 


SILK. “HOSIERY \ 








J 








ERE is what this splendid new silk hosiery offers you: A complete 
line of full-fashioned hosiery of the highest quality; unusual service 
ahd wear coupled with rich lustre and beauty; correct styles and 

colors; aggressive, powerful backing in the big national women’s mag- 
azines; valuable sales-aids and tie-ups for local advertising; the national 
good-will and reputation of Corticelli, makers of good silks for 85 years. 
Write our office nearest to you for details or for a stock. 


THE CORTICELLI SILK COMPANY, 


New York, Chicago, St. Louis, Cincinnati, Boston, St. Paul, Baltimore, 
Philadelphia, San Francisco 
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More Hosiery 
Sold Right 














SOLOS 











a the 
Retail Shoe 
Store 














A DEPARTMENT OF THE Boot AND SHOE RECORDER 
207 South Street, Boston 


The Difference Between Fibre Silk 
And Real Silk 


HE increasing demand for fibre silk hosiery 

brings to notice again the familiar vice of 

misrepresentation. Readers of this paper 
have been warned already to keep a sharp lookout 
for misrepresentation in silk hosiery, and they are 
hereby warned again to be especially on the 
lookout for fiber silk hosiery masquerading as 
pure silk. The manufacture of artificial silk 
yarns has made remarkable progress—so re- 
markable that artificial silk yarns are now. turned 
out which are very difficult to distinguish from 
natural silk yarns, even by people accustomed to 
handling them. 

Since artificial silk is frankly intended as an 
imitation of natural silk at a lower cost, it is a fine 
thing to achieve a perfect imitation so long as it is 
sold as such. But artificial silk has not the 
qualities of natural silk, and to palm it off as 
natural silk is simply barefaced fraud. As we 
have said before, if hosiery buyers will deal only 
with reputable houses they will avoid this kind of 
thing. In any case, as far as this particular form 
of misrepresentation is concerned, they have no 
excuse for being misled, because the difference 
between artificial silk and natural silk is easy to 
detect. 

Artificial silk is a vegetable product composed of 
cotton or wood cellulose. If a match is applied to 
a Strand of artificial silk it will burn quickly with a 
bright flame, leaving a clean ash. If a match is 
applied to a strand of natural silk it will burn 
slowly without any flame, giving off a smell like 


burned feathers and leaving a sort of gummy 
bulb where it leaves off burning. When the 
natural silk has been weighted with metallic salts 
—a very common practice—it will smoulder like 
punk and leave a red gritty ash. There are 
various simple chemical tests which can be applied 
to distinguish natural from artificial silk and some 
of these will be described in a later issue. In the 
meantime the burning test is sufficiently easy and 
reliable for ordinary practice. 





Skirt Lengths and Hosiery 


The extremely long skirts that designers tried so 
hard to popularize last season failed to register 
favorably, and for street wear for the coming spring 
the average frock or suit will be about seven or 
eight inches from the ground. 

This certainly means that hosiery will play a 
big and important role, and that the dressing of 
the foot generally, both in the matter of shoes and 
hosiery, will be of tremendous importance. The 
woman who is inclined to be a little careless in the 
fine points of her toilette may wear shoes and hose 
that are not quite up to a hundred per cent if her 
frock is of Street-sweeping length, so that merely 
an occasional glimpse of silk clad ankles is seen, 
but when the skirt is seven or eight inches from the 
ground, no matter what her careless inclinations 
are, run-over heels or stockings with “runs” must 
be taboo. 
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He gives to his selection of hosiery as 
much real thought as to his shoes 


UGGESTING hosiery to sell with the shoes 
S recommended for April to June selling, in 

the recent program announced by the joint 
stylescommittees of manufacturers and retail shoe 
merchants, is a difficult proposition, according to 
Percy E. Hart of Cammeyer’s, New York, who has 
built up one of the most progressive hosiery de- 
partments in an exclusive shoe shop in the coun- 
try. In the Cammeyer Stores, hosiery is one of 
the most important items and as much thought 
and care is devoted to its selection and purchase 
as there is to the Cammeyer shoes. 


«Multi-Colored Hosiery Promises Well 


Taking the program as printed in the Boot and 
Shoe Recorder of January 20, Mr. Hart suggested 
various types of hose to be sold with the shoes. 
The difficulty in sketching a hosiery program to 
accompany the shoe program, he said, lies in the 
fact that the coming spring season promises to 
develop into a “riot of color” in hosiery. He spoke 
enthusiastically of some recent lisle ribbed two- 
toned and multi-colored hose which blend well 
with almost any type of sport or street shoe. 
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Selections made for the Boot and Shoe Recorder 















Hosiery Styles That Go Well 
With the Spring Styles 


In Shoes 


By Percy E. Harr 
Of Cammeyer’s, New York City 





For (Conservative Welts 


Here are Mr. Hart’s suggestions: 

To accompany .women’s conservative welts, 
either of the strap or oxford type, black, brown, 
or tan silk to match the kid or calf in black, brown 
or tan are suggested. With both black and brown 
the camel hair shade also may be worn, as well as 
gray. The novelty ribbed hose in various shades 
to harmonize or contrast with the shoes also are 
suggested. 







For Fashion Welts 

For fashion welts the following are suggested 
in the order named in the shoe program: 

1. Tan calf—tan silk or fancy sport hose. 

2. Black kid or calf—black or gray silk or two 
tone hose. 

3. Patents—black silk—clocked or plain—pos- 
sibly sheer hose. 

4. White fabrics—white silk, with or without 
clocks. 


5. White kid or calf—same as for fabrics. 
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For Women’s Sport Welts 


Tan calf trimmed with ooze to blend or con- 
trast, largely novelty hose. 


Black calf trimmed with gray ooze—black or 
gray silk and novelties. 


White leathers or fabrics trimmed with patent 
—all white or white with black clocks. 


All over white with white trimmings—largely 
plain white. 


Medium tan calf brogues, instep saddles, etc., 
with rubber soles—mostly novelty sport hose. 


* * * 


For Women’s Conservative Turns 
Black or brown kid—black or brown hose to 
match, gray with black. 
Patent—Black silk with colored clocks, black 
clocks or plain, gray silk, possibly sheer. 


Whites—All white, clocked in white or con- 
trasting clocks. 


. 


* * * 


Women’s Fashion Turns 


1. Black satin—Black silk or sheer dark gun- 
metal. 


2. Patent—Black silk, light gray, or beige, in 
sheer hose. 


3. Black kid—same as for patent. 
4. White kid or calf—white silk. 


5. Colored ooze or kid—silk to match, mixtures 
of silk and cotton, and novelty lisle. 


6. Black ooze, plain or trimmed—black silk, 
gray silk. 
7._Brown kid or satin—silk in brown or camel’s 
hair shade. 
* * * 


Women’s Evening Slippers 


1. Plain satin and silk and satin brocades— 
silk hose to match the plain color shoes and to 
match the predominating color in brocades. 


| > Se. 
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. Silver brocades—silver or white. 
. White kid—all white silk. 
. Gold brocade—gold silk. 


* * * 


(Children’s Shoes 
With fawn or gray topped shoes, stockingsshould 


match. 


On oxfords and sandals, hosiery matches the 
predominating color of the dress, not the shoe. 


* * * 


eMen’s Shoes 
. Morro—hose to match. 
. Gold Brown Calf—hose to match. 
3. Lighter shades of tan—hose to match. 
4. Blacks—blacks or gray. 


(In men’s hose, colors are not as important as 
in women’s hose. Lisle promises to run strong 


this year.) 
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How 
_ ONE? 


No, indeed, it hasn’t—not so far as silk 
hosiery is concerned. 


ecause a oot may grow ona 7% 
B 9” foot may g 7144" 
ankle with a 10” calf or it may grow on a 


9” ankle with a 1614” calf! 


H And the woman who owns each of 


many legs has a foot? 




























these feet demands a faultless fit of her 
No. 9 hosiery! The hose must fit snug 
and wrinkless without being so tight as to 
break the thread, causing runs. 


That means you must sell her a hose 
fashioned—not stretched—to fit the aver- 








| iy : ; 
i zi age leg. 
| i ts Then, that hose must be of the strong- 
Hn . 
it est pure silk thread so fitted as to put that 
+ ti extra e-l-a-s-t-i-c-i-i-y into the hose which 
+3 Ha insures a snug fit without binding_or 
i a breaking. C 
a if Have you examined Quaker Full Fash- , 
3 ioned silk hosiery? 
‘i It will give lasting satisfaction to your 


customers and a lustre to your reputation 
as a judge of merchandise. 


: P. S.—One thing more—the I} 

H Quaker Wide-Top is knitted— L | L 
’ Top ~ 
: no 








not stretched—to an extra size 
above the knee giving extra com- 
Knee-Strains 


fort and wear. 





Full Fashion 
ed and 
e4-a-s-t-i-c 
Knitting Give 
Wrinkless 
Fit. 







Snug Fitting 
Ankle 


Slender 
Aristocratic 
Foot, 
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Chiffon hose which is as clear as a veil! 




























Anyone can make chiffon hose And yet they cost you no more 
but it takes experience, machinery than ordinary chiffon hose. (See 
and superfine silk to make— prices and colors.) 

—the kind that women want to buy. Deliveries today can be promptly 
made. 
—_ — And They Cost No More It’s Y p . 
- J L QUAKER J _ Examine any pair of Quaker t's sour rotection 
i nok CHIFFON Chiffon Full-Fashioned Silk Hose. Now note that the Quaker Trade- 
trains K HOSE } Note that they are clear as a veil mark shown below is also the trade- 
*Black Note, moreover, that they are ste . 
*Paris Cinnamon free from blemishes—no “picks ” —the mark of excellence either 
ae mo doeded streaks ia Quaker in window curtainings or in silk 
sal Chiffon. hosiery. 
ans nce 7 That is because we use the finest The Man Who Buys Now 
| are starred because oo of thread silk ever knitted Every indication is that a buy- 
|| important, mio Bowery er who makes his purchases now 
Price —$20 a dozen. —backed by new machinery and is buying at the low market. Al- 
= y ; } 
Terms—2-10-30 extra. the longest experience in the mak- ready raw silk prices have got- 
ing of this particular type of ten entirely out of harmony 
hosiery. with the finished product. 
QUAKER HOSIERY CO. 
Mills: Philadelphia, Pa. New York Salesroom: 358 Fifth Ave. 
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R. H. Fyfe & Co., Detroit 


One of the biggest things in the retail shoe busi- 
ness —ten floors devoted entirely to footwear. 
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N aturailly, you'd like to know 


When you see an outstanding success like R. H. Fyfe 
and Co., you wonder how they handle hosiery. They 
sell McCallum — nationally advertised for fourteen 
years —the complete line, starting with $2 and 
they push the $3 and $4 numbers. And Mr. R. 
H. Fyfe says: ‘‘We find in this market that the mere 
mention of the McCallum Make is all the assurance 
of quality and merit that our customers demand.”’ 


“You just know she wears them’’ 


McCa uly HOSIERY 
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MISS H. WETZEL 


She buys all the Hosiery for the five Shoe Stores run by C. K. Chisholm 

in Cleveland and Detroit and has built up a big business through her 

ability to get what people want and get it first. Read how she does it. 
(See Page 103) 
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ROLLINS ADVERTISING 
that ROLLINS Armor Plate 








THE SATURDAY EVENING POST 


HOSIERY 


For Men Women and Children 














Black that won't turn gray 
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You will buy Rollins Hosiery when 
you come to appreciate the superior 
quality the name stands for — such as 
is shown in stockings and socks that 
hold thei good looks throughout long 
wear 

You know by experience how often 
black stockings turn gray. Dresser 
drawers are full of hosiery of this sort 
—causing embarrassment if worn or 
extravagance if discarded. What a 
needless when it is so easy to 
get Rollins Hosiery -— stockings and 
socks that won't lose their rich, lus- 
trous black even after long wear and 
many washings. 


This feature —a result of the Rollins 
Pure-Dye process, perfected by our 
own chemists—is typical of the 
materials and wabumncliy in Rolhns 
Hosiery. Remember, too, that you 
are assured of clinging fit and the best 
of fabrics. 

Ask your local merchant for Rollins 
Hosiety. Sold direct from our mills 
through many thousand retail stores— 
in silk, mercerized, cotton and wool, 
with Rollins Pure-Dye in all colors. 
Be one of the milhons of men, women 
and children who know the great 
advantages of wearing this brand. 


ROLLINS HOSIERY MILLS 
ORMERLY DRS MOINES HOSIERY MULLS 


DES MOINES, IOWA 


Farvenes Mes Memes nd Bie ome 


AT EVERY 


Wty Che see gs Medinah Rll Demers :-s9 Lawmence Semser 
Sates Ones Se Homes, Som Pramcene, Seattle, Cleveland, Meme 
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ATTRACTS BUSINESS 
HOSIERY will hold for you/ 


© OLLINS Armor Plate is the kind of hosiery that reliable shoe mer- 

chants are glad to place in stock; the kind that they are pleased to sell 

i to their most fastidious customers because they know it lives up toa 

reputation for giving long-wearing satisfaction. They know that by com- 
parison the “comebacks” are fewer—much fewer. 


Millions of wearers have for years regularly purchased ROLLINS Armor 
Plate HOSIERY by name. Many of these wearers (and their number is rapid- 
ly growing) would like to buy their favorite ROLLINS style with;their shoes 
so as to insure the correct_color combination. Offer,them this service in the 
right way and you will find it to be genuinely appreciated. They’ll come 
back again and again. 


ROLLINS Armor Plate is a most complete line of staple hosiery sold direct 
from mill to dealer and nationally advertised. 


‘*Ways to Increase Hosiery Turnover”’ 


Is a book full of merchandising meat. It chronicles actual results 
secured by other merchants. A copy is yours for the asking. 


mOLLINS 
firmor Plate 
SI } RY 





ROLLINS 
Hrmor Plate 
HOSIERY 


ROLLINS HOSIERY MILLS 


DES MOINES, IOWA 
Warehouses: Sales Offices: 
Chicago Denver St. Louis Cleveland 
902 Medinah Bldg. 1759 Lawrence Street San Francisco Seattle 
Detroit 
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ROSAINE MEANS BEAUTY 


KEATS. 


“4 thing of Beauty is a Foy forever -- —” 


Beauty, Quality and Service are inseparably associated with Rosaine Hosiery 


No. 5755—The newest and best in all silk Chiffon Hose with a French 
Tailored Seam. A very dressy stocking, highly recommended for 
sheerness and durability. Colors: Black, Gun Metal, Dune, African, 
Ds. BU vnc ctcdcesisvecineedncscsccanes aeons 

No. 1210—A Twelve Strand Pure Dipped Dyed all Silk Hose. No 
better stocking can be made, no matter what the cost. Price $21.50 
No. 1209—This is the first popular-priced chiffon made in America. 
Its sheerness and durability is responsible for the success of Chiffon 
Hosiery today. Colors: Black, Gun Metal, Mode, Nude, Taupe, White, 
Gold*, African, Dune, Otter, Polo, Cinnamon, Gazelle, Greve, Flesh*, 


.. «$24.00 


Changre, Neutral, Med.”Gray, Fawn, Silver*, Bronze. * Evening 


wear shades for immediate delivery. Price 

No. 1212—A Full Fashioned€Chiffon Hose with an &-inch lisle top, 
silk foot. Colors: African Brown, Cinnamon, Gun Metal, Otter, 
Black, Dune, Med. Gray, Polo Gray, Bronze, Fawn, pee 4 


No. 5017—Pure dipped dyed Silk Hose with’8 inch[Lisle¥Top. This 
stocking is made of the finest material only and is anfestablished leader 
in its class. Out-Size Black, $18.00. , Out-Size, White, $18.00. sices 


ALL SHADES FOR IMMEDIATE DELIVERY 


osenhain Co. Inc. 
290 Fifth ele. New York Cily 
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Here’s One Woman Who Manages Five 
Hosiery Departments 


ISS H. WETZEL, of Cleveland, Ohio, is 
M demonstrating that some women, like 

some men, can go far in business. She 
has demonstrated her ability in business in the hos- 
iery departments which are maintained in all the 
Chisholm stores. Each and every hosiery depart- 
ment that she buys for is a profitable institution, 
with gross sales aggregating thousands of dollars 
annually and a turn-over that is most gratifying 
to the owners of the stores. 

Some might think that the task of watching 
tendencies in shoe models, shoe colors, looking over 
inventories, watching receipts and expenditures, 
examining piles of stock, etc., were not women’s 
business, that she ought to be more interested in 
dainty laces, silk ribbons, and exquisite frocks. 
But Miss Wetzel is not only dainty and charming, 
as all members of the feminine sex are supposed 
to be, but she has a good hard business head 
through which a steady stream of merchandising 
ideas flow. 


Buys and Manages Five Departments 


This is the reason why the hosiery departments 
of the Chisholm stores have prospered. She is 
buying hosiery for Chisholm stores at Euclid 
Avenue and E. 12th Street, East gth Street, E. 
4th Street and Superior Avenue in Cleveland, and 
for one in Detroit, Mich. It is a big job she has, 
but she likes to do things on a big scale. 

Asked for one of the most important reasons 
why she has been successful, she replied: 

“Because the customers like my stocks.” 

Pressed for the reason why they preferred her 
Stocks she asserted: 

“Well, the big thing in marketing hosiery is to 
buy early and have a complete line always on 
hand, and always beat your competitors to it.” 


Watching for New Styles 


Then she explained that when something in the 
hosiery line loomed big in the trade, she always 
endeavored to have it in stock ahead of her com- 
petitors and when she did this she usually had most 
of her stock sold before the others had their sup- 
plies laid in. 

“But how do you get this advance information?” 
she was asked and she replied that she reads the 
fashion magazines for styles and colors in dress 
and she gets styles and colors from shoe manufac- 
turers and traveling men. She makes three trips a 
year to New York, and now and then runs over to 


Boston to browse around, and out of these efforts 
she says she has been lucky enough to keep posted 
in advance. 

Another strategy that has been helpful to Miss 
Wetzel in building up trade has been that of hav- 
ing hosiery to match every pair of shoes on hand. 
This is not such a hard task as might seem. She 
first learns what the Stores are likely to buy, by 
sending down to New York in advance of the sea- 
son and getting color samples. She knows then 
what colors her store will have to buy. In her 
trips to New York she ascertains what models are 
coming out. Then she does her marketing. 


Traveling Men a Big Help 


Above all, one must keep in touch with the 
traveling salesmen. The are keen men, full of 
ideas and they know what is coming. It is their 
business to know, and they are always willing to 
help buyers out of dilemmas. The head of the 
hosiery department must always keep in close 
touch with the buyers for the shoe departments. 

Miss Wetzel has obtained excellent results for 
her departments through compensation paid shoe 
salesmen. Instead of paying them a commission 
on all hosiery that is sold through their suggestions, 
each salesman is paid a fee of 10 cents on every 
sale that is made to a customer turned over to 
the hosiery department from the shoe department. 

Another idea that must always be uppermost is 
that of having at all times a range of colors, models, 
and sizes that will enable any customer that comes 
into the shoe store to match her new pair of shoes 
with hosiery. She will appreciate her ability to 
do this without being forced to go around from 
Store to store in the city. 

The task of keeping adequate stocks on hand at 
all times would seem like another one for stronger 
shoulders than that of a woman, but Miss Wetzel 
has a sytsem that makes the job easy. § From the 
Detroit store she gets an inventory weekly of the 
Stock on hand and if any of the sizes or models get 
low through a sudden rush of business she gets a 
phone call. She keeps in daily contact with the 
Stores in this city, and from a central store-room 
she feeds out supplies to the chain of stores. 


Uses Leader as Stimulus 


One of the best business getters in Miss Wet- 
zel’s bag of tricks is that of bringing out for each 
(Continued on page 105) 
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ATTENTION! 
“Cho Sheerest Hosier 
this side of ‘& Paris ~ 
al Hal lf the Price 














For 1923 we offer you three full fashioned numbers, two of which stand out 
conspicuously as among the best hosiery of the times. 


(1) Our No, 2500. A Paris Clocked Hose, Frenchy and beautif- at, 'voking 
i all the world like those wonderful imported chiffons, and oniy half the 
ees sone teacaishbndaittilca aa ipietihdcalieahesieetcinasaa 


(2) Our No. 1000. This stocking is a beautiful, plain 42-gauge, all the 
way up sheer hose of pure thread silk, in many colors. Hundreds of Aiuesican 
Stores and Shops are using this hose as their standard, as are also some manu- 
facturers. We positively believe this hose to be unsurpassed in any eature 
that om to make a pooctiont and satisfactory hose for both seller 2..¢ wearer 


...$22.50 per dozen. 


(3) Our No. 100. A sheer silk hose with an eight-inch lisle top and sole, the 
most transparent full-fashioned hose manufactured to date. A Two-Dollar 


retailer LO CCU 





We will gladly forward a sample pair of each oy our numbers to any responsible 
shoe merchant, for his inspection. 


{DIRECT FROM MILL TO THE RETAIL SHOE MERCHANT. 
















































































* Sar at ie. hae oh Pie Be 


Issue of February 3, 1923 











Boot and Shoe Recorder 


HOSIERY SECTION 


White hose clocked in various colors and used to trim the windows of the three New York retail Stores of 
the Gotham Silk Hosiery Co., Inc. 


White Hose and White Shoes for Summer 


Winter 


esorts (onfirm the 


Fudg ment of Style Experts 


Rivieraasa winter resort for the fashionables 

or with Deauville, France, in so far as the 
establishing of styles is concerned; for we all know 
that the vogue for ginghams, organdies and other 
fabrics was launched at this now famous American 
winter resort and that one of the first high notes in 
the present vogue of colors was struck at Palm 
Beach when a society woman appeared in a wrap 
of emerald green and thus paved the way for the 
rainbow that followed. 

And so after one month of observation, the 
RECORDER is prepared to say that white is to make 
a gain notwithstanding the continuation of colors. 

All of the shops at this resort carrying the most 
extreme of fashions in the way of garments for 
women’s wear report that the business of the 
season has shown a marked preference for white 
in all of the purchases made by the exclusives. 

Naturally the high tide of color has receded 
since it has principal representation as a decoration 
for white grounds in many garments. 

Coats for cool days at the shore frequently worn 
to protect sheer costumes from the sea air are one 
example. White center, eight inches square is 
outlined with a one inch border formed by a 
widely spaced hair line in a variety of colors. 

Thus go per cent of the ground is white while the 
remaining ten per cent is apportioned to color. 

Similarly white hosiery of the novelty 
class is decorated with clockings in colors 
matching the colors chosen to decorate 
fabrics. Though the range of decorative 
is large, safety lies in the selection of what 
is known as jewel colors which are worn 
in the form of earrings and as a necklace. 


Pr: BEACH, Florida, now ranks with the 


As for footwear we confidently look forward 
for the largest sale of white ever known in the 
history of the shoe industry. 

For the present it only remains to say that 
cut-out oxfords are reinstated and that strapped 
slippers which suffered a brief eclipse from 
colonials are here again for a return engagement. 





Here’s One Woman Who Manages Five 
Hosiery Departments 
(Continued from page 103) 


season a leader in hosiery. It is always something 
of her own design, but she is broad enough to take 
suggestions from salesmen and traveling repre- 
sentatives of hosiery houses. 


Buys Every Three Months 


She buys every three months and finds it neces- 
sary to do so to keep abreast of the frequent 
changes. She watches her stock and when sizes 
and models move slowly, she closes them with 
special price inducements. 

The successful hosiery department should turn 
the stock five to six times a year. It must be done 
to get the proper return and to keep the price down 
to afigure that makesstock attractive to prospective 
patrons. To get this turn-over, one must watch 
what sizes sell the best. In her stores 9% and 10 
go the fastest and when ordering, these sizes pre- 
dominate. Colors are always played strongly. 
This season gray, otter, malay, and dark brown 
are going well. 

Attractive displays are another item that helps 
to build business and so is advertising. 


Issue of February 3, 1923 





HOSIERY SECTION Boot and Shoe Recorder 





eA Regular Part of ‘Recorder Service 


A WORD of explanation is in order. Quite a num- 
A: ber of our readers have written us asking the sub- 
g 5G ¥ scription price of our “‘New Hosiery Magazine.” 


This Hosiery Magazine—or Supplement as we call it— 
is a regular part of Recorder Service. Though involving 
some extra cost in its publication no charge is made to our 
regular subscribers who will receive it in connection with our 
first issue of each month. 


The increasing interest in Hosiery by so many progres- 
sive shoe merchants seems to require the more specialized 
treatment which the supplement allows. In coming issues 
we plan to cover all of the important points which arise in 
the selling of hosiery in shoe stores. Our chief purpose is to 
help our merchant subscribers to establish and conduct their 
hosiery departments on a sound and profitable basis. 


We urge you to write us regarding your problems—to 
let us help you in making your hosiery department the source 
of profit that it should be. 


BOOT and SHOE 


RE CORDER 


GREAT NATIONAL SHOE WEE 











+ 
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HOSTERY 


A BROADENED business, with lessened over- 


head and minimum inventories, is part of 


your gain through dependence on our real 
Merchandising Service. 


Gordon Hosiery, from Gordon Mills, provides un- 

P der one brand, merchandise to meet every hosiery 

Merchandise demand. And it is our fifty-year old policy to 

Service stand behind our customers with large reserve 
stocks of Gordon numbers. 


=—==<==<<<=<<-==S<2]=seS=e" ==. =< =—===—=—_= = = == 
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Our customers find it practicable to hold their 
hosiery inventories at comparatively low figures, 
and still maintain unbroken assortments, as we 
have seen to it that our service on fill-in orders 
has been kept always at a high degree of efficiency. 








Of course, the combination of small stocks, rep- 
resentative assortments meeting public demand, 
and Gordon’quality, results in rapid turn-over and 
consequently attractive profits. 


CS Ree er ae ee ee 


Gordon Hosiery, therefore, stands not only for 
dependable quality, but for a merchandise service 
which the dealer can capitalize and turn into ad- 
ditional profits. 








BROWN DURRELL COMPANY 
Gordon Hosiery - Forest Mills Underwear 
New York Boston 











) Established 1872 
GEeatiited ort 


Pure Dyed 
The H-600 quality for 


evening wear, or to 


stands for all that is 
best in a Lisle top, 
pure-dyed, silk stock- suit the preference for 
ing. The pioneer” or a stocking of pure dye 
original” pure-dyed silk from heel to toe. 

silk stocking. 





$d$¢4+$4¢4¢$44AAGH FS EH$ 444 $F$4 $444 44444ESHE 








Ore 


Issue of February 3, 1923 





HOSIERY SECTION Boot and Shoe Recorder 


. em, 
arte. 


























Lasting popularity for chiffons 


HE vogue for the sheerest effects in hosiery confronts the 
manufacturer with a difficult task. 


He must produce a stocking of the most fragile appearance yet, if it is 
to continue in favor, one that will compare favorably in wearing 
quality with those of heavier silk. 


This is accomplished in the Gold Seal Chiffons, beneath whose 
gossamer beauty there is all the strength and wearing quality of 
the heavier numbers in the Gold Seal line. 


No. 315 is a chiffon stocking that wins favor with its 
delicate beauty and holds it with satisfactory wear. 


Philadelphia Knitting Mills Company 
Sixteenth Street and Indiana Avenue 
PHILADELPHIA 
New York Office: 1270 Broadway 


GOLD SEAL Silk Stockings 


Quality first since 1889 
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IRON CLAD 


A Fine Ribbed Stocking with 
Triple Knee and Double Sole 


for Girls and Boys 


It is not often you find such a wonderfully fine wearing 
stocking as “Iron Clad” No. 17 at the price. It is 
truly.an unequalled value that will_make a big “hit” 
with your trade. 


Being a stocking of neat appearance, exceptional 
quality and generous length, “Iron Clad” No. 17 has 
been a profitable seller everywhere. 


“Iron Clad’’ No. 17 Put up Half Dozen 


of a Size to the Box 








Black, peeler lisle, fine ribbed leg, triple 
knee and double sole. 

Size 6, 6% Dozen $3.25 
Size7, 7% Dozen 3.75 
Size 8, % Dozen 

Size 9, 9%, 10 Dozen 

Size 10%, 1 Dozen 


Same in African Brown is No. 17 A. B. 


COOPER, WELLS & CO. 


250 Broad St. St. Joseph, Mich. 
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TRADE MARK 


FAMILY TAILORED HOSIERY 


***Tain’t no sense o’ frettin’ ca’se a man im’tates yo’ goods— 
Long ez he hab t’ foller yo’ tracks he ain’ apt t’ pass you!” 











During 1922 Wel- 
drest sales increased 
34 per cent—the best 
evidence in the world 
that the merchant who 
is building his busi- 
ness on the original 
quality stocking—Wel- 
drest—is doing more 
business day by day. 
And this 34 per cent 
does not mean 34 per 
cent new accounts, but 
34 per cent increase 
with the old custom- 
ers who started with 


us in 1920 and 1921. 


~ 


And the fact that sup- 
plies the clinching argu- 
ment is this, that in 1922 
we had more imitators of 
our Broad Flat Tailored 
Seam than at any other 
time. 


Remember the Broad 
Flat Tailored Seam _ is 
here to stay—not a fad. 
Remember also that qual- 
ity and a price that’s 
always right counts. 


The Weldrest Line now 
comprises Infants’ socks 
in mercerized and silk; 
three-quarter socks; fine 
gauge ribs; boys’ ribs; 
half hose; and ladies’, of 
course, in lisle, mercerized 
silk, silk plaited, wool, 
silk and wool and worsted 
face. A variety of num- 
bers can be had in broad 
seam or round seam, just 
as you choose. 


The Allen Hosiery Co. 


23rd Street and Allegheny Avenue 
Philadelphia, Pa. 


NEW YORK CITY 
Textile Bldg. 
295 Fifth Ave. 
PHILADELPHIA 
1009 Filbert St. 
BALTIMORE 
100 Eutaw St. 
DALLAS 
2103 Magnolia Bldg. 
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Merchants! Try This Sure-fire Stunt 


It sells shoes and stockings 


ERE’S an unusual, rather sensational window display idea that 
can be used by any shoe merchant. 


Living models, displaying the latest styles in Everwear Hosiery, were 
the hit of the Wisconsin Products Exposition at Milwaukee. Thousands 
craned their necks to see the demonstration. 


Everybody talked about the Everwear exhibit—just as they will talk 
about a similar display in your window. It’s your chance to put your 
store across in a big way as ‘‘Shoes and Hosiery Headquarters.”’ 


Write the Everwear Hosiery Co., Milwaukee, Wis., for suggestions. 
Give the size and shape of your window and other particulars. We'll 
help you ‘‘put it across’ in a big way. 


TPCT Se es 
osiery 
EVERWEAR HOSIERY CO., Dept. B-3, MILWAUKEE, WIS. 


BRANCHES—Boston, 110 Summer St. Chicago, 325 W. Jackson Blvd. San Francisco, 130 Bush St. 
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Will It Be Sheer 
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Hose for Easter? 


ew York (ity Retail «Merchants Seem to Feel That It Will Be 
Strong Again 


HAT do the New York shoe shops, main- 
\ N / taining hosiery departments, expect to 
sell in hosiery lines for Easter? 

First and foremost, in discussing this subject 
with a number of the Fifth Avenue and mid-town 
retail merchants, one is struck with the consensus 
of opinion that sheer hose will sell extremely well. 
New York retail merchants, almost to a man, are 
convinced that the demand for sheers, of the chiffon 
variety, is as Strong as ever and possibly will run 
much stronger just before Easter. 

With black still a strong color in women’s dress, 
and with patent leather, black kid, ooze, calf and 
gun-metal still selling well in footwear and prom- 
ising to run strong in the spring, black hose are 
considered first as the bulk sellers. 

Here is the way that one of the largest retail 
hosiery operators is figuring on sales to run and 
the way he has bought his stocks for pre-Easter 
selling. The colors run in the order named. 

Black, white, dark fawn, light fawn, gray 31, 
tan 2, pearl gray, gray D, tea gray and o otter. 








GILCO STOCKING 
SAVERS 
MAKE HOSIERY WEAR LONGER 


They can be easily attached by anyone. Just moisten 
the adhesive strip and hold in place for a minute and it's 
all done. 


Prolongs the life of any stocking, even though it is of 
the sheerest silk. 


They are made of a soft, long wearing fabric w hich hangs 
like a curtain in the heel of the shoe and “gives and 
takes” with the motion of walking, REMOVING ALL 
FRICTION. They also relieve the soreness caused by 
stiff counters. For use in Shoes, Pumps, or Oxfords. 


If your jobber doesn’t keep them, write us for sample 
and give us his name. 


THE E. T. GILBERT MFG. CO. Rochester, N. Y. 


Makers of the GILCO LINE 
of Stocking Drying Forms, 
for woolen hosiery and the 


lco 


Registered e 


Gilco Vest Frames 
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Colors suggested by others run about in this 
order: 

Gray in both light and dark in sheer hose is ex- 
pected to be a good seller not only for wear with 
gray or gray combination shoes, but with blacks. 
For this reason many of the retail shoe merchants 
are Stocking almost as heavily on gray hosiery as 
they are on blacks. 

Whites will run very strong—stronger this year 
than they did last year. This conclusion is based 
upon the fact that white shoes already are selling 
in good quantity, and to people that obviously are 
not Southern winter resort patrons. 

The fancy hose business, which is expected to 
bulk large in the summer, is not expected to make 
much of an impression before Easter. This does 
not mean, however, that the silk hose to be sold 
before Easter will all be of the plain variety. Ma- 
chine clocks and embroidered clocks are being 
Stocked heavily. Cut steel beaded clocks also are 
being bought now for selling in the next two 
months. 

One phase of the hosiery business that is ex- 
pected to run strong is the high colors to match 
sport shoes in colored kid. More than a few of the 
better class merchants find the call for colored hose 
to match shoes so strong that special individual 
dyeing plants have been put into the stores to 
meet the demiand. A line of some 30 odd basic 
colors gives the merchant the raw material for 
any shade. 

While‘the shoe stores, as a rule do not carry 
cotton hose, mixtures of cotton and silk in novelty 
hose are being fairly heavily stocked by several 
of the leading firms. These, together with some 
fine imported lisles, especially in two tone and 
ribbed effects, are designed for wear primarily 
with sport shoes. 





50,000 Pairs in One Month 


New York, Feb. 1. Selling 50,000 pairs of hose 
to women in a month is a feat of no mean pro- 
portions. It was accomplished, however, by the 
New York and Chicago stores of I. Miller & Sons, 
according to Irving Miller, who supervises the hos- 
iery operations of the stores. The hosiery sales 
run in were connection with the January clearance 
sale and began on December 26 and ended with 
the close of January. Three specials were put out 
by the concern in the big sale. 
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For speedy, positive action-- 
the new 


Repco Shoe 
Stretcher 


GHOE stretching is a little art in itself. 
The Repco Shoe Stretcher is designed 
scientifically and stretches shoes easily, 
quickly and without injuring them. 


The Repco Shoe Stretcher contains no 
springs, arrows or other troublesome parts. 


The blocks—shapely and carefully finished 





Repco Shoe Stretchers 
are made in nine sizes— 


No. 000 down to No. 6. 


Each stretcher is packed 
in an individual carton. 
Corn and bunion plates 
come with each stretcher 











—are made of fully seasoned maple and 
held together at the back by a strong steel 
hinge. The toggle-jointed mechanism is 
controlled by a square-threaded screw of 
large pitch. 


For up-to-date shoe stretching use the new 
Repco Shoe Stretcher. 


~ For Sale by Shoe Findings Jobbers. 


UNITED SHOE MACHINERY CORPORATION, Boston 


San Francisco Branch, 859 Mission Street 


J. K. KRIEG, 39 Warren Street, New York 
UNITED SHOE REPAIRING MACHINE COMPANY, Boston 


UNVUEOAOUEOUAUUOECUUUUAAEAO AREA 


will appreciate your mentioning the pubiicstion in replies to ainctmanin. 
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Get that Extra Turnover with 


HANNAHSONS 


FASHIONABLE FABRICS 


UU TT 


A BLUE RIBBON WINNER 


YHANNAHSoNS 














No. B876 $3.50 
IN STOCK FEB. 20 


B876— Black Satin Pump, Brocade Overlay, Panel and Tongue, 
Senses | Turn, 14-8 full Spanish heel, widths A to D, code 


y 
B874—As above with 16-8 Full Louis Heel, “code “Irene” 3: 30 


B808—As 876 except Imitation Turn and 14-8 half Spanish 
heel, widths B to D, code “Alice” $3.00 


A HANNAHSONS sales- No. B798 $3.25 


man is in your territory.  B798—Black Satin Cross Strap, 16-8 Louis 
No. B848 $3.85 4 ends he ‘ll d a noted leather lined, genuine turn, wets 5 D. 
~ 1 Black Satin Colonial, Brocaded Quarter . pet "a . —_ oa aioe . 
an ongue, Genuine Turn, 14-8 Full S h ) ) je 
heel, widths A to D, code ‘ ‘Bunny” vanien to as wee ints money 
B840—Same as above, except Imitation Turn, making Line. 
it 8 Half sae | heel, widths B to D, code 
~ ceecee GD 


Send for your copy af HAN- 


NAHSONS STYLE 
DIGEST 


No. B786 $3.10 No. B790 $2.15 
B786—Black Satin Wide One Strap, 9-8 Flap- hy: Ks 
per heel, rhinestone button, genuine turn, B790—Black Satin One Strap, Orchid lined, 
leather lined, widths, B to D, code “Clover” 14-8 Louis heel, widths B to D, code “ees 


$3.10 
B776—As above except imitation turn. . $2.75 B791—As above except with 12-8 Cuban heel 
code “Amy” $2.15 


HANNAHSONS SHOE CO. 
HAVERHILL, MASS. In Style 
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In Stock 
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colt, suede top 
Calf, smooth 


Side’ leathers, colors, top gra 


Genuine 


Kid: medion. black 
Kid, chea 


Paten 


Green Hide Sole 
No. 1 oak backs 
No. 1 oak bends, finders’ use 


Light native cows, for side up 


No. 1 buffs, for heavy u 
No. 1 Chicago City xalfeki 


= top grade 
Calf, smooth, black, top om. 


Side —— black, top — 


Chrome, patent sides and kip 


No. 1 oak bends, shoe mfrs.’ use 


Heavy Texas steers, for sole leather 

r leather. . 
Branded cows, for light sole leather 
randsidelea. .. 15 
ins for fine calf 


Kips for upper leather 
BA. hides lor sole leather.... . 


Upper Leather (Price Per Foot) 


w 


RRSSSSRSISSESES 


Sole Leather (Price Per Pound) 
eee 32 - = ae nee 


488 92@ .95 
98@ 1.05 
1.15@ 1.25 


(1913 Av.) 
$0.18 $0.52@$0. 55 
17 2 
aie So $0 
AS@ '50 
.80@ 1.02% 
65@ .80 
42@ 26 


Native steers, as used in sole leather, 


17% 
16% 
30 


Comparative Leather and Hide Prices 


46 
55 
-60 
-70 


Raw Hides and Skins (Price Per Pound) 
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Leather Trade Increasing; Prices Firm 


creasing from day to day as shoe 


r I VHE volume of leather business is in- 
manufacturers begin cutting on their 


orders. The settlement of labor disturb- 
naces in most shoe centers where trouble 
existed is a most encouraging sign.. The 
price situation is not an obstacle to trading 
and, unless untoward circumstances inter- 
vene, which are not apparent now, there 
is prospect of tanners making up some of 
the gigantic losses of the past few years. 


Leather Market in Healthy Condition 


The leather market shows more sta- 
bility. It is not affected by inflation and 
at present hide and skin values, there is 
not more than a reasonable profit in the 
finished leather. Shoe manufacturers will 
find it difficult to turn out some grades of 
shoes at the prices which were named last 
year, because of the absence of large bar- 
gain and liquidation stocks of leather. It 
is fortunate for both the shoe and leather 
trade that such leather stocks no longer exist 
for they had a most demoralizing effect 
generally, representing false values which 
could not be maintained. 

The outlook is for a continuance of the 
present basis of leather values for some 
time to come. The sole leather market is 
firm and active and the prospect is for 
slightly higher prices rather than lower. 
Heavy leather is wanted and buyers are 
meeting quotations without demur, al- 


though purchases are still close to needs. 
Some of the larger manufacturers buy on 
contract, as usual, for regular delivery. 
Desirable sole leather receipts are shipped 
out as soon as they arrive from the 
tanneries. 


Some Improvement in Calf 


Upper leathers are not as active, yet 
improvement is noted as shoe manufac- 
turers become busier. Some shoe facto- 
ries which have been operating at low 
schedules are now running at full capacity 
on large orders received from wholesalers. 
The tone of optimism now apparent in the 
shoe trade can only mean a large volume 
in practically all upper leathers at an early 
date. 

In calf leathers the demand is still for 
heavy and plump weights, but the inabil- 
ity to get such weights in event of large 
demand will necessitate turning to me- 
dium and lighter weights. There is an 
excellent call for one of the lighter weight 
calf skins, resembling kid in finish. This 
leather is durable and suitable for a man’s 
high grade shoe as well as a woman’s. The 
top selections of chrome calf in colors 
bring 45c to 48c per foot, medium 40c to 
42c, and 32c to 38c for lighter and lower 
grades. There are also cheaper selections 
and job lots available at 20c to 30c. A 
good call continues for suede leathers, the 
top selections in fancy colors bring from 


55c to 65c per foot, medium grades 45c to 
50c and cheaper grades around 40c. Suede 
is so staple in the highest gradesof women’s 
shoes as to insure a good demand most of 
the time. 


Fair Call for Side Leathers 


Side upper leathers are improving in call 
as the season advances. The active de- 
mand for buck in colors and white is 
noticeable at prices ranging from 32c to 
44c per foot for white and colors. The 
heavier side leathers for men’s shoes are 
quoted at from 20c to 30c per foot, in- 
cluding veals, kip and elk, the better 
grades of smoked elk, bring from 34c to 
44c, according to tannage and selection. 
The calf finishes of side are in demand at 
prices ranging from 28c to 32c. Snuffed 
sides are wanted for volume production, 
bringing from 14c to 22c. 

Patent leather bids fair to continue an 
active feature of the market for 1923. 
The volume of the past year was the largest 
for many years. Tanners and japanners 
still have ample orders on hand to keep 
them busy for months. There is no change 
in prices, with top grades of patent kip 
bringing 45c to 50c per foot; patent sides, 
45c to 48c for No.1; 40c to 43c for No. 2, 
and 35c to 38c for No. 3 grade. Tanners 
are having no difficulty with prices and 
ability to fill orders is the principal con- 
cern, that is, on the reliable leathers. 
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S Layers )))/ Si 
; - Z Back oF THE HBEL—Eleven layers 
of heavy duck ana highest grade 
rubber make this one of the strongest 
points of the whole boot. 











“Extra heavy Flange sole 


Tue sotae—A thick, single layer 
of the finest, toughest high-grade 

. dis flange shape means 
extra protection and wear. 








tus annis—Here the “U.S.” 
Boot has an extra “collar” that 
runs all the way round the Ieg, 
and on top of that is oulcanined 
a heavy side-stay. 








THe INsTEP—A series of gradu- 
ated reinforcing layers in the 
instep combines unusual flexibule 
ity with surprising sirength. 











CAS 


In the 4 places where the strain 
is hardest “U.S.” reinforcements insure extra wear 


At the heel, the instep, the The diagrams above show 
ankle orthe sole. It’satone you just how “‘U. S.’’ Boots 
of these four places that the = are built. Theirconstruction 
strain on a boot is hardest. is the result of 75 years of ex- 
perience in boot making. 


That’s why the makers of 
**U. S.”’ Boots have built a In the big “U. S.’’ line 
strong system of protection there is every type of rub- 
into these points of hardest ber footwear. In stocking 
**U. S.’’ goods you are iden- 
tifying your store as the 
home of the best in water- 
proof footwear. 


wear. 


From 7 to 11 extra layers 
of fabric and tough rubber re- 


inforce every pair of ‘‘U.S.”’ 
Boots at these four places. United States Rubber Company 


‘US’ Boots 
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Crude Rubber Prices Continue to Climb 


The Overshoe and Rubber Boot Situation Remains Unchanged—Wage Raises 
and Full Time Schedules—A British-American Conference 


and a bit annoying to buyers just 

now. However, without crude 
rubber, it would be impossible to have 
any rubber footwear, and a short talk 
on the subject may be interesting to our 
readers. 

On October 12, 1922, rubber was selling 
at around 14 to 15 cents—-then the news 
of the restrictions came from London and 
immediately rubber began to advance 
until last Saturday's closing at 34 7-8 and 
35 cents asked as to holder for spot and 
February 354% a 35)%4c for March, 36 a 
36\c for April-June and 37 a 37\Mc for 
July- December. 


(=: rubber is very “ambitious” 


Speculative Element Strong 

In the trading, which is said to have 
involved a rather large tonnage, the 
factory buyers seemed to have stepped 
aside, leaving the market to the specu- 
lative element. The technical position 
has been greatly improved by the shaking 
out of weak holders here and in London, 
and consideration of the possibility of a 
renewed upward movement of prices is 
held in some directions to be not unreason- 
able. In addition to the strong London 
advices in the late morning Singapore 
became steadier. That market made no 
firm offers, but intimated that with an 
order in hand 184d might be done on 
standard ribbed sheets for February- 
March shipment. 

The recovery in standards stiffened the 
market for the lower grades of plantations. 

The big rubber companies are in the 
New York market every day, for there is 
such a tremendous amount of rubber used, 
not for shoes, alone, but for the hundred- 
and-one other articles into the construc- 
tion of which crude rubber enters. 


** Hands Across the Sea.” 


On January 19, British rubber planters 
and American rubber manufacturers held 
a meeting in New York for the purpose of 
seeking some way of adjusting the rubber 
situation, so that a price level equitable 
to both groups might be arranged. 

The British planters, Sir Stanley Bois, 
Eric P. Miller and B. J. Burgess, repre- 
sent the Rubber Association of London, 
a group of planters controlling 70 per 
cent of the world’s rubber supply. The 
American manufacturers represent the 
Rubber Association of America, whose 
membership is responsible for 70 per 
cent of the world’s rubber consumption. 


American Committee 
The American committee is made up 


of H. Stewart Hotchkiss, vice-president 
of the United States Rubber Company; 
B. G. Work, president of the B. F. Good- 
rich Company; William O'Neill, of the 
General Tire & Rubber Company; C. W. 
Litchfield, of the Goodyear Tire & Rubber 
Company; F. H. Brown, of Meyer & 
Brown, Inc.; William P. Pfeiffer of the 
Miller Rubber Company, and Horace De 
Lisser, of the Ajax Rubber Company. 

The Department of Commerce was 
much interested in the conference. 


Work of Conference 


The work of the conference began with 
an exposition to the visitors of the con- 
ditions surrounding the rubber manu- 





Why Not Initial 
Customers’ Overshoes? 


Touching upon that matter of 
marking overshoes or rubbers, so 
that they will not get mismated in 
the coat room shuffle, some one 
suggests that pads be slipped into 
the heel seats of each pair and that 
the name and trade mark of the 
maker be embossed on each heel 
seat, the same as on sock linings of 
shoes of leather. 

Another suggests that top facings 
be used in overshoes as in leather 
shoes, while another advises that 
those initial tapes, or tapes with 
initials on them, such asthe notions 
stores sell, be sewed into arctics. 

And a matter-of-fact fellow says 
that he marks his initials in his 
rubber footwear with indelible ink, 
and that no other person gets his 
rubbers from the coat room with- 
out knowing it. 











facturing industry in this country. In 
their turn the British committee put 
before the American manufacturers a 
thorough outline of the situation in 
England and its colonies. 
Fighting Rising Prices 

The American manufacturers have 
no expectation of appealing to Wash- 
ington for assistance. There is a feel- 
ing of certainty among them that a full 
demonstration of the situation in this 
country will go a long way toward clearing 
up the present difficulties. 

Their interests are first to insure the 


rubber industry against any reduction of 
production and second to arrange a price 
which will be equitable to all concerned in 
the production, manufacture and _ ulti- 
mate sale of rubber and still keep the 
price within bounds for the consumer. 
The British commitee is authorized 
only to report back to the Rubber Associa- 
tion of London. It is possible, however, 
that the association may appeal to the 
authorities for Ceylon and the Malay 
States, which imposed the restrictive 
export tariff on rubber, to repeal it. 


Far Eastern Tariff 


The tariff was originally placed by 
the colonial governments as a result of 
the British growers’ appeals to the 
Government. At the time, they had 
been caught in a falling market and were 
faced with grave financial losses. In 
this situation the plantation owners 
asked Winston Churchiil to intervene 
to save them and the Stevenson plan, 
put into effect in Ceylon and the Fed- 
erated Malay States, was the result. 


No Need for Protection 


The American manufacturers pointed 
out to the British that there really is no 
need for the protection which the tariff 
provides, but that it will actually work 
considerable harm by decreasing produc- 
tion to such an extent that the supply will 
not equal the demand, which is already far 
above any requirements during the past 
four years and is expected to continue its 
growth. 


Stevenson Plan Explained 


Under the Stevenson plan, as at pre- 
sent enforced, the export is practically 
limited to 335.000 tons yearly, which is 
60 per cent of the production over a 
period of twelve months specified in the 
plan, as long as the rubber is selling 
at a figure no greater than 27c a pound. 
If a price greater than this is main- 
tained over a three-months period, the 
permissible export is to be raised to 
65 per cent or as much higher as the 
demand for the product at the mini- 
mum 27c price warrants. Exportation 
in excess of the specified figure is con- 
trolled by a system of taxation, in- 
creasing tariffs being charged against 
the amounts in excess of the figure set by 
the government. 

The concern of the American manu- 
facturers is that this system will tend 
to decrease the productive capacity of 
the plantations. 
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in Every Way 


The MENIHAN ARCH-AID proposition is forging steadily to the fore. 
There are many reasons for its onward, upward sweep. 


First, there’s the MENIHAN ARCH-AID SHOE—scientifically and stylishly 
correct. A shoe that gives firm, resilient, dependable support to feet that need it. 
An arch shoe that IS an arch shoe—the best that genius can conceive. Second, 
it’s a shoe that is beautiful and up-to-the-second in looks and craftsmanship. A 
shoe that sells to any woman, anywhere, on its merits alone, whether judged by 
arch ease, quality, style or goodness. 


Then—there’s the MENIHAN ARCH-AID SALES PLAN. 


We don’t put the burden of success wholly up to the merchant. We virtually 
insure his success in advance. Our 50-50 co-operative merchandising proposition 
means SALES and MORE SALES from the start—plus BIGGER and SAFE 
PROFITS. 


You don’t have to fight the battle alone. Back of you—till the cows come home 
—stands this big, powerful MENIHAN ARCH-AID organization—alert, 
enthusiastic, always on its toes, chuck full of vigor and pep—ready AT ALL 
TIMES to HELP YOU with its Efficient Service, backed by Experience and 
Knowledge. 


MENIHAN ARCH-AID SERVICE never stops. One big feature is a dependable 
IN-STOCK RESERVE of the styles you need to fill in the daily gaps. Just 
100 per cent co-operation all the time. 
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Investigate this proposition—don’t hesitate—don’t wait. 


The chap across the way may be writing today. 
Every day the inquiries are coming faster and faster. 
Better make it snappy! 


Write—or wire— for information. 














MANUFACTURERS & DISTRIBUTORS 


Rochester MVOC 
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The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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BROOKLYN 


Factory Output Largely Increased 


Strap Models Lead in Popularity for Spring Selling; Lower 
Heels Developing 


ROOKLYN factories in the main 

are well supplied with orders for the 
next two months. In many cases there will 
be some difficulty in making deliveries on 
time, according to leading manufacturers. 
A larger volume of business was booked 
at the Chicago shoe, than for the past two 
years previous, and this business, together 
with the active buying that has been done 
recently, has placed the Brooklyn makers 
in a strong position. 

The prediction made toward the close 
of last year, that strapped models would 
lead in spring selling, has been fulfilled. 
In fact so strong have straps returned in 
the new business, that many of the manu- 
facturers here report fully 80 per cent of 
their orders calling for strapped shoes. 
Tongues are ordered sparingly and then 
chiefly in combination with a pattern in 
which the tongue forms a component part. 
Strapping carried around the instep in 
saddle effect and ending in a small tongue 
are good sellers with some manufacturers. 


Cut-out Patterns Popular 


Most of the strapped models are cut 
out at the side, chiefly in the lattice effect 
and both one and two strapped models are 
popular. The side cut-out oxfords also 
form a large portion of the business in some 
factories. Patent leather is a favored lea- 
ther for these, but some of the orders call 
for fawn and gray buck or ooze. 

Orders for white are coming in stronger 
almost daily. White kid appears to be 
leading with most manufacturers, and in 
the majority of cases some colored trim- 
ming is being used. 

Lower heels are developing in Brooklyn 
made shoes. The present trend is in 


marked contrast to last fall when 14 to 
16-8 heels were in the preponderance. 
Many 10-8 and 12-8 heels are now being 
made and there is a definite trend toward 
slightly broader bases on the heels. This 
is explained by manufacturers, as a reac- 
tion against the discomfort caused last 
fall when women changed from the ex- 
tremely low heels to two inch heels. The 
present trend appears to be toward a com- 
promise between the two. 


Good Volume on Black 


Despite a trend toward more color in 
spring costumes, the volume of business 
on black shoe remains at a high figure. 
Patent leather is still demanded and black 
kid and gun metal are frequently used. 
Black satin also is strong. The newer 
leathers are the gray or fawn ooze or buck- 
skin. Some gray or fawn satin is used, but 
it forms only a small part of the business. 

One firm is doing a good business on a 
side cut-out oxford of black ooze and black 
satin combination. 

A new model seen last week combines a 
quarter and heel of black patent with a 
vamp of tan kid. Combinations appear 
to be making considerable headway. 


Brooklyn Show In May 


Plans are being completed for the Brook- 
lyn Style Show, which probably will be 
held inthe Hotel Commodore, Manhattan, 
some time in May. A definite announce- 
ment of the exact date is expected in the 
near future. L.C. Doremus, of the George 
W. Baker Shoe Company, and Emil 
Strassburger of Strassburger-Stiles, Inc., 
are heading the committee on arrange- 
ments. 





PHILADELPHIA 


Good Prospects for Increased Business 


Industrial Activity Grows and Is Reflected Accurately in 
Shoe and Leather Business 


UE to the extremely favorable 
weather for construction work, the 
demand for building material has been 
very brisk. Manufacturers, jobbers, and 
distributors all report heavy sales. Brick 
manufacturers have plants working at 
full speed to take care of work contracted 
for at the close of last year and so far this 
year. The demand for hollow tile is good, 
dealers being just about able to meet the 
demand. Lumber, window glass, builders’ 
hardware, roofing tile and tin are all selling 
well. 


According to K. M. Coolbaugh, sup- 
erintendent of the State Employment 
Bureau, there is a better demand for good 
salesmen in Philadelphia than at any 
time in the last two years. Dyeing plants 
are unable to secure sufficient help. 
Draftsmen are scarce. Farmers in the 
vicinity of Philadelphia are anticipating a 
shortage of competent help in spring. 
Demand for workman in the automobile 
and allied industries is very strong. 
Painters, varnishers, upholsterers, wood- 
workers, and repairmen are in this class. 
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Department Store Business Good 


Wool is very active. Carpet wools are 
the leader. Sales are being made at top 
prices without trouble and dealers say 
there is a very strong tendency towards 
an advance. 

Departr ent stores report business so 
far this year’ running ahead of business 
this time last year. With very few 
exceptions all lines are moving nicely. 
One of the largest advertising agencies in 
Philadelphia says that it is adding as 
many new accounts now as it ever did. 
This agency takes this as an indication 
not only of better business at the present 
time but of a belief that business will 
continue on its upward trend. 


Market Flooded With Buyers 


John C. McKeon, of Laird Schober and 
Co., reports the market flooded with 
buyers returning from the convention. 
They are asking mostly for novelties. De- 
mand for staple lines is comparatively 
quiet. Straps are leading, with tongues in 
fair demand. 

Mr. McKeon is of the opinion that the 
shoe trade has reached the position where 
it is going to forget straps, tongues, and 
other specific styles in shoes and make and 
sell beautiful shoes as such. As long as 
the shoe is beautiful, whether it is a strap 
or a tongue or whether it is this or that 
does not matter. The beauty of the shoe 
is the only thing which will matter. He 
thinks that this trend has been growing on 
the retail merchant for some time. He 
says the trade has now come to the point 
where women come into the shoe store 
much in the same way they go to buy a 
hat. They do not know what they want. 
They do not ask for any particular style 
of hat but look around and when they see 
a hat that is good-looking and becoming 
they buy it. In the same way they are 
now not asking for straps or tongues but 
are looking for beautiful shoes. 


Tendency Toward Sport Effects 


Mr. McKeon reports quite a tendency 
towards sport effects to fit in with the 
knickers and sport suits which it is 
expected will be very common in spring. 
This factory is working one hundred per 
cent. Prices will remain unchanged 
though it is reported there have been some 
advances in New York. 

In the opinion of Mr. McKeon one of 
the important results of the recent con- 
vention was the probable moving forward 
of the date of the convention to the 
beginning of the ordering season so that 
the trade will not have to sit round 
waiting for the end of the style show before 
getting down to brass tacks. The slogan 
“Walk and Be Healthy” is very heartily 
supported by Mr. McKeon who thinks it 
will go a great way in overcoming the 
great decrease in the consumption of shoes. 
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Where to Buy 


Women’s Shoes 

















BLEECKER STYLES 
Are the last word in footwear 
for stylish women 
























Phillips-Cram Corp. 
Makers of 
Women’s Turn 
Slippers 
276 River St., Haverhill, Mass, 


Boston Office 
207 Essex Street 
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FERN & POOR CO., Inc. 


Manufacturers 
Newburyport, Mass. 


Women’s Turn 
Comforts 
Boots & Slippers 
for the wholesale trade 


































E. A. & M.C. Witherell Co. 
Manufacturers 
Women’s Turns 
Boots dnd Slippers 
Factory 
Haverhill, Mass. 


Boston Office 
Rice Bidg. Room 406 





















FINE TURN NOVELTIES 
We are now prepared, in our new factory, 
better footwear, quicker deliveries and in- 
creased service. 


Latest models, all leathers and satins. 
FELSTINER-O’CONNELL SHOE CO. INC. 
162 Winter St., Haverhill, Mass. 




















FASHION FOOTWEAR 
Women’s Fine Turns and Novelties 
Our new models for Spring are attracting most 

favorable attention. 
Hand turn slippers and pumps in the latest 
designs and finest leathers. 
TESSIER & BOWDOIN 
2 Washington St., Haverhill, Mass. 








—— 


7 
STOCKBRIDGE SHOE COMPANY 








HAVERHILL, MASS. 
SU SAS 




























The WESTCOTT-WHITMORE CO. 
Syracuse, N. Y. 
In-Stock Specialists of 
Women’s Shoes. Party 
Slippers and Novelties 
Write for Catalogue 
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Factory Booked Ahead 


Shipley & Vaux Shoe Manufacturing 
Company report they are booked so far 
ahead that they cannot take any orders 
for delivery before May. They have not 
changed their prices in the last three 
months. Patent leather and gray com- 
binations are the best sellers. The coming 
season will be a good sport season. 


Glazed Kid Trade Quiet 


Keystone Leather Company report the 
glazed kid trade as being quiet. The shoe 
business is good due to the Easter demand, 
but most of it is for patent leather and 
not glazed kid. Prices are very high. 
This firm states that if it had to pay 
today’s prices it would have to get ad- 
vanced prices. 

The Standard Kid Company reports 
more suede being asked for than can 
possibly be manufactured. Black glazed 
kid has fallen off in demand but its 
recovery is expected. 


New Stores Opened 


The John Bright Shoe Stores Company 
reports the opening of several new stores. 
They are located in Pensacola, Florida, in 
Baltimore, where they now have two 
stores, in Youngtsown, Ohio, and in Troy, 
New York. This firm has stocked all of 
its stores with all sizes in anticipation of a 
very good demand in spring. Green 
stitching and pink stitching are going very 
well. This firm reports that its arch grip- 
per shoe, a shoe with a flexible arch and 
an anatomic heel, is selling very well. It 
is made in kid and in light-weight calf. 


Hanover Stores Sales Good 

The Hanover Shoe Stores report sales 
running ahead of this time last year, 
Ninety per cent of their shoes are high 
shoes. Brown is selling best. Brogues are 
expected to sell as well as ever in spring. 
This company is departing somewhat from 
its tradition in that it is stocking fancy 
shoes. It has stocked for spring sales more 
fancy shoes than ever in its history. Some- 
time in April the store of this firm, at pre- 
sent located at 1030 Chestnut Street, will 
be moved to 1016 Chestnut Street, where 
it has secured larger quarters. 

Sorosis Shoe Store to Move 

After doing business tor 25 years at its 
present location, 1314 Chestnut Street, 
the Sorosis Shoe Company will move soon 
to other quarters. The building it at 
present occupies will be torn down and a 
15-story building erected in its place. 


Shoe Travelers’ Banquet 


The seventh annual banquet of the 
Philadelphia Shoe Travelers’ Association 
was held in the City Club on Friday night, 
January 19. The following officers were 
elected: 





James L. Scanlon, President; Paul Lip- 
pincott, First Vice-President; George 
Drysdale, Second Vice-President; Frank 
Straub, Third Vice-President; William F. 
Schoell, Secretary and Treasurer; and 
Arthur C. Earle and George W. Wiese. 
members of the board of governors. Re- 
ports were made by the respective chair- 
men of the employment, welfare, member- 
ship, publicity, and entertainment com- 
mittees. It was decided to issue a monthly 
pamphlet containing news of the local and 
national organizations. Delegates to the 
Chicago convention also reported. Wil- 
liam Delameter, of the Grieb Shoe Manu- 
facturing Company, spoke on trade con- 
ditions. He said that at the show the one- 
strap pump seemed to predominate. 
Sport shoes of every conceivable descrip- 
tioa and combination were there. He 
stated that the shoe business today is 
pretty much of a gamble with one man’s 
guess as good as another’s. 

The employment committee, which 
works confidentially, reported that it had 
secured new lines tor a number of sales- 
men who wanted to make changes. It also 
secured salesmen for a number of factories, 

The welfare committee wrote a num- 
ber of letters of condolence during the 
past year, sent flowers and other gifts to 
the sick, and attended to the business af- 
fairs of some members while they were in- 
capacitated. 





Leather Man Elected Cham- 
ber of Commerce Head 


Charles P. Vaughan, president of Dun- 
gan Hood and Co., has been elected Presi- 
dent of the Philadelphia Chamber of Com- 
merce. He was vice-president of the 
Chamber, chairman of the Membership 
Committee, and a Director for a number 
of years. Mr. Vaughan was born in Maine 
and started in the manufacture of leather 
machinery there with his brother, Ira 
Vaughan. He came to Philadelphia fre- 
quently to sell machinery. Later he and 
his brother purchased Dungan Hood & 
Company and moved here in 1902. He 
is a member of a number of clubs. 


Wholesale Shoe Trade Good 


Porter and Campbell, Inc. report trade 
very good, but collections only fair. Low 
shoes are selling way ahead of high. Prices 
remain the same. Central Shoe Manufac- 
turing Company reports the outlook for 
spring business very good. Grieb Shoe 


Munfacturing Company reports one and - 


two-strap pumps selling exceptionally well. 
Patent leather is strong. Suedes, both 
black and brown are good. Fancy cut-outs 
are popular. Gray suede is in good de- 
mand, but is very scarce. Prices remain 
unchanged. White shoes are being bought 
freely. Combinations are good. Keystone 
Shoe Company reports receipt of good-sized 
orders. 
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ROCHESTER 


Clearance Sales Still Hold Sway 


Advance Showings of Spring Styles Few in Number—Two 
Stores to Move Soon 


LEARANCE sales marked the activi- 
ties of local shoe stores during the 
past week. 


W. E. Miller is holding a clearance sale 
to clean up odds and ends before moving 
to the new store on East Avenue; as is the 
local W. L. Douglas store which will move 
from its present location on Main Street 
to 58 State Street. 


McCurdy’s are featuring a final mark- 
down sale in which women’s highest grade 
footwear is offered at $7.45 and $8.45. The 
E. H. Bringley Boot Shop is holding a pre- 
inventory sale in which all women’s foot- 
wear is marked at $4.85, $5.85 or $7.85. 

Duffy Powers Company feature an ad- 
vance exhibition of women’s footwear 
priced at $5.50 and $6.50. Gould, Lee and 
Webster are holding a semi-annual stock 
reducing sale in which all men’s, women’s 
and children’s footwear, except corrective 
shoes, are marked at prices to bring quick 
sales. Women’s street and afternoon foot- 
wear are priced at $5.85 and $6.86. Men’s 
oxfords and high shoes range in price from 
$3.85 to $6.85. 

Wm. Eastwood & Son Co., are featuring 
an advance sale of new spring oxfords at 
$6.50 and a final clearance on slippers in 
patent, suede and black satin, at $5. 


Rochester Merchants Meet 

Don J. Burke, new president of the 
Rochester Retail Shoe Dealers’ Associa- 
tion, took up the gavel of authority at the 
weekly meeting held at the Chamber of 
Commerce, on Tuesday, January 23, and 
was greeted by the largest attendance that 
has been present for many years. 

In outlining his plans for the coming 
year, President Burke stated that he felt 
that if the association was to grow and 
benefit its members it was essential that 
every shoe man in the city become a mem- 
ber and that every member attend the 
meetings. 

To stimulate more interest in the meet- 
ings, President Burke suggested, instead 
of holding a noon meeting every week, 
that a monthly evening meeting be held 
at the Powers Hotel, at which speakers of 
prominence in the shoe industry, should 
be invited from time to time, and round 
table discussions of styles and problems 
also be featured. 

In recognition of the election of John 
Slater as president of the National Shoe 
Retailers’ Association, a resolution of con- 
gratulation was adopted and Mr. Slater 
was unanimously elected an honorary 
member of the Rochester Retail Shoe 
Dealers’ Association. 





BOSTON 


Hub Merchants Say Gray for Spring 


Much Overshoe Buying—Massachusetts Retail Shoe Mer- 
chants Will Hold Joint Meeting with Retail 
Salesmen February 13 


reveals the fact that retail mer- 
chants are buying grays for spring—in 
fact, as one shoe man expresses it, the 
whole shoe world seems to be gray just 
now with visions of many whites a little 
later. Sport effects also look interesting; 
so do one straps and short tongue pumps 
with tongues no higher than those shown 
five or six years ago for wear with spats. 
There is much overshoe buying. The 
present and past state of wintry weather 
has spurred the merchants on to think a 
little about next winter 1923-24. “Some 
are literally buying their heads off,” 
said President Henry Hagan of the 
Massachusetts Retail Shoe Merchants 
Association. ‘““There is moderation in 
all things. The fact is that in nine cases 
out of ten the same woman appeared at 
every store door during the past months 


A SURVEY of the retail shoe shops 


and made the same query ‘Have you any 
overshoes’? so some merchants may have 
over-estimated the demand.” 

Asked what he thought of averaging 
up rubber sales for the past five years and 
dividing by five—then ordering 60 per 
cent now and the other 40 per cent a little 
later, he replied that that was good 
advice. 


Second Salesmen’s Institute 
Class Graduates 


There is now in preparation a big 
event for Tuesday evening, February 13. 
This will be a joint meeting of the mem- 
bers of the Massachusetts Retail Shoe 
Merchants’ Association and their retail 
shoe salesmen. In the letter which 
Secretary Gardner is sending out calling 


this meeting, much stress is laid on the 
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Men’s Shoes 
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Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 
SHOES 


Brockton, Mass. 
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BOSTONIANS 


Famous Shoes for Men. 


CommonweattH Snore & Leatuer Co. 
WHITMAN, MASS. 
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One Pair 
Sells 
Another 


T.D.Barry Co. 


Brockton, Mass. 


ABOVE ALL 














NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 


Syracuse, N. Y., U.S. A. 
MEN’S FINE SHOES EXCLUSIVELY 
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Where to Buy 


Men’s Shoes 




















PULLMAN TRAVELING SLIPPERS 
better"than ever Soeyes fit 
itor.ownery of Thaoe Mark Pullman’ 
DOLL CABERETIA 
GLAZED KIT ieee 
Colorr Black and Oruwn 
full sizes 3 toll in Stock 


M. GUSTIN VO. “f 
WI9DSt 








“Che 











Men's SHoes ~HAnp TAILORED 


NotHING Mave TneBest 
But THE Man 
Best Mave Knows How 


Wuen East Visit Us 


WHEN IN Your Town We Wizt Visit You 








Stock Dept. 5 


Is at Your Service 
THE STETSON SH@E CO. (Inc.) 














HOWARD & FOSTER CO. 
Men’s and Women’s Welts 


Address all Communications to the 
Factory at 


BROCKTON, MASS. 











FREDERICK S. PECK 


Worcester, Mass. 


Maw 


Men’s and Women’s 
Sport and College Shoes 


Boston Salesroom 


207 Essex Street 











invitation of President Hagan to members 
of the association to bring all of their 
salespeople, both boys and girls. An 
interesting program will be held, the big 
feature of which will be the graduation of 
the second Round Table of the Boston 
Retail Shoe Salesmen’s Institute. Arthur 
L. Evans, president, will give an address 
and the diplomas will be presented by 
President Hagan of the Massachusetts 
Merchants’ Association. 


Sport Effects for Spring 

It is the opinion of Mrs. Florence Dur- 
ney, one of the shoe buyers at Hagan’s, 
that sport effects are going to be excellent 
for spring. These sport shoes will have 
welted soles of leather or rubber, in one 
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kid trimmings; another style in patent 
leather and tan calf, had an 8-8 heel, and 
a touch of Grecian ‘atmosphere’ was 
added by a strap running up through the 
front of the shoe.” 


Retail Salesmen Meet 
February 12 

The Boston Retail Shoe Salesmen’s 
Association will hold its regular meeting 
at the Boston Shoe Trades Club on Mon- 
day evening, February 12, at 6.30 P.M. 
A splendid program is in preparation. 
President Hollis would like to have a 
good attendance, so that the matter of 
changing the night of meeting from the 
second to the first Monday of the month 
may be legally voted upon. 





Display of shoe polishes made recently in the main aisle of the shoe department of F. N. Joslin 


Company, Malden, Mass. 


“Merchandise well displayed is half sold, 


” is the motto of this store 


and here il is well exemplified. Michael E. ey te who has been with F. N. Joslin Co. for the 


past twenty-two years, is the manager of the shoe 


nt and arranged this erhibil, which it is 


reported helped, not only the shoe department, but Rear the the a departments of the store. 











straps and oxfords. There may be gray 
andfpatent, or perhaps two shades of tan. 

A wide single strap with two buttons 
will be good. 

“And as to colors, gray, gray, gray,” 
said she. “For instance I recently 
saw a pretty gray suede oxford trimmed 
with brown, a pretty cross strap effect in 
gray ooze trimmed with a light tan kid, 
and a gray elk having quarter, strap and 
tip strapped with light brown kid. The 
heel on this shoe was a 12-8 military; 
there will also be baby Louis heels, and 
8-8 and 9-8 in sport effects. One very 
odd pattern that was shown to me the 
other day was a white nubuck, with a 
“cloven”’ tip of jade green; another white 
nubuck was trimmed with lipstick red, 
another with Chinese blue, and another 
with golden brown. This was a one-strap 
and carried a 12-8 heel. A _ cut-out, 
barefoot sandal effect in a welted shoe in 
a two-strap is a brand new note. The 
one I saw was of gray suede, with white 


Shoe and Leather Class Starts 
February 5 


The Boston Shoe and Leather Continu- 
ation Class, now one of tbe institutions 
of the industry, will inaugurate its 1923 
sessions on Monday, February 5. The 
Association extends a most cordial invita- 
tion to all young men in the allied shoe and 
leather trades living within a convenient 
distance of Boston to enroll therein. This 
will be the twelfth year of the class. The 
sessions will be held at the rooms of the 
New England Shoe and Leather Associa- 
tion, fifth floor, 166 Essex Street, Boston, 
on Mondays and Fridays, from 3.30 to 
5 o'clock, continuing for twelve weeks. 
James W. Dyson, who has successfully 
guided the class for the past five or six 
years, and is one of the best-informed 
authorities on shoe and leather manu- 
facturing and distribution in the country, 
will again serve as instructor. 


The course includes the fundamentals 
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of tanning, shoe manufacturing, shoe and 
leather distribution, and the essentials 
of machinery manufacturing, last making, 
the production of findings, and all of the 
other more important departments of the 
allied industries. Visits by the class to 
shoe factories, tanneries, and hide and 
leather warehouses in Boston and vicinity 
are a particularly instructive feature. 


No Fee to Allied Trades Pupils 

The privileges of the class are available, 
free of charge, to employees of every 
branch of the allied trades, and the 
course offers a splendid opportunity for 
obtaining an all-around knowledge of 
the business and of increasing personal 
efficiency. 


Boston Shoe Trades Elect 
Officers February 7. 


The Boston Shoe Trades Club will hold 
its election of officers on Wednesday, 
February 7, from 9 A.M. to6 P.M. The 
Official Ballot has only one candidate for 
each office and members are asked to 
mark crosses in squares opposite names of 
candidates, as follows: For president, 
Charles T. Cahill; for first vice-president, 
Elwin T. Wright; for second vice-presi- 
dent, Edward M. Green; for Secretary, 
Walter G. Dennison, for Treasurer, 
Walter G. Dennison. 

For members of the Board of Governors: 
Vote for eight, Max M. Adler, Fred E. 
Atwood, Albert N. Blake, Fred A. Chilton, 
Sydney L. Curry; Norman H. Lake, Sig 
Rothschild, Clarence P. Waide. 

A questionnaire has been sent to 
members to be considered and returned 
as soon as possible to Secretary W. G. 
Dennison. This questionnaire is for the 
purpose of enabling the Board of Gover- 
nors to determine the wish of the members 
as to the basis on which the club shall be 
operated. The letter accompanying this 
questionnaire stated that the last assess- 
ments, when paid, will provide ample 
funds to carry the club to the expiration 
of the lease in its present quarters on 
July 1; that there are almost a thousand 
members in good standing; that the Club 
owns its entire equipment, free from any 
liens; that it is in excellent condition to 
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continue in a new location where the 
income will be sufficient to cover the 
expense; and that there is a deep and 
earnest wish on the part of hundreds of 
members of the shoe and leather industry 
that the Boston Shoe Trades, Club con- 
tinue. A vote of the members is asked on 
this re-organization. 


Attractive Desk Calender 


The desk calendar for 1923, which the 
United Shoe Machinery Corporation is 
distributing, is entitled, ““The Constitu- 
tion of the United States.” Like its 
predecessors it is very attractive and 
original, consisting of an_ illustrated 
booklet mounted on a standard, so 
arranged that the leaves can be turned 
month by month. 

The booklet contains 31 pages of text, 
in addition to the 12 calendar pages and 
is especially interesting reading at this 
time when the Constitution is so fre- 
quently under discussion and so many 
changes in it are being suggested. In- 
cluded in the text are brief biographies of 
the leading figures in the Constitutional 
Convention, quotations from statesmen 
and lawyers, and portraits of Washin ton, 
Madison, Hamilton, Samuel Adams, James 
Wilson, Franklin, Nathaniel Gorham, 
Rufus King, Justice Story, Chief Justices 
John Jay and John Marshall, Daniel 
Webster. 

The calendar was compiled by Daniel 
S. Knowlton of the Boston office of the 
United Shoe Machinery Corporation, as 
were the Washington, Pilgrim and Lincoln 
calendars of 1922, 1921, and 1920, and 
was printed by the Seaver-Howland Press 
of Boston. 


Harry Thayer Writes from 
Havana. 

Thayer who with Mrs. 
Thayer left Boston January 9 for a 
round the world cruise was recently heard 


Harry I. 


from at Havana. Mr Thayer wrote to 
Secretary Thomas F. Anderson of the 
New England Shoe and Leather Associa- 
tion that he was off for Panama, and from 
the latter place would start on his Far- 
Eastern journey to Japan and China. 





LYNN 


Shipments of Easter Novelties Begun 


Fuchsia, Apple Green, Pearl Greys and Other Bright Colors 
for Spring, Even Bandana, or Kerchief, Effects May Come. 


N cLAUGHLIN, CONWAY COM- 

PANY began to ship, the first of 
last week, Easter shoes, orders for which 
had been booked at the recent Chicago 
convention. Before buyers had ceased 
talking about Easter styles, as shown at 
Chicago, this concern was shipping shoes 
on orders booked at Chicago. 


Which instance shows the quickness 
with which Lynners can make up shoes. 


Too Few Easter Shoes 


A scout for a New York wholesale 
house, touring the shoe centres to speed 
up orders for Easter shoes, estimated, 
while in Lynn last week, that there will 
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Men’s Shoes 




















| CRAIG -REED & EMERSON INC. 
BROCKTON MASS ns 
Boston Office: Room 314, United States Hotel 











HOMPSON BROS .SHOE 
FINE SNOEMAKERS < 
BROCKTON 
ane 








HENRY LILLY CO. 
88-90 Reade St. New York 


AUCTION TRADE SALES 
SHOES AND RUBBERS 


Every Wednesday and Friday 














Where to Buy | 


Men’s and Women’s Slippers 


Special in Medium and+ 
IGH GRADE é 
OR SLIPPERS A59 
dll styles made Of Dome” 
Imported Satin Brocadevand Metal Cloths 


$2.10 per pair and up 
a. MGUSTIN © _ sewvom. ¥ 























Largest manu- 
facturers of 
softsoleleather 
slippers. 
Send for Catalogu 
MAID-RITE SLIPPER CO., Inc. 
35 York St., Brooklyn, N,Y. 








FELT SLIPPERS 


BLUM SHOE MFG. CO. 
Daneville, New York 








Turkish Slip 
IN STOCK AGA 
a i ~ 
i ip m- 
ported ( Con- 
stantinople. All 
Sizes and Colors for 
Immediate Delivery 
K. M. STONE CO. 








12-14-16E.22d St ,N.Y 
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Where to Buy 


Children’s Shoes 














onites Shoe * Baby 


In Stocl« 


Send str Cotak ¢ 


AH Mertin® | | 


Meher ROCHES/ER NY ~ | 














Soft Soles and Moccasins 


Ask your Jobber for our 
Goods. We DO NOT sell 
the retail trade. 


Newcomb-Anderson Shoe Co. 
ROCHESTER, N. Y. 








“ELAM” 
Flexible Turn Shoes 


For the Jobbing Trade Exclusively 


F. S. ELAM SHOE CO. 


ROCHESTER, N. Y. 





Boston Office, 181 Essex Street 








SOFT SOLES 
A Wonderful Line for the 
Wholesaler In Stock— All 
leather moccasins, soft soles. 
Prices range from 
$2.50 doz. and up- 
wards. Also a fullline 
of Ladies’ PumpStraps 







NU BABY SHOE CO., East Lynn, Mass. 
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Ballet Slippers 














Sas Ss 


ORDER SAMPLES 
of 


Professional 


Hard Box 






326 W. Monroe St. 
Chicago 
WM. SUMNER SMITH CO 
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ONE STRAPS-LEATHER, SATIN 


OXFORDS, GYM SLIPPERS 
BOUDOIR SLIPPERS 
BALLET SLIPPERS 


ORIENTAL SLIPPER COMPANY 


wear peice 
118 Phoenix Row, 











INFORMATION 


for Shoe Merchants 
“WHERE TO BUY” constitutes a 


source of knowledge so that he who 
runs through these pages may read 





—and learn. 
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be a shortage of 30 per cent in the supply 
of novelty shoes for Easter. 

He finds that orders for shoes were 
booked too late. Manufacturers have not 
time enough to make them. 

This particular firm intends to get its 
Easter shoes early. That is why its scout 
is among the shops, seeing to it that the 
orders are put into the works, and pushed 
through. 

Fine white leather pumps, white all 
over, one strap patterns, heels Louis 14-8 
or 16-8, or military wood, 8-8 or 10-8. 

Oxfords, gray suede in vamp, gray 
alligator in quarter, of brown calf in vamp 
and brown alligator in quarter, plain 
vamps and medium heels. 

For top of the column topics these two 
will do. They foretell a white season, also 
a season for sport shoes. Of course, there 
are countless other types of shoes. 


The 1923 Garden of Colors 


Tokens of spring are the new colors 
appearing in Lynn cutting rooms. Apple 
green, greener than the first grass on the 
lawn, dandelion yellow, more yellow than 
the yellow of gold, and tomato red, more 
red than the first tomatoes of summer— 
these are among the new colors. 

Besides, there is fuchsia, a most interest- 
ing color, for it reflects the red of the rose, 
the lavender of the lilac and the blue of 
the violet, as well as a bit of bronze. 
Iridescent it is. And, for good measure, 
there is serpentine green, like the color of 
the new grass snakes of the spring. 

White is the ideal base color. Most all 
colors make their best contrast against 
white. So there are white shoes, for sport 
and dress wear, among the new summer 
samples, and many of them are trimmed 
with colors selected from the above garden 


of colors. 


White Shoes are Classics 


All white shoes are classics of the trade. 
Lynn samples for summer, indeed, Lynn 
orders for summer, show selections of 
white kid, calf, and cabretta, many with 
white soles and white heels, the heels 
being of wood, covered. Besides, there 
are white suedes, trimmed with glazed 
white leathers, making a shoe of one color, 
but of contrasting materials. 

Grays are likewise treated, as one may 
see in the samples. For there are all gray 
shoes, and gray suede shoes with pearl- 
gray trimmings, and gray shoes with 
patent, or white trimmings, even the alli- 
gator grain trimmings. Likewise are the 
beiges and the browns treated. 

Patent leather shoes are brightened up 
by white stitching, or by touches of illu- 
minating colors, such as inlays of lip-stick 
red, white is the reddest red yet, excepting 
for the new polar red, saved for next win- 
ter, because it is a red hot red, with fire 
enough in it to heat an average store 
where coal is scarce. 
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Besides, there is boulevard tan, a mod- 
erate brown, for pumps ‘or street wear, 
and oxfords for business and sport wear. 


Even Bandanna Effects 


Even is there an attempt to get the 
bandanna effects in footwear, by using 
enameled buckles, inlaid with colors in 
bandanna designs. 

Selling White Shoes 

Mr. Gorman, of Murphy, Gorman & 
Waterhouse, is among those who are fore- 
telling a white season, and, incidentally, 
the firm has orders for white shoes which 
show that there is bone and sinew to the 
prophecy. 

The white shoes that they are selling 
are chiefly of white kid and cabretta, 
with white soles, and white wood heels, 
medium and high, of wood. 

Besides, the firm has a host of other 
shoes, such as gray suedes trimmed with 
pearl gray, and combinations of patents 
and gray, browns and beige, and so on. 

The general idea, by the way, is to tone 
down the contrasts. For instance, one 
buyer specified gray inlays on the side 
panels of some oxfords instead of patent 
leather inlays. 


New Pattern Service 

The United Shoe Pattern Company, on 
Central Square, Lynn, is starting to make 
a specialty of novelty patterns for street 
and sport wear. Mr. Long and Mr. 
Therrien make up the firm. An interesting 
bit of news about this firm is that its en- 
tire organization, including men in the 
works as well as members of the firm, are 
all young men, that is 40 or thereabouts. 


Association Directors’ Names 


At the recent annual meeting o, the 
Lynn Shoe Manufacturers’ Association, 
the following were elected directors: 

William J. Hennessey, of Hennessey, 
Maxwell & Hennessey; Frank C. Stetson, 
of the Watson Shoe Company; Harry M. 
Read, of Gregory & Read; Martin Welch, 
of the Welch Shoe Company; Car! Stritter, 
of Strout & Stritter; James Brophy, of 
Brophy Bros. Company; A. M. Creighton; 
W. B. Burdett, of the Burdett Shoe Com- 
pany; Harry Thomas, of V. K. & A. H. 
Jones & Thomas; Joseph I. Melanson, of 
J. I. Melanson & Bros.; R. H. Mitchell, 
of the R. H. Mitchell Company; Fred A. 
Trafton, of Williams, Clark Company; 
Charles F. Cotter, of the Cotter Shoe 
Company; M. F. Costigan, of the Bender 
Shoe Company; Samuel L. Fisher, of A. 
Fisher & Son. 


Death of E. R. Hoag 


E. R. Hoag, of Hoag & Walden, shoe 
manufacturers, Lynn, died at his home 
in Chelsea, suddenly, of heart failure, last 
week. Mr. Hoag was born in Sandwich. 
N. H., April 5, 1845, came to Boston when 
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a young man, and engaged in the shoe 
business. He became associated with 
Hyde & Hutchinson, shoe wholesalers, and 
later became a member of the firm of 
Hutchinson, Littlefield & Hoag, shoe 
wholesalers. About 35 years ago, he en- 
gaged in the shoe manufacturing business 
in Lynn. He was a member of the firm of 
Hoag & Heath, and later, of the firm of 
Hoag & Walden. He retired from active 
manufacturing a few years ago, and was 
succeeded by his son, Charles Hoag. 


Mr. Hoag was president of the Chelsea 
Savings Bank, a director of the Manu- 
facturers’ National Bank of Lynn, a past 
president of the Boston Boot & Shoe Club, 
a director of the New England Shoe & 
Leather Association, and also a member 
of the Boston City Club, the Middlesex 
Club, and other organizations. He served 
in the Chelsea city government, in the 
General Court, and was a member of the 
governor’s council. He was a Knight 
Templar. 





BROCKTON 


Civilians Buying Army Lasts 


South Shore Manufacturers Note Considerable Demand for 
Shoes of This Type 


ROCKTON manufacturers engaged 

in producing men’s medium grade 
shoes say that there is an extensive de- 
mand from merchants for the type of foot- 
wear known as the Army shoe. These 
shoes, however, are purchased exclusively 
for civilian trade. Many returned soldiers 
who got accustomed to the “fecl’”’ of the 
army shoe during their service in the World 
War continue to buy this class of footwear 
as a matter of comfort rather than style, 
although the shoe as made at present has 
a more stylish effect than the regulation 
army last and pattern. Other men who 
have not been connected with the military 
service like the army shoe for its comfort 
qualities. This adds to the demand, and 
in the aggregate amounts to a large busi- 
ness for shoe merchants in all parts of the 
United States. 


Clever Slogan for Shoe Trade 


The Tolman-Davidson Advertising 
Press, originators of the slogan, “Walk 
and Be Healthy,” which has been illus- 
trated in the Boot and Shoe Recorder, as 
submitted to the National Association of 
Boot and Shoe Manufacturers, has re- 
ceived many trade congratulations. The 
design is unique, while the slogan can be 
used effectively, alike by manufacturers 


and merchants. Messrs. Harry Tolman 
and George W. Davidson, of this concern, 
have developed and put into use the many 
original ideas for shoe trade publicity. 


Carnival by Shoe Factory 
Employees 


Factory workers at Field & Flint Com- 
pany’s big plant in Brockton are not only 
experts in shoe production, but clever at 
entertainment. In the latter line fully 
500 employees of the concern recently par- 
ticipated in staging a carnival, costume 
party and dance. There were artistic 
decorations, gorgeous costumes and special 
electrical effects. Prizes were awarded 
for the most meritorious costumes by 
judges who found it difficult among so 
many clever characterizations to select 
the best. 


W. M. Nute Married 


William M. Nute, secretary-treasurer of 
Howard & Foster Co., shoe manufacturers 
of Brockton, was recently married. The 
bride was Miss Harriet E. Davis of Brook- 
line, Mass. Mr. and Mrs. Nute are mak- 
ing an extended tour of Europe and Egypt, 
intending to be absent several months. 
On their return they will reside in Brock- 
ton. 





BUFFALO 


“Working Classes’’ 


Buying Better Shoes 


Not so Inclined to Quibble Over Price—Merchants Report 
Think Good Business Is to Continue 


ITH a goal of 150 members by 

March 1, the Buffalo Retail Shoe 
Dealers’ Association, has embarked upon a 
program of progressivism which has for 
its purpose the injection of new spirit 
into its activities and the building up of a 
trade organization which will compare 
favorably with any other in the city. 


With this end in view a plan of action 
calling for an intensive campaign by a 
membership committee, working system- 
atically in zones mapped out by its 
chairman, canvassing not only prospective 
non-members, but also delinquent mem- 
bers, who have been irregular in attend- 
ance at the regular meetings, was deter- 
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Where to Buy 


Boys’ Shoes 














AShee for Boys 
That Wears 


Marston & Tapley Co. 
DANVERS, MASS. 




















Where to Buy 


Engraving and Printing 








PRINTING 


FOR THE 


SHOE TRADE 





TEC MIVERSITY, 
petit POL 








ATLANTIC PRINTING CO. 
Shoe Printers 


Tear out this ad and mail for details of 
our Special Printing Service for 
the Boot and Shoe Trade 
201 South Street, Boston, Mass. 
Telephone Beach 4960-4961 





[AB ELS7~, Hoe 
ASK FOR SAMPLES, (Grins 


We Ceale apd Sr rint most of them 
TOLMAN PRINT, INC. 


OFFICES an ‘2 ANT: BROCKTON, MASS 








O matter what policy you may 
pursue in selling to the shoe 
trade, nevertheless, you need the 
Boot and Shoe Recorder 
All the Time 
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Where to Buy 


Standard Shoe Materials 






































Waterpreof 
Leather That 
Takesand Re 
tains a Polish 


Creese & Cook Co. %30"** 4 


Tanneries at Denverseport 








COATED GEM DUCK 
ADHESIVE BACKING CLOTH 


Rubber and Leather 
Dry Feot Welting 
Sheet Rubber Soling 


B. F. CHAMBERLIN 
184 Sammer St. 


Fermarty Walpole Shoe Supply Co 
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oak leather for 
the best 











F. E. JONES, Treas. 


E. JONES CO. 
FANCY 


coors MAT KID 


95 South Street, Boston 
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mined upon at the annual meeting of the 
association held at the Iroquois Hotel on 
the evening of January 17. 


Business Conditions Discussed 


As a step in the direction of increasing 
the attendance at the monthly gatherings 
it was decided that instead of meeting 
at 8.30 P.M., the hour would be advanced 
to 6.30, and that the meetings follow a 
dollar dinner. To further stimulate 
interest in these meetings an effort will be 
made to have on the program prominent 
speakers identified with the industry not 
only in Buffalo, but from out of town, 
such as officers of the state and national 
associations, providing an _ interesting 
topic for every retail shoe merchant. 

Discussion of business conditions 
brought out the fact that price is no 
longer a consideration with most of the 
dealers since the industrial spurt which 
became so noticeable during the last 
quarter of 1922, and which bids fair to 
extend through the present year. Mer- 
chants from outlying sections, serving 
industrial residential communities, assert 
that the working class is no longer in a 
“shopping mood” but on the contrary is 
buying higher-priced shoes now in con- 
trast to the tendency to obtain cheaper 
footwear less than a year ago. All agreed 
that the prospect for continuation of these 
conditions was excellent providing no 
industrial disturbances occurred. 

C. H. Barton, Clarence I. Lanich and 
Oliver F. LaReau, three of the Buffalo 
delegation to the Chicago convention and 
style show, gave their impressions of the 
styles which are likely to prove most 
popular during the spring and summer, 
although admitting that the number and 
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variety of styles exhibited at the western 
show, left them somewhat at sea. 


Officers Elected 


They believed high-heel tongue pumps 
as well as fancy strap effects in satin, and 
light-weight black kid and gray suede 
would prove popular for dress wear for 
young women, one and two-strap pumps 
with medium heels for middle-aged 
women and black calf, tan calf and gray 
suede pumps and oxfords with 8-8 heels 
will be worn by college girls—the so-called 
flappers. 

For sport wear for both men and women, 
the local visitors to the style show were 
most impressed with the rajah rubber- 
soled oxfords in tan, black and white. 

At the conclusion of the regular business, 
officers were elected, after which a stand- 
ing luncheon was served: 

President, O. F. LaReau; first vice- 
president, Jack Granary; second vice- 
president, W. W. Spragge; third vice- 
president, J. S. Meyer; secretary, Clarence 
I. Lanich; assistant secretary, F. W. 
Thiele; treasurer, Edward Kirchmeyer; 
assistant treasurer, Fred Kimball; direc- 
tors, Frederick Becker, K. W. Watters, 
John Leader, Harry Bullett, John Maier. 
C. H. Barton, Frank Deline, J. F. Van- 
Deventer, C. A. Thiele, and Stanley Von 
Konpka, Buffalo; John Dick, Tonawanda, 
N. Y.; A. Leuthe, Niagara Falls, N. Y.; 
Oscar Loosen, Lockport, N. Y. 

The following membership committee 
was then elected; C. H. Barton, chairman, 
C. I. Lanich, O. F. LaReau, Ed. Kirch- 
meyer, Fred Kimball, C. N. King, Stanley 
Von Konpka, E. W. Lauck, R. Euler, 
Fred Becker and E. K. Jones. 





HAVERHILL 


Showing White Shoes for Summer 


Black and White Combinations Particularly Numerous; Kid, 
Suede and Fabric Are Used 


OLLOWING the orders for Easter 

delivery which are now occupying the 
undivided attention of Haverhill shoe man- 
ufacturing concerns making women’s foot- 
wear, will come the demand for white 
shoes. In anticipation of this business the 
local concerns are showing a great variety 
of white samples in plain and decorative 
effects, largely the latter, these being prin- 
cipally in black and white combinations. 
Kid, suede and fabric are utilized in the 
white footwear while the lasts range from 
the “flapper” heel to the high heel effect. 
Haverhill has a national reputation for ex- 
cellence in the production of white shoes 
of the dainty type. Local manufacturers 
anticipate a record-breaking sale of this 
class of goods during the next few months. 
White gowns require white footwear, and 


the increasing tendency in this costuming 
brings a substantial growth in the demand 
for white shoes. 


Death of Old Time Shoeman 


William F. Larkin, one of Haverhill’s 
shoe manufacturers of earlier days, died 
recently in his home in this city at the age 


of 82. He had been retired for several 
years. Mr. Larkin was born in the neigh- 
boring town of Georgetown. He lived in 
Haverhill 60 years. Mr. Larkin learned 
shoemaking from Moses How, who was 
one of Haverhill’s earliest manufacturers 
of shoes. As a young man Mr. Larkin 
was engaged as a manufacturer of shoes 
and built up an extensive business. He 
and the late Charles K. Fox were at one 
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time in partnership, the factory being lo- 
cated on Washington Street. The build- 
ing was destroyed by fire in 1882. Mr. 
Fox then entered business for himself and 
built up one of the largest concerns of its 
kind in the United States. Mr. Larkin, 
following the dissolution of the co-partner- 
ship, continued business under his own 
name and later sold lasts to the shoe manu- 
facturing trade. 


Decorative Effects for Satin 
Footwear 


Collins & Staples are introducing the silk 
braided shoe as a feature of their spring 
line of satin turns. This effect is also 
utilized in white fabrics. On black satin 
a double row of black silk braid is sewed 
around the vamp and quarter, this work 
being accomplished by a specially con- 
structed device attached to the sewing 
machine. It feeds the braid direct to the 
needles and gives a uniform effect. On 
white fabric shoes, white silk braid is used 
in the same way. This braided effect can 
be utilized in a variety of ways and in 
combinations of colors. Illustrating this 
idea, Collins & Staples have decorated a 
pair of window shoes for a southern con- 
cern. The name of the concern and the 
city in which they are located is worked 
in braids of various colors, on the vamp of 
each shoe. 


Manufacturers Accept New 
Agreement 
The new agreement between the Haver- 


hill Shoe Manufacturers’ Association and 
the Shoe Workers’ Protective Union has 


been accepted by the manufacturers. 
When ratified by the unions it will go into 
effect for two years from January 1. Un- 
der the proposed agreement there can be 
no strikes, lock-outs, or cessation from 
work for any other cause, from January 1, 
1923 to December 31, 1924. An overtime 
clause provides that time and one-half 
shall be allowed for extra hours work 
five days a week, also for Saturday morn- 
ing work. Disputes arising during the life 
of the agreement shall be referred to an 
arbitration board of three. This agree- 
ment is the result of many conferences be- 
tween representatives of the manufactur- 
ers and the union. When put into effect 
it will be of the utmost value to Haverhill, 
also to all merchants who purchase Haver- 
hill-made footwear. 


Consolidation of Factory 
Plants 


The J. A. Manning and F. J. Thompson 
factories, both under one management, 
are consolidating in Haverhill. Goods will 
be produced on Winter Street in a part 
of the former Guptill factory. W.C. Cram, 
long identified with Haverhill shoe manu- 
facturing, has joined the Manning organi- 
zation. 


Former Superintendent 
Making Shoes 


F. C. Tedford, formerly a factory super- 
intendent in Haverhill, has established in 
the neighboring city of Newburyport, the 
Port Shoe Co., manufacturing a line of 
children’s high grade turns. 





NEW YORK 


Newer Styles Being Offered 


Early Spring Shoppers Lean toward Cut-Out Effects on Strap 
Pumps and Oxfords 


HE January clearance sales are 

drawing to a close and new regular 
merchandise has begun to engage the at- 
tention of retail merchants and consumers. 
Toward the close of the clearance sales 
tongued pumps were drastically cut in 
price, especially the regulation Colonials, 
which appear to have passed on as a style 
proposition. 

Early spring showings are beginning to 
appear, but there has been little consumer 
reaction to them so far. The cut-out one- 
strap and the cut-out oxfords, according 
to several, have first call among the early 
spring shoppers. 

With bad weather continuing, plain ox- 
fords and brogues have been good sellers 
in many stores. The arctic shortage has 
passed with new supplies being thrown in 
the market. Several of the leading de- 
partment stores last week devoted window 


displays to the various fancy arctics and 
rubber overboots, and a few special sales 
were announced in order to clear out the 
new stocks quickly. There will be few 
carry-overs for next year, however, many 
of the stores having sold out to the last 
pair and having refrained from re-ordering 
at this late date. 


Gray and Fawn Prominent 


Gray and fawn are prominently shown 
in the new spring shoes in window displays 
here. Red kid in fancy oxfords or strapped 
cut-outs also are shown. Hanan & Son, at 
their upper Fifth Avenue store are display- 
ing an interesting model of red kidtrimmed 
with a gray strapping which ends in a 
small tongue. The heel is also of gray kid. 

General shoe business for the closing 
two weeks in January was dull. The force 
of clearance sales had about spent itself 
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Colonial Tongues the Fashion 
Always up-to-the-minute with the 
latest styles in shoe ornamentation 
either in beaded, leather, metal or 
Fabrics. Edw. E. Kahn Co. says: 
“Dame Fashion’’ demands Colon- 
jals. We have them. Your sam- 
ples ready upon request. 
EDW. E. KAHN CO. 





291 Adams St., Brooklyn, N.Y- 











Where to Buy 


Shoe Ornaments 

















D. W. COULTAS CO. 


Manufacturers 


Rhinestone Buckles 
BIG DEMAND 
Write for Samples 


PROVIDENCE - - - R.I. 








Especially for 
Shoe Manufacturers 
For good covered 


buckles and Leather 
Bows write to the 


Vanity Novelty Works 
1261 Atlantic Ave. 
Brooklyn, N. 








“Just Enough Better Te Be Thoroughly Worth While” 


BONGIOVANNI BROS. 
Largest Rhinestone Buckle 
Manufacturers in America 

High Class Buckles at Popular Prices 

2927 3rd Avenue N. Y. City 











ee ee 
The mark of ™ 
ood shoe buckles 


ever hate e 1905 
.. ALTERSON £€ » CO. 
PHONE FITZROY O60¢ 
1O2 W 34 St ee York City N.Y 





BUCKLES 
AND NOVELTY 


PARISIAN BEADING WORKS 
1028 Arch Street, PHILADELPHIA. 











Where to Buy 


Shoe Illustrations 




















INCORPORATED 


x, CALDERNOODE.PREG 
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Ry. H & E QUICK SELLING 


IN STOCK 


No. 160—Black Satin Edna, small 
tongued Colonial, suede tongue, satin 
inlay. 16-8 Spanish Louis Heel. A-C 
Price ‘ $5.35 

















IN STOCK 


No. 161—Black Patent Chrome Edna, 
small tongued Colonial, black suede 


ae SS oe ee. 2S Hopkins & Ellis turns of quality 
assure quick turnovers. Satisfied 


customers follow sales. In ad- 
dition to an up-to-the-minute 
style appeal, they possess the 
superior workmanship that 
makes them ideal business 











No, 162_tlach, Satin Rie, Ite, builders for dealers who seek 
oe sia to give their customers real style 
and quality at prices that make 
friends. 
Cuts of shoes illustrated will be supplied for newspaper 
use at a nominal price 
READY MARCH 15 WESTERN STOCK DEPARTMENT, W. J. CULLY, Megr., 
beeided estin vamp, Blech eatin quarter 316 PAXTON BLOCK, OMAHA, NEB. 
oe oe oe CAN SUPPLY THE FOLLOWING NUMBERS AS WANTED: 


160—161—162 (163—164 March 15th Delivery) 


THIS DEPARTMENT WAS ESTABLISHED FOR THE 
BENEFIT OF OUR WESTERN TRADE. MAKE USE OF IT. 














HOPKINS & ELLIS 








READY MARCH 15 FACTORY 
No. 164—All gray, suede calf, Hunt 
Rankin = we "Ss - ei? ' 
— nmadeaspapeticcalinttierids HAVERHILL, MASS. 


The Beot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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and the weather was not propitious for the 
sale of new spring footwear. Despite the 
dullness at the close of the month, most 
merchants report the total of January 
business as satisfactory. In not a few 
cases the volume of business exceeded 
that of January last year, and of January, 
1921. 


New Offices for Paterson 
Mills 


The Paterson Knitting Mills, Inc., 
whose mills are at Paterson, N. J., Phila- 
delphia, Pa., and Ramsey, N. J., will move 
on February 1 from their present address 
at 1140 Broadway to larger quarters at 
267 Fifth Avenue, corner of Twenty-Ninth 
Street in the Burton Building. This move 
is for the purpose of securing superior 
and more convenient facilities for showing 
the lines of their three mills. 


Percy E. Hart Named Headof 
Association 


Percy E. Hart of Cammeyer was re- 
elected president of the Retail Shoe Deal- 
ers’ Association of New York, at the or- 
ganization’s annualelection at the Knicker- 
bocker Grill on January 16. Mr. Hart was 
prevailed upon to head the association an- 
other year, although he earnestly desired 
to retire after having filled the position for 
two terms. Philip Vender was elected 
first vice-president to succeed E. A. Perl- 
berg of I. Blyn & Sons. A. Gabriel of the 
L. M. Hirsch Shoe Company, was elevated 
from the third vice-presidency to the 
second, succeeding Mr. Bender, who was 
moved up to the first vice-presidency. 
A. W. Shiverts of the Oval Shoe Company 
was elected third vice-president in Mr. 
Gabriel’s place. M. Wildfeuer, of Wild- 
feuer Brothers, was elected as fourth vice- 
president, succeeding Benjamin F Bar- 
mann. 

Jacques Hirsch of the L. M. Hirsch Shoe 
Company was elected secretary in place of 
Jesse Adler, of the Adler Shoe Company. 
John Laycock, of Hanan & Son, was re- 
elected treasurer. 

In addition to the election, the big fea- 
ture of the meeting was the welcome home 
to President John Slater of the National 
Association. This was Mr. Slater’s first 
appearance amid his comrades of the local 
association, which he headed for many 
years, and of which he is president emeri- 
tis, since his elevation to the leadership in 
the national body. Secretary Spangler of 
the national also was a guest at the meet- 
ing, as was Henry Hagen, of Boston, and 
Ben Jacobson, one of the original founders 
of the local organization. 

Mr. Slater modestly accepted the eulo- 
gies heaped upon him by his comrades in 
the New York shoe retail field and as- 
serted that it was his earnest desire to fill 
his new position to the satisfaction of the 


entire trade and to work for the common 
good of the craft. He urged his fellow re- 
tailers to lend their earnest support to the 
national and local associations for the 
common welfare of all 

Mr. Spangler reviewed some of the work 
of the National association and seconded 
Mr. Slater’s pleas for co-operation. 

The personnel of standing committees 
has been revised as follows: 

Executive Committee: Max Deutsch, 
J. E. Meade, Benj. F. Barmann, Geo. 
Vanderporten, C. E. Hutchinson, A. Tan- 
nenbaum, E. A. Perlberg, Harry Rosen- 
thal, A. A. Kohn, H. Triebitz. 

Legislative Committee: Louis Living- 
ston, Chairman, Arthur Joseph, Mack 
Schenck, R. T. Parker and L. W. Weill. 

Arbitration and Grievance Committee: 
Alfred A. Kohn, Chairman, S. Bloomberg, 
Louis Edelstein, G. Tick and J. J. Holden. 
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Finance Committee: Philip Friedman, 
Chairman, W.F. Samson and E. Friedman. 

Publicity Committee: Jesse Adler, 
Chairman, Leo Hart, nad Clement Kauf- 
man. 

Entertainment Committee: M. A. Weiss 
Chairman, Max Tand, Maurice Miller, 
Louis Rosenwasser and Leon Cracobaner. 

Membership Committees for 1923: 

Bronx: A. W. Shiverts, Chairman, Max 
Deutsch, A Tannenbaum and Louis Le- 
vine. 

Brooklyn: Philip Bender, Chairman, J. 
E. Meade, Philip Friedman and H. 
Triebitz. 

Mid-Town: A. Gabriel, Chairman, Harry 
Rosenthal, Maurice Weiss and C. E- 
Hutchinson. 

Down-Town: E. A. Perlberg, Chair- 
man, Louis Rosenwasser, Louis Edelstein 
and Max Goldberg. 





MEMPHIS 


January Business Showed Gain 


Far Ahead of Same Month Last Year; Styles Becoming 
Stabilized 


ANUARY gone and with it the annual 

clearances, the fag ends of holiday 
trade and more pointers on what the new 
year holds out, shoe merchants in Mem- 
phis have scarcely a complaint to make. 
Business has been and still is good. Sales 
were most satisfactory. Only one or two 
of a score or more stores said they didn’t 
do quite the business they expected but 
every one went far ahead of last January. 
Conservative figures placed the increase 
at 25 per cent, minimum, over the corre- 
sponding month of 1922. And, equally 
as important and equally as unanimous, 
they look for an indefinite period of good 
business. 

There still is a deal of conservatism, 
based on the impressive lesson of the 
period of depression. Folks are not quite 
so easily satisfied and they don’t spend 
their money quite so lavishly. But they 
are buying and, on the whole, buying good 
shoes. 


Business Conditions Better 

Being the largest hardwood market in 
America and the largest cotton market of 
the inland, Memphis naturally rises or 
falls with these two commodities. At the 
present time hardwood lumber is moving 
better than in months. Prices are exceed- 
ingly firm and the market exceptionally 
strong. Automobile and furniture fac- 
tories are the chief consumers and both 
expect perhaps record-making months this 
year. On top of this, cotton prices are 
almost up to the level of immediately 
after the war. It is bringing prices that 
mean profit on the year’s work. The 
foundation, consequently, is splendid for 
good business in all lines and shoe mer- 
chants are “getting theirs.” 


Weather has been exceptionally mild+ 
It hasn’t been colder than 20 degrees 
above yet. It means of course, that 
galoshes are unknown. Not a pair has 
been seen or sold, so far as could be 
learned. Rubber goods likewise are a 
drug on the market, save rubber boots, 
which usually are in demand at this period 
of the year. Sales on these have been 
light but are picking up and probably 
will be heavier as the rainy spring season 
approaches. The demand has been, for 
the most part, for rather light footwear 
both for men and women—and for chil- 
dren, too, for that matter. Men have 
bought perhaps less than was expected. 
They have been able to get along, so far 
as weather is concerned. 


Women’s Business Fair 


Women have been rather liberal buyers 
and have been taking a little of every- 
thing. Stores catering to the jazz and 
flapper type, say they haven’t a complaint 
to make. One of these, in business less 
than a year, has done just double the 
business expected and chiefly in the 
“frivolous” goods. 

On the other hand, stores catering to 
the highest class trade—the conservative, 
exacting type—did as well. Topping 
experiences perhaps is the instance of one 
woman buying nine pairs of Cousins shoes 
with hose to match, an unusual happening 
in a town of this size. The bill was $250. 
Very plain, conservative models have been 
going good to the higher class shoppers. 
Neat straps, short-tongue pumps and 
severely plain pumps have been taken up 
where Colonials fell off. Sport shoes are 
seemingly just coming into their own. 
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VOUT 


If you are after big sales these are the turns to 


Exclusively tie to. Our line includes the latest and most 


attractive models. Patterns are beautiful. 








4 i The workmanship all to be desired. Prices 
urns eeee well, just ask us to quote you. Remember we 
offer remarkable values. Be wise. Act 
quickly. Have your stock ample for early 
spring business. 












Grey Buck vamp and quarter with 
Patent strap and saddle. 13-8 
military heel. On our new 9I 
last. 


A Blue Ribbon Winner 
at the N.S. R. A. Con- 
vention in Chicago. 


White Cab one strap “Cherie” 
carrying 16-8 Spanish Louis heel, 
On our 83x last. 


NOOO OOOO OOOO 
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Cut-outs and inlays, practical one-strap 
—and the rather wide strap—are doing a 
come back that was surprising locally. It 
was believed for a time that the strap 
would be a dead issue but it looks now 
like the demand will make it one of the 
leaders if not the leader. Trimmed 
oxfords are good and getting better. 
Small-tongue satins and _ black-leather 
pumps and evening wear that runs the 
length of local stocks have moved very 
satisfactorily. Local men are counting 
much on sport satins, grays, oxfords in 
white linen with patent and other trim- 
ming and tan and black oxfords. There 
doesn’t seem to be much concern over 
heels. Even flapper heels have been good 
—hbetter than expected at this particular 
time. The leaning, if anything, is to 
something near the Spanish with the 
French a trifle off. 

With the sales out of the way, most of 
the stores have a very small left-over 
stock to figure on. They were well 
cleaned out. General conditions being 
bright, they look for business on almost 
all lines handled. They seem much less 
concerned over finding a “‘business getter.” 


New Location for Cantilever 


The Cantilever store has taken a five- 
year lease on a two-story building at 28 
North Second Street, quarters now occu- 
pied by the Industrial Bank & Trust Co., 
and after remodeling the front and in- 
terior, will utilize the building for sales- 
rooms. It will be probably March 1 or 
later before the structure is ready. It 
adjoins an old land mark, the home of the 
Memphis Commercial Appeal, one of the 
South’s greatest newspapers. 

According to C. W. Ferguson, manager, 
the Cantilever branch in Memphis, 
though established only about four 
months, has led every branch in the South 
in sales. Present quarters are maintained 
in the Odd Fellows building which is to be 
razed and the site used for a 22-story 
office building. Removals are necessary 
March 1 and an extra effort will be made 
to have the Cantilever new home ready 
by that time. It will be designed after 
other interiors found satisfactory. 





Annual Haines Conference 


York, Pa.—Managers and assistants of 
the chain of shoe stores owned by Mahlon 
N. Haines, held their annual conference 
with their employer, January 8. There 
were business sessions morning and after- 
noon, followed by a banquet in the evening 
at Hotel Penn. 

It was reported that four new stores 
were opened in 1922, increasing the chain 
to 29, situated in Pennsylvania, Maryland, 
Virginia and West Virginia. Openings of 
additional stores are contemplated. W. C. 
Drawbaugh, E. W. Vandersloot and Har- 
vey Jacobs, were named as managers of 
the entire chain. 
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Unusual Marketing Plan 
To Sell Through Wholesalers a Branded Shoe 


R. E. Cahill, President of the Harrisburg 
Shoe Manufacturing Company, announces 
that he has at last hit upon what he terms 
is a fundamental and economically sound 
marketing plan. He believes shoes can be 
sold in the same manner that other mer- 
chandise is sold and at the same time the 
necessary style element can be kept right 
up to the minute. He says: 

“There has really been no improvement 
in shoe distribution for a number of years. 
The maker of branded shoes either sells 
direct through his own retail stores or 
goes direct to the retailer and sells through 
agencies. The maker of unbranded shoes 
sells as a rule through the wholesaler but 
often goes direct to the larger retailers. 


“The result has been that as far as the 
wholesaler himself is concerned there has 
been nothing done to strengthen his posi- 
tion. He is still buying and wholesaling 
shoes in the same manner that he did years 
ago. He has not been able to supply the 
retailer with any better shoes or service 
than the manufacturer who goes direct, 
his principal justification for getting busi- 
ness being his nearness to his customers, 
his personal service and the supplying of 
merchandise on short notice. 

“If the independent jobber is to survive 
this type of competition he must realize 
what he is up against and take the neces- 
sary steps to strengthen his position. It 
is up to him to handle known merchandise 
—shoes that are known to the retailers he 
supplies and the public the retailerssupply. 
The wholesaler is obliged to do as whole- 
salers have long ago learned to do in the 
drug and grocery fields and that is to buy 
and sell branded, advertised goods. 

“Tt is an established fact that merchan- 
dise on sale in a large number of stores 
will sell in greater volume in each store 
than where merchandise is confined to ex- 
clusive agencies alone. Not only is the 
aggregate business more, but the volume 
of sales in each particular store is stimu- 
lated because of the cumulative effect of 
the merchandise on display in many places. 

“The new line of shoes the Harrisburg 
Shoe Manufacturing Company proposes 
to market in this manner will be branded 
“Mary Lee.” They are named after an 
actual business woman who is a part of the 
Harrisburg organization. 

“There is another side to this whole 
situation and that is that by careful re- 
search and investigation it has been de- 
termined that about 75 per cent of the 
women in this country wear the same type 
of shoe year in and year out. These shoes 
are of conservative styles and include only 
a few variations and modifications of the 
six basic designs of footwear. 

“In these six basic designs are included 
the high shoe or boot, the oxford, the strap 


pump, the tongue pump and the slipper. 
By a careful investigation among retail- 
ers’ stores it has been determined that 
about four to six styles of each one of these 
types will make up a line of shoes which 
will sell the year round. The result is that 
the Harrisburg Shoe Manufacturing Com- 
pany will build about thirty numbers in 
the Mary Lee line—each one a tested seller 
all the way from Fifth Avenue to Main 
Street. They propose to make the type 
of shoe that a great many women have 
been hunting for, the type that they used 
to wear, that they had difficulty in finding 
lately. Itseems that novelties and special- 
ties have pushed this type of shoe so far 
back on the shelves that it is difficult for 
the shoe salesmen to find it. The cus- 
tomer herself could hardly buy it. 

“‘Needless to say, a plan of this type will 
do much for the wholesaler and consider- 
able for the retailer. It will increase his 
own turnover and the turnover of the re- 
tailer. Any element that will increase the 
retailer’s turnover above the average of 
1.8 will be a welcome feature.” 


Detroit Notes 
There is a slightly increased call for 
white linen oxfords—to be worn at the 
beaches and Southern tourist resorts. 





Crowley, Milner Company use the 
headline ““‘Day by Day—In Every Way— 
the January Sales are Busier and Busier.”’ 
Coueizing the advertising is not a bad 
stunt. One must have faith in the sub- 
conscious development of one’s business 
to succeed. 

Another indication of progressiveness 
is seen in an advertisement of the J. L. 
Hudson Company. It reads: 

The Newest Trimmings— 

The Smartest Footwear— 

C. S. Harriman, formerly with Cook & 
Felter, Jackson, Mich., is Mr. Thomas 
Meath’s new assistant manager of the 
Queen Quality Shoe Store.. Mr. Harriman 
takes the place of A. R. Callahan, who 
recently went to Wm. Taylor’s at Cleve- 
land. 

R. T. Kann, display manager of R. H. 
Fyfe & Co., very cleverly combined 
tanned calfskins from Carl F. Schmidt, 
Inc., tanners of Detroit, with shoes manu- 
factured from the skins by F. C. Pingree 
Shoe Company, also of Detroit. The 
shade shown was color W—a new light 
tan shade. The skins were draped over 
the shoe stands and plateaux and plaited 
and arranged in pyramids upon the floor 
of the window. Co-operation of this kind 
will help to better trade all round. 
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Note 
These 
Features 


. This heel is right side up—it 


reads right. Name, trade mark 
and other inscriptions on this 
rubber heel conform with the 
imprints and identification marks 
on the sole of the shoe. 


. Specially designed nail holes 


almost totally conceal nail heads, 
making this rubber heel appear 
more as an integral part of the 
shoe. Result: A neater, smoother, 
better finished shoe, subject to 
the closest scrutiny 


. A super-wearing, just right com- 


pound, combining greatest re- 
siliency consistent with longest 
wear. 


. Takes a better finish and polish. 


No dull unfinished edges on U. S. 
Spring-Steps. 


. Correct in shape. Receding 


breast; tight, neat, permanent 
fit to shoe; conforms correctly 
and naturally to the contour of 
the leather 


Compare the new U. S. Spring-Step 
with any other heel —in design, appear- 
ance, wear. 
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Specially Designed for 
Attachment to New Shoes 


At Last—A Rubber Heel 
That’s Right Side Up! 


OU know how a shoe man picks up a shoe for examination. 

Take a Men’s Balmoral, for example. With his right 

hand he grasps it at the back-stay, letting the forepart lie 

gently in his left palm. If it’s a Tan Russia maybe he sniffs at 

the vamp. He opens the top, peeks inside. Then he turns it 

over, toe pointing outward, glances keenly at the brand mark on 

the sole, and at the rubber heel—{ninety chances to a hundred it 
has a rubber heel). 


Now—when he turns the shoe over the shoe manufacturer’s 
brand comes right side up. But what about the rubber heel? 
Why, usually it’s upside down and the shoe man has to reverse 
the sample before he can read the name on the heel. Sometimes 
it annoys him a bit, too. 


Why not have the design on the heel and the manufacturer's 
brand on the sole both read the same way—right side up? 
Remember—trifles make perfection. 


That is why the new “U. S.” Spring-Step Manufacturers’ 
Heel was specially designed and is now ready for the trade with 
the trade-mark and the name Right Side Up. That is a refine- 
ment which shoe manufacturers, buyers and retailers have long 
been wanting in a rubber heel—and which they are now able to 
get in the new “U. S.” Spring-Step Manufacturers’ Heel. 


MANUFACTURERS: Attach U. S. Spring-Step Heels 


to your entire sample line. 


RETAILERS: Specify U. S. Spring-Step Heels 


on your new shoe orders. 


United States Rubber Company 


ng-Step 
acturers. 
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Women’s 34” Special 
Cuban 


Essential to good 
shoemaking 


Women’s 34”" Cuban 
Right in every respect. 


Women’s New Orthopedic 
Heel 


Just out. Special features in 
design give better attaching 
results. Ample space at breast 
allows for breasting of the heel 
to conform to shape of the 
breasting knives. 
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IN STOCK 
For Immediate Delivery 


On with the Dance 
Let your Feet be Unrestrained 





TWO STYLES ON THIS LAST 


No. 460—Patent Colt Dancing Tie Light Flexible No. 461—Dull Gen Metal Dessing, Th. Light 
Inner and Outer Soles, Radio Last. Widths Flexible Inner and Outer Soles, adio Last. 
AA-D. Price $5.50 Widths AA-D. Price $5.50 


There are only two leathers popular for dancing footwear, the ever-prevailing 
Patent and the more conservative Gun Metal Calf. 


E. T. Wright & Company, Inc., have utilized these favorites to make their 
Just Wright Shoe for the polished floor. As illustrated here, it is a mere shadow 
of its actual grace, flexibility. Its beauty makes a focus for pleased eyes—its 
comfort is a source of joy to the feet. 


IN-STOCK, ready to go to you with abundant profit and entire satisfaction 
to you and your trade. 


Write for Our Booklet ‘The Styleful Four” 


E. T. WRIGHT & CO., Inc. 


ROCKLAND, MASS. 
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(This Department is conducted by Helen M. Haney, Associate Editor) 


‘Southern Trade Has Greatly Improved”’ 


W. Henry Dean of Leonard, Shaw & Dean, Likes “Dixie Land” 
He Covers Its Big Trade and Cities 


W. Henry Dean of Leonard, Shaw & 
Dean, Middleboro, Mass., who for a 
great many years, has covered the South- 
ern trade for his house, making all the 
big cities and selling the better class trade, 
is a New Englander and a shoeman, 
through and through. He first saw the 
light of day in the historic Massachusetts 
town of Quincy, but so much of his time 
has been spent in the Southland that he 
considers it his second home. Mr. Dean 
started in the wholesale shoe business im- 
mediately after leaving school. His 
brother, Frank O. Dean, is in the retail 
shoe business at Taunton, Mass. 

Mr. Dean is so well known in the shoe 
trade that when we speak of him, Recorder 
readers can readily visualize him. But, 
frankly, we would have liked to present a 
picture, with this story, could we have 
obtained one. However, Mr. Dean is 
very much averse to having his picture 
taken and not a portrait of him could be 
found anywhere. 


Mr. Dean stated that business in the 
South has improved very much over that 
of a year ago. He always talks quality 
and says that his quality message is what 
interests his customers. 


Farmers Buying Quality Goods 


He states that the farmers are paying 
their bills and with 25 cents cotton, rather 
than nine and ten cents of a year ago, they 
make a ready exchange for good shoes. 
Retail shoe merchants in the South know 
about what the farmer has and wants. So 
the farmer selects his goods and the mer- 
chant takes the farmer's cotton to the 
warehouse and sells it for over twice what 
he received for it last year. 


Al Boston Office—183 Essex Steeet 


Mr. Dean will start for the South again 
next March. He came back to New Eng- 
land from his trip last November, where 








L. P. MOTLEY 


Who travels in the Southeast with ** Korrect 
Shape” ‘‘Anatomik” and Fiela’s Knit Shoes, a 
High Grade man with high grade line. 





he is being kept busy between the factory 
and the Boston office—183 Essex Street, 
room 404. 


An Interesting Exhibit 


Mr. Dean has a very interesting pair of 
old shoes at his Boston office. These he 


picked up last summer at a rummage sale 
held at Deer Isle, off the Coast of Maine. 
It is a little island about seven miles long 
and Mr. Dean spends part of his summer 
vacations there. On the occasion of this 
rummage sale all of the attics of the com- 
munity were scoured and forth from their 
hiding place of darkness and dust were 
resurrected the shoes which we are display- 
ing on another page either in this or a near- 
future issue. The front of the heel shows 
a license stamp No. 159,048 of the McKay 
Sewing Machine Association. 


Style Cycle Illustrated 


The “vintage” of the shoes is probably 
about 1870—and they were considered 
“too stylish” for the young man for whom 
they were bought, so he refused to wear 
them—he afterwards left Deer Isle and it 
is stated in later years attained much State 
distinction. The shoes were forgotten and 
finally reached the attic of his old home. 
They are New England made—from buffed 
stock—they once were black, but age has 
turned them brown—the square toes are 
not unlike the new square toed lasts of the 
present day “and thus,”’ said Mr. Dean, 
“does style swing around ina cycle.” Mr. 
Shaw stated that in the old days, they 
probably sold for about $2 the pair—he 
bought them at the sale for 50 cents. The 
straps are of calf leather. The “tucking” 
on the vamp and dainty stitching add to 
their unique appearance. 


Don’t get discouraged if you take a 
tumble now and then. Remember it’s only 
the snake, the worm and a few other crawl- 
ing creatures that can’t fall down.—From 
Indiana Shoe Travelers Live Wire Bulletin. 
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No. 1743—Women’s Chocolate Elk Mock-Moccasin, 
8” Goodyear Welt, Duflex Fibre Sole, Rubber Heel, 
Price $3.75 


A New Mock-Moceasin 


The Mock-Moccasin is strictly speaking not a moccasin at all, but a 
shoe patterned on moccasin lines. It has the roominess and easy fit 
of a moccasin, but the hand seam is replaced by a strong machine 
sewed lap seam. The bottom is put on by regular shoe construction 
using either meta!lic or Goodyear Welt method. The Mock-Moc- 
casins necessarily have an innersole and are heavier in weight than 
true moccasins. They are more economical and are strong, durable, 
and comfortable and well adapted for all purposes where moccasins 
with stiff soles are used. 





Send for further information about these Mock- 
Moccasins, also for catalog showing full line 
of Moccasins and Bass Shoes of Hard Service 


G.H. BASS & CO. Sheemakers Wilton, Maine 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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“Red” Wilkinson with Harry 
Smolen 


Tbe many friends of Ridley R. Wilkin- 
son, better known as “Red” who for 
many years was buyer for Cohen Brothers 
of Jacksonville, Fla. and the past two 
years conducted a store in Palatka, Fla. 
will be interested to know that he has 
deserted the ranks of the retail merchants 
and has cast his lot with the traveling 
fraternity. 

Mr. Wilkinson will represent Harry 
Smolen & Co., Inc., of Brooklyn, a well 
known line of turn footwear for women in 
the South and Southeast covering the 
Virginias, the Carolinas, Georgia, Florida, 
Alabama, Mississippi, Louisiana, Ten- 
nessee and Kertucky. He was in attend- 
ance at the Chicago Convention and also 
for about two weeks in the New York Mar- 
ket, meeting his many friends from the 
territory and acquainting them with his 
new cunnection. 


Formerly President of Southern Merchants 


Mr. Wilkinson was last year’s president 
of The Southern Shoe Retailers’ Associa- 
tion and numbers his friends in the South 
by the score. 

Said an old merchant friend of “Red’s”’ : 
“The Harry Smolen Company, Inc., 
manufacture women’s high-grade turn 
footwear and the progressiveness of Mr. 
Smolen is clearly shown in the wonderful 
array of patterns and the high-grade 
workmanship of his product. ‘Red’ 
Wilkinson’s connection with this or- 
ganization insures the fact that they will 
be placed inthe best stores in histerritory.” 

Mr. Wilkinson is most enthusiastic over 
his new connection and left the factory on 
Monday, January 22 to make a thorough 
tour of his territory. 


Irving Telling ‘to Cover 
Chicago for Moore-Shafer 


Stanley Geerer, sales manager of the 
Moore-Shafer Shoe Manufacturing Com- 
pany of Brockport, New York, announces 
the appointment of Irving Telling as 
Chicago representative. Mr. Telling 
visited the factory last week and dropped 
in at the Recorder Rochester office to say 
that he considers the new Moore-Shafer 
sport shoes the finest examples of this 
type of footwear on the market. Mr. 
Telling will cover the city of Chicago and 
suburbs using a Ford automobile to get 
him around and he also plans to be at the 
Palmer House the fourth week of each 
month. 


Thomas Moore with Hood 
Rubber Co. 


Thomas Moore, who has been repre- 
senting the Standard Felt Company in 
western New York has joined the sales 
force of the Hood Rubber Company. 





BOOT AND SHOE RECORDER 








F. J. BROWN 


Who represents the Harrisburg Shoe Manujac- 
turing Company in Michigan 





Harrisburg Appoints New 
Salesman for Michigan 


The Harrisburg Shoe Manufacturing 
Company has recently appointed F. J. 
Brown, for the past three years with the 
J. E. Tilt Shoe Company of Chicago, as its 
representative in the state of Michigan. 
He will show a complete line of women’s, 
misses’ and children’s shoes. 

Mr. Brown is familiar with the manu- 
facturing, selling and retailing of shoes. 
His many friends in Michigan will be glad 
to welcome him. 

He succeeds A. A. Fineman who was 
recently appointed manager of the New 
York City office. 


Bill Gordon with Williams 
Hoyt & Co. 


William R. Gordon, son of Ed Gordon 
of the Schelter Last Works Inc., has joined 
the sales staff of Williams Hoyt & Co., and 
will sell the Pla-Mate line in New York 
State. 


Mr. Gordon has had considerable ex- 
perience in the shoe business, having 
served his apprenticeship in the Knaier 
Shoe factory of Buffalo, New York, where 
he learned the manufacturing end of 
women’s welt and McKay shoes. For one 
year Mr. Gordon was employed by the 
Rochester Endicott-Johnson shoe store 
as a salesman, and gathered a wealth of 
knowledge of shoe merchandising and its 
problems. For the past year, Mr. Gordon 
has been in the employ of the United 
States Rubber Company as a road man 
selling rubber and leather footwear. 
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Changes in Van Raalte Selling 
Force 


Nineteen hundred and twenty-three 
witnesses many changes in the personnel of 
the selling force of the Van Raalte Com- 
pany. The additions to the staff, together 
with the revision and allotment of terri- 
tories are expected to materially benefit 
Van Raalte dealers through increased 
service. 

Murray Goldstein, who was formerly 
with a competitive house for seventeen 
years, has been added to the staff of New 
York representatives, and will call on the 
retail merchants of one of the sections of 
this city. 

H. W. Cohen, another addition to our 
selling force, is now carrying the Van 
Raalte lines of hose, underwear, gloves 
and veils into the retail shops in Brooklyn 
and Long Island. Charles Greenberg, 
who formerly had this territory, has taken 
over the territory previously covered by 
Mr. Glover—Delaware, Maryland and 
part of Philadelphia. 

Another interesting change is the plac- 
ing of S. Mackey on the Coast. Mr. 
Mackey will handle all the Van Raalte 
products. 

F. H. Kearney, formerly on south- 
western territory is now handling all four 
lines in Michigan. 

J. Schnurman, Veiling Knight, has been 
transferred from Wisconsin to Massa- 
chusetts. Meanwhile, he has added the 
glove, hosiery and underwear lines to his 
sample case. 

G. W. Scott has replaced Mr. Berlin in 
the larger cities in New England for veils, 
veilings and nets. 

E. H. Kelsey, formerly with a com- 
peting house, is carrying all lines to the 
Van Raalte trade in Arizona and southern 
California. 


Ten Autos Ordered for Men 


The trade will also view with interest 
the fact that ten Dodge Sedans have been 
ordered for the use of Van Raalte sales- 
men. Some territories, therefore, will be 
more thoroughly covered and permit the 
showing of full lines of merchandise. Van 
Raalte is trying, wherever possible, to 
present complete lines, which consist of 
1000 samples. 


Cincinnati Boys Elect Officers 


The results of the annual election of the 
Cincinnati Association of National Shoe 
Travelers, held at the Shoe and Leather 
Club rooms, January 16, were as follows: 

‘E. (Manny) Peck of the Sam B. Wolf 
Shoe Company was elected president; 
George W. Schuette was made vice-presi- 
dent; William K. Harrison and J. Jaffe 
were re-elected secretary and treasurer 
respective'y. George Aftel and Charles 
Mueller were selected as directors for two 
years. 
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A DETAIL of refinement in 
footwear of quality is the 
practical lacing hook de- 
manded by men who are 
used to having exactly 
what they want. 


Shoe Lacing Hooks are now 
Colebelemeemeet-Beeleaom=> celetsiue 
creations of American and 
English bootmakers. 


The Beot and Shoe Re order will appreciate your mentioning the publication in replies to advertisements 
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FRED A. ZORN 


Re-elected President Buffalo Association of 
Traveling Shoe — He trarels for W. B. 
oon Co. 


ROLAND J. McDONALD 


Secretary of the Buffalo Associatiun of Travelin 
Shoe Salesmen. He travels for Beenie, 
Dittman Co. 








B. A. T.S.S. Hold Annual 
Meeting 


Gray will be the predominating color 
in spring footwear for women, and heels 
will be somewhat lower than those in 
vogue at present, according to the impres- 
sion received by Fred Becker, East Side 
shoe merchant and traveler for the John 
Ebberts Shoe Company, who spoke to the 
members of the Buffalo Association of 
Traveling Shoe Salesmen at their fourth 
annual meeting held in the Iroquois 
Hotel on January 13. 

Slippers and pumps in strap effects 
which have proved so popular in blacks 
for fall and winter wear will be reproduced 
in gray for spring and early summer wear, 
Mr. Becker declared, while light, airy foot- 
wear of white kid in novel effects will like- 
wise prove popular. Mr. Becker had just 
returned from the Chicago Style Show 
at which the styles for the spring and 
summer season are determined. 


Officers Elected 

Fred A. Zorn, who travels for the W. B. 
Coon Company of Rochester, was elected 
president for a second term; C. W. Martin, 
who represents Weyenberg Shoe Mfg. 
Company of Milwaukee in this part of the 
country, was chosen first vice-president; 
George Hess, W. H. Walker & Co., 
second vice-president; T. W. Furlong, of 
Lewis A. Crossett Company, third vice- 
president and Edward C. Diffine, of W. H. 
Walker & Co., fourth vice-president. 
Roland J. McDonald, traveling for Krip- 
pendorf, Dittman & Co. of Cincinnati 
and Charles W. Reis, representative of the 
United States Rubber Company were 
re-elected secretary and treasurer re- 











spectively. Mr. McDonald thus enters 
upon his fourth term as secretary, having 
held that office since the formation of the 
Association. 


President Zorn Tells 


Fred A. Zorn, who was the local associa- 
tion’s delegate to the convention of the 
national association in Chicago, and who 
is.a member of the board of governors of 
the national body, gave an interesting 
account of the annual gathering and 
reviewed the growth of the shoe travelers’ 
organizations all over the country. 


About Chicago Meet 


The B. A..T. S. S. anticipates a large 
gathering at the February meeting which 
will be held today, February 3. At this 
meeting tentative plans wil] be discussed 
for the association’s annual dinner dance 
to be held about Easter time. 

President Zorn appointed the following 
committees to serve during the ensuing 
year: 


B. A. T. S. S. Committees for Year 


Entertainment: Carl Lindstrom, chair- 
man, R. J. McDonald, Harry J. Spelter, 
Charles W. Martin and James H. Stelley. 
Audit: Charles W. Martin, chairman, T. 
W. Furlong and W. H. Adler. Publicity: 
Charles G. Hahn, chairman, James H. 
Stelley and R. J. McDonald. 


M. R. Brilliant Off for West— 
February 


M. P. Brilliant, with Samuel Brilliant & 
Co., 182 Lincoln Street,-Boston, Mass. is 
leaving for the West and Middle West 
with a popular price line of men’s, boys’, 
misses’ and children’s shoeson February 5. 








H. M. SIMPSON 
Of the Rice G Hutchins Atlanta Company 





William Harrison Says South 
Optimistic 

William K. Harrison, who travels the 
South and the Southwest for the Sam B. 
Wolf Company, had the pleasure of meet- 
ing many of his customers and friends at 
the Chicago convention. Mr. Harrison 
booked a very large business during the 
convention. He states that the Southern 
merchants attending the convention were 
optimistic over the outlook for a good re- 
tail business during the current year in the 
South. The buying trend in the Southern 
territory, according to Mr. Harrison, is 
decidedly toward low-heel strap effects. 
He left for his territory akout January 20. 
He expects to attend the Texas convention 
at Fort Worth, February 12 to 15, also the 
Tri-State convention at Little Rock, Ark., 
in March. 


W. G. Monsees Joins Lax & 
Abowitz 


William G. Monsees, who has been 
with S. Waterbury & Sons, Brooklyn, for 
a great many years, has severed his con- 
nection with them and is now in charge 
of the entire factory and office of Lax & 
Abowitz, Brooklyn, makers of women’s 
fine turn footwear. Mr. Monsees will 
also. have entire charge of the sales and 
production end of the business. 


Abe Fulton with Trojan 


““Abe”” M. Fulton, formerly with Dia- 
mond Shoe Company, will now represent 
the Trojan Shoe Company of Brockton, 
Mass., in Illinois, Indiana, and Ohio. 
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MBreslin 


Broadway at 29th St “NEW YORK CITY 

















Where Styles Are Seen and Shoemen Foregather 








“The House of Style’s Representatives"—so a 
satisfied guest christened The Breslin. 


In its foyers you will meet the moulders of the 
nation’s footwear. Shoemen, both buyers and 
sellers, naturally gravitate to The Breslin. 












Comfort, dignity and refined service and sur- 
roundings, plus a moderate cost, make this hotel 
well-liked and steadily patronized by shoemen 
from all parts of the nation. 







If he's a Shoeman—look for 
him FIRST at The Breslin. 










EDWARD C. FOGG WARREN M.GOODSPEED | ~ 


MANAGING DIRECTOR 





















Guaranteed Not to Come Off 


TIPS: 
CONSUMERS APPRECIATE THIS FEATURE OF 


“HUBTIP” “NO-METAL-TIP” SHOE LACES 





Made of First Quality, Fast Color Braid from Tip-to-Tip 
Cannot PULL OFF, FRAY OUT or CATCH IN HOSIERY 
DISPLAY A CABINET OF “HUBTIPS” 


Easily and Conveniently handled. Packed in Single Pair Cartons, 72 Pair in Cabinet 


TODA Y’S PRICE LIST 


27 in. per gro. Laces, $2.00 36 in. per gro. Laces, $2.50 45 in. per gro. Laces, $2.90 63 in. per gro. Laces, $3.70 
30 im. per gro. Laces, 2.20 40 in. per gro. Laces, 2.70 54 in. per gro. Laces, 3.30 72 in. per gro. Laces, 4.10 


EITHER BLACK, BROWN OR RUSSET ~~. ASSORTED CABINETS SUPPLIED 
YOUR FINDINGS JOBBER CAN SUPPLY YOU 





MANUFACTURERS 


FRANK W. WHITCHER CO. _ Boston and Chicago, U. S. A. 





February 3, 1923 









































The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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W. M. HOOTKINS 


Who represents the Freeman Shoe Mfg. Co. in 
Louisiana, Teras and Oklahoma, with head- 
quarters at Dallas. 





man Shag. fSompany 


W. M. Hootkins, formerly with F. M. 
White Shoe Company, will hereafter rep- 
resent the Freeman Shoe Manufacturing 
Company of Beloit, Wis., in Louisiana, 


Texas, and Oklahoma, with headquarters 
Through years of experience, 


at Dallas. 


APPROV 


Developer is w 
surgeons 


PENT LANOR 
OATENTEO 








Retails $2, $3.50 






W. M. Hootkins Joins Free- 







MEDICAL MEN 
As a sturdy support for the ankles of 
groring chikren, and ee, fully vent 


Mr. Hootkins has become thoroughly fa- 
miliar with the men’s shoe business, and 
has many warm personal friends among 
the merchants whom he has served. For 
one year he covered the Southwest for the 
Racine Shoe Company, and is happy to 
again get back to the Sunny South. 


President Weber Is a Busy 
Man 

Frank J. Weber, recently elected presi- 
dent of the National Shoe Travelers’ As- 
sociation, was at the factory of Weber 
Brothers recently, picking out his sam- 
ples preparatory to hieing away for his 
territory. Between picking out the best 








MISCELLANEOUS 


IN 








SHOE STORE 
CHAIRS 
SETTEES 










WINDOW DISPLAY FIXTURES 


The OSCAR QNKEN CO. 
1181 4th St. CINCINNATI, OHIO 
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sellers for his trade and taking care of the 
numerous duties which always fall upon the 
shoulders of the captain of the good ship 
“N.S. T.A.,” President Weber is a very 
busy man. But the boys all say that the 
man at the helm can safely weather any 
storms that may occur. 


















MISCELLANEOUS 




















FAMOUS GLASS 
FIXTURES 
Shown ix Catalog G. F. 


Wood Fixtures 
Catalog No. 14 


Artificial Flowers 
Catalog No. 19 


Window Valances 
Im Stook—Ask for Samples 


Window Rugs and Plush 
Samples Sent 


The Hecht Fixture Co. 
Medinah Bldg. Wells and Jackson 
NEW YORK SHOW ROOM 

70 West 36th Street 


















Chicago 











Just East of Broadway 















ED BY 





Well-known 
its use 


Make your stock of 
children’s shoes 
complete by sending 


=. 2133 
for immediate action. 
BURKLEY 
SHOE CO. 


1156 No. Main St. 
Brockton, Mass. 





















Send for Sample 


A. W. GREELEY :: Haverhill, Mass. 


BOUDOIRS! 


Black and Colors. Leather‘and 
Rubber Heels. The quality will 
please you. The 

rice will be right. 

have been mak- 
ing the t etter 
grades of Bou- 
doirs for 










perience which 
neans much 














$7.50. 





No. 32217 Basket filled with 
flowers, each $.75, per dozen 


Our Spring Catalogue 
No. 32 
Illustrated in colors of Arti- 


ficial Flowers, Plants, Trees, 
Vines, Baskets, etc., 


GROPING IN THE DARK 


Time was when the purchase of advertising space was 

a “blind groping in the dark.’’ 

of checking a publisher’s statement of circulation and 
often these figures were unreliable. 

In six years the Audit Bureau of Circulations has 
solved this perplexing problem. 
of distribution and methods this organization is able to 
suppy just the data an advertiser needs. 







Advertisers had no means 







By a systematic analysis 






The darkness 





Mailed Free for the Asking 


Frank Netschert, Inc. 
61 BARCLAY ST. 
New York - m. ¥. 





























is dispelled and the bright light of verified facts takes its 
place. Space buyers no longer find it necessary to grope 
in the dark. 

There are no dark spots in the Boot and Shoe Recorder 
circulation. Our records are audited by the Audit Bureau 
of Circulations. 
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STYLE 43—WELT 


Sterling Patent Colt Instep Strap Pump. 
Perforated Vamp and Strap. 











The ‘‘Jel-Del” numbers shown 
here are made up in the most 
approved leathers of the season. 
Plenty of room is allowed the 
growing foot, yet each style 
possesses fine-fitting qualities. 


You can build a profitable bus- 
iness with ‘‘Jel-Dels’’, for there 
are progressive shoes for every 
child from infant to growing girl. 


Attractive In Stock booklet 
printed in two colors, together 
with price list, sent gladly. 


JEDE]. 


MADE TO GUIDE 
THE GROWING FOOT 


JELLY-DELANEY SHOE CO. 
LYNN, MASS. 











STYLE 21 — WELT 


Russia Calf Lace. 
Medium Shade, Perfor- 
ated Vamp. 
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PROFITS ---- SATISFACTION 


“WINNER” BRAND 
SHOE LACES 


Uniform High Grade 
Wanted Colors. New Spring Shades 
Pearl and Fog Gray 31, Lark or Otter 
“FABRIC TIPPED” LACES 
(Illustrated) Pat. 430 


A High Quality Lace at Low Price. Best Value on the 
Market. 


“CLINCHO” CONICAL TIPS 


Improved Type—Dainty—Practical 
Pat. 330 medium weight’ tubular Pat. 225 Round 
Pat. 440 heavy tubular “225 Round 


CORRUGATED METAL TIPS 
Made to stand rugged wear. Pat. 544 tubular 


WRITE FOR SAMPLES 
Special Discount Offer During February 





For new type oxfords | 
18’ Silk and mercerized one-half inch flat laces, | 
Black and Brown 


In stock ready for delivery. 








W. K. CHANDLER, INC. 
125 SUMMER STREET, BOSTON, MASS. 










“CLIFTON” 
Gem Duck 


Has Stood the Test of Years 


Used with our wet process, it pro- 
duces a perfect innersole, as it is 
easily formed in, and hugs the lip, 
producing strength where strength is 
most needed. 


The Trade Prefers 
‘“‘Clifton’’ Gem Duck 
when once tried 


“Clifton” shoe covering cloths, also 
“Clifton” backing and plumping 
cloths give satisfactory results. 


CLIFTON MFG. CO. 


BROOKSIDE AVENUE, JAMAICA PLAIN 
BOSTON 30, MASS. 
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FOR RENT 


FOR RENT 






WANTED TO PURCHASE 














on main corner of city. 


for spring season. 


$200,000 
Ladies’ Shoe Dept. For Rent 


In the largest, livest and most highly regarded ground floor 
popular price Ladies’ Ready Wear store in Louisville, located 
Having acquired adjoining building 
will have main floor space of one hundred or more feet and 
100 per cent window display for shoes, which means posi- 
tive $150,000 possibly $200,000 volume. 

Rare opportunity for live, legitimate volume shoe operators, 
no others will be interesting. Department must be opened 
Wire instantly. 


Joe H. Greenstein, Care of Bon Ton Cloak & Suit Co., Louisville, Ky. 











We buy quick and pay highest cash price 
for retail and wholesale stocks of shoes or 
any other merchandise. Quantity no object. 
‘or 30 years our specialty. 
Bank and mercantile reference. 
BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER, Proprietor 


610 Broadway, Brooklyn 
Phone Stagg 1757 








SHOE STORES 
BOUGHT FOR CASH 


Leases taken over 


DAVE KOCH -- 908 Putnam Avenue 
Brooklyn, N. Y Tel. 3225 Bushwick 








Space for Rent 


For up to date Shoe Depart- 
ment in large Ladies speci- 
alty shop in Lynchburg, Va. 
Plenty of space, intend con- 
verting into Department 
Store. Have best trade in 
town, consider only respon- 
sible concerns carrying 
standard quality merchan- 





dise catering to the me- 
dium and better class trade. 
Address D 757c/o Boot and 
Shoe Recorder 207 South 
Street, Boston, Mass. 











A HIGH-GRADE specialty store located 150 
miles from New York City has for rent a com- 
pletely equipped space with new fixtures for the 
sale of be better shoes. Correspondence invited with 
parties of highest standing as to financial condi- 
tion, etc. ill deal with principals only. Space 
28x75. Population of city 150,000. Ready for 
March 1. Address D-773, care Boot and Shoe 
Recorder, 207 South St., Boston. 





TO LET 


T° LET—Shoe department in up-to-date ready- 
to-wear store gauipped with modern fixtures. 
Located on Broad St ewark, N. J. One hundred 
per cent location for responsible parties only. 
Apply Morris Farnoff, 24 W 39th St., New York 
ity. 








FOR SALE 


FoR SALE—Shoe and clothing store. Clean stock 
ladies, men’s and children’s shoes, men’s and 
boys’ clothing and furnishings. Old established 
business, good location, reason for selling. 
Cash business. Stock $8,500. Shoe repeizing 





HIGHEST CASH PRICES PAID 
for entire shoe stocks. We also buy your 
surplus or slow sellers. Quantities no object. 
Retail or wholesale. Short term wr taken 
off your hands. Wire or phone Corr 
spondence confidential. Established 1890. 

MAX GLAUBERG 
52 Lispenard Street, New York City 

We also purchase clothing, hats, furnishing 
goods, etc. Phone Canal 4154 








machinery and store fixtures, $1,500 
Shoe & Clothing Co., Lebanon, Kansas. 





FoR SA LE—Up- to-date shop for men’s and 
women’s shoes. Best location in one of the best 
cities in Illinois. Exceptional opportunity for some 
one to step in toa powles business. Address D-751 
care Boot and Recorder, 207 South St., 
Boston, Mass. 





FoR SALE—Modern, up-to-date St. Paul retail 
shoe shop; excellent downtown location—loop 
district. Will consider selling fixtures and trans 
ferring lease, or will sell as a whole. Full particu- 
lars on request. Address D-752, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 





WANTED TO PURCHASE 


CASH PAID, 


for entire shoe stocks or surplus stocks of 
shoes or other merchan Any quan- 
tity. Prompt attention given. 


KIRSCH-BLACHER CO., Inc. 
293 Church St., New York, N.Y. 
hone Canal 0679 














CASH PAID 


for shoe stores or surplus stocks of shoes or 
for other merchandise. Leases taken over. 
We will send a representative to investigate 
and make offer upon request 

Kalter Cerf. Mercantile Co., Inc. 


591 Broadway, New York City 
Phone Spring 5160-5161-5162 





TO LEASE 


MEN’ S shoe department to lease in one of the 
finest men’s store in western Pennsylvania. 
Shoes to retail $6 to $10, sure success. Address 
D-750, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 








DO YOU CONTEMPLATE 


Retiring or going out of business? 
I will pay value for your entire or surplus 
stock of shoes. ses having a short term 
te run taken over. Established 25 years. 


I. OLENICK 


413 Broadway, New York Tel. 9531 Canal 





OPPORTUNITY 













Line, misses’ and children’s welts, 
low priced, for big buyers in Califor- 
nie. Salesman covering state t 
eight P moma Address D-759, care t 
and Shoe Recorder, 207 South St., 
Boston, Mass. 














THE NEW YORK EXPORT! 
PURCHASING CORPORATION] 


596 a, NEW YORK, N. 


WILL W SELLERS FOR 
BUY (Stites srSexs CASH 


Bargains in “— SS. sales 









































MISCELLANEOUS 





Insure perfect shelf service f 
F| any line of oo ~d 
tread st 

coavenica!’ full erg, handhold 
on both sides of ladder permit 


mounting ith 
Sa teh be notes ot 


fi “Calon Tired malls 

end “rock Wheels eliminate noise 
and prevent vibration. Erection 
as simple as A, B, C. Utilize 
small space. Make top shelves 


































Milbradt Rolling 
Step Ladders 


are made in a great many 
styles to suit all kinds 
of stores and shelving. 
They will enable you to 
get along with less help, 
save the wear and tear 
on your shelving, and 
help the Sor 

your store. oP end sub- 
Jeet to approval and sat- 

isfaction guaranteed. 


vate for out latest cate: 
owing styles o 

Pe as well as other 
store fixtures. 


Milbradt 
Manufacturing Co. 


2416 No. 10th Street 
ST. LOUIS, MO. 
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is-ue: 

Space 1 time 

l in.. . $5.00 $4.00 $3.50 
es 8.00 . 7.00 
S$ im........18.00 12.00 10.50 
4 in. .. -20.00 16.00 14.00 





Recorder rates for space less than one-eighth page per 


7 times 13 times 26 times 52 times 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


OSITIONS WANTED—Four cents per word for each insertion. 


M 


Minimum amount accepted, seventy-five cents. ‘ 
_ “Want” advertisements, seven cents per word for each insertion. 





For other 


d, $1.25. Ads under this heading will be 





$3.00 $2.50 
6.00 5.00 
9.00 7.50 
12.00 10.00 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 


received up to noon on Tuesday of week of publication date. When 
advertisers desire answers to come in care of this office. twelve words 
must be allowed in each advertisement for address. When advertisers 
desire replies forwarded direct to their address, each word of the 
address must be counted in the advertisement and paid for accordingly. 
Answers to ads must be sent under letter postage. 














SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 





GALESMEN— Encouraged by the 60 per cent 
~ increase of our men’s slipper business in 1922 
we already have matured plans for an additional 
100 per cent increase for 1923. To accomplish this 
we need the best salesmen obtainable for un- 
covered States Alabama, Arizona, Arkansas, Dela- 
ware, Florida, Georgia, Kansas, ——~ Louisi- 
ana, Maryland, Michigan, Minnesota, Missouri, 
Montana, Nevada, No. Dakota, Ohio, Oklahoma, 
So. Carolina, So. Dakota, Tennessee, W. Virginia, 
who are not handicapped with conflicting lines. 
Factory No. 1 capacity 1800 pairs turns; factory 
No. 2, capacity 3600 pairs McKays. Our motto 
“Beat the Best."" Correspondence and references to 
Falconer Shoe Company, 530 Atlantic Ave., 
Boston 9, Mass. 





SPLENDID opportunity is open for a capable 
man in W. Virginia, North and South Carolina. 
Line consists of women's welts and McKay and 
owing girls’, misses’ and children's McKays. 
his line is particularly strong in women’s novelties, 
floor stock is carried to aid in making sales. In 
reply give age, volume of shipment on territory 
during last several years and references. Address 
D-762, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 





TANTED two live-wire young men for New 
York and New Jersey territory to sell high- 
grade children’s, misses’, growing girls’ and wom- 
en's welts and McKays. Only men with established 
trade need apply. Address K-697, care Boot and 
Shoe Recorder, 127 Duane St., New York. 





RESIDENT salesmen wanted on 6 per cent 
commission basis, old established line boys’ 
McKays for Utah, Colorado, Wyoming, Arizona, 
New Mexico, Kansas, Nebraska, North and Scuth 
Dakota, Minnesota, lowa, Missouri, Mississippi, 
Tennessee, Kentucky, Illinois (not including Chi- 
cago territory), West Virginia, District of Columbia 
and Maryland. Address D-763, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 





GALESMAN wanted who has established trade, 
to sell on commission as a side line a popular 
priced line of barefoot sandals, infants’ flexible 
turns, 1 to 5, no heel and soft soles. For large 
wholesale house in the central West. All numbers 
guaranteed in stock. Wonderful opportunity for 
the right man in the following territories: Ohio, 
southern Indiana, Kentucky, Tennessee, Mis- 
sissippi, Alabama, Georgia, Florida. State reference 
experience and territory. Address D-764, Boot and 
Shoe Recorder, 189 W. Madison St., Chicago. 


*ALESMEN WANTED with established trade to 
~ sell, on commission, side line infants’ turn shoes, 
1-5, no heel and 2-6 spring heel; 44 styles in stock. 
Strong line. Samples ready. Give references. An- 
nual sales, territory, age and full information. 
Elam Shoe Mfg Co., 67 South St., Boston, Mass. 














SOUTHERN SALESMAN 
WANTED 
For Wholesale Trade 


Here is an opportunity for a resident 
Southern salesman who covers the 
wholesale trade to secure our adver- 
tised line of children’s high and me- 
dium-grade turns. We have been in 
business for years, and have always 
sold the wholesale trade. Give outline 
of your experience, together with 
references, in first letter. Address D-758 
care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


GALESMEN—ATTENTION—To those men 
calling on established trade we can give our line 
of popular-priced flexible turns and stitchdowns 
for the following territory: Minnesota, North and 
South Dakota, Utah, Montana, Idaho, Coagen, 
Washington, Kansas, Missouri, Nebraska, Ke 

tucky, Pennsylvania and New York state. We 
carry in-stock 40 styles of 1 to 5 flexible turns and 
20 styles of 4 to 8 spring heels; also a full run of 


WANTED— Experienced salesmen. We have 
excellent open territory in several central, 
southern and western States. Our product is men’s 
and boys’ shoes. We are known for quality, range 
of prices and the service we give. Commission to 
salesmen much higher than the average. Traveling 
expenses advanced. Inquiries treated in con- 
ence. Address D-766, care Boot and Shoe 
Recorder, 189 W. Madison St., Chicago, Ill. 





atitchdowns up to size 2. A high rate of 
sion will be paid to those men who can give this 
line sufficient attention. Backed up with strong 
advertising and prompt shipments. Samples now 
ready. Give full particulars and references. Cc. 
Milow Shoe Co. Inc., Rochester, N. Y. 





7ANTED—Salesmen—We are in immediate 
need of salesmen to carry our line in the fol- 
lowing territory: Nebraska, Kansas, issouri. 
Minnesota, North and South Dakota, Michigan, 
New York State and the New England states. 
This line consists of 48 in-stock styles, sizes 1 to 5 
mock-heels and 3 to 5 spring heel, flexible turns. 
Made of all leather and manufactured for the 
medium-priced trade. Can be carried with a | 
non-conflicting line. High rate of commission paid. 
Advertised in the trade pa and direct to the 
trade. References and details required. Staud Shoe 
Corporation, Rochester, N. Y. 


WANTED—High-grade salesman with successful 
road experience; preferably one acquainted in 
territory who has sold factory line of men’s fine 
dress shoes from factory to retailer; one for New 
York State, and one for eastern Pennsylvania and 
New Jersey. Reply by letter with references, full 
details of experience, etc. We pay 6 per cent com- 
mission. Nunn, Bush & Weldon Shoe Co., Mil- 


waukee, Wis. 


V TANTED jobber or retail salesmen to carry a 
well-known line of turn boudoir, ballet, com- 
fort and novelty slippers, as side line, commission 
basis. Give references in first letter. Following 
states open: Michigan, Colorado, Missouri, Ilin- 
ois, Iowa, Arizona, New Mexico, Oklahoma, 
Kansas, Nebraska, Minnesota, Wisconsin, Wyo- 
ming, Louisiana, Utah. Address D-765, care Boot 
and Shoe Recorder, 207 South St., Boston, Mass. 


WANTED-—-Young or middle-aged man, ex- 
perienced shoe fitter and salesman in a town 
25,000 population, 25 miles from St. Louis, Mo. 
Eckhard Bros., Alton, Ill. : 














From One Tray of 
Sure Sellers 


salesmen covering Louisiana, 
Texas, Oklahoma, Kentucky or 
West Virginia, with non-com- 
petitive line can make good 
money on commission with our 
short line of men’s and women’s 
medium priced flexible welts. 
Our men’s canvas shoes are 
sold in 50 leading cities of the 
United States. Give full refer- 


ence with first correspondence. 


J. K. ORR SHOE COMPANY 
Atlanta, Ga. 








ALESMEN wanted on commission basis for 

well known brand Nationally advertised rubber 
footwear. Territories ‘mn in portions of Penn- 
sylvania, Maryland and Delaware. State refer- 
ences, experience and terms in first letter. Address 
D-767, care Boot and Shoe Recorder, 127 Duane 
St., New York, N. Y. 


BROOKLYN shoe factory, well established and 
strong financially, having up-to-date factory 
with capacity of three to four thousand pairs per 
week, wishes exclusive representation of a few men, 
master salesmen, selling “big” trade only. Well 
recommended with best selling records. All ter- 
ritories. Give full details and references in first 
letter. Address K8694, care Boot and Shoe Re- 
corder, 127 Duane St., New York. 








MEN with experience to handle an excellent line 
of men’s, boys’, misses’ and children’s popular 
priced shoes on a commission basis. Good men 
only apply. Samuel Brilliant & Co., 182 Lincoln 
St., Boston, Mass. 


ALESMEN WANTED—Shoe salesmen to 

carry as side line on commission basis best 
medium-priced line of spats, gym shoes, woolskin 
slippers, leather and canvas leggings. We invite 
— from all parts of United Siates. Tell us 
what territory you cover and send references io 
first letter. We pay liberal commissions and our 
goods are priced to sell. Apply The Brown War- 
ner Mfg. Co., Franklin, Ohio. 


ALESMEN—To handle well-known line of high 

and medium-grade turn (leather soles) boudoir 
and ballet slippers. Made in all leathers and 
widths. Money-making line for right party. 
Address D-711, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


EW YORK distributor of Brockton-made 

men’s welts has opening, New York State, 
Greater New York and New Jersey. Must be 
experienced. Address D-716 care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 


ANTED—Salesr-an for western territory, 
Eastern faucturer. Complete line of men’s 
and women’s staple and sport shoes, college models. 
Strictly up-to-date. Some kinds carried in stock. 
Good opportunity fcr a progressive salesman who 
has an established trade. Commission basis. 
Address D-715, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 




















SIDE LINE MEN 
To Sell Short Line 


STANWORTH STYLISH 
OXFORDS FOR MEN 


$3.50 and $4.00 srock 


Some territories still open west of 
Mississippi River and in New York 
City and New England. Only high 
calibred salesmen selling best of trade 
need apply. 


MARION SHOE CO. 


Marion, Ind. 
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SALESMEN WANTED 


POSITION WANTED 











Salesmen Wanted 


We are desirous of securing ex- 
perienced salesmen for Wisconsin, 
Minnesota, Kansas, Arizona and Texas, 
to sell our complete line of proper 
priced in stock children’s shoes. This 
is an unusual opportunity to connect 
with a real live house with a national 

ion. Ref must 
pany each application. Address D-733, 
care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 











LIVE SALESMAN WANTED 


For a line of well-known and ex- 
ceptionally well made men’s shoes in 
Pennsylvania, Washington and Balti- 
more. Original styles. Trade prices 
$5.25 up. Address D-730, care Boot and 
Shoe Recorder, 189 W. Madison St., 
Chicago, Ill. 





MARRIED man, 28 years of age, 10 years’ ex- 
perience in the shoe business. Familiar with 
all departments, desires position as manager or 
assistant manager: references. Address D-769, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 





SHOE BUYER WANTED 








EXPERIENCED 
SHOE BUYER 


We require the services of a live-wire 
shoe buyer. To a man who can quailif; 
an excellent opportunity is offered. 
In first letter give full details of your 
experience and salary required. 


YOUNKER BROTHERS, INC. 
DES MOINES, IOWA 














AGENTS WANTED 








SALESMEN WANTED 

We have several desirable territories 
open for the coming season and wish 
to get in touch with progressive sales- 
men whocan produce volume business. 
Have established business in each ter- 
ritory. Give full information in first 
letter. Age, nationality, married or 
single, experience and references. Rice 
& Hutchins, St. Louis Shoe Co., St. 
Louis, Mo 








SALESMEN WANTED 


For New York State and city, and mid- 
dle Western territories, also southern 
States, to carry on side, well estab- 
lished line of ballets and boudoirs. 
Adequate commissions paid. Give 
details of experience, lines carried, etc. 
in first letter. Address D-760, care Boot 
and Shoe Recorder, 207 South St., 
Boston, Mass. 














POSITION WANTED 


cune man, unmarried, seeks opportunity to 
ire, thorough training as salesman with 
establi ed shoe manufacturer. Has two years 
retail shoe experience and will furnish proof . 
ability, honesty and sincerity of purpose. 
thing to give for what he gets. Address D768, 
care Bost and Shoe Recorder, 207 South St., 
ass. 








AGENTS |, wanted by a large manufacturer of 
children’s shoes made in Germany. McKay 
system, best made. Apply for particulars with 
reference to Leopold Feibelman, Terre Haute, Ind. 








LINE WANTED 


GALESMAN who has been covering Carolinas, 
Georgia, Florida and Alabama, looking for 
manufacturer's line. Address K-696, care Boot and 
Shoe Recorder, 127 Duane St., New York. 


WANTED line of Haverhill qepgiar getond 
novelty a. ~ for greater New Estab. 
lished trade. prered territory 14 years. A-l 
reference. ey K-695, care Boot and Shoe 
Recorder, 127 Duane St., New York. 


Two aggressive salesmen, well acquainted, desire 
to represent responsible shoe manufacturers for 
New York and Jersey. P. O. Box 12, Station Eye, 
New York City. 


ELL-KNOWN New England salesman open 
for line. I have had 25 years’ experience sell- 
ing the worth-while retail shoe trade throughout 
New England. Have the confidence and esteem of 
my customers and can do a business with a 
line of women’s popular pri: yo Will consider 
position of salesman or sales manager. Best of 
references furnished as to integrit character and 
ability. Address D-771, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 


WANTED-—Lines ; on commission, by a salesman 
15 years’ experience selling to New England 
shoe manufacturers. Address D-772, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 




















We ae ‘osition as shoe buyer and ag 

ve young man whose ience 

pot Tt ‘ourteen years. Knows both ends of the 

<7 = offer kn —_ of a as to 

lity. consider salary and percentage 

pectin. Address D-770, care Boot and Shoe 
ecorder, 207 South St., Boston, Mass. 





DO YOU WANT A GOOD SALESMAN 
FOR OHIO OR PENNSYLVANIA? 


Have good acquaintance in these 
two states, am open for line of men’s 
or women’s shoes for this season. Will 
consider only drawing account and 
expense proposition. Address, D-774, 
Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 








SHOE MANUFACTURING 


POSITION WANTED AS : 
OR SUPERINTEND) 
Cost man, style man — maker, 
women’s welts, ad McKa s, high- 
est references. If in address 
D-761, care Boot 4. ‘Shoe Recorder, 
207 South St., Boston, Mass. 
Res 











WELL KNOWN SALES ORGANIZA- 
TION OPEN FOR LINE OF WOMEN’S 
WELTS OR McKAYS 


We have had long and successful ex- 
perience in selling shoes to the whole- 
sale, chain store and department store 
trade. Our sales organization covers 
the entire country. At the present 
time, we are in position to develop 
satisfactory business | for a manufac- 
turer of women’s popular priced Welts 
and McKay shoes. If you are looking 
for increased businese at a minimum of 
expense, communicate with us. Best 
of references furnished and required. 
Address, D-775, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 








Information for Shoe Merchants 

“Where to Buy” constitutes a source of 
knowledge so that he who runs through these 
pages may read—and learn. 
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PUBLISHER'S BOTIES 


SUBSCRIPTION—The subscription price of the 
Boot and Shoe Ra es 20 0 yous ip at. 
vance, go includes postage in the U: 
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Islands, Virgin 'slands, Alaska, Canada, 
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All subscriptions are payable in advance. 


ADVERTISING RATES—Card of Advertising 
ates furnished on application. For rates 
for Wants, For Sales, etc., see Want Page. 





OFFICES IN 


BOSTON OFFICE, 207 South Street. Corre 
spondence relating to all d ents should 
be addressed to Boston o 


BROCKTON OFFICE: 224 Moraine St. Geo. 
W. R. Hill, Manager. Telephone 507. 


CHICAGO OFFICE: 189 West Madison St. 
Telephone Main 1089. B. C. Bowen, Manager. 


ST. LOUIS OFFICE: 1627 Locust St. B.C. 
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sentative. Telephone Main 969. 

LYNN OFFICE: Fred A. Gannon. 

MILWAUKEE OFFICE: Leonard E. Meyer. 

; Cc. Bowen, a ), 405 Broadway. 
one Broadwa 

WAS INGTON OFFICE: William L. Daley, 
26 Jackson Place, N. W. 

PARIS OFFICE: 2 Rue des Italiens. L. Hub- 

» Manager. 
LONDON OFFICE: John C. Curtios, Manager, 
11 Haymarket, London, 8S. W., England. 

AUSTRALIAN OFFICE: 430 i Collins St. 
Melbourne. G. Jervis Manton, Manager. 

Corecess. OFFICE: William Spiemen, 

Manager, Wasagasse 2, Vienna, Austria 


ly s Roues Aires, Rivadavia, 2721, 





BRAZIL: Gerente. = S. Fitch, 88 Rue 
eral Camara, 88 Sob 
cum Santiago, dl Resne 1123-1127. Otto 
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uba. 
sy OFFICE: Yokohama. J. F. Wager, 
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= “Ameri Coal Fields 7: 
rE merican a 
265 ° d O po o= 
5 Wi pe ut. 25 
== OU Ooo OU OU OU OU == 
a= =o 
= 2 If you read that in your newspaper—how would you feel—What fe] = 
3 = would you want to do? If all New England, New York State, = = 
= = Pennsylvania and Ohio were utterly devastated—with homes == 
= 5 burned, factories gutted, mines flooded, children orphaned, 5 = 
= = churches destroyed, women nerve-shattered, orchards and == 
G = forests razed, farm land ruined, and men dead—would you =o 
= = refuse help when the call came for help? You would NOT! == 
=o c= 
eS The City of Lens represents just as much to France’s coal == 
o = industry as Scranton, Pa. does to ours. Lens was wiped out by =Q 
= 5 theGermans. The entire area of devastated France equals that == 
= = of the states named above, including 4,000 destroyed villages, Q = 
5 = 20,000 destroyed factories, 500,000 homes in dust. =5 
= Oo This is the call for your help—the National Good Will Elec- 5 = 
== tions of the American Committee for Devastated France. == 
Q = Much has been done. Much remains to be done. =o 
S fe] Briefly—to raise money and to guarantee its wise expenditure fe] = 
5 = —groups of women will be elected by popular choice, by a ballot == 
= = of votes at 10 cents a vote. The elected candidates will be sent = g 
= 5 to France, at a — percentage expense of the total - ~ 5 = 
= = moneys obtained, to observe and report on the work of rebuild- == 
O = ing the ruined section. HELEN M. HANEY : =o 
ss The Shoe and Leather Industry’s Candidate = = 
=O +The Boot and Shoe Recorder presents Helen M. Haney, a in the “Good Will Election” Go = 
= = member of its Editorial Staff, as one of the fifty candidates who Shoe Trade A: . == 
2 = we hope will go from Greater Boston. oe Irade Attention =a 
== Miss Haney i f our Associate = = 
=O We ask that when this call comes to you, in your store or Editors: pony Me Domed wd Shoe eee ag= 
5 = factory, you will respond in behalf of Helen M. Haney, and many other departments of the = = 
= = associate editor of the Boot and Shoe Recorder. Fill out Boot and — — - She . 2 oes = Q 
= attached coupon TODAY and mail with check for as many cnneainalinen. “T, Guam & ae OE 
= = votes as you may wish to give at 10 cents a vote. The more travelers and other members of the = = 
O = the better! industry, she is known as a business-like, = 5 
2 genial executive, always ready to do == 
= fe Miss Haney’s treasurer is E. B. Terhune, Publisher of te eden. We Kady prog aoe Se o = 
= = the Boot and Shoe Recorder, 207 South Street, Boston, ideal Good Will Delegate and the Boot = = 
g = Mass. Send money or checks to him, accompanied by and Shoe Recorder earnestly asksitsfriends = Q 
== your ballots, made payable to the American Committee the world over to give their support to = = 
=o this noble cause—as represented by Miss § = 
== for Devastated France. Haney. == 
oO 20 
=.= Among the Sponsoring Committee for Good Will Elections == 
=O are such names as: Allan Forbes, President of the State Street Mail This Coupon at o = 
= = Trust Co.; ese Revere Frothingham, Arlington Street Once to == 
= = Church; James F. Jackson, Attorney; Rt. Rev. William Law- Beot end Shoe Recorder =a 
> = rence, Bishop of Massachusetts; Thomas C. O’Brien, District I aes the posal of $ ad = 2 
= g Attorney, Suffolk County; Robert Lincoln O’Brien, editor, . f Q = 
Gg = Herald-Traveler, and His Eminence, William Cardinal O’Connell. 0 count as votes for § = = 
= = The President of the American Committee for Devastated Miss Haney of the Recorder. | 2 = 
= 6 France, Inc., is the Hon. Myron T. Herrick; first vice-president, —— 5 = 
= = Miss Anne Morgan; Treasurer, Dr. Alexander C. Humphreys. 8 == 
o= =o 
= FT OOO OOO OOO OMOEA = 
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HEN your more 
discriminating cus- 
tomers see Diamond Brand 
Fast Color Eyelets on a 
shoe, they assume naturally 
that all parts of the shoe 
are correspondingly good. 
S visible signs of hid- 
den quality, Dia- 
mond Brand Fast Color 
Eyelets gofar toward 
speeding up sales. 
UNITED FAST COLOR 
EYELET COMPANY 


The Boot and Shoe Recorder w.ll appreciate your mentioning the publication in replics to advertisements. 
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SFO Xx 


“HELLO, PARIS. GIVE ME THE RUE DE LA 
PAIX. 

“YES, THIS IS THE FOX FOOTERY GIRL. 
1 WANT YOU TO TELL ME ABOUT YOUR 
NEWEST AND MOST WONDERFUL SHOE CRE- 
ATIONS. 


“WHAT'S THAT? YOU SAY YOU HAVEN'T 


. 


“OH, | SEE, IN' ATGOODT MANY CASES YOU 
ARE FOLLOWING MY STYLES FOR 1923."’ 


. *. * © 
FOX SLIPPERS, PUMPS AND OXFORDS ExX- 


ERCISE AN INTERNATIONAL INFLUENCE ON 
SHOE STYLES. 


t 7 


~< Ni 


CHARLES K. FOX, Inc., Haverhill, Mass. U.S. A. 


New York: Marbridge Bidg., Broadway and 34th St., Room 632- - 
Boston: 54 Lincoln St. Chicago: Great Northern Building 





Vol. 82, No. 21. Published every week by the Boot and Shoe Recorder Publishing Company 207 South St., Boston 
Entered as second class]}matter April 15, 1922, at the Post Office at Boston, Mass., under the Act of Congress 


of March 3, 1879. Subscription price, $5.00 a year. Printed in U. S. A. 


Mass. 
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She Unite House of Umuuca 
| ew York 
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CLE. 7 fe 


; Whe Faw 


+ 
@ 


Gloversville, 
Arthur SJatton leather ©, St Louis 


Boston 


Geo.W Newman Leather Co Cincinnati. 


; dkinse 71 Chicago. 


&dward Lohrlaut Jan | 
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“For Colors | Standard Kid” 
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Gray, Fawn and Camel 


These appear to be the leading 
colors for Spring and Summer 


i placing your orders for Most exacting members 


Spring and Summer, you of the shoe trade know 
from experience that 


will make no mistake, in fact STANDARD KID inSTAN- 
you will be safest—if you PpARD COLORS always 
call for STANDARD | gives the best satisfaction 
COLORS. : for quality and uniformity. 


THE STANDARD KID CO. 


BOSTON, MASS. 


Branches in New York, Philadelphia, Cincinnati, 
Chicago, St. Louis 


RED WHITE 
BLUE GRAY 
HAVANA BROWN BRONZE 
GOLDEN BROWN : FAWN 
CAMEL GREEN 
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hor Easter FOG 


No. 39 


These are our MOLE 


largest selling No.9 


shades in—— SI LVER 


STARBUK 
o 


WE are literally flooded with 
orders for STARBUK in our 
three beautiful shades of Grey. 





The orders we are receiving are 
practical evidence of the quality 
and correctness of this decidedly 
superior suede leather. 


STARBUK is made in White and Fourteen Distinctive (olors 


Tolman, Dow & Co., Inc. 


174 Lincoln Street, Boston, Mass. 


ROCHESTER, N. Y CINCINNATI,OHIO GREATERN. Y. ST. LOUIS, MO. 


Mr. Charles L. Kirk | Mohr-Holters Sales Co. New Castle Leather Co. T. M.Fitzgerald § Co. 
22 Andrews St. 202 E. 7th St. 100 Gold St. 1602 Locust St. 
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IN STOCK SERVICE 


Misses’ and Children’s Goodyear Welt High Shoes 






When the early spring thaws and rains come, you will have a large 
demand for high shoes of this character. They must be good to stand 
the unusual service. SIZE UP YOUR STOCK TODAY! This will 


be a staple seller through the early spring. 


Particulars of our Exclusive Kewpie Twins Agency features and genuine Advertising 
Co-operation furnished upon request. 


An Every Day Seller 


Pattern No. 324 











Leathers and prices 


No. 18324—Mah. Calf, 12-2, 
$3.35. 83-114, $3.10. 
No. 17324—Black Calf, 12-2, 
$3.35. 84-114, $3.10. 

No. 15324—Patent Leather 
Black Calf Top,$12-2, $3.50. 
83-114, $3.25. 





Description 
Three quarter Fox lace Bal, 
Blind eyelets, Cap Toe. 12-2 
run Leather Heel with Spring- 
step Rubber Top Lift. 84- 
114 Leather Spring Heel. 










Best Grades All Leathers and Materials: in- 
cluding sole leather Counters and boxes, ‘‘Red- 
Line-In” lining, Flint Stone Oak Bend Soles. 














Manufacturers of 


“NATIONAL PARK” and “KEWPIE TWINS” Footwear 


THE JUVENILE SHOE CORPORATION 


OF AMERICA 


CARTHAGE preci MISSOURI 





















































"The Quality ts Jtigher than the Price” 























BOOT AND SHOE RECORDER February 10, 1923 











Our Latest Colors 


“Bright As A Sunbeam 
Mellow As Moonlight” 


ACE BROWN 


A new medium brown 
Boarded 


ACE LYNNWOOD 


A new and slightly darker brown 
Smooth and Boarded 


J. S. BARNET. & SONS, Inc. 


Tanneries Saleerooms, 75 South St. 
LYNN, MASS., U.S. A. BOSTON, MASS., U.S. A. 


CABLE ADDRESS “TENRAB” 














‘Maintains a Standard Reputation’> 
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BLACK CALF 
BLACK SEAL TOP 


i2X 


TONY RED CALF 
BROWN SEAL TOP 


$4.65 


IN STOCK 
B-C-D Widths 


EARLY BIRDS GET RESULTS 


Advance styles bring the business! For four successive 
seasons we have lead the Style Parade. We predict 
that our | 1X and 12X will be the biggest selling $7 
retailers in the U. S. this Spring. They are Sure-fire 
Hits. Whip last. 12 iron edge. Wingfoot heel. 
Mail y our initial order for a case of each style. They 


are in STOCK NOW. 


MARION SHOE CO. 
MARION, INDIANA 
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Fit is the First Essential 


O matter how beautiful the style, its 
selling value is 90% minus—<¢éf ut 
doesn’t fit. | 
Consultation with us is the first step toward 
fitting insurance. 


UNITED LAstT COMPANY 


HEADQUARTERS, BOSTON, MASS. 


TEN FACTORIES a» SIX SHOW ROOMS 


BROCKTON ROCHESTER LON eps » BOSTON 
NEWARK HAVERHILL SQ GAY PIS IYYEY acex St. 
SOs Sg CINCINNATI 
LYNN AUBURN ’ Lied 803 Syracuse St. 
. fe i 
CHICAGO ST. LOUIS ANN WH) /a nav Fae OUlS 05 
NEW YORK MILWAUKEE CHICAGO 
Wells Bldg., Rm. 406 
Affiliated Company PHILADELPHIA 
United Last Ne ay Ltd, 331 Arch St. 
MILWAUKEE 


with Branch Office at Toronto 10 Metropolitan Bldg. 
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NOW IN STOCK 


. Finest G: buck"Six-Eyelet Ox- | 8053—Women’s Finest Gray’ Nubuck’ Six-Eyelet Ox- 
9054—W omer imnin Gn ba Me tal Calf, all Neo- ford, Patent Colt Saddle Trim Tip and Back Stay. 
[or'Sole with 8-8 Wingfoot Rubber Heel. Finest Welt. 8-8 Leather Heel, with, Wingfoot) Rubber Top Lift. 
WidthsJAA to C. Sizes 234 to 8 $5.00 Finest Welt. Widths AA to C. Sizes 2 ito 8. .$5.00 




















VLE EEE bE thi AbD ten, 











8056—Same as 8053 in medium shade tan calf with 
dark tan saddle trimming. Plain toe. Genuine Clico 
single unit sole and wedge heel. Finest welt. AA to C, 
SN ve. ba0s 65.08.00 ee da cl veextasetens de ene gee 


Always Ready fo Serve 


SAMA Waal ll bi LLL ALLL LL LLL Llores 


BLEECKER SHOE CO.Inc. Seeks 
THE LIVE WIRE_HOUSE == 


. Styi//s. by TELL TTT TT TELL TITAN AANN NN NN NNNNNNNN NG afors ¢ 
dh 138-140 DUANE ST. OSYINS New vorK CITY ” 
BOSTON OFFICE, 214 ESSEX STREET 
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The GODING Shoe 


will draw to your store the 
cream of the middle class trade 


The great middie class, embracing the majority of men who take pride in their 
dress—men who want shoes that are stylish, well-made, correct fitting and com- 
fortable, yet must govern their shoe buying on the basis of cost per year—these 
find in the GODING Shoe those features of merit and economy which most appeal 
to them. 


Here are two numbers that will be big spring sellers: 


No. 231 Made No. 131 


Yale last—black smooth calf with Derby (Combination) last—Rueping’s 
black Norwegian calf apron—plain toe, up Ruby — yy ae * 
blucher sport pattern, creased vamp— for ene ctiuihen autieation col ee 
contrast gray stitching—kid lined— —— green—long fold tip—kid _lining— 
Wingfcot heel. P Wing foot heel. 


$4.90 Delivery $5.30 


Increase volume and turnover by concentrating on the Goding line for 
the cream of the middle class trade. Write for portfolio of dealer helps. 


we, THE GODING 
Gi SHOE COMPANY 


: 833-855 W. Chicago Ave. CHICAGO 
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These Styles In Stock 


Black and Brown Cuban Heel 
Oxfords Are Always 


in Demand 













































































B0672H B0644B 


Woman s Black Glazed Kid Oxford, Berkeley last, Woman's Chestnut B Kid Oxford, T 
welt, 6 eyelets, perforated imitation tip, 134-inch last, welt, 6 blind eyelets, \pestesated tmetion ton 
uban heel. ing ‘and lace stay, perforated vamp and tip, 134- 
inch Cuban heel, with rubber top lift. 











Price, $4.85 net, 30 days 
Price, $5.60 net, 30 days 











Strap styles come and go. The same is true of tongue models. But 
yesterday, today, and tomorrow you had and will have a steady call 
for black and brown kid oxfords. 

That is why we have stocked both of these models. They are always 
in demand. 


Best of leathers. The lasts are correctly styled. The prices are 
right. Shipments made at once. 


UTZ & DUNN CO. 


ROCHESTER « NEW YORK 


*~ DENVER OFFICE 7 YORK OFFICE LOS ANGELES OFFICE 
Sales Building 70, Parenter Bldg., Los Angeles, Cal. 


Bush T: 
ae yt West 42d St., pp 1521 G. C. McATE EE Representative 
A. McOMBER, Representative 
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HEN your more 

discriminating cus- 
tomers see Diamond Brand 
Fast Color Eyelets on a 
shoe, they assume naturally 
that all parts of the shoe 
are correspondingly good. 


S visible signs of hid- 
den quality, Dia- 
mond Brand Fast Color 
Eyelets gofar toward 
speeding up sales. 
UNITED FAST COLOR 


EYELET COMPANY 
BOSTON 


‘ 


~ ee ae, 


70 ; 
7 
Le 
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Order Now for Easter 


All Styles on This Page Are Ready to Meet Your Wants 
for Easter Trade—Orders Shipped Immediately 


mm 


No. 224. Price $4.00 No. 455. Price $4.25 No. 530. Price $3.90 

Patent Annette, Dull Kid Saddle and Tongue, Patent Oxford, Dull Calf Tip, Saddle, and Fox, Black Kid Norma Two Strep, Imitation pe. 
Single Sole, VY i Euclid Last Goadyenr We. 4'r4 Rubber Heel, Welt, 13-8 wey? t- Heel. Ni ewport 

AA to rincess st 


AA to D No. 532. Brown Kid. 


No. 531. Same in Patent. Price He is 


sa 
Send for full infor- 
mation about this 
popular priced, good 
selling line of stock 
styles. 


No. 482. Price $4.00 
G od No. 207. Price $4.25 
™ iP MF lubine Feel toa Le - Black Suede Clarice One Step Se a Sole, 
AA toZC Covered Full toute I Heel, E 


No. 206. Same in pty Suede. Price $4.25 


« a 
: a \ 
% 
‘ 
5 4 —— » 
° : \ 
i 
Ree > 
Ys 
”. 


aie 2, Price $3.00 No. 233. Price $4.15 ‘ 
Full Leather Levor White Kid Clarice One Strap. Single No. 545. Price;$3.90 


me eee Sit ge Sole uclid I ed Fi Black Kid Clar des, One St I ——y hy 
y Sole ors = Baby epee oe rae Welt. 13-8 Rubber H eels mita P. 
to 


No. 201. Same in nll Price $3.75 No. 232. Sane in Peters White Reignskin 
No. 202. Same in Satin. Price $4.15 Price $3.60 


Thomson-Crooker Shoe Co. 
18 Station Street, Boston 20, Mass. 


No. 225. Same in Black Kid... ..Price $3.75 




















No. 546. Patent. Price $4.15 
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‘‘Newcastle Havana Brown 
Is the Standard’’ 


Four shoemen returning from the Chicago Convention 
were “talking shop,’ and drifted into discussing leather 
colors that would be “‘good” for next season. 


“T want to tell you all,’ said one, ‘‘that New Castle 
Havana Brown is one leather they never seem to tire 
of. I consider it the standand.” 


All agreed that New Castle Havana Brown Kid was a 
leader and sure to continue so indefinitely. 





New Castle Leather Company 
New York 


NEW CASTLE KID 


ys 


iS 


HAVANA (Fi Sie ¥ 
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SHOOTOUT . SMe et ete nity 


Was na CG 
TER sHoEMaN 


& 
CINCINNES 


*“*Master Shoemakers” 


THE JEWEL 
Black Satin Vamp and Fox, Patent 
Colt, One Strap, One Button Pump, 
14/8 Spanish Wood Heel, Medium 
Toe, Turn. 














THE DUTTENHOFER-STEVENS Co. 


Makers of 


WOMEN’S HIGH GRADE FOOTWEAR 
CINCINNATI 


‘*Master Shoemakers’”’ 


See Tee UUM MMUUUeMUUUIelliniimneliiiienliiineliiiiieniiiiiienmiiiiiten iii ite tiie 


Se eT oT eM emmniieniiiieniiiiiieliiiiineliliiinenii ine nm mien en ntiiiitelitn 


THOM OOOMOUOOOnnO: 


=p 
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The ‘‘Arch Preserver’’ Shoe Name and Trade Marks Are 
the Exclusive Property of the Trustees for “Arch 


Preserver’’ Shoe Patents and Trade-Marks 























BOUT fifteen years ago 
there was placed upon the 
market a certain shoe with fea- 
tures calculated to be of special 
value in the treatment of ad- 
vanced cases of weak, or flat-foot 
trouble. 

The shoe mentioned became 
generally known as an “arch 
support” or “arch prop” shoe— 
also as a “corrective” shoe. 

As soon as it began to show 


and Penalties. 





Every Shoe Dealer in the United 
States should carefully study the 
decision of the Court of Common 
Pleas of Allegheny County, Pa. The 
use of the Name “Arch Preserver,”’ 
orally or in any Printed Form, for the 
purpose of selling or Advertising any 
type of Leather or Rubber Footwear 
which does not bear the “Arch Pre- 
server’? Shoe Trade-Mark makes the 
Shoe Dealer Liable to Severe Fines 


name implies, a preventative shoe 
and not a corrective shoe, nor 
a “prop” or “support” shoe. 
The “Arch Preserver’” Shoe 
has become an outstanding com- 
mercial success because it de- 
serves to be a success. It is 
saving millions of dollars annu- 
ally to the wearers of the shoes; 
it is increasing their productive 
and earning efficiency to the 
value of many more millions of 

















signs of success from a merchan- 
dising point of view, the market 
was flooded with all sorts of cheap 
imitations and substitutes. Each 
manufacturer copied some one 
outstanding, visible feature of the 
original shoe. None copied all of 
the features. Also, no one copied 
any of the really valuable and 
essential features. 

But every one called his shoe 
an “arch prop” or “arch sup- 
port” shoe. For about ten years 
every out-of-the-ordinary type 
of shoe was called by the above 
names by every man and woman 
connected with the shoe business. 


« . * 


Pat’d Bottom Design 
of Men's Arch Pre- 
server Shoe 


When the “Arch Preserver” 
Shoe was offered to the shoe trade 
and the public, it was carefully 
explained that the revolutionary 
features of the shoe—the radical 
changes in last modeling, the sieel 
bridge construction, and the scien- 


Made Erclusiveiy 
Rockland, Mass. 








E.T. Wright € Co., Ine. 


dollars; it is eliminating an 
amount of suffering which is be- 
yond human calculation. 

Because of its success, com- 
mercially, the“ Arch Preserver” 
Shoe has become the most imi- 
tated patented article in the 
world. The imitation of the shoe, 
however, is confined entirely to 
certain non-essential outward ap- 
pearances which were designed 
solely to enable the public to 
recognize the genuine“ Arch Pre- 
server’ Shoe. 

These imitations are made on 
the same old lasts, with practi- 
cally the same old construction, 
and are fitted by the same old 
guess-work methods which have 
been responsible for practically 
every foot trouble in the world. 

The only logical conclusion 
regarding the sudden appearance 
on the market of the horde of 
imitations, is that the makers and 
retail handlers of these imitations 


Pat’d Bottom Design 
of Women’s Arch 
Preserver Shoe 


Made Exclusively by 
The Selby Shoe Co. 
Portsmouth. Ohio 











tific system for fitting—were all 





hope to deceive the public into 





based upon the discovery of de- 

ficiencies and discrepancies in previous modeling and 
shoe making methods and shoe fitting practices, all of 
which latter were responsible for practically every 
form of foot trouble; especially those troubles affecting 
the various arches of the feet. 

Theprimary object of the “Arch Preserver” Shoe was 
to preserve. feet—to prevent the development of foot 
troubles—especially to eliminate the foot-strain which 
eventually resulted in broken arches and flat-feet. 

The whole story of the “Arch Preserver” Shoe is 
embodied in this claim: A shoe modeled and constructed 
and filled as all shoes should have been from the be- 
ginning of shoemaking. 

The name “Arch Preserver” was given to the shoe 
for the sole purpose of conveying to the trade and 
public the one important fact that it was, as the 


purchasing their shoes in the belief 
that they are getting the “Arch Preserver” Shoe or 
a shoe possessing the same patented features of last 
modeling and shoe construction. 

Some of these imitation shoes were given names as 
nearly as possible to the name “Arch Preserver”; 
others employed trade mark designs as nearly like the 
“Arch Preserver” Shoe trade-mark as they felt the 
law would permit. 

In almost every instance, no matter what name was 
stamped on the shoe—both the salesmen for the makers 
and the salesmen in the retail stores called the imita- 
tion shoes arch preservers; or it was claimed that 
they were “just the same” or were “similiar to” 
or “had the same features”, etc., as the genuine 
patented ‘‘Arch Preserver” Shoe. 
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And on the other hand, the success 
of the “Arch Preserver” Shoe soon 
caused a remarkable revolution in the 
language used in most of the retail shoe 
stores of the country. Almost every 
store in the land had one or more of the 
old types of shoes which were called 
“arch prop” or “arch support” shoes; 
they also had numerous “arch prop’’ 
devices. But suddenly almost every 

rson connected with the retail shoe 

usiness appeared to forget the old, 
time-honored trade terms — “prop” 
and “support”’—and all of their special 
types of shoes and their devices be- 
came “Arch Preservers.” 


Long and extensive use of the “Arch 
Preserver” Shoe name and trade-mark, 
— with registration at the Patent 
Office at Washington, as well as under 
the trade-mark registration laws of 
various states, encouraged the Trustees 
for “‘Arch Preserver” Shoe Patents to 
believe that legal and moral rights to 
the exclusive use in trade of the words 
“Arch Preserver” had been established. 


To determine our rights, a Suit in 
Equity was started against the Carter 
Shoe Company, of Pittsburgh, Pa. 
Many complaints had been received 
from persons in Pittsburgh which in- 
dicated that a number of prominent 
stores were selling shoes claiming them 
to be “‘Arch Preservers,”” but which the 
purchasers found upon trial and in- 
spection were not the genuine “Arch 








OCTOBER TERM 
in the 


COURT OF COMMON PLEAS 
of Allegheny County, Pa. 


NO. 2136 


Sitting in Equity 


between 


CHARLES H. BROWN, et al, Plaintiffs, 
and 
MORRIS S. PERELSTINE, et al, Defendants 


Bill of Complaint 


To Morris S. Perelstine and Samuel Supowitz, 
doing business as the Carter Shoe Company, the 
within named defendants: 

You are hereby notified and required within 
fifteen (15) days after service hereof on you, to 
cause an appearance to be entered for you in the 
Court of Common Pless of Allegheny County, 'Pa., 
and to file your answer within thirty (30) days to 
the within Bill of Se of Charles H. Brown, 
Mark W. and James A. Munroe, Trustees 
of the “Arch Preserver” Shoe Patents and Trade 
Marks, and Berenice Brown, the within named 
| and to observe what the said court shall 


You are also notified that if you fail to comply 
with the above directions by not entering an appear- 
ance in the Prothonotary’s office within fifteen (15) 
days, and by not ee your answer within thirty 
(30) days, you will be liable to have the bill taken 
pro confesso, and a decree made against you in 
your absence. 

Witness my hand at Pittsburgh, Pa., this—— 
day of August, A.D., 1922. 
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ORDER OF COURT 


And now, to wit, January 2, 1923, this cause 
came on to be heard, and it appearing to the 
Court that the plaintiffs in the above case had 
filed their Bill, praying an injunction pre- 
liminary to be made permanent on final hearing 
restraining defendants from selling or offering, 
exposing or advertising for sale as and for the 
“Arch Preserver” Brand or under the “Arch 
Preserver” name or any name or imitation 
thereof, any men’s, women’s, misses’, boys’ 
and children’s leather and rubber footwear of 
any description whatsoever, other than the 
genuine “Arch Preserver” leather and rubber 
footwear made by the above plaintiffs or their 
licenses, and from the using either ORALLY 
or in filling orders or in any other manner 
whatsoever, the name “Arch Preserver” or any 
similar name or any combination of words, 
wherein the words “Arch Preserver” or any 
likeness thereof, shall be used to designate or 
identify any goods, except such as are manu- 
factured by or under the Trade-Mark of said 
plaintiffs and their assignors, and that defend- 
ants be ordered and decreed to pay to com- 
plainants the sum of $1200, being $200 for each 
of the six sales herein complained of and the 
additional sum of $200 for each additional sale 
made by defendants where the name “Arch 
Preserver”’ was used selling shoes, rubbers and 
like footwear to the public or where any other 
shoes, etc., were sold with the representation 
that it was “Arch Preserver” shoes or articles 
or where “Arch Preserver” shoes or footwear 
were demanded and articles of some other make 
delivered in making the sale, and for other relief 


reserver” Shoe which they supposed 
they were buying. 
Members of our shopping organiza- 





SHOEMAKER & KNOELL 
Solicitors for Plaintiffs 


as therein more specifically prayed, and it 
further appearing to the Court that the time 
for filing ans by the defendants had elapsed, 

















and no answers having been filed, judgment 





tion were sent into Pittsbrrgh. The 
reports of unfair trade practices in var- 
ious stores were confirmed. The sales- 
ple and department managers in the store of the Carter Shoe 
mpany, 215-217 Smithfield Street, were found to be the most 
rsistent and vicious in their methods of deceiving the public 
y making unfair use of our registered name— “Arch Preserver — 
both orally, and in written form on sales checks, etc. 

Soon after the bill of complaint against the Carter Shoe 
Company was filed, their attorney, having examined the evi- 
dence in the case and finding it conclusive beyond question, asked 
the privilege of confessing judgment for his clients. This was 
a to, and in due course the decree of the Court was handed 

own. 

Omitting the Findings of Fact and Conclusions of Law which 
covered nine legal cap typewritten pages, we offer for the benefit 
of the retail shoe dealers of the United States that part of this 
+ document which comes under the heading of Order of 

ourt. 








A Timely Warning to Every 
Retail Shoe Dealer No. 2 


In a previous advertisement we suggested to shoe dealers, the ad- 
visability of demanding from the makers of shoes carrying a bottom 
design in near resemblance to the patented bottom design of the “Arch 
Preserver” Shoe a written and signed contract guaranteeing the dealer 
from loss in connection with -— suits which may be brought by the 


undersigned for protection of rights under the “Arch Preserver” Shoe 


Patents. 


We believe that a dealer who exposes for sale—by window display, 
printed advertisement, or otherwise—an “Arch” shoe having a bottom 
design in close resemblance to the patented bottom design of the 
“Arch Preserver” Shoe is subject to prosecution either for infri 
ment or for unfair trade practices, or both. It is the purpose of the 
undersigned to do every reasonable thing to protect the public from 
deception and defend the rights conferred under the “Arch er 
Shoe Patents and Trade-Marks. 




















was regularly d Pro Confesso, and that 

on the 2nd day of January, 1923, Findings of 
Fact and Conclusions of Law were found by the Court on due consideration 
thereof, it is ordered, adjudged and"decreed ‘as follows: 

1. That Defendants, their officers, agents and employees be perpetually 
enjoined and restrained from selling or offering exposing or advertising for 
sale as and for the “Arch Preserver” brand or under the “Arch Preserver” 
name or any name or imitation thereof, any men’s women’s, misses’, boys’ and 
children’s leather and rubber footwear of any description whatsoever, other 
than the genuine “Arch Preserver” leather and rubber footwear made by the 
above plaintiffs or their licensses, and from the using either ORALLY or in 
filling orders or in any other manner whatsoever, the name “Arch Preserver”’ 
or any similar name or any combinationtof words, wherein the words “Arch 
Preserver” or any likeness thereof, shall be used to designate or identify any 
goods, except such as are manufactured!bylor under the Trade-Mark of com- 
plainants and their agents. 

2. That defendants be ordered and decreed to pay to complainants the sum 
of $1200; being $200 for each of the six sales complained of in said Bill; and 

3. That defendants be directed to pay the‘costs of these proceedings. 

BY THE oun 





We, Solicitors for Plaintiffs and Defendants do hereby consent 
that the foregoing Order be made and do waive exceptions to 
Findings of Fact and Conclusions of Law. 


SHOEMAKER AND KNOELL 
Solicitors for Plaintiffs 


A..C. STEIN 
Solicitors for Defendants 
Filed January 2, 1923. 

From the Record 
(Signed) JOHN VOGT. 
Prothonotary. 


(Seal) 





Trustees for 
Arch Preserver Shoe 
Patents 


Mark W. Selby, for the SELBY SHOE CO. 
James A. Munroe, for E. T. WRIGHT & CO., INC. 
Charles Henry Brown, for THE LICENSOR 


No. 15 Ash Street Flushing, L. I., New York 
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ACTUAL PHOTOGRAPH OF BOOTS MADEUP WITH VULCOLNIT ox TOas 


Vulco-Unit Box Toes for Sport Shoes 


Rough caved through snow and ice will not affect Vulco-Unit Box Toes. 
Strong, durable and water-proof, Vulco-Unit Box Toes are the 
logical selection in the manufacture of sport boots. 


The Genuine “* VULCO-UNIT"’ BOX TOE is made and sold only by 


BECKWITH MANUFACTURING COMPANY 
111 SUMMER STREET, BOSTON, MASS. 


_ Largest Manufacturers of Box Toes in the World 


eres St. Louis, OSCAR F, WRIGHT CO. _—_ Cincinnati, GEO. A. SPRINGMEIER CO. 
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You Can’t Run Your 
Motor Buss Without Gas 


Of course not! 


Neither can you discount your bills and pay yourself a decent salary unless you 
run your business on a profit basis. 


MENIHAN ARCH-AID SHOE PLAN insures very frequent turnover for 
you and bigger and better profits than you are making now. 


The MENIHAN ARCH-AID 50-50 proposition is not a scheme. It’s a care- 
fully thought out and tested out plan for the merchandising in a high grade way 
of the most successful arch corrective shoe ever sold. 


Don’t necessarily take our word for it that the MENIHAN ARCH-AID SHOE 
is what we claim for it. Let us prove it—YOU be the judge. 


Behind this high grade shoe is a broad, modern, efficient selling proposition that 
has appealed to some of the best minds in the trade—to the largest shoe and depart- 
ment stores as well as to hundreds of smaller stores that welcomed an opportunity 
to sell more shoes and build a business that could not get away—a business that 
will grow and which cannot stop. 


THE MENIHAN ARCH-AID PLAN works for you 365 days in the year. 


It is cumulative in effect. It grows steadily and gathers momentum in sales 
and better returns. 


MENIHAN ARCH-AID help is for dealers who have guts—who know a good 
business proposition when they see it. 


No obligation on your part to FIND OUT. 


We suggest a wire. 
Already—let’s go! 


The 
Axch-Aid, Shoe Company 


MANUFACTURERS & DISTRIBUTORS 


i Rochester ay 
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LINE FOR LINE 


THE BEST IN THE SELLING END 


a Playboy” 


Sport and oven Wear 


Goodyear welt, smoked elk uppers, lace- 
to-toe pattern, no lining, single chrome 
sole, wedge heel. 


In Stock—C, D and E widths. 


A clean-cut flexible shoe for sport and outdoor 


wear, and— 


the secret of their “customer approval” lies in 
the fact that they are made with a thorough 
understanding of the uses and expectations of 
a shoe of this kind. 


A shoe made for a purpose that fills every 
possible demand. 


We shall be glad to submit samples. 


Witchell Sheil Co. 


Boots, Outing oa Athletic Footwear 
DETROIT, MICHIGAN 














ib St 


Rane meee 


Fat Ankle Specialties 


610—Black Kid 2 Strap $4.25 
615—Brown Kid 2 Strap $4.75 


The 2-strap is also made to 
order in 3 to 6 weeks delivery 
in all Patent, with 13-8 leather 
OE ONT $4.25 
Black suede with 13-8 conerey 
SY Gesctecctscus $5 


600—Black Kid Oxford $4.00 
605—Brown Kid Oxford $4.50 


and boots 


675—Black Kid Fat Ankle Boot... .$5.00 

670—Brown Kid Fat Ankle Boot... .$5.75 

650—Black Kid Full Ankle Boot... .$4.75 

660—Brown Kid Full Ankle Boot... .$5.50 
Sizes 3% to 10, C-EE 


NOTE—To sizes 8% and 9 add 25 cents; 
9% and 10 add 50 cents. 


ALL NUMBERS IN STOCK! 


You can secure the styles listed, at once, and 
begin developing a profitable wide-ankle trade. 
Scores of women seek shoes of the type we 
manufacture, and nowhere will you find a 
better line than our “Style-Full Over-Sizes.” 
Each number is made from dependable kidskin, 
is equipped with “Crawford Arch Supporting 
Shank” and carries the famous “O’Sullivan 
Rubber Heel.” “Red-line-in” Linings. All are 
Goodyear Welts. Check off your needs on 
this page, and wire or write us for immediate 
action. Catalog, or send for a few pairs—ON 
APPROVAL 


Anderson-Owens Shoe Co. 
LYNN, MASS. 
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Leather ‘for Men’ s 
and Women’s Shoes 


Color 50 
sé 5 1 





WHITE 
PEARL 


SMOKE “« 652 
TAN « 53 
GRAY 7 a 

E 55 


BEIG pia 
CHOCOLATE “ 











WHI Patent Sides 
| Elk Kip Sides 

| Buck Kip Sides 
Black and Colored Calf 















































Black and Colored Sides 
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Polar Kloth 


The White Shoe Cloth Par kxcellence 
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Invisible Value 


All white shoe cloths look more or less alike. Whether made from 
short or long staple cotton, two-ply or three-ply, the inferior fabric, 
to a casual observer, will appear to be of about equal value. 


50) FNS ARON 


is made from long-staple imported cotton, spun into a three-ply fine 
count yarn, and woven into an extremely fine-faced fabric of great 
strength, to produce a shoe of Beauty and Long Wearing Qualities. 
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7 
Five Years 
of constantly increasing business have proved the wisdom of 
Quality First and Price Afterward 


Thomas, Lake & Whiton, Inc. 


179 South Street, Boston, Mass. 


Selling Agents CANADA 
MANUFACTURERS’ SUPPLIES CO LOUIS G. FREEMAN CO PAUL ROY & A. D. ALBEE 
722 No. 18 St 614 E. Water St 909 S Fealels st St. Peters St 
ST. LOUIS MILWAUKEE -INCINNATI MONTREAL 
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A recent Allen-Goller creation, strikingly typical of 
the entire line of novel effects. The latest touches 
of style, the newest shades of popular leathers, the 
best efforts of skilled craftsmen all join together in 
making our line one of great sales value. Many 
other excellent numbers comprise the big Allen- 
Goller style line, all of which have the snap and ap- 
peal so necessary to quick and profitable turnover. 











SUVUHUUTTUUUATVUTOVVNVNONOQOUOOOOOUCUUTOOOOOOOTOTUOOOOOOOQOOQOOOOQOOOTOOUOOTOTTTOCUOTAOUOVUUVONOOOOOOOUUOGUOOOTOOTONOONOOOOCOUOOOOOQOOOOOOOOOOQOOTOQUOGOOOUOOOTOGOVANOOOOTIVENL 


a ALLEN, GOLLER SHOE Co. 
if 60 K STREET, SOUTH BOSTON, MASS. (ia 
Se TAA AAA. LW 
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No. 2012—KID SANDAL, opera 
toe, 12-8 rubber heel, C, D and 
! O SE Rp ee $2.00 


Our new factory, being much larger than the old one, 
enables us to take care of our customer’s needs better 
than ever. At present we are operating at full capacity, 
and have a Jarge number of In Stock styles ready to 
ship. 


Write for our latest catalog at once. 


No.§209—KID SANDAL, medium H. K. GARDINER COMPANY 


round toe, 12-8 rubber heel. C, D PITTSFIELD, NEW HAMPSHIRE 
i rer ee $1.90 Boston Sample Room 134 Lincoln Street 
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No smarter style at any price 
No better value to retail at $5 to $8 
That’s WEBER YN'O} SHOES—always 


WEBER BROS. SHOE CO. 
NORTH ADAMS, MASS. 


7 York Office: 1328 Broadway, Marbridge, Bldg., H. Harris, Rep. 
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Queen Quality Shoe Shop, Boston 


Shree 
Beautiful | 


Interiors | 








a 


Queen Quality Shoe Shop, Sheridan Road, Chicago 


i Ri Queen Quality shops are noted for their highly 
pleasing appearance and the provisions made for the 
comfort of their customers. This materially helps to 
engender in people's minds a firm belief in the enduring 
worth of the footwear bought in these stores. 


American Interlocking Shoe Store Chairs 


play an important part in the achievement of these 


results. Accordingly, where you see a Queen Quality 
Shoe Shop you see American Interlocking Shoe Store 


AMERICAN SEATING (]OMBANY 


General Offices, 1016 Lytton Bldg., CHICAGO 
Room 707, 250 So. Broad St., Philadelphia Room 601, 119 W. 40th St., New York 
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Goodyear F ~~ si af / Turns 
Welts j q A Le... 100% 
Smart in “te a > Bee lit 
Pattern Mea pe Had a ES — 
an 


Popular in oN ~ 
Price .__ ee Refinement. 


Another smart number to retail at $6.00. We are displaying about fifty of 
the most beautiful sport patterns ever produced to retail from $5.00 to $7.00. 


Write for salesman. 


BRAUER BROS. SHOE. @. "%)4°u"s 


Exclusive Manufacturers of Women’s Fine Welts and Turns 




















a" oP CULVER 


he Best Shoe For The Least Money _ 
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Full Value Always 


You always find M—C McKays up-to-the-minute 
in style, and down-to-bedrock on price. You can- 
not buy a more advantageous line—taking qual- 
ity—style, fit and finish—and price into con- 
sideration. 





This snappy model is proving a winner. There 
are others, featuring the season’s approved color 
combinations. The entire line is displayed at our 
Boston Office, where Mr. Lally will be glad to 


serve you. 








Patent Leather Vamp, Gray Beck Gouee, 
16 Cut-Out, Loop One-Strap. _ 16-8 Grey Sold in Case Lots Only 


Buck Covered Heel. Flexible Single Sole. 
a. = All Patent Leather and All Grey 
C Me R. H. MITCHELL CO. 
M P M Ka U SY FACTORY BOSTON OFFICE 


Lynn, Mass. 72 Lincoln Street 


IETS At I TU 
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Solid Leather Goodyear 


XRCHLOBe 


A Real Arch Support Shoe 


To Retail at 


6.09 


Not a cheap shoe—but a value shoe. 
A shoe that really benefits wearers. 
A shoe that means volume sales. 


Ask Your Wholesaler 


Globe Shoe Company 


Makers of Women’s Goodyear Welt Shoes at Popular Prices 


Black or Chelsea ‘ - - e* - Mass. 
Brown Kid Boston Sales Office at 207 Essex Street 














| | 
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‘Constant Comfort 


' “AMERICA’S BEST COMFORT SHOE” 


Follow the Example of Chicago! 


The outstanding feature of the N.S. R. A. convention was 
the determination of dealers to cover themselves for future 
needs. How are you fixed ? 


SPRING IS COMING! . - - - . ORDER NOW !! 


No. 52R—Best Quality Black Kid Perforated No. 478R—High Grade Black Kid Oxford, No, 49R—Best Quality Black Kid Perforated 

















Oxford, 13-8 Wingfoot Heel............. $3.75 11-8 Wingfoot Heel, Combination Last. .$3.35 Qne-Strao Pump, 12-8 Wingfoot Heel. In 
No. 752R—Same Style in Havana Brown Kid No- 878R—Same Style in Havana Brown Kid. Stock AA to E..........--+-++++++e0e: $3.35 

$4.00 $3.60 No. 749R—Same Style in Havana Brown Kid. 
Both in Stock A, B, C, D Both in Stock AAA-A to B-D; C-E also in [fp Stock A, B, C, D.............-45. $3.60 


Stock on No 478R 





No. 47R—Black Kid Two-Strap Sandal, 12-8 No. 81R—Black Kid One-Strap Sandal, 8-8 No. 90R—Black Kid Oxford, 9-8 Wingfoot 
Wingfoot Heel...................+.+.+..82.40 Wingfoot Heel, Gray Ooze Lining ...... $2.25 Heel. 

No. 84R—Same Style in One-Strap..... $2.30 No. 86R—Same Style, Drill Lining... . . $1.85 No. 91R—Same Style with Plain Toe. $2.174% 
Both In Stock AA to E. Both In Stock B, C, D, E. Both In Stock C, D, E, EE 













*“COMPLETE LINES of Oxford and Strap Sandals Always IN STOCK” 


AULT-WILLIAMSON SHOE CO., Manufactures, Auburn, Maine 


LOS ANGELES OFFICE, 109 E. 8th STREET BOSTON OFFICE, 139 LINCOLN STREET 
ST. LOUIS OFFICE -- 414 NORTH 12th STREET. 
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Let USKIDE Soles Add To The 
Reputation Of Your Shoe 


py OU don’t have to tell me about USKIDE Soles 

any more—I know what they’ll do,” is what 
one shoe retailer said recently who last year sold 
more than 100,000 pairs of shoes with USKIDE Soles. 


In appearance—in comfort on the foot— USKIDE 
is the equal of the best of other soles—leather or 
otherwise. 


In length of wear, USKIDE is repeatedly proclaimed 
as being the outstanding superior of any shoe bot- 
toming on the market today. 





Specify USKIDE Soles on one of your sturdiest lines 
and ask us to show you how to turn them into 
leaders. 


United States Rubber Company 


USKIDE. 

















Soles 


— The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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HROMOK 


SIDE LEATHER 






































“Chromok” makes better medium priced shoes 
because it is specially made for just this grade 


W. D. Byron & Sons Leather Co. 


Williamsport, Md. ee oe e Boston, Mass. 


Also Makers of 
Famous Oak Tanned Flexible Inner Soles, Flexible Sides and Bends 


t 
FOQUUOUUOUUUOOOQQUOOOOUUOAOOOAUEOOOUUUUOOOOOONOOOOUUUUOOAOOONG: ALAA 
UOQUOQONO00UEUTUTOOOOOUOUAOOUQOOOOONOOOOOOOOOOOOOOONNONGOOUEEOUOOOOOOUAUAL 








Sell Russell’s 
IKE WALTON 


Staunch andjServiceable as a Heavy Sporting Boot 
Flexible as a Moccasin 


Chocolate, chrome-tanned waterproof leather. Its unique 
construction provides four layers of leather between the foot 
and ground—more protection than the ordinary street shoe. 
Its light weight appeals to the outdoor man. 


The Russel) quality speaks for itself. So does Russell shoe | 
making. 





The Scout Moccasin 





Made of Chocolate elkskin, with soles of flexible, sturdy Maple 
Pac. Natural shape affords every freedom to the foot. 


The ideal of comfort and service in moccasin footwear for dry 
season wear, and a sensible “pal” for the growing lad. Write for Dealers’ Price and 


Catalog 





W.C. Russell Moccasin Co. 
Berlin, Wis. 
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footwear buyers, and they change 
from store to store, vainly seeking 
satisfaction. 


Eventually they buy from a Goodyear Gold Seal 
dealer—and they return again and again. For the 
Swift Shipments from Goodyear Gold Seal is a guarantee of longer service 


Theee Branches: and perfect satisfaction. 
Milwaukee, Wis.,380-2 E. Water St. 


KaneasCity, Mo,, 807 Baltimore Av. Because Goodyear Gold Seal has been the leading 

A hee es rubber footwear for seventy years, it is well known 

San Francisco, Cal., 539 Mission St. as the world’s finest, to both’ the trade and the 
public. It’s hard to understand why some mer- 
chants work hard to sell inferior brands, when Good- 
year Gold Seal super-quality is accepted without 
question—and the dealer makes a larger-than-usual 
profit. 


Wi WANT longer wear,” clamor rubber 





Send for your free copy of the 
1923 Goodyear buyer’s guide. 


1) 1872. 


‘ge aS 


This is the original and only genuine RUBBER co. 
Goodyear Rubber Co, Founded 1853, 
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Nothing in the shoe 
but the foot 


HOE specialists insist that shoes 
built with Crawford Arch Sup- 
porting Shanks are scientifically correct. 
Such shoes relieve fallen arches and safe- } 
guard normal feet. They bring health 
and happiness to your customers and 
increased business to you. 




















T's Crawford Arch Supporting 
Shank is built right into the shoe 
—fitted between the inner and outer 
sole and locked to the insole. It pre- 
serves the shape of the shoe, giving sup- 
port to the arch and ease to the foot. It 
cannot abrade the skin. 











To boost your business, sell shoes built 
with Crawford Arch Supporting Shanks. 






































United Shoe Machinery Corporation 


Boston Massachusetts 
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STYLE No. 8003 











wa 


e A Beautiful, New Spring Creation 
IN STOCK FOR IMMEDIATE DELIVERY 


RUSSIA CALF SPORT OXFORD 


Zigzag Stitching on Quarters 
Goodyear Welt—Full Grain Leather Counter. Solid Leather 8-8 Mili- 
tary Heel, with Wingfoot Rubber Top Lift 


ere 3} to 8 
SS 0” heh ap Men emaewres 


eT Ketsieshateusnee 23 to 8 


MADE WITH LARKIDE superior 

WEARING SOLE. DRESSY, 

COMFORTABLE, DAMP-PROOF. 
Price, $3.85 




















Distributed also by 
A. J. Bates & Co., New York, N. Y. 
Chipman, Harwood Co., Boston, Mass. 
Harper & Kirschten Shoe Co., Chicago, Ill. 
Paul Brothers, Inc., Philadelphia, Pa. 


Briccs-HutcHisoNCoMPANy 


Makers of Women’s Goodyear Welt and 
Turn-Type Footwear 


SALESROOM FACTORY 
10 High Street A and Athens St. 
Boston, Mass. Boston 27, Mass. 













jate your mentioning the publication in replies to advertisements. 





Spring Sellers 
That Cannot 
Be Overstocked 


Hood Snugs Hood Clincher 


| pp who were unable to buy arctics this winter 
will know enough to come in when it rains this 
Spring. Do not allow them to catch you unprepared 
with an insufficient stock. Get your details in early 
for these,two popular Hood items. Your jobber 
. or a Hood Branch will serve you best NOW. 


Watertown Mase 
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No. 876—$3.50 


No. 876—Black Satin Pump, Brocade 

Overlay Tongue and Panel, Genuine Turn, 

oe Spanish heel, widths A to moe 
GE cevencccdsc chess ce dheeossuch 





No.” 874—Same as above except 16-8 full 
Louis heel, code “Irene”............ $3.50 


No. 808—Same as above except Imitation 
turn, 14-8 Half neopets widths B to D, 
code “Alice”... . . .« $3.00 


Seleuney 20 aie 


No. 848—$3.85 


No. 848—Black Satin Colonial, Brocaded 
Quarter, Genuine turn, 14-8 Full Spesise 
heel, widths A to D, code “Bunny’. . . $3.85 


No. 840—Same as above except Imitation 
turn, a Pd ag Spanish heel, widths B to D, 


pos eal ye ae ane heNET $3. 15 








intrinsic value. 


Customers write us: “Your shoes are better values than we 
expected.” This is gratifying. It is one important reason for 
Hannahsons unusual growth. We build an up-to-the-minute 
Fabric shoe and then price it where it will represent more 
Take any Hannahsons shoe illustrated— 
compare it with other lines—and you will agree that it 
represents a larger profit opportunity. 


Three New Up-to-the-minute Styles 








No. 582—$1.85 


No. 582—White Canvas Patent Trimmed 
One Strap, two button, imitation turn, 9-8 
heel, widths B to D, code “Enid” .. $1. 85 


No. 580—$1.85 


No. 580—Same as above except with 12- as 
Cuban heel, code “Thelma”......... $1. 


February 20th Delivery 








Here’s a new Canvas One Strap 
which received much favorable 
comment at the style show. Of 
course, you will want it in your 


‘No. 365—$1.60 


No. 368—White Canvas Two Button One 
Strap, 12-8 Cuban heel, imitation turn, 
widths B to C, code “Grace”........ $1.60 






Hannahsons Live Wire Salesmen Are Now Showing Both Canvas and Satin Lines 
A Card to Us Will Bring a Hannahsons Salesman to You 


TTANTINTATICAATR CAITAT AM 


Greater Values Than Expected! 


No. 812—$3.15 


No. 812—Black Satin One Strap, Brocade 
Quarter, Tongue and Strap, Imitation turn, 
14-8 Half Spanish heel, widths B to D, 
GO EE hisihnS 006d ota ceuvades $3.15 


No. 786—$3.10 


No. 786— Black Satin Wide One Strap, 9-8 
Flapper heel, rhinestone button, genuine 
turn, leather lined, widths, B to D code 
ee Pe ae $3.10 


No. 776—As above except imitation turn 
REN REE cinscsintininnciasnnicioanetannnndiing $2.75 
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MUTT 


TRADE MARK fREGISTERED 


FLEXIBLE ARCH SHOE 
Sor Every Woman 


Every Style Is on 
a Combination 
Last. 


Every Formative 
is a perfect fitter. 





STYLE 24 
Welt 


























Black Kid Ontord.” 
IN STOCK 4 
AAA to E. 3 to 10. 
$4.75 
Instantly a Winner! Eighteen Styles in Stock 

This el o nd new “Miss Frisco” last proved a wi 
as soon as it was tho wa. 13/8 he <1 with Wingfoot toplift. Wonderful AAA to E, 3 to 10 
fitting and a e walking oxford. 

Style 6fene Ri ID Dee citad 00 c devscveseees $5.60 Write for catalog and full information on 

Style 28—Same in White Cloth................+45 4.00 styles and advertising. 

A Flexible Shoe for Your Flexible Foot 

Made by 


COTTER of LYNN 
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G2den U.S. PAT. OFF. i 
INC - \ 


JULIUS GROSSMAN - NEW YORK: 


“Jootwear -for Women 





Giving Quality a Name 


Since 1865 we have designed and produced women’s shoes 
to meet the desires of discriminating dealers who seek 


Quality— Comfort—Style 


The reputation of Grossman footwear, for excellence of 
material, master workmanship and skillful design will be 
maintained under the name of 


$2demode 


JULIUS GROSSMAN, INC. : BROOKLYN, N. Y. 
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point in years requires nerve—to make a success 
of that business requires management of the most 
exceptional skill. 


T>. enter business when trade has fallen to its iowest 


ND this is the record of Mr. A. Fine, who estab- 

lished his shoe business in St. John, New Bruns- 

wick, during the later half of 1921. The fact that 
his is the fourth shoe store within one block on Union 
Street indicates the competition that exists in the shoe 
line in St. John, for the population of that city is but 
55,000. 


bad conditions to handle, Mr. Fine worked 

unceasingly to place his business on a thoroughly 
sound foundation. In less than ten months’ time he had 
his business in shape so that he felt that a high-grade 
intensive selling campaign would prove the most effec- 
tive method he could use to reach out for a definite and 
rapid increase in volume of business. 


\ , TITH a combination of heavy competition and 


T was for this purpose he secured Kelly Service in 
| the spring of 1922. Some months later he wrote 
that he was considering another selling drive in 
the near future, saying, “I am satisfied that you can 
bring the results, and am satisfied with the campaign 
you conducted for me last spring.” 


FEW weeks later Kelly Service was again opera- 

A ting for Mr. Fine. With conditions more favorable 

—with Mr. Fine’s store better known as a result 

of his first Kelly campaign, his second! Kelly selling 

drive produced business far beyond his greatest 
expectations. 


N total volume this campaign exceeded $10,000 and 

this business was secured in the characteristic 

clean, wholesome Kelly fashion, and at sound satis- 
factory prices. 


SE6I ‘OT favnigay 


February 3, 1923 
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N commenting on his second Kelly campaign, Mr. 
Fine declares, “Judging the popularity of our sale 
and the. business we have done and the big hit your 

advertising has made with my buying public, I would 
not take $10,000 from an advertising standpoint, for 
the permanent good that will accrue to‘my business as‘a 
result of this splendid campaign you have just con- 
ducted for me.” 


R. FINE’S judgment is that of one who has 
proven his own ability—one who has had the 
most_thorough experience with Kelly Service. 


OUR experience with Kelly Service, like Mr. 
Fine’s, will certainly be most satisfactory. We 
will submit plans and details to you promptly— 

confidentially and without obligation—upon your in- 
forming us of the size and nature of your stock. 





TEKKELLY SALES SYST FY 


MINNEAPOLIS:-MINNESOTA 
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e Ohoes You Urder © 


SE Aro the Shoes You Get = 
a — —— > 





























HIS style, in EASTER GREY Ooze, trimmed with 
Patent Leather, carries a light welted black sole, 
with close wheeled edge, and 8-8 “‘Wingfoot”’ Rubber 
Heel. 
It is made over our new PEDESTRIAN LAST. 
The high arch, broad heel seat and roomy ball measure- 
ments of this last add to the wearer’s comfort, and 
accentuate stylish patterning. 


Sold exclusively in New York City by 


POWELL & CAMPBELL 
122 and 124 DUANE STREET 

















-D.J.HARNEY SHOE COC 
Ge LYNN ~ ‘ By... = 
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UST as certain steels are made for high-speed tools---so is Cedar Cliff Satin 
made for high-grade slippers. It is especially designed to resist the friction of 
wear, holding its lustre and beauty long after ordinary satin is dull and ruined. 


Every argument for better merchandising and profits points to Cedar Cliff Satins 
as the fabrics distinctly specified for slippers. 


Manufacturers who use it once---are solidly sold on its genuine superiority over 
all other slipper satins. Merchants praise it for its power to pull sales and attract 
new business. Women instinctively admire its appearance and appreciate its 
ability to stand unusual wear in home and street. 


Order this Satin---built for a purpose. 
THE LUSTRE LASTS 


Two charming styles of 
supremely fine Brook- 
lyn turn footwear made 
of Cedar Cliff Satin 
by J. & T. Cousins, 
Brooklyn, N. Y. 


From Stock by 


J. & T. COUSINS COMPANY 
BROOKLYN, N. Y. 


“Ve CEDAR CLIFF 
SILI COMPANY 


251-255 FOURTH. AVE. 
NEW YORI 











SHOE SATINS 
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BRANDED OR UNBRANDED 


aR 
Ready To Ship Styles! 


We are regularly featuring here the num- 
bers which our stock’department has 
selected for the season’s selling. 
This week we show three selec- 
tions from our in-stock line. 
Spring, Summer, Autumn, 
and Winter brings its call 
for special styles, which 
we always make it 
our business to 
have on hand for 
immediate 
delivery. 
6... 
g sevens, Boag ee iB 5600 Se ee eT 
Singlo Sole. Widths A to D. “Nick.” ‘ 


No. B-872—As Above, in rf Ak Vv. on 104. 
Widths JA to D. Code—"“Dr. 


Ciravtord Shoe 


Wearers of Crawford shoes know that they 
give satisfaction. No expense is spared to 
have lasts and patterns of the latest de- 
signs. The quality of materials used in 
their construction is of the BEST, com- 
bined with the unexcelled workmanship 
of the New England shoemaker, who 
leads the world. 


You can order from our advertisements 

with every confidence of getting shoes of 

uniform standard. Each number brought 

to your attention through advertising is 

a proven seller. If you have never sold 

the Crawford shoe, we suggest you stock 

No. 9-067— Men's Cone Baw 947—Same as 847 in Gal- a few numbers and see how well they sell. 
‘ : ba car” Wingfoot Ton Black Boe $5. 60 A trial in this way has revealed new 
. Code “Damp.” $5. 60 sources of profit to many. Why not you? 


Send for copy of our latest IN STOCK Style Book showing men’s and women’s shoes 


CHARLES A. EATON COMPANY 


“The Sterling Shoemakers of New England” 





The many gracious letters which we are receiving 
from merchants in all parts of the ‘country con- 
gratulating us on our determination to keep up the 
Daniel Green standards are very pleasing. 


We know that we were right last year in refusing 
to meet price demand by lowered quality, and are 
just as sure that 1923 will also demonstrate the 


wisdom of this policy. 


Remember, Daniel Green Products are sold only 
by the Factory Salesmen direct to the Retail Trade. 
We have no jobbers. 


Help us to lgive you good deliveries by placing 
your orders early. 


Daniel Green Felt Shoe Company 


Factory and General Offices: Dolgeville, N. Y. 


New York Sales Office: Chicago Sales Office: Boston Sales Office: 
116 E. 13th Street 189 West Madison Street 10 High Street 








(GLETEtED 


i ¢ Slippers )7 


PATENTEL 


Daniel Green 
Comfy 
Slippers 
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The success of a shoe in the retail market 
depends greatly on the manufacturer—his 
capacity for great volume which minimizes 


manufacturing costs, the skilled personnel in 
his factories, and the efficiency of his distribut- 


ing system. 


Rice & Hutchins shoes are products of success. They are made in nine 
New England factories, where labor is suited to the type of shoe it makes. 
Then the shoes‘are efficiently and quickly distributed to dealers from eight 
completely stocked branches located in cities that “cover the country.” 


Whether your establishment be in Washington or Florida, Maine or 
California,—New England made shoes are promptly available. 


You can buy New England made shoes all over the country. 


RICE & HUTCHINS 


INCORPORATED 
BOSTON U.S.A. 


a 
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What Makes a Shoe Store Essential? 


The Idiocy of Trying to Regulate Number of 
Stores per Community 


there are too many retailers. 

The reformers at one time directed their 
attacks at the big trusts and assailed them because of 
their bigness. The idea universally expressed was that 
big organizations cut off opportunity for many individ- 
uals to become prosperous. 

Of late years, the cry goes up, “there are too many 
retailers, too many manufacturers, too many shoe 
workers and too many of every industrial class” and 
likewise, too few farmers. 

A little Chamber of Commerce waited upon an 
ambitious stranger in the town who planned to put in a 
store on Main Street and said to him “Get out, there 
are too many here already.” His answer in three words 
was direct if not polite. He saw Opportunity—and 
would not be denied. Competition determines the 
number of shoe stores as well as it does factories, 
doctors and lawyers. 

The Recorder has had so many letters from ambitious 
young men who contemplate operating shoe stores, that 
we feel like re-stating that opportunity exists in this 
industry as well in every city, town and community. 
The opportunity for starting a shoe store never was 
greater than today, but the competition of one store 
with another likewise never was greater, nor the 
competition of brains, experience and efficiency over 
mere store-keeping. 

If the retail merchant is not furnishing proper service 
to his community he knows soon enough. In these days 
of high rentals, high selling expense and high cost of 
goods, the economic continuance of a business depends 
on real service given. There once was a time when a 
store could live on through the friendship and capital of 
acquaintances, until it had so rooted itself in the 
community that it became a fixture. Business drifted 


"Tite statement appears time and time again that 


its way because of its location and its average standard 
of goods and service. Today a new store finds its 
usefulness in a very few weeks and lives or dies by the 
measure of its volume of business. The long pull costs 
money—results must come quickly—stores therefore 
must show their usefulness at an early date. 

A special bulletin by the Domestic Distribution 
Department of the Chamber of Commerce of the 
United States starts with the statement “so fre- 
quently has the question been asked, or the assertion 
made, that there are too many retailers, that it seems 
advisable to examine the situation with some eye to 
the underlying facts.” The bulletin goes on to say that 
“so far as it can discover no one today in this country 
can state even approximately how many retailers there 
are in any particular line of business. The Census 
Bureau reports are useless since they relate only to 
the number of persons employed and not to the num- 
ber of establishments..So there is no proof that there 
are too many retailers in any line. On the other hand, 
as the department points out, a retailer who is making 
a living is providing a convenience and one which is 
supported by the public which buys its goods. 

It is impossible for an outsider to say whether or not 
any given establishment is necessary or unnecessary. 
The Department propounds the following queries. Is 
it necessary for a retailer’s service to be based on 
population per square mile; is it to be based on linear 
distances apart; is it to be based upon annual average 
income? Or is it to be based on a combination of all 
these factors and if so what weight shall each of them 
carry in establishing their relative importance? 

Then, too, the same kinds of goods are in some cases 
sold in specialty stores in a single line and in other 
instances in department stores as one out of a great 
number of lines. Then there is the question of economic 








experts, it will be refreshing to see what answers they 
might give to any group of stores that might be in any 
one block in any one city. The elimination of ail of 
them might not seriously handicap the public from 
getting apparel and foodstuffs promptly, but at the same 
time the elimination of all other stores but those in that 
block might mean great inconvenience to the public. 
Service determines numbers—no amount of regulations 
could set the proper number for competition economy. 

In the shoe business there is a constant replacement 
of stores in settled communities, and as constant an 
upstarting of stores in new communities. Congestion of 
automobiles in a city center may scatter some business 
to the suburbs. The opening of a quarry or the 
establishing of a factory in a small town gives oppor- 
tunity for the shelter of a number of little shops all of 
which have potential powers of service. If an alert 
merchandiser goes into one of them and his idea of 
service and his knowledge of merchandise is solid and 
clear, he stands in a fair way of getting his message 
across to the public. If his idea of business is plain to 
himself he grows and ultimately he becomes a valuable 
fixture to the community and to the industry. 

If Muscle Shoals should become a great industrial 
center, there is no question but what hundreds of little 
shops will grow up in that community which now can 
support but mighty few. The good law of supply and 
demand prevails in the subject of stores as well as 
commodities. The merchandising instinct is by far the 
most interesting talent possessed by men and women. 
There is a fixed method and rule for becoming a doctor 
or lawyer, but to establish a store is more often an 
impulse actuated by some experience, some capital and 
a lot of hopes. 

We do not look upon the real issue of the day as being 
linked up to the subject, “there are too many retail- 
ers,” but rather there are not enough people aware of the 
utility and usefulness of owning more than one pair of 
shoes at a time. The encouragement of the public to 
buy more pairs of shoes is the real job of the industry at 
large. Once this can be accelerated, we will lose the 
argument, “there are too many stores,” “there are too 
many factories” or “too much leather.” The work of 
encouraging the public to buy more of a given product 
has its social benefits also, for the desire for possession 
of the commodities of civilization accelerates work, 
achievement and progress. 





An “Open Mind” on Footwear 


N open mind on any new commodity is a whole- 

some and refreshing thing for an industry. There 

are so many knockers who can see no merit in a new 

process or a new material that often times the rate 
of progress of that article is retarded. 


to the mid-sole, it will give at the tip, it is clumsy and it 
is a flash in the pan, and yet despite all this, there are 
more shoes being made up with crepe rubber soles than 
there are soles ready for the sticking. It is a problem 
on how to fasten them to theshoe—but it is being solved. 

There is no problem however in the retailstore where 
the salesman having sold the customer a pair of regular 
leather bottom, or standard fibre sole shoe, appeals to 
that customer’s desire for something new through the 
sale of an extra pair with a crepe rubber bottom. 

The test of the merit of an article is its salability. 
The shoe will never be a big volume feature, but it has 
the merit of newness and of masculine appeal. It is 
well to have an open mind on new things in footwear. 
Who can say that there is a limit reached in types of 
upper leather materials and sole leather and substance 
when they will use aligator and snake skins for trim- 
ming and crepe rubber for foundation? 

Every pair of shoes made on a new principle is useful 
in some one community in getting more pairs of shoes 
sold. It is for that reason the criticisms of the few 
should not prevail against the “‘shoe men” of thousands 
of other shoe stores. The thing to do is to make sure in 
the efficiency of itsmanufacture, before you test it before 
a critical public. 

It is for the public to say as to its utility. It will not 
take the place of any other commodity for it is making 
a place for itself. Keep an “open mind” on new prod- 
ucts which have “extra pair” merit. 


Living Up to Their Advertise- 


ments 
MERCHANT recentlyremarked to us concerning 
ashoemanufacturing house, “I believe they more 
than live up to their advertisements.” 

There is a whole lot in that view of the matter, which 
is entirely the correct view. What he meant was that 
he believed the firm were conscientious in the fulfilling 
of agreements and in “making good” on all their 
advertised offers. 

We believe that it is a general rule that when a firm 
puts forward a certain shoe or a certain line of shoes in 
an advertisement it will take special pains to make good 
on the offer. Would not that be a natural thing for 
them to do?* Suppose you were advertising a certain 
shoe to the public and a customer came in and referred 
to that advertisement; would you not at once “sit up 
and take notice,” so to speak, and see to it that the 
customer was promptly waited upon and carefully 
fitted? Most assuredly you would. And we believe 
that any manufacturer or wholesaler naturally does the 
same way with an inquiry which comes to him through 
his advertising. 

To mention the publication where you saw the adver- 
tisement is like introducing yourself through a friend. 

















S661 ‘OT favnigag 


February 10, 1923 














BOOT AND SHOE 


YAMCUYOOAY AOHS UNV LOO 


RECORDER 


Boot and. Shoe Recorder CREED 
Getting More Shoes Sold Right: not only “more” but “right;"* sold for the right"purpose, to 


the right wearer, in the right fitting, for the right price, at the right profit. 


This is the great 


problem of the retail shoe merchants. The chief purpose of the Boot and Shoe Recorder is 
to help solve it; for this is the basic problem upon which depends the progress of the 
entire allied industries relating to shoes and leather; their production and distribution. 
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¢Jast Visiting with the Pubhsher 








Page 
Making Easter Advertising Worthy of the 
Day and Deed 


Eight pages of ideas which you can adapt and 
put to work in connection with the biggest sell- 
ing season of the year. 

Raising the Standard of Shoe Repairing. .57 
Good repairing made a worthwhile proposition. 


One Customer Like This and We Could 
All Die Happy 


She strolled into a New York shop and spent 
$1500 in one and one-half hours. 


It’s No Longer the Wild and Wooly West .61 


New shoe stores west of Chicago assume a 
Fifth Avenue aspect. 


Fashion Celebrities to Model at Brooklyn 
Style Show 





The Disadvantage of ‘‘Staying Put” 


“It has been our experience,” writes a prominent 
hosiery manufacturer, “‘that almost every time we 
shatter a tradition, and we have shattered others as 
I will show in a minute, the idea has paid us. It 
seems to me that policies too often are entirely too 
rigid. A man buys or comes into an old business 
which is jogging along comfortably. He‘is apt to 
let well enough alone until it is no longer well 
enough. 


“ “Tt was done this way 40 years ago, we'd better 
not change it,” he is apt to say. 


“Instead of going over and sitting in a corner with 
a consumer and finding out just what is wrong with 
his product and how it, or its sales methods, can be 
improved, he lets the business run him. We didn’t 
stay ‘put’ on the one or two ideas which came to us 
in the course of our business experience. I believe 
that any business which does try to travel along on 
one idea is soon apt to start slipping backward.” 


We agree with the writer. 
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Convention Season Is Here Again 


Where Get-Togethers Are 
To Be Held—and When 


Texas Shoe Retailers’ Association and Oklahoma .. . . . Fort Worth, Tex. 
February 12, 13 and 14 
Oklahoma Shoe Retailers’ Association . . . . . . . . . Fort Worth, Tex. 
February 12, 13 and 14 
Pennsylvania Shoe Retailers’ Association ce « 
February 12 and 13 
Oregon Retail Shoe Dealers’ Association . . . . . 
February 19, 20 and 21 
Iowa Retail Shoe Dealers’ Association . . .... =... . . Des Moines 
March 5, 6 and 7 
Ohio Valley Retail Shoe Dealers’ Association . . . . . . . . . Columbus 
March 5, 6 and 7 
Rhode Island Shoe Retailers’ Association . . ... . =. =. =. +. + Providence 
March 6 
Tri-State Shoe Retailers’ Association . ....... . . . Little Rock 
March 12, 13 and 14 
California Shoe Retailers’ Association . . . . St. Francis Hotel, San Francisco 
June 11, 12 and 13 
Southeastern Shoe Retailers’ Association . . . . . . . . Birmingham, Ala. 
June 
Illinois Shoe Retailers’ Association . . . .. . 
July 9, 10 and 11 
New,Hampshire Retail Shoe Merchants’ Association . . . Boston (Style Show) 
July 
Missouri Retail Shoe Dealers’ Association . . . . .... . =. . St. Louis 
Second Week in August 
Wisconsin Shoe Retailers’ Association. . . .. . 
August 14, 15 and 16 
The Retail Shoe Dealers of New York State ....... =. © « « Utica 
September 4 and 5 
Mountain States Shoe Retailers’ Association . . . ae - Denver 
September 
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An Easter Advertising 
Campaign planned for yau— 
yours to adapt or use out- 
right. The field is covered 
thoroughly — mediums, art, 


copy and type. 














M 

aking Caster 
Adverising~ 
worthy the 
day and deed 


Fashions may originate along the Riviera or on Fifth 
Avenue, but the merchant miles distant is concerned 
with appreciation rather than origination. 

As interpreter between his patronage and these marts 
of fashion he must utilize every local means to develop 
local appreciation. 

The popularity of any style at its point of originat’on 
is carried to any locality on advertising. 

The local merchant holds the same position in his 
town as the Parisian designer. The same means of 
publicity are used only in different places. 

A train of impressions s built in the small town just 
as in the big town. 

The Recorder Ad-Visor plans ar. Easter Campaign 
using every medium at the disposal of th merchant 
removed from style centres faced with the necessity of 
omega his styles and of developing a profitable 
volume 
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Suggestion for Cover Design 
for Booklet 





Dear Madam: 

West winds and fragrance crowd 
one after the other in gentle 
announcement— 

“Spring is here.” 

The season of youth—and new 
fashions. 






ut Name Here 
Tine Shoes 
Street — — —Town. 





_ 








It's a season when designers 
positively outdo themselves in the 








race with Nature to spread beauty 








and cheer. 











Satins, patents, greys and browns 








—rich, flashing, demure, warm. 





Straps, tongues, cutouts—the 








very flower of Spring footwear. 








You must see our new styles to 








select the most becoming leather 














and last or to match new Spring 











apparel. 












Our “Avenue” styles will surely 
erent . sata tale = | hes 7 ry 














Inside Page Layout for Booklet 






For the merchant whose patronage justifies 
the use of a booklet the designs above will 
prove useful. 

One might reproduce direct from these 
prints for a booklet to fit a regular business 
envelope. 

Order blank for use by out-of-towners with 
complete instructions for ordering to be 
enclosed. 


Copy for booklet as follows: 


Easter 
the Day of Flowers and Fashions 


If there’s any time in the year 
when footwear is unusually beauti- 
ful, when selections are more de- 
lightfully abundant and becoming, 
it’s at Easter-time. 

Hints of Paris and Spain in heels, 
and in cutouts—South’s sunny skies 
are reflected in shades of leather. 
The four corners of the earth con- 
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The same characters that appear in 
mail advertising shou'd be carried 





into the newspapers to pr serve 
continuity, to individualize all adver- 
tising. 

Impressions are in this way 
pyramided—reserve is broken down 
gradually and interest creeps in until 
finally the point of desire is reached. 
It is then almost impossible to pre- 
vent a sale of the shoes advertised. 


Copy for ad at right might be 
written as follows: 


“Blossom By Blossom the 
Spring Begins” 


The warming earth sends 
out its fragrance, and the 
spirit of youth possesses every- 
one. 


Bit by Bit—with infinite 
care the new Spring wardrobe 
isassembled. The best is none 
too good if the spirit of the 
season is to be equaled, 


The new Spring shoes are as 
fresh and welcome as the first 
green blades that prove Winter 


























YOUR NAME HERE 


STREET © - + TOWN 








is past. 


A few leading styles, leg 
forms for the display of hosiery 
and a curtain to match the idea 
in the newspaper ad and you - 
have taken advantage of every 
possibility of connecting out- 
side effort with inside actuali- 
ties. 


The curtains should be set 
back from the window to make 
room for a little decoration en 
floor of window in front of 
shoes. 


Spring flowers might be 
strewn tastefully on the floor. 
Easter lilies pinned to each side 
of the curtain would look well. 


Lay small cards flat before 
each pair of shoes giving details 
as, “For Evening Wear $9.” 
“For Party Wear $7.", etc. 








TYOuUR SHOE STORE- 








Co-ordinate mail 
work and news- 
baper advertising 
lo create lively 
interest. 





The_last outside 
phase_in selling 
—the window. 
The scales are 
finally tipped in 
your favor here. 
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Publicity in the form of mov- 
ing picture slides, bill posters 
or car jeards is advisable at 
Easter in order to convey the 
idea of extensive showings. 


YOUR NAME HERE> 








Ga of at Blanks 


to See the Latest 

Spring Footwear 
55MainSt. 
NearX St. 
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Exact duplicates of 


Screen Favorites Shoes 
Now on diplay 


for Spring 
See our Window on your way home 





A crisp definite invitation to look 
at your windows as they pass will 
be received by movie patrons 
cordially if you have something 
worthwhile to talk about. The 
window must come up to the 
expectations aroused by the use 
of the screen at a time when they 
are paying for amusement. It is 
a good plan to reserve this form 
of publicity for some new de- 
parture; the arrival of new styles, 
or as now at Easter when every- 
one is interested in dressing up. 
Show your window and in this 
way you create an atmosphere 
around your name. 
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Devoted to the business of 
fixing your name and location 
in the minds of out-of- 
towners and local folks. Care 
should be taken to remove 
outside posters before they 
become weather-beaten. 

















NOW SHOWING 


] Latest Models 
in 


pagan 


Gay Actistic-Touthfal 














YourName Here - 
























On the way to town a 
poster on “location” posted 
in waiting rooms suggests 
a call at your store right at 
the moment when the shop- 
bing trip is on—when the 
shopper is going over in her 
mind the places she in- 
tends to go to. 
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px ring Season opens with 
Deltg hitul Showing of 
Oniginality sa Jectwaat 


| seat Ce a 





Post this near theatres 


where crowds congregate. 
The getup is along the lines 
of a theatre announcement 
and fits very well with the 
frame of mind of the 
theatre-goer. 

















Car Cards for special events justify their use for one 
month prior to Easter. A well-designed card ought 
to influence the shopper riders. 
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Copy for Ad at right— 


Spring makes her appear- 
ance in silks and satins, the 
epitome of luxury—Satin 
Footwear. Fabrics have 
entered the realm of prac- 
tical footwear. 


The season's life and 
laughter is reflected in the 
depths of beautiful satin 
modeled with a grace be- 
coming to the daintiest foot 
—lending a full measure of 
daintiness to every foot. 


Contrary to your first 
thoughts the charming lus- 
tre of our Satin Pumps is 
not a fleeting one—gone at 
the slightest contact with 
dust—you'll marvel at the 
durability. Our manufac- 
turers know the secret of 
long life in fabrics. With 
ordinary care the spring- 
time beauty of these satins 
will become a mid-summer 
source of pleasure. 





Springtime makes its Debut 


8 | ' in SHLRS ani SATINS 









































Your Name Here 
Town — — Street 














Carrying the idea of 
“Silks and Satins” into the 
window to connect the win- 
dow with newspaper adver- 
tising. 

Display satin shoes in 
conjunction with the print- 


ed silks of the season. The 


woman who is making her 
Easter gown or who is 
intending to purchase one 
sees the exact sample of the 
goods she is going to have 
in the new gown and a shoe 
that matches. The shoes 
receive greater attention 
through having the samples 
around them. 

Further, a window in 
which the latest fashions 
appear is decidedly more 
interesting. 

Get swatches from dress 
goods manufacturers and 
make a window that com- 
petes in “‘action, ° at least, 
with the costumers’ win- 
dows. 





























A™Silk and Satin™ window with a complementary satin shoe 
with a background of silk samples in the prevailing modes 
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Spring Footwear Pretty in Pattern 


outh to Match the New Silks 


| 

| s : Spring silks form a gay procession—blue, grey, yellow, crinkly, 

| theSj trib o “Sf, Tin smooth—fantastic. Reminds you of the Orient, so footwear joins ih 

Pp. yp 7 the — = and gives us cutouts through which peep the_latest 
weaves of hosiery. 



















































There's as much variety in the new footwear modes as in apparel. 
~ Printed silks and straps with trimmings. a 
Decoration is not confined to gowns alone as you will “see upon 
visiting our shop. The very fact of a gown being decorative_makes it 
imperative to have a fitting complement in footwear. 

Gnies of oo Pt or utthes 
greet this style. It seems . . is fashionable 
ae Decidedly Popular either way. ‘In patens 

3 _—~ = Spirited as a Spring morning. Selected from or black. 
r Po point lace in ‘line and a host of styles as the one most fitting to grace 
= oe oh the new Easter costume. In grey or brown, A tribute to good taste 
daintily perforated, chic little strap, light Youthful, not extreme. 
weight, perfect-fitting We have taken lt acems to say of the 
rticular pains to make this our leading value wearer, * You are posses- 

In patent—Easter sea- ior the season. You will be surpri at its al aw a refinement thai 

son is sparkling in the daintiness, and price, exceedingly low. is charming.” 














leather that adds lustre 
Oi to the smart frock. 























SPRING FOOTWEAR, 


bretly in pattern to 
match the new Silks 
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Copy for Ad above 


Freshness, animation, liveliness, sparkle 
and enthusiasm are the endowments of 
Ss g. Youth is measured by one’s step, 
they say. Grace is more important than 
beauty. And a smartly shod foot is no /ess 
an inspiration to poets than April’s mery. 

A well-fitting, smartly styled shoe is as 
essential to smart bearing as the sun in 
making for perfect Spring days. 











Straps in many new trims hold sway. Cris- 
cross like a garden gate with pert perforating, in 
golden brown calf or kid for parties... .$ 

Satin one straps—an epic in richness—durable 
as they are beautiful, turn soles of fairy-like 00 
lightness, and Louis heels.............++- $ ow 
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‘The colonial will always prove indespensable “i Street= = = Town: J} 











to the woman who leans toward jewelry for 
sparkle and beauty. Glowing Patent; attach 
jewgled buckle and you have luxury personified; 
for dress occasions this Spring. 
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Select Type to Match the Spirit of the Season 


Good taste, which simply means ease in gathering the 
meaning and news, interests the masculine mind fully 
as much as a little ornamentation catches the feminine 
eye. 

Careful study of your newspaper's style is essential 
in the proper selection of type faces for your ads. 

If the style is heavy, if the news is set in bold appear- 
ing type it may be well to follow this idea and use 
heavy type faces in your ads. 

It is said that men of refinement are moved by type 
faces that are at once light and strong, while men of 
more simple tastes are more easily influenced by bold 
types. 

For the first class of men Cheltenham Medium for 
headings and Cheltenham Old Style for body text, 
Caslon Bold Light face for headings and Caslon Old 
Style for body text, or Scotch Roman in Display and 
Body faces are suitable. 





—a welcome change 


Easter is the day that separates the old from the new. You'd 
change though at this time anyway, for there isn’t much spirit 
or enthusiasm or comfort in a pair of shoes that have weathered 
Winter’s storms. 


The man who knows good taste is reflected in clothes will change 
to the style pictured. It’s worthy of being called a smart Easter 

Higher the quality the lighter the tan this season. It’s 
alight tan. The best the market affords. 


x $9. 














Positively 
right 


Tre 
wre 


Just the swing and balance for 
Spring days. Tan calf for style— 
Goodyear Welt for wear. Looks 
that are more than ‘skin deep.’ 


We'll guarantee a fit that will 


put a spring in your step as 
invigorating as a tonic. 


A good shoe improves From top to toe no 
your disposition. detail is ‘skimped 


Your Name ‘Mines 


Street Town 


Satisfaction or Money Back 











For the second class of men Adtype, DeVinne, 
Cheltenham Bold, Corbitt, even John Hancock might 
be used in display with a Roman body letter of text. 
These last named faces command attention, but then 
they are also to more or less extent through usage con- 
nected with cut-prices so the merchant who would rather 
sell his merchandise on its merits might better select a 
strong face of type in the Cheltenham family. At 
Easter, particularly, shoes should be sold on their worth. 

Once a type face is adopted as right for the quality 
of the shoes to be sold, stick to this face for an entire 


season. Learn the sizes of it, how many words can be 
ecaad 6a bha Sack sha on J- ~~ * 9.38 
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of line your headings will take in order to make them 
more understandable. You may use condensed, ex- 
tended extra condensed, extra extended faces to get 
your headings to read right. 

Watch your trade papers for little decorative pieces 
to place in your men’s ads. If you have an engraver 
in your town go to him and have them reproduced to 
save art work. More often than not your trade press 
will not refuse you the right to reproduce anything 
that appears on their pages. 

The ads set here are to show what a range of feeling 
there may be put into all-type advertising. 

If your newspaper sets a light style of type in its 
pages, your ad will better conform to this general style 
for the newspaper knows best what interests their 
readers. 

Yet there is always room for individuality through 
the arrangment of type. 








Spring Shoes, Sir! 


They’re here. Not the ordinary 
kind—but the kind that will 
hold up their own in any com- 
pany. 

This Spring we went to market 
with a good idea of what our 
men folks want in style and qual- 
ity, and this is one that we would 
like to be judged on. 


Mahogany calf, dh walk- 
ing, business. ge 
tection of fit; mee style of 
fine material is in these 
Spring Shoes, Sir. 


SEVEN DOLLARS 












Your Name Here 


Street 


Easter Styles 
for Men 








Picked 
From a 
Complete 
Spring 
Line 


The season of ‘“‘dress”” opens—your 
taste, your financial position, your 
appreciation of good things are 
spoken of eloquently in the new 
Easter outfit you wear. 


Good Shoes 
Well-fitted 


Here’s a shoe that’s a good opinion- 
maker. If you're to be judged by 
your clothes why not be sure they’re 
the best. It costs less in the end 
the satisfaction is unlimited. 


A true sign of 
Taste and 
Judgment 


_ In the new shade of tan—Goodyear 
Welt—finely lasted—cleverly pat- 
terned—we couldn’t give you a bet- 
ter shoe for— 











$ 
Your Name Here 8 


Street 








Corner pieces of copy in Italic stick out, for example, 
and here is a face of type usually hard to read if placed 
in many lines, one following the other, yet serves to 
emphasize some feature of quality or service if placed 
right in your ads. 

Too much cannot be said on type arrangement. 
Books have been written about type; every merchant 
might read at least one, and immediately notice a new 
interest in his advertising, due to a few of the principles 
applied. 

The Recorder Ad-Visor is planning to go deeper 
into the matter of type as the most important part of 
the advertising message. No doubt there will be many 
points taken up that will make advertising for many 
merchants a more profitable investment in later issues and 
we hope this Easter Section will supply our merchants 
with some practical selling thoughts for use during 
their most profitable season. 
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Raising the 
Standards of 
Shoe Repairing 


Copyright 1921, United 
Shoe Repairing Machine 
Co., Boston, Mass. 


The Story Behind the 
Campaign of the 
United Shoe Repair- 


ing MachineCompany 
and Its Official Sign 


\ THAT Jooks to the writer like the best-planned 


campaign in the history of the trade to im- 

prove the standards of shoe repairing is that 
successfully launched during the past few weeks, 
backed by the strength and service of the United Shoe 
Repairing Machine Company. So many inquiries 
have been received that a study of the subject has 
been made, with most interesting results. 

Carefully analyzed figures secured from a most thor- 
ough investigation show that $375,000,000 yearly was 
spent in shoe repairing by the public, and large as these 
figures may seem, it was shown by this analysis that 
the figures represented a falling off of 25 per cent from 
the previous peak. 


Has the Public Lost Faith in the Repair Man? 


This means that the public has been losing faith in 
shoe repairing because of inferior shoe repairing and 
nothing else. They have been disappointed because 
their comfortable old shoe has come back from the 
repairer tight and uncomfortable; or because of un- 
skilled workmanship, which resulted in the needle cut- 
ting the inseam, the sole eventually pulled away from 
the upper. Hence the loss in confidence. 

When it is realized that the $375,000,000 represents 
a national economy, is it not a sad commentary that 
this saving once was one-quarter greater, and now 
really should be representing a country-wide economy 
of six hundred millions, instead of a big decrease. 

But the United Shoe Repairing Machine Company 
has been on the job, and, realizing the seriousness of 
this falling off in national economy, and searching per- 
sistently for the cause, found that it was simply inef- 
ficient shoe repairing that caused the public to with- 
draw its confidence. It was very apparent to them 
that if shoe repairing was to be restored, means must 
be found first of all to restore public confidence. 

That the amount of shoe repairing can be doubled 
and trebled when public confidence has been restored, 
is the thought back of the United Shoe Repairing Ma- 
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Notice that the sole on this shoe has many weeks’ more wear left, yet its usefulness was 
destroyed by a careless operator cutting the inseam when stitching on the tap. The lady 
who sent us the shoe says, ‘‘It does not pay to have shoes repaired, because, while the shoe 

repairer fixes them in one place, he ruins them in another.” 


chine Company’s official sign, awarded to shoe repair- 
ers “who reach and maintain” a standard of excellence. 


Starting Point Is Service 


Of course, the thing that makes this possible is the 
service behind the sign of the company. For instance, 
the writer has in mind a recent instance where a man 
went into one of the “while-you-wait” repairers to have 
his shoes repaired. When his shoe was off and the sole 
removed the operator had difficulty in properly point- 
ing his awl, and the customer waited a long time, until 
it dawned upon the operator to call the branch office 
of the United Shoe Repairing Machine Company, and 
in a remarkably short time the man from the United 
arrived and instantly restored production. 

This is only one instance of how this company, with 
its 650 men, does its part in service to the great body 
of the public, at the same time keeping the repairer’s 
establishment going, with consequent steady produc- 
tion and profits. It might be a part that was wanted, 
and instead of a delay of hours, a day, or a week, the 
expert arrives immediately in response to a telephone 
call, and the repair work for the individual, or his 
family, proceeds without delay. 

Furthermore, these experts not only provide the 
parts and kindly advice, but they also supply instruc- 
tion so that the public need not receive damaged shoes. 
It’s no joke to the prudent and economical mother of a 
family who brings the kiddies’ shoes to be repaired, to 
find that on one pair the sole has pulled away after a 
few days’ wear. The little one’s shoes melt away 
fast enough, as everybody knows. 

Now, however, the art of shoe repairing by ma- 
chinery, which has never reached its proper high place 
in public estimation, because of its rapid growth, or 
the desire of certain repairers to sacrifice carefulness 
for speed, or because they did not really know their 
business, can hold its head up with the other industrial 
arts, owing to this official sign and system recently 
developed that positively assures the customer that his 





LVOVW 5 sEeOUUR CER QUEER UER CEE OEE OEErmEwE eeewweemeeew ~ 


thoroughly test shoe repairers, and when they have 
“reached and sustained”’ the highest standard of ex- 
cellence, they are awarded the red, white, and blue 
license bearing the words “Goodyear Welt Repairing 
System.” This means that no repairing is done in that 
shop unless it meets the most exacting requirements 
known to the industry. 

This system, developed and perfected by the United 
Shoe Repairing Machine Company, has created a revo- 
lution in the industry, and, although now in the early 
stage, the coveted sign is possessed by enough repairers 
to serve the discriminating public. Today, the person 
who formerly felt that shoe repairing merely consisted 
of slapping on a new whole or half sole, the tacking on 
of a heel toplift, or sticking on a patch, will expect and 
get from the authorized shoe repairer a job that comes 
as near being a “‘remade”’ shoe as is possible to get. 


New Devices Invented 


In view of the fact that 
the machines in the Good- 
year Welt Repairing Sys- 
tem are identical to those 
upon which shoes are orig- 
inally made, the experts 
behind this great develop- 
ment knew it was only 
the human element that 
caused imperfect’ shoe- 
making. 

Various important de- 
vices used for attaching 
the outersole to the welt 
have been invented by 
the Repairing Machine 
Company and added to 
their shoe repairing ma- 
chinery. This was _ be- 
cause the company knew 
that it was only the ex- 
ceptional operator who 
could so handie a shoe 
that the needle did not 
cut through the “inner- 
seam,” thus causing the 
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Copyright, 1921, United Shoe Repairing Machine Co., Boston, Mass. 
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to the repairer and the system itself. Therefore, of the 
hundreds of shoemaker-mechanics located at the Uni- 
ted Shoe Repairing Machine Company, comparatively 
few have been found equal to the task, and a long course 
of training must be undergone by all others who take 
up the work as it grows larger. 


~~ ee 


How the Sign Is Awarded 


The original inspection is made sometimes without 
the knowledge of the repairer, or, more often, with his 
complete knowledge and co-operation, and usually 
after faults have been pointed out and methods of cor- 
rection shown. The repairer is awarded the sign after 
agreeing that it is the property of the United Shoe Re- 
pairing Machine Company, and may be removed in the 
event that the work drops below standard. To keep a 
careful watch of this, regular visits are made by the 
inspection force. 

The general public 
never knows whether a 
shoe has been repaired 
properly or not, but to the 
expert a good job can be 
detected immediately. 
The woman, for instance, 
who is the buyer for the 
household in shoe repair- 
ing as well as in other ar- 
ticles, finds that her re- 
paired shoes have actually 
been made smaller and so 
tight and ill-fitting that 
she can not wear them. 
This is caused by ineffi- 
cient shoe repairing, which 
also causes the sole ona 
pair of children’s shoes to 
part from the upper, due 
to the poor workmanship 
of cutting the innerseam. 


Report Cards Are Used 


Fig. 2 In the preliminary ex- 
amination, a report card 
is used, not unlike that 
which a child gets in 
school, and a brief analy- 
sis of it gives an interest- 

quew te raw ing idea of what a master 
Fig. 4 shoemaker must know 
about shoemaking. For 
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from the eye of the casual 
observer. 

Another necessary de- 
velopment, in fairness to 
the repairer, before_ the 





These shoes are both stitched with the outersole stitching at the 

same distance from the edge on the welt side, but owing to the angle 

at which it was held, the shoe shown in Fig. 2 is sewn at a consider- 

able distance further in from the edge on the sole side than Fig. 1 

and the inner seam is undoubtedly cut at several points. Look 

carefully at the cross-section drawing, Fig. 4, which shows exactly 
how this was brought about. 
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instance, one space speci- 
fies that “‘all soles shall be 
laid in cement and well 
trimmed up.” This means 
(Continued on page 60) 
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“Miss MacPherson,” said Mr. Leighton, “is an old customer of 
the Wolfelt stores. Once a year she comes to New York for a vaca- 





One Customer Like This and 
We Could All Die Happy 


What is believed to be a record high sale of foot- 
wear to an individual customer was made a couple 
of weeks ago in the New York studio of the C. H 
Wolfelt Company. The sale came within about 
$50 of making a total of $1,500, and included 48 
pairs of shoes, about $185 worth of hosiery, $162 
worth of buckles, and a pair of jeweled heels at $55. 

The sale was made by M. E. Leighton, and con- 
sumed only about an hour and a half of time. The 
purchaser was Miss Jeanie MacPherson, scenario 
writer with the Lasky motion picture forces. The 
shoes will all be shipped by express to her Holly- 
wood home. 


afternoon wear, evening wear, sports wear, and even boudoir wear, 
Several pairs of fancy mules were included in the order. Most of the _ 
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that often, in his haste or a desire to save time, the 
repairer will not cement the sole to the shoe, but this 
is absolutely necessary in the interests of the customer 
after the license is awarded and if it is to be main- 
tained. 

Furthermore, the rigid gauge table makes this neces- 
sary, as the shoe cannot be sewn by the use of this de- 
vice unless it has been cemented. Of course, a large 
percentage is allowed for the proper stitching of the 
innerseam, and, if unsafe inseams are found, a large 
number of points are deducted. Among other things 
provided for in the inspection are the following: 

Have the loose innerseams been examined and tight- 
ened up; have the innerseams been sewn by hand, or 
just tacked, and have new pieces of welt been sewn in 
and properly spliced? 

Have the edges been well trimmed and set; the proper 
sized cutter and iron used, or has careless workman- 
ship trimmed \the outsole edge deep into the stitches? 


The Heel Finish Emphasized 


What of the heels? Are they properly scoured and 
finished, and has care been taken as to their “‘set’’? 
(The poor wearer knows what it means when the heel 
does not set squayely with the ball of the sole.) Is the 
top lift flat? 

How do patches, if any, look? Have rips been care- 
fully repaired and nail work properly done? 

Have the proper sizes of needles and awls been 
used? 

Is the pot for keeping the wax warm clean and in 
good working condition, or has the “life” been baked 
out of the wax? Are brushes and rolls in good shape? 


Appearance of Shop Considered 


Is the general appearance of the shop neat and clean 
—so clean as to appeal to women patrons? Does he 
take good care of shoes while in his possession, and does 
he return them neatly packaged? 

Naturally, as the red, white, and blue sign represents 
superiority in shoemaking and is equivalent to the 
mark “sterling,” all shoe repairers using the Goodyear 
machinery constantly aspire to obtain the emblem. 
They are helped by the inspecting force, who spend a 
limited time in aiding the backward repairer so to im- 
prove his workmanship that he will eventually be 
awarded the emblem. 

Behind the sign and system is the enormous plant 
organization and 650 service men of the United Shoe 
Repairing Machine Company. Here are gathered the 
best shoe machinery inventors and mechanics in the 
world, and the shoe repairing trade realizes that, but 
for the strength of this shoe machinery organization, 
the system, with its symbol of perfect workmanship, 
could not be inaugurated. 


Boston Show Opens July 9 


Boston, Feb. 8—The members of the National Shoe 
and Leather Exposition and Style Show, Incorporated, 
held their annual meeting here yesterday. President 
A. N. Blake asked for a vote ratifying the date of the 
epxosition as that of the week of July 9, 1923, at 
Mechanics Building, Boston. The members were noti- 
fied that over 70 per cent of the space at the exposition 
had been sold. 

The new president is to be named by the Board of 
Directors. The following officers were elected: 

Treasurer—Charles C. Hoyt, Farnsworth, Hoyt Co.., 
Boston. 

Clerk—Thomas F. Anderson, Boston. 

Directors—Harry 1. Thayer, Thayer, Foss Co., 
Boston; Frank S. Farnum, Churchill & Alden Co., 
Brockton; Frank R. Briggs, Thomas G. Plant Co., 
Boston; Arthur W. Wellington, United States Leather 
Co., Boston; Herbert T. Drake, Emerson Shoe Co., 
Rockland; Harry W. Crooker, Crooker & Morse, Inc., 
Bridgewater; Buford H. Jones, Thomson-Crooker Co., 
Boston; Charles C. Hoyt, Farnsworth, Hoyt Co., Bos 
ton; Maj. Charles T. Cahill, United Shoe Machinery 
Corp., Boston: L. H. Downs, Charles K. Fox, Inc., 
Haverhill; Cecil Q. Adams, Bristol Patent Leather Co., 
Boston; Albert N. Blake, Watson Shoe Co., Lynn; 
Herman E. Lewis, Haverhill; H. B. Dillenback, Beggs 
& Cobb, Inc., Boston; Thomas F. Anderson, Boston. 


Fall Leather Colors Chosen 


New York, Feb. 6—A meeting was held last week of 
the Allied Shoe and Leather Committee appointed by 
the National Shoe Retailers’ Association, the National 
Boot and Shoe Manufacturers’ Association, and the 
Tanners’ Council to confer with the Textile Color Card 
Association for the selection of colors for shoes for the 
fall of 1923. By pointing out so far in advance the pos- 
sible color range, the leather man is assisted in the 
proper selection of his material. 

This meeting was attended by John Slater, president 
of the N.S. R. A.: John C. McKeon of Laird, Schober 
& Co., vice-president, and chairman of the Conference 
and Styles Committee of the Boot and Shoe Manufac- 
turers’ Association; Percy E. Hart, Cammeyer’s, chair- 
man of the Conference Committee of the National Shoe 
Retailers’ Association, and president of the Shoe Deal- 
ers’ Association of New York; Burt W. Rankin, chair- 
man Styles Committee, Tanners’ Council; Louis Halle, 
Amalgamated Leather Companies; Lewis Strauss, M. 
Strauss & Son; E. S. Wagner, Barnet Leather Com- 
pany; John R. Garside, A. Garside & Sons; M. A. 
Weiss, Cammeyer’s, vice-chairman of Women’s Styles 
Committee, N.S. R. A. 

A resolution was passed that when the color cards 
are distributed, particular stress be laid upon the ad- 
vantages to be derived by the use of the standard color 
names as shown on the card. Ten colors in all were 
chosen. The exact shades will be announced later. 
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The open lobby effect adds to the attractiveness of the Hunter-Thompson Store in Salt Lake City 


It’s No Longer the Wild and Wooly West 


If You Don’t Believe It, Read This 
Description of One Retail Shoe Store 


By F. L. W. BENNETT 


HE impression prevails in many of the older sec- 

tions of the country that the Rocky Mountain 

region is still a land of forbidding aspect and a 
trip through it something approaching an adventure. 
The fact that it has been inhabited by white men for 
three-quarters of a century—roughly one-half of the age 
of America herself—is lost sight of. 

It was exactly seventy-five years ago on July 24 last 
that the Mormon pioneers under Brigham Young, who 
became widely known for his many wives, settled in the 
Salt Lake valley and opened up the way for the found- 
ing of what are now known as the states of Utah, 
Idaho, Wyoming, Arizona and Nevada. Salt Lake 
City, the first in this great stretch of country, is still 
regarded as the metropolis and its stores and public 
buildings will compare very favorably with anything 
to be found in the average city of half a million people, 
although the population is still less than 150,000. 


From Ox Teams to Radio 


Once a thousand miles and more from the nearest 
point of civilization with no means of travel or even 
communication other than the slowly moving ox team, 


it is kept in close touch with the rest of the country to- 
day by trains, telegraph, telephone, airplane and—radio. 
It boasts a hotel-—the Hotel Utah— with 500 rooms, 
second to none in point of elaborateness, where state, 
national and, occasionally, even international conven- 
tions are held. But I must get down to my real story, 
that of a description of the latest shoe store in this in- 
teresting metropolis of the mountains, for my space is 
going. 
Newest Shoe Store a Gem 

Salt Lake City has some very up-to-the-minute shoe 
stores, several of which are specializirg in women’s or 
men’s footwear. The last to be opened is that of the 
Hunter-Thompson Company, which is doing business 
in the building formerly occupied by the Robinson Bros. 
Shoe company on Main Street. The Hunter-Thompson 
establishment is the last word in shoe stores. It is 
artistic and attractive, yet eminently practical and 
business like, a rare combination. The selling space 
occupies 90 by 24 feet and there is seating accommoda- 
tion for forty persons. It has what is known as a show- 
case front or open lobby with double doors and on the 
outside stands a large bronze lion. 
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Color Scheme Is Cream and Blue 


The ceiling is of steel and there is a skylight in the 
center of the back part of the store which lights the 
desk. ‘The color scheme produces a very restful and 
pleasing effect and consists of a watered oatmeal cream 
paper and natural gumwood with delft blue trimmings. 
The chairs are of the opera style, with delft blve leather 
and carpet to match, and are arranged in two rows in 
sections of five. This layout enables a customer to go 
to a seat from the center aisle without obstructing the 
clerk who may be waiting upon another person. All of 
the stock is within reach and there is a row of built-in 
mirrors on either side. The main lights are in the 
center of the store and are of 300 watts, whilst inserted 
eight inches deep over each mirror is a 75-watt light 
making an unusual lighting effect. The wall lights 
counteract the shadows from the main lights and in this 
way a customer’s attention is focussed on the shoes he 
or she is trying on. 


Hosiery Department up Front 


At the entrance to the store is a small colonade and 
the hosiery department where some restful armchairs 
may be found for persons waiting for a friend. The 





Restful chairs invite one lo sit down opposite the hosiery counter 


hosiery department though not occupying much space, 
is an important one. It is under the care of Miss Amy 
Kemp, a very capable young lady who carries hose in 
every shade by well known manufacturers. In al] the 
store has a staff of nine persons, all except Miss Kemp, 
being men. 

The business is on a cash basis but deliveries 
are made and some business is done by mail. It was the 
original intention of the principais to make a specialty 
of women’s novelty shoes, but it was decided later to 
handle men’s as well, but children’s footwear is not 


carried. 
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salespeople who impart to the establishment an air of 
friendliness without familiarity. True courtesy is not 
based on the rigid observance of rules of etiquette only 
but is human and friendly. 


Two-Way Satisfaction for Customers 


Mr. Hunter said that when a customer departs he is 
always thanked for calling. He and Mr. Thompson are 
operating the business, he said, on the principle that 
their best asset is a satisfied customer. Satisfied not 
merely from the standpoint of values but of courtesy. 
Mr. Hunter, whose first name is Thomas P., before 
forming the partnership with Mr. Thompson, was 
manager of the shoe department of the Walker Bros. 
Dry Goods company of Salt Lake City, one of the oldest 
and largest stores in the New West. The department 
under his charge catered to the women’s novelty trade 
and Mr. Hunter is probably one of the best informed 
men in this section in this line. He was born in San 
Francisco and first became acquainted with the shoe 
trade when he served in a general merchandising store 
at the age of 17. Since that time he has held several 
executive positions in Reno, Nevada, Oakland, Califor- 
nia and other places, besides Salt Lake City. Mr. 
Hunter is a very likable fellow and since coming to 
Salt Lake City some years ago has made many friends. 


Partners Both Experienced 


Jesse Thompson, the other partner, is a newcomer. 
He had not known Mr. Hunter personally more than 
six months before their partnership was arranged. He 
was born in Pennsylvania, and, like Mr. Hunter, is in the 
middle thirties. His first experience in the shoe business 
was gained in a small exclusive store as errand boy in his 
native state when he was but eleven years of age. Dur- 
ing the past 15 years he has held several executive 
positions of importance. His last place was Gudes, Los 
Angeles, where he had charge of a staff of 60. He has 
had an all round experience. Like his partner, he isa 
pleasant fellow to meet, the kind it is a real pleasure to 
approach whether one wants to buy something or ask 
a favor! 





Cincinnati Shoe Men Hold Election 


Cincinnati, Feb. 6—The annual election of officers of 
the Cincinnati Shoe Men’s Association took place Sun- 
day, February 4. The results of the election were as 
follows: 

John J. Weyman, president; Henry Stock, vice 
president; B. J. Finke, treasurer; F. J. Ruehrwein, fi- 
nancial secretary; George Dohrman, recording secre 
tary; George Stalf, sergeant-at-arms; directors, Robert 
Brinkman, John Schwartz, William Frye, August Wode, 
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& L. C. DOREMUS 
General Chairman in 
charge of the Brook- 

lyn Style Show 





S announced in the February 3 issue of the Boot 
A ena Shoe Recorder, the Brooklyn style show, under 
the auspices of the Shoe Marufacturers’ Board of 
Trade of Greater New York, will be held May 21, 22, 
23 and 24 at the Hotel Commodore, New York City. 
If anyone doubts the ability of this group of firms to 
put on a really worth while show, he need only note a 
few of the arrangements already made. These include 
the presence as footwear models of such fashion leaders 
as Irene Castle; an entertainment staged by Ned 
Weyburn and including headliners in the current Fol- 
lies show—Gilda Grey, Evelyn Law, Will Rogers and 
others; the retention as a garment designer of one of the 
well-known New York houses which will make this 
affair the first showing of their newly-created modes; 
and the presence of Paul Whiteman’s orchestra, just 
about double its size of last year. 


Reserved Seats to Be Held for Buyers 


Moreover, and this is important, every invited buyer 
will have his seat absolutely reserved for him. Admis- 
sion will be by invitation only and there will be no more 
invitations than there are seats for guests. To make 
assurance doubly sure, however, as already noted, seats 
will be assigned by name, and will be held for the buyer 
who has been assigned to that seat. Attendants will be 
stationed at the door of the room in which the show is 
to be held to see that buyers with invitations are 
ushered to the reserved seats held for them. 

In addition to the room reserved for the show, an 
entire floor has been taken for sample purposes and 
admission to this floor also will be on invitation. This 
will insure the visiting buyers the opportunity care- 
fully to inspect che footwear without the confusion 
and crowding usually incident to affairs of this kind. 

The list of exhibitors is as follows: 


List of Exhibitors 


Algier Shoe Company. 
American Shoe Company. 


J. Albert & Son. 
Julius Altschul. 


P anacard ov ct afar orn re aoe 


And a Few Other Attrac- 


Brooklyn Style Show Models 


tions, Aside from Footwear, 
Will Be Stars from the 
Follies and Gowns from 


a Leading Style 


George W. Baker Shoe 
Company. 

Baker - Chandler 
Company. 

John Cramer & Son. 

Bert E. Drake Shoe 
Company. 

Degen Lipp, Inc. 

Fred A. Eyre & Com- 
pany. 

Andrew Geller. 

A. Garside & Son. 


Shoe 


House 


Julius Grossman, Inc. 

Wiiliam Henne & Co., Inc. 

R. H. Hoskins Company. 

Horn Shoe Mfg. Company. 

F. S. Kauder Shoe Com- 
pany. 

Kozak & McLaughlin. 

John J. Latteman Shoe 
Company. 

1. Miller & Sons. 

Pincus & Tobias. 

Dr. A. Posner Shoes, Inc. 










Griffin-White Shoe Com- 
pany. 


Strassburger & Stiles. 
S. Weil & Co. 





Wholesalers to Meet at Lynchburg 


Lynchburg, Va., Feb. 6—The 25th annual meeting 
of the Southern Shoe Wholesalers’ Association will be 
held at Lynchburg, Va., on June 28-29, 1923. The 
Lynchburg committee on arrangements for this meet- 
ing is as follows: 

Dexter Otey, Chairman: E. L. Carrington, R. P. 
Beasley, Jr., and George H .Cosby. 

This being the 25th annual meeting of the Associa- 
tion, it is planned to make it the best in the history of 
the Association and the committee has commenced to 
secure some of the most prominent speakers and plans 
to have papers read on the important topics of the day. 


New Brooklyn Shoe on the Market 


Brooklyn, Feb. 7—The study of fitting values in 
footwear is now made a fine science in the factories of 
this country. Julius Grossman, Inc., of Brooklyn have 
registered as their national trade name, the term 
PEDEMODE. A particular type of shoe goes with it 
and so enthusiastic are its exponents that they have 
outlined an extensive advertising campaign in Harper’s, 
Vogue and the quality group of women’s fashion 
publications. 
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Pessimism Relegated to the Rear 


Optimistic Note Dominant in Address of President Herbert T. Drake 
Before New England Shoe and Leather Association 


" THINK we can all feel certain that the first six 
| months of 1923 are going to bring back to ourshoe 
industry much of its old-time activity and pros- 
perity,”’ declared President Herbert T. Drake of the 
New England Shoe and Leather Association, in his 
address before the annual meeting of that association 
held in Boston, February 7. ‘And we are hopeful,” he 
continued, “that the latter part of the currert year 
will also be a period of prosperity for the shoe manu- 
facturer and the tanner. 


“T think that the greatest shadow that confronts 
our country at this moment is the tremendous burden 
of taxation, resulting largely from the wasteful methods 
of conducting our government. This terrific burden 
on the individual citizen, which would inevitably 
strangle the entire industrial life of the country if per- 
mitted to go on unchecked, is one of the great prob- 
lems that should be tackled at once by all of our busi- 
ness organizations if we are to maintain our National 
prosperity. It is a question that comes right home to 
every shoe manufacturer, tanner, and other factor in 
the productive industry of the United States. 

“We hear more or less about the alleged decadence 
of New England as a shoe section, and occasionally 
some academic writer, who knows little of what he is 
writing about, refers to the removal of shoe factories 
from New England to the West, when, as a matter of 
history, we have lost practically none of our shoe and 
leather industries, but on the other hand have added 
new ones in New England, or expanded existing plants 
year after year. 


Overcoming All Handicaps 


“It may be that we have here in New England cer- 
tain geographical and other handicaps; but I believe 
all of these can be successfully overcome if our manu- 
facturers, the members of organized labor, and the 
general public of our section will stand together and 
decide that New England is going to stay right on the 
map as the dominant industrial section of the United 
States, just as it has stood, especially in the case of the 
shoe industry, for nearly 300 years.” 

President Drake called on Frank S. Davis, manager 
of the Maritime Association of the Boston Chamber of 
Commerce; F. L. Small, traffic manager of the W. L. 
Douglas Company, and Arthur B. Butman, chief of 
the Shoe Bureau at Washington, and each spoke on 
topics pertinent to the distribution of shoes. 

The following officers were elected: 

President—Herbert T. Drake, Emerson Shoe Co.. 
Rockland, Mass. 


Vice-Presidents—Charles H. Jones, Commonwealth 
Shoe and Leather Co., Boston: Burt W. Rankin, Hunt- 
Rankin Leather Co., Boston: Fred B. Rice, Rice & 
Hutchins, Inc., Boston; Arthur W. Wellington, United 
States Leather Co., Boston. 


Secretary-Treasurer—Thomas F. Anderson, Boston. 

Directors—Frank C. Allen, Creese & Cook Co., Bos- 
ton; Harry H. Beckwith, Beckwith Manufacturing Co., 
Boston; Albert N. Blake, Watson Shoe Co., Lynn, 
Mass.: Harry W. Crooker, Crooker & Morse, Inc., 
Bridgewater, Mass.; William G. Dodge, Nathan D. 
Dodge Shoe Co., Newburyport, Mass.; John E. Driscol 
American Hide and Leather Co., Boston; William J. 
Fallon, W. J. Fallon Leather Co., Boston: Philip H. 
Fraher, United Shoe Machinery Corporation, Boston; 
Benjamin W. Fredericks, Kistler Leather Co., Boston: 
William F. Fitzgerald, Turner Tanning Machinery 
Co., Boston; Louis M. Hannum, Whittemore Bros. 
Corporation, Cambridge, Mass.; Owen C. Howe, Sands 
& Leckie, Boston; Charles C. Hoyt, Farnsworth, Hoyt 
Co., Boston; John S. Kent, Jr., M. A. Packard Co., 
Brockton, Mass.; Herman F. Lewis, Haverhill, Mass. ; 
William J. McGaffee, Thomas G. Plant Co., Boston; 
William H. McCloskey, W. H. McElwain Co., Bos- 
ton; P. J. Nangle, P. J. Nangle & Co., Boston; W. H. 
Nash, Wilder & Co., Boston; Al. A. Rosenbush, Al. A. 
Rosenbush & Co., Boston; Francis A. Shea, Reece 
Buttonhole Machine Co., Boston; Hovey E. Slayton, 
F. M. Hoyt Shoe Co., Manchester, N. H.; Harry 1. 
Thayer, Thayer-Foss Co., Boston; Horace R. Thomas, 
Thomas, Lake & Whiton, Inc., Bostor; Herbert T. 
Drake, Rockland, Mass., ex-officio; Thomas F. Ander- 
son, Boston, ex-officio. 





Boston Club Holds Election 


Boston, Feb. 7—Discussion of plans for new club 
quarters and election of officers were the features of the 
annual meeting of the Boston Shoe Trades’ Club, held 
here yesterday. A committee of the Board of Govern- 
ors is at work now, looking over desirable locations, 
and is expected to report within a short time. Follow- 
ing the reports of officers for the year, they were re- 
elected almost without exception. Charles T. Cahill 
was re-elected president; E. T. Wright, first vice-presi- 
dent; Edward M. Green, second vice-president; Walter 
G. Dennison, secretary and treasurer. Governors for 
two years include Max Adler, Fred E. Atwood, A. N. 
Blake, Fred A. Chilton, Sidney L. Curry, Norman H. 
Lake, Sig. Rothschild, and Clarence P. Waide. 
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Are you a real, live merchant? 


Do you want to increase your Women’s Shoe Business and make 
More Money than you ever made before? 








AFrekoot Saver) 


“*The Most **More Comfortable 
W onderful Than Going 
Shoe Ever Made’”’ Barefoot’’ 





Controls the Arch) 
i Gere MARKEE), 


Opportunity Is Beating on Your Door— 





right now 


If you are wide-awake you will quickly grasp it. You will see the tremen- 
dous possibilities of this Wonderful line of shoes. Nationally Advertised 
for Your benefit. Carried in stock for your convenience. You can do 
a big, profitable business on our capital. 


Our Big Magazine Advertising program for 1923 will sell these shoes 
to Millions of Women all over the world. Our dealer cooperation plan 
will help you to Cash in on our advertising right at home. 


We want Live Merchants Only. Dead ones of poor credit, need not 
apply. This as.a proposition for Fast Steppers. 


READ THE FOLLOWING PAGES 
THE JULIAN & KOKENGE CO., CINCINNATI, OHIO 





The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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This Advertisement— One Page in Size— Appears in the February ‘‘ Ladies Home Journal”’ 








Perfectly Beautiful Feet 


You, too, can have them 


BEAUTY of foot, trimness of ankle 
and delicate curve of arch are char- 
acteristics of women who wear ‘“‘Foot 
Saver’”’ Shoes 


The “Foot Saver” Shoe is different 
from any shoe ever made. It is 
not a corrective shoe, but a correct 
shoe. It is scientifically developed 
to bring beauty and comfort to any 
normal foot by allowing that foot 
freedom intended by nature. At the 
same time, the arch of the foot, so 
often weakened by years of enforced 


The “Foot Saver” shoe is handled by more than 2000 
exclusive agencies (one to a city) throughout the 
United States. That you may better realize the 
beauty of style and the merits of this shoe, we urge you 
to let us send you, postpaid, an attractive, illustrated 
booklet, which more fully explains just why you will 
love “Foot Saver’”’ shoes. 


THE JULIAN & KOKENGE COMPANY, 440 East Fourth Street, Cincinnati, O. 


strain due to improper footwear, is 
firmly supported and moulded to grace- 
ful lines. 


Women in all walks of life will find 
in the “Foot Saver” Shoe that rare 
combination of comfort and style so 
seldom attained. Never before has 
there been offered a shoe that so fully 
embodies every desirable requisite. 


Buy a pair of “Foot Saver” Shoes 
from your dealer now. Wear them 
and find, for the first time, real shoe 
satisfaction. 


SEND THIS COUPON 
THE JULIAN & KOKENGE CO., 
440 E. 4th. St., Cincinnati, O. 
Please send postpaid your booklet on the “Foot Saver” 
shoe, together with the name of the nearest “Foot Saver” 
Dealer. 
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Millions 
of Women 


will read these 
advertisements 
in the maga- 
zines during 
February and 
March. 


Throughout 
the year we will 
continue to tell 
them about 
the wonderful 
features of the 


“Foot Saver’’ 
Shoes 


in Magazines 


like the 


** Ladtes’ 
Journal’’ 


“Woman’s 
Home Com- 
pa. ton”’ 


Home 


and. 


“‘Good House- 
keeping Maga- 
zine’’ 


Millions of Readers 
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This 3-Page Advertisement appears in March “Good Housekeeping’’ 


_““Foot Saver” 


'S SF 
a Yt 5 
1408 





ws 
Soy 2 


+3. 


2. o% 


= 


‘‘More comfortable than 
going barefoot’’ 


A Boon to the Feet of the Home-maker 


> 


*‘Woman’s work is never done,” so it is said. Countless are the steps 
of the woman whose labor of love compels a ceaseless round of daily toil. 
Miles and miles she walks—up stairs and down—in doors and out. 


It is not surprising that her tired feet and aching nerves write their story of distress 
in wrinkled brows. 


“Foot Saver” shoes give immediate relief and erase all signs of distress. The gently 
sustaining and controlling arch feature will allow freedom and flexibility where it is 
required. All women will find in “Foot Saver” shoes almost miraculous relief and 


comfort. 


These wonderful shoes are made in many different styles and all the popular leathers. 
They are as beautiful as they are good. No woman need be ashamed of her feet when 
she wears these stylishly modeled shoes. 


The “Foot Saver” shoe is handled by 
more than 2000 exclusive agencies (one 
to a city) throughout the United States. 
That you may better realize the beauty of 
style and the merits of this shoe, we urge 
you to let us send you, postpaid, an 
attractive, illustrated booklet, which more 
fully explains just why you will love 
“Foot Saver” shoes. 


THE JULIAN & KOKENGE COMPANY 


440 East Fourth Street, Cincinnati, O. 


SEND THIS COUPON 


THE JULIAN & KOKENGE CO., 
440 E 4th. St., Cincinnati, O. 


Please send postpaid your booklet on the 
“Foot Saver” shoe, together with the name of 
the nearest “Foot Saver” Dealer. 
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At the Left is a 
Small Reproduc- 
tion of Page 
Advertisement 
This Ad appears in 


“Womans Home Com- 
panion”’ in the issue of 
May, and in ‘Good 
Housekeeping” for 
April. 














Perfectly. Beautiful Feet 










nt of your charms 
ot beauty and happi- 


Millions of Women 

will Read these 

Advertisements 
Will you profit by this 
tremendous publicity? 


It’s up to you. Think 
fast and act quickly. 











The Julian & Kokenge Company 
435 E. Fourth Sereet Cincinnati, Ohio 


“Foot < : i 
| = —_——— ‘or 
—_ || Insurance {Contes SS = the Future” || 


If you are a live, well-rated merchant, we want you with us 













































We have a few open- —_— Fill Out and Mail This Coupon Today———— 
ings for “‘Foot Saver”’ ' 
Agencies. The Julian & Kokenge Co. ES, ah areas ee 


Cincinnati, Ohio 


Your town may be a- . . ; : a , 
We are interested in your “Foot Saver” proposition. Will you 


mong them. send us complete information without obligating us. 

We want live ones, not WI os lescrwerincinnnvates ekah Sonerateraaen niles 
slow moving store a al ella a ia Ton 
keepers or poor pay Street Number or Location of Store... ............0000 00 eee es 
fellows who are seek- eg ee ee eye eee reer eee 
ing a new line of credit. EES BOC Te PEF OT IR tae re 5 Bree EF 


If you want to make 
more money, send the et 
Coupon at the right. 
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For speedy, positive actton-- 


the new 


Repco Shoe 
Stretcher 


GHOE stretching is a little art in itself. 
The Repco Shoe Stretcher is designed 
scientifically and stretches shoes easily, 
quickly and without injuring them. 


The Repco Shoe Stretcher contains no 
springs, arrows or other troublesome parts. 


The blocks—shapely and carefully finished 









Repco Shoe Stretchers 
are made in nine sizes— 


No. 000 down to No. 6. 


Each stretcher is packed 
in an individual carton. 
Corn and bunion plates 
come with each stretcher 











—are made of fully seasoned maple and 
held together at the back by a strong steel 
hinge. The toggle-jointed mechanism is 
controlled by a square-threaded screw of 
large pitch. 


For up-to-date shoe stretching use the new 
Repco Shoe Stretcher. 


For Sale by Shoe Findings Jobbers. 


UNITED SHOE MACHINERY CORPORATION, Boston 


San Francisco Branch, 859 Mission Street 


J. K. KRIEG, 39 Warren Street, New York 
UNITED SHOE REPAIRING MACHINE COMPANY, Boston 
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Duncan Phyfe Period 


The latest and newest model 
for shoe display. 


Correctly reproduced from the 
work of America’s foremost 
designer, Duncan Phyfe.. A 
design you will appreciate for 
new and correct display. 


SEE IT AT OUR SALESROOMS 


Our salesmen have complete 
information regarding the de- 
sign. We will appreciate your 
asking them to call. 


HUGH LYONS & COMPANY 


LANSING, MICH. 


—SALESROOMS— 
New York 35 W. 32nd St. Baltimore 1N. Eutaw St. 
Chicago 217 W. Jackson Blvd. Boston 52 Chauncy St. 
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January Business Fair in Volume 


Early Demand Sets in for Spring Styles, with “Slashed” 
Effects in the Center of Stage 


HILE the January sales did not to 

the fullest extent accomplish their 
purpose of cleaning the shelves of odd lots, 
broken sizes and obsolete styles to make 
room for the new spring merchandise, 
there is general satisfaction expressed in 
the amount of business done, as it checked 
up very favorably with the amount done 
during January, 1922. 

The new spring styles are coming in, 
and due to the fact that the weather has 
been so unusually warm and springlike 
for this time of the year, and because of 
the marked absence of snow, there has 
been an unusually early demand for these 
new arrivals. 


“Slashed” Effects Numerous 


Some very attractive straps and ox- 
fords in the new slashed effects are being 
shown, and a walk up State Street finds a 
great many being worn. Buckles in the 
cut steel and bronze effects are still very 
popular, and a great many one-bar pumps 
which tie with silk laces with rhinestone 
tips are being shown in all the stores and 
are being worn for many occasions. 

Light hosiery in the different shades of 
tan and gray promises to be the big seller 
again this spring. These show up very well 
the fancy cut-out designs of the new shoes 
and are most fetching looking. 


Predict Popularity of Suedes 


While satins are in the lead at the pres- 
ent time, closely followed by patents, 
there is a marked increasing demand for 
suedes which it is believed will grow as we 
get along into the year.There is a marked 
demand for sport oxfords in suede and 
ooze in plain and two-tone effects. 


Demand for Better Shoes 


The general demand is noticed for a 
better quality of shoe than a short time 
ago. The average customer does not buy 
her shoes because the price especially 


appeals to her, but she first shows an 
interest in the quality of materials used 
and workmanship. 


O-G Stores Have Innovation 


Julius Goldberg is introducing some- 
thing entirely new in a shoe, different 
from anything that has been put on the 
market recently. It is an importation 
from Paris for cool weather wear, known 
as the “O-G Demi-Boot.” It is a low-cut 
high shoe with all the convenience of a 
strapless pump, no buttons or lacing. The 
foot slips into the shoe and the elastic at 
the top holds it snug just above the ankle. 
They are made up in various colors and 
kinds of leathers, and expecially attrac- 
tive are those made of suede and glace kid. 
These shoes are proper for wear at any 
time of the day, with any costume, with 
the exception of formal wear. 

O’Connor & Goldberg have also been 
the first retail shoe merchants in this city 
to have a model to display the new styles 
of footwear to prospective customers at 
their different stores. 

Speaking of the Demi-Boot, Mr. Mc- 
Ginn, manager o: the State Street store, 
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and Mr. Aldridgefof the Madison Street 
store, say, “They have taken unusually 
well with our patrons who buy our best 
grade of shoes. A customer hesitates 
when she first looks at them, but after 
she sees them on our model, her mind is 
made up. We have sold a great many of 
them, and they are increasing in popu- 
larity.” 


Smith-Walace Shoe Company 
In New Home 


The Smith-Wallace Shoe Company, 
wholesalers, who specialize in men’s and 
boys’ “Overland” shoes, and “Kinder- 
garten” shoes for children, have found it 
necessary, due to the increased volume of 
business done on these lines, to move into 
larger quarters. They were formerly 
located at 138 South Market Street, and 
have now moved into the heart of the 
wholesale district, occupying larger quar- 
ters at 311-313 and 315 West Monroe 
Street. 


New Wholesalers Open In 
Chicago 

A new firm starting under the name of 
Bossert & Co. has opened offices and 
stock rooms at 45 South Wells Street. 
They will carry in stock several medium- 
priced eastern lines of women’s welts and 
McKay novelties. The 10 salesmen who 
will travel for this concern will start on 
their territories February 5. 


¥ 





MILWAUKEE 3 


Footwear Business Encouraging 


But Retail Trade Is Spotty and No Decided Trend Is 
Apparent 


IGHT spring footwear business is 

being commented upon by local shoe 
merchants as being very encouraging. 
Trading is very spotty, and almost defies 
forecast and analysis. Two more weeks of 
semi-spring weather, such as the past one, 
will establish early spring styles for women. 
Clearance sales, a few of which are still 
running, have been uniformly successful. 


Sales this year were neither as numerous, 
nor have they offered the range of selec- 
tion of those of other years. Buying of 
spring stock, on a very small scale, is being 
done by local store managers and mer- 
chants. 

The question of whether or not straps 
are to be highly popular this spring waxes 
warm in Mi'waukee. Many of the shrewd- 
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est ‘of local merchants are “pulling” for 
small tongues to outsell straps, but strap 
talk is widespread. Heels will carry over 
about the same size, judging from present 
indications. However, no real criterion of 
public taste has yet been afforded mer- 
chants—the early sales of spring footwear 
being practically of no consequence. 
Local Plants Busy 

Production at local manufacturing 
plants continues at high levels. The 
leather market is very firm, with a good 
demand existing from the better grades 
and fancy leathers. Patent leathers in 
colors are reported to be doing very well. 
Manufacturing activity should be pro- 
nounced for another month at the least. 


R. J. Dempsey Resigns 

R. J. Dempsey, credit manager of the 
Weyenberg Shoe Company, and president 
of the Milwaukee Association of Credit 
Men, tendered his resignation in the latter 
organization to the board of directors, to 
take effect February 1. The board imme- 
diately advanced E. N. Kullmann, Wad- 
hams Oil Company, vice-president, to the 
presidency, and made Mr. Dempsey a 
director to serve until the annual meeting 
in May. Mr. Dempsey was forced to give 
up the leadership of the association by 
pressure of business at the Weyenberg 


plant. 


May License Shoe Repairers 


The Wisconsin legislatuce is consider- 
ing a bill which would require the licensing 
of shoe repairers. A board of three mem- 
bers appointed by the governor is called 
for in the measure, this board to hold 
examinations for licenses. Apprentice 
licenses would be granted to shoemakers 
for two years, after which a journeyman’s 
license could be applied for, and one year 
later, a master repairer’s license received. 
Sanitary rules and regulations are also 
taken care of in the bill. 


Buys Out Partner 


B. O. Smith, senior partner in the retail 
shoe firm of Smith & Kaltenceker, Wis- 
consin Rapids, Wis., has sold his interest 
to F. J. Kaltenecker, who will conduct the 
business under his own name after March 
1. Mr. Smith has announced no future 
plans. George Bronson, head of the retail 
department, and Charles Johnson, head 
of the repair department, will continue 
in their positions under the new manage- 
ment. Several store changes are contem- 
plated. 


Giving Up Store 
J. O. Humbert, manager of the Portage 
(Wis.) Shoe Manufacturing Company, 
who has conducted a retail shoe store in 
Fond du Lac for several months, is selling 


out his business. Activity in connection 
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with his manufacturing interests is given 
as the reason for sale. S. W. Vandervort, 
manager of the store, is considering several 
offers for his services which will be avail- 
able about February 15. 


Association Elects Officers 


Officers for the newly formed Oakland 
Avenue Advancement Association were 
elected at the first regular meeting of the 
association. A. J. Gahn is the new presi- 
dent. The association adopted a slogan, 
“Shop and Go With Oakland Avenue.” 
Petitions to the city council for better 
‘ighting in the district will be one of the 
first moves of the new organization. 


Acts As Judge 


M. P. Bringardner, sales supervisor of 
the Riley Shoe Company, Columbus, Ohio, 


February 10, 1923 


a visitor at the Milwaukee Auto Show, 
was selected as judge by the show com- 
mittee for the salesman’s contest, one of 
the features of the show. Mr. Bringardner, 
acting as sole judge, selected J. H. Playter, 
of the Hummel Auto Company, as the 
best all-around salesman. 


Schoenecker Opposes Taxes 


More than $10,000 worth of the $29,600 
preferred stock issue of the Tomahawk 
Shoe Company, Merrill, Wis., was snatched 
up at the meeting which formally placed 
the stock on sale. More than this amount 
would have been sold, but for the decision 
of officers to distribute the remainder of 
the issue as widely as possible among the 
townspeople. The issue will enable the 
company to enlarge its plant and double 
production. 





ST. LOUIS 


Spring Rush Not Yet On 


Some February Clearance Sales Following those of January; 
Demand for Gray Suede Beginning to Be Felt 


URING the past week, little activity 

was noted in spite of big sacrifices 
in the January clearance sales. Reports 
from a majority of stores were that busi- 
ness showed a slight decrease over the 
previous six days. There were one or 
two exceptions and in these cases, prices 
were cut to the very bone and an excellent 
quality of merchandise was offered for 
the price. At least two instances were 
put over with the use of big newspaper 
space. 

Not content with the January clearance 
sales, some stores have inaugurated a 
February clearance sale. Just what they 
are expected to accomplish has not been 
ascertained. The proprietor of one large 
store conducting this type of sale stated 
that there still remained some merchan- 
dise that was undesirable and this method 
was being employed to rid the shelves of 
it. It was questionable in his mind if it 
was good business policy to put the big 
effort back of a sale of this character con- 
sidering the small percentage of profit 
involved. 

Shoe stocks of the unsalable type are 
below normal. This is true in women’s 
as well as men’s shoes. There were few 
severe mark-downs in the men’s end of the 
business and in cases where this did occur 
the shoes were usually the old English 
lasts. 

Gray suede is gaining in the popular 
field. Calls are heard more frequently 
now than a few weeks ago. Small tongue 
effects with underlays and overlays of 
various types are good at present. 

The lattice work effects in pattern 
pumps are another style that is being 


shown in a good array. Gray suede, 
ribbon-tie oxfords with lattice cut outs is 
another style that is being sold as one of 
the popular numbers in the gray field. 

However, black satin still leads the 
field for selection of milady’s choicest 
footwear. One strap and pump types as 
well as the small tongue effects are all 
good patterns enjoying much prestige 
from the feminine sex. 


C. E. Williams Visits N.S. R. 
A. Headquarters 


Charles E. Williams, of the C. E. Wil- 
liams Shoe Company and member of the 
executive committee of five appointed by 
the president of the N. S. R. A. made a 
hurried trip to Chicago to go over some 
matters pertaining to the N. S. R. A. 
He left Sunday night and returned to 
St. Louis Monday morning. On Wednes- 
day evening, January 31, Williams ad- 
dressed the Shoe and Leather Club. The 
subject of his talk was “High Lights of 
the Convention.” A big crowd was in 
attendance. 


Sensenbrenner to Tour 
Southern Resorts 


Joe Sensenbrenner. of Sensenbrenner’s 
accompanied by his wife will make a tour 
of the Southern resorts, which it is ex- 
pected will last about three weeks. After 
visiting every place in Florida and some 
spots in Cuba be will return by way of 
San Antonio where a store is operated 
under his direction; also visiting Okla- 
homa City where another store is operated. 
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St. Louis Manufacturers Hold 
Meeting 


The St. Louis Shoe Manufacturers’ and 
Wholesalers’ Association held its monthly 
meeting on Friday, January 30, at the 
Missouri Athletic Club. President John 
Wilson presided and a big attendance was 
reported. General satisfaction over the 
results of the N.S. R. A. convention was 
expressed. As special guests, John Bush, 
president of Brown Shoe Company and 
Frank Rand, president of the Inter- 
national Shoe Company were invited, 
with Charles E. Williams and W. Frank 
Carter, who addressed the organiza- 
tion on the importance of passing the 
$88,000,000 bond issue to be voted on 
by the citizens on February 9. 


Robert Dittmann Back from 
East 

Robert Dittmann, vice-president of the 
Dittmann Shoe Company, has just re- 
turned from a three weeks trip in the 
East where he was engaged in buying a 
number of the latest creations in women’s 
shoes. It was reported that he brought 
back about 20 new numbers for the 
women’s line. 


General Conditions Good 


Conditions in general trade as well as 
agricultural districts were reported to be 
unusually good, in the Federal Reserve 
Report issued here this week for the 
Eighth District. Excerpts from the report 
are as follows: 

“Broadly speaking, general business in 
this district during the past 30 days fully 
maintained the position of strength to 
which it had worked during the closing 
months of 1922, and in many important 
instances gains were pushed still further. 
The holiday trade far exceeded expecta- 
tions and resulted in the distribution of 
an enormous volume of merchandise. 
Actual reports received on holiday busi- 
ness from merchants scattering throughout 
the district show gains from 15 to 72 
per cent over their sales in 1921. Com- 
ment accompanying these statistics indi- 
cate that as a rule a better class of goods 
went into Christmas selections than was 
the case during the preceeding season 
and the proportion of luxuries in the 
aggregate was considerably larger. Ad- 
vices from the South were especially opti- 
mistic, the purchasing power of the people 
in that section having been strengthened 
by the advance in cotton prices and suc- 
cessful marketing of tobacco, rice and 
other agricultural productions. 

“Much less than the usual seasonal 
slowing down in manufacturing activity 
has taken place and in a number of im- 
portant lines is not noticeable at all. 
The final fortnight of the old year and the 
first half of January were marked by in- 
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creased orders and unusually heavy 
shipping directions on goods already pur- 
chased. Roughly speaking, the turn of 
the year found manufacturing facilities in 
the district engaged at from 78 to 100 
per cent of capacity. In several of the 
basic industries, notably steel and tex- 
tiles, outputs of plants is about as high as 
present conditions in the raw material 
and labor markets will permit. A num- 
ber of the reporting manufacturing in- 
terests have orders booked which will 
insure the present pace of operation for 
the next three months. 

“In the wholesale sections of distribu- 
tion the outstanding feature developed in 
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replies to questionnaires sent out by this 
bank was the heavy increase in volume of 
goods sold for future delivery, as com- 
pared with the corresponding period of a 
year ago. This is particularly marked 
in dry goods, boots and shoes, clothing 
and groceries. Some irregularity is noted 
in general price movements. There was 
a slight weakening in cereal values. 
Cotton moved to new high prices on crops. 
Wholesalers report a heavy volume of 
small orders from retail customers for 
immediate shipment, which is taken to 
indicate that requirements were under- 
estimated and that buyers are in urgent 
need of the merchandise.” 





CLEVELAND 


Good Gain Made in January 


Far Ahead of Last Year’s Volume; Retail Trade Keeps Pace 
with General Improvement 


ERCHANTS in Cleveland report 
that business in January was far 
ahead of the volume in the same month 
last year. Shoe merchants report that 
special sales were much better patronized 
than they were a year ago. Then thous- 
ands were out of work, while today a job 
can be found by every man who wants one 
and is willing to do what is given him. 
Shoe merchants in the factory districts 
and othersin residence sections that supply 
men and women employed in the mills 
report the largest gains in trade during 
January of this year. Sales in work shoes 
that were placed up at bargain figures 
were particularly heavy. 


Many More At Work 


Figures of the Chamber of Commerce 
Committee on Labor Relations show that 
the factories are all busy, and that the 
number of employees gradually increased 
during the month. The newspapers con- 
tinue to advertise for help. Payrolls are 
larger than they were in January of 1921. 
Shoe merchants interviewed all predicted 
good trade for the Spring season just 
ahead. 


Reiss with Morse and Rogers 


Nelson B. Reiss, one of the best known 
shoe travelers in the state of Ohio, has 
resigned his position as local representa- 
tive of the William H. Walker Co., of 
Buffalo, and has taken over the local 
representation of the Morse & Rogers, New 
York branch of the International Shoe Co. 
The entire Cleveland territory is included 
in the new position. 

While with the Walker Co., Mr. Reiss 
was located at 601 The Arcade. He has 
opened offices for the Morse & Rogers Co., 
at 228 The Arcade. There he has a full 
line of his samples displayed and it will 
be his headquarters here. The Walker Co. 


has not assigned a representative to suc- 
ceed Mr Reiss. 

For eleven years Mr. Reiss was the 
Cleveland representative of the Walker 
Co., and for more than 20 years he was a 
trusted and valued employee of the corpora-, 
tion. The president of the concern wrote a 
letter to Reiss after his resignation had 
been accepted, in which he expressed an 
appreciation of service given and regret at 
the passing of a valued employee. Mr. 
Reiss is greatly enthused with his new line. 


Repairman Opens Store 


Douglass Osik, local representative of 
the Diamond Shoe Co., has reported that 
Frank Sberna has opened a new shoe store 
in connection with his repair business at 
5330 Broadway Avenue in this city. 
Sberna is carrying a line of men’s dress 
shoes. 

Fred W. Greuloch, one of the best known 
merchants in the city has found the going 
profitable in this city, and he has opened a 
new store at 9006 Wade Park Avenue. He 
carried a full line of shoes in the new 
establishment. This is the third store that 
he is operating in this city: 


Advertising Brings Business 


J. Ranallo, of J. Ranallo & Sons, who 
have conducted a shoe store at 12101 May- 
field road, in this city for twenty years, is 
one of several merchants operating in the 
neighborhood sections, who reports that 
his volume of business in January this 
year is twice as great as it was in the corre- 
sponding month last year. 

He made it so by pushing the sale this 
year. He says that the mere marking 
down of prices will not bring people into 
the store in any great numbers. The mer- 
chant must let the people know by ad- 
vertising what they have done. 
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This year he had printed 25,000 circu- 


lars. Houses in his neighborhood were 
circulated prior to the opening of the sale, 
and were advised to be on the watch for 
special bargains. ‘Then when theystarted, 
another house to house distribution of the 
circulars was made. An effective means to 
attract trade was that of selecting 10 
leaders and setting forth in his advertising 
the regular sale price and the special offer. 

One of the best mediums that Ranallo 
says he has found for keeping trade in the 
store is that of the Friday special. A day 


or two before Friday, large signs in the 
windows advise the people to be on the 
lookout for a list of special shoe bargains on 
Friday. He doesn’t give the prices in 
advance of the opening of the sale, be- 
cause his competitors would then have a 
chance to operate against him. The mod- 
els, however, without price tags attached 
are placed on display several days before 
the Friday special. Early that morning 
the price tags are placed and without fear 
that any one else has had a chance to base 
his figures on those quoted. 





PORTLAND 
Now Protected Against Program 
Advertising 


Better Busincss Bureau Intervenes in Behal fof Merchants— 
Gray Promising Color for Spring 


| greeny retail shoe merchants, 
who have all been subjects for at- 
tacks from solicitors for advertising on all 
manner of one-day program events, are 
now rejoicing that at last they are to re- 
ceive some protection. The Better Busi- 
ness Bureau of the Portland Ad Club has 
secured the pledged support of four lead- 
ing organizations which have decided to 
exclude all such advertising. The Ameri- 
can Legion, the Central Labor Council, 
the Foreign War Veterans and the Uni- 
versity of Oregon have all taken up the 
matter and will support the Ad Club by 
permitting no solicitation for specialty 
advertising on programs for one-day 
events. The bureau does not recommend 
the benefits of such mediums, but did not 
take up the question from this standpoint, 
but to protect the merchant. After the 
exhorbitant commissions were paid and 
other overhead deducted, little or nothing 
was left for the organization, it was shown. 
The bureau holds that the merchant 
should have assurance that the money he 
gives in advertising is used for the cause 
which he wishes to help. 


Gray Vogue Predicted 


Spring styles are rather up in the air 
just now, reports Maurice Goodman of 
Goodman Bros. Shoe Company, who has 
recently returned from a five weeks-trip 
covering the eastern markets. Mr. Good- 
man believes that there is a strong ten- 
dency toward sectional styles and finds 
that a style going strong in one city is 
rejected in another. Gray in combinations 
and plain promises to be a good color, and 
tongue and strap effects will be good, he 
believes. ‘‘Novelty styles may develop 


for the pre-Easter selling, but the feeling is 
prevalent that there will be more shoes 
sold along conservative lines this season 
than previously. The shoe market is firm, 
prices are more firmly established than 


they have been for some time and many 
leather dealers predict higher prices.” 


Small Tongues Better Than 
Large 

Spring styles will show no radical change 
predicts Mr. F. H. Craig of the Knight 
Shoe Company. “The high Colonial 
tongue will be replaced by the smaller 
tongue pump. Gray suede combined with 
kid of the same color in both walking and 
French heels are good. French heels are 
more popular because of the longer skirt. 
With higher heels comes the toe a trifle 
narrower than last year. Satin shoes for 
dress and street still hold up well. It is 
a little early right now to tell the ten- 
dency in sport models, but I think black 
and white in straps and oxfords will be 
good. Two tone effects will continue. 
The greatest volume of our sales has been 
done on women’s shoes not over $10. Our 
lines are priced from $8.50 to $15.” 

Men wear more low shoes. now than 
ever before, says Mr. Craig; a large per- 
centage wear them all winter. Men want 
very heavy leathers now, and in low shoes 
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brogues—exclusively. Tan and black 
Norwegian are in favor, he says, with the 
volume of business centered around $8.50 
numbers. 

In the hosiery department at Knight's 
Miss Lucile Long says women are now 
matching their hose to their colored shoes, 
but when buying for black shoes they 
often select shades of gray, castor, camel 
and faun. In these colors they usually 
select a light-weight hose or even chiffon 
silk, she says. Wool sport hose still holds 
up, and spring may develop popularity 
for the satin strip hose. Buckles are now 
a popular adjunct to milady’s footwear 
and are selling well, says Miss Long. 


Shoe Men to Meet Feb. 19 


Retail shoe dealers for all over the state 
of Oregon will meet at Eugene, Oregon for 
the annual session of the State Retail 
Merchants’ Association on February 19 to 
21. At this convention, for the first time 
the members will be segregated on trade 
divisional lines. The first day will be 
devoted to a general session, the second to 
the individual sessions of the trade divis- 
ions, and the third to general sessions. 
The State University is located at Eugene 
and many special sessions will be held 
under the auspices of the instructors of 
the school of business administration 
when the latest developments in research 
along business lines will be presented. In 
this state the organizations have been 
closely tied together by a principle which 
gives the dealer membership in four 
organizations once he is enrolled. A shoe 
dealer at once becomes a member of his 
local chapter and the Oregon State Retail 
Merchants’ Association, at the same time 
he becomes a member of the shoe dealer’s 
division of the State Association which 
also makes him a member of the Shoe 
Dealers’ National Association. By this 
co-operation and united organization, 
many problems become simplified and the 
merchant enjoys all the benefits of the 
several organizations. The coming con- 
ference promises much to all shoe dealers 
who attend. 





DETROIT 


January Business Satisfactory 


Spring Styles and Final Clearance Sales Share the Center of 
the Stage 


N most quarters reports indicate a 

satisfactory business in January, every- 
where the statement being, “Better than 
last January,” which didn’t mean any- 
thing, as we all remember that month was 
not very satisfactory. 

Most merchants were more concerned 
with February than with January, which 
at the time of this writing was near'y past 


history. Some reported that they ex- 











pected more clearance sales, other em- 
phatically declared that they were through 
with sales and that preparations were 
being made for launching “‘spring styles” 
early in February. 

Stocks aredow and many are not in a 
position to offer spring lines as they have 
not yet been received. This is due rather 
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usual manner, with sewn-in labels and 
shank stamps. 

In the years to come this trade mark will 
in all probability form a large item in the 
assets of the company, because any one 
might sell ““Fyfe’s shoes,” but only R. H. 
Fyfe & Company will now be able to sell 
“Fyfe’s Ultrex.” i 


Large Tannery Co-operating with Merchants 


With the idea of helping the retail mer- 
chant to make his selections with greater 
ease and safety, Carl E. Schmidt & Co., 
Inc., corner Macombe & Beaubien Streets, 
tanners, have opened a “Style Room,” for 
the benefit of the retail merchants of 
Detroit and elsewhere. In this new style 
room are on display many pairs of shoes 
made up in the leathers tanned by this 
company. These shoes are not made up 
by any single manufacturer, but practi- 
cally all of the largest and most important 
manufacturers of the United States have 
contributed a quota to the display. 

Nicholas Schorn,. general manager, is 
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fathering the idea and is endeavoring to 
furnish the retail merchants with a reliable 
source of style information. Retailers are 
atliberty to visit thisstyle room and to ask 
for any information they desire as to styles 
or leathers. 

One of the chief features of the display 
is the showing of shoes made up in the 
popular leathers, thus giving the retailer a 
clear idea of just how any color of leather 
will make up. Guesswork is entirely 
eliminated. 

Besides the shoes on display there is a 
full line of the colors and leathers most in 
use. One of the newest additions is a 
heavily boarded grain, which is designated 
by the name “Golf Grain,” and is made up 
with the new sponge rubber soles. This 
leather is a fitting one to combine with this 
new sole, as samples displayed fully in- 
dicated. 

The room is tastily decorated with 
numerous reprints of former Carl E. 
Schmidt & Co., Inc., advertisements, 
some of which are real works of art. 





CINCINNATI 


Shoe Factories Booked Up Well Ahead 


Skilled Labor Being Taken On as Found Necessary and 
Production End of Business Fast Rounding Into Shape 


HE manufacturing branch of the 

local industry is enjoying a splendid 
volume of business for spring delivery. 
Practically every one of the local plants 
has enough orders booked to keep fac- 
tories busy until April 15, and some are 
booked up until May 1. 

The manufacturers here are rapidly 
getting their production back to normal, 
or as it was prior to the strike. The prob- 
lem of reorganizing the producing end of 
their business was one which could not be 
solved too hastily. Ever since the ter- 
mination of the strike it has been the 
policy of the manufacturers here 1o aug- 
ment their producing forces with nothing 
but the best of skilled labor. Their chief 
purpose has been to protect the standard 
of quality for which the Cincinnati shoe 
market is well known. And as their daily 
capacity has steadily increased, it has been 
interesting to note that more than a suf- 
ficient amount of orders have been avail- 
able. It has rather been the policy of the 
sales managers here not to extend their 
sales efforts to the point where they could 
not make prompt deliveries on every order 
booked. 

Good Outlook for 1923 


John Carlisle, sales manager of the 
Krippendorf-Dittmann Company, reports 
a very satisfactory spring business. In Mr. 
Carlisle’s opinion the entire year, 1923, 
will be a better one for the shoe business 
generally than 1922. The production of 
the Krippendorf plant is increasing daily. 


During the past four weeks the daily out- 
put has been jumped up by more than a 
thousand pairs. 


Hoinke Now With Freeman 


Ernest H. Hoinke, after 13 years of 
service with the Ryan Ideal Stain & Black- 
ing Company, has resigned to become 
manager of the manufacturers’ supplies 
department of the L. G. Freeman Coni- 
pany, Cincinnati. 

W. B. Schawe, treasurer of the Krip- 
pendorf-Dittman Company, with his wife 
and daughter, is at present in Japan. This 
is one of the many stopping places to be 
enjoyed by Mr. Schawe and his family 
during their trip around the world. Mr. 
Schawe is expected back at his desk about 
the first of June. 


New Club Officer Elected 


The results of annual election of the 
Cincinnati Shoe and Leather Club,, which 
took pla-e at the Club rooms, February 3, 
places J. Jonas, superintendent of the 
Krippendorf-Dittman Company, in the 
president’s office, to succeed Everitt Perry, 
who has been one of the most energetic 
presidents the Club has ever known. Jay 
Jaffe, well-known salesman for the Roth 
Shoe Manufacturing Company, won the 
office of vice-president. E. E. Furstenau 
was re-elected secretary and J. R. Schuler, 
treasurer. Louis Darling, of the Julian & 
Kokenge Company, was elected governor 
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for two years; and William Grafe, of the 
Krohn Fechheimer Company, governor 
for one year. 


Sold Up Until May 1 


D. A. Schoen, manager and buyer of the 
Star Shoe Company, Los Angeles and 
San Francisco, was a visitor at. the factory 
of the Travers Shoe Company last week. 
Richard T. Drukker, sales manager of the 
Travers Company, reports that their plant 
is running at full capacity. 





Washington Merchants Favor 
Ethical Advertising 


Washington, D. C., Feb. 6—Washing- 
ton merchants generally have accepted 
the true advertising code of retail prac- 
tices. The Better Business Bureau drew 
up this code after careful deliberation and 
much investigation and research, both in 
this city and other retail centers. 

The subjects covered by the code include 
practices which, while in many cases un- 
ethical, were not always illegal, but were 
the subject of constant misunderstanding 
between merchants, between merchants 
and the public, between merchants and the 
newspapers and between the bureau and 
its members. 

Seven Washington merchants, members 
of the board of trustees of the Better Busi- 
ness Bureau, were appointed a committee 
to discuss unethical business practices 
that were constantly creating disputes in 
merchant circles last spring. For six 
months or more they worked on the mat- 
ter and finally submitted to the Better 
Business Bureau a code of ethics for pub- 
lication. These were unanimously passed 
by the board, according to the announce- 
ment, and are being used by all of the 
Washington merchants at this time. The 
committee consists of B. B. Burgunder, 
chairman; Otto DeMoll, I. L. Goldheim, 
Rudolph Joss, A. C. Case, Clarence Red- 
man and Ralph W. Lee. 

Among the items considered are ad- 
vertisements of “‘seconds’’ irregulars, or 
sub-standard goods; of fur and fur adver- 
tising; of weight, quantity and measure; 
of advertisements of diamonds and pre- 
cious stones; of “‘free’’ article advertising 
and similar practices. 

For instance the code would require a 
merchant to desist from advertising “$2.50 
hose for $1.59” unless the $2.50 hose were 
absolutely up to par, and not seconds of 
$2.50 type. An advertisement of this sort, 
when the hose were not “regular quality” 
would have to read; “Silk hose, $1.50, 
seconds of regular $2.50 quality.” 

When articles are advertised ‘“‘free”’ 
with a purchase it would constitute a vio- 
lation of the code, which says “such a sale 
should be advertised “Suit with two pairs 
of trousers, $35,”’ or “A tire and tube, 
$42.50,” instead of “Suit with an extra 
pair of trousers free, $35.” 
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Johansen’s 
Feeture Arch Shoe 


No. F-200—Surpass Black Kid 
Lace Oxford, Goodyear Welt, 112 
Combination Last, 11-8 Military 
Heel, Rubber Top Lift $6.50 


No. F-201—Same as above in Benz 
Havana Brown Kid $6.10 
AAA, 6-10; AA, 5-10; A, 414-10 

B, 4-10; C, 3-10; D, 3-10 
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Johansen’s Feeture Arch Shoes 
have proven a wonderful business- 
builder for retailers. Write us to 
see if your locality is still open. 
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The Tale of Two 
Footprints 


Both of these footprints are of the same 
foot; taken seven months apart. 


The one as complete a flat foot as could be 
—the other a normal arch. 


The illustrations are taken from actual 
pedigraphs, and the change was brought 
through seven months’ wearing of Johan- 
sen’s Feeture Arch Shoe. 


Johansen’s Feeture Arch Shoes have a 
shank absolutely rigid under the weight of 
the body, completely flexible the moment 
weight is released. What this patented 
shank can do for fallen arches needs no 
comment—the two footprints carry the 
message. 





Absolutely Rigid Completely Flexible 


ohansen Bros. Shoe Co. 


Makers- Womens Shoes Exclusively 


Saint Louis. 

















The Beot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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W H IT EE and 
There Is Only One NUBUCK 


We cannot be responsible 








for disappointing service, given 


by shoes made from imitations 


of NUBUCK 





Manufactured 


A. C. LAWRENCE 


210 South St., | 


CHICAGO 





NEW YORK ST. LOUIS 
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dj/EIGHT COLOR S 
K | —It’s Made Only By Ourselves 


To be sure that you receive 
genune NUBUCK mm your 
orders, insist on the use 
of the original, made by 
LAWRENCE 


| Only 


LEATHER CO. 


Boston, Mass. 
S ROCHESTER CINCINNATI PHILADELPHIA 
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Giecien)) Y ancien) 
| $5.00 
Sizes 2\% to 12 Widths AAAA to EEE 





B 929—Patent Leather, 
300 Combination Last, 
Wingfoot Cuban Heel, 





B 925—Glazed Kid Whole Widths, AAA to EEE. B 975—Glazed Kid Whole 
Quarter Oxford, Regular Oxford, Regular 
ip, Medium Toe, 148 ip, Rounded Toe, 12-8 
Wingfoot Heel. Goodyear Wingfoot Heel, Goodyear 
Welt Construction. Welt Construction. 


There is an additional charge of 25c. per pair on one and two pair orders. 








Note: Sizes 84% and 9 are 35c. extra; 9% and 10, 50c.; 104% and 11, 75c.; 1144 and 12, $1.00. 


\ vA 


The more scientific the line, the more restricted is its market. 








There is nothing in the construction, shank molding or outward appear- 
ance of Slender Foot Arch Fitters which would make them objectionable 
to the woman who merely wants an attractive shoe that fits, and wears well 


Still 
the built in steel arch supporting shank is worth bringing to the attention 
of the woman looking for additional support 


the smaller heel measurement will prove of interest to women who complain 
of loose fitting heels 


the narrower instep will please those who find the average shoe uncomfort- 
ably large through the arch and instep 


the wider forepart affords relief to enlarged or tender joints 


the unusual size range means unusual service in fitting unusually large 
or slender feet 


Why carry six lines when one serves the purpose? 


ROCHESTER, N. Y. 
Chicago Office: 506 Security Building, 189 W. Madison Street 








The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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BROOKLYN 


Straps Lead the Style Parade 


Most Manufacturers Report that this Pattern Is Selling Far 
Ahead of All Others 


ROOKLYN manufacturers are bring- 
ing out many new styles at present. 
The new styles are mainly variations of 
patterns which have established them- 
selves as leaders for the spring season. 
Emphasis is placed on strapped models 
and manufacturers report thet an in- 
creasing percentage of new orders is being 
placed on strapped models as distinguished 
from the tongued models and oxfords. In 
some factories the percentage of straps 
runs as high as 80 per cent. Others report 
between 65 and 70 per cent straps. The 
majority, however, are selling more straps 
than any other style, it is believed. 
The cut-out or underlay on the quarter 
is still a leading style. Combinations in 
the underlay’are gaining more prominence 
as the spring season goes forward. 


Starting to Buy White Shoes 


A considerable amount of white busi- 
ness is being booked by the Brooklyn 
producers. So far, white kid has all the 
best of it with fabrics and buck trailing 
behind. Many of the white kid shoes are 
ordered with colored trimmings, although 
manufacturers are not pushing this type 
particularly. 

Some orders for high colored kids are 
being received and this development is 
giving the manufacturers something to 
think about. The range of colors is wide 
and the movement, if it develops strongly, 
will mean difficulty in acquiring suitable 
leather stocks. Bright red has been called 
for in some quantity, as has also a bright 
shade of green. 


Satin Still Good 


Patent leather appears to be on the way, 
according to several manufacturers. Satin 
is still good with some producers and 
several of them are running strongly on it 
at present. 


Working Hard on Style Show 


Plans are formulating for the Brooklyn 
style show in May. The committee is 
holding frequent meetings and definite 
announcement of some of the features of 
the show are expected early this month. 
A section of the Hotel Commodore has 
been taken, it is understood, for the exhibit 
rooms of the individual manufacturers. 
The style show itself, with the runway 
and stage, probably will be located in the 
grand ball room of the hotel as in the two 
preceding shows. Twenty-five or 26 manu- 
facturers already have agreed to show 
their styles on the runway and there is a 
possibility that this number may be in- 
creased. Every effort is being made to 


make the next show much better in point 
of staging and convenience for the visiting 
buyers. 


Keeps Fabric from Shrinking 


Ben Ross, connected with the I. Miller 
& Sons factory, has worked out a chemical 
solution which eliminates shrinking in 
textiles, as well as the deleterious effects 
of perspiration. Mr. Ross conducted his 
experiments in conjunction with a pro- 
fessor of chemistry in the Pratt Institute, 
Brooklyn. The incentive back of his 
investigations was to find a preparation 
to be used on fabric shoes and on the 
linings in shoes to lengthen the wear. 

Successful experiments have been con- 
ducted and Mr. Ross announces that 
the solution can be used either on yarns 
or the woven fiber and gives uniform 
results. It has been successfully applied to 
hosiery by both the Van Raalte and the 
Julius Kayser & Co. concerns and is 
being experimented with in other direc- 
tions. 


Ornament Firms Move 


The shoe ornament firm of Edward E. 
Kahn Company, manufacturing beaded 
and leather novelties for the shoe trade, 
and Kahn & Buick, Inc., manufacturing 
rhinestone shoe ornaments, have moved 
from 310 Fulton Street, to 291-293 
Adams Street, Brooklyn. Owing to the 
extremely large volume of business, they 
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have been forced to take larger quarters. 

The Edward E. Kahn Company since 
January 1 has incorporated under the 
style name of Edward E. Kahn Com- 
pany, Inc. The new firm comprises Mr. 
Kahn’s son-in-law, Irvin Blumenthal, 
who will take charge of the manufactur- 
ing and managing end of the business, and 
his brother, Morton Blumenthal, who is 
now covering the Middle West and South. 


Le Mar Shoe Company Or- 
ganizing New Sales Force 


Le Mar Shoe Company, located at 351 
Jay Street, Brooklyn, N. Y., makers of 
ladies’ high-grade turn shoes, will now be 
represented by Edward H. Tanner, one of 
the leading salesmen of the Middle West; 
formerly connected with J. Lesser & Co., 





Here's one in two tones—gray 

suede vamp and quarter contrasted with a darker 

gray glazed kid. From the line of the Le Mar 
Shoe Company, Brooklyn. 


Gray is strong. 


of New York, selling to the better trade. 
Sol Topp, formerly connected with some 
of the leading factories in Brooklyn, will 
take over New York City and vicinity. 
Mr. Topp is a popular and well-liked local 
boy amongst the trade. 





PHILADELPHIA 


Usual Slump Not So Apparent 


Most Lines of Business Continue to Show Improvement— 
Shoe Manufacturers Busy 


CCORDING to the monthly review 

of business and financial conditions 
of the Federal Reserve Bank of Phila- 
delphia the seasonal slump in business in 
January has been less apparent than in 
previous years. The falling off from the 
marked activity of November and Decem- 
ber has been far less than anticipated and 
orders booked so far this year greatly 
exceed normal. 

Continued advances in prices of raw 
materials and other production costs is 
causing concern to manufacturers, job- 
bers, and retail merchants. There has 
been thus far no general resistance to the 
increased prices, but merchants are buying 
in small lots because of a fear of a reduc- 
tion in consumer demand as prices con- 


tinue to rise. In the textile trade business 
is good. 

Woolens and _ worsteds 
Spring orders are coming in. 


Shoe Manufacturers Busy 


Shoe manufacturers have received a fair 
volume of business, some of them working 
to capacity on Easter goods. Good in- 
creases were made in the sale of upper and 
sole leather while price concessions have 
decreased. 

The number of unemployed is still being 
reduced in Philadelphia. Virtually every 
industry is working from 75 per cent to 
100 per cent full. A little more than a year 
ago the unemployment figures in Phila- 
delphia exceeded 100,000. 


are active. 
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Where to Buy 


Women’s Shoes 














BLEECKER STYLES . 
Are the last word in footwear 
for stylish women 

















Phillips-Cram Corp. 
Makers of 
Women’s Turn 

Slippers 
276 RIVER STREET 
Haverhill, Mass. 
Boston Office 
207 Essex St. 








FERN & POOR CO., Inc. 
Manufacturers 
Newburyport, Mass. 


Women’s Turn 
Comforts 


Boots and Slippers 
For the Wholesale Trade 






















E. A. & M. C. Witherell Co. 
Manufacturers 
Women’s Turns, 
Bootsand Slippers 


Factory 
Haverhill, tess. 
Boston Office 
Rice Bldg. Room 406 








FINE TURN NOVELTIES 


We are now prepared, in our new 

factory, better footwear, quicker 

deliveries and increased service. 
Latest Models, All Leathers and Satins 


FELSTINER-O’CONNELL SHOE CO., INC. 
162 Winter St., Haverhill, Mass. 








FASHION FOOTWEAR 


Women’s Fine Turns 
and Novelties 
Our new models for Spring are attracting most 
favorable attention. Hand turn slippers and 
pumps in the latest designs and finest leathers. 
TESSIER & BOWDOIN 
2 Washington St., Haverhill, Mass. 








STOCKBRIDGE SHOE COMPANY 
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The WESTCOTT-WHITMORE CO. 
Syracuse, N. Y. 

In-stock Specialists of 

Women’s Shoes. Party 

Slippers and Novelties 





Write for Catalogue 












Glazed Kid Trade Quiet 


Dungan Hood and Company report the 
glazed kid trade quiet. They claim manu- 
facturers seem to be making shoes out of 
everything but glazed kid. A. J. Mc- 
Clintock, of Robert H. Foerderer Inc., 
reports factories busy, working on Easter 
shoes. Satins and suedes are being used 
mostly. Glazed kid is quiet. This firm 
expects glazed kid to pick up shortly. One 
thing in favor of this picking-up is the 
fact that Easter comes early. After Easter 
both black and brown glazed kid are 
expected to become active. There is a 
very active demand for small skins. If 
this demand continues there might be an 
advance in the prices of two and three 
foot skins. 

Laird H. Simons, president of William 
Amer Company, is absolutely opposed to 
higher prices. He does not believe they 
are healthy and does not want to see them 
come. He believes that the up and down 
in prices last year was entirely inexcusable. 
By withholding orders, buyers created a 
vacuum and when they finally rushed 
their orders in they strengthened the mar- 
ket. Mr. Simons is urging buyers to 
spread their orders to stabilize prices and 
eliminate the element of the speculative. 
This plant is now operating 100 per cent 
in an effort to provide stocks in anticipa- 
tion of spring demand. This firm looks 
for demand to pick up shortly when 
manufacturers complete their novelties 
for spring and work on staple lines is 
resumed. 


New Styles at Wanamaker’s 


John Wanamaker is offering for street 
and general wear a new strap-tongue pump 
of dull black calfskin with Cuban heel and 
welted hole. The small tongue is crossed 
at the base by a broad strap, fastening 
with gunmetal buckle. It has a_ per- 
fectly plain toe and vamp. The top and 
tongue are French-bound. It selis for $8. 

This store is also featuring soft kid 
shoes. They are one-strap slippers of soft 
black glazed kid with Cuban leather heels 


and welted soles, heavy enough for street 
wear and the price is $9. With light- 
turned soles and moderate French heels 
the price is $10 a pair. They have medium 
or narrow toes, a slight perforating on the 
vamp and quarter to relieve the plainness, 
and one-buttoned instep strap. 

“Sylvia” is also being featured by John 
Wanamaker. This is a sandal-slipper of 
soft suede in a delicate platinum color. A 
single strap crosses the instep, buttoned 
at one side. The high sides are cut out in 
open work sandal effect. The toe is 
rounded and the vamp shortened. The 
heels are Spanish of moderate height. 
The soles are hand-turned. There are 
light perforations on the vamp and around 
the top. The edge is French-bound. The 
price is $12. 

Winkelman’s are offering spring ox- 
fords in combinations of tan calf and 
suede at $11 and in all tan calf or dull 
leather at $10. This store is also featuring 
new braids with patent leather in striking 
combination with gray or black suede. 


Hanover Shoe Co. Buys 
Buildings 


Sheppard and Meyers, proprietors of 
the Hanover Shoe Company, have pur- 
chased a four-story store building at 1016— 
1018 Chestnut Street. The Hanover Shoe 
Company will occupy one of the stores for 
business purposes. The property is 
assessed at $375,000. It was sold subject 
to mortgages aggregating $325,000. 


Wholesaite Situation Good 


Ferris Shoe Company reports about one- 
half of its children’s shoes are of patent 
leather. Trade is keeping up nicely and 
prices are steady. 

Frank A, Hoffman reports grain ox- 
fords as being popular for spring. Brown, 
cherry color and dark mahogany are the 
most desired colors. Novelties and Easter 
goods are very much in demand. Staples 
are comparatively quiet. Rubber goods 
are moving very well. 





LYNN 


Styles Costume in Wide Variety 


Everything from Straight Last Buskins to Golden Sandals— 
Whites and Sport Shoes Galore 


HOES—a lot of them—and many 
kJ types of them! That’s the story of 
Lynn these approaching Easter days. 
They range all the way from straight last, 
side lace buskins, of soft kid leather, such 
as grandmother wore, down to Egyptian 
sandals of gold kid, such as will be worn 
during the Easter promenades on the 
Boardwalk at Atiantic City. 

J.J. Grover’s Sons have the straight last 


side lace buskins. They have made and 
sold them for 50 years, and still carry 
them in stock. Three lines of straight last 
shoes they have. Sales of them go on as 
steadily as the tides. They are of the same 
pattern that J. J. Grover designed 50 years 
and more ago. Wearers alternate them, 
first on the right foot, and then on the left. 

“The Garden of Flowers” is the spring 
novelty line of J. J. Glover’s Sons, so called 


February 10, 1923 





I 


itp. io tn 2 


a ff ft fe het 


ene 





[= 
d 
ll 


e- 
nt 
id 





February 10, 19%: 





because of its pretty colors. Those straight 
last, side lace buskins are a sort of an old 
fashioned garden. 

The Egyptian sandals, of gold kid, are 
in the sample line of McLaughlin, Con- 
way Co., Lynn. Some critics of styles are 
accusing Mr. McLaughlin of copying his 
new sandals from the golden sandals of 
Tut-Ankh-Amen, which were found in the 
royal Egyptian tombs at Luxor. But, as 
a matter of fact, Mr. McLaughlin had 
those golden sandals on his lasts before 
Tut-Ankh-Amen’s sandals were found. 
Creighton Fectory Talk of the 

Town 


Albert M. Creighton opened his new 
shoe factory at 600 Broad Street, Lynn, 
for inspection Feb. 1, and a thousand and 
more shoe and leather men, and personal 
friends, visited it, and enjoyed the visit. 
The factory is considered “The 1923 
Model.” Buyers of shoes will be inter- 
ested in some practical points about this 
new shoe ptant, the same as a buyer of an 
automobile is interested in practical points 
about the machine that he buys. 

The building of concrete and steel, with 
67 per cent glass in the walls, is L shape, 
500 feet long, 50 feet wide, and four stories 
high. It has 1500 workers, It makes 
7,200 pairs of women’s shoes daily. A 
handsome tower rises on the corner of the 
factory to a height of 105 feet. A clock 
is in it. 

Beautiful and Practical 

From most any part of the factory one 
may look out upon the Atlantic ocean, for 
the building is between the main auto- 
mobile road to Boston and the ocean. In 
the spring, the grounds about the building 
will be planted with shrubs and flowers. 
“The Factory Beautiful” is the counter- 
part of “The Store Beautiful.” 

The mechanical equipment of the shop 
delights the man of a mechanical turn of 
mind. Construction and equipment engi- 
neers look upon the new plant as “The 
1923 Model,” and so study it. Presum- 
ably, if the best mechanical minds of the 
shoe industry admire this new factory, 
buyers of shoes will be satisfied that shoes 
are made right in it. 


All Machines Motor Driven 


All machines are motor driven. Heat 
is had from oil. The chimney is smokeless. 
There is no soot nor cinders to soil colored 
shoes. The workrooms are as clear as out 
of doors. Lighting engineers call it ‘““The 
Shadowless Factory,” meaning that there 
are no shadows on the work, and that the 
workers get the best light. Ventilation is 


ideal. There are rest rooms, a lunch room, 
a hospital, and like auxiliary equipment; 
also, handsome offices, sample and stock 
rooms, indeed, to use again the familiar 
phrase, every facility for the making of 
shoes. 
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Racks of Shoes on Tracks 


Racks of shoes run on tracks in stitching 
room. A remarkable machine tempers 
and flexes soles in a jiffy. Electric dryers 
dry soles so that they can be buffed per- 
fectly. An elecrtic machine, something 
like the machine the dentist uses for bor- 
ing holes in teeth, screws wood heels on to 
shoes. Many other devices, just designed, 
have been set up in this new shop, for fa- 
cilitating the production of shoes. It 
would be worth while to tell of them. But 
space and time are both limited. Buyers, 
expecially those interested in the mechan- 
ics of shoemaking, may come to the fac- 
tory and see for themselves. They will be 
most welcome. 

The “opening up” of the factory on the 
first of February was a real “at home” 
affair. Mr. Creighton received each guest 
personally. And everybody in the factory 
tried to make each visitor feel at home, the 
same as each member of a family tries to 
make each guest at home. There were 
flowers in profusion, and courteous aids, 
ready and willing to explain each and every 
detail of manufacturing. A bountiful 
lunch was served in the factory restaurant. 
Visitors felt more as if they were enjoying 
a pleasant social event in a home. And 
that feeling is the acme of the shoe busi- 
ness, for, though machines may be mar- 
vellous, and methods efficient, they are 
nothing unless there is sentiment to sup- 
port them. 


United Shoe Has Exhibit 


Incidentaliy, the United Shoe Machinery 
Co. displayed a collection of quaint and 
curious shoes, showing the changes of 
styles during centuries, and making an 
interesting contrast with the many types 
of novelty shoes in the Creighton sample- 
room. 

A book might be written about the new 
shop, and still some of its worth while de- 
tails would be untold. So the best thing 
for the interested buyer to do is to visit 
the factory and to see the many interesting 
things in it for himself, especially the big 
stock room, in which Douglas Armstrong is 
gathering shoes every day for immediate 
delivery. 


Connors Is Factory Manager 


Thomas B. Connors has become general 
manager of the new Creighton factory. 
He was recently manager of the Putnam 
Shoe Co., shop in Sa’em. and, before that 
was of Weiss-Connors Co. shoe manufac- 
turers, Salem. Before that he was super- 
intendent of the Creighton factory. 


Greys In Stock 


The Smith Shoe Co. has two grays in 
stock—one, a blucher oxford, of gray 
suede, .plain pattern, with welted sole, 
all leather heel, 9-8 high; the other a one 
strap pump of patent vamp, gray suede 
quarter with a 9-8 heel having a rubber 
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Where to Buy 


Men’s Shoes 


























Stacy Adams Co. 







a’ : 4 Manufacturers of 
StS MEN’S FINE 
RSS SHOES 


Brockton, Mass. 














BOSTONHANS 


Commonweatth Suoe & Leatuer Co. 
WHITMAN, MASS. 














One Pair 
Sells 
Another 


T.D.Barry Co. 


Brockton, Mass. 


ABOVE ALL 




















NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 
Syracuse, N. Y., U.S.A. 


MEN’S FINE SHOES EXCLUSIVELY 























84 BOOT AND SHOE RECORDER 








Where to Buy 


Men’s Shoes 
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PULLMAN TRAVELING SLIPPERS 9 
better"than ever in Quality and fit 

mdtor.owner, of Thaoe ‘--* Pullman 

DULL CADERETIV 
GLAZED KIT as Bote. 
Colorr Black anu —.uwn 
~- sizes 3 toll in Stock 


. GUSTIN oO AA 
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Men's Suoes ~Hanp TAILORED 


NoTHING >> MaveTneBest 
But THE Man 
Best Mave Knows How 


Wuen East Visit Us 


WHEN In Your Town WE Witt Vistr You 


Stock Dept. 5 
Is at Your Service 
THE STETSON SHOE CO. (Inc.) 














South Weymeath, Mass. 
































“ NO. 207 
~ ESSEX ST. 








HOWARD & FOSTER CO. 
Men’s and Women’s Welts 


Address all Communications to the 
factory at 


BROCKTON, MASS. 
AY FREDERICK 8S. PECK 
Worcester, Mass. 
Men’s and Women’s 
Sport and College Shoes 
Boston Salesroom 
207 Essex Street 


Lynchb rg Virg inia 























top lift. White shoes will be stocked 


later. 


Making Whites Again 
Don D. Sargent Co. are in for another 
busy season on white shoes, white leathers 
and white fabrics, some white all over, and 
some white with trimmings. White foot- 
wear completes the costume for the good 
old summer time that is coming. 





J. J. Grover Plant Enlarged 


J. J. Grover’s Sons have taken the space 
in the Barnard Building, on Buffum Street, 
that was occupied by A. D. Fisher, now 
retired. The Grovers have always had a 
large part of the Barnard Building. Now 
thay have the whole of it. It is a new type 
factory with 100,000 feet of floor space. 
In it, they are consolidating the business 
of their two Lynn branch factories. Also, 
this firm is building a four story addition 
to its Lady Constance factory in Stoneham 
centre. 


Improved Heel Seats 
Some McKay shoes, coming from Lynn 
shops, show an improvement in heel seats, 
which will interest buyers. The felt pad, 


which is usually put into heel seats, is put 
under the sock lining, and there cemented 
to the insole. So it stays in place, and does 
not crumple up under the heel, and even- 
tually tumble out of the shoe, as it does 
when it is just laid into the heel seat. 


Lippitt Heads Reliance Shoe 
Company 


The Reliance Shoe Company, with fac- 
tory at 97 Rantoul Street, Beverly, has 
undergone a reorganization. Joseph J 
Lippitt, well known shoe manufacturer 
and formerly a member of the Lippitt- 
A‘fond Shoe Company, has been elected 
president; and Max Rothbard, another 
well known shoe man, has been named 
treasurer. An interesting feature of the 
reorganization is that it gives the North 
Shore another firm specializing on stylish 
flexible McKay shoes. The style element 
will be supreme. The capacity of the Re- 
liance plant is about 36 cases per day and 
present production is close to that figure. 

Phillip Weinstadt, also formerly with 
Lippitt-Alfond, is now connected with the 
Tuttle-Geusteil Shoe Company, of Everett 
Mass., where he has taken charge of pro- 
duction and designing. 





BOSTON 


Cold Wave Hurts Spring Business 


First of Week Finds Clearance Sales Still in Progress with 
New Styles More or Less in the Background 


HE arrival of a cold wave on Sunday, 

February 4, had a lot to do with the 
altered aspect of windows in Boston’s 
retail district on Monday morning. Dur- 
ing the week prior to that, with warmer 
weather in vogue and the streets crowded 
with shoppers. displays were spring-like, 
even “summery.” These, at least most 
of them, disappeared over night and their 
places were taken in many cases by 
winter sports apparel and the heavier 
kinds of outer apparel, most of them at 
sale prices. 

In the exclusive shoe stores, much the 
same plan was followed. In one window 
on Tremont Street, however, that of the 
Hanan store, was a window devoted 
almost wholly to gray suede for women. 
Of the types shown were cut-out oxfords 
and smail tongue Colonials, the latter set 
off by brilliant buckles and sheer hosiery. 

Retail business since February 1 has 
been uniformly good, its volume having 
grown larger in almost exact ratio to the 
increase in general business and in indus- 
trial activity. 


Heavy Hosiery Prices Cut _ 


Heavier weights of wool, and of silk 
and wool hosiery have been cut deeply in 
price recently, in an attempt to rid the 


shelves of this winter type to make room 
for the sheer silks and lighter weight sport 
styles now being received for the spring 
openings. Sheer silks, it is believed, will 
go big this spring and summer. Styles 
shown to date have been mostly grays 
and whites, with or without colored clocks 
designed to match the trim on the white 
shoe or to contrast pleasantly with the 
all over white footwear. In some cases, 
women are asking for all white shoes to 
wear with brightly colored sport skirts, 
and white stockings with colored clocks to 
match the dominant color in their skirts. 


New Last in Regal Line 


The Nature’s Doctor last, an old timer 
in the line of the Regal shoe stores, but 
confined to the men’s line, has now made 
its appearance in the women’s, as well. 
The women’s Nature’s Doctor follows the 
approved lines of orthopedic design with 
a narrow, flexible shank and the straight 
inside line. It has been made in a variety 
of leathers and colors and is sold at the 
Regal price of $6.80 


Store Celebrates Anniversary 


The firm of Coes and Stodder, which 
handles medium and high grade men’s 
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shoes, is busily engaged not only in hold- 
ing a clearance sale but in celebrating its 
30th anniversary as well. Slightly larger 
newspaper space than ordinarily is being 
taken to announce the fact and an offer 
of a pair of shoe trees with every footwear 
purchase is being depended on to stimu- 
late the men’s business. Genuine Scotch 
grain shoes with plain, soft toes, made 
over the brogue last, are being offered 
for $8.35. 


Big Bonus Distributed 


Word has been received in Boston of 
an enormous bonus ($2,956,809, to be 
exact) distributed by the Endicott-John- 
son Corporation of Endicott, N. Y., to 
its approximately 12,000 employees. The 
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amount received by employees who have 
not lost any time in the year covered by 
the bonus is a little over $245. 


New Offices for South Street 


The announcement is made that the 
six story office building at 60 South 
Street, corner of Essex Street, known as 
the Perkins Building, is to be doubled in 
size by the addition of the adjoining build- 
ing, No. 62-64 South Street. Plans made 
by the Perkins Institution for the Blind, 
owner of the building, provide for the 
addition of an extra floor to the adjoining 
building and the construction of offices 
on all upper floors, of material and finish 
to match the present Perkins Building. 





NEW YORK 


Volume Light but Trade Steady 


Some Call Noted for Spring Shoes in the Higher Grade 
Stores 


HE local retail shoe trade has settled 

down to a fairly steady, although light 
volume of business, which retail merchants 
expect will continue for another month, 
when real impetus will be given the spring 
season. Clearance sales continue, al- 
though they are getting fewer in number 
and are attracting less attention, both 
among consumers and those in the trade. 
Reports vary considerably on the results 
of this winter’s clearances. Several of the 
mid-town stores report that the sales were 
successful in working down stocks and 
clearing out the odds and ends. In the 
outlying districts results have been less 
favorable, and it is chiefly among these 
stores that the sales still continue. 


Calling for White Shoes 


Some spring business already has opened 
up. In the high class shops there has been 
a good early call for white shoes, chiefly in 
fine kid and trimmed with colored leather. 
This has led to prediction that the white 
season this year will outstrip that of last 
year. This seems entirely probable, as the 
white season a year ago was not entirely 
successful, due mainly to unfavorable 
weather. 

Colored kid for sports wear also has been 
in good demand in the high class shops. 
Beige and otter in buck and ooze also have 
been fairly widely sold to the early shop- 
pers, chiefly for Southern wear. 


Patent and Satin Still Good 


In the medium grade shoes black patent 
and black satin are still selling well. The 
new cut-out oxfords and straps are catch- 
ing on, it is reported, and retail merchants 
expect the style trend to develop chiefly 
along those lines. The tongued pumps ap- 
pear to be less in demand than they were 





before the holidays, although small tongues 
in combination patterns are still saleable. 

Variations of the cut-out oxfords are 
shown in a style in which horizontal under- 
lay and contrast stripings are run around 
the quarter and into a broad strap over 
the instep. In patent or satin with black 
ooze or gray underlay, this style of shoe 
has been a big seller with at least one re- 
tailer here. 


Little Change in Men’s Business 


The men’s business shows little change. 
Sales are plentiful, but apparently have 
not stimulated consumers to buy much 
more than usual. With the turn of the 
year fewer high shoes are being called for 
and the swing back to oxfords has set in 
strong. Early spring shows a slightly 
stronger trend toward blacks than a year 
ago, in the experience of several men’s 
retailers. 


Big Crowd Expected at 
Banquet 

Reservations for the dinner of the Allied 
Shoe and Leather Industries of Greater 
New York on February 20, at the Hotel 
Commodore, are coming in faster than was 
the case at this period before the dinner 
last year, according to S. A McOmber, of 
the Utz & Dunn Company, Bush Terminal 
Sales Building, who is treasurer of the din- 
nercommittee. Mr. McOmber isurging all 
those who intend attending the dinner to 
send in their checks and applications for 
tickets as early as possible, so that proper 
seating arrangements can be made. In 
addition to the Rev. Newell Dwight Hillis, 
who will be thé principal speaker, and a 
sketch by “Wally” Weil, it is understood 
that several other features are being 
planned by the committed under the 
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Where to Buy 


Men’s Shoes | 














CRAIG -REED & EMERSON INC. 
fy BROCKTON MASS ° 
Boston Office: Room 3214, United States Hotel 
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HENRY LILLY CoO. 
88-90 Reade St. New York 


AUCTION TRADE SALES 
SHOES AND RUBBERS 


Every Wednesday and Friday 














Where to Buy 


Men’s and Women’s — 
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| Where to Buy 


Children’s Shoes 




















‘Bonitex Shoe * Baby 
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Soft Soles and Moccasins 


Ask your Jobber for our 
Goods. We DO NOT sell 


the retail trade. 


Newcomb-Anderson Shoe Co. 


ROCHESTER, N. Y. 








“ELAM” 
Flexible Turn Shoes 
For the Jobbing Trade Exclusively 


F. S. ELAM SHOE CO. 


ROCHESTER, N. Y. 
Boston Office, 181 Essex Street 














Where to Buy 


Ballet Slippers 
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OXFORDS, GYM SLIPPERS 
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ORIENTAL SLIPPER COMPANY 
INC. 
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Where to Buy 


Shoe Store Supplies 
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chairmanship of George W .Baker, of the 
Baker Shoe Company, Brooklyn. From 
the early reservations it is safe to say that 
the attendance at the dinner will exceed 
that of the previous gatherings. The four 
associations under whose joint auspices 
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the dinner is being held are the Retail 
Shoe Dealers’ Association of New York, 
the Boot and Shoe Travelers’ Association 
of New York, the Hide and Leather Asso- 
ciation and the Shoe Manufacturers’ Board 
of Trade of New York. 





ROCHESTER 


Co-Operative Style Show Planned 


Merchants on High Grade Shopping Street to Get Together on 
Their Spring Opening 


CO-OPERATIVE Spring Opening 

or Fashion Show will be held by the 
merchants of East Avenue on the evening 
of March 6. All stores on “the Avenue” 
have arranged to open their stores on that 
evening for the display of new styles, but 
it is the plan of the committee in charge 
that no merchandise be sold on that 
evening, the stores being open simply to 
display the season’s new styles and to 
stimulate future buying. 


Moore-Shafer Engage Quality 
Superintendent 
The Moore-Shafer Shoe Manufacturing 
Company of Brockport, New York have 
engaged E. J. Fowley, well-known local 
shoe man for the position of Quality Sup- 
erintendent. Mr. Fowley has had years 
of experience in the manufacture of wom- 
en’s fine footwear having been with D. 
Armstrong & Co., and the Leach Shoe 
Company in a similar capacity. 


LaSalle Boot Shop Opens 


Rochester’s newest shoe store, the La- 
Salle Boot Shop at 379 East Main Street 
opened for business last Saturday. Fred L. 
Meyers, Jr., proprietor of the new store 
has made extensive alterations and has 
fitted up the store after the plan of a 
leading New York shop. 

The new store is located near the East- 
man Theater which is fast becoming the 
heart of Rochester’s shopping center and 
as high grade shoes will be featured ex- 
clusively, Mr. Meyers is confident that 


they will soon be enjoying a good and 
rapidly growing shoe business. 


Beck-Hazard May Open 
Rochester Store 


It is reported that representatives of 
the Beck-Hazard chain store organization 
were in Rochester recently looking over 
available sites, and that they have selected 
a location at the corner of Main and North 
Water Streets where they will open a 
store about May first. 


To Manufacture Children’s 


Shoes 


The Lakeside Shoe Company Inc., has 
taken over the plant of the Wilson Turn 
Shoe Company, and is installing machin- 
ery for the manufacture of infant’s, hil- 
dren’s and misses’ high-grade turn shoes. 
The principals in the new company are 
T. H. Eisenhuth, formally of Columbus, 
Ohio; Charles H. Felton, formerly with 
the Felton Shoe Company of Newark, 
N. J., and E. Ringard. 


Utz and Dunn Company Issue 
Advance Style Booklet 


The Utz & Dunn Company recently 
issued a booklet featuring Spring Styles 
that they were in a position to manu- 
facture and ship in six weeks. The styles 
featured included cut-out oxfords, one- 
strap sandals, ties, two strap sandals and 
Radio pumps. 





BALTIMORE 


Lull Noted in Retail Trade 


Mid-Winter Sales Still Featured; Department Stores Report 
Good Volume but Small Profits 


HE usual lull in business which gen- 
erally follows the holiday rush, has 
gripped the local trade and one large 
dealer expressed conditions in the remark 
“We are in the midst of our usual after 
holiday re.axation.” 
Simultaneously with the so-called re- 


laxation the usual mid-winter sales have 
started and about all of the stores are now 
in the midst of a sale of some kind, and 
numerous are the names given them.} It 
seems to be the idea among the retail 
merchants to have a sale name entirely 
different from the other fellow. 
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The large department stores, while 
doing a large volume of business, state 
that the net profits, owing to the special 
sale prices are very small. While most of 
the retail stores report business as being 
very dull, most of them are of the opinion 
that this condition will gradually improve 
with the coming of the spring trade. 


Patent and Black Suede Selling 


The retail trade reports patent and 
black suede straps as being leading sellers. 
The demand has been good on Russian 
boots (of rubber) and most of the stores 
report that they have sold out of these 
styles. As usual, at this time of the year 
rubbers are selling well. 

The demand for low heels which most 
of the dealers thought was past, has been 
showing a decided increase and it is the 
opinion of some of the retail merchants 
that the low heel has come back to stay. 


F. J. LaMotte Honored 


Frank J. LaMotte recently attended 
the meeting of the directors of the Rice & 
Hutchins Company in Boston. Mr. 
LaMotte was recently honored by the 
Merchants’ and Manufacturers’ Associa- 
tion at their annual meeting, when he was 
re-elected a member of the executive 
committee. He has been a member of 
this committee for a number of years and 


takes a very active part in the activities of 
the association. 


Smaller Jobbers Furnish Com- 
petition 


The jobbers are passing through an 
unusual slump and some of them attribute 
it to a number of things, among which is 
the fact that retail merchants are patron- 
izing home-town jobbers. One jobber who 
has traveled for years stated that the 
retail merchant today, doing business in 
the smaller cities, i; placing his orders 
with the local jobber who has gone into 
business in recent years, and he can buy 
very nearly as cheaply as the jobber in 
the larger cities. Of course, this is working 
to the disadvantage of the jobbers of the 
large cities who have traveling expenses 
and large overhead expenses. This jobber 
further stated, to emphasize his opinion, 
that the orders being secured by the sales- 
men traveling for large jobbers are only 
for about 1-3 the quantity purchased by 
the retail merchants in the past seasons. 


Capitalization Increased 


The Alma Manufacturing Company 
which manufactures rhinestone buckles, 
recently increased its capital stock to 10,- 
000 shares of common 5 stock of no var 
value. 





PROVIDENCE 


Inventories Mostly Completed 


1922 Business Good in Most Cases; Reduction Sales 
Still On 


HODE ISLAND merchants are in 

a better mood now that the holidays 
are past, and inventories indicate that 
business during the past year has been 
good in most cases. Reduction sales con- 
tinue to stimulate consumer buying in 
many quarters of the trade. It was said 
that the sales this year were not meeting 
with the quick response that usually 
characterizes the seasonal clearances. 
Current demand is centered largely at 
present on conservative numbers for 
both men and women, a result of the 
heavy weather in this section. A good 
demand for evening shoes at sale prices 
also is reported. High shoes in some sec- 
tions are moving better than many ex- 
pected, especially in the rural districts. 
The high shoe situation was given some 
interest last week by outlying merchants, 
advertising same liberally with illustra- 
tions, at $8-$10 a pair. 


Few New Shoes on Display 


With many sales in progress, little new 
merchandise is being displayed. Here and 
there, however, some new members are 


being shown. For the most part, these 
consist of Colonials, single straps and 
oxfords. Colors for spring appear a bit 
uncertain. Some feel there will be a 
tendency for women’s footwear to run to 
beige, particularly in ooze leathers follow- 
ing the trend in women’s garments, where 
various shades of light brown appearing 
quite strong at present for early spring 
selling. Gray is also expected to make a 
good showing more so in footwear than in 
dresswear. 


Birthday—Pioneer Hosiery 
Department 


Thomas F. Peirce and Son, exclusive re- 
tail shoe store here, now in its fifth genera- 
tion, founded by Jabez Peirce on June 12, 
1767, is with the ushering in of February 
celebrating its 21st birthday in its hosiery 
department. George E. Peirce, the 
present proprietor, in 1902 was the first 
Rhode Island pioneer to install a hosiery 
department in his shoe store. The depart- 
ment has been in charge of Miss Emma 
Bowers since 1914. 
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Where to Buy 


Boys’ Shoes 




















AShoe for Boys 
That Wears 


Marston & Tapley Co. 
DANVERS, MASS. 
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Engraving and Printing 
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Where to Buy 


Standard Shoe Materials 
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Rubber and Leather 
* Dry Feet Welting 
Sheet Rubber Soling 


B. F. CHAMBERLIN 
184 Se. 
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Price Increase Announced by 
U.S. Rubber Company 


HE United S:ates Rubber Company 
announces that owing to the in- 
creased costs of materials, it has 
become necessary to make moderate ad- 
vances in the prices of Keds and other 
Fabric Rubber Soled Shoes (except Re- 
gent Keds) averaging about 5 per cent, 
effective February 1, 1923. The revised 
price list is as follows: 
“COMET”’—Canvas basketball shoe 
construction, with non-slipping laminated 
sole 44” thick from toe to heel. Extra 
black ebony foxing extended around the 
toe and reaching to the shank on the in- 
side of the foot offsets the wear and tear of 
dragging the toe. Brown athletic trim- 
mings with ankle patch, double foxing. 
Red toe cap. Strongly reinforced, made 
with ventilatingeyelets when so ordered. 
“Feltex” Insole. 24 pairs to the case. 


Net 
Widths Sizes Price 
Men’s M,F 5 -12 $3.00 


“METEOR”—A lower-priced laced-to- 
toe shoe for basketball, handball, tennis 
and squash, made with an outsole having 
extraordinary floor grip, extra black 
ebony toe strip, double foxing, nickel eye- 
lets. Toe cap. Made with ventilating 
eyelets when so ordered. ‘“‘Feltex’’ insole. 
24 pair to the case. 


Net 

Widths Sizes Price 

Men's M, F 6 -12 $2.50 
Boys’ M,F 24 6 2.25 
Women’s M,F 24-7 2.25 


“DRIVER” and “ALL-SPORT’— 
Rugged in appearance, serviceable in wear. 
Suitable for every day and general athletic 
use. Carries heavy corrugated sole of 
extra quality pure gum compound. Made 
in white or brown duck with black cow- 
hide trimming, double foxing of gum and 
frictioned fabric, ankle patch and back 
stay. Special web tread soling, toe cap. 
When wanted in laced-to-toe pattern, or- 
der “‘All-Sport.” “Feltex” Insole. Loose 
lining. 24 pairs to the case. 


Net 

Widths Sizes Price 

Men's M, F 6 -12 $2.35 
Boys’ M,F 2\- 6 2.20 
Youths’ M, F 8 -2 2.00 


Little Gents’ M, F 8 -10% 1.80 


“FIELDAY”’—A new style made on the 
p»pular laced-to-toe pattern. Extra flex- 
ible strong duck and black athletic trim- 
ming, toe cap, back stay and ankle patch. 
Double foxing of gum and frictioned fabric. 
Ten nickel eyelets. Gray suction sole. 
Made in white or brown duck. 

“Feltex”’ Insole. 24 pairs to case. 


Net 

Widths _Sizes Price 

Men’s M,F 6-12 $2.10 
Boys'| M,F 2% 6 1.90 
Youths’ M,F ll - 1.75 


9 
Little Gents’ M, F 8 -—10% 1.60 


“HOLDFAST” and “ROAMER”—An 
established favorite with sturdy gray rub- 
ber suction outsole. 

Made from heavy white or brown duck. 
Brown leather trimmings and ankle patch. 
Double foxing of gum and frictioned fab- 
ric. Red rubber toe cap. When wanted 
with gray corrugated sole order “Roamer.” 
“Feltex” Insole. 24 pairs to the case. 


Net 

Widths Sizes Price 

Men’s M, F 6 -12 $2.10 
Boys’ M, F 2\- 6 1.90 
Youths’ M,F ll -2 1.75 


Little Gents’ M, F 8 -10% 1.60 


“STRIDE”—A new addition built on 
the lace-to-toe pattern with double foxing. 
Strong, flexible white or brown duck up- 
per. Brown athletic trimming and ankle 
patch. Red suction soles. “Feltex’’ In- 
sole. 24 pairs to the case. 


Net 

Widths Sizes Price 

Men’s M,F 6 -12 $1.90 
Boys’ M, F 2\- 6 1.75 
Youths’ M,F 11 -2 1.60 
Little Gents’ M, F 8 -10% 1.45 


“MERIT”—Built for the severest tests 
of boys’ wear. Gives all the foot freedom 
of going bare-foot, yet gives the real pro- 
tection of leather shoes. Made of extra 
flexible, strong white or brown duck; 
sturdy, long-wearing athletic trimmings; 
ankle patch; double foxing of rubber and 
frictioned fabric; red rubber toe cap; 
tough, resilient red suction soles. ‘‘Feltex’’ 
Insole—24 pairs to the case. 


Net 

Widths Sizes Price 

Men’s M,F 6 -12 $1.85 
Boys’ M, F 21% 6 1.70 
Youths’ M,F ll -2 1.55 


Little Gents’ M, F 8 -10% 1.40 


“NUGGET’’—Constructed with the 
lace-to-toe pattern and ten eyelets. White 
or Brown duck. Brown athletic trimming 
and ankle patch. Red corrugated suction 
soles of excellent quality. Red rubber toe 
cap. Comfort Insole. 24 pairs to the case. 


Net 

Widths Sizes Price 

Men’s. M, F 6 -12 $1.50 
Boys’ M,F 2% 6 1.40 
Youths’ M,F 11 -2 1.30 


Little Gents’ M, F 8 -10% 1.20 
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“FLYER”—Another athletic trimmed 
Bal built on the same general lines as the 
high grade shoes but designed to appeal 
where price is a controlling factor. 

White or brown duck. Brown athletic 
trimming and ankle patch. Red corruga- 
ted soles of excellent quality. Red rubber 
toe cap. 


Comfort Insole. 24 pairs to the case. 


Net 

Widths Sizes Price 

Men’s M,F 6 -12 $1.50 
Boys’ M,F 2% 6 1.40 
Youths’ M,F 11 -2 1.30 
Little Gents’ M, F 8 -10% 1.20 
Women’s M, F 24% 8 1.40 
Misses’ M,F ll -2 1.30 


Children’s M, F 4 -10% 1.15 


“HIKER”—A popular trimmed Bal 
with a heel. Suitable for hiking and other 
outdoor vacational use. Also serviceable 
as a work shoe, for which its steel and 
fibre shank provides the required arch 
support. Made with the heavy Campfire 
sole and flush heel. White or brown duck, 
red rubber foxing. Athletic trim and 
ankle patch. Comfort Insole. 24 pairs to 
the case. 


Sizes Net Price 
Men's 6 -12 $1.85 
Boys’ 2\- 6 1.75 
Youths’ ll -2 1.60 


“COMBAT”’—A practical shoe for 
farmers, gardeners, factory workers, car- 
penters and men in hundreds of other 
trades. The steel and fibre shank gives an 
arch support which is found in no similar 
work shoe but Keds. 

Made of heavy brown duck. Loose 
lined with heavy drill. High red rubber 
foxing and toe cap, red heavy sole and 
heel. Men’s made Blucher—Boys’ and 
Youths’ Bal pattern. 


Comfort Insole. _12 pairs to the case. 


Net 
Toes Sizes Price 

Men’s’ British, one 
width 6 -12 $1.90 


Boys’ — Regular or 
British, one width 244— 6 1.80 
Youth’s Reg. or British 


one width ll -2 1.65 
Child’s (Heel lift) one 
width 6 -10% 1.40 


“UNIVERSAL”—Popular with yacht- 
ing crews and warm weather workers who 
want a cool shoe with a heel. White or 
brown duck with white corrugated soles. 
Made in both bal and oxford from the 
same material as the celebrated Cham- 
pion line, with the Champion trade-mark. 
Combinaiion steel and fibre shank which 
firmly supports the arch of the foot. 24 
pairs to the case. 

Net Price 

Widths Sizes Bal Oxf. 

Men’s Reg.M,F 6 -11 $1.50 $1.35 

Boys’ Reg. F 2%-6 i40 1.25 
Youths’ 

Reg. F 11 -—2 1.30 1.15 





Net Price 
Widths Sixes Bal Oxf. 
Women’s 
Regular M, F 2% 8 140 1.25 
Misses’ 
Nature M,F 11 -—2 1.30 1.15 
Brown “Universal” will be furnished 
with red soles when so ordered. 


“YACHTING”—The highest grade of 
flat heeled tennis Keds. A serviceable shoe 
for indoor and outdoor wear. Made on 
snug, well fitting lasts. Neat in appear- 
ance. White or brown army duck. White 
corrugated rubber sole. Foxing goes up 
well over the toe. ‘“‘Feltex” Insole. 24 
pairs to the case. 

Net Price 

Widths Sizes Bal Oxf. 

Men’s S,M,F 6 -12 $1.65 $1.50 

Boys’ M,F 2%- 6 1.50 1.35 

Youths’ M,F ll -2 1.35 1.20 
Little 

Gents’ M,F 8 -10% 1.25 1.10 
Women’s S,M,F 2% 8 1.50 1.35 
Misses’ M,F 11 - 2 1.35 1.20 
Chil- 

dren’s M,F 4 -10% 1.20 1.05 

Furnished with smooth “‘Navy”’ sole 
when so ordered. 


“GLENWOOD’’—Serviceable and ex- 
ceptionally cool shoe at a moderate price. 
Made with a smooth white navy sole. 
White or brown duck, loose lining which 
assures ventilation. ‘‘Feltex’’ Insole. 24 
pairs to the case. 


Net Price 

Widths Sizes Bal Oxf. 

Men’s M,F 6 -12 $1.50 $1.35 

Boys’ M,F 2% 6 1.40 1.25 

Youths’ M,F ll - 2 1.20 1.10 
Little 


Gents’ M,F 8 -10% 1.10 1.00 
Women’s M,F 2'%- 8 1.40 1.25 
Misses’ M,F ll -2 1.20 1.10 
Chil- 

dren’s M,F 4 -10% 1.05 .95 

Brown “Glenwood” will be furnished 
with red sole when so ordered. 


“CHAMPION” BAL—This is the low- 
est priced of all the flat-heeled Keds. It 
is a most unusual combination of comfort, 
quality, and service at a very reasonable 
price. White, black, or brown duck. 
White and brown made with white corru- 
gated sole. Black made with black. sole. 
24 pairs to the case. 


Net 

Widths Sizes Price 

Men’s M, F 6 -12 $1.15 
Boys’ M,F 24% 6 1.00 
Youths’ M,F ll -2 95 


Little Gents’ M, F 8 -10% 90 
Women’s M,F 24%- 8 1.05 
Misses’. M,F 11 -2 95 
Children’s M,F 4 -10% 85 

Brown “Champion” will be furnished 
with red sole when so ordered. 


“CHAMPION” OXFORD—Built on 
the same general lines as the Champion 
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Where to Buy 
Shoe Ornaments 




















Colonial Tongues the Fashion 
Always up-to-the-minute with the 
—_ styles in shoe ornamentation 
either in beaded, leather, metal or 
Fabri Edw. E. Co, 


jals. We have them. Your sam- 
ples — upon request. 

DW. E. KAHN CO. 
291 pf. 1 St., Brooklyn, N.Y- 














D. W. COULTAS CO. 


Manufacturers 


Rhinestone Buckles 
BIG DEMAND 
Write for Samples 
PROVIDENCE - - - R.I. 








Especially for 
Shoe Manufacturers 
For good covered 
buckles and Leathe 
Bows write to the 
Vanity Novelty Worle 

1261 Atlantic Ave. 

Brooklyn, N. 








“Just Enough Better To Be Thoroughly Werth While” 


BONGIOVANNI BROS. 
Largest Rhinestone Buckle 
Manufacturers in America 

High Class Buckles at Popular Prices 

2927 3rd Avenue N. Y. City 
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Good shoe buckles 
ever since 1905 
.. ALTE RSON ¢ * CO. 
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102 W 34 St... New York City N 
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Where to Buy 


Shoe Illustrations 














NCORPORATED 


sy CALDERWOODAPREG y 











90 BOOT AND SHOE RECORDER 


Bal, and repeating the qualities of that 
shoe. White, black or brown duck. White 
and brown made with white corrugated 


sole. Black made with black sole. 
Net 
Widths Sizes Price 
Men’s M,F 6 -12 $1.00 
Boys’ M, F 214- 6 * (85 
Youths’ M,F ll -2 .80 
Little Gents’ M, F 8 -10% 75 
Women’s M,F 2% 8 .90 
Misses’ M,F 11 -2 .80 
Children’s M,F 4 -10% -70 


Brown “Champion” will be furnished 
with red sole when so ordered. 


“PASTIME”’—A new sport shoe, which 
has been designed particularly for women. 
Made from heavy white or brown duck, 
trimmed with black leather. Heavy red 
corrugated soles. Double foxing of gum 
and frictioned fabric. Black rubber toe 
cap. Oxford made only in women’s “‘Fel- 
tex” insole. 24 pairs to the case. 


Net Price 

Widths Sizes Bal. Oxf. 

Women’s M,F 2% 8 $1.90 $1.75 
Misses’ M,F ll —- 2 1.70 
Childr’n’s M,F 4 -10% 1.55 


“DIANA’’—A new all-white lace-to-toe 
athletic shoe for girls and women. White 
corrugated sole and toe cap. 24 pairs to 
the case. 


Net 

Sizes Price 

Women’s 24-8 $1.15 
“VESTA” OXFORD—Made from 


white three-ply duck. White laminated 
sole. Military heel with aluminum heel- 
plate. Special indestructible box toe. 
Steel and fibre shank, which firmly sup- 


ports the arch. 24 pairs to the case. 
Net 
Widths Sizes Price 
Women’s B, C, D 1-8 $2.25 


“VESTA” PUMP—A cool, comfortable 
pump with a military heel, worn and rec- 
ommended by nurses, waitresses, hotel at- 
tendants, and many other women who 
wear white uniforms. A practical year- 
round house shoe and a sensible style for 
summer wear. Made from white three- 
ply duck. White laminated sole. Military 
heel with aluminum heel plate. Special 
indestructible box toe. Steel and fibre 
shank, which firmly supports the arch. 
24 pairs to the case. 

Net 

Widths Sizes Price 

Women’s Pump B,C,D_ 1-8 2.15 
Women’s Strap 

Pump B,C,D 1-8 2.25 


“PARADE” PUMP—A neat pump of 
specially woven duck for all types of sum- 
mer wear. 

Smooth white rubber sole. Flush heel. 
Low foxing. Special combination steel 
and fibre shank that supports the arch of 
the foot firmly. Made with or without in- 


step strap. White enamel ornament. 
“Feltex” insole. 24 pairs to the case. 
Net 
Toe Widths Sizes Price 
Pelham (Pointed) M,F 2%-8 
Dorset (Round) M,F 218 .... 
Women’s Parade $1.75 


Women’s Parade Strap 1.85 


“VERANDA” PUMP—A serviceable 
pump, with special heel lift suitable for 
any informal summer wear, particularly 
cool and comfortable. 

Made from white duck. Smooth white 
rubber sole. Low foxing. Made with or 
without instep strap. White ornament at 


throat. ‘‘Feltex’’ insole. 24 pairs to the 
case. 
Net 
Toe Widths Sizes Price 
Pelham (Pointed) M,F 2%-8 
Dorset (Round) M,F 2%-8 .... 
Women’s Veranda $1.50 


Women’s Veranda Strap 1.60 


“LOTUS’’PUMP—Anatiractive heeled 
pump, serving the same purpose as the 
“Parade” at less price. Made from white 
duck, with or without strap. Same ma- 
terial as the “Champion” line, with 
“Champion” trade-mark. White corru- 
gated rubber sole. Flush heel. Combina- 
tion steel and fibre shank. 24 pairs to the 
case. 

Net 

Widths Sizes Price 

Women’s Lotos, Dorset M, F 214-8 $1.20 

Women’s Lotos, Strap 

Dorset 

Misses’ Lotos, Dorset 
Misses’ Lotos, Strap 

Dorset M,F 11 -2 1.15 


“LEDA” PUMP—A popular pump 
that will serve the same purpose as the 
“Veranda” at less price. Made from white 
duck, with or without strap. White cor- 
rugated rubber sole. Flat heel. White 
bow. Same material as “Champion” line, 
with “Champion” trade-mark. 24 pairs 
to the case. 


M, F 24-8 1.25 
M,F 11-2 1.10 


Net 

Widths Sizes Price 

Women’s Leda, Dorset M, F 214-8 $0.90 
Women’s Leda, Strap 


Dorset M,F2%-8 _ .95 


“HOME-SLIPPER”—Made of black 
duck with instep strap, lined with white 
drill. Black rubber foxing with a light 
weight black rubber sole and heel. One 
principal feature of this shoe is the com- 
bination steel and fibre shank which firmly 
supports the arch of the foot and gives 
comfort during long hours of standing 
Comfort Insole. 24 pairs to the case. 

Sizes Net Price 
2\4- 8 $1.25 

“MAYFIELD” SANDAL—An excel- 
cellent bathing sandal. Made in white, 
black, blue and red tico sateen with white 
trimming and white sole. A shoe of excep- 


Women’s 
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tional quality and merit. 24 pairs to the 
case. 


Sizes Net Price 
Women’s 2% 8 $0.90 


“BATHING” OXFORD—A neat bath- 
ing shoe at a lower price than the ““May- 
field’”’ Sandal. Made only in all white. 
24 pairs to the case. 


Sizes Net Price 
Women’s 2\4- 8 $0.75 
Misses’ ll -2 -70 
Children’s 4 -10% .65 


“BATHING” BAL—Same construc- 
tion and neat appearance as the “Bathing” 
Oxford; made in one style only: White 
Duck with Black Trimmings. 

Sizes Net Price 
Women’s 2-8 $1.00 

“EMMY LOU”—A stylish pump made 
on our Nature last combining the greatest 
comfort and freedom for the growing foot. 
White duck with smooth white rubber 
sole and special white ‘‘Feltex” Insole per- 
forated for ventilation. New instep 
strap. White buckle. 24 pairs to the case. 


Net 
Toes Widths Sizes Price 
Women’s Nature M,F 2'%- 8 _ $1.60 


Misses’ Nature M,F ll —-2 1.45 
Children’s Nature M,F 4 -10% 1.30 
“POLLY ANN”—A pump designed 
on the same pattern as the Emmy Lou 
but made to sell at a lower price. White 
duck with instep strap. White bow and 
corrugated sole. Champion trade-mark. 
Comfort Insole. 24 pairs to the case. 
Net 
Toes Widths Sizes Price 


Women’s Nature M,F 2%-8 $1.00 
Misses’ Nature M,F 11-2 .90 
Children’s Naiure M,F 410% .80 


“PINAFORE”—A new cross-strapped 
pump. Made in brown duck with white 
trimming. White corrugated sole. Also 
made in white with brown trimming. 24 
pairs to the case. 


Net 

Sizes Price 

Women’s 2%- 8 $1.00 
Misses’ ll -2 .90 
Children’s 4 -10% «80 


“SISTER SUE”—White duck pump 
with ankle strap. White bow and white 
corrugated rubber sole. Same material 
as Champion line with Champion trade- 
mark. 24 pairs to the case. 


Net 

Toes Widths Sizes Price 

Women’s Nature M,F 2% 8 $0.95 
Misses’ Nature M,F 11 —- 2 85 
Children’s Nature M,F 4 -10% _ .75 


“BETTY”—Built on a special Nature 
last, this barefoot sandal permits the ut- 
most freedom for children’s feet. Corru- 
gated sole. White duck. Comfort Insole. 
24 pairs to the case. 


Net 

Sizes Price 

Misses’ Betty ll -—2 $0.80 
Children’s Betty 4 -10% _ .70 











cm OWN oOo 


ao 


et 
ce 
00 
90 
80 
ed 
ite 


ture 


rru- 
sole. 


Net 
rice 
0.80 

.70 











February 10, 1923 





BOOT AND 


at 


SHOE RECORDER 


(This Department is conducted by Heten M. Haney, Associate Editor) 


Dave Marks Hangs Up a Record 


$50,000 for One Week and a Grand Total of More Than $440,000 


“TT is almost unbelievable that at this 
time of the year a man can go out 
and sell over $50,000 worth of shoes 

in one week. That is the feat Dave Marks 

accomplished.”’ 

This paragraph was quoted from the 
sales bulletin of the Harsh and Chapline 
Shoe Company of Milwaukee, issued the 
first week of January. The exact figures 
of sales for the week’s business, taken 
from factory records, are $51,001.95. 
Some record for one week, especially 
when the week between Christmas and 
New Year’s had only four working days, 
and is usually a loafing time with the 
average shoe salesman. 

One week, however, does not make a 
year. Mr. Marks had many weeks that 
were record breakers, and ended up 
December 30 with the extraordinarily 
large total of $443,037.70. Of this amount 
$312,030.75 was sold between July 1 and 
December 30, and all sold to retail stores. 


He Believed in His Line 


When Dave Marks took charge of the 
Chicago territory for Harsh & Chapline, 
January 16, 1922, very few active accounts 
were turned over to him. The firm’s 
business in this territory had not exceeded 
$50,000 a year, and Dave was a new man 
on the territory. He was personally ac- 
quainted with very few Chicago merchants. 

He was, however, acquainted with 
“Lion Brand” shoes and believed in 
them. For several years he sold them in 
Iowa, making such a good record that he 
was transferred to the Milwaukee office as 
sales manager. 


Back to “Old Love”’ 


At the beginning of 1921 the company 
changed its sales methods, and Mr. Marks 


for the Year 


became district sales manager for another 
factory, but he still loved Lion Brand 
shoes, and was happy to get back with 
the old line in January, 1922. 


Mrs. Marks 


The first thing he did was to open an 
office in the Security Building and install 





DAVE A. MARKS 


Shoe salesman who has been hanging up some 
new records 


Mrs. Marks as office manager. While the 
books in the factory give Dave credit for 
all of the immense volume of business 
sent in, a portion of it has been written 
in the office by Mrs’. Marks. Very fre- 
quently Dave comes in the office at the 


end of the day to find that Mrs. Marks 
has sold 15 or 20 dozen shoes inhisabsence. 

“How have we done it? Well,” says 
Dave, “there are just a few principles of 
salesmanship. The first is good, honest 
shoes that wear and stand up, and Lion 
Brand shoes do that. Then there is faith 
and confidence in the factory and the 
men who run it. Next, know your trade; 
know their peculiarities; the kind of mer- 
chandise they can sell the most of. Sell 
them the right sizes; treat them square 
and show them the advantage of concen- 
trating on one line. And then there is one 
other thing—having a good wife in the 
office, who has her heart in the game to 
help smooth out the rough places.” 


Team Salesmanship—Dead 
and Son 


Father and son are teaming up for a 
sales campaign through the Southern 
states, for G. William Crist, who has sold 
shoes for J. J. Grover’s Sons for the past 
10 years, will be joined this season by his 
son, also G. William Crist. 

Father will travel in the railroad cars 
in the familiar way of salesman and will 
visit old friends. Son will travel in an 
automobile, and will visit the towns along 
the way. They plan to meet occasionally, 
to compare notes. 

Mr: Crist, who is following in his 
father’s footsteps, has been spending 4 
while at the Grover factory in Lynn, 
studying the making of shoes, and, also 
mapping out his new saes campaign. 
Yes, mapping is the right word. He took 
maps of the South, and studied the cities, 
towns and roads, and marked out the 

plan of campaign on his maps. Also, he 
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CHARLES W. SCRUGGS 
Who represents the Feder-Gregg Company of 


Cineinnali, in Chicago and the Northwest. 








studied trade reports, both collective, and 
reports on individual firms, in the terri- 
tory through which he will travel. 

For this strategy, he is indebted to his 
training, for he studied at the Virginia 
Military Academy, and then at West 
Point and also at Harvard College. De- 
ciding to follow in the footsteps of his 
father, he entered the Grover factory, 
worked at making shoes, to get practical 
information of the trade. He spent his 
leisure time of this winter mapping out 
his campaign, and the other day, he left 
for his home in Montgomery, Alabama, 
there to load his automobile with samples 
(he has a special carrier body) and to 
start on his selling campaign. He expects 
to visit 200 cities and towns, which have 
hitherto not been visited by any of the 
enterprising Grover salesmen. 


Ostenkamp with Plant Bros. 


T. A. Ostenkamp, whose alias is 
- “Teddy,” is just about to start out with 
a new line of shoes—that of Plant Brothers 
and Company of Manchester, N. H. 
Mr. Ostenkamp has had lots of experience 
in selling women’s style shoes, having been 
for some time with C. P. Ford and Com- 
pany of Rochester. He writes to the 
Recorder: 

“T will make a flying trip through the 
territory (the South) about the first of 
next month on some new patterns and 
whites and sport whites because they 
should be in big demand at this time. 
This season will see more white shoes 
sold than ever before in the history of the 
industry and it would be well for the 
Southern merchants to anticipate their 
needs at the earliest possible date ” 





WILLIAM COHN 
Vice-President of the Sociely Maid Hosiery 


Company. He covers all of the large cities in 
Pennsylvania, Ohio, West Virginia, Delaware 
and Virginia. 





From Shoes to Hosiery 


William Cohn, who for 38 years has 
sold shoes on the road, recently changed 
his line to hosiery. He will cover all of 
the large cities in Pennsylvania, Ohio, 
West Virginia, Delaware and Virginia, 
and writes us that he is going to put the 
Society Maid Hosiery Company’s propo- 
sition over in a big way. Incidentally, he 
starts out on his new career as vice- 
president of this company. 

And when William Cohn makes a state- 
ment similar to the above, all his asso- 
ciates know that he will make good, for 
they recall that some years ago, when Mr. 
Cohn first joined the sales force of the 
Harsh & Chapline Shoe Company, he was 
assigned to Missouri—one of the poorest 
fields for his line of work shoes, because 
of the strenuous competition of the big 
St. Louis houses, all of which comb that 


State by counties. 


High Powered Salesman 


But Cohn was sent down to Missouri 
and made up his mind that he would do 
his best. He bought a Ford machine and 





C. E.—Not C. C. 


In the report of the banquet held 
recently in Boston by the Southern 
shoe salesmen, the name of C. C. 
Gunn, of the Preston B. Keith 
Company, appeared in the list of 
those present. This was an error. 
It should have been C. E. Gunn, 
who is not with the Preston B. 
Keith Company but with Thomp- 
son Brothers. 














The Rice § Hutchins Atlanta Company has 
added to their staff, W. E. Smith who will cover 


South Carolina territory. Mr. Smith is very weil 
known in the section. 








drove from town to town. As a result, 
within a season, he had piled up more 
than $100,000 in sales, an increase of 
$60,000 over the largest amount that had 
ever been sold in that State by the Harsh 
& Chapline Co. 

The late George Harsh, in a spirit of 
jest, told Cohn that “a new broom sweeps 
clean,’’ and that he bet him $50 he could 
not repeat his record on his second season. 
Mr. Cohn made him write the bet out and 
then tried to get Mr. Harsh into another 
bet of $500 if Mr. Harsh lost the $50. 
The second season, Mr. Cohn piled up 
something more than $130,000 and Mr. 
Harsh lost his bet. 

When Harsh-Chapline announced its 
policy of selling direct to the consumer, 
instead of to the retail trade, Mr. Cohn 
joined the Weyenberg Shoe Manufactur- 
ing Company’s force sales staff. 

Mr. Cohn’s brother is president of the 
Society Maid Hosiery Company of New 
York, and made up his mind thatif William 
could sell so well one kind of foot cover- 
ing, he could sell another kind equally 
well—and so William Cohn is off and 
away on his trip with the best wishes of 
his wide circle of friends. 


Cahill Salesman Dies 


Many merchants and travelers through- 
out the shoe trade will learn with sorrow 
of the death of Hugh M. Brown, who 
covered Arkansas and Oklahoma for the 
Cahill Shoe Company, Cincinnati, Ohio. 
Mr. Brown died suddenly at the Southern 
Club, Birmingham, Alabama on January 
22. Being a bachelor, he had for a great 
many years made the Southern Club his 
home. 
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Two Popular Spring Oxfords 
In Stock 


For Immediate 
Delivery 





No. B 434 Brown Russia Calf : No. B 433 Havana Brown 
Oxford, 229 Last, 9-8 Military M4 Kid Oxford, 241 Last, 14-8 
Heel, Rubber Top Lift, Welt. Cuban Heel, Welt. 











TERMS: Net 30 Days 


C. P. Ford & Co.; Ine. Rochester, N. Y. 


NEW YORK CITY - 127 DUANE STREET 














Your Own Heels on| 
Your Own Shoes| : 





Heels made according to your own it 
specifications, of genuine Republic quality on 
rubber are now available in any quantity. vit 
They can carry your own name and do 
trade-mark. They can conform to your > 
own distinctive designs and lasts. th 

uc 
Give your shoes this added quality and mé 
individuality. Give your business the pr 


benefit of this extra advertising—write 
us your requirements and let us explain 
our proposition in detail to you. 
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J. A. VANCE 
Of the Rice § Hutchins Baltimore Co. 





LOUIS C. HOFFMAN 
Who travels out of the Rice Hutchins Baltimore 
Co. 


E. S. REINSTEIN 


A Boston City Salesman of the Rice g Hutchins 
Allas Shoe; Company 





W. L. Douglas Salesmen 
Optimistic 

The business outlook for 1923 was dis- 
cussed at the semi-annual convention of 
the W. L. Douglas Shoe Company, sales- 
men on January 23 at the Brockton fac- 
tory. Vice-President and treasurer, Her- 
bert L. Tinkham, addressed the gathering 
and said: 

“The average business for 1923 should 
be better than the average for 1922, if 
no unforseen event of great importance 
happens. The well-informed observer 
looking forward into 1923 in an effort to 
forecast the probable trend of business in 
the United States is forced to conclude 
that the uncertain feature of chief im- 
portance is the political situation in Eu- 
rope. This, of course, is not because our 
business with Europe is more important 
than the volume of business at home, for 
it is small in comparison, but because in 
some respects our business with Europe 
vitally affects our domestic business and 
domestic conditions by themselves are 
comparatively stable. 

“Our relations with Europe are mainly 
through our exports of agricultural prod- 
ucts, which, in the case of cotton, nor- 
mally amounts to about one-half our 
production and in the case of other staples 
are large enough to be an important 
factor in the value of the entire production. 


World Economic Conditions Better 

“No matter how favorable our domestic 
conditions may appear, we cannot fully 
disregard the fact that agriculture must 
have an outlet in Europe for the usual 
quantity of its products. I believe the 
general trend of economic development 
over the past year in Europe and over the 


world has been toward improvement. 
Surplus stocks of goods which were con- 
gesting markets have been reduced. 

“The political controversies in Europe 
affect the entire situation and are every- 
where recognized as of the utmost grav- 
ity, and yet, the feeling in business circles 
is decidedly more hopeful than a year ago, 
and there is a general belief that with the 
political questions settled, improvement 
should be rapid. 


Great Recovery in United States 

“In the United States a great recovery 
has taken place in the past year. The 
most important feature of it has been the 
improvement in the prices of agricultural 
products tending to restore the normal 
relationship between these and the prod- 
ucts of the other industries. 


Good Business for 1923 


“The year ended with the best holiday 
trade on record, and with practically full 


employment for the available labor supply. , 


“IT look for a good volume of business 
for the first half of 1923.” 


Salesmen Present Were 


Salesmen present included the fol- 
lowing: H. F. Adams, Lysander P. Beal, 
T. G. Cartlidge, C. R. Fowler, T. W. Gil- 
bert, W. F. Harding, Charles Heimbrodt, 
E. G. Hinckley, A. H. Hoffman, R. B. 
Kegley, F. A. Keene, Thomas L. Kendall, 
C. H. Kirkendall, E. C. Lease, M. A. 
Lease, R. R. Myers, F. G. Reed, H. L. 
Robbins, W. K. Rowalt, E. H. Smith, 
W. E. Timson, H. O. Winslow, E. A. 
Young, F. G. Tripp, Ralph E. Cox, Frank 
C. Whitman, George A. Joyce, A. E. 
Bucknam, William McK. Lyon. 

Nearly all the company’s salesmen 


were present to hear members of the firm 
and head of departments and to inspect 
the new samples which were on exhibition 
and which elicited general admiration. A 
note of optimism coursed through the 
discussion, salesmen to a man agreeing 
with officers of the company that the out- 
look for business is very promising. 

They began to leave the latter part of 
last week for their territories. 

Addresses were given also by Major D. 
W. Packard of the board of directors, 
Supt. H. C. Beckman and Sales Manager 
George B. Hendrick, who began his 
duties with the company last September. 


Sales Manager Hendrick Talks 


Mr. Hendrick referred at length to the 
W. L. Douglas Retailers’ Reserve System 
in his address. He stated that the first 
season had proven the wisdom of this 
change in the company’s selling policy that 
the new selling plan is a complete success 
and that the company is irrevocably 


4committed to a continuance of it. 


He followed with a general sales talk 
and complimented the sales organization 
on their complete co-operation with his 
administration of the sales work. 


Erskine Outlines Advertising Plans 

Frank L. Erskine of the board of direc- 
tors outlined the advertising policy for the 
year, stating that the same vigorous 
advertising work of past years will be 
continued, with certain extensions and 
additions. 

Other Officials Speak 

Major Packard spoke about the con- 
ditions affecting the Douglas stores and 
agencies and Superintendent Beckman 
discussed factory problems, new styles 
and other features. 
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THE SIGNIFICANCE TO YOU OF THE MEMBERSHIP OF THE 


BOOT AND SHOE RECORDER 


IN THE ASSOCIATED BUSINESS PAPERS, INC. 











OU depend upon the Boot and Shoe Recorder for an unbiased and accurate re- 
port of all news affecting your business interests. 


Probably, too, you give heed to its editorial counsel in many matters of consider- 
able consequence. You have a right, therefore, to know about the policies and 
principles back of the important service rendered by the Boot and Shoe Recorder. 


The membership of this publication in The Associated Business Papers, Inc., means 
that it has achieved an exceptionally high publishing standard, and has subscribed 


unreservedly to these— 
(ee ar SS Se 
STANDARDS OF PRACTICE 














To decline any advertisement 


The publisher of a business paper 
e which has a tendency to mis- 


should dedicate his best efforts to 
the cause of Business and Social lead or which does not con- 
Service, and to this end should form to business integrity. 


pledge himself— 6 To solicit subscriptions and 


advertising solely upon the 


of the subscriber. merits of the publication. 


1 To consider, first, the interests 
7 To supply advertisers with 
e full information regarding 
character and extent of circu- 
lation, including detailed circula- 


tion statements, subject to proper 


9 To subscribe to and work for 
« truth and honesty in all de- 
partments. 


3 To eliminate, in so far as pos- 
e sible, his personal opinions 

from his news columns, but 
to be a leader of thought in his 
editorial columns, and to make his 
criticisms constructive. 


4 To refuse to publish “puffs,” 
e free reading notices or paid 

“write-ups”; to keep his read- 
ing columns independent of adver- 
tising considerations, and to meas- 


and authentic verification. 


To co-operate with all organi- 

e zations and individuals en- 

gaged in creative advertising 
work. , 


9 To avoid unfair competition. 
2 


1 To determine what is the 
e highest and largest function 

of the field which he serves, 

and then to strive in every legiti- 





ure all news by this standard: “Is 
it real news?” 











mate way to promote that function. 











If you have read the foregoing standards, there is not much left to be said, except to tell you that 
these jprinciples are present day realities and not merely beautiful ideals for future attainment. 


THE ASSOCIATED BUSINESS PAPERS, we. 


The International Association of Trade, Technical and Class Publications 


220 WEST 428° STREET NEW YORK CITY c 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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R. A. T. S. S. Name Commit- 
tees for 1923 


The largest crowd that has attended a 
meeting of the Rochester Association of 
Traveling Shoe Salesmen in many a 
month, greeted President R. B. Laird 
when he called the weekly meeting of 
January 30 to order. The large attend- 
ance was due partially to the fact that 
more members are home from their trips 
now than have been home at any other 
time, and also to the effective work of a 
volunteer membership committee every 
man of which took it upon himself to 
bring a member to the meeting. 

The following committee appointments 
for 1923 were made by President Laird: 

Welfare—Harry A. Chase, R. L. Se- 
ward and Edward R. Gordon. 

Auditing—James P. Beatty, A. J. 
McLeod, and F. D. T. Boule. 

Ways and Means—Frank W. Rice, 
Charles A. Ryan and Edward H. Ryan. 

Educational—Joseph P. Byrne and Gus 
Schaub. 

Publicity—R. L. Seward, Harry A. 
Chase and Charles W. Anderson. 

Nominating—Fred S. Brill, James P. 
Beatty, John Tutthill, Frank Shafer, 
Charles H. Briggs and Edward R. Coffin. 

Membership—Charles W. Anderson, 
Fred S. Brill and Harry M. Joy. 


New Men with Hannahsons 


M. N. White, of Porchester, N. Y., has 
recently joined the Hannahsons sales 
organization and is now covering western 
Pennsylvania and West Virginia. Mr. 
White’s long experience in the retail shoe 
business, and his intimate knowledge of 
the salability of Hannahsons shoes makes 
him particularly well fitted to represent 
this fast selling line, and be of real service 
to Hannahsons customers. Mr. White has 
already booked an exceptionally large 
volume of orders. 

Bond E. Davis is one of the new live 
wire salesmen appointed by the Hannah- 
sons Shoe Company. Mr. Davis is cover- 
ing northern New England. He is a 
hustler in every sense of the word, and 
has had considerable road experience. He 
is very enthusiastic about the possibilities 
of the Hannahsons line. 

A. W. Darling is now representing the 
Hannahsons Shoe Company in southern 
New England. Mr. Darling is a salesman 
who has had ‘a great deal of experience, 
is well acquainted with the territory and 
the needs of his customers. He is very 
enthusiastic concerning the merits of. this 
fast selling line of fabric shoes. 


On His Way to Texas 


Clifford G. Duttenhofer, vice-president 
of the Duttenhofer-Stevens Company 
states that his business is rapidly improv- 
ing—that since the settlement of the 
strike, the production of his factory has 








THE LATE T. W. BUSH 


Affectionately known as “Uncle ‘Til” who 
passed away on January 4 at St. Mary's Hos- 
pital, Cincinnati, after a short illness. He was 
a years old and up to the time of his death had 

he honor of being the — a shoe traveler. 
The Shoe and Leather Club, which he daily fre- 
= and ils nh wili miss him greatly. 

t year al about this time we published a pw- 
ture of Uncle 'Til in connection with our report 
of the Cincinnati Club's entertainment of the 
shoe manufacturers of that market. The picture 
was a full view of this beloved octogenarian sales- 
man —— Cincinnati's horn as ““Shoemakers 

the World since 1850.” 





made rapid strides. Mr. Duttenhofer 
will show his line at the Hotel Texas, 
Fort Worth, Texas, February 12, 13 and 
14, during the Texas-Oklahoma Shoe 
Dealers’ Convention. He has recently 
added to it a number of attractive turn 
patterns. 


Barnet I. Racow on Trip 
Among Findings Trade 


Barnet I. Racow, representative of the 
Gray Wood Heel Company of Lynn, 
Mass., is out on a trip among the find- 
ings trade. The “‘Stylewood’’ wood heel 
which he will show was a feature of many 
models of footwear seen at the recent 
N. S. R. A. convention at Chicago. The 
Folrentine heel recently introduced to 
the trade by his company, is a novelty 
that marks a new era in shoe ornamenta- 
tion. For the findings trade “Stylewood” 
wood heels are packed attractively, in 
cartons of 12 pairs each. 


Kelley Meets Brockton’s Car- 
nival Crowd 


M. J. Kelley, a good N.S. T. A. and 
B.S. T. A. member, came bustling into 
the National office, Room 706, 183 Essex 
Street, last Friday, with pedal extremities 
encased in four-buckle arctics, and stated 
enthusiastically that he had just come 
down from the “North Country,” where 
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snowshoeing and skiing and tobogganing 
were the order of the day. Asked where 
his snowshoes and skis were, he said that 
he had ‘“‘checked”’ them at the South Sta- 
tion; and just to prove his case, he said 
that some day he would present the Re- 
corder readers with his picture in sport at- 
tire. He reported big doings in the winter 
carnival line up through New Hampshire 
and Maine. When headed for the Hub of 
the Universe, he met the Brockton Cham- 
ber of Commerce party on the Portland 
train, en route to Poland Springs. He 
stated that the crowd was certainly having 
one “bang-up”’ time. 


C. Edwin Reinhart with 
Crooker & Morse, Inc. 


C. Edwin Reinhart, one of the best- 
known shoe travelers and style men on the 
Pacific Coast, and who for the past few 
years represented Andrew Geller of Brook- 
lyn, N. Y., and prior to that Wm. Henne 
& Co., has recently become affiliated with 
Crooker & Morse, Inc., as a style designer 
and sample builder. 

He has had wide experience in this work, 
and every effort will be put forth by him 
to make Crooker & Morse, Inc., even bet- 
ter known as fashion footwear leaders. 

It will be Mr. Reinhart’s endeavor to 
build into his women’s welt line all the 
grace of design and pattern—all of the 
symmetry and beauty of last that might be 
found in a high-grade Brooklyn custom 
shop. 

In addition to his duties at the plant in 
Bridgewater, he will cover some of the 
country’s big cities, including his old 
friends and customers on the Pacific Coast. 
His home for the present will be in Brock- 
ton, Mass. 


Uniac on Flying Trip to Texas 

Robert E. Uniac, known to his trade 
and especially to the Richards & Brennan 
folks as “Bob,” left his home town of 
Randolph, Mass., on Friday morning, 
January 26, for a quick trip to Houston, 
Dallas, and Fort Worth. “Bob” says that 
the duration of his trip, from starting 
until getting back home again, will not 
exceed ten days. He will, therefore, speed 
along just as rapidly as the fastest train 
will permit. 


Darling with Hannahsons 

A. W. Darling started out last week to 
cover New York and the New England 
States for Hannahson’s Shoe Company, 
makers of fabric style shoes. 


Telgater at Krippendorf-Ditt- 
man Factory 

C. L. Telgater, another one of the Krip- 

pendorf-Dittman’s “‘high-powered”’ sales- 

men, has also been at the factory this 

week. Mr. Telgater covers Oklahoma and 
parts of Texas and Arkansas. 
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Back ov THE HEEL—Eleven layers 
of heavy duck and highest grade 
rubber make this one of the strongest 
points of the whole boot. 


Slay 















xtra heavy Flange sole 


Tue sote—A thick, single layer 
of the finest, toughest high-grade 
rubber. lis flange shape means 
extra protection and wear. 











~ 


vas anais—Here the “U.S.” 
Boot has an extra “collar” that 
runs all the way round the leg, 
and on top of that is oulcanized 
@ heavy side-stay. 











THe instEP—A series of gradu- 
ated reinforcing layers in the 
instep combines unusual flexibil- 
tty with surprising strength. 

















In the 4 pl here the strai 
n the 4 places where the strain. | 
. ] 
éé¢ >? ° M4 

is hardest “U.S. reinforcements insure extra wear | : 
A 

At the heel, the instep, the The diagrams above show 
ankle orthe sole. It’satone you just how “‘U. S.”’ Boots P 
of these four places that the = are built. Theirconstruction : 
strain on a boot is hardest. is the result of 75 years of ex- r 

That’s why the makers of perience in boot making. 

. : ce + 99 ° Ri 
**U.S.’’ Boots have built a In the big ‘*U. S.” line in 
strong system of protection there is every type of rub- on 
into these points of hardest ber footwear. In stocking Me 
wear. “*U. S.”? goods you are iden- no 
From 7 to 11 extra layers tifying your mente as the 
Twn home of the best in water- by 
of fabricand tough rubber re- Un 
‘ TT »» proof footwear. che 
inforce every pair of “°U.S. al 
Boots at these four places. United States Rubber Company ” 
T 
fron 


Y ‘US: Boots : 
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the leg, 
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Life of Rubber Products to Be Increased by 
Recently Perfected Processes 


NNOUNCEMENT has been made 
A by the United States Rubber Com- 

pany of the development of two re- 
markable new processes of rubber manu- 
facture. 

Rumors of some mysterious new process 
of manufacture which have been agitating 
rubber circles in this country and Europe 
for several months are explained by the 
announcement. The rumors have cen- 
tered about the fact that large quantities 
of rubber have been arriving in this coun- 
try, not in the ordinary forms of crude 
rubber, but in the original liquid state in 
which rubber comes from the trees. 


Two Processes Described 


The discoveries are regarded as the most 
important developments in the rubber 
industry in many years, and are being 
scrutinized with the closest attention by 
the entire rubber world. 

One process covers a method of extract- 
ing rubber from the latex (milk) of the 
rubber tree. The method is so new and 
effective that a crude rubber of a quality 
never before known is made available to 
the world. 

The second series of patents covers a 
process of treating fabrics and cords with 
latex, making it possible to manufacture 
tires and other articles with a degree of 
strength hitherto impossible of attainment. 


As Important as Discovery of Vulcaniza- 
tion 

Taken alone, either one of the discoveries 
would be regarded as of the utmost signi- 
ficance, but together they are hailed as the 
most important advance in the field of 
rubber manufacture since the discovery of 
vulcanization nearly a century ago. 

Speaking of the new processes, the India 
Rubber World, mouthpiece of the rubber 
industry, says in its current issue: 

“By the combined used of this rubber 
and the latex treated fabric, the United 
States Rubber Company is in a position 
to make its products of a quality that can- 
not be surpassed by any product or pro- 
cess now known.” 

The new processes have been perfected 
by the Development Department of the 
United States Rubber Company, whose 
chemists and research engineers have de- 
voted years of experimentation to this new 
field. 


New Process Increases Strength 
The new method of extracting rubber 
from latex is mechanical and of too techni- 


cal a nature to be described here. It sup- 
plants the method now in universal use on 


the plantations whereby the particles of 
rubber in the latex are coagulated by the 
introduction of chemicals into the latex 
just after it has been taken from the tree, 
and also supersedes the more ancient 
method used in the jungles of Brazil of 
smoking the latex in the smudge formed 
by burning uricuri nuts. 

Rubber produced in the new way is 
found to show a substantial increase in 
tensile strength and resistance to abrasion 
—two vital matters in crude rubber. It 
also shows a degree of uniformity never 
before attained. Though the United 
States Rubber Company itself is modest 
in its claims regarding the superiority of 
the crude rubber coagulated in this way, 
other rubber experts do not hesitate to pre- 
dict that the results obtained will com- 
pletely revolutionize coagulating methods 
throughout the world and give to con- 
sumers rubber goods of a distinctly better 
quality. 

New Plants Being Built 


Several coagulation plants of the new 
type are now in operation or in the course 
of construction by the United States Rub- 
ber Company both in the United States 
and the Far East. 

The new web fabric process, in its im- 
mediate aspects, is of even greater interest 
to the rubber industry in this country than 
the coagulation process, because most of 
the work of coagulation has been done at 
the source of crude rubber supply in dis- 
tant countries, whereas the use of latex 
—trubber in the liquid form in which it 
comes from the rubber tree—will intro- 
duce into American tire and rubber fac- 
tories methods of manufacture that are 
entirely new. 

The American manufacturer has been 
accustomed to receiving his crude rubber 
in the form of slabs and sheets, which are 
about as tough and dry as shoe leather. 
The first step in his process of manufacture 
has been to make this rubber soft and pli- 
able enough to be worked. To bring this 
about he sends the crude rubber through 
a chain of machines, huge and powerful, 
which by sheer force rend and tear it and 
masticate it until it becomes a soft mass, a 
process necessarily harmful to the rubber. 
For some other purposes he makes a solu- 
tion of the rubber by combining it with 
benzine. 

In almost all so-called rubber articles of 
commerce, some sort of fabric—usually of 
cotton—is used to give body and strength 
to the article and in a large measure, the 
wearing qualities of the article depend 
upon the construction of this fabric part. 


The chief faults with former methods of 
uniting the rubber with the cotton fabric 
have been due to the fact that it has been 
very difficult to force the rubber dough 
into the body of the cotton goods with 
sufficient success to do more than furnish 
a very superficial covering to the different 
strands and, on the other hand, to the fact 
that when rubber has been used in the form 
of a solution the effects of the chemicals 
are harmful to the cotton. 

The United States Rubber Company 
has found that if a thread of the fabric is 
immersed in rubber latex, the rubber 
penetrates to the very center of the strand. 
In fact, a microscopic examination of in- 
dividual cotton fibres so treated shows 
that the rubber is present in the hollow 
tubular structure of many of the individ- 
ual cotton fibres, 


Durability Is Increased 


Threads so treated with rubber latex, 
whether individual or comprised in a 
knitted or woven fabric, have very great 
advantages over threads or woven fabrics 
treated by the processes heretofore in use, 
when associated with rubber in the vul- 
canizing operation. 

The whole object of rubberizing the fab- 
ric is to cause a real union of the rubber 
and the fabric to occur in the vulcanizing 
process. When an article is in use, it 
rapidly begins to deteriorate when this 
union is broken. In the case of tires, the 
breaking of this union is called “separa- 
tion” and is usually the initial stage of 
destruction, which proceeds rapidly from 
this point on. With threads treated with 
rubber latex, tests have shown that the 
union lasts very much longer than is the 
case with threads treated by the processes 
heretofore in use. 

Machinery of extremely simple char- 
acter has been developed by the United 
States Rubber Company for passing cords 
and fabrics through a latex bath. 





Fort Worth Notes 


The new cut oxford for spring has 
made its appearance in the shops. It is to 
be seen in gray suede inlaid with gray kid, 
and black suede inlaid in black satin. 
Gray. suede tongue pumps will have quite 
a vogue according to shoemen. 

Fort Worth women are able to find 
unusual bargains during this clearing-out 
sale time. Broken lots are being disposed 
of. The Loomis Walk-Over Shop, the 
Newkirk-Offutt and The Famous have 
been having some unusual sales. 





BOOT AND SHOE RECORDER February 10, 1923 


Ew 40 Ob ee Ores- 
Semi-Annual Sale of Sample Hosiery 
January 1923 
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Reg U.S Pat Office 





The winter or early spring sale of hosiery is an invaluable feature of 
the merchandising plan of many great stores. R. H. Macey & 
Company have for years vitilised the so-called “dull” months with 
spirited sales of sample hosiery, odd lots and broken lines. Twice 
each year their great sale of “Onyx” sample hosiery attracts crowds 
of customer. The window above drew the attention of all passersby. 
We reproduce it for the benefit of alert dealers the country over. 











Emery 6 Beers Company, inc 


Wholesale Distributors 
BROADWAY AT 24th STREET, NEW YORK 


CHICAGO, PHILADELPHIA, BOSTON, BUFFALO, SAN FRANCISCO, LOS ANGELES 
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Building Combort ryle and 
Value into a Kelt dtipp er 


When you sell a pair of Capitol Felt Slippers to a customer you sell a product that 


will reflect favorably on your store. It is a quality slipper sold at a price that represents 
real value. 








Our national advertising and our dealer co-operative material help to produce for 
you a good volume of business on Capitol Slippers. This advertising matter continually 
drives home the fact that these slippers have comfort, style and value, to an unusual 


degree. 
AND NOW CONSIDER THE CAPITOL SLIPPER 














Comfort!—What other slip- 
per has such a thick inner sole of 
superfine lambs’ wool—pure, 
imported, virgin wool as_ it 
grows on the hide, noted for its 
warmth and absorbing quali- 
ties? Or the combination of a 
flexible leather sole, high quality 
of felt, and so snug a fit? 























This illustration shows con- 
struction of Capitol Slipper 
—including Lambs’ Wool 
Inner Sole 


Flexible Leather Outer Sole 


Style!—Capitol designers create dainty styles 
in the women’s models with a variety of colors to 
match those attractive negligees and house 
dresses. Sane, sensible, masculine slippers for 
the men folks. Unusual bootees for the youngsters est selling office—it will bring, a salesman with 
—in misses’ and children’s size: Every model samples and complete information. Or write us 
built on distinctive lines. direct. 


Value!—lIn the Capitol Slipper, the facilities 
of a large, modern plant, plus years of experience 
as manufacturers of slippers make it possible to 
give you unusual value. Drop a line to our near- 


Catalog, prices and dealer co-operation sent upon 
request. Also information on the Capitol Lambs 
wool sole for women ‘Who knit their own. 


The 











Wiley-Bickford-Sweet 
Company 


Worcester, Mass.—Hartford, Conn. 






Look for this trade mark 
stamped on. the sole of every 
a Capitol Felt Slipper. 
Iso found on the Capitol 
Lambs’ Wool Sole. 














































The Boot and Shoe Re order will appreciate your mentioning the publication in rephes to advertisements 











BOOT AND SHOE RECORDER 








In Stock 


HAND TURNS—lIn Gray Suede WELTS—In Kaffor Kid and HAND TURNS—In Patent Black 
and Black Satin. Sunset Russia Kid Satin and Bronze 







**TROUSER 
CREASED” 
VAMPS 





B 301—All Black Kaffor Kid Blucher Oxford 
a You, lem. Me Soe ~ Vamp and 
B 300—Gray Suede, Gray Kid Trim, 16-8 RebberTop Lift. Welt get 


Spanish Covered Wood Heel, High-Grade ‘ ‘. > 
SS eee Sei $6.50 B 302—Same in Sunset Russia Calf Welt. $4.75 ford, 16-8 Covered Spanish Heel. Hand 





B 298—Patent Leather Cut Out Pattern Ox- 








pe ee Tree ee . $6.25 

B 303—Black Satin, Black Suede Trim, B 299—Black Satin with Black Kid Trim Cut- 

16-8 Spanish Covered Wood Heel, High AA........4)4-8 A........3 8 Out Pattern Oxford, 16-8 Covered Spanish 

Grade Hand Turn. .............. ..$5.75 B, C, D. «2... sess sees seen es 2B “eS eae $6.25 
Terms: Net 30 Days 

B 297—Same in Bronze Kid, Hand Turn. . $6.60 




















JOY, CLARK & NIER, Inc., Rochester, N.Y. 


February 10, 1923 


r “1 
NEWEST DESIGNS FoR SPRING 














New York Office, 127 Duane Street, Murray Klein, Representative. | 





lL 

















Oo) 
NOW READY 


This season in response to our many customers’ requests we 
shall have five Phlexopedic Styles In Stock. Now is the time 
to see what sizes you will need—for your customers will 
surely ask for this shoe. 


PROM 











No. 3—Black Kid Ladies’ Lace Oxford. THE 
rw tee! 44to8 C-D.....34t08 “”O 
PHLEXOPEDIC KENMORE 


SHOE 
for Men and Women 











No. 625—Black Kid Blucher Oxford. 
B-C-D ...6 to Il 


No. 626—Same style in Brown Kid. 


M. A. PACKARD COMPANY 


BROCKTON MASSACHUSETTS 


No. 612—Same style in Brown Kid. 
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Goodwill Shoes— 


For Hard Service and Long Wear 
IN STOCK 


Ready for 


Immediate 
Shipment 

















No. 534—Men’s Tan Army Retan, Leather Counter, No. 732—Men’s Chocolate Elk Blucher, Leather Coun- 
Munson Last, Goodyear Welt, Chrome Undersole. . $3.25 ter and Box, Munson Last, Chrome Undersole, Rubber 
Heel, Goodyear Welt.....................0005. $3.25 


Men’s and Boys’ Shoes that for substantial returns to you and solid 
satisfaction for your trade are equalled by few and excelled by none. 
Let us fill your requirements. We can give you Solid First Quality Shoes; 
Immediate Shipment of All Sizes, at Lowest Possible Prices. 


ya 


All stocks have full vamps, 
solid leather soles, solid 
leather or rubber heels, grain 
insoles. 


Terms: 5% for cash within 
10 days or net 30 days. 





Price List and Samples Gladly 


. ° No. 331—Men’s Black Elk Blucher, Leather 
No. 1030—Boys’, Youths’, and Little Men’s Sent on Application Counter and Box, Two Full Leather Soles, 
Brown Elk, Single Leather Sole, Solid Leather Munson Last, Half Rubber Heel, Goodyear 
Heel, Goodyear Welt... . . .$2.50, $2.30, $2.05 , Pa Se ee $3.25 


ARTHUR WILLIAMS SHOE CO. 


HOLLISTON, MASS. 
Sales Offices and Stock Rooms: 15 High Street, Boston, Mass. 
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HELEN M. HANEY 


The Shoe and Leather Industry's 
Candidate in the “Good Will Election” 


Shoe Trade Attention! 


Miss Haney is one of our Associate 
Editors; she conducts the Shoe Traveler 
and many other departments of the 
Boot and Shoe Recorder. She is a good 
organizer and worker for many clubs and 
organizations. To thousands of shoe 
travelers and other members of the 
industry, she is known as a business-like, 
genial executive, always ready to do 
somebody a good turn, always 100% for 
the industry. We believe she will make an 
ideal Good Will Delegate and the Boot 
and Shoe Recorder earnestly asks its friends 
the world over to give their support to 
this noble cause—as represented by Miss 
Haney. 











Mail This Coupon at 
Once to 

Boot and Shoe Recorder— 
I enclose the sum of $ 
To count as votes for 
Miss Haney of the Recorder, 
the New England Shoe and 
Leather Industry’s Candidate. 














Signed 














For the Industry’s Prestige ! 
Vote for Helen M. Haney 





Helen M. Haney is the Shoe and 
Leather Industry’s Candidate in 
a National Good Will Election to 
help the poor people of devas- 
tated France. 


Assist In A Great Charity! 


Voting period ends February 27—all votes 
and money must be received by February 20. 
This is the call for YOUR help. Act today. 
Fill out attached coupon at once. 


Put your whole organization behind 


MISS HANEY 


Thousands of Dollars Necessary. 


Each 10 cents counts as one vote. 


All money expended under direction of 
American Committee for Devastated France 
organized 1917-1918. Much reconstruction 
work has been done by this committee, but 
much more is necessary. 


All together! In one extraordinary effort to 
raise money to help our less fortunate 


‘‘neighbors’’ over the sea. 
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High Grade Wooden Sole 
Boots and Shoes 


Full Oil Grain 
Waterproof Leather, 
Sole Leather 
Counters. High-cut 
Buckle Shoes $2.25 
High-cut Boots $4.25 
Riemer’s Steel 
Rims for Sole 
and Heel........ 50 


A. H. RIEMER SHOE CO. 
MILWAUKEE, WIS., U.S.A. 
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SPECIALS IN STOCK 


Collegiate Walking Oxford in 
Tan and Gun Metal, full leather 
lined, perforated wing tip with 
foxing, flexible re-tanned sole, 
rubber heel with lift. 

Sizes 3-7, $2.25 per pair. 
Terms2%10 days. Net30days. 







, 
, 
” 
a 


Send for samples of 
other specials in chil- 
dren’s play oxfords 
and barefoct sandals. 


THE BROOKLYN SLIPPER CO. 


397-411 Osborn Street, Brooklyn, N. Y. 











BOUDOIRS! 


The better kind. Black and 
Colors at prices which merit 
liberal orders. 






My Boudoirs are 
business build- 
ers. Send for 
samples and be 
convinced. 


Leather and 
rubber heels. 


A. W. GREELEY :: Haverhill, Mass. 











No. 32217 Basket filled with 
flowers, each $.75, per dozen 
$7.50. 


Our Spring Catalogue 
No. 32 


Illustrated in colors of Arti- 
ficial Flowers, Plants, Trees, 
Vines, Baskets, etc., 


Mailed Free for the Asking 


Frank Netschert, Inc. 
61 BARCLAY ST. 
New York - Mm FB. 























APPROVED BY 
MEDICAL MEN 


As a sturdy support for the ankles of 

grow children and as a fully venti- 

. the Burkley Ventilated Foot 

Developer is unexcelled. Well-known 
surgeons ae its use 

ke your stock of 

————- children’s shoes 

OATENTE® by di 

jour order today. 

*hone Br.ckton 2133 

for immediate action. 


BURKLEY 
SHOE CO. 


1156 No. Main St. 
Brockton, Mass. 





be J 


Retails $2, $3.50 











Save Money 
ON THREAD 


Why not buy the best 
threads in the world 
that money will get? 
And why not save from 
$5.00 to $10.00 on each 
case of thread you buy? 


Order direct from us, 
the manufacturers. 





Let us prove the facts 
to you. We have been 
in the business for over 
fifty years, and that 
means something. 


JOHN C. MEYER THREAD CO., Lowell, Mass., U.S.A. 





\), GROPING IN THE DARK 


Time was uP the purchase of advertising space was a “‘blind groping in the dark.”’ 
Advertisers had, no’ means of checking a publisher’s statement of circulation and often 


these figures wet phreliable. 


In six years the Audit Bureau of Circulations has solved this perplexing problem. 


By a systematic analysis of distribution and methods this organization is able to supply 
just the data an advertiser needs. The darkness is dispelled and the bright light of veri- 
fied facts takes its place. Space buyers no longer find it necessary to grope in the dark. 


There are no dark spots in the Boot and Shoe Recorder circulation. 


Our records 


are audited by the Audit Bureau of Circulations. 





the publication in replies to advertisements. 
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Changes in Business 


Current Events in Failures, Suspensions and Activities 
in the Shoe and Leather Trade 




















FAILURES 


Boston—Lazarus Goldstein (Outlet Shoe Co.) 

retail shoes, reported petitioned into bankruptcy. 

David Goldstein, shoe findings, reported 
petitioned into bankruptcy. 

Bell's Shoe Store (Max S Bell) (14 Dock 
Square) shoes reported petitioned into bank- 
ruptcy. 

Brockton, Mass.—Max S Bell, retail shoes, re- 
ported petitioned into bankruptcy. 

Beverly, Mass.—Peabody Shoe Co., shoe manu- 
facturers, reported offering to compromise at 
30 per cent. 

Haverhill, Mass.—J. H. Ryan & Co., (41 Washing- 
ton Street), shoe manufacturers and upper leather, 
reported petitioned into bankruptcy. 

Lawrence, Mass.—John Wallace (Wallace Shoe Co) 
(351 Essex Street) reported petitioned into 
bankruptcy. 

Park Street Boot Shop (Sadie Wilson) retail 
shoes, reported petitioned into 7: 

Fite! hburg, Mass.—Fitchburg Shoe Store omas 
J. Carey) shoes, reported assigned. 

Georgetown, Mass.—Geo. 8. Rollins, shoe manu- 
facturer, reported asking general extension. 

Earl, Arkansas—Hare & Saunders, (The Hub) 
shoes, reported petitioned into bankruptcy. 

Athens, Ala.—Joseph Steinberg, shoes, reported 
petitioned into bankruptcy. 

Huntsville, Ala.—Chamblee Bros., shoes, etc., 
reported petitioned into bankruptcy reported 
receiver appointed. 

Davenport, Ia.—R. Bretscher Shoe Co. shoes 
reported closed by sheriff or execution. 

Tucson, Arizona—G. F. Ganem & Bros., reported 
offering to compromise at 25 per cent. 

Wilmington, Del.—Forster Shoe Co., Inc., shoes, 
reported asking general extension. 

Brid t, Conn.—Barnum Department Store 
(A. Kornbluh) shoes, etc. reported offering to 
compromise at 22 per cent. 

Tampa, Fla.— Jacob Milchman, shoes, etc., 
reported petitioned bs bankruptcy. 

East Point, Ga.—D. Jones & Co., Inc., shoes, 
reported La) into bankruptcy. Reported 
receiver appointed. 

Mishawaka, Ind.—Samuel Brooks (The Fashion 
Leader) shoes, etc., reported petitioned into 
bankruptcy. 

Independence, Kas.—M & M Mer- 
cantile Co., shoes, etc., reported a 

New Orleans, La. —Leopold Weil, aera Shoe 
Store), reported meeting of creditors called. 

Detroit, ‘Mich.—Clayton . Griffin, shoes, reported 
petitioned into bankruptcy. 

Kansas City, Mo.—I. Greenberg, shoes, etc., re- 
ported offering to compromise at 33 per cent. 
Purtene ville, Mo.—E. M. Harvey, shoes, reported 

petitioned into bankruptcy. 

Port Huron, Mich.—A Pollock, shoes, etc., re- 
ported ee into bankruptcy. 

Minneapc Minn.—lIsidore Klein (718 6th 
Avenue, N.) shoes, etc., reported petitioried into 
bankrupt 

Baslinaten, Fe Jj.—F. E. Donald, Inc., shoe manu- 
facturers, reported receiver appointed. 

Syracuse, N. Sobotka Bros. (329 Apple 
Street) shoes, etc., reported petitioned into 
bankruptcy. 

Brooklyn, N. Y.—MeMahon Shoe Co., shoe man- 
facturers, reported offering to compromise. 

Buffalo, N. Y.—-Herman Rosenblatt (260 Seneca 
Street) shoes, etc., reported petitioned inte 
bankruptcy 

Monticello, x. Y.—Joseph Rattien, shoes, reported 
receiver appointed. 

New York City—lIsaac Wedeen (1003 2nd Avenue) 
shoes, reported meeting of creditors called. 

Cleveland, Ohio—Hyman N. Epstein (Ideal Store) 
(7808 Superior Avenue) shoes, etc., reported 
petitioned into bankruptcy. 

Chickasha, Okla.—Garner-Brashear Clothing Co., 
shoes, etc., reported wa into bankruptcy. 

Claremore, Okla.—F. B. & Bess Elrod (The Mon- 
arch) shoes, etec., reported petitioned into 
bankruptey 

Philadelphia, Pa 
manufacturers 
ruptecy. 

Be “njamin Jones (Bens Shoe Store) (2730 N. 

reported petitioned into 





Goodrich Shoe Co., Inc . shoe 
. reported petitioned into bank- 


Sth Street) shoes, 
bankruptcy. 


Union, 5. C.—J. F. McClure Dry Goods Co., shoes, 
etc., reported — int ty be ny 

Barnwell, S. C.—A. Golisky, shoes, etc., reported 

ened into bankruptcy. 

Allendale, S. C.—L. Weiner & Bros., shoes, etc., 
reported petitioned into bankruptcy. 

Suffolk, A. —Motzno Shoe Co., shoes, reported 
assigned 

Richmond, Va.—Albert M. Rubenstein, (Harold 
Garment Shop) shoes, etc., reported offering to 
compromise at 20 per cent. 

Oconomowoc, Wis.—Theodore Neu, shoes, etc., 
reported petitioned into bankruptcy. 

Yakima, Wash.—Bradford Shoe House, shoes, 
reported assigned. 

Toronto, Ont.—Davies Footwear Co., Ltd., whole- 
sale shoes, reported assi 

CHANGES 

Boston—Shoe Novelty Supply Co., shoe novelties, 
recently euumenanll be business—incorporated with 
authorized capital of gie.ese. 


Haverhill, Mass.—L. Hamel Leather Co., 
leather, incorporated with authorized capital of 


Herrick & Laurin, Inc., shoe manufacturers, 
changed name to Commodore Shoe Co. 

Lynn, Mass.—Tilly Sheinfeld (wife of Gerald) 
shoes, etc., filed married woman's certificate. 
Salem, "Mass.—Acme Leather Co., Ine., leather, 
recently commenced business; incorporated with 

authorized capital of $100,000. 

Halfer Marleizing Co., leather, etc., incor- 
porated with authorized capital of $25,000 

Brookfield, Mass.—Bay Path Shoe Co., shoe 
manufacturers, recently commenced business; 
incorporated with outesinel capital of $50,000. 

Lynn, Mass.—Anderson-Owens oe Co., shoe 
manufacturers, Ernest D. Owens, Treasurer, 
retired. 

Lynn Leather Accessories Co., leather, recently 
commenced business here; filed articles of incor- 
poration. 

Tilly Sheinfeld (wife of Gerald) shoes, etc., 
filed married woman's certificate. 

Stoneham, Mass.—Harry D. Folsom Co., leather, 
recently incorporated with authorized capital of 


10,000. 
Salem, Mass.—Acme Leather Co., Inc., leather, 
ry A incorporated with authorized capital of 
00,000 
Halfer Marleizing Co., leather, . a" incor- 
porated with authorized capital of $25 
Tempe, Ariz.—Hyder Mercantile Co., —_. etc; 
incorporated with authorized capital of oo 000, 





—— Calif.—Steel Shoe Co., shoes, liquidating, 
Angeles, Calif. —California ‘Seamless oe Co., 
turers, by Johns-Tilt 
Shoe Co. 


Santa Ana, Calif —Turner Shoe Co., shoes, reported 
sold out. 

Hammond, Ind.—Faiks & Dec, shoes, etc., suce 
ceeded by New Star Clothing Store. 





MISCELLANEOUS 








CHAIRS 
SETTEES 





WINDOW DISPLAY FIXTURES 


The OSCAR ONKEN CO. 
1181 4th St. CINCINNATI, OHIO 








Warren, Ind.—H. M. Kuhner, shoes, etc., suc- 
ceeded by Marshall Smith. 

Pana, Ill.—Voght-Marsh Co., shoes, W. E. Downs 
retires: W. A. Jackson admitted. 

Auburn, Me.—Field Bros. & Gross Co., shoe manu- 
a, authorized capital-increased to $300,- 


Owatonna, (30 Anderson, shoes, suc- 
ied by P. D. Thomsen. 

Richmond, Me.—Richmond Shoe Co., shoe manu- 

facturers, authorized capital increased to $100,- 


Binghamton, N. Y.—C. & S. Shoe Co., shoes, in 
corporated ig _— capital of $100,000 

West Hoboken, N. J.—Gross & Umansky, s! 
succeeded by Gross & Kaplan. 





MISCELLANEOUS 





’ en = 





| aes ueaD 
BINDS aswell as SUPPORTS 
The Front Arch 


The common sense principle of 
binding and supporting appeals to 
the Foot Sufferer. 


IT SELLS ITSELF 


Above Trade-Mark is a facsimile of de- 
monstration device we furnish you. You 
will be enthusiastic about it, too, when you 
see how customers are attracted. Write 
for particulars. 


C. R. ACFIELD, Dept. K, J. 1328 Broadway 
New York City 








Milbradt Rolling 
Step Ladders 


are made in a great many 
styles to suit all kinds 
of stores and shelving. 
They will enable you to 
get along with less help, 
save the wear and tear 
on your shelving, and 
help the appearance of 
your store. Shipped sub- 
ject to approval and sat- 
isfaction guarant 





Write for our latest cata- 
log showing 18 styles of 
ladders as well as other 
store fixtures. 


Milbradt 
Manufacturing Co. 


2416 No. 10th Street 
ST. LOUIS, MO. 























February 10, 1923 
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AGENCY WANTED 


WANTED TO PURCHASE 


MISCELLANEOUS 





WHOLESALE shoe concern, located in the heart 
of New York City district, desires sole or part 
sales agency for table manufacturer's line. 
A-l references available. Address K-699, care 
Boot and Shoe Recorder, 127 Duane St., New York. 











We buy quick and pay highest cash price 
for retail and wholesale stocks of shoes or 
a | other merchandise. Quantity no aaeet. 
‘or 30 years our specialty. 
Bank and mercantile reference. 


BROOKLYN PURCHASING SYNDICATE 








OPPORTUNITY “Hive. 
Phone Stagg 1757 
Line, i * and child "s welts, 
ae oe Se ee DO YOU CONTEMPLATE 


eight years. Address D-759, care t 
and Shoe Recorder, 207 South St., 
Boston, Mass. 








FOR SALE 





Retiring or going out of business? 
I will pay value for your entire or surplus 
stock of shoes. Leases having a short term 
te run taken over. Established 25 years. 


I. OLENICK 


413 Broadway, New York Tel. 9531 Canal 





BEAUT IFUL SHOE DEPARTMENT for sale in 
fine “ready-to-wear” store in large city in New 
York State. Department only four months old. 
Wonderful opportunity to sell good shoes. Ap pply 
by letter. Address D-789, care ‘Boot and Shoe 
corder, 207 South St., Boston, Mass. 


ga STORE FOR SALE—Located in Joplin, 

Missouri. Well established, low rent, and small 
inventory. Address D-790, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 


FOR SALE—Up-to-date shop for men’s, women’s 

and children’s shoes. Located on one of the 

best business streets of Milwaukee. Store was 
ned two months ago with everything new, — 

owner must sell because of otber interests. 

D-791, care Boot and Shoe Recorder, 207 South 

St., Boston, Mass. 














HALF interest or entire in shoe store 
showing nice profit. Have exclu- 
sive agency of two wonderful known 
lines. Just secured five years’ lease on 
finest location. Environs Los Angeles. 
Address D-725, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 














WANTED TO PURCHASE 








THE NEW YORK EXPORT 
PURCHASING CORPORATION 
596 BROADWAY, NEW YORK, N. ¥. 
PHONE—SPRING 9965 


aed SLOW SELLERS xs FOR 














FAMOUS GLASS 
FIXTURES 
Shown ix Catalog G. F. 


Wood Fixtures 
Catalog No. 14 


Artificial Flowers 
Catalog No. 19 


Window Valances | 
In Stock—Ask for Sam 
TR; ba x Window Rugs and "Plush 
~ Samples Sent 





The Hecht Fixture Co. 





BUY (ENTIRE sTocKs )CASH Medinah Bldg. Wells and Jackson 
Bargains in — ed ap Coat ~ special sales — 
10 West 36th Sues Chicage 
East of Broadway 








MISCELLANEOUS 


ANT to share half office with other New York 

representative. Possess own furniture. Fea- 
turing women’s comfort and semi-dress line. Con- 
sider party with non-conflictin ition. Ad- 
dress K-701, care Boot and d Shoe ecorder, 127 
Duane St., New York. 


ROURKE SHOE COMPANY 


of New York City beg to announce that 
they are now located on third floor of 
same building above the elevator 
structure with mger service at 
148 Duane St. Thanking you for your 
“7 revious patronage and hoping to soon 

favored with a call from you, BER- 
NARD ROURKE, President. 











CASH PAID) 


for entire shoe stocks or surplus stocks of 
shoes or other merchandise. Any quan- 
tity. Prompt attention given. 


KIRSCH-BLACHER CO., Inc. 


293 Church St., New York, N.Y. 
Phone Canal 0679 








CASH PAID 


for shoe stores or surplus stocks of shoes or 
for other merchandise. Leases taken over. 
We will send a representative to investigate 
and make offer upon request 
Kalter Cerf. Mercantile Co., Inc. 
591 Broadway, New York City 
Phone Spring 5160-5161-5162 








HIGHEST CASH PRICES PAID 
for entire shoe stocks e also buy your 

lus or slow sellers. Quantities no object. 
Retail or wholesale. Short term leases taken 
off your hands. Wire or phone us. Corr 
spondence confidential. Established 1890. 

MAX GLAUBERG 
52 Lispenard Street, New York City 

We also purchase eee - hats, furnishing 
goods, etc. Phone Canal 4154 


SHOE STORES 
BOUGHT FOR CASH 


Leases taken over 


DAVE KOCH -- 908 Putnam Avenue 
Brooklyn, N. Y. Tel. 3225 Bushwick 

















PLANET AND EMPIRE 1-BUCKLE ARCTICS 
SPECIALLY PRICED WHILE THEY LAST 


Men’s, 6-10, 6-11, 7-11, $1. 
Boys’, 244-54, 3-5, 4-514, 5-514, 900 
Youths’, 11-2, 12-2, 13-2, 75c. 
Women’: 8, 48, 90c. Child’ s, 5-10, 60c. 
Subject to prior sale. 
B. ROSENBURG & SON, INC. 


ew Orleans, La 

















test and most 





parma fitting ry on the market. 





Finished Golden Oak or 
Mahogeny. 


Carried in stock by all wholesale shoe and 
houses 7) your jobber cannot 
supply you, order direct from us. 


MILBRADT MFG. COMPANY 
2416 N. 10th St. St. Louis, Mo. 


For hkte drs TE ag ~~ of 
ling Step 


Metal Shoe Fitting Stools 


and Floor 
Mirrors 






No. 141 


Write Je THE CHICAGO 
and Pree WIRE CHAIR CO. 


621 N. La Salle Street 
Chicago, Ill. 


























Bicycle 
STEP 
LADDERS 


are made 
im many 
styles and 
to fit all 
kinds of 
shelving. 


Send for cata- 
log giving fall 
description 
and prices. 








THE BICYCLE 
STEP LADDER 
COMPANY 
67 Randolph S81. 

mm 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


OSITIONS WANTED—Four centa per word for each insertion. 
inimum amount accepted, seventy-five cents. For other 
“Want” advertisements, seven cents per word for each insertion. 
Minimum amount accepted, $1.25. Ads under this heading will be 
received up to noon on Tuesday of week of publication date. When 
edvertisers desire answers to come in care of this office. twelve words 
must be allowed in each advertisement for address. When advertisers 
desire replies forwarded direct to their address, each word of the 
address must be counted in the advertisement and paid for accordingly. 
Answers to ads must be sent under letter postage. 


Recorder rates for space less than one-eighth page per 
issue: 
Space ltime 7 times 13 times 26 times 52 times 
lin........$5.00 $4.00 $3.50 $3.00 $2.50 
2 in........10.00 8.00 7.00 6.00 5.00 
S$ im... ++. 18.8 12.00 10.50 9.00 7.50 
4in........20.00 16.00 14.00 12.00 10.00 








Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 














SALESMEN WANTED 





SALESMEN WANTED 


SALESMEN WANTED 





GHOE SALESMEN for exclusive line of felt slip- 
pers. Beautiful styles never shown before. 
Many covered by patents. Suitable for de- 
partment and shoe stores. Easy sellers. Commis- 
sion basis. Large territory open. Hirshfield & 
Lask, Inc., 131 Prince St., New York City. 





W ANTE D—A shoe salesman to carry our line of 
misses’, children’s, and infants’ turn shoes and 
sandals. Leading styles in stock. Can be carri 

with a non-conflicting line. Territory: Ohio, In- 
diana, Michigan, and Southern States. On com- 
mission. Address Lock Box 186, Orwigsburg, Pa. 





\ TANTED—Experienced salesman for Indiana 

and Illinois, to carry our line of misses’, chil- 
dren's and infants’ turn shoes on commission, in 
connection with a non-conflicting line. Many 
numbers in stock. Address F. C. Gerber Shoe Co., 
Orwigsburg, Pa. 





WANTED —A first-class salesman who can han- 
dle a line of soft soles and first step turns, one 
who has an established trade in New England. 
Address D-780, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


GHOE SALESMEN WANTED—We want expe- 
~ rienced, competent shoe salesmen, with estab- 
lished trade, to sell our line of women’s medium 
and high-grade welts and McKays in the following 
territories: North and South Carolina, Illinois, 
Kansas and Nebraska, Pennsylvania, ee and 
Georgia. We manufacture a stron; rialty line 
which will repeat. We feature Ca it's Anatomi- 
cally Correct Flexible Arch Brace line, * which is a 
winner. Samples ready April 1. Give full infor- 
mation, references, and state experience, lines han- 
dled, and territory covered in first letter. The 
Cahill Shoe C ‘o., Cincinnati, Ohio. 








SAL .ESMAN wanted for Greater Boston territory. 
Manufacturer of nationally known line of men ‘s 
shoes is desirous of getting in touch with a live- 
wire young salesman to represent their line with the 
retail trade in Boston and vicinity. An portunity 
for the right man, with chance to obtain bigger ter- 
ritory if successful. This is strictly a commission 
proposition at the start. Address D-781, care Boot 
and Shoe Recorder, 207 South St., Boston, Mass. 


ANTED—E ienced shoe salesman to take 

charge of — department for women, 
one who has had medical training preferred. Won- 
derful opportunity for the right man. State age, 
reference, experience, and salary expected. Ad- 
dress D-782, care a Shoe Recorder, 207 
South St., Boston, 























Live Wire Felt Slipper Salesmen Wanted 


Experienced salesmen in Felt Slippers who cover their territory close and have established 
trade, to represent an old-established manufacturer. Several desirable territories open. 
In first letter give territory covered in detail, present connection, of shi t last 
three years. Address D-776, care Boot and Shoe Kecorder, 207 South St. oo Boston, Mass. 











TEW YORK WHOLESALE HOUSE has estab- 
LN lished trade open for a good Jersey salesman. 
Exceptional opportunity. Address K-702, care 
Boot and Shoe Recorder, 127 Duane St., New York. 





GAL .ESMAN wanted for Indiana, to carry one- 
“ tray line of men’s dress welts, selling at $3.40 
and $3.60. Straight commission basis. Address 
D-784, care Boot and Shoe Recorder, 207 South 
St., Boston, Maas. 





SAL sESMEN wanted for Ohio and Pennsylvania 

as a unit or separate complete line children's 
in-stock first-steps to growing girls. Seven per 
cent commission, paid semi-weekly on shipments. 
Approximately three trays. One hundred fifty 
lines stocked. Foolish for man not acquainted with 
kiddies’ game to try same. H.C. Brown Co., Bos- 
ton, Masa. 


RESIDENT salesmen wanted on 6 per cent 
commission basis, old established line boys’ 
McKays for Utah, Colorado, Wyoming, Arizona, 
New Mexico, Kansas, Nebraska, forth and Sx uth 
Dakota, Minnesota, Iowa, Missouri, Mississipp 

Tennessee, Kentucky, [Illinois (not including “his 
cago territory), West Virginia, District of Columbia 
and Maryland. Address D-763, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 





GALESMAN wanted who has established trade, 
to sell on commission as a side line a popular 
priced line of barefoot sandals, santa, flexible 
turns, 1 to 5, no heel and soft soles. For large 
wholesale house i in the central West. All numbers 
guaranteed in stock. Wonderful opportunity for 
the right man in the following territories: Ohio, 
southern Indiana, Kentucky, Tennessee, Mis- 

Al Georgia, Florida. State reference 





‘ANTED—Experienced man and a hustler, to 

represent Rochester's leading line of juvenile 
shoes, in Wisconsin, Minnesota, Iowa, North and 
South Dakota. Must have the personality to ap- 
pee the best class of buyers, and also have some 
ollowing in the territory, and be able to furnish 
highest references as to character and ability. In 
letter of application give all ible details, in- 
cluding age. Address H. H. Freeland, Manufac- 
turer, Rochester, N.Y Be 


SALESMAN WANTED—A young man tore 
sent a well-known manufacturer of men’s high- 

grade shoes, in Southwestern territory. Address 

with references and salary expected b-792, care 

Bost and Shoe Recorder 207 South St., Boston, 
ass. 


}ANTED — Experienced salesman in Virginia, 

North and South Carolina, Georgia, Alabama 
and Florida. Uplate the sudden death of our sales- 
man, Mr. W. J. Hard, the above territory is now 
open for a first-class salesman having an established 
trade on men’s fine goods in above territory. Wire 
applications by euoenens. M A. Packard Com- 
pany, 60 South St., Boston. 











W ANTED—Experienced shoe salesman, capable 
of managing a high-grade shoe department. 
Wonderful opportunity for the right man. State 
age, reference, experience, and salary expected. 
Address D-783, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


SAlgen EN WANTED with established trade to 
sell, on commission, side line infants’ turn shoes, 

i 5, no heel and 2-6 spring heel; 44 styles in stock. 
Strong line. Samples ready. Give references. 

nual sales, territory, and full information. 

Elam Shoe Mfg Co., 67 th St., Boston, Mass. 


experience and territory. Address D-764, Boot and 
Shoe Recorder, 189 W. Madison St., Chicago. 





S"calling on established trade we ea those men 

calling on established trade we can give our line 

jar- flexible turns and stitchdowns 

fo’ iy = rs terri : Minnesota, North and 
th Dakota, Utah, ontana, Idaho, 

on, Kansas, Missouri, Nebraska, en- 

pan ennsylvania and New York state. We 

carry in-stock 40 ee of 1 to 5 flexible turns and 

20 styles of 4 to 8 spring heels; also a full run of 

stitchdowns = to size 2. A high rate of commis- 

sion will be paid to those men who can give this 
-- = sufficient fuatn. a up wi 

advertising t pe puesto, 
conay. Give fat particulars = peegenens. R. C. 
Milow Shoe Co. Roches’ N. Y. 





WAS sien Be are in immediate 

eed of salesmen to carry our line in the fol- 
lowing territory: N Kansas, - Missouri. 
Minnesota, North and South Dakota, Michigan, 
New York State and the New England states. 
This line consists of 48 in-stock a ig Hey sizes : to 5 
mock-heels and 3 to 5 spring h urns. 

of all leath fo te FH ty 5 

medium-priced trade. Can be carried with = 
non-conflicting line. High rate of commission pai 
Advertised in the trade and direct to pthe 
trade. References and details required. Staud Shoe 
Corporation, Rochester, N. Y. 





Salesmen Wanted 


We are desirous of securing ex- 
perienced salesmen for Wisconsin, 
Minnesota, Kansas, Arizonaand Texas, 
to sell our complete line of proper 
priced in stock children’s shoes. This 
is an unusual opportunity to connect 
with a real live house with a national 
reputation. Reference must accom- 
pany each application. Address D-733, 
care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 








Wanted! Wanted! 


SALESMEN 


for the 


“BISON BRAND’’ LINE 


Short but complete IN- 
STOCK THE YEAR 
AROUND. Solid Leather 
Full Vamp. Has Mil- 
waukee market earmarks. 


Several good territories open the com- 
ing season. Address applications with 
full particulars to the Portage Shoe 
Mfg. Co., Portage, Wisconsin. 














FOR A FEW GOOD 
SALESMEN 


There is an opening in the selling or- 
ganization of The Krohn-Fechheimer 
Company, facturers of Red Cross 
Shoes, for a few experienced salesmen 
of high caliber. Appli hould 
state qualifications fully. Strictest 
confidence will be observed. 


THE KROHN-FECHHEIMER CO. 


125 Dandridge Street 
Cincinnati, Ohio 
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SALESMEN WANTED 


POSITION WANTED 








W ANTED—High-grade salesman with successful 

road experience; preferably one acquainted i in 
territory who has sold factory line of men’s fine 
dress shoes from factory to retailer; one for New 
York State, and one for eastern Pennsylvania and 
New Jersey. Reply by letter with references, full 
details of experience, etc. We pay 6 per cent com- 
mission. Nunn, Bush & Weldon Shoe Co., Mil- 
waukee, Wis. 





WANTED jobber or retail salesmen to carry a 

well-known line of turn boudoir, ballet, com- 
fort and novelty slippers, as side line, commission 
basis. Give references in first letter. Following 
states open: Michigan, Colorado, Missouri, Illin- 
ois, Iowa, Arizona, New Mexico, Oklahoma, 
Kansas, Nebraska, Minnesota, Wisconsin, Wyo- 
ming, Louisiana, Utah. Address D-765, care Boot 
and Shoe Recorder, 207 South St., Boston, Mass. 





ALESMEN wanted on commission basis for 
well known brand Nationally advertised rubber 
footwear. Territories open in portions of Penn- 
sylvania, Maryland and Delaware. State refer- 
ences, experience and terms in first letter. Ad 
> 14 care Boot. and Shoe Recorder, 127 Duane 
» New York, N. Y. 





FOR MEN 


NOW SELLING A GOOD LINE OF 
MEN’S WELTS IN INDIANA, MISSIS- 
SIPPI, ALABAMA, GEORGIA, AND 
FLORIDA, MANUFACTURER OFFERS 
A SPLENDID PROPOSITION ON A 
SHORT LINE OF WOMEN’S NOVEL- 
TY WELTS TO RETAIL AT FIVE 
DOLLARS. MANY STYLES FOR IM- 
MEDIATE DELIVERY. GIVE FULL 
INFORMATION IN FIRST LETTER. 
Address D-779, care Boot and Shoe 
Recorder, 127 Duane Street, New York 
City. 








SALESMEN WANTED 


Milwaukee Manufacturer of high- 
grade work and semi-dress welt and 
nailed shoes has a few good territories 
open. Only real salesmen need apply. 
A good proposition for men not afraid 
of real wor' Edward A. Luedke Shoe 


Co., Milwaukee, Wisconsin. 











WANTED 

Residence salesman to handle strong 
line women’s and growing girls’ nov- 
elty welts; product henomenally 
successful on coast. Wil 1 only con- 
sider representatives with established 
trade in Texas and Colorado. 6 per 
cent commission. Give full informa- 
tion first letter. Address D-777, care 
Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 


INDOW DRESSER—I have been dressing 

shoe windows for ten years—real sales windows, 
wherein shoes command public attention and bring 
business. Five years with big shoe concern, deco- 
rating windows and interiors in New York State 
and New England. Waat to work for a live store 
or series of stores needing a practical shoe dresser 
Ready now. Address D-785, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 





MANAGER WANTED 








Advertising and Sales 
Manager Wanted 


Manufacturer of men’s better 
grade shoes is desirous of secur- 
ing the services of an experienced 
and dependable man to take 
charge of sales and advertising 
departments. Must be able to 
show good record of successful 
accomplishment. Address, with 
full particulars, D-793, care Boot 
and Shoe Recorder, 207 South 
St., Boston, Mass. 











WANTED 


Sales Manager by a Middle West man- 
ufacturer of men’s good grade dress 
welt shoes. To qualify, you must be 
able to show successful record in han- 
dling sales on this grade of shoes. Pos- 
sibly an exceptionally bright and am- 
bitious younger man now acting as as- 
sistant sales manager may be consid- 
ered. Give full information with ap- 
plication. Address D-778, care Boot 
and Shoe Recorder,' 207 South St., Bos- 
ton, Mass. 














LINE WANTED 


PROMINENT and experienced salesman, going 
before best of trade and needs no introduction, 
desires to serve a progressive manufacturer of men’s 
welts or ladies’ novelty line, for Texas and Louiai- 
ana or Southwest. Address D-786, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 


WANTED — Manufacturer’ 's line of women’s or 
boys’ medium priced shoes, to be carried as 
side line, by two hard-working, experienced sales- 
men, covering New England and w York State. 
Don't reply unless you have something real to 
offer. We start out March Ist. Address D-787, 
care Boot and Shoe Recorder, 207 South St., Bos- 
ton, Mass. 














LIVE SALESMAN WANTED 


For a line of well-known and ex- 
ceptionally well made men’s shoes in 
Pennsylvania, Washington and Balti- 

more. y= styles. Trade prices 
=. 25 ae Address D-730, care Boot and 

ecorder, 189 W. Madison St., 
js walang Til. 














ALESMEN to carry side line behing slippers, 
gym and soft sole slippers. Address D788 
care Boot and Shoe Recorder, 207 South St., a 

ton, Mass. 





ANTED—Lines on commission, by a salesman 

15 years’ experience selling to New England 

shoe manufacturers. Address D-772, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 





TO LEASE 





POSITION WANTED 


N ANAGER and salesman at present employed 
wishes to connect with a live New Y on con- 
cern. Nine years’ experience in selling and manag- 
ing retail shoe stores. Address K-698, care Boot 
and Shoe Recorder, 127 Duane St., New York. 








POSITION | WANTED —Have had ten years’ ex- 

perience in clothing, shoes, and furnishings. 
Can write cards and oo wiatows. Prefer West- 
ern joolity. Address C. R. Thompson, 89 North 
Main St., Linton, Ind. 





EXCEPTIONAL OPPORTUNITY to lease 
space for women’s shoe department, for fall 
business. Best town in the country, Dallas, Tex. 
Best location in city. Address the Joldsmith Co. “ 
Inc., Dallas, Tex., or I. Goldsmith, 1164 Broad- 
way, New York. 


GHOE DEPARTMENT to lease by a well-estab- 

lished and successful ted bli store, about 
to move into newly a building. Nathan’ 8, 
Inc., New Brunswick, N. J 


EN’S shoe dugastanges to lease in one of the 

finest men’s store in western Pennsylvania. 
Shoes to retail $6 to $10, sure success. Address 
D-750, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 
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OF THE RETAIL SHOE MERCHANT BY THE 


BOOT AND SHOE RECORDER 
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(Incorporated under Massachusetts Laws) 
CAPITAL $150,000 
OFFICERS OF THE CORPORATION 


CHARLES G. PHILLIPS, President 
EVERIT B. TERHUNE, Treas. and Gen’! Mgr. 
GEORGE W. R. HILL, Ist Vice-President 
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PUBLISHER'S NOTICE 


ee a a subscription price of the 

nd Shoe Recorder is *. 00 a year in ad- 

pana which includes pos' tage n the United 

States, Cuba, Hawaiian Islands, Philippine 

ds, Virgin Islands, Alaska, Canada, Mex- 

ico, Costa Rica, Dominivan Republic, Hon- 

duras, Nicaragua, El Salvador, ~~~ 
Bolivia, Brazil, Colombia, Ecuador, 

Uruguay, Spain, The Balearic Islands and the 

Canary Islands. 


FOREIGN SUBSCRIPTION—The price to alb 
foreign countries except the above is $10.00 
per year, including postage. 

All subscriptions are payable in advance. 





ADVERTISING RATES—Card of Advertising 
ates furnished on application. For rates 
for Wants, For Sales, etc., see Want Page. 





OFFICES IN 


BOSTON OFFICE, - ft Street. Corre 
spondence relating to all d ents should 
be addressed to the Boston o 


BROCKTON OFFICE: 224 oviten St. Geo. 
Hill, Manager. Teleph 507. 





w.R. 


CHICAGO OFFICE: 189 West Madison St. 
Telephone Main 1089. B. C. Bowen, Manager. 


ot, 1 LOUIS OFFICE: 1627 Locust St. B.C. 

Bowen, Manager. 

NEW YORK OFFICE: Room 101, Graham Bldg., 
127 Duane St. H. Walter Scott, Manager. 
Telephone 2425 Canal. 

PHILADELPHIA OFFICE: Suite 1420, Widener 
Building. H. Walter Scott, Manager. 

HAVERHILL OFFICE: Chamber ~* Commerce 
Rooms, Haverhill National Bank Bldg. Geo. 
W. R. Hill, Manager. 

CINCINNATI OFFICE: 810 Second Nationa) 
Bank Bldg. -. M. Bowen, Manager. Tele- 
phone Canal 442: 

ROCHESTER ne 623 Powers Bidg., 
Rossiter L. Seward, Western New York Repre- 
sentative. Telephone Main 969. 

LYNN OFFICE: Fred A. Gannon. 

MILWAUKEE OFFICE: Leonard E. Meyer. 

. C. Bowen, a ), 405 Broadway. 
Telephone Broadwa 
beg hy OFFICE: William L. Daley. 
26 Jackson Place, 
PARIS OFFICE: 2 tng des Italiens. L. Hub- 
. Manager. 

LONDON OFFICE: John C. Cuttin. Manager, 

11 Haymarket, London, S » 1. England. 


AUSTRALIAN OFFICE: 430 Lit. Collins St. 
Melbourne. 


. G. Jervis Manton, Manager. 
pg = lng OFFICE: William Salzman, 
Manager, Wasagasse 2, Vienna, Austria. 


.ARGENTINA: Buenos Aires, Rivadavia, 2721, 


P. Sabazzini, Gerente. 
BRAZIL: Gerente. ihe S. Fitch, 88 Rue 
General Camara, 88 Sob. 


CHILE: Santiago, Las Rosas 1123-1127. Otto 
Fuhrimann, Gerente. 


Coes: Mr. H. Gomes, Corrales, 2A Havana, 

uba. 

JAPANESE OFFICE: Yokohama. J. F. Wager. 
Manager. 

SPAIN: Gerente, Leoncio de Miguel, Librero 
Editor, 20 Fuencarral, Madrid. 
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APaliggSe0ee Every DeLipp Style ii 


is backed by 


WORKMANSHIP and SKILL 


of Degen-Lipp Organization 


DEGEN-LIPP, Inc. 


NEW YORK OFFICE: Makers of 
607 MARBRIDGE BUILDING Women’s Best Turn Footwear 




















‘ FACTORY: 


BROOKLYN, N.Y. 








SCOOT 








GUESS 


Why tanners of smooth, 
white leathers recommend 
Cinderella White Kid Polish 
and Cleaner to the shoe 
manufacturers to whom they 
sell their leathers. 


THEN 





























manufacturers mail - order a /| 


Cinderella Silver Slipper 


Cleaner. 


Retailers sell these polishes 
put up in attractive packages 
for home use. 


Produced by 
EVERETT & BARRON CO. OB 
Providence, R. I. SLIPPER 
CLEANER 


Makers of highest quality footwear finishes 











For Profit-Making Deal fill out and send 


Guess why over 100 slipper aes) 








this Coupon. 


PY de cccvcustensecesweenenbeebbbenwets 




















Address .... salina eas Tee 























J. J. McCARTHY, Pres. 
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A Question of Taste 


People who travel extensively 
step at the MARTINIQUE 


ECA USE it delivers in room accommo- 
dation, hotel service and food value, 
full return for the amount of the bill. 


Because it is conducted forthe New York 
trinity of business, pleasure, rest. 


Because it is five minutes from the theatre 
district, two and four minutes from Penn- 
sylvania and Grand Central Stations, three 
minutes from the wholesale houses and 
around the corner from the greatest shopping 
zone in the world. 


Consider the cost: Rooms, $2.50 up— 
rooms with bath, $3.50 up. Club break- 
fasts, 45c to $1.00. Everything else in 
proportion. 

That is why travelers have elected 

the Martinique the Travelers’ Hotel 


LARTINIQ 


Broadway at 52™ Street. New York 


frank E. Jago ~ Resident Manager 


__ Nj Toon ae 
ln: | HOTEL 
He OPPOSITE SOUTH seenenens G55 EX ABSOLUTELY FIREPROOF 


_ REDUCED RATES went into effect with opening of 1923. 50 (P. & B.) rooms. $°.°0 

single; $4.00 double. 60 (R. W.) rooms, $3.00 single; $5.00 double. 60 (bath), $3.5) 
single; $6.00 double. 75 Annex new (bath), $4.°0 single; $7.00 double. 75 other Annex 
rooms (bath), $5.00 single; $8.00 double. Reductions also on samp!e-rooms. The most 
economically inclined and discriminating persons find satisfaction here. 


THE ESSEX HOTEL COMPANY 
' BOSTON, MASS. 
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J. A. McCARTHY, Treas. 
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A DETAIL of refinement in 
footwear of quality is the 
practical lacing hook de- 
manded by men who are 
used to having exactly 


what they want. 


Shoe Lacing Hooks are now 
fe)ebelemesemeelemeeleacm o> celetsiu~ 
creations of American and 
English bootmakers. 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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No. 4498 R—Paris kid combina- 
tion last oxford on No. 668 last. 
Medium narrow toe—perforated 
kid tip—kid quarter lining. Flex- 
ible welt carrying a 1¥%-inch heel 
with rubber top. AAAAA-AAA to 
D-EE IN STOCK 


No. 4580 _R—The same oxford in 
rich, deep’ chocolate 
brown kid — same 
widths. INSTOCK $5.85 


No. 4498 R Mention both instep 
and ball widths in order- 
ing either number. 


“Best fitting and selling Oxford in the house”’ 
writes one Grover dealer. Another says: 


“This last sure fits and we think it the best you’ve ever put out.’”’ And again— 
“‘An extra good combination last. It fits the arch, laces apart over the instep and 


fits round the top.” 
And so it goes. Golden opinions from men with the same problems as yours! And 


these opinions have been backed up by orders and re-orders in such number that 
we have found it hard to produce this particular model in sufficient quantity. 


Specs e emtem anette penny ycnt ny thee Oly Tle edt maine stnte wad ye vysil Peay ag WE OTT Wy aetna ane am 


Now it’s in stock and we’re ready to offer it to the trade in general. 


With ball width two full sizes wider than the instep—it gives ample room in the 
forepart—fits snugly under the arch and hugs the ankle and heel. It does away 
once and for all with the ugly yawning top which is bound to result when the 
ordinary oxford is worn on the full-balled slender-arched foot. 


It ought to be in your stock this minute. 





DR. F. H. JENSEN’S ARCH CUFF—a boon to sagging arches and 
calloused feet—A profitable accessory for any shoe dealer. We are 
wholesale distributors. Let us tell you more about it. 











J. J. GROVER’S SONS CO. Lynn, Mass. 


Established 1865 


Soft Shoes for Tender Feet 


BOSTON OFFICE NEW YORK OFFICE CHICAGO OFFICE 
Little Building Marbridge Bidg., 47 W. 34th St. Kesner Building 
80 Boylston Street 5 North Wabash Avenue 
_ corner Madison 


A ree nO PIS LER TS A pt “ 7 Seeenien . 
Si aa OR TR Edd Se RES kat bale Lease paras cee richer cree ee 
, a wre es ‘ ; * Ce wee ey Ma ads Ne! FEDS AS Vodka he ee yea a 
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RASCH 
Tanners 
Levor Grain Kid 
Levor Grain Goat 


of Busrva 
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Easter Will Soon Be Here! 


Are You Prepared? 











No. 6535 


6538 58 E 1.70 

6537 8%-IID&E 1.90 Spring heel 

6536 8%-IID&E 1.90 rubber heel 

6535 114%4-2D&E 2.10 rubber heel 

4682 246 C,D&E 2.60 rubber heel 

6534 1114-2 Pippin last 2.10 rubber heel 
(Narrow toe) 





Hand Turn 
No. 6441 
Child's instep strap patent chrome turn 
7066 38 D&E 1.35 no heel 
7067 1-5 D&E 1.25 no heel 
6441 81-11 1.75 Spring heel 





No. 6360 
Nut Brown Calf, McKay, Oxford, Lenox last 


6363 58 E 1.80 

6362 8%4-lIID&E 2.00 (Spring heel) 
6361 8%-lID&E 2.00 rubber heel 
6360 11%2D&E 2.20 rubber hee! 
4723 2%46C,D&E 2.75 rubber heel 








ITH the advent of Easter and the 

Spring season, parents will seek 
stylish shoes for their children. The 
“dress up” time of the year requires 
something a little better than ordinary. 
Demand is sure to speed up sales for 
you. 


The whole secret of success in Easter 
business lies in selecting now the line 
of children’s shoes you will feature, and 
in getting them on your shelves at 


once. 


3 W’s will make things hum for you 
this Easter. Snappy, durable and com- 
fortable numbers—all carried In Stock. 
A few are shown on this page. Send 
your order today. 





Weimer, Wright 
& Watkin Co. 


35 SOUTH SECOND STREET 


PHILADELPHIA 
PA. 
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Out-of-Door Footwear 
For Men and Women 


With these numbers in stock you will have no difficulty in pleasing the man or woman 
who orders this class of footwear. The most particular young women find pleasure in 
wearing these boots and oxfords with any kind of an outing costume, and the sturdy 
quality of the men’s boots is thoroughly appreciated. 


THE HASKELL 
SHOE 


No. 1966 


A most practical shoe for 
railroad men, oil workers 
and all out - of - door 
service. 

Madein Brownand Light 
Tan. Price........ $6.00 











BATTREALL 
HIKERS 


No.1830—Women’s Mahogany 
Elk, 14-inch Boot. Goodyear No. 1830—No. 1819 


Welt, Moccasin Toe. A-D. 





Geek. cu vatutoccheval $6.50 
No. 1966 No. 1819—Men’s Boot, 18-inch 
bein tecdkennincecemed $9.25 


No.1824—Women’s Mahogany 
Elk, 14-inch Boot, Goodyear 
Welt, English Half-Toe. A-—D. 
Ss wk tavedesecsancd $6.00 


No. 1817—Men’s Boot, 18-inch 
WE osccasvcvcececeres ce 


No.5900—Women’s Mahogany 
Elk, Moccasin Vamp, Gusset 


No. 5901—Same with Soft Tip, 
Dee WO wc cccccccecd $4.00 





No. 5900—No. 5901 No. 1824—No. 1817 
Send Us Your Mail Orders—We Will Ship at Once 


BATTREALL SHOE CO. 


ST. JOSEPH Manufacturers MISSOURI 
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Sold all 


over the 


Made in 


Milwaukee “Sik. ollie” “aa a 
ie > World 


Nigger Brown Lotus Calf 


A new shade in the well known “Lotus” line 
carrying the “P & V” trade-mark, an emblem 
stamped on leathers of quality, durability and 


character. 


This new shade is a beautiful rich brown in a 
full grain boarded leather with an exceptional 
fine grain and uniformity of color which adds 
character to fine footwear. 


Demand “P & V” leathers in your next order 
for shoes as your customers will appreciate 
these fine qualities. 


PFISTER & VOGEL LEATHER CO. 


Milwaukee Wisconsin 
0% 
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CHERRY CALF 
$4.65 


10X 


IN STOCK 
B-C-D Widths 





THE WINNING MARION STYLE 


Each season there is one number in our stock department that 
is the season’s biggest seller. Out of all our new spring styles, 10X 
received the most votes, in a contest held recently by the men 
in our stock department. We predict it will be Marion’s best 
seller this season. Whip last-modified French toe. Gable edge. 
Wingfoot heel. Mail your order today. Capitalize on this 
advance style. It’s a winner for spring. 


MARION SHOE CO. . 
MARION, INDIANA 

























BOOT AND SHOE RECORDER 


43.00; 
DOUG: 








te 














| MARTHA WASHINGTON WEEK | 





lace oxford with Cuban heel. A 


. tue sign of qu 
wear we'll give you a new pair 





GIMBELS—MAIN FLOOR 








~~ Washington » and Oxfords 


* In five styles. one-strap, two-strap, side gore, lace oxford with low hee] and 


—jb pak Sand m so. comfortable. J These shoes all bear the Martha Washinge &_. 
m trade mar y If these shoes do not give Satietactes 


idths AA, A, B, C, D, E, EE 














util LO HMI AME vst nt NL mth Ni 


What Gimbels = MILWAUKEE 






TOM as 





think of Martha Washington Shoes 


EXPANSION 


C ONSUMER Demand for 





genuine Martha Washington 

Shoes in the New England 
and North Atlantic States makes it 
necessary to establish an Eastern 
selling organization this season, 
thus offering wonderful opportun- 
ities to anyone interested in the 
line. 


This enlarged territory combined 
with theincreased demand fromevery 
section of the country has forced us 
to plan for immediate expansion of 
our Martha Washington manu- 
facturing facilities. 





Note the encircled statement in the advertisement reproduced above. 


This definite approval of Martha Washington Shoes by Gimbels — Milwaukee, 
conveys a message of paramount importance to the shoe retailers of America. 


It indicates that through seasons of selling, in 
large volume, Martha Washington shoes have 
proved worthy of Gimbel’s absolute confidence. 


Hundreds of retailers are awakening to a realiza- 
tion of the huge profit-making possibilities of 
Martha Washington Shoes. 


How long will you continue to ignore the proven 
fact that Martha Washington Shoes can bring you 
increased volume and far faster turn over? If 
Martha Washington Shoes are not exclusively 
represented in your city—write at once for the 
details of the Martha Washington proposition. 


F. Mayer Boot & Shoe Co. 
Milwaukee 


February 17, 1923 
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Dyanshine is available in the 





following colors: 










Black 


Cordovan Brown 









Nut Brown 

Light Tan 

White Kid 

White Canvas Dyanshine has brought an entirely new idea 






into the field of shoe polish—the use of the 
“dry dauber.” A dauber pressed out until it 
contains almost no Dyanshine will shine two shoes 
quickly and satisfactorily. 
















usual economy. 





Di= POPULARITY is based partly on its un- 


No putting-it-on-thick is necessary. Shoes need 
not be veneered with this polish — put on as little as 
you like and it does its work just as well. It’s a new 
idea in shoe polishing—this Dyanshine idea of apply- 
ing just as sparingly as possible. 


Fifty shines for fifty cents is easily true—plenty 
of users get almost twice that many from a single bottle. 


















Barton’s Dyanshine is an entirely new and dif- 
ferent kind of product. In use—it is economical. For 
results—it is unusual. It preserves the leather, conceals 
scuffs, restores color to faded footwear, and shines the 
erg shoes quicker and better. 










A consistent campaign of national advertising in- 
sures satisfactory turn-over. Remember, too, that each 
Dyanshine sale means three to five times the volume 
represented by the sale of ordinary polish. 








Order through your jobber or direct from the fac- 
tory, specifying the jobber through whom 
you wish it to come. 






were tete 














BARTON MANUFACTURING COMPANY 
WACO, TEXAS, U.S. A. 





=F-4- mee). ie 


DYANSHINE 


IBLE SERVICE SHOE POLISH 
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B 579A 
Women’s Peerless black kid quarter and vamp 


unior Louis 











_\= 


p> g— 























— DENVER OFFICE 
218 Charles Bidg. 
TIGER & N 
Representatives 





Denver, Colo. 












































one-strap Selwyn pump, turn sole, 
forated ve and collar, plain toe, 1%-inch 





THAT FIT 


Price $5.50, net 30-days 


NEW YORK OFFICE 
T. Sal oe 


Bush Terminal 
130-132 West 42d St., Room 1521 
S. A. McOMBER, Representative 


IN STOCK — 


smere last» 


oh 


B 590B 
Women’s black satin tw ~ and vamp, one-strap 
s 4 


Selwyn pump, turn 
1%-inch Junior Louis heel. 


Price $5.75, net 30 days 


That black satin and black kid strap pumps are 
popular is indicated by the fact that most manu- 
facturers carry them in stock. 


The big question, then, is not “Will they sell?”’ 
but “Will they fit?” 
These two styles are made over lasts that are 
guaranteed to fit perfectly. 


| UTZ & DUNN CO. 


ROCHESTER ~NEW YOrK 


That’s where we come in. 


709 Forrester B 


SUte Guoes 


—— ————————— 


eras 





Moe ees 





>, 


ANT ! b 
E AM mn lis’ 8 


reattl 


Iwo Turn Pumps 





. Grasmere last, plain toe, 


LOS ANGELES OFFICE 
Ge Ce MOATER. Repeetetie 





— 





















—=— = 
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CR1038'%4—Tony Red Calf Oxford (Corded Tip). $5.00 
Solid Leather Construction. In Stock 5 to 11, B, C and D. . 


ROHN SHOE MANUFACTURING COMPANY 


414 Fourth Street, MILWAUKEE, WIS. 
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The Popular Sellers for Easter 


The kind that brings volume business 


READY 
TO 
SHIP 
AT 
ONCE 


No. 455. Price $4.25 No. 530. Price $3.90 





Patent Oxford, Dull Calf Tip, Saddle, and Fox, Black Kid Norma Two Strep, Imitation pe Se 
Goodyear Welt, 11-8 Rubber Heel, Welt, 13-8 —- Heel. Ni ewport 
Princess he . 
AA to D No. 532. Brown Kia.” 
No. 531. Same in Patent. Prise 3: is 








Sy 
Send for full infor- 
mation about this 
popular priced, good 
selling line of stock 
styles. 


No. 482. Price $4.00 No. 207. Price $4.25 


Tan Calf Blucher Oxford, Wing Tip. Cote = 
Black Suede Clarice One i, . Single Sole, 
we. Oe "Flee. Sport Last AS Covered Full Louis Heel uclid Lase 


No. 206. Same in Cty Suede. Price $4.25 





























on i No. 233. Price $4.15 ; 
Ss je Sol Sen ia \— Lone pn ~ IVs Gecice A 4, poe Single lack Kid aie Meg c 4 tion Ti 
e ie, ra mita 
Toul Hel Si en YS OY tt ae Pi Vel. 13-8 Rubber Heel. Tremont Last.” 
No. 201. Same in a. Price $3.75 No. 232. Same in Peters White Reignskin 
No. 202. Same in Satin. Price $4.15 Price $3.60 Ae Pee Outes Gh.08 


Thomson-Crooker Shoe Co. 
18 Station Street, Boston 20, Mass. 
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Where Is The 










et sa 


Retailer W, ho We Haven’t Found 
Him Yet 
D oesn t Know — and recently we were 





surprised at the Chicago 


Convention to meet re- 
tailers from the Pacific 


Coast who were as famil- 





Reg. U.S. Pat Off. 


iar with the virtues of 
ED TONY RED as the 


Broadway Buyer in 


C ALF New York City. 


The National and International Reputation of 
TONY RED CALF and CREESE and COOK 
CO. didn’t just happen. It is founded on con- 
sistent quality. 

































CREESE and COOK COMPANY 


Creators of New Calf Leathers 






































SALESROOMS if ee WN TANNERIES 
95 SOUTH ST., BOSTON MTT < Song OX’ DANVERSPORT, MASS. 
Wiss Ba 
P. A. HENRY & CO. OF or SAMUEL WOLFENSTEIN 
706 Broadway, Cincinnati, O. Xa) ep eat on) 39 SPRUCE STREET 
Leather Trades Bidg., St. Louis, Mo. STON TAY, NEW YORK CITY 








iate your mentioning the publication in replies to advertisements. 
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Z13ES 
SMOKED ELK 
INLAY OXFORD 


9. “Show Me 
THAT Pair’ 


The Lundin Shoe in your window, 
invites a “try-on” strictly on ap- 
pearance. Add price tags and you 
have a double drawing-card. Who 
expects to find aristocratic shoes so 
reasonably priced? (Lundin Shoes 
are made to retail at $5, $6, and $7.) 


A “try-on’’ of Lundin Shoes means a sale 
every t'me—they feel as good as they look. 
Their uncommonly long wear means prof- 
itable repeat sales. 


If there is no Lundin Dealer in your 
town, write for our proposition. 








THE LUNDIN SHOE 
The Shoe of Constant Quality 


LUND-WILLIAMS SHOE CO. 


Manufacturers 
ST. LOUIS U.S.A. 
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circulation over 2,250,000 
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EVENING 

















Your foot print reveals 
the cause of those pains 


And now that nervous strain 
from foot ills can be relieved 


Each step you take tells an invisible story of 
your foot troubles—a story quickly revealed 
by an actual imprint of your foot. For such a 
print would clearly show the cause of those 
nerve-racking pains. 


And what nerves would not suffer from 
aching, weary feet, intense bodily fatigue, 
burning pains in the soles, tender corns, cal- 
louses, and bunions, pains like rheumatism in 
the feet and legs? The chances are that a 
print of your foot would show the cause of this 
suffering to be “weak foot”, a condition in 
which he muscles and ligaments which sup- 
port the bones have n to give way, dis- 
placing the normal weight-bearing points of 
the foot. 


Such a condition can be relieved by Dr. 
Scholl’s Foot-Eazers and Arch Supports, as 
applied to your individual case. They gently 
but firmly support the bones and ligaments, 
increase the circulation, and stimulate mus- 
cular action. Thus the strength of the arch is 
gradually restored, until the appliance is in 
many cases, no longer necessary. 


Since no two foot conditions are the same, 
each case requires individual treatment, that 
is, an arch support easily removable and cap- 
able of adjustment to each changing foot 
condition. Exactly these uirements are 
met by Dr. Scholl’s Foot Comfort Appliances. 


Go to the nearest Dr. Scholl dealer; let the 
trained expert there fit you with the appliance 
or remedy which your particular enaiis needs. 
Enjoy once more the so!id comfort of healthy, 
active feet 

NOTE: If you cannot locate the Scholl store in your 

community, write our nearest office. Address The Scholl 

Mf¢. Co., 213 W. Schiller St., Chicago, lil., or 62 W 

itth St., New York City. For Canada, address The 

Scholl Mfg. Co., Lid., 112 Adelaide St., EB. Toronto 


Scholls 








Arch 
‘ 


feet, body and nerves 





Callouses on soles, pains and cram 

the ball of the foot? Dr. Scholl's Meta- 
tarsal Arch Supports — adjustable to any 
Soot conduwon—will bring lasting relief 






Bunion Reducer removes ti 


reduces the growth. Price, 7 Se eae 


Dr. Scholl? 
oscils. safely, by removing the cause— 
rution-pressure, and healing the wee 
tated surface. At drug and shoe store: 


ISe a box. 


Free Offer 
The Scholl Mig. Co., Dept.000 
213 W. Schiller St., Chicago 
Please send me a sample of Dr. 
Scholl's Zino-pads for corns, and a 
copy of his booklet,“The Feet 
Their Care " 





gently supported and body's weight 
ually distributed by Dr. Scholl's Foot- 
Lawr. Light and springytowear. Eases 


sim 


Bunsons or enlarged joints? Dr pew td 
iT 


ain fi 
pressure, hides the unsightly bulge, and 
ch 


'* Zino-pads relieve corns 


Sy 
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You can make this advertising 
pay you big dividends 


It is a well recognized fact that nationally advertised merchandise sells 
more readily, has a quicker turnover and provides the retailer a greater 
profit than goods not so well advertised. 


The merchant that handles the Dr. Scholl line and renders Dr. Scholl’s 
Foot Comfort Service has a distinct advantage over the dealer who does 
not push this well-known line of Foot Comfort Appliances and Remedies. 


On the opposite page is shown one of the many excellent advertisements 
that will appear in the Saturday Evening Post during 1923. You can 
hook your store up with this advertising effectively by using window 
displays and local newspaper advertising so that you will get excellent 
results: from this National Advertising Campaign. 


In addition to this magazine advertising there will be spent, during 
1923, $500,000.00 pushing the sale of Dr. Scholl’s Zino-pads. The com- 
bined effect of these enormous expenditures is bound to speed up the 
sale of Dr. Scholl’s Foot Comfort Appliances and Remedies on an 
unprecedented scale. 


Bear in mind, Mr. Merchant, that this advertising is YOUR advertising— 
that it is being used for the sole purpose of increasing your sales and your 
profits. Decide today that you are going to cash in on this publicity by 
identifying your store with this tremendous newspaper and magazine 
advertising program. 


THE SCHOLL MEG. CO. wt 


4 
Largest Manufacturers of Foot Specialties in the World e 
213 W. Schiller Street 62 West 14th Street 112 Adelaide Street E. o The 
CHICAGO NEW YORK CITY TORONTO o Mig Co. 


¢ 


2 (Mail coupon 
to nearest office) 


Py Please send me: 
Newspaper 


t , Ps |_ieemeenes 
ir ¢ [Window Display 
oo "te O S o [JBooklets, imprinted 


Fs (Pack ageInserts,imprinted 


Foot Comfort Appliances ’ 


¢ 
f Name 
¢ 


4 Address 
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The Right Leather 


For The Right Style 


For The Proper Occasion 


—Never has there been a time when retail merchants were so vitally 
interested in the materials going into their shoes as right now. 
When a merchant specifies a certain Gallun Quality leather it is 
safe to assume that he is a particular buyer and wants the best. 
Gallun Quality leathers are always correct. 


Aztec 
Calf 


The standard of ex- 
cellence for men’s, 
women’s and chil- 
dren’s Spring and 
Summer footwear. 
Pliable and strong, 
this leather is pleas- 
ing to the eye and 
comfortable to the 
foot. Made in the 
seasons’ fashionable 
shades. 


Norwegian 
Veals and 
Calf 


A heavy, rugged, 
high-grade leather 
that is first choice 
of high-grade manu- 
facturers for brogue 
styles. Produced in 
all desirable colors 
and black. We 
originated Norwegi- 
an Veals and Calf, 
and have made this 
leather continuously 
for twenty years un- 
der this name. 


Viking 
Calf 


A strong grained 
mellow calfskin that 
does not peel or chip, 
and is moisture-re- 


pellent; takes a bril- 


liant polish and is 
especially adapted 
for high-grade shoes. 
Made in five colors 


and black. 


A. F. GALLUN & SONS CO. 


MILWAUKEE, WIS. 


A. F. Gallun & Sons, Inc., 


H. A. Ely, Mer., 11 East St., Boston. 
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EYRE 


Shoes of 
Artistic Perfection 








Here is shown an example of Eyre 
shoe modelling that is typical of 
the entire line for the Spring Sea- 
son. It is especially desired that 
you note the grace of line and at- 
mosphere of modishness that char- 
acterizes it. The unique application 
of the touch of BLUE ON HEEL 


Eyre Shoes are made to your 
order— Turns in five weeks, 
Welts in six weeks. Prices of 
samples submitted on request. 





“THE ANSONIA” 


AND BARRED TONGUE IN 
COMBINATION WITH WHITE 
is, we think, especially noteworthy. 
EYRE shoes are correct in style, 
unexcelled in materials used and 
constructed with a finished artistry 
that has always markedthem as the 
ultimatein Women’s turns and welts 








The successful combination of orthopedic correct- 
ness and comfort with pronounced style and 
grace are features of this line that have gained 
for it a nation-wide recognition. 














Fred A. Eyre @ Co., Inc. 


Brooklyn - New York 
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There are No Mary Janes 
Like 
Lyons and Hershanson’s 










From coast to coast we are known as “the people 
who make the best Mary Jane values.” 


What is the reason? Simply the fact that year 


by year, as we have made more and more Mary 
Janes, we have learned also how to make them 


better and better. 


This is another big Mary Jane year. If you doubt 
it, you should see our humming factory. 


Give Your Wholesaler That Order 
Now. Later may be Too Late. 


























Lyons & Hershenson, Inc. 
Chelsea, Mass. 


Boston Salesrooms 207 Essex Street 
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The old saying, “There is nothing like 
leather,” is as true today as it ever 
was and will remain true for all 
time to come. 


Substitutes for leather come and go, 
but makers of quality shoes adhere 
firmly to the material which the test 
of time has proved and proved again 
to be beyond all successful imitation. 


The United States Leather Company 


New York Chicago Cincinnati St. Louis Richmond 


The United States Leather Co. of Mass. 


Boston 
SELLING AGENTS 
McADOO & ALLEN A. J. & J. R. COOK 
Philadelphia San Francisco 





24 BOOT AND SHOE RECORDER February 17, 1923 


The Sum. of Success 
Always © Shines 


Gaulle: = ow 
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Pep MacMaster 


INFANTS AND CHILDREN’S 
FOOTWEAR 


Turn Shoes - - In Stock 


=e 


=> 


} 
° 
J 





| 
| 
| 
| 





No. B 2506 
\ I Patent Leather Ankle 
White Moccasin with Strap, Black Button and 
White, Pink or Blue Rib- Pump Bow. Can also be 
bon and French Knot had in Tan Patent or White 
Trimmings. Kid. 
$9.00 a Dozen Pairs Sizes 0 to 4... .86.50 Doz. 


© 0 BD 0 Ho BO ES 0 Be Se So FD ° S90 H_ 


The Nile 


A dazzling creation that merits the high award fe ae oy pe ro ghagaan Tip, 
given it by those connoisseurs of style who Dl FisuSlo Head Tura. $02 f Surin oat 02-78 
cater to the exclusive trade. The particular 
number illustrated is of white kid combined 
with patent leather. The heel is celluloid 


15-8 Spanish. 





Write for New Illustrated Cataiog 





J -J » Mac MASTEI2 
ROCHESTER ,N-Y. 





Hairy Smolen. &© Inc. 
24-28 Boerum St., Brooklyn NY. 
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; What happened when youtookInventory? 


| A Serious Undertaking for Many 
Shoe Merchants 


Let’s face the facts. What did happen when you 
took inventory? Were there a lot of dead ones in 
your stock, a bunch of extreme models built to 
meet a passing fad and for which there is relatively 
no sale? Did you have to write off a loss on some 


4 


Three Mary Lee Models ° ° 
for spring—the styles high novelties? 
| your best customers 

prefer. 


o> of=> 0 Gee 0 BD 0 FS Ok : 








Specialties and Novelties 


We realize that you have to carry a certain number 








=> oe S=—> o 


A of high novelties to meet a particular type of trade, 
al but they are a gamble at the best, just like any- 
ill pale thing that is super-stylish is a gamble because style 


Sandal. McKay, 14-3. Baby can turn almost over night and once it has turned 


Louis covered heel. ‘ 
the extreme novelty is almost unsalable. 


Your Most Profitable Trade 


Your most profitable trade is with women who buy 
Gray Su ody One: ato Sica practically the same shoe year in, year out, those 
covered heel" Tmitation square who are not influenced by the extremes of fashion, 
TT. those who don’t fall into the flapper or chicken 
category, but the mature, substantial housewife 
and professional woman class. These women are 
telling Mary Lee what shoes they want, and we 
are making those shoes and offering them to you 


| P at a sensible price with a splendid profit. 





© > 0 BS © SD ° Bc Bc = © BS Oo 0 BD 0 He Be HO Eo Bo Se Be Se 


CARROLL 
White Eve-Cloth Oxford. 
Goodyear welt, 12-8 military 
heel. 


HARRISBURG SHOE MFG. CO. 
HARRISBURG, PENN. 


New York City Boston San Francisco 
127 Duane Street 183 Essex Street 141 Drum Street 


Quality Shoes to Retail at $5 and $6 





© 1923, Harrisburg Shoe Mfg. Co. 
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The Ultimate CLICO 


Remon ov 


Made of pure Ceylon Crepe 
Rubber for Men, Women 
and Children. In Single or 
Two Units. 





Sport Sole 





Everybody Likes CLICO Soles 


Principally because of their fine, 
firm close grain which looks so 
much better than the thick bulky 
and clumsy type. 


And also because CLICO won’t pull 
off. It grips like a bulldog and 
won’t “squash out” at the edge. 


CLICO gives far better results in 
cementing and stitching. 


CLICO superiority is best, empha- 
sized by the class of manufacturers 
and retailers who are calling for it 
in preference to%any others. 


Introduce your customers to new 
comfort and pleasure in their sport 
and summer footwear by giving 


them CLICO soles on the shoes they 
buy from you. 





Don’t Delay Ordering--The demand for CLICQ is so great that no 
time should be lost if you want these soles on your spring styles. 





ACE RUBBER HEELS 


are the latest and most scientific rubber heels— 
the result of 15 years’ experience in rubber 
heel making, combined with some new ideas 
worked out by some of the best shoe manufac- 
turers in the country. 


February 17, 1928 











The Clifford Company 


Makers of CLICO Soles and Ace Rubber Heels 


Boston SS Lee Mass. 


St. Louis Representative: R. M. HEUCHAN, 1627 Locust Street 
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In Stock 
No 754 


A One Buckle Sise 

ort Numbur maee in 
Smoke K K with Gun.-- -- 
Metal lace L dand flare 
tip. Carries a Blac Duflex 


sacle and we ge eel. 


Sizes 3to8--- Widths AAA-D 


_—_—se— 


Price, 5.00, net 30 days 


—s—— 


MOORE-/HAFER AY. 
AMAIOE'’MFG*CO: £7) 
BROCKPORT. NY UA. © 


NEW YORK OFFICE 545 547-549 MARBRIDGE BLOG.BWAY AT34UST 
JACK E.JESTER,MGR. 




















—_—————_— 
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cA Fair Bargain and a Right Reckoning 


F or the past one hundred and sixteen years this firm has been selling 
leathers of the better grade to the Shoe Industry. There may be nothing 
remarkable in this although our span of years does suggest a stability, 
an established quality somewhat beyond the ordinary. 


It is remarkable however that the feeling we ourselves have about 

Evans leathers seems to have gotten into the minds and hearts of 

such a large number of Shoe Men the country over. They buy 

our leathers with confidence—a confidence which increases 
with each new experience. 


We value this good will above all else and we like to 
believe that one reason why Evans users are such “‘long 
friends” is that from the very beginning they have found 
with us a “fair bargain and a right reckoning.” 


As manufacturers of leathers we make no claim of being 
miracle workers. Ours is no solitary height of perfection. 
Others make good leather. Evans makes good leather. 


In making good leather, however, we have developed 





certain finer adjustments of tanning and finishing pro- 
cesses which result in a uniformity of high quality. This 
standard many of our leading shoe producers and mer- 
chandisers have found of great value in maintaining 
constant leather excellence in their shoes. 
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Peacock (olors 


One reason for the distinct, unvarying quality of each 
EVANS brand is in the fact that our plant is laid out in 
separate unit factories, each specializing in certain skins 
and kinds of leather. 


This makes for a standardization of quality and produc- 
tion that best assures uniformity in the finished product, 
the shoe. 


There’s the unit devoted to the exclusive handling of 
Peacock colors. Here the Chevrettes are received from 
European and Oriental Countries. Some come from Java 
and India, to meet the demand for the peculiar texture 
found only in skins from these countries. 


The uniformity of Peacock Colors is due to this careful 
selection of the right skins and then the careful scientific 
treatment which EVANS gives. Our leader today is 


(hippendale Brown 


Made to match the shade of old mahogany furniture 
developed by age, this shade has become a standby in 
many famous shoe factories. 


All Peacock Colors are, of course, made in their 
separate plant by a special corps of operatives. 


The utmost regularity possible in run of color and same- 
ness of service is a natural result. 


JOHN R. EVANS & CO. 
Camden, New Jersey 
BRANCHES IN ALL LEADING SHOE CENTERS 





It Pays to Tell Your Cus- 
tomers Things Like This 


“ Just look closely at the coloring of 
this shoe. It’s an Evans’ Leather, 
their Chippendale shade. Our 
manufacturers tell us that it’s al- 
most impossible to get this color 
always the same. The Evans Com- 
pany seems to have the secret tho’. 
We always carry a stock in the 
Chippendale and its coloring runs 
as true as the old mahogany after 
which it is named.”’ 
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For Young Men 


Style R 27 


For early Spring and Summer 
square-toed preferences, Style 
R 27 will appeal to young men 
who are particular. 


The cut tells the story of the 
shoe’s attractive appearance. It 
is made of Tony Red Calf— 
than which no leather is more 
popular—over the sure-fitting 
always satisfying Marco last. 


Style R28—the companion 
style—differs only in the stock. 
It is made of Black Calf. 


Both these shoes are now in 
stock in Dept. 5, and large or 
small orders can be filled imme- 
diately. 


If you lack an attractive square- 
toed shoe, these numbers will 
prove profitable. 


Stock Book No. 32B is ready 
for you, if you want it. 


Company, Inc. 








The Stetson Shoe 


South Weymouth 90, Mass. 
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BURDETTS 


} Safe Tread Line 


ME NT 
N STOCK 


FOR AT ONCE SHIPMENT 
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Style 555—Growing Girls’ Blucher Oxford 
of Gallun’s No. 4 Tan Calf. Welt. 7/8 ““Wing- 
foot’’ Heel. 58 Last. Soft Toe, Blind Eyelets. 
SE Ow T. A, BG, Be ecccccccccoce $4.25 





Style 540—Growing Girls’ 2 in 1 Button 
Strap of Skinner's Black Satin. Turn. 8/8 
Wood Heel. 58 Last. 2% to 7; AA, A, 


Burdett’s SAFE TREADS is a Safe Line for You. 


These two shoes are new additions to our com- 
plete In Stock Department, where we have 75 
styles in Infants’, Children’s, Misses’ and Grow- 
ing Girls’ in Turns and Welts. 


Samples gladly sent. 
New complete color catalog just off the press is 
yours for the asking. 


“Safe Tread Shoes Sell to Sell Again”’ 


BURDETT SHOE CO. 
LYNN, MASS. 


Boston Office Changed to 183 Essex 
St., Rooms 401-402, from 207 Essex St. 
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Enter the 
WEDGE INSOLE 


WINDOW DISPLAY CONTEST 


TO-DAY 


If you’re not’all set to win the first prize of $100 in the Foot-Fitter Wedge 
Insole Window Display Contest, act now. Some dealer is going to get it, 
and if you want it, enter the contest today and put in your display at once. 


If you don’t get the big plum, you have 37 other chances to cash in on your display—38 
cash prizes are offered—Remember, this contest is part of our merchandising plan for big- 
ger Foot-Fitter sales. You positively can’t lose in entering this contest. A good window 
display when our big full-page advertisement appears in the Saturday Evening Post, Feb- 
ruary 24, is bound to boost your sales. This Wedge Insole advertisement in the Saturday 
Evening Post will be followed up by others right through the year. 


The contest lasts two weeks, February 19 to March 3. Size of display doesn’t count. 
Every dealer has an equal chance to win. But—the time is short. You must act at once. 
Write or wire for full information. 


EDMONDS SHOE CO. 


Note how Wedge Insole sup- 
ports foot in proper posi- 
ticn, preventing ‘“‘running 
over.”’ 







Foot-Fitters 


A A A CRT 
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Jel-Dels, in a complete succession 
of sizes and widths, turn qu, ETS 
and profitably. They are never 
stagnant, for parents are always 
demanding one type after another. 














UIA 


INIT 


JVM L 


STYLE 43—Welt STYLE 44—Welt 
Sterling Patent Colt Instep Strap ry J 
Pump. Perforated Vamp and Strap co a salam tiated 
24%4-7 Last 22 7-8 Heel A-D 21%4-7 Last22 7-8Heel AA-D 
1144- 2 Last 23 Low Heel A-D 1114- 2 Last 23 Low Heel A-D 


814-11 Last 23 Spr. Heel B-E 12 
6 -—8 Last 23 Spr. Heel C-E 874-11 Last 23 Spr. Heel B-D 
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MADE ‘TO GUIDE 
THE GROWING FOOT 


The merchant who features 
an entire assortment of 
Jel-Dels can chart the 
course of his children’s sales 
far into thefuture. Jel-Dels 
are so substantially made, 
so attractive and so highly 
satisfactory that particular 
parents appreciate their 
important function of guid- 
ing the growing foot. A 
pleasing — of youth- 
ful styles, at fair prices, the. 

STYLE 61—Welt will boost business in your — pele palate vn 
Growing Girls’ Russia Calf Lace Ox- children’s department. Shade. Perforated Vamp—Lace Row 


ford. Dark Shade. Perforated Vamp Write for color booklet and Quarter. 
—Lace Row and Quarter. Medallion containing price list and 2%-7 Last20 7-8Heel AA-D 


Tip. : : : 114%- 2 Last21 Low Heel A-D 
214-8 Last 40 AA-D other detailed information. 814-11 Last 21 Spr.Heel BE 

















_JELLY-DELANEY SHOE CO. 


LYNN, MASS. 


FINE WELTS 
For Ladies, Young Ladies, Misses, Children and Infants 











The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Largest Manufacturers 
of Fabric Footwear 


6 inne great plant, with its seven acres of floor 

space, has a daily capacity of 25,000 pairs of 
shoes. It is, without doubt, the largest factory 
in the world devoted to the manufacture of fab- 
ric footwear. 


Beyond the physical equipment, however, stands the 
record of seventy years of shoemaking—of successful serv- 
ice to the shoe merchant. Twenty of these seventy years 
have been devoted wholly to the production of fabric shoes. 


Complete equipment joins with thorough experience in 
guarding the reputation for quality and value of this line 
of shoes for men, women and children. 


Cushman- Hollis Company. 


EOCSTON OFFICE FACTORIES AND 
177LINCOLNST. HOME OFFICE 
ALBANY BLDG. AUBURN, ME. 
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Indications point clearly to a big and busy season fory Thre 
white and fabric footwear. Avoid the last minute rush, distr 
with its costly loss of business, by ordering whitej man} 
immediately. We are turning out the numbers shown reaso 
and many others, at full capacity. Large volume ojff best: 
production makes possible the quality and value oj stand 
this line, and at prices which are attractive to the whole 
dealer for unusual resale possibilities. 
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Cushman-Hollis Company. 


FACTORIES & HOME OFFICE ALBANY BUILDING 
AUBURN ME BOSTON 
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Three hundred dependable wholesalers, located at every 
distributing point, are ready to fill the demands of the 
many merchants who seek stylish fabric footwear at 
reasonable prices. Skinner’s Satin, Eve Cloth, and the 
best quality long staple cotton duck are but a few of the 
standard materials that go into our product. Ask your 
wholesaler to show you the complete line. 
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Cashman-Hollis Company. 


FACTORIES & HOME OFFICE ALBANY BUILDING 
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A business of our size and kind can 
only be handled by wholesale dis- 
tributors. It is impracticable to 
supply our retail merchants in any 
other way. 

Cushman-Hollis distribution is com- 
plete and nation-wide. This’means 
that there is a distributor near you, 
ready to serve you. Place your or- 
ders with him as soon as you can, 
and we know that you will be well 
served. 
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Korrector Last 


A special last for the 
broad jointed foot 








A Wonderful Shoe for Regular Sales 


ITH a slightly wider toe than the regular 
Truwauk last the Korrector serves that 
clientele who, as shoemen know, are the. most 
loyal of all customers. 
Still retaining the daintiness of the Truwauk 
Style, the Korrector last gives an ease and comfort 
to the broad jointed foot. 


KORRECTOR LAST 
IN STOCK 


Write for Trial Runs 
2271—Black Kid Oxford $7+0O 
2471—Brown Kid Oxford $7-50 


Truwauk cush- Truwauk dis- 
tons the weig)t tributesthe weight _rectsthe weight 





iI. MILLER & SONS, INC. 


ONE CARLTON AVENUE, BROOKLYN, NEW YORK 





CMDVAVS Ty IWO 


A 


FUGA IPD 
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e ANTICIPATING the de- 
mand for White Footwear, we 
have designed several new and 
exclusive patterns particularly 
suited to the use of white ma- 
terials. 


In every shoe, the beauty of the 
pattern is combined with that 


perfection of workmanship found 
only in Rickard Welts. 


The smart six-eyelet oxford here 
illustrated is a feature of our In- 
Stock Department, maintained 
for your convenience—and “at 
your service.” 






































RICKARD SHOE 
COMPANY 


HAVERHILL 
MASSACHUSETTS 
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IN STOCK 
for immediate delivery 


Genuine White Buckskin 


6 Eyelet Oxford 
Ivory Sole, 9-8 Ivory Heel 
Widths AAA-D 


Price $5.75 
Terms 2% 10; Net 30 Days 
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New Models From Our Spring Line 


We present here four of the striking new models in our 
spring line. Increased factory efficiency and the pride in our 
new productive capacity insure for our dealers merchandise 
they will be proud to sell, on a prompt date of delivery. 


IN-STOCK 






No. 321—Patent leather, Gray suede quarter. corps eee , 
Flexible McKay. 14-8 Covered heel. Widths ie. S85—Pacent leather, “Trixie,” Ftenitate 

: McKay, 16-8 Covered heel. Widths A to D. 
PA ee Ol $4.35 Price $4.00 | 














No. 429—Barnet’s Russia Calf. Goodyear No. 431—Black Vici Kid. Goodyear Welt. 
Welt. 10-8 Wingfoot heel. Widths A to D. 14-8 Wingfoot heel. Widths A to D. 


Pin nds edb da dense s Hess cade $4.00 PI eer Sel Ss eer $3.85 





Send for catalogue and price list of 
styles in stock awaiting your order. 


A. M. CREIGHTON 


Makers of Women's Shoes 
LYNN, MASSACHUSETTS 
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RUEPINGS WHITE KIN KIN 
SPORT SHOE LEATHER 


The Whitest White the Most Permanent White 


] 


In leather making a good clea port shoes. The sun doesn't turn 


white is the hardest color to it vellow. It cleans easily. 


] 

4 
ye “1 a: has f — ; ; 
get and the hardest to hold Made in twenty-five colors be- 
Rueping’s White Kin Kin Sport sides white 
{ee iMméthar firme % _ it ; 
Shoe Leather fas it and holds i When ordering sport shoes, be 
The superior tanning of Kin Kin sure to specify Rueping’s Kin 
makes white a practical color fos Kin for uppers and aprons 


Fred Rueping Leather Company 


| evoke meh mm Or- Teme, OE -eledet-dee| 





Branches sosto Cincinnati; Milwaukee; St. Louis; New York; 
San Francisco; Montreal; Northampton, England. 
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aye 


How do you want your shoes made? 


Mr. Merchant: 











COMPANY 





NASHVILLE, TENNESSEE 


Specialty Manufacturers of 
Popular Price Men’s and Boys’ Goodyear Welt Dress Shoes 


ADE every part SOLID LEATHE 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Look for the round the top 
























Six weeks from now will be 
Rubber Boot Time! 


If your stocks are not com- 
plete give us the order RIGHT 
NOW and be ready for the 
Spring demand. 

SAME DAY service on your 
orders. 


If our salesman has not seen 
you up to this time he will do 
so shortly — HOLD that FALL 
ORDER for him. 





Lots of new things in the 
big Goodrich line this year. 


THE B. F. GOODRICH RUBBER COMPANY 


New York Boston Akron Minneapolis Chicago 
Denver Seattle 


Kansas City 










You will be par- 
ticularly interested 


Goodrich "BOOT 
“HI-PRESS and | === 
“STRAIGHT-LINE 


RUBBER FOOTWEAR 


“BEST IN THE LONG RUN” 





7 





Don’t fail to have 
the GOODRICH 
salesman show it 
_ to you. 
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creel GREAT 1923 ADVERTISING - 
CAMPAIGN 





“on s 
coast ¢)° National advertising on The Correct Dodge Shoe for All 
nk Occasions will be read by over ten million people in two of 
eal the country s leading women’s publications—The Ladies 
— Home Journal and Vogue. This advertising, in generous 
ore sized space, is destined to create a good volume of business 


for every dealer handling The Correct Dodge line. 


Backing up this national advertising will be a complete line of dealer 
sales helps in he form of circulars, window signs, counter signs and 
newspaper advertisements. Many forms of advertising co-operation 
are offered the Correct Dodge dealer—to help make 1923 his best 
year n the point of sales. 






5p OD GE 


for all Occasions 


~~ The Correct 


DODGE 


for all Occasions 


The Bewt and Shee Keverder will appreciate your t the Pp won in replies to advertisements. 
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No. 829F “Susan” Blumenthal’s White Kid, 





No. 836F * Susette’’ Blumenthal’s White Kid 
with White Calf trimmings 9-8 heel, code 
“Toot,” price $6.10 





No. 821F “Dolly” White Brocade Satin, 14-8 heel 
code “Winner,” price $5.5 
carried at N 











carried at M-B-X 





NATHAN D. DODGE 
SHOE COMPANY 


Newburyport, Massachusetts 


Chicago San Francisco Pittsburgh 
Kansas City Boston Denver 


BOOT AND SHOE RECORDER 








45 








14-8 heel, code “Bluff,” price $5.70 No. 830F “Dolly’” Blumenthal’s White Kid, No. 827F “Mavis” Blumenthal’s White Kid, 
¢ ~N-KC 16-8 heel, code “Snowy.” $5.70 14-8 heel.code “Baby.” price $5.90 
carried at bX N-KC ie pols a # INLKC_C . carried S-D-K-M-C-B-N 


No. 828F “Mavis” Blumenthal’s White Kid 
16-8 heel code ““Cupid,”’ price $5.90 
carried S-M-K-D-N-C 






IN STOCK 


For All Occasions 






The attractive shoes illustrated here are a 
few of the leaders in the Correct Dodge line 
for the spring of 1923. They are typical of 
the genius of Dodge designers for creating 
and anticipating styles—rather than follow- 
ing the lead of other manufacturers. 









In no line of “turn” shoes will you get the value that 
is found in the Correct Dodge Shoes for All Occa- 
sions. They compare favorably with the best— 
yet their prices are reasonable and permit of a fair 
margin of profit based on a retail price that will 
build sales for any progressive dealer. 








Made through an exclusive process by specialists in 
the manufacture of “turn” shoes—they have 
f atures found in no other women's footwear. 
Among these is the famous “Sta-Up” built-in shank, 
which gives a handsome line to the arch and brings 
comfort and longer wear to the shoe. : 








Write for illustrated catalog and prices. 





IN-STOCK DEPARTMENTS 


B—179 Lincoln St., 416 Albany Bidg., Boston, Mass. 
X—108-110 Duane St., New York City. 
S—770 Mission St., Keil Bldg., San Francisco, Cal. 
K—Ninth & Main Sts., 215 Sheidley Bldg., Kansas City, Mo. 
C—19 South Wells St., 310 Less Bidg., Chicago, III. 
M—105 Bibb St., Cotton Exchange Bldg., Montgomery, Ala. 
Corner Arapahoe & 15th Sts., Room 414-415 Meacantile 
Philadelphia p_Bidg., Denver Col. 
Szattle N—Newburyport. 
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Thomas Beard, the first American shoemaker, landed on the 
shores of New England in 1629. His was a one-man organ- 
ization,—buying, manufacturing and distributing. The 
honest efforts of this pilgrim pioneer founded the shoe- 
making industry of the United States. 


LATER day pioneer in the shoemaking history of the United 
States was William B. Rice, a founder of the present firm of Rice 
& Hutchins Inc. Mr. Rice’s genius lay in his ability to build the 
organization that gives New England made shoes to the entire world. 


He harnessed the machines of progress and invention to loyal work- 
manship—then set in motion the most efficient shoe distributing system 


ever moulded. 


Today millions of people wear Rice and Hutchins New England made 
shoes. More than 35,000 successful-retailers depend wholly or partially 


on these sales for profits. 


RICE & HUTCHINS 


INCORPORATED 
BOSTON U.S.A. 


New England Makers of 


(a 

















a 








Shoes for 57 Years 
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If the South Says Whites— 


What Does It Mean to You in Your Community with the Possibility 
of an Early Season and Extremely Slow Production 
of Fancy Cut-Out Types 


HE South says whites—with unmistakeable em- 

phasis. Industry gets a glimpse of what will be 

nationally saleable because the playgrounds of 
the South indicate months in advance of the regular 
summer season that white has returned to its own. 

The “season of whites’’ of last year was a mistake 
of fashion. Instead of white it was black, and patent 
at that. Many merchants got caught with whites in 
fabrics and may even yet have some on hand. More 
faith can now be put in the trend of style revealed by 
the South in the popularity of whites this season. 
Whites are not seen in few pairs but in the greater per- 
centages—for sport, for walking and for informal dress. 

Winter travel is becoming increasingly popular and 
vacation periods are now quite as often in winter as 
in summer. A trip to the other side of the country or 
around the world is an incident of conversation, and 
not, as it was once, the event of a life time. Holiday 
trips may be made from Florida to Maine or San 
Diego to Seattle, and the public which can afford the 
price may vary the recreation by a week in the tropics, 
one in a mid-way springs resort, and then a cold plunge 
into zero weather for the vigor of winter sports. 

All this contributes materially to the sale of foot- 
wear and apparel. A thorough shoe store may be 
called upon to furnish to the one customer as wide a 
range of footwear as would be needed in the places 
aboved mentioned. In fact, that is precisely what 
made possible such a big sales slip as we showed last 
week wherein one customer bought over $1400 worth 
of shoes in one store at one time. 

The South says whites and in this issue we reveal 
“where” and “how” and “what” in whites. 

Why talk about whites so early? Because seasons 


came tumbling over one another—no longer regular— 
but fashionably irregular. 

Get your fancy whites in éarly so that the first 
weeks of demand will show you what your public 
wants. The far South found plain whites leading, with 
a surprising interest in delicate trimmings, and in 
better qualities. Whites are in for a good long season 
in the South—from January to October—not that the 
stores will sell everything in whites to everybody— 
but the volume in comparison with other years will 
be greater. 

The South says white. We predict earlier whites in 
the North. Get them in early, and out of stock early. 
The conservative merchant having some assurance 
that whites are good would do well to have the best 
slippers and sandals on display so early as to make 
the high point of sales sometime before July 1—then 
taper off, unless really torrid weather appears. The 
extremes of weather may meet in 1923, in which case 
play it by the thermometer. 

Why buy whites early? Factories making fancy 
shoes with many cut-outs are up against a hard prob- 
lem. Cutters are scarce, cutting fancy holes is expen- 
sive and stitching around is no easy matter to be fol- 
lowed by the cutting out of the lining. With each 
hole figured at three-quarters of a cent and three times 
that for the labor items you have only to ask for 40 
holes per shoe to see the cost of fine shoes go up. Forty 
times three times three-quarters and this in one shoe 
is some extra expense. Production volume is cut in 
half because of the time consumed in patterns and 
cutting. Put on top of this the item—zmaterials in 
white leather, buck and fabric. Slow shoe making 
makes imperative the placing of white business early. 
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With high colors in the designs of blouses, scarfs, 
skirts and custumes—the white of summer is more 
pleasing to the eye. 

Fashion is running riot in colors. The mere fact 
that shoes cannot keep pace with the mulberry, pink, 
orchid and pastel colorings gives more assurance to 
the stylist of shoes that white will harmonize best with 
them all. It is fashion that finally sets the season’s 
business, so in this issue our facts are before you—it 
rests with you in your community to balance the news 
we give with the conditions which reveal themselves to 
you now and later. 

We find that the South says whites! 





The Dealer and the Style 
Problem 


HO is it that sets the shoe styles in your town? 

Does the public run your store or do you run it 
yourself? Do the local dealers, yourself included, work 
along with one ear cocked to hear the call of public 
whim? 

This perhaps is putting it a little strong, inasmuch 
as it is always to be recognized that you cannot abso- 
lutely force people to buy; but you can guide the crowd 
by pushing it along steadily the way you want it to go, 
and you can do this with multiplying effect if you all 
work together. 

We fully believe that retail shoe merchants in general, 
for some years past, have failed to take advantage of the 
possibilities in directing trade and guiding it, within the 
limits of reason. 

Dealers have been too anxious; they have chased 
after every whim that came up, in a vain effort to 
stimulate sluggish trade. Under present conditions, 
shoe selling is occasionally bound to be a little bit dull. 
This must be taken into consideration. There are oc- 
casions when the community is apparently surfeited 
with shoes, and when no concessions in price and no 
dangling of new styles before the eyes of the public will 
bring much of a rush in shoe purchasing. 

Consider the great fact that in all modern lines of 
merchandising, style is an element of vast importance. 
It necessarily follows that unless the shoe dealer not 
only keeps up with fashion so far as knowing in a gen- 
eral way what are the new things, but also uses a strong 
guiding hand in informing and directing public taste, 
he will be at the mercy of all imaginable public whims. 

Here is one point which offers the strongest of induce- 
ments for the formation of local organizations of shoe 
dealers. There are scores of towns where a frank and 
free meeting of dealers, a thorough talking over of the 
situation, and an agreement faithfully carried out to 
work in a general way toward consistency in styles, 
would save the right side of the profit and loss totals of 
the trade in that town. 

The retail merchant must have more to say about 
what shall be considered the proper style in shoes. 
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We believe that in the beginning of the present era of 
prevalent freaks, if efforts had been made by leading 
shoe stores to get it fixed in the public mind that a freak 
shoe was not an article which should be worn for formal 
dress by people of taste, the freak would have been put 
in its proper place. : 

Freaks and extreme novelties would still have sold 
because some people, young men, for instance, and a 
good many women, are fond of cutting loose with some- 
thing fancy. They could have indulged their whims 
without overturning or even jarring the foundations of 
good taste in dress, and without creating such a rush 
for freaks as to upset and demoralize the shoe stocks of 
the whole nation. We believe no better advice can be 
given the retail trade at this time in a general way, 
than just this: 

Get together on shoe styles and have more to say 
about running your own stores. 

You have to supply public demands; that is per- 
fectly true. We have this fact in mind always; but keep 
this other fact also in mind, that while you cannot 
compel the public, you can influence and guide and 
sway the public, if you go at it in the right way. 





Prosperity Is Growing 


AS an indication of the growing prosperity of the 
people the report of the Comptroller of the Cur- 
rency for 1922, shows that the amount of money in 
circulation per capita increased from $34.35 to $39.86 
and the population from 99,000,000 to 109,700,000 dur- 
ing the period July 1, 1914 to July 1, 1922. 

In the opinion of the Comptroller, there must always 
be a certain proportion of unemployment owing to in- 
dividual and economic maladjustment. He feels that 
industry and commerce have derived more advantages 
from the last year than has agriculture. It is claimed 
that the demand for agricultural staples has improved, 
but the improvement has not kept pace with the like 
progression in many of the other departments of busi- 
ness. 

The banking power of the United States, June 30, 
1922, measured by the capital, surplus and profits, de- 
posits and circulation of all reporting banks, including 
national banks and Federal reserve banks and es- 
timated figures for non-reporting private banks, ag- 
gregating $50,175,300,000 which was $1,955,400,000 
greater than the total banking power June 30, 1921. 

The number of banks and the proportion of the ag- 
gregate banking power contributed by each class of in- 
stitutions is shown in the formal statement as of 
June 30, 1922, with the amount of increase since June 
30, 1921. 

Although the number of associations was decreased 
from 216 in 1921 to 204 in 1922, the aggregate clearings 
during the year ended September 30, 1922, were 
$380,482,992,000, or an increase of $5,667,611,000 over 
the clearings for the year ended September 30, 1921. 
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Boot and Shoe Recorder CREED 


Getting More Shoes Sold Right: not only “more” but “right ;” 
the right wearer, in the right fitting, for the right price, at the right profit. 


sold for the right purpose, to 
This is the great 
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problem of the retail shoe merchants. The chief purpose of the Boot and Shoe Recorder is 
to help solve it; for this is the basic problem upon which depends the progress of the 
entire] allied industries relating to shoes and leather; their production and distribution. 
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The Safest Bet Is White. ..... MELT S 50 


With bright-hued dress fabrics, white footwear 
will surely harmonize, says{color expert. 


Manufacturers to Work withjMerchants 
in Planning Next Convention........ 53 


All differences settled and “‘best convention 
ever”’ is assured 


The South Says Whites................ 54 


Telegraphic reports show that while wave is 
sweeping the country south of the Mason and 
Dizon Line 


Active Consumer Demand for Silk Hose .62 


Sheer silks by no means\dead and whites with 
colored . lock ings will be 


White Shoes Endorsed at Fort Worth 
CI iis, Soo aie. de és wore 64 


Merchants from Oklahoma<and Teras stress 
the prevailing style trend 


Better Merchandising; Better Business 


NT ALRITE Te 67 


Pennsyivania association discusses how best 
to sell the new Spring footwear 





In his able article, “A Review of Business Paper 
History,”’ Jesse H. Neal has this to say: 


“It is more than a coincidence that the United 
States leads the world in the number and char- 
acter of its business papers, as well as in 
industrial achievement.” 


Industrial achievement and distinguished business 
papers go hand in hand. Whether the chicken or 
the egg happened first is irrelevant to the sub- 
ject. 

Suffice it to say that the retail merchants of our 
great country are the best read merchants in the 
world. Their success has come from knowing how 
to buy, sell and keep shop efficiently. Their 
omniverous reading of well-edited business papers 
has given them the wherewithal to succeed. 

Merchants in many foreign countries do not have 
American quality business papers to read. AS a 
whole they grade far below our American mer- 
chants. 
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Society Women Snapped at Well Known Winter Resorts 


The Safest Bet Is White 


HITE footwear is to be increasingly in evidence 

W\ during the coming Spring and Summer and 

the sales will yield a large profit to all retail 
shoe merchants who prepare for the demand that is 
certain to develop. 

And here is the basis for this forecast. During the 
Summer of 1921, when women in France resembled a 
skyrocket bursting into an aurora borealis, a charity 
event was advertised at which new fashions would be 
presented and sponsored by the nobility of France. 
Intoxicated with the vogue of color, the dowagers and 
mademoiselles of the French capital hastened to the 
charity event for a new thrill in color to find only 
girlish mannequins attired in simple dresses of white. 


The Start of the White Wave 


From this example of beauty in simplicity sprang a 
new and cumulative movement towards white. The 
first step, was the introduction of white in the reigning 
colors which gave us pastels in variety and which are 
now well established in both New York and in the 
French capital. 


Afterwards, so far as France is concerned, white took 
first place with the exclusives which led to the intro- 
duction of ivory and pearl gray, beige and a pure tan 
without a mixture of any sort. 

Noting all this, manufacturers of fine woolens the 
world over, especially in England and in Scotland, 
chose white as a base in the preparation of spring 
woolens especially those appropriate for country club 
and all outing wear. 

A furthering of this movement came when American 
merchants imported Scotch and English woolens having 
white grounds decorated with colored. yarns in the 
proportion of 90 percent for the white grounds and ten 
percent for the decorative colors appearing in block 
check formations. In extreme cases the center of the 
block check measures ten inches square. We state this 
to prove that white is the base for the Spring and Sum- 
mer color movement. 


The Vogue of Printed Silks 


Further indication of an expanding vogue for white 
or its equivalent is the introduction of ivory pendants 
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Even the Dog is White with Colored Trim 


to be worn about the neck by women of fashion instead 
of ornament in brilliant colors affected by those who 
favor,striking effects in dress. 

Coincident with the adoption of white as a base for 
decoration in colors and a solid comes a vogue of 
printed silks the decorative features of which are drawn 
from every land and clime where color is known and 
appreciated. 

The logical conclusion seems to be that with color 
represented in printings, a contrast is afforded by white 
footwear. An aid to satisfying women clamorous for 
color may be found in hosiery with colored clockings 
applied to white grounds. 

Jewel colors are the safest for decorative purposes 
since they will tone in with jewels worn by women who 
go the limit in any fashion in the realm of dress or 
personal adornment. The safest jewel colors are ruby, 
blue, topaz, amethyst, jade, and coral. 

The Recorder arrives at all of the statements in the 
foregoing after patient and continuous investigation in 
all of the European and American fashion centers where 
fashions have their rise. 

In Paris, all white dresses had important representa- 
tion with Madelene and Madeliene at their opening 


on February 1. It was this firm who last fall intro- 
duced a metallic costume in pearl gray and is famous 
for breaking new ground in fashions. 


An Endorsement of Our White Forecast 


Another endorsement of the Recorder’s forecast for all- 
white footwear is presented in the appearance of matt 
crystals for decorative purposes and their association 
with onyx. Matt crystals are those softened so as to 
reflect less light than ordinary crystals. 

Subscribers who closely follow the style forecasts of 
the Recorder will doubtless recall that on September last 
crystals with onyx were selected as the new David 
appearing for the purpose of knocking out the color 
Goliah in what would probably be a twenty-round go. 

In recognition of a new high light in the field of 
decoration it may be said that crystals and rhinestones 
have been taken up by some milliners as the leading 
ornamental feature. 





Golf Grain the Latest 


At the N. S. R. A. convention, Jesse Adler, one of 
the best known retailers of men’s shoes in New York 
City, predicted that Scotch grain would prove one of 
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Whites Trimmed with Colors Are Frequently Seen 


the good sellers throughout the spring and summer 
seasons. The sale of this leather, he thought, would 
be especially strong among younger men who play 
golf and like a golf type of shoe for street wear. Several 
other merchants took exception to this prediction on 
the ground that Scotch grain is very heavy, bulky and 
for this reason undesirable for warm weather footwear. 
These merchants were of the opinion that a leather 
similar in appearance but lighter and more pliable 
would probably prove popular. 

Carl E. Schmidt & Co. of Detroit, have developed 
such a leather and named it “Golf Grain.”” The new 
leather has a pebbly surface similar to Scotch grain, 
but is not hard and boardy as is the imported leather. 
While it is soft and pliable, the pebble effect is not 
lost in process of lasting. 

Golf grain was designed especially to meet the need 
of a distinctive leather to be made up with rubber or 
crepe sole for golf wear, and is produced in weights 
suitable for both men’s and women’s shoes. 


“Sinew-Oke” Name of New Vaughan 
: Sole Leather 

Geo. C. Vaughan, tanner of Ivory White sole leather, 
Peabody, is bringing out a new leather for sport shoes, 
called “Sinew-Oke.” It is tanned in chrome, and re- 
tanned in extract, so that it has the strength of chrome 
and the fine appearance and flexibility of a vegetable 
tanned leather. It is handled in the shoe factories the 
same as any other leather. It takes a handsome finish 
on the bottom, especially when finished natural, the 
color being light, and the grain fine and clean. Its edge 
sets handsomely. The leather is light in weight, so 
shoes made of it are light in weight. Also, the leather 
is flexible. Welt sewed shoes, with Sinew-Oke bottoms, 
may be flexed like a flexible McKay. The leather is 
made in various thicknesses, and, besides being used 
for sport shoes, it is also used for stitchdown shoes and 
for soles on moccasins. Also, some of this leather is 
given a special waterproof process, and used for soles 
of work shoes and hunting boots. 
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Manufacturers to Work with Merchants 
in Planning Next Convention 


N.S. R. A. to Have the Active Support of the National Boot and 
Shoe Manufacturers’ Association 


the National Shoe Retailers’ Association, and 

the other, led by A. J. Sweet, representing the 
National Boot and Shoe Manufacturers’ Association, 
met Wednesday, February 7, in New York City and, 
after conference, reached an agreement that the Na- 
tional convention in 1924 shall have the good will and 
active support of the members of the latter association. 
The convention, as previously an- 
nounced, will be in Chicago, Febru- 
ary 11, 12, 13 and 14. 

The pledge of support received by 
the N. S. R. A. was brought about, 
at least in part, by the concession 
made in changing the date from the 
second week in January to the second 
week in the following month. 


r IWO committees, one the executive committee of 


To Work in Harmony 


It was brought out at the meeting 
that this change of date is certain to 
do away with frequently voiced criti- 
cisms of the N. S. R. A. convention 
policy. Manufacturers will lend 
their support and shoe travelers will 
be asked by the firms they represent 
to spread the gospel through their 


territories. A. J. SWEET 


Chairman of the Manufacturers’ Commil- 
tee who will work with The N.S. R.A. 
Convention Committee 


This is the second meeting of these 
two committees, both authorized to 
act in the name of their respective 
organizations. At the first meeting, a suggestion was 
made that the convention and exposition should be 
representative of the entire trade and that all branches 
of the trade should have a voice in its management. 
This idea was temporarily laid aside at the meeting 
last week, but the N. S. R. A. executive committee 
agreed to a suggestion that they work in conjunction 
with a committee of manufacturers in planning and 
managing the big affair next February. 


Executive Committee to Act for N.S. R. A. 


The N. S. R. A. convention committee will be its 
executive committee. The manufacturers will be rep- 
resented by the men comprising the committee attend- 
ing the conference, of which, as noted before, A. J. 
Sweet is chairman. 

It is now the belief that all differences have been 
swept aside and that the N. S. R. A. convention and 








exposition will be, in consequence, the biggest and 
best ever held by any industry in this country. 





Ohio Merchants Arrange Program 


An unusually interesting program is being arranged 
for the annual convention of the Ohio Valley Retail 
Shoe Dealers’ Association which will be held at Colum- 
bus, Ohio, at the New Southern Hotel 
on March 5,6 and 7. President Seaton 
Alexander of the above association 
and Louis Bamberger, president of 
the Columbus Retail Dealers’ Asso- 
ciation, are working with all their 
might and expect that this conven- 
tion will far surpass any of the State 
conventions yet held. 

On February 7, at the New South- 
ern Hotel a regular meeting of the 
Columbus Retail Shoe Dealers was 
held, at which time final plans and 
preparations were made for the many 
activities that are to be held at this 
convention. From the reports made 
by the several committee chairmen, 
the plans for the entertaining of the 
visitors exceed any plans ever made 
for such a meeting. 

On Monday night, March 5, a stag 
party and style show will be the 
main feature, while the ladies will be 
entertained at a theater party. Tuesday night a ban- 
quet will be held at the Elks’ Club for the retail mer- 
chants and their wives or sweethearts. On Wednesday 
night, which is the closing night of the convention, a 
grand ball will be held at the Winter Garden of the 
Southern Hotel. 

Perry W. Smith of the Ohio Shoe Travelers’ Associa- 
tion is chairman of the dance committee. 

Harry Zavits, chairman, with Henry F. Hageman, 
Perry W. Smith and “Al” Carlisle, constitute the Hotel 
Reservation committee, and they wish that all those 
who have not as yet made reservations to this conven- 
tion would attend to this matter at once as they have a 
few accommodations left for those who make haste. 
Mr. Zavits can be addressed care Petots, South High 
Street, while Perry W. Smith and Al. Carlisle can be 
addressed care the Ohio Shoe Travelers’ Association, 
Commerce Building, Columbus, Ohio. 
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HE South says white! 
When one wants to know what will be worn 
throughout the country during the summer 
season, it is a wise bet to see what shrewd Southern 
merchants have bought for their Summer season which 
begins weeks before people north of the Mason and 
Dixon line begin to think of donning their light weight 
wear. 

With that in mind, the Boot and Shoe Recorder sent a 
long telegram to a number of successful retail shoe 
merchants in Southern cities and here is what they 
told us: 

75 Percent White Fabric 
in St. Petersburg 


Expect to sell more women’s white shoes than last 
year. At least seventy-five percent will be fabric one 
and two-strap welts. Eight to twelve-eight heels with 
white buck or side trimmed, look best to me. Very 
little demand for colored trimmings—W. L. Tillinghast, 
St. Petersburg, Florida. 


More White Leathers than 
Last Season 


Indications for more white leathers than last season. 
Attractive styles in fabrics will be good. White 
trimmed safest. Seventy percent white and fancy 
trimmings on cut-outs and inlaid oxfords and straps. 
Ten-eight bloc heels and flat heels on sport. Thirteen 
and fourteen-eight Spanish and Junior heels for dress— 
Dave Rich, Birmingham, Alabama. 





































White Kid Predominates on 
Florida East Coast 


We are having very nice business on white kids and a 
few buckskins but white kid is predominant in shoes 
for women. We are selling more combinations in 
whites and blacks than ever before—Anthony Bros., 
West Palm Beach, Florida. 


White With Trimmings to Sell 
Only Moderately 


Every indication it will be the biggest white season 
we have ever enjoyed. Expect to sell considerably 
more than last year. In this country white kid will pre- 
dominate heavily—white Nubuck good—fabrics poor. 
Off hand would say white kid will sell seventy-five 
percent. Types strap effects in all-over plain white 
kid welts and turns; also white kid oxfords good in 
welts. White with trimmings very moderate—Gudes, 
Inc., Los Angeles, California. 


Buck Leather Good in Oxfords 
and Sport Straps 

Regarding whites only. This city not considered 
South. Expect approximately same volume as last 
year with more kid and. bucks. Considerable less 
fabrics—a few white kids trimmed with patent. 
Leather and wood Cuban heels on oxfords and straps— 
Louis heels on straps and tongues, kid only. Fancier 
patterns will run in kid. Bucks good in oxfords and 
sport straps. Heels ten to thirteen-eight will sell. 
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Predict increased sales of kid on account of trade 
desiring light airy shoes in this section. Our opinion is 
that pattern will be the important question in selling 
white footwear. They must have style—Chester 
Herold, San Jose, California. 


White Kid Also Leads on 
the West Coast 


We expect unusually big white season. White kid 
will lead with white buck and Nubuck second—white 
fabric third. Very small percent of styles with touch of 
black trimming. Sport styles in all white leathers will 
go big—Quality Boot Shop, Long Beach, California. 


Bigger White Season 
Than Ever Before 


We anticipate a bigger white season than ever before. 
Forty percent kid, sixty canvas. Cut-out effects in 
oxfords and straps will have the call in all white, also 
with colored kid trimmings. Low box heels will be 
very strong—Imperial Shoe Store, New Orleans, La. 


Sixty Percent White Fabrics 
in Arizona 


We will sell more white shoes than last season. 
Sixty percent will be fabrics and forty percent buck and 
kid. Only ten percent with trimmings. Oxfords with 
medium and low heels will lead, with straps second. 





miata 









Some covered 


Seventy-five percent will be leather. 
heels in kid and fabrics in straps and small tongue 
Colonials will be sold—H. A. Diehl Shoe Company, 


Phoenix, Arizona. 


' Sale of White Footwear Will 
Be Larger than Ever 


I believe that the sale of white footwear will be 
larger than ever. This year the demand here will be 
for fabric. Very small percent in kid and calf, strong 
for fancy trimmed. There will be a large demand for 
black and brown trimmed—Joseph W. Clisby, Macon, 
Georgia. 


Turn Sole Slippers 90 Percent 
All White 


We thought that last year was a big white year but 
all indications this year point to such a large demand 
that last year’s figures will seem small by comparison. 
Our purchase of high grade white slippers with turn 
soles will run ninety percent all white and ten percent 
trimmings of green, red, gray, blue and black. We have 
bought in turn soles, ninety-five percent white kid and 
five percent white fabric. Turn sole patterns, ninety- 
five percent straps and sandals and five percent small 
tongues. Heels, thirty percent French and Spanish, 
thirty percent Juniors and forty percent box. Welt 
sole purchases run thirty-five percent white kid and 
white buck and sixty-five percent white fabrics. Welt 


1h 


— 








BOOT AND SHOE 





RECORDER 


February 17, 1923 






































sole patterns run seventy percent straps and sandals 
and thirty percent oxfords—Krupp and Tuffly, Inc., 
Houston, Texas. 





Straps and Tongues Running 
Even Race 


FromY present indications, this will be the biggest 
year yet for white footwear. Surprised to find from 
our stock records that we are selling as many white kid 
as we are fabric which is unusual. About twenty-five 
percent trimmed and seventy-five plain white. At 
present we are selling about fifty percent straps and 
fifty tongue pumps. Low heels predominating on sports 
and fourteen to sixteen-eight heels on dress slippers.— 
Geo. E. Whitten, Burdines Sons, Miami, Fla. 


Leathers to Outsell Fabric 
Three to One 


Indications are will sell heavily on whites after May 
first. Figure fully eighty-five percent all-over white 
against fifteen percent white trimmed in colors. White 
fabrics figure about twenty-five percent against seventy- 
five percent in leathers. No tongues, practically all 
strap effects with some oxfords mainly in sport styles. 
Colored trims in white leathers confined to twelve- 
eight heels down to nine-eights and all to wear with 
sport costumes. Last year was heavy on solid whites. 
Expect this year to be fully as good—Volk Bros. Co., 
Dallas, Texas. 











Urges Fancy Patterns With 
White Kid 

White will undoubtedly be big this season, both 
leather and leather with fabric far out-selling the 
fabrics. Large percentage plain white or white with 
white trimming. Think low heel strap fabrics with 
white trimming, white kid with fancy patterns and 
white Nubuck flapper type will have the largest sale— 
C. H. Baker, Los’ Angeles, California. 


Twenty-five Percent More 
than Last Year 


Expect to sell at least twenty-five percent more 
white footwear than last season. Early Easter will 
strengthen and make demand earlier. Fabrics about 
eighty-five percent but kid will be good. About one- 
third trimmed with white black and colors. One-strap 
pattern with fourteen-eight to eight-eight heels best 
type with sport styles strong—M. A. Condon, Charles- 
ton, S. Carolina. 


Strap Effects Favored 
for Higher Heels 


Expect to sell more white goods, both cloth and 
leathers. Fifty-five percent leathers—45 percent cloth. 
All white effects best. Fancy patterns in strap sand 
oxfords with 10 and 12-8 Cuban heels strongest in 
demand. Strap effects favored for higher heels—G. P. 
Golden, Jacksonville, Florida. 
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Sixty-five Percent Plain Fabrics 
in Arkansas 

We are anticipating a big white footwear season to 
equal last season or to surpass it. Our guess is that 
sixty-five percent will be plain fabrics, twenty white 
trimmed, fifteen leather one and two straps small 
tongue and oxfords. Heels, eight-eight to fifteen-eight 
—Joe Hart, Helena, Arkansas. 


Bigger White Season 
than Last Year 
Bigger white season this year. White fabric sixty 
percent, white fabric leather trimmed twenty percent, 
white kid fifteen percent, white buck very small— 
Byck Bros. Co., Atlanta, Ga. 





Iowa Association Meets March 5, 6 and 7 


There is nothing slow about Iowa shoe men. They 
know they are going to have a convention every year 
beginning the first Monday in March. As soon as one 
convention is over they begin to get ready for the next. 
The shoe merchants and shoe travelers work together 
on these annual events. This year the program was 
completed nearly 30 days in advance of the convention. 

Throughout the year notes and data on shoe condi- 
tions, general industrial and agricultural conditions are 
collected. Key men in the industry are consulted and 
from information thus obtained the program is made 


up. 


et 








The Traveling Men’s Auxiliary takes charge of the 
entertainment features of the convention, prepares the 
program and finances the entertainment. On Monday 
night separate entertainments are furnished for the 
men and the women. Then on Wednesday night is a 
big banquet, after-dinner talks and a dance. 

Another division of the Iowa Association is the Wom- 
en’s Auxiliary. The Des Moines city association rules 
provide that the wife of the president automatically 
becomes chairman of the Women’s Entertainment 
Committee, and through this plan a working organiza- 
tion is always ready to function when entertainment is 
to be provided. 


The Program in Brief 


The program can be summed up under five general 
headings: 

(1) Inspirational Talks. 

(2) Business and Financial Conditions. 

(3) Current Styles—What to Buy. 

(4) Today’s Merchandising Problems. 

(5) Entertainment. 

These are the things concerning which merchants are 
seeking information, the things they must know about 
if their business is to prosper. 

That’s why it pays to go to conventions. That’s 
why it pays Frank M. Nebe, president of the Iowa 
Association, and the bunch of live-wire Hawkeye 
merchants to put their best thought and effort into 
convention building. 
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Ta bel uy hile / 


All Indications Point to a Big Season for This Favored 
Footwear; All White Expected to Predominate 
Over Combinations 


By EARL C. LOGAN 


upon which to predicate a forecast of what will 

* really sell best in white footwear when the sun 

shines warm enough to make white really popular the 
country over. 

The first source is the big city merchants who have 
outfitted the birds who annually fly South for the 
midwinter social season. The second source of infor- 
mation is the manufacturers who have shipped white 
footwear to their customers in southern resort cities. 


r NHERE are two reliable sources of information 


White Leather Good All Season 


From both of these sources a few significant facts are 
readily obtainable. In the first place, all indications 
point to a big white season and it also indicated that 
white leathers are going to be very popular throughout 
the season. 

White footwear naturally classifies itself under two 
general headings—sport welts and dressy turns. 

Under the welts, the principal division is between all 
white buck and calf, and these same white leathers 
trimmed with contrasting colors. All white buck has 
been a favorite among the selections made by women 
for their Southern vacation trips. White buck trimmed 
with black calf and white buck trimmed with brown 
calf have also been good selling numbers. All of these 
are made on lasts more or less ““broguish” with low flat 
heels, carrying either white leather soles or rubber soles 
to suit the taste of the purchaser. 


A Wide Variely of Patterns 


Patterns vary quite materially. Some of them are 
plain lace oxfords with perforated tips, stays and 
foxings. Others have gore fronts with shawl tongues, 





Pattern Salida noted in white shoes; either in white buck or kid over fabric or leather; or in colored leathers over white. 


while still another type of pattern is a lace oxford with’ 
colored shawl tongue, with tips to match the tongue. 
Frequently a wide strap of colored leather running from 
each side of the sole at the instep and fastening with a 
harness buckle on top of the instep is added to the 
decoration of the shawl tongue. 

Sandal effects with various cut-out designs and 
strapped and buckled in various ways are made of 
white calf. In most instances, this type is made with 
plump turn soles and low box wood heels. 


White Fabrics Due Later 


White linen with welt soles has not been sold to any 
great extent to the women of society who have migrated 
Southward for the late winter season. This should not 
be taken to indicate, however, that white fabrics with 
welt soles will not be good when the white season gets 
into its full swing during May and June. It possibly 
indicates, though, that the plain ordinary white oxford 
with welt sole will not prove the big seller that it has in 
past seasons, but that it will have to share a place with 
white fabrics of the turn sole variety, both Colonials 
and straps, decorated with leather trimmings of white 
or colors. 

For afternoon and other more dressy occasions, white 
kid and white calf with turn soles, have been freely 
purchased by tourists. 


No One Pattern Predominant 


To describe the patterns that have been among the 
big sellers would be as difficult as to describe the per- 
sonalities of the thousands of purchasers. Fortunate 
it is that the demand has not centered upon any 
particular pattern, style or height of heel. 
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Whe boa sayp hile! 


Small tongue Colonials with gore front or one-eyelet 
tie surmounted with black cut steel or jet buckles have 
been popular sellers in several of the high grade stores 
of Chicago, Detroit, Cleveland, St. Louis and other 
cities where the merchants prepare a special line of 
footwear for tourist customers. 


High Vamps Have Sold Well 


In other stores, strap effects of the D’Orsay type have 
proven more popular than tongues. As a usual thing 
the vamps come well up over the front of the foot with 
a circular effect, being cut down well toward the sole on 
both sides of the shank. The quarters are high, form- 
ing a strap which comes well up into the bend of the 
ankle. Probably 85 percent of all of this type is plain 
white, while the remainder is almost entirely decorated 
very lightly with trimming of black. Sometimes it is a 
stitch, other times a piping, and again an overlay or 
underlay of patent. Frequently the patent trimming 
forms a band or a series of strips forming a collar 
around the vamp. 

More frequently than in previous seasons is seen a 
trimming of this sort made of red, purple, maroon, or 
jade in kid or calf. Although there seems to be a 
growing tendency toward a decoration of these colored 
leathers over white, yet they have not reached the 
point where they are producing any large volume of 
business. 


Bright Colored Trims Will Not Give Volume 


As one prominent Chicago merchant expresses it: 

“These trimmings of high colored leathers over 
white kid or calf are bouquets for the table and not 
real bread and butter. Every high grade city store must 
necessarily feature some of these highly decorated white 
shoes, but in our opinion the merchant who would pin 
his faith to them as big business getters will find himself 
trying to eat the bouquet on the table, when he really 
needs a good substantial meal in his stomach.” 

The popularity of patent leather trimming on white 
kid will undoubtedly be followed by similar decorations 


In general, fabric shoe patterns follow those of the leather shoes except in the matter of cut-outs, which, in fabric shoes, become overlays. 


on white fabric. Already a number of the big city stores 
are showing white fabrics thus trimmed, many of them 
made with black celluloid covered heels varying all the 
way from 8-8 to 16-8; also white fabrics trimmed with 
high colors in leather are being shown as a try-out for 
the forthcoming white season. Even in the fabrics, 
these colored trimmings are meeting with quite a little 
favorable comment. 


Big Sport Season Ahead 


White fabric does not lend itself well to cut-outs, 
and so in the sandal effects where the white leathers 
show cut-outs, the white fabrics are being made with 
overlays of white calf and kid. Patterns in the fabrics 
follow as closely as possible the patterns shown in the 
leathers. , 


Every indication points toward a big sport season in 
footwear for both men and women, and while at the 
present time the great bulk of the sport shoe business in 
women’s footwear is on two-tone tans and ooze of 
various shades from a light beige to a dark brown 
trimmed with contrasting or blending shades of calf, 
there is no doubt but that sport styles in white and 
white trimmed with colored leathers will be a big 
feature of Spring and Summer footwear business. 





Blue Ribbon Advertising Error 
Corrected 


In our January 20 issue, showing the N.S. R. A. Blue 
Ribbon Winners, an unfortunate error occurred in the 
A. S. Kreider Company and the Harper Kirschten 
advertisement. 

The shoe shown in the A. S. Kreider Company ad- 
vertisement was the shoe that won the Blue Ribbon in 
the Harper Kirschten display, and the shoe shown in 
the Harper Kirschten ad won the Blue Ribbon in the 
A. S. Kreider Company display. 


The Recorder regrets very much the error that has 
caused an embarrassment to both houses. 
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The cut-out as a decoration has revived 
the white leathers for summer footwear. 
Some of the new one-straps have as 
many as twenty cuts to a shoe—the sandal 
type is looming up as the mid-season's 
best bet. 

This wire from the South is information: 


In our opinion demand for white 
shoes willexceedlast year. We antic- 
ipate a greater demand for white 
kid than formerly, but bulk of busi- 
ness will ke done on white fabrics, 
plain and with white kid or calf trim- 
ming. Don't expect much call for 
white and black combinations 
Bullock Shoe Co., Montgomery, Ala. 





A Marked Preference for Whites Revealed 
by the First Showings at Southern Resorts 


The white slippers, colonial and pump, 
have made a place for themselves in the 
stocks of the South. Ai little touch of 
color—particularly green—is especially 
good for summer. 

This wire from the South is informa- 


tion. 


Business here much better than 
last year, selling both white fabric 
shoes and white kid in ladies’ with 
white kid pumps in high grades lead- 
ing. Selling some white shoes with 
black trim, however, all white best for 
high grade trade. Neat colonial ef- 
fects very good, also fancy straps 
are good, white oxfords selling better. 
John Sewell & Bros., Miami, Fla 
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White buck over crepe soles holds « 
prominent place on the footwear de- 
signed for men for mid-summer.“ The 
crease-crimp up the front is a real fea- 
ture of style to add to the®above combina- 
tion. 

A shoe of this type is worthy of an ex- 
tended sampling so that it can be tested 
out in May for the bigger sales of June 
and July. 





White is Gaining for Men with White 
Buck Leading in the High Style Field 





The wide splash of color put into the 
apron or in the quarter has its place over 
white leather or canvas but there is a 
style place for a minor use of color in 
stitchings and beneath perforations. 
Smart effects are emphasized by a slight 
use of color, black or tan. A companion 
use of white is noticed in boys’ footwear 





























with plenty of fancy work therecn. 
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The above “stunt” method of displaying hosiery has been evolved by at least three manufacturers for the use of retail merchants. The 
“hosiery gowns,”’ which can be worn by a living model or draped over a war figure, reading from left to right, are the property of the Society 
Maid Hosiery Company, of New York City; E. W. Robischon, Inc., New York City; and the Notaseme Hosiery Company of Philadelphia. 


Active Consumer Demand for Silk Hose 


Pure Whites and Whites with 
Colored Clocks for White Shoes 


S forecast in these columns some time ago, the 

silk hosiery market has shown a considerable 

improvement since the opening of the new year. 
It still leaves a good deal to be desired, of course, and 
demand is still far from being as active on certain types 
as the trade would like. But this condition has become 
chronic in the hosiery trade. Productive capacity is in 
excess of consumptive needs. Consequently there isn’t 
enough business to go around; there hasn’t been for a 
long time; and there probably will not be until produc- 
tion has been contracted to the proportions of normal 
demand. Under the circumstances the bulk of the 
business is going naturally to the producers best 
equipped to get it. 


An Aelive Consumer Demand 


All this does not mean that there is not, in fact, a 
really active consumer demand for silk hosiery. There 
is. Several wholesalers at the recent convention of the 
National Wholesale Dry Goods Association in New 
York stated to the writer that their silk hosiery busi- 
ness is perfectly satisfactory to them. “‘Silk hosiery is 





always fine with us,” one of them said; “I wish all my 
other departments were as good.” 

Similar opinions come from department stores 
throughout the country. Nevertheless, the production 
of the industry is not being fully absorbed by the con- 
suming public. 


. Few Price Changes Noted 


While such a situation may be unsatisfactory to the 
producer, it is advantageous for the retail merchant in 
at least one respect. It keeps prices down. Silk 
hosiery prices have shown virtually no change for sev- 
eral months, and no change is looked for in the near 
future. Last spring, when raw silk ranged between 
$6.50 and $7.50 a pound for double extra cracks, prices 
on many lines of silk hosiery were if anything firmer 
than they are now, when raw silk is on the basis of 
about $8.75 a pound. Considering that general busi- 
ness conditions have improved decidedly in the mean- 
time, and prices on other textile lines have advanced 
sharply, this is a very paradoxical situation. But 
plainly it is advantageous to the retail merchant, since 
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it enables him to buy goods on what is in all human 
probability a rock-bottom market. __ 

Another curious feature of the situation is that the 
demand for seamless hose has improved more notice- 
ably than the demand for full-fashioned lines. Differ- 
ence in price may account for this to some extent. But 
the real explanation seems to be that production of 
full-fashioned hose has expanded more rapidly than 
the education of the consumer as to their relative 
merits. It is probable that at least nine out of ten 
people who go into a store to buy hosiery do not think 
of inquiring whether the hose are full-fashioned or not. 
Apparently full-fashioned manufacturers have awak- 
ened to this fact, because they are said to be consider- 
ing a co-operative campaign to advertise the merits of 
full-fashioned hosiery to the consumer, and thereby 
stimulate demand. 


Chiffon Hosiery for Spring 

The chiffon types still hold prominence in silk hose 
and appear certain to be leaders for spring. It is true, 
of course, that the bulk of the business is done in me- 
dium weights, just as in all other kinds of merchandise; 
the bulk of the business is done on the more staple lines. 
But there are always certain lines which take promi- 
nence as style leaders, and in spring hosiery the chiffon 
types apparently hold this position. They are wanted 
especially in black and in shades such as gun metal and 
smoke, which give a particularly sheer effect. In silk 
hosiery generally the most favored colors seem to be 
black, white, dark brown, tan, gray, and silver. It is 
expected that the coming spring will be a big season 
for white hose, or white in combination with other 
colors. Embroidered effects and all-over lace effects 
do not appear to be favored any more, demand running 
chiefly to open-work clocks. 

Attention has been drawn more than once in these 
columns to the fact that demand for wool and wool- 
mixed hosiery has fallen far short of expectations this 
season. This has been persistently denied in many 
trade quarters, but the fact remains, and nothing need 
be added to the following comment on the subject in 
the latest Market Service Letter of the National Whole- 
sale Dry Goods Association: 


Wool Didn’t Come Up to Expectations 


‘Wholesalers are not finding active demand for wool 
and wool-and-silk hosiery, and salesmen report that the 
retail trade is making every effort to move the merchan- 
dise by means of price reduction to the consumer. 
There is a considerable change in the inclinations of the 
hosiery buyers in connection with wool and wool-and- 
silk hosiery. The range of colors ordered is being con- 
siderably shortened, tending toward browns and blacks. 
Clocks are in.much less demand, and fancy colors are 
finding little favor.” 

Despite the sharp rise in raw wool and raw silk since 
prices were made for the current season, the new heath- 
er lines so far offered for next fall show no change in 
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price. Manufacturers say that they had bought very 
heavy stocks of yarn in anticipation of a big demand 
this season, and that enough of these stocks are left 
over to enable them to make unchanged opening prices 
for next fall. After these stocks are exhausted, they 
say, prices will be advanced. This remains to be seen; 
but it may be pointed out that a high tariff went into 
effect last September, and may prove a rather effective 
barrier to the flood of imported merchandise which 
played hob with the heather market this season. 


Fine Lisles Growing in Favor 

The situation on staple cotton hosiery, of course, is 
of little interest to the shoe merchant, but it is worth 
his while devoting some attention to the finer lisle and 
mercerized lines. These are reported to be in growing 
demand, and are very likely to go substantially higher 
in price. Incidentally, retailers might well stop using 
the term “silk lisle.”” There is no such thing. Lisle 
means a hard-spun, gassed yarn made from combed, 
long-staple cotton. It has no other meaning. 


What Is Meant by “Pure Dye Silk?” 


Attention has been called by a prominent manufac- 
turer to the misuse of the term “‘pure dye silk” in ref- 
erence to hosiery. This term is commonly employed 
in the hosiery trade to mean dip-dyed hose—or hose 
which is dyed after it has been knit—as distinguished 
from ingrain hose, which is dyed in the yarn before 
knitting. The inference is that ingrain hosiery is not 
pure dye. 

This is not the case. Pure dye silk, in the strict mean- 
ing of the term, is silk which has been dyed with un- 
adulterated coloring matter and which contains no 
weighting. Ingrain hosiery is commonly weighted; 
hence the common impression that ingrain and pure 
dye hose are two different things. But ingrain hosiery 
may also be pure dye, and many of the better grades are. 

If the trade generally will get into the habit of using 
such terms only in their strict sense, it will clear up a 
lot of confusion and do away with a lot of misrepre- 
sentation. 





Plans for Arkansas Convention 


Little Rock, Ark. Feb., 6—From all indications the 
Tri-State Shoe Retailers’ convention to be held in 
Little Rock, Ark., March 12, 13 and 14, will be the 
greatest ever held in the South. Plans are almost en- 
tirely completed and the different committees will be 
waiting to greet delegates. 

Some of the most noted speakers and biggest shoe 
men in the country will be on hand with interesting 
information for the shoe merchant. Reservations are 
coming in fast, and a large attendance is anticipated. 

Officers of the Tri-State are President, Mr. Oscar S. 
Poe; Vice-President, Mr. Floyd A. White; Secretary, 
Mr. A. K. Cohen. , The association now has a new 
membership of 103, steadily growing every day. 
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Importance of White Footwear Stressed 
at Fort Worth Convention 


opening session of the Texas-Oklahoma Shoe 

Retailers’ Association and Southwestern Trav- 
elers’ joint convention held in Fort Worth, February 
12, 13 and 14, at the Texas Hotel. After a morning 
given over to registration and inspection of samples 
the retail merchants and travelers met in the Crystal 
ball room for lunch and speeches of greeting. 

Mayor E. R. Cockerell extended the official welcome 
which was responded to by L. Lyons, president of the 
Oklahoma association and head of 
the Oklahoma delegation. L. F. 
Tuffly, Houston, responded for the 
Texas Association, and J. D. McAl- 
lister, president of the Southwestern 
Shoe Travelers for the travelers. _L. 
E. Langston, president of the Texas 
Association and convention chairman, 
welcomed the visitors and briefly re- 
viewed the aims of the program com- 
mittee. 


B ETWEEN seven and eight hundred attended the 


Session Addressed by John Slater 


The address of John Slater, N.S.R. 
A. president, was the feature of the 
mid-day meeting. Among other 
things, he complimented the Okla- 
homans and Texans on their activity 
and progress which manifested itself 
in many ways. He said that activity 
was what the National Officers 
wanted to emphasize and augment. 
The need and the desire for co-opera- 
tion between state and national 
organization was clearly defined. He paid a tribute to 
the shoe business upon which so much of the comfort 
and efficiency of the people depend, and stressed the 
responsibility which the shoe business entails. Because 
the day is past when the individual business man can, 
single handed, accomplish much. Mr. Slater said the 
necessity for a strongly knit body which is truly repre- 
sentative of every retail shoe man in America is easily 
seen. It is also a protection against drastic laws which 
might be detrimental to the interests of the shoe man. 
In fact, the existence of a national organization prevents 
many moves. 


Consolidation Plan Discussed 


O. S. Poe, President of the Tri-State Association, 
talked on the consolidation plan which is being con- 
sidered by that association. He stated that 97 per cent 
of the retail merchants of Arkansas favored consolida- 
tion and that 70 per cent of the members in the Tri- 





R. D. CHASTAIN 


Beaumont merchant who heads the 
Teras Association 


State Association were Arkansas men. Another pur- 
pose in his coming to the convention, he said, was to 
find out how to put on a convention, and to secure Judge 
Marvin Brown to speak at the Tri-State convention. 

Judge Brown, in addition to bringing greetings from 
the Kiwanians at Fort Worth, told how anxious the 
Texans were to get John Slater to that city. He said 
that Texas and Oklahoma wanted to adopt Mr. Slater 
but it wouldn’t be right to adopt him without giving 
him a badge. A cowboy Stetson of mammoth propor- 
: tion was then presented, a hearty slap 
on the back was administered and 
Mr. Slater was dubbed old Jack 
Slater, adopted son of Texas and 
Oklahoma. 


White Shoes Given Endorsement 


The formal opening of the conven- 
tions was at the afternoon session, 
when the general subject of styles in 
women’s turns and in men’s shoes was 
discussed in open forum. A style com- 
mittee composed of Carrol Scroggins, 
Houston; John Bennett, New York, 
and Herman Pulsifer, Haverhill, vis- 
ited the sample rooms, and made a 
report at the meeting. 

Mr. Scroggins, in the re- 
port, said white, in light kids 
would go well. He advised 
the large stores to buy some 
trimmed with some bright 
colors—reds, blues, and 
greens. He advised the pur- 

chase of sandals and cut-out effects. It 
was the opinion of committee that 
whites, particularly in kid, and black 
satins would be popular. The moderate 
last was favored by this committee. 

Mr. Pulsifer discussed styles from the manufacturer’s 
point of view. He said that th egame in relation to 
style was quick and snappy—that style was a serious 
question. He told something of the process of making 
shoes and the impossibility of making well-built shoes 
very quickly. He expressed the opinion that white kid, 
would be popular and that kid would be favored instead 
of linen in the top grades. His message was: 

“Buy white shoes and buy them early.” 


Women the Style Court of Last Appeal 


Harry Vinsonhaler of St. Louis, in speaking of styles, 
said that the women who buy the shoes are the court of 
last appeal. He stressed the advisability of well-pro- 
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portioned lasts and patterns suitable to the lasts. He 
said that white kid and black satin were the surest bets. 
As to heels, 16-8 was the limit; 14-8 and 10-8 Spanish 
Louis heels would be good. Two-tone shoes would 
have a vogue in his opinion. In the fabric shoes, blue 
would be a popular color. Gray and shades of brown 
were good at present and would continue. 

O. S. Poe, of Little Rock, gave an interesting talk on 
playing styles, which he said, had proved more profit- 
able in his business than staples. He said that a know- 
ledge of styles was one of the important factors. 


White Shoes with Bright Colored Clothes 


General discussions of colors was one feature of the 
afternoon. One speaker cited the brilliant colors that 
dry goods merchants were buying—Paisley colors—and 
wanted to know whether white footwear would be 
worn. Differences of opinion were expressed, but the 
concensus of opinion seemed to be that whites and light 
colors would be good. That white satin would be good 
was also brought out in the discussion. 

How far the small merchant should go in following 
styles was discussed. E. M. Thomas, of Ennis, warned 
the small merchants against too much “butterfly stuff” 
and said that it was the best policy to let the big mer- 
chants try out the new things. He did not favor the 
buying of sandals in bright colors at the present time. 

Mr. Slater, when asked his opinion on the questions, 
said that each man must recognize that his business is 
different. What would sell on one side of the street 
would not go on the other. R. D. Chastain in the ab- 
sence of E. C. Logan, presided at the discussion. 


Committee on Consolidation 


The Oklahoma delegation held a meeting during the 
morning. A committee consisting of Al Lyons, Presi- 
dent of the Oklahoma Association, J. C. Harris, Ok- 
mulgee; W. T. Head, Oklahoma City; D. M. Fezler, 
Oklahoma City and Joe Jacobs, Tulsa, was appointed 
to confer with Texas officials relative to consolidation. 

The subject of consolidation is receiving the attention 
of the shoe men of the three states. O. S. Poe expressed 
his desire for consolidation and the union of the State 
Association into larger Associations numbering about 
five instead of twenty-three. 

Mrs. Robert Logan was general chairman for the 
entertainment of the women guests of the convention. 
Mrs. E. H. Muse was chairman for the Monday pro- 
gram. During the afternoon the women rode over the 
city to visit all places of interest. They attended a 
theatre party during the evening while the men had a 
stag party over which Judge Martin Brown presided. 


Shoe Store Problems Discussed 


Expert advice was given by Alvin E. Dodd, manager 
of Domestic Distribution department of the United 
States Chamber of Commerce, and Cecil E. Frazier of 
the Harvard Bureau of Business Research during the 
mid-day and afternoon meetings, February 13. Ques- 
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tions concerning the proper percentages to be devoted 
to advertising, salaries, and rents and the advisibility 
of commissions were asked and discussed in open forum 
style. 

Advertising was of particular interest and itdeveloped 
from the discussion that not “how much but how good” 
should be the text of advertising. It was also brought 
out that a relation existed between rents and adver- 
tising—the cheaper the rent, the more advertising, 
according to the observation of Mr. Frazier. In the 
questions concerning mark-up it was shown that busi- 
ness profit must be got, not by mark-up so much, as by 
the reduction of expenses. It was the consensus of’ 
opinion that much money was spent in poor advertising 
that didn’t fool the public. 


Suggests Style Simplification 


Mr. Dodd predicted that shoemen would be forced 
to consider simplification in the matter of styles to 
reduce the cost. The enormous cost of doing business 
in the shoe game because of the enormous increase in 
style would bring this about, he thought. 

Major Charles T. Cahill, United States Machinery 
Co., spoke on keeping step with the advancement in the 
shoe indust He reviewed briefly the progress in the 
craft. He spoke of the advancement, that had come- 
about through organization and standardization. At 
the present time he said that no industry was so stand- 
ardized as the shoe manufacturing business. One of the 
most important purposes of organization now that 
many of the problems have been solved and adjusted, 
is education, he said. 

Floyd T. Short, of the Brown Shoe Company, told 
the delegates that if they put enthusiasm into their 
business 1923 would show no red ink balances. He 
spoke of the various manifestations of enthusiasm and 
its necessity. He told the story of the development of 
the Buster Brown Shoes as a result of enthusiasm. 


Oklahomans Elect Officers 


At the business session of the Oklahoma retailers. 
held Tuesday morning they elected the following offi- 
cers; L. Lyons of Tulsa, President; C. L. Pedigo, Law- 
ton, first vice-president; Wm. H. Prather, Ardmore, 
second vice-president; and Sol Jacobs, Tulsa, secretary 
and treasurer. The board of directors of the Okla-. 
homa Association are W. Krueger, Ardmore, Chairman;: 
W. T. Head, Oklahoma City; D. M. Fezler, Oklahoma 
City; G. L. Giles, Okmulgee; J. E. Brecheisen, Musko-- 
gee. 
W. T. Mitchell, San Antonio, heads the Southwest-- 
ern Shoe Travelers’. Other officers elected Tuesday 
are: Thomas D. Collins, Ft. Worth, vice-president ;: 
B. C. McWhirter, Waco, secretary-treasurer. Mr. 
Mitchell is the southwestern traveler elected to repre-- 
sent the association at the National Convention. 

An interesting program preceded the business meet-- 
ing when John Slater addressed the travelers on the- 
close relationship between the retailers and the travelers: 
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in the successful conduct of business. Harry Vinson- 
haler of St. Louis, defined the position and importance 
of the travelers in economic life, and paid a tribute to 
the work of the traveler. Alvin E. Dodd told of the 
need of co-operation between the traveler and the 
chamber of commerce. 

J. U. MeAllister, president of the Southwestern 
travelers, presided at the meeting. The feature of the 
women’s entertainment was amusicale and tea attended 
by about 70 women. The hostesses for the day were 
Mrs. Milton Ikard, Mrs. H. T. Compton, Mrs. W. H. 
Whikoit and Mrs. M. C. Funderburk. Mrs. Robert 
Logan and Mrs. Virgil Garrett presided at the tea table. 

Judge Marvin Brown during the mid-day meeting 
presented to Mr. Slater, a pair of real cowboy boots 
made by the Justin Boot factory of Nocona, Texas. 


Smali Town Styie Discussed 


The style situation that confronts the small town 
retail shoe merchant, was the subject that held the at- 
tention of the delegates Wednesday morning. How the 
problem differs from that of the bigger merchant was 
discussed. A warning was sounded on colored kids for 
the small town—“‘let the city man play the reds, blues 
and greens.”” R. D. Chastain, chairman of the styles 
committee, again expressed his opinion that white kids 
were the safest bets of shoe men in the small or large 
towns. The locality, he said, had much to do with the 
percentage of whites worn. Near the coast, 90 per 
cent of shoes sold will be white and 50 per cent at least 
elsewhere. He advised white canvas as well as kid. 
Sandals will be a safe buy in white and black. Second 
in popularity will be black satin. Warm climate makes 
comfortable white low heels best sellers for the spring 
and summer months. 

Men’s shoes took up little discussion. E. L. Kelton, 
made a report that semi-French last, the square toed 
brogue and the conservative in browns and blacks 
would be favored. 


Sizes as Important as Style 


E. M. Thomas, of Ennis, said that a safe run of 
sizes was of equal or greater importance than the style. 
He advised the little merchant to stay off the end 
sizes and the extreme narrow widths. It was the 
opinion of all that getting rid of the end sizes and nar- 
row widths is one of the biggest single problems. Mr. 
Thomas said that credit for his successsful buying, ac- 
cording to the tabulated sizes and widths, was due to 
advice from the National organization, trade journals, 
and the Harvard Bureau. A scale of 1,000 women fitted 
was tabulated. Eighty per cent of his business is done 
in sizes 44% to 7. After discussion, it was deeided that 
4A is a better seller than 344B. But that 3B is better 
than 3144A—also that women wearing small sizes want 
big selections and those wearing extremely large sizes 
wear cheap grade. That it was necessary to have a 
great number of styles in boys’ shoes was brought out, 
The keeping of records of sales, a buying calendar, and 


a departmentizing system necessary to get maximum 
value out of minimum stock, were urged. 


Orthopedic Shoes Discussed _ 


Various opinions concerning corrective footwear 
were expressed. L. Lyons of Tulsa believes in carry:nz 
a line, but says the secret of success is due to a knowl- 
edge of proper fitting. He said that he made no sale 
rather than give a bad fit. Training of men to sell this 
type of footwear is necessary. Mr. Scroggins suggested 
that it was well to sell the doctors on the corrective shoe. 

R. R. Chastain of Beaumont heads the Texas 
association. Ernest Jordan of Fort Worth is made 
secretary. R. M. Logan, Fort Worth, is first vice- 
president; E. M. Thomas, Ennis, second vice-president. 
E. L. Kelton, Dallas, third vice-president; W. B; 
Taylor, fourth vice-president. The following directors 
were elected: 

L. F. Tuffly, W. B. Watson, Tyler; L. E. Langston, 
Fort Worth; W. H. Richardson, Wichita Falls, Jas. H. 
Kay, San Angelo. 

Decision to create an advisory board consisting of 
past presidents was made. On this board are W. B. 
Buckley, L. E. Langston and N. L. Bridges. The 
Oklahoma delegation expressed desire to consolidate. 
It is expected that details and plans will be worked out. 


Getting Complete Co-Operation 


The M. N. Arnold Shoe Company of North Abing- 
ton, Mass., invited the entire selling staff of the 
Continental Clothing Company to a banquet at 
Young’s Hotel in Boston last week, for the friendly 
purpose of educating salesmen of clothes, hats and 
other masculine attire to the merits of the Glove Grip 
shoe, its special department and its service. 

The dominant feature of the banquet was the 
creation of a friendly feeling of co-operation between 
other departments in the store with the shoe depart- 
ment. 

The heads of the house of Arnold and of the Con- 
tinental Clothing Company spoke together, with Dr. 
Thaler who is on the instruction staff of the M. N. 
Arnold Shoe Company and who tours the country 
addressing merchants and conventions on the five 
points of merit covered by patents on the Glove Grip 
shoe. The publisher and editor of the Recorder also 
spoke on salesmanship and distribution. 








Thrift Increasing 


Additional testimony as to the thrift of the citizens 
is given in the report of the Comptroller of the Cur- 
rency on savings banks. 

Returns were received from 619 mutual savings 
banks June 30, 1922, with resources of $6,351,648,000 
showing an increase in the number of reporting banks of 
4 since June 30, 1921, and an increase in resources of 
$311,527,000. 
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Better Merchandising; Better Business Practice 


These the Thoughts Dominating the Program of Pennsylvania 
State Convention 


cause there is likely to be some one outstanding 

thought developed and unquestionably that pre- 
vailing at the ninth convention of the Pennsylvania 
Association, held February 12 and 13 in Williamsport, 
Pa., was better merchandising and better business 
practices. It appeared in the discussions, formal and 
informal. Style and buying policies had their place, of 
course, but the place was not paramount. It was gen- 
erally considered that style, even in women’s shoes, is 
more nearly stabilized than it has been for some seasons 
past, and therefore, methods of selling and developing 
the material at hand to the 


iz every gathering of people interested in a common 


Perhaps this sentiment was reflected in the orders placed 
during the convention period, of which comment was 
made above. 

Officially, Sunday was marked by the meeting of the 
advisory board composed of the presidents of all local 
associations in the afternoon, and the meeting of the 
Directors who considered the plans of the convention 
in the evening. 


Formal Welcome by Mayor 


Promptly at the appointed hour, Monday morning, 
President Sig S. Schweriner called the meeting to order. 
A very good attendance 








best advantage, more than 
the consideration of that 
material itself, was the prin- 
cipal matter of interest. The 
total registration was up- 
ward of four hundred, of 
which the greater part was in 


officers were elected: 





Barre. 


dustry. 

The Lycoming Hotel head- 
quarters of the convention 
was well suited to the needs 


Philade]phia. 


Newly Elected Officers of the 
P.S.R.A. 


At a directors’ meeting following adjourn- 
ment of the P.S.R.A. convention the following 


President, Lee Reinebert, York, Pa. 
the retail branch of the in- First Vice-Pres., Martin Murray, Wilkes 


Second Vice-Pres. Al Forster, Manayunk, 


Secretary, Geo. M. Garman, Philadelphia. 
Treasurer, Cal J. Mensch, Pittsburgh. 


marked the opening session, 
the first feature of which was 
an invocation delivered by C. 
Ludebuehl, which was fol- 
lowed by the formal opening 
of the convention by John B. 
Irvin of Williamsport, who 
welcomed the delegates on 
behalf of the city and then 
introduced Hon. A. M. Hoag- 
land, mayor of the city. 
Martin Murray of Wilkes- 
barre, on the part of the asso- 




















of the occasion. Its spacious 
foyer lobby and mezzanine 
floors gave opportunity for the shoe displays of the 35 
exhibitors which, while not quite as large as might be 
desired, at least offered the advantages of compactness 
and accessibility. 


Good Buying at Convention 


The convention proceedings and formal events were 
held in the ball room, adjacent and giving on to the 
mezzanine floor, which had the effect of bringing activi- 
ties of the convention, discussion and display practically 
together. That it was an occasion of real buying was 
brought out by the statements of a number of houses 
exhibiting that their sales were greatly in excess of those 
of the several preceding conventions, in some instances 
more than doubling the volume. 

To the man who is inclined to be uncertain regarding 
the future of the industry the sentiment of the trade as 
represented at the convention would be decidedly re- 
assuring. From the address of the representative of the 
Babson Institute and the opening address of President 


Schweriner through all the papers read and all the dis- © 


cussions held, the opinion was universal that 1923 
would be a good year. The accomplishment of 1922 
was greater than the expectation and all signs pointed 
(o continued prosperity through the coming 12 months. 


ciation, made a graceful reply 
in which he stated what the association aimed to do— 
to make its members better merchants and more val- 
uable members of their communities and of society. 


President Schweriner, speaking extemporaneously, 
then delivered his message in which, among other things, 
he stated that business for the past year had been 
greater in volume and importance than had been really 
anticipated; that the outlook for 1923 was bright; and 
that conditions were such as to justify belief in con- 
tinued prosperity. 

A. H. Geuting, ex-president of the N.S.R.A., always 
active in the affairs of the Pennsylvania Association, 
was the only other speaker of the morning and in the 
course of his remarks gave a resume of what was done 
by the national and also of the important fact that the 
1924 convention will be held in February, about the 
middle of that month, in agreement with the desires of 
the manufacturing branch of the industry. He followed 
this with a very interesting talk on general shoe mer- 
chandising in which he stressed the point of an adequate 
profit to cover overhead and loss, factors that could 
not be eliminated and should not be ignored. 

Following Mr. Geuting’s talk, the meeting adjourned 
to permit the members to accept the hospitality of the 
United States Rubber Company, as extended by the 
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Lycoming plant. Upon adjournment of the business 
session, special trolley cars and taxies were in waiting 
at the door of the hotel to take the members to a 
luncheon at the plant. 


Trip Through Rubber Plant 


Following the luncheon the party, in groups of ten or 
more, each led by one of the factory people, was taken on 
a tour of inspection and shown every process of making 
rubber footwear from storm gaiters to the airiest of 
dress Keds, from the first compounding of the rubber to 
the finished product. This and the subsequent inspec- 
tion of the shoe factory of the J. E. Dayton Company— 
also one of Williamsport’s leading industries, took up a 
good portion of the afternoon. 

The evening features were a style show and dance. 
Excellent facilities were provided for the showing of 
styles—the professional models selected for the display 
being unusually attractive and posing the styles most 
effectively. There was a wide diversity of display and 
for the most part the styles shown were of the conser- 
vative type that made them a real buying help. Straps, 
both one and two, predominated and there was a very 
general showing of gray—chiefly in combinations. 
Small tongues were also quite in evidence and there was 
also a representation of cut-out oxfords. This in the 
street and semi-dress division. In the evening slippers, 
some very beautiful Paisley patterns in strap cross 
strop and cut-out styles were shown by Laird, Schober 
Company and I. Miller and black satins in small tongue 
as well as strap designs were very much in evidence. 

At the conclusion of the style show, the floor was 
cleared and an informal dance was held. 


Talk on Hosiery in the Shoe Store 


Owing to the absence of John C. McKeon of Laird, 
Schober & Co., who was to have talked on “Market 
Conditions,” the first speaker of the Tuesday session 
was C. C. Krause who gave an interesting talk on 
tanning of sheep and pig skins that was calculated to 
make these two stocks durable and strong instead of 
rather fragile tannages. 

Floyd Getty, of Uniontown, then read a paper on the 
subject of hosiery possibilities in the shoe store in 
which he brought out the fact that with an average 
purchase of eight pairs of hose to one of shoes, there 
was not only a possibility of great profit but there was 
also the advantage of just that much more contact 
between merchant and customer. 

Sam Davis, Field Secretary of the National Associa- 
tion, was the next speaker and he aroused the enthusi- 
asm of his audience with a talk on co-operation and 
association work and the importance of identification 
with it not alone to the industry but to the individual. 
His talk was filled with both epigram and anecdote and 
‘was closed amid the cheers of the audience. 


Round Table Style Discussion 


The concluding feature of the program was a round 
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table discussion on style led by Mr. Davis—assisted by 
Julius Winkleman of Philadelphia who handled 
questions on women’s styles. Geo. Geuting of Phila- 
delphia on men’s lines and C. W. Rainsberger of 
Pittsburgh on children’s lines. Mr. Winkelman led off 
by an illuminating talk on their method of handling a 
style business—and stressed the fact -that it was as 
important to know how to lose sales as to make them, 
in other words not to overbuy in order to meet every 
demand but to clean up on a style by selling all the 
people the size run will fit rather than to buy sizes to 
suit every possible demand. A general discussion on 
styles in probable demand followed in which Mr. 
Winkleman said they were looking in turn dress styles 
for strap effects with cut out features on the quarters 
only. 


How to Develop Men’s Trade 


Mr. Geuting speaking on men’s shoes first protested 
that too little attention was given to this feature of the 
shoe business and not enough effort made to develop it. 
He held that closer study not only of the buying of 
men’s shoes but in the sale of them would result in 
greater sales to the customer. The opportunity is here, 
he urged, for the sale of lighter weight shoes for the 
summer season and for styling men’s shoes to a greater 
degree than is the common practice. This latter 
however for the purpose of increasing sales rather than 
changing the present ratio of staple merchandise. 

Mr. Rainsberger, who conducted the discussion on 
children’s shoes, gave a resume of the children’s 
business of C. A. Verner Co., of Pittsburg, in which he 
conducts the children’s department and said among 
other things that 85 percent of the children’s business 
in their experience is in staple lines—this ratio varying 
of course in the fourteen runs that constituted the 
children’s business. It is of course much less than that 
in the growing girls lines—a little more pronounced in 
the misses and so on down. 

The new directors are C. Ludebuehl, Pittsburg; J. 
B. Irvin, Williamsport; B. W. Shaub, Lancaster; 
Albert Forster, Manayunk, Philadelphia; and A. N. 
Foster, Uniontown. After this and various routine 
announcements the meeting adjourned. 


Convention Closes with Banquet 


The banquet, following the traditions of the 
Association, brought the convention to a close. It was 
perhaps one of its most outstanding features. Presided 
over by A. M. Hoagland, Mayor of Williamsport, who 
was introduced by John B. Irvin, his former employer, 
the talks were to the point and were largely devoted to 
those matters germain to the association. 

Ex-President Schweriner gave a five minute talk in 
which he turned the destinies of the Pennsylvania 
Association over to the newly elected president who in 
turn responded accepting the duties and responsibil- 
ities and promising his best endeavors toward the 
fulfillment of them. 
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3 COLOR K. Gc Grain ana Smooth 
obtains official approval as the desirable 
tan shade. Is it in your line? 





(arl €-Schmiadt & ©. Inc 
Detroit. ‘Michigan 


Janners of the 
Schmidt Calf feathers 
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‘We feel gratified in the action 
of the Style Committee of the 


National Shoe Retailers Association : 


in giving the award 


of SPECIAL MERIT 10 


COLOR K &ric Grain and Smooth 
as the desirable tan shade 


for mens; womens and 
childrens fine shoes 


eL9 
Samples on request 
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More Sales, More Profits— 
with Cosy Toes 

















Dealers in all parts of the United States 
are buying CosyToes. Our salesmen are 
taking orders for these high-grade slip- 
pers in all materials—felts, satins, leathers 
and brocades. There is a reason. 


These dealers have seen our new sample 
line. They recognized the superior qual- 
ity of CosyToes; they noted the variety 
of correctly designed styles ; they observed 
the wide range of beautiful colors; they 
immediately saw that these slippers are 
sellers—then they bought. 


Year Round Sellers 


You, too, will find it profitable to stock 
CosyToes. And it will pay you to stand- 
ardize on one line, as others are doing. 


For you can at all times get CosyToes in 
distinctive styles, in all materials and in a 
full range of colors. This policy assures 
you of uniform quality and enables you 
to conveniently fill-in on broken stocks. 


Unique and business-getting display ma- 














Cosy Ioes 


The Restful Slipper 


Cosyfelt 
Cosysatin 
Cosybrocade 
Cosyleather 


terial is furnished all dealers which, in 
addition to our year around advertising 
in the Saturday Evening Post, will create a 
consumer demand for these slippers all 
through the year. “Cash in” on this 
advertising, for 1923 is a Cosy Toes year. 


See Our 1923 Line 


Don't miss seeing the 1923 sample line of 
CosyToes before placing your order. 
The smart styles and superior quality will 
appeal to you. They are real business- 
getters—a fact you will recognize when 
they are displayed in your store. 


If you desire to order before our represen- 
tative arrives, we will gladly forward sam- 
ples and prices at your request. CosyToes 
are distributed to the retail trade only by 
our own salesmen. 


STANDARD FELT COMPANY 


West Alhambra, California 


CHICAGO SAN FRANCISCO 
404 So. Wells Street 693 Mission Street. 


NEW YORK 
115 E. 23rd Street 






Style No. 
2414 
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McKAY OXFORDS 


MEDALLION PERFORATED 
ALL RUBBER HEELS 


210—Gun Metal Ox., Wide Toe, Wedge. 
200—Gun Metal Ox., wide toe 
1200—Gun Metal Ox., English Toe 


212—Patent Ox., Wide Toe, Wedge..... 
202—Patent Ox., Wide Toe............ 
1202—Patent Ox., English Toe 


214—Mahogany Ox., Wide Toe, Wedge. . 
204— Mahogany Ox., Wide Toe......... 
1204—Mahogany Ox., English Toe....... 


216—Black Kid Ox., Wide Toe, Wedge... 
206—Black Kid Ox., Wide Toe.......... 
1206—Black Kid Ox., English Toe 


218—Nut Brown Ox., Wide Toe, wale. 
208—Nut Brown Ox., Wide Toe. . 
1208—Nut Brown Ox., English Toe.. 


5-8 “ae 11%-2 248 
$1.15 


1.40 


1.25 


1.25 


1.30 
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STITCHDOWN—CATALOG 




















Hagerstown Shoe & Legging Co., Inc. 
HAGERSTOWN, MARYLAND, U. S. A. 


McKAY STRAPS and 2 STRAPS 
MEDALLION AND PERFORATED 
5-8 8 11 114-2 24-8 
A 222—Patent One-Strap—Wedge. ....$1.20 —— 
A Eee 1.40 $1.60 
am A 102— English Toe, Rubber Heel. . 1.60 $1.90 
1.60 $1.90 B 222—Patent Two-Button—Wedge... 1.20 1.40 
B SS rrr 1.40 1.60 
—_ B 102— English Toe, Rubber Heel. . 1.60 1.90 
1.90 2.20 A 224—Mahogany One-Strap—Wedge.. 1.15 1.35 
Ass— Rebbe Hed... ........ 135 1.55 
—— om A 104— English Toe, Rubber Heel. . 1.55 1.80 
1.70 2.00 D 102—Patent Two-Strap—English Toe, 
SE Ciecsencnessetns 1.60 1.90 
1.75 
1.75 2.05 
— McKAY INSTEP STRAPS 
1.85 2.15 PLAIN TOE RUBBER HEELS 
5-8 84-11 11%-2 2%-8 
aCe Metal Instep Strap, Wide Toe, i al " 
va RI AEE Cea, ERE $1.05 $1.25 
600—Gun Metal Instep Strap, Wide Toe 1.25 $1.40 
as- Instep Strap, Wide Toe, on 
600—Posent actep Strap, Wide Toe. ... 1.35 1.50 $1.75 
1602—Patent Instep Strap, English Toe.. 1.50 1.75 
adie: ° —~ Instep Strap, Wide Toe, 
eenhene Chew ah ieee ehene 10 1.30 
PT team mac Instep Strap, Wide Toe 1.30 1.45 1.70 
meade ~~a00d Instep Strap, English 
Wee svetseecvchervesencsesose 1.45 1.70 
616—Black Kid Instep Strap, Wide Toe, 
N cectbe nhs eee heen ss 15 1.35 
606— Black Kia Instep Strap, Wide Toe 1.35 1.50 
1606—Black Kid Instep Strap, English 
Wvcdsevcsducesedeeceessese 1.50 1.75 
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THE FASHIONABLE HOTEL 
WITH REASONABLE TARIFF 


It is the Home in New York for the shoe man. 
Bright, cheerful rooms, and the best of food, 
well prepared, make it so. Here he meets 
friends and customers naturally in an at- 


mosphere of taste and contentment. 


Consideringfits wonderfully central location 
in New York's style zone and business center, 
its{comfortable, up-to-date accommodations, 
and its personal service for each guest—The 
Breslin’s charges are most moderate. 


HOTEL BRESLIN 





The rendezvous of shoe and leather men 
‘ EDWARD C.FOGG WARREN M. 
MANAGING DIRECTOR RESIDENT MANAGER 
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GOODS YEAR 





1 gna now is the time to scrutinize the 
quality of the heels you are buying. 
Rubber has greatly increased in price, and 
you may not be offered the same grade, or as 
much of it, as you have been getting. There 
is one way to make sure. Insist on Goodyear 
Wingfoot Heels. Their quality never changes 
except to improve. Their price is lower now 
than ever. There is no substitute for Goodyear 
Wingfoot Heels. More people walk on Good- 
year Rubber Heels than on any other kind. 


Goodyear Means Good Wear 


WENGEFOOT 





The Boot and Shee Recorder will appreciate your mentioning the publication in replies to advertisements. 
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There must be a reason for all this 
talk in the trade about our— 









Chestnut Brown 


Cherry Black 


BOARDED 48 Sek SIDES 


There is—the usual medium priced 
shoes this leather produces. 


C. D. Kepner Leather Co. 


139 South St., Boston, Mass. 
212 W. Lake St., Chicago, III. 
10 Spruce St., New York 













| 
| 

























Why don’t you cash in on that stock 
of old-style boots and low shoes 








She Martinique- 
(Affiliated with Hotel Mc Alpin) 
BROADWAY. 32N0-33nv STS. NEW YORK 

















The Martinique offers comforta- 
, ble rooms at moderate rate, and 
* in its dining rooms, whichFare 
most attractive, one finds the 
best food, well served and at 
reasonable prices: Club Break- 
fasts, Special Luncheons and 
Dinners, or a la carte service if 
preferred. 


The hotel is situated i in the cen- 
ter of things in general, being 










“ 9 se ee ae 4 46convenient to shopping and 
Bef, ae t 
oe a i; ie 1 i : wholesale districts, and ad- 
Our business is to remodel in the latest styles, boots and jacent to the theatre section. 





low shoes which are no longer in fashion, especially boots 
with cuban heels, which we can convert into five eyelet ox- 
fords. We are thoro y»ughly experienced in this line. Lowest 
prices and high-grade workmanship. Send us a pair or two 
at once and we will convince you. 


BROOKLYN SHOE REMODELING CO. 


205 ROCHESTER AVE. - - - BROOKLYN, N. Y. 


There is an entrance from the hotel to 
the New York Subways and Hudson 
* Tubes, affording direct communica- 
tion with the Pennsylvania, Grand 
Central, and Railroad Stations at Jer- 
sey City. 





600 Rooms ~ $250 and up 
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“Big Business Getters’’ 


This Is What All Our Customers Say About 


*Self-Starters”’ 


Reg. U. S. Pat. Off. 











: Infants Physicians Say :— 
Self-Starter Babies Say :— 
“Dav by d : a “We advocate ‘Self-Starters’ be- 
Ay Secesclngabescca Rie aaa cause they are truly Orthopedic in 


walking better and better.” es 
form and construction. 























No. 105S 


IN STOCK 


PATENT LEATHER 
TAN ELK 
PEARL ELK 
BLACK ELK 


Price $9.50 doz. 


























Z Merchants Say :— 
Mothers Say :— 45 styles in stock for your “* “Self-Starters’ fill the demand for 
“*‘Self-Starters’ are so flexible, our convenience. Ask for trial an intermediate shoe between soft 
babies start walking without assist- dozen . Sizes 0 to 4. soles and hard soles. They sell 
ona Price list upon request. freely at a handsome margin of 
profit.” 

The method of constructing ‘‘Self-Starters’’ is patented and owned 

by the Carpenter Shoe Company, Inc., of Rochester, N. Y. 
NO’ j 4 & License papers have been issued to the Kalb Mfg. Co., Inc. of 
Rochester, N. Y., to build ‘‘Self-Starters’”’ for the Jobbing Trade. 














Ghe( ARPENTER SHOE (QMPANY Fac 
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al GILCO 


4 RETAINERS 


should be in your store 
for THREE GOOD 
REASONS—They help 
you sell shoes—t he y 
make pleased customers 
by giving them a better 
fit—they add profitable 
sales to your findings 
business. 





PREVENT PUMPS FROM SLIPPING AT HEEL 


Easily and quickly attached without stitching or the 
use of tools of any kind. 


If your jobber doesn’t keep them, write us for sample 
and give us his name. 


WRITE FOR CATALOGUE OF 
SHOE STORE SPECIALTIES 


E. T. GILBERT 


lco MFG. CO. 


Redhtesed Soushiites 228-36 South Ave., Rochester 
New York 




















APPROVED BY 
MEDICAL MEN 


As a sturdy support for the ankles of 
and as a fully venti- 
fated the ——— | Ventilated Foot 
Developer is lied. Well-known 
surgeons recommend its use. 
Make your stock of 


WENTHANO® children's shoes 

untt® §=complete by sending 
our order 5 

¢ Brockton 2133 

for immediate action. 


BURKLEY 
SHOE CO. 


1156 No. Main St. 
Brockton, Mass. 











BOUDOIRS! 


The better kind. Black and 
Colors at prjces which merit 
liberal orders. 









My Boudoirs are 
business build- 
ers. Send for 
samples and be 
convinced. 


Leather and 
rubber heels. 


A. W. GREELEY :: Haverhill, Mass. 


This Paper is a 
“Member of tie A.B.P. 


To you, this is a.fact of especial 
significance, for it means that this 
publication is part of a concerted 
movement to raise the level of 
publishing practice, to assure bet- 
ter service to both subscribers and 
advertisers. 


The ‘‘A.B.P.”’ is built upon and re- 
volves around the following set of 
standards— 


< x 
STANDARDS of PRACTICE 











HE publisher of a business paper 
should dedicate his best efforts to 
the cause of Business and Social Service, 
and to this end should pledge himself— 


1, To consider, first, the interests of the sub- 
scriber. 

2. To subscribe to and work for truth and hon- 
esty in all departments. 


3. To eliminate, in so far as possible, his per- 
sonal opinions from his news columns, but to 
be a leader of thought in his editorial columns, 
and to make his criticisms constructive. 

4, To refuse to publish “puffs,” free reading 
notices or paid “‘write-ups”; to keep his read- 
ing columns independent of advertising con- 
siderations, and to measure all news by this 
standard: “Is it real news?” 

5. To decline any advertisement which has a 
tendency to mislead or which does not con- 
form to business integrity. 

6. To solicit subscriptions and advertising sole- 
ly upon the merits of the publication. 

7. To supply advertisers with full information 
régarding character and extent of circulation 
statements, subject to proper and authentic 
verification. 

, To co-operate with all organizations and in- 
dividuals engaged in creative advertising 
work, 

g, To avoid unfair competition. 

10, To determine what is the highest and largest 
function of the field which he serves, and then 
to strive in every legitimate way to promote 


that function. 


Publications which have subscribed to 
these standards have earned the pre- 
ferred consideration accorded them. 


THE ASSOCIATED 
BUSINESS PAPERS, inc. 
220 West 42nd St., New York 
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King Tutankhamen 
Slept 3,000 Years 


Then, one day, along came a party of enterprising Easterners, busted right into 
old ‘‘Tute’s” sacred cave, snaked out His Royal Mumminess along with his an- 
tique furniture and past due notes and outlawed Egyptian Liberty bonds—and 
the World read about it and laughed. 
















It’s a ten-to-one shot that any shoe dealer who sleeps more than eight hours a 
day (and ten hours on Sunday morning) is going to get into Mr. Tutankhamen’s 
class sooner or later. 








And the modern sheriff is going to disturb him well within the 3,000 year limit. 
MENIHAN ARCH-AID SHOE dealers are al] going to fool the sheriff. And 
they’re not going to lose any sleep wondering how they can get folks to buy shoes 
at their stores. 









The MENIHAN ARCH-AID SHOE SELLING PLAN is going to keep them 
busy making change and filling out “‘size-in” orders for the MENIHAN ARCH- 
AID STOCK DEPARTMENT. 









The MENIHAN ARCH-AID SHOE is a stylish shoe for women built to keep 
the feet young and happy. It is sized 1 to 12, and AAAA to EE. 













Squarely behind this unusual shoe is an intelligent, proven-practical merchan- 
dising proposition which insures its proper introduction and positive quantity 
sales to satisfied customers. 





We have a salesman in your territory. He’ll be glad to talk with you. Remem- 
ber old King Tutankhamen—and WRITE TODAY—to 


The 
Arch-Aid Shoe Compang 


MANUFACTURERS & DISTRIBUTORS | 
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These numbers carry the full value | 
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Constant Comfort of comfort with an unusual element | 


‘‘America’s Best Comfort Shoe” of style. Ready to Ship! 


* No. 49R—Best Quality Black Kid Perforated 
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The Colors They Want! 


“ATTA” Brown and “ATTA” Red have created a sensation 
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: eae = 
. ler: MALS we 
AS 


= c_-- 


HEY’RE NEW, SNAPPY, STYLISH. Write for samples 


of these or any of the popular “Sunpru” shades in 


BROWN’S QUALITY CALFSKINS 


No. 14 (Medium Brown) No. 21 (Dark Brown) No. - (Light Tan) 
Black and Brown Suede Seneca Black Calf 
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HITE shoes have made their ap- 

pearance in some of the larger retail 
stores to accommodate that part of their 
clientele who travel South for the winter 
months. While there is no special demand 
for one type or style of shoe or kind of 
leather, all-over white kid seems to be the 
most popular seller, followed by white 
with contrasting combinations. 








Many attractive patterns in straps, ox- 
fords, small-tongue and French Colonials 
are trimmed in black or colored stitching, 
while others are trimmed in bright-hued 
leathers. 


Merchants Welcome Bit of Winter Weather 


The little dash of winter weather that 
we have had helped to stimulate business 
to some extent. Two days of extremely 
cold weather, followed by a small-sized 
snowstorm, brought out the need of rubber 
footwear. Immediately all types of galo- 
shes were in evidence in all the retail stores, 
bearing reduced price marks. Merchants 
took this opportunity of pushing sales on 
these to clear out the stocks they have 
been unable to dispose of thus far on ac- 
count of the unusually mild weather and 
lack of snow. 


February Sales Being Held 


Many February sales signs are in evi- 
dence along the street. The Fair Store is 
offering many popular styles in its semi- 
annual sale, which continues during the 
month of February, and to call this to the 
attention of its customers, has devoted 
the entire space of one of the large State 
Street windows to an attractive trim. 





Ancient Footwear Display 





A great amount of interest has been 
shown in a remarkable window display at 
Mandel Brothers, which features footwear 
worn as far back as the third and fourth 
<enturies, in comparison with a display of 
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White Footwear Being Shown 


Kid Apparently Most Popular Leather Thus Far; 
Helps Clean Up on Rubber Shoes 
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modern up-to-date shoes. Some of these 
ancient shoes, if shoes they may be called, 
represent the styles of sixteen hundred 
years ago as worn by the elite of Asiatic 
countries. 

It appears that in olden times embroid- 
ery played an important part in the shoe 
business, as practically all of the models 
in silk, velvet, or cloth are covered with 
embroidered designs, worked either with 
fine silks or gold and silver threads. 

A most remarkable pair, and which 
caused much comment, is a pair of Chinese 
bridal shoes, made of silk, covered with 
embroidery, not over six inches in length, 
the toe coming to a sharp point. They 
have the appearance of baby shoes, but 
were undoubtedly worn by a full-grown 
woman. This shows to what extent the 
Chinese women’s feet were bound in order 
to keep them small. In this collection are 
several styles of clogs, sandals, and high 
boots, made of wood, leather, silk, velvet, 
and even woven metal wire. Mandel 
Brothers, through their shoe buyer, Mr. 
A. H. Buehler, arranged for the loan of 
this valuable display from an Armenian 


importer. 


Shoe Trades’ Association 
Meets 


The regular monthly meeting of the 
Chicago Shoe Trades’ Association was 
held February 8 in the Crystal Room of 
the Great Northern Hotel. Plans were laid 
for featuring the Chicago market display at 
the next N.S. R. A. Convention and Ex- 
position, to be held in Chicago, February 
11 to 14, 1924. 

Various important matters were report- 
ed by the Committee on Transportation, 
including the association’s representation 
at the hearing held by the Western Classi- 
fication Committee, January 9. At this 
hearing changes in the specifications cov- 
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ering the packing and shipping of boots 
and shoes in wooden boxes were consid- 
ered. Objections were leveled principally 
against the strapping requirements and 
nailing provisions as burdensome and ex- 
pensive to shoe shippers. The George J. 


Bertman Shoe Company, 24 So. Wells 
Street, was unanimously elected a mem- 
ber of the association. 


Interstate Merchants’ 
Council Meeting 


On February 7, the Interstate Mer- 
chants’ Council held its semi-annual meet- 
ing at the Hotel LaSalle. This is an or- 
ganization formed by the Chicago Associ- 
ation of Commerce for the purpose of hav- 
ing a get-together meeting here in Chicago 
twice a year of retail merchants from all 
parts of the country to give them the op- 
portunity of exchanging views, and to sell 
them on the idea of Chicago as the Great 
Central Merchandise Market. 

The meeting was well attended. Sev- 
eral very interesting and instructive talks 
were made and demonstrations given. To 
make the day complete, the necessary en- 
tertainment was provided in the form of a 
luncheon at noon and a banquet in the 
evening, which were enthusiastically en- 
joyed by the visiting merchants. 

While this meeting lasted but a day, the 
greater part of the merchants spent the 
remainder of the week in Chicago to com- 
plete their buying of merchandise for the 
spring and summer seasons. 








Another Kempner Enters the 
Field 

Little Rock, Ark— James M. Kempner, 
son of Ike Kempner, one of the best known 
shoe men in the South, is now advertising 
manager for Kempner’s Shoe Store of this 
city. Just 21 years of age and he has al- 
ready proven his mettle by his sizzling and 
original daily ads. 

He is also a member of the entertain- 
ment committee of the coming Tri-State 
Shoe Retailers’ Association convention, 
to be held in Little Rock March 12, 13 and 
14. 
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Business on Normal Basis 


Increase Noted in Demand for Gray Although Black Satins 
Still Lead 


HE retail shoe business during the 

past six days has shown no increase 
but there has been no downward trend in- 
dicated, from reports given out by the pro- 
prietors of a number of downtown shoe 
stores. The demand for spring shoes was 
somewhat retarded when the weather be- 
came wet with two or three days of heavy 
rain. Whatever the intentions of the buy- 
ing public may have been previously, they 
were decidedly changed when old J. 
Pluvius remained on the job as long as he 
did. Instead of spring shoes the call was 
most pronounced for rubber footwear. 
This of course applied mostly to the wo- 
men’s end of the business and the set-back 
was felt more in this department than any 
other. 

Rain seems to have just the opposite 
effect on the male creature, who when the 
soles get thin has them repaired or rushes in 
and buys a new pair of shoes. This was 
noticeable during the rainy period and men’s 
sales were reported as being more than fair. 
Saturday turned bitter cold and business 
was greatly increased. The sales in the 
women’s end of the business leaped high in 
volume with the better showing being 
made in the higher priced stores. 


Women Paying $10 to $16 


Particularly was the business observed 
as rushing in stores where prices ranged 
from $10 to $16. However, the popular- 
priced stores reported satisfactory sales. 
There still lingers the semblance of clear- 
ance sales. The majority of the retail shoe 
merchants have not put the big push back 
of their spring selling drive and prefer to 
defer the effort until the weather breaks. 
The better grade stores are reporting the 
largest sales on the new shoes for spring. 
This is easily explained by the fact that 
a great many of their customers leave for 
the Southern resorts at this time and are 
replenishing their footwear needs. Grays 
have been selling best in stores of this char- 
acter. In oneof the ultra-smart places, gray 
was dividing the honors with black satin. Itis 
only fair to state that in this particular 
store the best patterns were being shown 
in gray. Although some designs were of 
other materials, all of them were not 
played straight across the board. Straps 
were good and there was practically an 
even break in the choice of patterns. Some 
tongue effects with lattice work sides and 
tops appeared to be a popular type. Lat- 
tice work cut-outs especially in tie oxfords 
are shown in good numbers in most stores. 
Particularly in gray, but also in suede are 
these patterns seen. Patent is the popular 
trimming when one is used on gray suede 


shoes. This appears most on oxfords. 
Cuban and Spanish heels are the two types 
of heels carried on most oxford patterns. 


No Grays after Easter 


With all the talk of gray and its evident 
popularity, it is difficult to find a retail 
shoe merchant who will predict that this 
spring color will surpass satin at any time 
from now until Easter in point of sales. 
Sales during the past week have shown an 
upward tendency for gray and it is ex- 
pected to continue in this direction until 
Easter, when the wise merchant will be 
well rid of them. When gray sales have 
reached their peak, many merchants feel 
that black satin will still be the leading 
style in point of sales. 

Black satin at present in most stores 
still leads all othe rstyles. Straps in this 
material continue to be good with pumps 
and small tongue Colonials of various 
designs trailing. Beige or sand color is 
another color that is anticipated to be good 
after gray has flown the shoe style realm. 
This color of suede with trimming of darker 
shades of calf or kid have been mentioned 
by some of the style impressarios as of sub- 
stantial merit. The manager of one of the 
large downtown stores said a pertinent 
thing with reference to gray as a big bet: 

“We find that the woman has not as 
yet decided if she will buy a gray frock to 
go with her gray shoes and hose or if she’ll 
wear this same combination regardless of 
the color of her frock. She always realizes 
that black satin harmonizes with most any 
spring outfit and is therefore hesitating 
to make her spring footwear purchases at 
this time.” 


“Move More Merchandise” 
Conference Big Success 


The ‘“‘Move More Merchandise’’ Con- 
ference held February 6, 7 and 8 at the 
Hotel Statler, under the direction of the 
Advertising Club of St. Louis, was pro- 
nounced a huge success by the many out- 
of-town merchants who attended the daily 
sessions. The conference was held for the 
purpose of broadening the merchants 
throughout this trade territory in the prin- 
cipals of moving more merchandise during 
the coming year. The program was built 
with the sole idea of assisting the small 
merchant and the men selected to make 
the talks were some of the biggest business 
brains in the country. 

Bert Barnett, advertising manager of 
Friedman-Shelby Shoe Company, was 
chairman of the conference. A committee 
of about 100 members of the advertising 
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club completed the plans for the meeting. 
P. M. Fahrendorf, advertising manager of 
Brown Shoe Company, was one of the 
speakers. His subject was “Dressing a 
Shoe Window”’ which was done during his 
addressin a regular store window erected in 
the conference hall. 

" Arch De Bow, advertising manager of 
Roberts, Johnson and Rand Shoe Com- 
pany was another of the speakers. He 
spoke on how the dealer can build a bigger 
business with the proper use of dealer helps 
furnished by the large shoe companies. 
Both shoe talks were well received and the 
big feature of the subjects was the fact 
that the retail merchant could actually put 
into practice what was demonstrated to 
him in these addresses. 


How to Build An “Ad” 


How to build a newspaper ad was one 
of the feature subjects. This was demon- 
strated with lantern slides. Examples of 
good and bad advertising were flashed on 
the screen and the valuable points, as well 
as the errors, pointed out in a concise man- 
ner. How to increase your business through 
direct mail advertising was another im- 
portant topic discussed by Fred Mann of 
Devils Lake, N. Dakota. Actual copies 
of the advertising he used in building his 
half million dollar business in a town of 
5,000 people were shown the conference 
members. Window trimming, accounting, 
store management, stock keeping and al- 
most every topic which would assist the 
merchant in moving more merchandise was 
discussed. After each address an open 
forum discussion was inaugurated and 
many important points were brought out. 

The “Move More Merchandise’’ con- 
ference was voted a permanent institution 
at the close of the sessions. The board will 
comprise members of the Advertising Club 
who were responsible for the idea, mem- 
bers of the wholesale district on Washing- 
ton Avenue, as well as a number of mer- 
chants from the smaller communities who 
were in attendance. 


Merchants Asked to Support 
Bond Issue 

The St. Louis Shoe Retailers’ Associa- 
tion mailed to all of its members a two- 
page letter asking them to support the 
$88,000,000 bond issue which was voted 
on by the citizens of St. Louis February 9. 
C. E. Williams, of the C. E. Williams Shoe 
Company, presented the argument in favor 
of the issue and the benefits the retail mer- 
chants would derive. 


Anstedt Shoe Company 
Opens New Shoe Store 


The Anstedt Shoe Company has secured 
the store formerly owned and operated by 
Harry Wayne at 3125 South Grand Aven- 
ue. This latest addition makes three in the 
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chain of retail shoe stores now being oper- 
ated by the Anstedt Shoe Company. The 
change was effected a few days ago and 
after taking inventory the new manage- 
ment inaugurated a sacrifice sale. The 
Grand Avenue store will be managed by 
Louis Sherman, president of the Anstedt 
Shoe Company. 


Manufacturers Show Big 
Increases 


The recent issue of the 8th District 
Federal Reserve Report on Business Con- 
ditions in this territory contains a report 
on the condition of the shoe industry 
which is as follows: 

“Sales of the 11 reporting interests in 
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December were 25.2 per cent larger than 
for the same month in 1921 and 21.1 per 
cent in excess of the November total. Or- 
ders received during the first two weeks 
of January indicate a continuance of the 
recent gains. Factory operations ranged 
from 90 to 100 per cent of capacity. Save 
for a few isolated advances, prices were 
steady, but the trend is upward, in sym- 
pathy with the upturn in raw materials. 
The demand for women’s shoes was bet- 
ter than in several months, with indica- 
tions for heavy buying during the next few 
weeks. As was the case throughout 1922 
purchases of men’s footwear was heavy in 
volume. Advance orders are considerably 
larger than for the*corresponding time a 
year ago.”” 





MILWAUKEE 


Clearance Sales Still Necessary 


January Mark-Downs Did Not}jClear Shelves and Spring 
Styles Are Being Kept’in the Background 


ONTINUATION of clearance sales, 
with varying degrees of success, 
marks the week’s activity in this city. 
The average retail shoe merchant is not 
planning any extensive showing of spring 
models until around March 1. Advance 
displays will, no doubt, make their appear- 
ance within the next week; in fact, a few 
early showings have been made by down- 
town dealers. Stocks are sufficiently full, 
however, to warrant an effort to make 
February a clearance month. January 
retail business in this city showed a de- 
cided falling off. Clearance sales booked 
for mid-January were not, in the main, 
successful. Few merchants can claim lean 
stocks. Because of the fact that this 
condition is general, there will be little 
chance of any body of insurgents making 
conservative competitors uneasy with ex- 
tremely early showings. 


Plants at Capacity 


Manufacturing plants in Milwaukee, 
and generally throughout Wisconsin, con- 
tinue to turn out footwear on production 
schedules, which cannot begin to cope 
with order demands. Most any shoe 
manufacturer in Milwaukee when asked 
the question, “Are you working at ca- 
pacity?”’ replies, ‘More than capacity— 
the big problem is one of production, to 
get out the footwear to fill orders now on 
file.” None of the local plants, however, 
are neglecting to look ahead six or eight 
months, and consequently the process of 
order seeking continues with tireless 
energy. : 

Could the shoe manufacturing industry 
in Milwaukee be taken as a criterion, the 
conclusion would be reached that the 


economic condition of the country at this 
time is excellent. 


Unemployment Increases 


Slight increases in the ratio of unem- 
ployed to employed are noted in Wiscon- 
sin by the various federal, state, and pri- 
vate employment offices. Falling off in 
building construction is blamed largely 
for this condition. Employment of 17 
per cent less men in this industry, coupled 
with a 14 per cent falling off in highway 
construction and 18 per cent falling off in 
railroad building and maintenance work, 
has brought down the number of em- 
ployed considerably. 





Sickness Closes Plant 


An epidemic of measles, grip, colds, and 
similar ailments among the several hun- 
dred employees of the Weyenberg Shoe 
Mfg. Company, at Beaver Dam, Wis., 
compelled the closing down of the plant 
for several days. Wisconsin cities, espe- 
cially the smaller ones, are combatting 
similar epidemics, which in some cases 
have had a telling effect on local industries. 


Manufacturers Fight 
Taxation 


Higher taxes for Wisconsin, such as 
proposed in the administration’s tax re- 
vision program, will be vigorously op- 
posed by shoe manufacturers and leaders 
in other industries throughout the state. 
Many of the. most prominent manufac- 
turers have threatened to take their en- 
terprises out of Wisconsin if the proposed 
measures become law. D. L. Sawyer, 
credit manager of the F. Mayer Boot & 
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Shoe Company, and a member of the legis- 
lative committee of the Milwaukee Asso- 
ciation of Commerce, stated that “the 
bill is merely another one of the kind we 
have been fighting for years. Our com- 
pany chose to build its new plant in 
Michigan three years ago because of the 
high taxes in Wisconsin, and we would do 
so again.” 


May License Cobblers 


Cobblers will be dignified by a required 
course of training and state licensing simi- 
lar to that governing doctors, dentists, 
and other professional men under a bill 
just introduced into the lower house of the 
State Legislature by Assemblyman John 
Eber, Milwaukee. It would take a two- 
year course of training to become a cob- 
bler, under the bill. The examining board 
inspecting the qualifications of applicants 
for a license would receive $7.50 per day 
while employed. 


Party for DeRusha 


Mr. and Mrs. William DeRusha, Jr., 
the former selling representative for the 
Menzies Shoe Company, Fond du Lac, 
Wis., in Minnesota and North Dakota, 
were given a farewell surprise party by 
relatives and friends before leaving for 
Minneapolis, where Mr. DeRusha will 
make his future headquarters. 


Merchants’ Week Pulls Well 


Hundreds of merchants from Wiscon- 
sin, Michigan, Minnesota, and Iowa, 
spent from one to three days in Milwau- 
kee during the big Retail Merchants’ 
Week, held February 5 to 9. Jobbers, 
wholesalers, and manufacturers reported 
good extra business for the period of the 
week. Special prices of standard value 
merchandise and special railroad fare, to- 
gether with an elaborate educational pro- 
gram, was the bat which attracted the 
merchants to the city. 


Tomahawk Stock Sale 
Successful 


Practically the entire $30,000 worth of 
preferred stock in the Tomahawk Shoe 
Company, Merrill, Wis., was taken up at 
a special meeting of citizens held at the 
City Hall. Plans for immediate expan- 
sion of the company’s facilities will now 
be carried out. 


Shoe Firm Employees Dance 


Two hundred employees of the Edward 
A. Luedke Shoe Company, Milwaukee, 
with their friends, danced at the company 
plant, 317 Mineral Street, in a get-to- 
gether meeting. Raleigh Hewitt was in 
charge of the dance, and was assisted by 
Carey Stout, Carl May, and Miss Edna 
Bernsee. 








Store Changes Hands 


Chester L. Perkins, Medford, Wis., has 
purchased the general store of August 
Frels, at Little Black, Wis. Mr. Perkins 
will personally supervise the operation of 
the store, paying particular attention to 
the boot and shoe and dry goods depart- 
ments. 


New Store for Madison 


The Paris Bootery has opened its new 
store at 1726 Monroe Street, Madison, 
Wis., with Charles Zach, formerly con- 
nected with the Schumacher Shoe Com- 
pany, of Madison, in active charge. Be- 
sides a complete stock of shoes and rub- 
bers for men, women, and children, the 
new store will handle a complete line of 
hosiery. 


Reel Signs Big Lease 

A ten-year lease, with an additional ten- 
year option on the Schlitz site, southeast 
corner Third Street and Grand Avenue, 
has been signed by Herman Reel, of the 
Reel Quality Shop, Milwaukee. Mr. Reel 
will operate a ready-to-wear shop on the 
second floor, subleasing the first floor to 
a shoe firm; a sweater, blouse, and lin- 
gerie department; and a glove, purse, and 
accessory department. The lease involves 
between $1,500,000 and $2,000,000. The 
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site has the highest tax assessment of any 
property in Milwaukee, and is generally 
regarded as the best business location in 
the city. 


Discuss Return Goods Evil 


Credit managers of Milwaukee shoe 
firms and sales managers of the same com- 
panies held a joint meeting to discuss 
“Abuses of Returned Merchandise,” at 
the Medford Hotel, February 14. The 
subject discussed at the meeting is one 
which has been the principal topic of dis- 
cussion at all recent meetings of the two 
bodies. Arrival at a solution of some of 
the more complex phases of returned mer- 
chandise evils is in sight, according to 
D. L. Sawyer, credit manager of the F. 
Mayer Boot & Shoe Company, who is 
taking a leading part in discussion of the 
question. 


Would Ban High Heels 


High heel shoes, silk hosiery, and ex- 
pensive clothing would be banned in Mil- 
waukee’s high schools, if the council passes 
an ordinance introduced by Alderman 
Doerfler. The matter is being thrashed 
out in the council committees, but will 
probably fail of passage, judging by ex- 
pressions of aldermen interviewed on the 
subject. 





CINCINNATI 


Business Volume Satisfactory 


Not Much to Brag About but Better than Last Year; 
Women Holding Off Until Spring Styles Arrive 


HILE the volume business done 

at the retail shoe stores in this 
vicinity during the past few weeks has 
been nothing to brag about, it neverthe- 
less compares favorably with the records 
for the corresponding period of last year. 
Business during the past week has shown 
a slight improvement. However, it has 
not hit the stride that is usually expected 
during the season of mid-winter clearance 
sales coupled with snowy and rainy 
weather which ordinarily quickens the 
movement of rubber footwear. 

The clearance sales that have been in 
force for the past three weeks seem to be 
showing up in favor of the men’s side of 
the business. Merchants in this branch 
report very good sales, and on the whole 
their stocks are in what is considered a 
healthy condition. The sale offerings in 
ladies’ lines are in many instances un- 
usually attractive by virtue of the low 
prices. Most of them are in broken lots or 
off sizes, but in few instances can the pat- 
terns be considered completely out of 
style. Yet the volume of business clearly 
shows that the ladies are waiting to do 


their footwear shopping during March in 
preparation for Easter. 


Storm Helps Rubber Business 


Last week the retail merchants here 
got the first real chance of the winter 
season to clean out their stocks of rubbers 
and galoshes. Frequent snows which 
kept the ground covered for a longer time 
than Cincinnati has experienced for a 
number of years, afforded ample reason 
for the Queen City’s conservative flappers 
to come forth with their galoshes. Local 
retail merchants always have been very 
cautious in their purchases of rubber foot- 
wear. In but few cases does the winter 
pass by without their stocks having been 
well cleaned out. 


Big White Season Expected 


H. S. Vollrath, manager of the H. S. 
Pogue Company’s shoe department, ex- 
pects a very large white shoe business this 
year. He predicts that 90 per cent of the 
sport effects will be all white or white 
trimmed in white, that a few whites trim- 








med in black will sell, and that the ma- 
jority of the business in this class of foot- 
wear will be in the medium low heel. 





Noonan with Walk-Over 


George Noonan, manager of the Walnut 
Street Emerson store, resigned last week 
and joined the sales forces at the Walk- 
Over store. 


Capacity Increased 100 
er Cent 


The Kay Jay Shoe Company having 
completed its first year under the leader- 
ship of president H. Bloom, continues to 
make rapid strides in its growth. During 
the first few weeks of this year, they in- 
creased their capacity by almost 100 per 
cent. 

This company started manufacturing a 
full line of ballet slippers, pullman slip- 
pers and men’s comfy sole slippers in 1921, 
with a daily output of 60 pairs. In 1922 
the average daily output was 800 pairs. 
and for 1923 they plan to average 1500 
pairs per day. Recent changes in their 
factory, involving art additional space, 
has made it possible for them to develop 
their line by adding all year round sellers. 

Mr. Bloom announces that within a 
short time that they will be looking for a 
new and larger factory building. On the 
15th of January the Kay Jay Shoe Com- 
pany opéned a branch office at Los Ange- 
les, California, the address of which is 
4239 South Grand Avenue. George W. 
and Sam A. Beahr are in charge of this 
branch. A St. Louis office branch is also 
being planned and is expected to be 
opened within the very near future. 

The other officers of the Kay Jay Shoe 
Company are George C. Jacobs, vice 
president, H. Kirchenblatt, treasurer and 
F. Weiland, secretary. 


Columbus Plant Sold 
Up to April 

H. N. Lape, president of the Lape & 
Adler Company, Columbus, states that 
their business continues to show a steady 
growth. At present this plant is sold up to 
April 1. Plans are under way for an addi- 
tion to their factory. 





Record Business at Wolf Plan 


Dave Wolf of the Sam B. Wolf Shoe 
Company reports that they are doing 
the best business in the history of their 
organization. The Wolf plant is at pre- 
sent running at full capacity and larger 
forces are at present employed than ever 
before. 


Big Volume for Spring 


E. C. Williams, sales manager of the 
Excelsior Shoe Company, Portsmouth, 
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Ohio, states that his Company is enjoying 
a fine volume of business for spring. He 
also reports that his boys’ and gents’ stock 
business, which has grown to such pro- 
portion during the past two years, con- 
tinues to increase. Mr. Williams states: 
“Our mail order business during the 


past two and one-half years has increased 
over 4 per cent of our gross business to 18 
per cent of it. During this time we have 
opened up on an average of 500 new ac- 
counts each season. Our business on boys’ 
and gents’ footwear has more than 
quadrupled.”’ 





CLEVELAND 
February Shows Improvement 


Good Gain over Same Month Last Year; Between Seasons 
for the Retail Shoe Merchant 


ALES in Cleveland shoe stores are 
7 about what the average has been in 
the past at this season of the year. It is 
the tail end of the winter season, and a 
little too early for the sales of spring shoes 
to take on any volume. Inventories | ave 
either been completed or the task is nearly 
finished. The weather has been anything 
but favorable for the shoe merchant. It 
has been cold and dry most of February, 
with everyone wearing galoshes. 

Shoes are not wearing out under such 
conditions, nor is anyone anxious to lay 
aside the rubber footwear and appear on 
the streets in low shoes with ankle ex- 
posed, when the mercury is hovering all 
day long near the zero mark. 


Low Shoes Favorites 


February has for a number of seasons 
been the coldes: month in the year in this 
city, and that precedent is being followed 
ihis year. Shoes being sold are low shoes, 
despite the fact that no one would care to 
venture out in them this month. 

The volume of business, however, is 
much beiter than it was in February a 
year ago. The general conditions in 
Cleveland continued to improve during 
January. The Chamber of Commerce 
made a survey of the larger factories, and 
found that there were more men employed 
at the close of January than were on the 
same payrolls in February. In fact, there 
has been a gradual increase in workers 
during the last three months. 


Sample Room Robbed 


The sample room of N. B. Reiss, who 
recently left the Walker Shoe Company, 
to take over the local agency for the 
Morse & Rogers New York Branch of the 
International Shoe Company, was robbed 
recently. Now that “the horse has been 
stolen,” the lock on the window in the 
rear, through which the robber climbed, 
has been repaired by the owner of the 
building. But fixing the window has not 
returned to Reiss the thirteen shoes that 
were missing when he opened his door last 
Tuesday. They are all single shoes, not a 
pair among them, and so there is quite a 
joke on the robber. Reiss has advertised 


for the return of the shoes, and has prom- 
ised not to prosecute anyone who returns 
the missing articles. 


New Manager of Stetson 
Shop 


Denver C. Smith is the new manager of 
the Cleveland Stetson Shop, which is lo- 
cated in the Hollenden Hotel block. He 
succeeds the late F. C. Smith, one of the 
pariners in the ownership of the shop, 
who died a short time ago. Mrs. Smith 
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still retains her husband's interest in the 
business, with A. V. Holbrook of Colum- 
bus. Mr. Smith has been with this store 
for the past three and a half years, during 
which he gave honest and faithful service. 
There is no better posted shoe man in the 
city of Cleveland, and few are better 
known to those in the industry. Prior to 
coming to this city Mr. Smith spent four 
years with Mr. Holbrook in his store in 
Columbus. The new duties are not un- 
familiar to Mr. Smith, as he gradually as- 
sumed responsibilities that his predecessor 
relinquished in the closing months of his 
life. For the pasi six months the manager- 
ship of the store rested on Mr. Smith’s 
shoulders. Joseph Griffin is the new as- 
sistant manager. 


New Juvenile Shop Planned 


The Elliot Shoe Company is going to 
try an experiment in this city. It is going 
to establish a juvenile shoe store in Euclid 
Avenue, near East 107th Street, a district, 
by the way, that has fairly blossomed out 
in new shoe stores since the Stone Com- 
pany placed a store out there and began 
to make a goodly sum of money. 





COLUMBUS 


Higher Grades in Better Demand 


Merchants Agree That Public Wants Better Footwear; Wider 
Variety of Lasts in Men’s Shoes 


HAT there is a growing demand for 

the higher grade of footwear on the 
part of the buying public is the experience 
of retail shoe merchants in this city. Both 
men and women insist on shoes of better 
quality, according to Louis Bamberger of 
the Browning Shoe Company. 

Spring styles in shoes are of great vari- 
ety, from the popular low-heeled sport 
oxford to the high-heeled dress pump of 
satin, suede and patent.. The two-tone 
effect is proving a very good seller, accord- 
ing to leading merchants. 

Children’s shows now being displayed 
show many fancy combinations. Men’s 
shoes show a greater variety of lasts, with 
the plain, medium wide toe and little or 
no stitching predominating. The lighter 
weight leathers are more popular than the 
cordovan and heavy leathers for these 
spring shoes. f 

Sport Ozford Still Popular 

Harry Zavitz, general manager of 
Petot Shoe Company, in commenting on 
the spring styles, declared that the popu- 
larity of the sport oxford shows no sign of 
abating, either in men’s or women’s styles. 
“Suede leather, in combination with calf 
or kid, are expecially good in the women’s 
sport styles,” said Mr. Zavitz, “while for 
dress, satins with straps and cut-out effects 
are expected to go big for spring.” 


Max Morehouse Dead 


Max Morehouse, president of The 
Morehouse-Martens Company, one of 
the largest department stores in this city, 
died very suddenly at the Johns Hopkins 
Hospital at Baltimore, on Monday of this 
week. 

His sudden death was a shock to 
his many friends and business associates 
in the city. His loss will be keenly felt 
throughout the city, as he was of a very 
charitable disposition, and helped many 
an unfortunate to get back on his feet. 
With his passing, the history of the civic 
development of Columbus is marred, for 
despite the fact that he was head of one of 
the largest and fastest growing business 
enterprises in the city, he always found 
time for and showed deep interest in, any 
move intended or made for the progress of 
Columbus. 


The Old Bootjack 


And you used to have a bootjack 
with which to pull them off. Some- 
times you feet were wet in spite of you 
and then didn’t those boots come off 
hard! Father frequently had to help and 
he pulled and pulled while you held to the 
back of the chair.—Brockton Enter- 
prise. 
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SALT LAKE CITY 


Business Better Than Year Ago 


Rubbers Move after Heavy Snowstorm—Hunter-Thompson 
to Increase Hosiery Department—Vincent Romney 
Company Takes More Space 


LTHOUGH January saw_nothing in 

the nature of a boom in the retail 
shoe business here, it was better than the 
same month [ast year. Practically every 
dealer in the city was agreed on this point. 
Manager Staiger of the Auerbach Com- 
pany’s shoe department, said he made an 
increase of 25 per cent over the correspond- 
ing month last year. Mr. Staiger added, 
however, with a smile: 

“This is largely due to the rottenness of 
business last year, for it has been none too 
good in 1923 sofar.” Up to the 25th of the 
month the weather was spring-like and so 
dry underfoot that rubbers were not 
worn for weeks. Then came a big and 
rather wet snowstorm which stimulated 
this end of this business, though there was 
not, of course, the rush for rubbers usually 
experienced following a wet snowstorm 
in the earlier part of the season. With the 
women folks radio boots and four-buckle 
overshoes, as many call galoshes here, have 
taken the place of rubbers, the former be- 
ing especially popular with the girls of the 
flapper age. Some of the local shoe men 
were not at all pleased with the snow, view- 
ing it from a business standpoint, of 
course. One of them said he did not like to 
see snow after the middle of January as it 
sets the spring business back. It would 
seem that the snow in question has cer- 
tainly done this, though the present win- 
ter has been so changeable in this section 
up to the present that one would not be 
surprised to see warm, dry weather again 
in a day or two. 


Hosiery Department to be 
Increased 


So successful has the Hunter-Thompson 
Company been with its hosiery depart- 
ment that plans for enlarging the space 
occupied by this end of the business are 
under consideration and are likely to ma- 
ture at an early date, according to Mr. 
Hunter, who chatted with the writer on 
the subject the other day. Mr. Hunter 
swears by hosiery as an adjunct to a shoe 
store. In fact we are not sure that “‘ad- 
junct” is the proper word to use in this 
case, for Mr. Hunter, who is a shoe man 
of wide experience and level-headed, too, 
seems to regard the hosiery department as 
being on an equal in importance with the 
shoes themselves. He said ,in commenting 
on the business done last year—the firm 
is still in its first year of operations—“If 
we had made as much money on our shoe 
business as we did out of hosiery, in pro- 
portion we would have—well, we would 





have been more than pleased.” Mr. Hunt- 
er declared that 75 per cent of the hosiery 
worn in the not distant future wi!l be 
bought in shoe stores and he said every 
shoe man should carry it. The firm carries 
high grade merchandise in this department 
as well as in the shoe department, but 
aims to make the price as popular as pos- 
sible. The department is under the im- 
mediate supervision of Miss Amy Kempt, 
a very capable young lady who has a 
thorough knowledge, not only of the goods 
but of the art of selling. Miss Kempt said 
Van Raalte hole proof and other popular 
makes are going strong and she thought it 
of great importance to match the cus- 
tomer’s shoes; in fact, she declared the suc- 
cess of the department had been to a great 
extent due to this. 


“Ads” That Have Pulled 


That it is really not necessary to 
“smash,” “slaughter,” or insert anything 
of a sensational character to “put a sale 
over” is proven by some recent sales of 
Albert’s on East Broadway. Albert Jacob- 
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sen, manager of the store, hasbeen drawing 
large crowds by announcing his low priced 
sales in the simplest language. Although 
shoes were offered at $1.00 that sold at 
$8 or $9 or $10 at one time, such as wo- 
men’s high shoes, for instance, the news- 
paper ads merely stated that they were 
being offered at a sacrifice or that it was 
a semi-annual reduction sale. Nothing 
was said regarding the value of the shoes. 
There was no exaggeration of any kind. 
There was not even an exclamation follow- 
ing the price or the word sale! So keen 
was the interest on the part of the public, 
however, that there was a large crowd 
waiting when the doors were opened and 
it took 15 or 16 men to wait upon them. 
Prices ranged from $1 to $7.45. Mr. Jacob- 
sen told the writer he expected to get rid 
of $4,000 or $5,000 worth of stuff in this 
way. He said he thought it paid in the long 
run to get rid of dead stock, even though 
big values had to be given. 





Vincent-Romney Takes More 
Space 


The Vincent-Romney Shoe Company, 
established on Main Street, near First 
South a few months ago, has enlarged its 
floor space about 100 per cent. Both Mr. 
Vincent and Mr. Romney are well known 
here where they had been in the shoe busi- 
ness for years before opening; the present 
store. 





DES MOINES 


Iowa Convention in March 


Big Attendance Expected at Des Moines“Get-Together’— 
January Business Exceptionally Good 


HE general committee of the Iowa 

State Shoe Retailers’ Association 
visited the local shoe stores recently ask- 
ing for assistance and co-operation. The 
convention is to begin March 6 and con- 
vene for three days. Many instructive 
features are being planned by L. D. Ream, 
secretary. The Ft. Des Moines Hotel is 
to be headquarters. According to reports, 
from the point of view of attendance and 
exhibits this convention promises to out 
do all those which have taken place 
heretofore. 


Retail Stocks Are Low 
The final returns from January sales 
are now coming in and if the reports are 
any indication of the business that is to 
be done throughout 1923, the outlook is 
very bright. All of the stocks of local 
merchants practically without exception 
are low and have been sold out this 
month at a good profit. 
George Breck, local manager and pro- 
prietor of the Walk-Over store said: 
“This is the best January clearance I 





have ever had since I began putting on 
January clearances. I have never had 
such a steady influx of customers day by 
day as this year. I made merely a con- 
servative mark down on the better grade 
merchandise and in out sizes and lines 
which I wished to close out, a real deep 
cut was made in the price and everything 
has been cleared in the best shape ever.” 
Jacobson to Open New Store 

A new men’s boot shop is to be 
opened at 411 Seventh Street, February 1 
by Harry Jacobson, formerly president 
and manager, of the Seymour Shoe Com- 
pany. He has obtained a long lease on 
the location and has had the room re- 
modeled. It will have 35 feet of window 
display space and two entrances, one of 
them from the lobby of the Chamberlain 
Hotel. The store will feature Stacy- 
Adams shoes. Mr. Jacobson has been in 
the shoe business 26 years. He started 
in 1897 with the Charles Kahler Shoe 
Company, and seven years later became 
part owner of the Florsheim store. 

















23 


RK 
d 
h 


bad 


a ee 


February 17, 1923 











New Manager for Younkers 
Brothers 


The shoe department of Younker Broth- 
ers’ Department Store obtained the serv- 
ices of a new manager this week. H. L. 
Barlass, who has been connected with the 
Bradford Shoe Company of Columbus, 
Ohio, as salesman for the past two years, 
is now in charge of both the basement and 
second floor shoe departments of Younker 
Brothers. Mr. Barlass was with Younker 
Brothers the nine years previous to his 
connection with the Bradford Shoe Com- 


pany. 


Seymour Shoe Company 
Moves 


The Seymour Shoe Company opened its 
new store this week ai 514 Walnut Street. 
The new store is equipped with the latest 
designs in shoe retailing equipment. L. R. 
Kennedy, formerly with the Panor Shoe 
Company of Waterloo, Iowa, is the man- 
ager of the new store. 


Elwell Field Features Chil- 
dren’s Shoes 


This week has seen a special effort on 
the part of the Elwell Field Shoe Com- 
pany in advertising, display, and sale of 
children’s footwear, especially in inter- 
mediate sizes. ‘“Tel-Til-Tips” shoes, with 
sole leather tips and toe and heel plugs of 
steel were a favorite number. 


New Store Opens 


Harry Jacobsen opened his new store in 
the Chamberlain Hotel Building chis week 
with a series of original advertisements in 
the daily newspapers. Fit and service are 
the basis of his new store, but he is bring- 
ing his own personality into his advertis- 
ing and his sales most strongly. The shop 
will cater exclusively to men’s trade, with 
prices ranging from five dollars up. 


Frankel Plans Shoe Depart- 
ment 


The Frankel Clothing Company, of 
which Anselm Frankel is president, began 
remodeling their store this week prepara- 
tory to opening a shoe department. The 
new store will include the store building 
straight west, which will make 30 feet ad- 
ditional frontage on Walnut Street. The 
store is to be entirely equipped with new 
fixtures. The Nettleton Shoe will be han- 
dled in the shoe department; other lines 
will be taken on before the department 
opens. The shoe department will be 
opened about May Ist. 


Younkers Open Spring Line 

Much attention has been attracted to 
the new styles which have been received 
in the last few days at Younkers shoe 
department. There are some 26 new 
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styles on display which include gun metal 
and gray oxfords, a gray ooze pump 
trimmed in patent, a heavy satin pump 
trimmed in jet and cut steel beaded orna- 
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ments and many other novelty combina- 
tions. A wonderful business has already 
been done in these new styles, says R. C. 
Kugel, assistant manager. 





DENVER 
Retail Volume Shows Gain 


Good Increase over January of Last Year—Crop Prospects 
Are Excellent 


ANUARY retail shoe business in Den- 
ver was reported good and ahead of 
the same month last year. This gives 1923 
business a nice send-off and the coming 
months loom bright. Present indications 
are that the farmers of the state will have 
good crops this year and they will receive 
higher prices. This will go a long way 
toward speeding up business in all lines 
in Denver and other parts of the state. 
There is plenty of snow in the mountains 
to insure water for irrigation of farm 
crops. Industrial plants in the state are 
working at capacity at the present time, 
which is another reason why business in 
all lines is forging ahead. There are few 
idle men in the state at this time. 


Spring Footwear Arrives 

Spring footwear for women has made 
its appearance in Denver retail shoe stores. 
Last week the Broadhurst-Young Shoe 
Company featured the Savoy sandal in 
black satin and suede, with turn sole and 
moderate Louis heel. The sandal is of- 
fered in Denver at $12.50. 


May Company to Build 
A new seven-story building, with a 
seventy-nine-foot frontage on Champa 


Street, directly northeast of the May 
Company’s present Denver property, will 
be erected by that company at an esti- 
mated cost of $500,000, as soon as plans 
can be completed aad leases of present 
tenants expire, according to an announce- 
ment made last week by A. Triefus, man- 
ager. The May Company operates a 
men’s furnishing store and have a large 
shoe department. 


Selling Out Children’s Shoes 


Robert Johnston of the Johnston Shoe 
Company, 607 Sixteenth Street, Denver, 
is at this time conducting a sale of his en- 
tire stock of children’s shoes. Mr. John- 
ston states that he does not intend to han- 
dle children’s shoes in the future, as he 
needs the room for the expansion of his 
ladies’ shoe department. During the sale 
he is selling his children’s shoes at a dis- 
count of one-half the original price. Mr. 
Johnston says he expects 1923 to be a 
good year for the retail shoe man. 

The Stone Shoe Sole Company of Den- 
ver is a new concern just recently incor- 
porated. The firm’s capital stock is $100,- 
000, and its directors are as follows: J. 
Stone, C.J. Mendenhall, and L.Mendenhall. 





SAN FRANCISCO 


Building Boom Well Under Way 


Steadily Increasing Number of Shoe Stores Merely One 
of Vast Operations 


T is merely the sober truth to apply 
the word “‘vast’’ to the building pro- 
gram of San Francisco and the Bay region. 
Sky-scrapers, warehouses, and homes are 
being rushed to completion on every 
hand, and this expansion is being steadily 
reflected in the increased number of boot 
and shoe stores. 

The George E. Keith Company, manu- 
facturers of Walk-Over shoes, has closed 
a lease covering several years, for the 
building 844-850 Market Street, occupied 
by the Selby Candy Company and the 
Peters Bros. Shoe Company. This will 
make the third retail establishment of the 
Walk-Over in San Francisco. His sudden 
death, recorded elsewhere, made it impos- 


sible to consult General Manager Clinton 
R. Taylor regarding the deal. A. A. Gos- 
selin, manager of the Market Street Walk- 
Over Store, stated that his firm takes pos- 
session of the property March 1, and hopes 
to complete extensive alterations by April 
15. The location is one of the best on 
Market Street, and it is planned to make 
the store one of the finest of its kind on 
the Pacific Coast. 


Peters after New Location 


Peter Bros.’ Shoe Company has, at 
present, two stores on Market Street. 
Speaking of the store at 844 Market Street, 
H. J. Peters said: ‘““We sold our lease to 
the Walk-Over Company at a price we 
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felt we could not turn down. Our closing- 
out sale begins on February 1. We are 
looking for a new location in San Fran- 
cisco, as well as in Oakland, and have 
several places in view, but have not yet 
found exactly what we require.” 

Gallenkamp’s now have five stores in 
this city, the latest opened in January 
being the store at 70 Third Street. 5. 
Dornig is managing the latest child of the 
Gallenkamp family. The new Gallen- 
kamp store at 209 Montgomery Street, in 
the financial district, is doing excellent 
business, according to its manager, R. E. 
Bryan. In spite of the fact that this is 
the Wall Street of the West, many of its 
denizens take kindly to the $5 shoes which 
are the big feature of all five Gallenkamp 
stores. Charles Lowerman is general 
manager of all these stores. 

The rainy season has hampered the 
progress of work on the new Philadelphia 
store branch, in the Mission. Extra men 
are put on the job when the weather per- 
mits, and the building is being rushed to 
completion. It is hoped that the store 
will be ready for occupancy by March 15. 


Katschinski Addresses 
Merchants 


Al. Katschinski of the Philadelphia 
Shoe Stores, back from the recent national 
convention with vice-presidential honors, 
drew many retail shoe merchants to the 
Pacific Building, when he addressed as- 
sociation members on the Chicago con- 
vention and the forecast of styles it had 
revealed. Mr. Katschinski has made the 
highly gratifying announcement that 
John Slater, the new president of the Na- 
tional Shoe Retailers’ Association, will 
attend the convention of the California 
Shoe Retailers’ Association, to be held in 
San Francisco in June. 

H. A. Ballentine, chairman of the con- 
vention committee, has gone to Los An- 
geles, to visit the Hanan store there. He 
is manager of the San Francisco Hanan 
store. 


Takes Over Oakland Store 

C. E. Peters of Oakland has taken over 
the M. A. Packard Shoe Company of Oak- 
land, and is managing it “‘on his own.” 
He still retains his interest in the Peters 
Bros. Shoe Company of Oakland and San 
Francisco. 


Shoe Department Changes 


Chillion V. Jones has been made as- 
sistant manager of the upstairs shoe de- 
partment, the Emporium. J. E. Fleming, 
manager, stated that Mr. Wilson, formerly 
buyer for the men’s shoe department of 
the Fair, Chicago, has accepted a similar 
position with the Emporium, and is now 
at the Eastern factories. Harry Marks 


of the Emporium is also on a buying trip , 


East. James W. Rasmussen is manager 


of the downstairs shoe store at the Em- 
porium, succeeding Melville P. Prince. 


Shoe Man in Charity Drive 


J. G. Rogers, manager of the San Fran- 
cisco Bootery, was captain of one of the 
best teams in the drive for $2,035,000 for 
the year’s community chest. This sum is 
to maintain the city’s charities for a year. 
The soliciting for funds was done by vol- 
unteer workers among well-known busi- 
ness men of the city, the drive taking 
place late in January. L. E. Garren of 
the Sommer & Kaufman Grant Avenue 
store turned in $2,785 for the community 
chest, as the result of his individual efforts 
as member of a team. 


C. F. Taylor Dies Suddenly 


Clinton F. Taylor died suddenly of 
heart disease on Sunday, January 28, at 
his home, 1405 Plymouth Street, San 








Francisco, Cal. He was reading at the 
time, and apparently was in good health. 
Mr. Taylor, who was only 33 years of age 
at the time of his death, was general man- 
ager of the Walk-Over Shoe Company for 
San Francisco. He went to California 
last October after serving the Walk-Over 
firm in Toronto and in New York City. 
In New York he had risen from salesman 
to be assistant manager of the Walk-Over 
stores. The young widow, Mrs. Cherrie 
Taylor, returned to New York with her 
husband’s remains for burial. In addition 
to the widow, the deceased is survived by 
his parents and a brother. He was a 
native of Glens Falls, New York. 





Brisbin with Werner 
H. J. Brisbin, formerly of the Walk- 
Over, has joined the Frank Werner force 
as manager of the floor, on the women's 
side. “Our January sales were excellent,” 
stated Frank Werner. 





LOUISVILLE 


Too Much Rain; Too Little Business 


Winter So Mild That Spring Will Find Many Heavy Shoes 
Still on the Shelves 


ae an than two weeks of almost 
daily rains haven't helped business 
any in Louisville, as the rainy season set 
in late, and there hasn't been any snow 
with the rain. The winter of 1922-23 
without exception is the mildest in the 
fifty-odd years of history of the local 
weather bureau. The coldest weather of 
the year was 15 degrees above, and while 
there have been traces of snow three or 
four times, there hasn’t been a snow that 
stuck or that whitened city streets. It is 
too late for heavy merchandise to move, 
as the public is now thinking of spring 
merchandise, and as a result there isn’t 
any heavy demand for anything. 

Retail merchants are handling any num- 
ber of sales for clearing up the remainder 
of their short lines, etc., and are doing a 
fair business for the season, but haven't 
had the kind of weather desired. In fact, 
there has been no break between seasons. 


A Few Spring Styles Shown 

A number of houses are showing a few 
new models for spring, but as a rule no 
large amount of spring merchandise is 
being shown as yet. However, with 
Easter on April 1, new merchandise will 
be coming out strong shortly, and several 
houses are featuring their final clearances. 
No change is anticipated in men’s wear. 
In women’s shoes colonials and oxfords 
are being featured, especially in gray 
suede, black suede, and black satin. Some 
of the gray suedes are attractively 
trimmed in patent, which is also being 
used on black suede. Covered Cuban 


heels as well as Spanish covered heels are 
being shown. 





Hosiery Department 
Enlarged 


The Boston Shoe Company has recently 
enlarged its hosiery department, extend- 
ing the cases several feet, taking out a 
large findings case, and consolidating that 
stock in smaller cases at the side. The 
hosiery department is now at the front of 
the store, between the north and south 
entrances, and is about twenty feet long, 
by about fifteen wide, in the form of a U, 
with shelf stock against the wall, which 
divides the entrances. 


“Mill End” Sale Held 


The semi-annual Lockhart mill-end 
sale is being operated at the store of Her- 
man Straus & Sons Company, Mr. Lock- 
hart coming to the store twice a year and 
putting on a big sale, the company buy- 
ers going out well in advance and buying 
up stock for this sale. 


To Hold Style Show as Usual 


The Style Show Association recently 
met at the Kaufman Straus Company’s 
store and discussed plans for the spring 
style show, but has not made any an- 
nouncement other than that a show will 
be held. The show this year will probably 
be held after Easter, when there is a need 
of something to bolster up interest in 
merchandise. 
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Because of its failure to continue 
advertising, the famous shoe polish 
firm of Day & Martin, which won a 
place for itself in literature, is selling 
out.—London cable. 


“The glorious Dey of Morocco is dead, 
And Day ¢ Martin are reigning instead’ — 
Thus Tom Hood countered lightly. 
But reigning now's a dry pursuit 
And Day ¢ Martin get the boot 
That long they polished brightly! 


Time was when at that Borough Inn 

Yelept the White Hart, where the din 
And dust did erst commingle, 

Sam Weller shined the underprops 

With Day ¢ Marlin, e’en the tops 
Of Mr. Aljred Jingle. 


Time was when George the Fourth was King 
And Wellingtons were quite the thing— 
They took a lot of blacking. 
Long since they met their Waterloo! 
The world, his wife—and flappers too— 
Wear shoes with uppers lacking. 


Time was when all you had to say 

Was “blacking” and ‘twas plain as day— 
Al least as Day ¢ Martin— 

Just what it was you wished to get 

To darken kid or leatheretie— 
One only had to start in. 


Eheu fugaces—what a blight! 

Think! Day ¢ Martin! Day turned night! 
And, what is more surprising, 

The reason for their black distress 

No Dickens, Hood or Harte could guess, 


Mere lack of advertising! 
N. Y. Herald. 
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It is not the intention of the Boot 
and Shoe Recorder to treat the passing 
of the fine old English firm of Day & 
Martin as a joke. The lay-out of this 
page is merely a setting for the whim- 
sical verse from the New York Herald, 
here reprinted with its sound business 
moral. 


Day & Martin no more! To all 
except the young men of the shoe and 
leather trade this is truly like the news 
of an old friend’s death. Day & Mar- 
tin! Why, you and I can remember 
when that name was as synonymous 
with fine shoe blackings as ivory is 
today with billard balls and soap! Day 
& Martin, heir to British political and 
literary traditions, a household word, 
mentioned by George Eliot, Carlyle, 
Hood and others. And now—all this 
wealth of prestige and good will on the 
junk heap! A great firm—eclipsed by 
lack of proper advertising. 


In the United States, 85 
per cent of the firms which 
fail each year are non-adver- 


tisers. 
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Endorsed by the best 
trade here and abroad 


Do not endanger your rep- 
utation as a dealer in good 
shoes by permitting your 
customer to use any old 
preparation for cleaning the 
white shoes bought of you. 


+ 
+ 
+ 


It has won public favor 
and is widely sold 


BOOT AND SHOE RECORDER 
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FINE WHITE DRESSING FOR FINE WHITE SHOES 


With These Four White Shoe Cleaners You Can Meet Every Demand 





A white shoe cleaner in cake form that is unequaled 








SUEDE STICK CLEANER 
Something New 
VERY HANDY, DECIDEDLY POPULAR, PROFIT- 
ABLE. ASSORTED COLORS. INDIVIDUAL CARTONS, 
TWELVE CARTONS TO COUNTER DISPLAY KIT. 


ORDER SAME TODAY 
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As useful about the store as 
about the home 


To suggest the use of Whit- 
temore White Shoe Cleaners 
is to go the limit, so far as 
you are concerned, to guar- 
antee good looks and wear, 
indefinitely. 





+ 
- 






“CLIFTON” 
Gem Duck 


Has Stood the Test of Years 


Used with our wet process, it pro- 
duces a perfect innersole, as it is 
easily formed in, and hugs the lip, 
producing strength where strength is 
most needed. 










The Trade Prefers 
“‘Clifton’’ Gem Duck 
when once tried 


“Clifton” shoe covering cloths, also 
“Clifton” backing and plumping 
cloths give satisfactory results. 


CLIFTON MFG. CO. 


BROOKSIDE AVENUE, JAMAICA PLAIN 
BOSTON 30, MASS. 
















If Your Jobber Cannot Supply You, Notify Us 
SESERESESERE SESLSESEREDE PESEREREREEE BESERERESESE EEREGESERERE FE PESERERESESE BE SERESERERESE SESESERESESE BESERERESERE BEMERERERERE SESESENEEESE 


_ HITTEMORE BROS., Cambridge, Mass. 














Shoe Laces: 
“OLD RELIABLE” Brands 


Mercerized and Cotton 








‘*RADCLIFFE” Narrow, Flat, Tub, Mercerized 
‘*YALE,”’ Round, Mercerized 
“DUDLEY” and “C,”? Round 


Your Jobber Can. Supply You 


FRANK W. WHITCHER CO. 


Boston, Mass. MFRS. Chicago, III. 

















The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Nothing in the shoe 
but the foot 


HOE specialists insist that shoes 
built with Crawford Arch Sup- 
porting Shanks are scientifically correct. 
Such shoes relieve fallen arches and safe- 
guard normal feet. They bring health 
and happiness to your customers and 
increased business to you. 


T's Crawford Arch Supporting 
Shank is built right into the shoe 
—fitted between the inner and outer 
sole and locked to the insole. It pre- 
serves the shape of the shoe, giving sup- 
port to the arch and ease to the foot. It 
} cannot abrade the skin. 














United Shoe Machinery Corporation 


Boston 


Massachusetts 





To boost your business, sell shoes built 
with Crawford Arch Supporting Shanks. 

















The Beet and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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The New 
ARMORTRED “CUSTOM” HEEL 


: Allow the Shoe to set flat 
e il a and tread flat 


By graduating the heel from back to 
breast (1-2 inch thick at back and 7-16 
inch at breast, as shown above) a 
perfectly flat striking surface is af- 
forded. 











This illustration shows how Armor- 
tred CUSTOM Heel helps to give 
the whole shoe a perfectly flat tread. 


This illustration shows how the ordi- 
nary hzel tends to rise and strike at 
the breast. but not at the top. 


Another Important 
ARMORTRED Improvement 


Originated by Quabaug Rubber Co. 


Notice the next line of samples shown you by the 
salesman and see if they tread flat. If they don't, 
ARMORTRED CUSTOM HEELS will correct this 
fault. Be sure to say “CUSTOM.” 


Quabaug Rubber Co. 


North Brookfield, Mass. 





RUBBER AE EB kL:S 
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LYNN 


Egyptian Sandals the Latest 


Uppers are of Whitewith Novelty Trimming or of Elk with 
Tan Trimming; Cut-outs in Sides and Vamps 


| mig sandal samples were 
taken to New York last week by 
Harlan Leighton of P. J. Harney Shoe 
Company. Sides and vamps are cut away 
to the limit. Uppers are of white, with 
novelty trimmings, or of elk, with tan 
trimmings. Designers were working on 
sanda! styles, or ventilated shoes in the 
P. J. Harney shop, when news came of 
the finding of the wonderful sandals of 
Tut-Amkh-Amen in the tomb at Luxor, 
Egypt. 

By the way, Edric R. Taylor of Mc- 
Nicho!, Taylor, Inc. says that it takes a 
special last for an Egyptian sandal. The 
foot treads low in a sandal, and the last 
should be broad and full in the bottom. 
The foot, treading low in the sandal, will 
rest the weight of the body on the sole, 
and will ease the strain on the sandal 
thongs of the uppers. Other shoes in the 
Harney line are: 


Beige Suede Trimmed with Green 


A sport oxford of beige suede, with 
trimmings of green kid, and a white welt, 
and a military heel, 8-8 high, of wood. 
The trimmings are a ribbon tip and a 
skeleton saddle. The heel may be covered 
with green, or beige, as the buyer desires. 

Another sport oxford of smoked elk, 
with light Russia trimmings, not beavy, 
but just outlining the pattern, and a sole 
of either leather or rubber. A vamp collar 
pump is another new paitern, in the dressy 
sport line. The vamp, of the mule pattern, 
has a collar, narrow on the throat, and 
expanding to a width of an inch as it passes 
to the shank, just before the line of the 
strap. This collar is of a contrasting ma- 
terial, as for instance, a patent collar on a 
white vamp, or a gray sport calf collar on 
a gray suede vamp. The sides of the col- 
lar are fancy stitched, or cut out. This 
shoe carries a 14-8 heel. 


White with Patent Trim 

Mr. Gorman, of Murphy, Gorman & 
Waterhouse, tells of a new interest in 
white shoes, with patent leather trim- 
mings, not heavy trimmings, but light 
trimmings, like ribbon tips and stays. 

An interesting shoe, in his line, is a satin 
oxford with an overlay of black suede on 
the quarter, the overlay extending from 
the lace stays almost to the back stay. 
Many a buyer picks up the shoe and takes 
it for a shoe with a suede quarter inlaid 
with satin. 

Suedes, in beiges and grays and white 
shoes, are selling well in the M. G. & W. 
line. Strap patterns are good, with 


stitched sunbeams, or cut-outs on the 
sides at the bases of the straps. 

Buyers are picking wood heels, 14—8 and 
16-8 high. 


Big Sales of Suedes 


Suedes are selling in all grades, and in 
black, brown, gray and beige, the grays 
being especially popular. A tanner of 
suedes recently returned an order for 6000 
suede calf skins, top grade stock, too, 
because he had all the orders for suede 
leather that he could handle. 

A new stock is brocade suede leather, or 
fine suede leather on whose nap a brocade- 
like design is traced. A machine for 
making the brocade design has been built, 
and patents on it have been asked for. 


Valedictorian Named 


John H. Linehan will be valedictorian 
of the class of the Lynn shoe school that 
will graduate in June. He is described as 
“‘an honor student in the art and science of 
shoemaking.” He is the first valedictorian 
in the history of the Lynn shoe trade, and 
possibly, the first valedictorian of the shoe 
trade in the country. 


Spread Out on the Lasts 


Production men are wishing that buy- 
ers would spread their style selections 
over several lasts. When everybody wants 
a shoe over the same last, shoes get tied 
up in the works, just the same as traffic 
gets tied up in the subway when everybody 
tries to board the same car. 


More Shoes to Retail 
Merchants 


If anybody should say that a leading 
feature of Lynn’s trade, in this beginning 
of 1923, is an increase in the sale of shoes 
direct to the retail trade, he would hit it 
pretty near right. Some retail merchants 
are not waiting for salesmen to visit them 
at their stores. They are coming to the 
factories. 


Wood Heels Strong 


R. H. Mitchell Company is making 50 
per cent wood heels this run. That shows 
the way in which wood heels are gaining. 
A year ago this firm made none. Mr. 
Lally, salesman, is on the road with new 
samples of white shoes, chiefly all white 
leather shoes. Strap styles lead in spring 
sales. The strap pump, with the lattice 
front, is a favorite. 
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Where to Buy 


Women’s Shoes 











For the 
better 
Trade 

BEST-EVER 
Soft-Sole Leather 


Boudoirs and Novelty 
imona Sandals 


Write for Prices 
BEST-EVER SLIPPER CO., Inc. BROOKLYN, N.Y. 








BLEECKER STYLES 
Are the last word in footwear 
for stylish women 








Phillips-Cram Corp. 
Makers of 
Women’s Turn 
Slippers 
276, RIVER STREET 
Hoste — 


ton O 
207 Essex St. 








E. A. & M. C. Witherell Co. 
Manufacturers 
Women’s Turns, 
Bootsand Slippers 


Factory 
Haverhill, Mass. 


Boston Office 
Rice Bidg. Room 406 








FINE TURN NOVELTIES 


We are now prepared, in our new 

factory, better footwear, quicker 

deliveries and in service. 
Latest Models, All Leathers and Satins 


FELSTINER-O’CONNELL SHOE CO., INC. 
162 Winter St., Haverhill, Mass. 








FASHION FOOTWEAR 


Women’s Fine Turns 
and Novelties 
Our new models for Spring are attracting most 
favorable attention. Hand turn sli and 
pumps in the latest designs and finest leathers. 
TESSIER & BOWDOIN 
2 Washington St.,. Haverhill, Mass. 








STOCKBRIDGE SHOE COMPANY 


MAVERHILL, MASS. 
~=Zy SAS 











The WESTCOTT-WHITMORE CO. 
Syracuse, N. Y. 

In-stock Specialists of 

Women’s Shoes. Party 

Slippers and Novelties 


Write for Catalogue 
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Where to Buy 


Men’s Shoes 


























Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 
SHOES 


Brockton, Mass. 











BOSTONIA 


Famous Shoes for Men. 


Commonweattu ‘Swot & Leatuer Co. 
WHITMAN, MASS. 


eS 


One Pair 
Sells 
Another 


T.D.Barry Co. 


Brockton, Mass. 

















ABOVE. ALL 














(P) M. A. PACKARD CO., Makers (P) 
BROCKTON 


NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 
Syracuse. 


. N. ¥., U.S.A. 
MEN’S FINE SHOES EXCLUSIVELY 

















Collection of Shoes 


J. J. Grover’s Sons have one of the best 
private collections of shoes in the North 
Shore district, for they have the collection 
which they displayed at the world’s fair in 
Chicago, and also, shoes which were made 
by the late J. J. Grover as specimens of 
hand shoemaking. These latter shoes are 


February 17, 1923 


kept as a family heirloom. They are 
locked up in a safety deposit box. Also, 
the firm has specimens of shoes that it 
has made during various style periods for 
60 years. 

One of the best public collections of 
shoes is that in the Essex Institute in 
Salem. Its shoes go back to the Colonial 
period. 





PHILADELPHIA 


Gain in Employment Continues 


Building Also Very Active and Shoe Factories Report Big 
Volume of Business on Hand 


MPLOYMENT figures for last 
month established a new high 
record, according to a survey made by the 
Philadelphia Chamber of Commerce. 
While in former years there has been a 
seasonal decline in employment in Jan- 
uary, there was this year an increase of 
1% per cent over December. A year ago 
the decline in January from the previous 
month was 2.6 per cent. 

According to this survey the greatest 
gain in employment was in the vehicle 
industry which increased its forces 20 
per cent. Lumber came next with a 5 per 
cent increase, iron and steel followed 
with a 3 1-3 per cent increase, and leather 
gained 2 per cent in employment. The 
paper industry and a group of miscellan- 
eous industries also showed gains. 

Demand for common labor still exceeds 
the supply in spite of the fact that a num- 
ber of men have been released by the 
seasonal conditions in the construction 
trades. Foundrymen and boilermakers in 
the metal working plants are scarce, as 
are competent automobile mechanics and 
woodworking pattern makers. 

If the figures for building for last month 
may be taken as an indication of the 
amount of new construction for this year, 
1923 will exceed even the record-breaking 
building of last year. Last month’s total 
was more than $2,000,000 higher than 
January, 1922, and architects, engineers, 
and builders are daily announcing the 
undertaking of vast new projects. One 
contractor has just announced his plans 
for the erection of one thousand homes on 
a plot of ground he recently purchased. 

The vessel movement in and out of the 
port of Philadelphia, which showed a very 
great increase last year, continued to grow 
during January. The Commissioners of 
Navigation report arrivals and sailings in 
both the foreign and coastwise trade as 
being considerably ahead of last year in 
both number of vessels and tonnage. 


Fancy Shoes in Demand 


Buek and Company report their factory 
running to capacity. They are making 


mostly welts and turns, with the former 
leading. Kiltie tongues are very much in 
demand and have to a very great extent 
taken the place of the Colonial tongues. 
Combinations of straps and tongues are 
very popular. Gray is a very popular 
color. Prices remain unchanged. 

Smaltz-Goodwin Company report they 
are doing more business than at any time 
within the last 18 months. This firm 
notices a general trend back to straps and 
a decided dropping off in the demand for 
tongues. Combinations of straps and 
tongues, however, are popular. Sport 
shoes are very much in demand. Biege is 
the most popular color. Staple lines are 
quiet, while everywhere there is a demand 
for fancy shoes. This firm also reports a 
tendency towards lower heels. Prices are 
stiffening all along the line. While there 
have been no advances on the staple lines 
this company reports the situation on 
fancy goods quite different. With a new 
pattern being put out every minute it is 
necessary to figure the cost each time, they 
say. 

Me Keon Says Whites Will “Go Big” 

John C. McKeon, of Laird Schober & 
Co., thinks tongues are holding their own 
as many of the newest styles are tongue 
effects. After the present fancy shoes are 
out of the factory, Mr. McKeon expects a 
very big white season in both staple lines 
and novelties. There will be a great 
variety of sport effects. They will be for 
the most part in gray, white and tan. They 
will be in oxfords with fancy punching 
and in straps with fancy trimming. There 
will also be some short tongue effects. 





Open Forum Held 

The Rhode Island Shoe Retailers’ Asso- 
ciation held its regular monthly and con- 
vention conference meeting on Tuesday, 
February 6. This meeting took the form 
of an open forum where the proceedings 
of the N. S. R. A. Chicago Convention 
were discussed by those who attended for 
the benefit of those who did not attend. 
Fred S. Fenner presided. Many out-of- 
town members were present. 
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HAVERHILL 
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Haverhill Factories at Capacity 


Busiest Ones Are Plants Making Turn and McKay Slippers; 
More Buying Expected after Easter 


RACTICALLY all Haverbill fac- 
tories are now operating at full 
capacity as a means of getting out every 
possible pair of shoes required for the 
Easter trade. This is particularly true of 
concerns manufacturing turn and McKay 
slippers, many of whom have sufficient 
orders on hand to keep their plants opera- 
ting at full capacity until May 1. Not- 
withstanding delays which Haverhill 
manufacturers experienced in receiving 
their orders for the Easter delivery, they 
are making heroic and what they intend 
to be successful efforts to deliver at least 
90 per cent of the Easter goods by March 
15. The congested factory conditions for 
which the Haverhill manufacturers do not 
hold themselves entirely responsible, will 
continue to be a handicap on production, 
but they are nevertheless unavoidable. 
No Haverhill manufacturer believes for 
one moment that shoe buying will let up 
when Easter goods have been delivered. 
The after-Easter trade is a very important 
one and should keep Haverhill factories 
busy for weeks to come. From now on the 
production of white shoes will constitute 
an important part of the output from 
Haverhill factories. The demand for this 
class of goods will be active, following the 
filling of Easter orders. Many novelties 
will be brought forward in the sandal and 
strap varieties, also in the three eyelet ties 
which seem to be in line for a considerable 
popularity during the spring and summer 
months. 


New Shoe Corporation 
Forme 


The Harmony Shoe Company Inc. 
with a capital of $100,000, has been 
formed under the Massachusetts laws to 
produce footwear. The incorporators are 
Charles B. Simoneau of Nahant; Asa S. 
Richardson of Groveland and Thomas F. 
Griffin, Henry A. Burke, Joseph C. 
Goyette, Charles F. Thimpson and Peter 
J. McSweeney of Haverhill. Mr. Goyette 
was formerly local agent for a labor union. 


Wood Heels Enjoying Favor 


That the importance of wood heels as 
an adjunct to the sale of women’s stylish 
footwear, is thoroughly appreciated by 
merchants is evidenced by a steadily 
increasing demand for these heels. Turn 
and McKay shoes which are so extensively 
identified with Haverhill’s production of 
women’s goods are today featuring wood 
heels of various heights to a greater extent 
than at any previous time. Haverhill asa 
center for the production of wood heels 





is known the world over and its heels are 
sent to every part of the world. The manu- 
facturers of these goods have attained 
great skill in the designing of graceful 
shapes which add immeasurably to the 
selling qualities of the shoes on which 
they are placed. 


Wins Small Foot Contest 


Mrs. Eva Gaumond was declared the 
winner of a “small foot” contest recently 
held in Haverhill. Mrs. Minnie Harring- 
ton was a close second, her foot measuring 
but a fraction of an inch longer than that 
of the winner. E. M. Rickard of the 
Rickard Shoe Company, who attended the 
local theatre where the prizes were 
awarded, presented shoes to both con- 
testants. The judges were Superintendent 
Doherty of the Rickard Shoe Company; 
Cornelius Driscoll of the Bradley Shoe 
Company; aad Miss Mary Cranston. 


New Boxes for Shipping Shoes 


The manufacture of corrugated boxes 
for the shoe manufacturing trade has been 
started in Haverhill by James A. Kerrigan. 
The box is new in Haverhill. It is lighter 
than the regular wooden box, which 
enables the shippers to obtain lower ex- 
press and freight rates. A further ad- 
vantage is that this box reduces the 
chances of theft as it cannot be opened 
without being cut. The Interstate Com- 
merce Commission has approved the cor- 
rugated box as a shipping case. 


Haverhill at the NewEngland 
Style Show 


Shoe manufacturers in Haverhill are 
much interested in the National Shoe and 
Leather exposition and Style Show to be 
held in Boston, July 9-12. The trade here 
is fully alive to the importance and pos- 
sibilities of exhibiting at this show and 
will be very heavily represented. Messrs. 
L. H. Downs, General Manager of C. K. 
Fox, Inc., and Herman E. Lewis, of H. E. 
Lewis, Inc., are active members of the 
committee of arrangements. 


Haverhill Product Shown in 
Texas 


At Fort Worth, Texas, February 12-14, 
at the Convention of the Texas-Oklahoma 
Shoe Retailers’ Association, the Hannah- 
sons Shoe Company of this city showed a 
complete line of their specialties in 
women’s turn and McKay footwear. 












Where to Buy 


a Men’s Shoes 























PULLMAN TRAVELING SLIPPERS 


better"than ever in Quality and fit 
itor~owner, of Jade Mork’ Pullman’ 


CABERETI 
Guar hee 
Colorr Black and Orown 
full sizes 3 toll in Stock 


M. GUSTIN CO. J 
Wwise st. New York 


“Che 

















NorHING 
But THE 
Best Mave (os 
Wuen East Visit Us 
WHEN IN Your Town We Wit Visit You 














jock Dept. 5 
‘at Your Service 


STBTSON SHOE CO. (Inc.) 
South Weymouth, Mass. 














HOWARD & FOSTER CO. 
Men’s and Women’s Welts 


Address all Communications to the 
Factory at 


BROCKTON, MASS. 


a» FREDERICK S. PECK 
Worcester, Mass. 
Men’s and Women’s 

Sport and College Shoes 


Boston Salesroom 
207 Essex Street 











WORCESTER 
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Where to Buy 


Men’s Shoes 














CRAIG -REED & EMERSON INC. 
& BROCKTON MASS ° e 


Boston Office: Room 214, United States Hote 








HOMPSON BROS . SHOE 
FINE SMOEMAKERS 2 
BROCKTON 
MASS. 


USA 











HENRY LILLY Co. 
88-90 Reade St. New York 


AUCTION TRADE SALES 
SHOES AND RUBBERS 





Every Wednesday and Friday 











Where to Buy 


Men’s and Women’s Slippers 

















Special in Medum and+ 
IGH GRADE 
OR SLIPPERS 
ali stylar made of end 
imported Satin Brocadevand Metal Cloth. 
$2.10 per pair and up 
wrt MGUSTIN Co _ rewvomof 








Largest manu- 
facturers of 
soft sole leather 
slippers. 
Send for Catalogue 
MAID-RITE SLIPPER CO.., Inc. 
35 York St., Brooklyn, N. Y. 








FELT SLIPPERS 
BLUM SHOE MFG. CO. 
Dansville. New York 








Turkish Sli 
IN STOCK AGAIN 
No. 101.—Sofia Turk- 
ish Im- 
tom Con- 
. All 
Sizes for 
Immediate Delivery 


stantino 








K. M. STONE CO. 
12-14-16E 224St.,N.7 . 
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BROCKTON 


Shoe Firm Elects New Official 


John McElaney Made Treasurer of The Stacy-Adams Co.; 
District Shipments More than 50,000 Cases 
during January 


TACY-ADAMS COMPANY, long 
identified with the manufacture of 
fine footwear in Brockton, recent'y e'ected 
at a special meeting of directors, John Mc- 
Elaney as treasurer of the corporation. 
Mr. McElaney succeeds Thomas Scho- 
field. Mr. McElaney, who is also secre- 
tary of Stacy-Adams Company, will fill 
thai position in addition to his new office. 
In the latter he will have Arthur F. Luce 
as assistant treasurer. B. Harrison Cort, 
superintendent of Stacy-Adams Company 
factory, was choven a director of the com- 
pany. He has been associated with the 
concern for the past eight years, being 
superintendent the larger part of the time. 
The Stacy-Adams Company is operating 
its plane at full capacity in the prodvction 
of spring orders. 


Manufacturer Back 
From West 


President Haro!d C. Keith of George E. 
Keith Company, who recently returned 
from a trip to the Pacific Coast, reports 
that while in San Francisco arrangements 
were made for .he lease for a company 
store in that city. Mr. Keith went to the 
coast following the Chicago Shoe Conven- 
tion. He was accompanied by Director 
Herbert T. Conner, general manager of 
the George E. Keith Stores Company. 
President Keith had intended to visit 
many of the Walk-Over dealers in Pacific 
Coast territory, but his plans were 
changed by the sudden death of Mr. Tay- 
lor, manager of the San Francisco stores. 


Manufacturer Nearly 
Years in Brockton 


Luke W. Reynolds of L. W. Reynolds 
Company, manufacturers of men’s welts, 
has been manufacturing shoes in Brock- 
ton since 1877. When he began business 
here the town was known as North Bridge- 
water. It did not become a city and take 
the name of Brockton until several years 
later. Mr. Reynolds is a direct descendant 
of one of the oldest shoemaking families 
in the United States. The first Reynolds 
came from England to this country, and 
had a shoe shop in Boston at the corner 
of Washington and Milk Streets, where 
subsequently the Old South Meeting 
House was built and now stands. The 
original Reynolds occupancy of that loca- 
tion dated back to 1642. Luke W. Rey- 
nolds began making shoes with his brother, 
J. B. Reynolds, in a building where the 
Brockton railroad station now stands. In 


Fifty 


1898 he began business under his own 
name. Mr. Reynolds’ lease of his present 
Brockton factory expires the coming sum- 
mer, and he is looking for a factory loca- 
tion in one of the near-by towns. 


Increasing Factory Output 


The Union Shoe Company, which has 
been three years manufacturing a line of 
men’s and boys’ fine welts, has increased 
its daily production from 50 to 70 dozens- 
Additional machinery has been installed 
at the factory on Main Street and the 
number of employees increased. Dr. 
James Alfred is general superintendent, 
and his son, James L. Alfred, is office man- 
ager. The plant, which is occupied by 
this company is unique in construction, 
arrangements having been made for a 
skating rink and later ingeniously adapted 
to the uses of shoe production. 


Perley G. Flint Honored 


At the convention of the National Boot 
and Shoe Manufacturers’ Association, 
held in New York City last month, Perley 
G. Flint, treasurer of Field & Flint Co., 
Brockton shoe manufacturers, was elected 
a director to serve three years. Mr. Flint 
has been for many years associated ac- 
tively with the Brockton shoe manufac- 
turing trade, and is a leading factor in 
promoting trade interests in general. 


Shoe Shipments Make Good 
Showing 

For the month of January the shoe ship- 
ments from Brockton totaled 51,050 cases, 
this covering a period of five weeks. An en- 
couraging feature of shoe production in 
Brockton factories at the beginning of the 
present year is that there is an indication 
of steady growth, which, continued dur- 
ing the next few weeks, will give Brockton 
the beginning of a substantial increase in 
1923 shoe shipmenis over those of 1922. 





Good Boot Business in 
Providence 


While this may not be the biggest 
season for boots ever, yet J. A. Babbee, 
high grade Olneyville shoe merchant is 
having a good and comfortable sale of 
boots, especially in the better trade lines. 
With low shoes for women the “go’’ for 
many months in Providence, only two 
miles away, boots have always been a 
mighty big bet here. 
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BUFFALO 


Gradual Business Improvement Noted 


Sale of Overshoes and Rubbers Has Helped to Maintain 
Volume in Retail Shoe Stores 


pgp shoe dealers report that 
the month of January has been 
marked by a fair to good post-holiday de- 
mand for footwear, as good as the same 
month a year ago, if not a bit better. The 
sales of overshoes and rubber footwear 
have been the main factor of improve- 
ment over the initial month of 1922. 

“Our trade in the last month has been 
fully up to that of January of a year ago, 
if not somewhat better,”’ said the manager 
of one of the city’s downtown stores. 
“The first month of the year is normally 
a light one, comparatively speaking, but 
our sales have been seasonally satisfac- 
tory. The call for rubbers, because of 
the weather conditions, has been decidedly 
better than usual. 


Shoe Business Like Selling Millinery 


“Styles, particularly in women’s shoes, 
are continually changing, and it requires 
the most careful buying to meet constant- 
ly shifting demand in that respect and yet 
not get our shelves loaded with a lot of 
lines which have ‘gone dead’ because out 
of fashion. 

“The shoe business nowadays is almost 
like millinery in that respect. It is com- 
plicated by the fact that, whereas the mil- 
liner can change the size of a hat, shoes 
have to be carried in a range of sizes to fit 
every foot.” 

Shoe merchants 


generally, however, 


through mark-down sales, have cleaned 
their shelves of fall and winter footwear, 
and the new spring and summer styles are 
already making their appearance in some 
of the windows on Main Street. 


George A. White Dead 


George A. White, owner of the White 
Shoe Store in North Main Street, Niagara 
Falls, died at his home, 808 Division Av- 
enue, in that city, on Saturday, January 
20, after an illness of almost three months. 
He was 48 years old. Mr. White was born 
in Lewiston, N. Y., on October 11, 1874, 
the son of Sanford White. He came to 
Niagara Falls when 21 years old, and 
twenty-two years ago he founded the busi- 
ness of which he was the head. Through 
his years of business in Niagara Falls he 
made many friends, and was among the 
leading retail merchants of the city. He 
was a member of the Masonic order and 
of the Congregational Church. 


New Store Planned 


A certificate of incorporation was filed 
in the county clerk’s office at Lockport on 
January 15 by Tucker and Podos, Inc., of 
Niagara Falls. The firm will deal in boots 
and shoes. The capital stock was given as 
$20,000, and the directors are Henry and 
Rose Tucker and Nathan and Tillie 
Podos. 





BOSTON 
Another Blizzard Comes Along 


It Has Been a Great Winter for Overshoes; Merchants Busy 
Buying Whites and Fitting Arctics 


HE present winter will probably go 
down in history as one of the best 
instrugtors ever known in the gentle art of 
selling and fitting rubbers, overshoes and 
novelty arctics. No sooner have the skies 
cleared and walking on a horizontal plane 
become again the normal method of pedal 
locomotion, than a severe snowstorm has 
piled itself up, turning flat streets into 
hummocks and hills of snow and slush. 
The one thing that practically all retail 
merchants have learned is that the de- 
mand for footwear of this type is apt 
to drop off in the afternoon with every 
evidence of dying away entirely and 
open up in the morning with a rush which 
airly sweeps everything before it. 
Monday, February 12, for instance, saw 
the streets fairly clear, the sun shining 


brightly overhead and women on spring 
shopping bent. Tuesday morning found a 
blizzard raging, with drifts three feet deep 
in the suburbs and the demand for spring 
shoes disappeared. 

February business, however, has been 
fairly good to date, certainly ahead of the 
same month last year. The early Easter 
this year may have something to do with 
it if, as one merchant puts it, “the women 
are anticipating their Easter purchases by 
about six weeks.”’ 

Merchants have ordered liberally on 
white shoes this year. The interesting 
part of it is the increase in the buying of 
white kid, expected to take place of at 
least a fair percentage of the white fabric 
sales of last year. White fabric oxfords, 
held over from last season, undoubtedly 
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"Where to Buy | 


Children’s Shoes _| 











\‘Bonites Shoe * Baby 


TURNS and SOFT SOLES 


In Stocl< 


Send. er Catak g 


AH Mortin® , 


Mehew ROCHESTER NY 











Soft Soles and Moccasins 


Ask your Jobber for our 
Goods. We DO NOT sell 
the retail trade. 


Newcomb-Anderson Shoe Co. 
ROCHESTER, N. Y. 








“ELAM” 
Flexible Turn Shoes 


For the Jobbing Trade Exclusively 


F. S. ELAM SHOE CO. 


ROCHESTER, N. Y. 
Boston Office, 181 Essex Street 











SOFT SOLES 


A Wonderful Line for the 
Wholesaler In Stock— All 
leather moccasins, soft — 
ices range from 

$2.50 doz. and up- 
wards. Also a fullline 

of Ladies’ PumpStraps 


NU BABY SHOE CO.. East Lynn, Mass. 











Where to Buy 


Ballet Slippers 











Chicage 
WM. SUMNER SMITH CO. 











ONE STRAPS-LEATHER, SATIN 
OXFORDS, GYM SLIPPERS 
BOUDOIR SLIPPERS 
BALLET SLIPPERS 
ORIENTAL SLIPPER COMPANY 

INC, 








118 Phoenix Rew, HAVERHILL, MASS. 











Where to Buy 
Wanted Styles 
An Extra Editorial Service to 
“Recorder” readers, free for the ask- 


ing, with authentic information on 
current problems. 
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Where to Buy 





Boys’ Shoes 














AShoe for Boys 
That Wears 


Marston & Tapley Co. 
DAPVERA MASE 











They bring your 


customers 


“he Susy Sho Cx 




















Where to Buy 


Engraving and Printing 














ABELS2f- 
ASK FOR SAMPLES pe 


We Greate and S mint most ¢ of the 


TOLMAN PRINT, INC. 


ESTARLISHE 





a SFFICES and PLANT: BR K TON, MASS 





E The HOWARD PRINT Suc,2 


)BROCKTON, MASS.&S 
Designers &{ riginators 
c 0 


ADVERTISING IDEAS 


B\'TAG ALONG WITH HOWARD’. 








ATLANTIC PRINTING CO. 


Shoe Printers 


Tear out this ad and mail for details of 
our Special Printing Service for 
the Boot and Shoe Trade 
201 South Street, Boston, Mass. 
Telephone Beach 4960-4961 
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N° matter what policy you may 
pursue in selling to the shoe 
trade, nevertheless, you need the 


Boot and Shoe Recorder 
All the Time 














will appear in the windows when the 
season opens, but there will also be shoes 
of kid and buck to lend an air of “class.” 


Aaron Hershenson on Tour 


Aaron Hershenson, President and Gen- 
eral Manager of Lyons & Hershenson, 
Inc., Chelsea, Mass., is taking a very 
substantial vacation tour, the first he has 
enjoyed in a long period. He is accom- 
panied by Mrs. Hershenson, and their 
itinerary will take them to the Pacific 
Coast via Salt Lake City and Yellow- 
stone Park. He plans to visit Chicago, 





AARON HERSHENSON 


Omaha Salt Lake City, Denver, Yellow- 
stone Park, San Francisco, Los Angeles 
and New Orleans, and expects also to 
make a short stay at Palm Beach, and 
possibly a side trip to Havana before 
reaching home. 

No one who is acquainted with “‘Her- 
shy’s” pushing personality, and the part 
he has played in the remarkable growth 
of his firm in the past few years can deny 
that his outing is well earned. 

To build up from a small beginning a 
business which now has a nation-wide 
reputation, principally through its spec- 
ialty—Mary Janes, requires an unusual 
capacity for hard work and merchandising 
ability. 


Foss Opens New Store 


Irving Foss, who has about sixteen 
years’ experience in the retail merchan- 
dising of shoes, has opened a new store at 
108 Summer street, the location formerly 
occupied by the Bouve-Sterling store. 
Until the first of March, at least, Mr. 
Foss’s efforts will be devoted to a sale 
which is being run on shoes bought for 
the purpose. About the first of the 
month, however, his regular stock— 
medium grade men’s and women’s foot- 





wear—will have been delivered and he 
then will re-open with a newly decorated 
store interior and window display. The 
new store will be known as the Foss Shoe 
Company. 


New Store for Weymouth 


Donald G. Wilbar, for a long time con- 
nected with the wholesale shoe trade of 
Boston as buyer for McElwain, Hutchin- 
son & Winch, and later general manager 
of the Coolidge Shoe Co., has entered the 
retail business, and established an exclu- 
sive shoe store at Weymouth, Mass. 


Club to Entertain Travelers 


“New England Night”’ is to be observed 
by the Boston Boot and Shoe Club at the 
Copiey-Plaza Hotel, February 21st, this 
being the closing dinner of the present 
season and also the annual business 
meeting. 

The occasion will be in special recogni- 
tion of the traveling salesmen, and the 
after-dinner addresses will include re- 
marks by one or more of these. 

The chief address will be by Ralph B. 
Wilson, of the Babson Statistical Organi- 
zation, who will give an _ instructive 
analysis with the aid of graphic charts of 
general business conditions and prospects. 
There will also be brief addresses by promi- 
nent manufacturers along the line of the 
most effective coordination of New Eng- 
land’s industrial organizations in the shoe 
and leather industry. 

The occasion will be enlivened by vocal 
and instrumental musical features. Mem- 
bers are especially requested to bring as 
their guests their sales managers and sales- 
men. President John A. Gardner will be 
toastmaster. 





Late Louisville Notes 


Claude Overstreet Dead 

Claude Overstreet, seventy years of age, 
one of the best-known men in the retail 
trades of Louisville, died of pneumonia 
on January 29, after a short illness. Mr. 
Overstreet for years operated the old 
Golden Rule Store, merging with the 
Stewart Dry Goods Company, and stay- 
ing with that concern for years, until going 
with the Herman Straus & Sons Company, 
a while back. 


Wolfe Wile Company Re- 
organized 

News was received from Lexington, 
Ky., January 29, of the reorganization of 
the Wolfe Wile Company, operating a 
large dry goods and department store, the 
capital being $300,000, incorporated, 
charter parties being Dolph Wile, Edith S. 
Wile, Nellie O. Meade, Joseph Sable, and 
Hattie Mitchell, all of Lexington. The 
company will shortly enter its new home, 
which is nearing completion. 


February 17, 1928 
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Famous Silk House Celebrates 
Anniversary 


HE celebration this year, by William 
Skinner & Sons, of their 75th anni- 
versary, is an event not only of inter- 
est to the silk business, but to the whole 
world of commerce and manufacture. The 
history of this house is a conspicuous ex- 
ample of success built on a quality basis. 

In 1848, William Skinner, a young Eng~- 
lishman who had come to this country but 
a short time before, built his first silk mill 
on the banks of the Mill River, in western 
Massachusetts. Early training in textile 
manufacture in England fitted him for the 
undertaking and he started with the deter- 
mination to make the best silks possible to 
produce. 

Despite the unsettled condition of the 
times, success attended his enterprise from 
the beginning. The year: 1848 can be 
noted as more than a mere date on the 
calendar if we recall that it was the closing 
year of the Mexican War and of the ad- 
ministration of James K. Polk as President 
of the United States. In France was tak- 
ing place the Revolution of 1848, followed 
by the election of Louis Napoleon by the 
Monarchists. 


Coming Back After Disaster 


The Skinner products rapidly found a 
market and became celebrated for their 
unusual wearing quality, while the vil- 
lage of Skinnerville came into being and 
grew up about the prosperous silk mill. In 
1874 William Skinner was one of the lead- 
ing manufacturers in New England and 
none had a brighter outlook than he. 

On May 16, of that year, however, the 
Williamsburg Reservoir, five miles above 
Skinnerville, burst its earthwork dam. Its 
waters rushed down the valley and en- 
gulfed the factories and viilages below. 
Nearly 200 lives were lost in the flood and 
the Skinner factory with its costly equip- 
ment, was entirely destroyed. 

Most men in middle life (as Mr. Skinner 
was then 50 years of age) would have been 
crushed by such misfortune. But with the 
determination that was one of his out- 
standing traits, he started all over again, 
for the greatest asset of his business still 
remained—the good will and reputation 
of Skinner’s Silks and Satins. 


New Mill Built at Holyoke 


A new mill was built at Holyoke, Mass. 
and the great Skinner establishment has 
grown to its present proportions, employ- 
ing thousands of men and women and 
sending its products to the far corners of 
the earth. 

It is an interesting and significant fact 
that today farmers in the Mill River valley 
occasionally plow up bobbins of Skinner’s 
silk that were buried by the flood. And 
though the wooden spools have rotted and 


crumbled away, the silk still retains its life 
and tensile strength. 

William Skinner & Sons were the first 
silk manufacturers to guarantee the wear 
of their product and were the first to weave 
their name into the selvage to identify it 
to the consumer. 

An aggressive policy of national adver- 
tising has been pursued for many years and 
the phrase “‘Look for the Name in the Sel- 
vage” together with the famous Skinner 
Indian Head Trademark, today is known 
throughout the civilized world wherever 
silks and satins are sold or worn. 


The Origin of a Trade Mark 


This trademark was chosen by William 
Skinner, soon after he started in business, 
and represents the famous Indian Chief- 
tain, Unquomonk, of the Agawam tribe, 
which once inhabited western Massa- 
chusetts. 

The present William Skinner is the eld- 
est son of the founder and has been presi- 
dent of the company since his father’s 
death in 1902. He is in charge of sales 
with offices in New York City, Chicago, 
Boston and Philadelphia. 

Joseph A. Skinner, another son of the 
founder, is in charge of the manufacturing 
at Holyoke. Both these gentlemen give 
their personal direction to the depart- 
ments under their charge. 





U.S. Exported Nearly 3,000,- 
000 Pairs of Canvas Rubber- 
Soled Shoes 


Washington, D. C., Feb. 12—A total of 
2,977,627 pairs of canvas rubber-soled 
shoes, valued at $2,358,463, were exported 
by the United States during the calendar 
year 1922 as against 863,559 pairs of shoes 
costing $751,486; 241,919 pairs of boots 
worth $630,549, and 1,734,396 pounds of 
rubber soles and heels worth $699,135. 

Cuba and the Philippine Islands led in 
the purchase of the canvas shoes from the 
United States, Cuba assuming first rank, 
with 616,361 pairs worth $408,572, while 
the Islands received 590,207, worth 
$462,501. 

Japan took most of the shoes exported 
from the United States, her shipments 
reaching a total of 142,678 pairs worth 
$123,014, and this country also led in the 
import of American boots, taking 74,784 
pairs at $181,584. Mexico took most of 
the rubber soles and heels, receiving 521,- 
124 pounds, costing $195,535. 





Circumstances are the nails on which the 
weak hang their failures and with which 
the strong build their success.—From 
Indiana Shoe Traveler Live Wire Bulletin. 
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Shoe Ornaments 














Colonial Tongues the Fashion 
Always up-to-the-minute with ee 


vies ready upon request. 
EDW. E. KAHN CO. 
201 Adams St., Brooklyn, N.Y- 














D. W. COULTAS CO. 


Manufacturers 


Rhinestone Buckles 
BIG DEMAND 
Write for Samples 


PROVIDENCE - - - R.I. 








Especially for 
Shoe Manufacturers 
For good covered 
buckles and Leathe 
Bows write to the 
Vanity Novelty Worle 

1261 Atlantic Ave. 

Brooklyn, N. Y. 








“Just Enough Better Te Be Thoroughly Worth While” 


BONGIOVANNI BROS. 
Largest Rhinestone Buckle 


Manufacturers in America 
High Class Buckles at Popular Prices 
2927 3RD AVENUE NEW YORK CITY 
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carriage and hardware dealer during the 
week, it will still be in order to say a word 
about the pains and penalties of part- 
nership :-— 


Will you kindly give me legal 
advice on the following. I have an 
interest in a hardware stock and 
wish to discontinue partnership 
with the party with whom I am 
interested. I have offered him my 
interest in the stock, but he does 
not want to buy it. Can I sell my 
interest to other parties without 
his consent, or can I take my part 
of the stock and move it to another 
town to myself? There are no arti- 
cles of agreement at all, no articles 
of partnership, although we have 
been running for about two years 
in this locality. Your early reply 
will be very much appreciated. 

W.C. K. 

Naturally I can’t reach all the business 
men in the country, and all of them 
wouldn’t read what I wrote if I could, but 
I have dinned so often about the absolute 
idiocy of going into partnership without a 
proper agreement, that I actually feel a 
sense of disappointment and defeat when I 
get a letter like this. Here is a man, 
apparently intelligent, who formed the 
most dangerous of all human relationships 
without taking even one of the precau- 
tions which can be taken at such a time. 
Lending every dollar you have in the 
bank to a man you never saw or heard of, 
is not one whit more uncertain and hazard- 
ous then going into partnership, no mat- 
ter how well you think you know the man, 
without the insurance which the right 
kind of an agreement gives. 

I can answer this correspondent’s ques- 
tions, and as I go along teach somebody 
else a perhaps needed lesson. 


Written Agreement Vital 


I have already said that every partner- 
ship ought to be founded on a written 
agreement, preferably prepared by a 
lawyer, but it doesn’t need to be if you 
know how to prepare it yourself. With 
some knowledge of the risks of partner- 
ship, however, I feel that if I were a lay- 
man and could only use a lawyer for one 
thing, it would be to. prepare my partner- 
ship agreement if I needed one. 

1. No partnership ought to be formed 
without a time limit. If the combination 
proves uncongenial, a time limit will save 
lots of worry and possibly lots of money. 
If it is congenial, the time limit, when 
reached, can be waived and the partners 
go right along. 


Partnership Disadvantages 


2. When the partners have decided to 
separate, but the firm has no time limit, 
neither can compel the other to buy him 
out or to sell to him. The only thing to do 
is to get together on who shall buy and 
at what price, and my observation is that 
this is usually impossible, just as it is in 
this case. 

3. One of the big disadvantages of 
partnership is that you can’t sell your 
interest to another man without your 
partner’s consent. A partnership agree- 
ment sometimes contains a_ provision 
permitting this, but it is a bad thing and 
not usually practicable, because no man 
can reasonably be asked to accept any- 
body as partner to whom his fellowmem- 
ber may sell. You can’t get around this 
feature of partnership very well. 


The Undivided Interest 


4. Nor has a partner such an interest in 
the stock and fixtures that he can sepa- 
rate it from the mass and go off with it. A 
partner doesn’t simply own half the stock 
and fixtures, he has an undivided interest 
in the whole, subject to the payment of 
debts. As one text book puts it, “‘as firm 
property is not owned by the partners in 
severally (i.e., individually), but belongs 
to the partnership, it follows that neither 
partner is entitled to exclusive possession 
of the firm estate, or of any item of prop- 
erty composing it.” You can easily see 
what an impossible thing it would be for 
one partner to divide the stock and fix- 
tures into what he considered halves, then 
taking one half and leaving his partner 
the other. It couldn’t possibly work out 
unless there were two of everything and 
the mass therefore divided naturally into 
halves. 

I repeat that an equal partner's interest 
in the assets of the firm is merely the right 
to half the money that is left after the 
assets are all sold and the debts all paid. 
And if he and his partner can’t agree to do 
it any other way, they will have to follow 
that precise course, viz.; wind the partner- 
ship up, sell the assets, pay the debts and 
divide the net balance. 


One Way To Settle It 


How can you make a partner do that? 
There is only one way to do it if he is 
stubborn—go into court. It is a simple, 
ordinary procedure—you go in court with 
a petition reciting that the partners want 
the firm wound up, but can’t agree on any 
way. The court will order an accounting 
and wind the firm up. 

I said awhile ago that one partner can’t 
sell his interest to a third person without 
his fellow member’s consent. Perhaps I 
ought to qualify that a little. He can't 
sell his interest as an interest in a going 
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business, but he can sell his right to his 
share of the balance after the business is 
wound up. For that reason a partnership 
must be wound up and an account had 
whenever one member sells out to a third 
person without his partner’s consent. 
Copyright, December, 1922, by Elton J. 
Buckley, Esq., 643 Land Title Building, 
Philadelphia, Pa. 


Ray Mills with Lunn & Sweet 
Company 


Raymond T. Mills, better known as 
“Ray” Mills, has become connected with 
Lunn & Sweet Shoe Company of Auburn, 
Maine, as sales promotion and advertising 
manager. 

Mr. Mills has had a varied experience 
in the publicity field. After intensive 
training in newspaper work in Boston and 


RAYMOND T. MILLS 


In charge of advertising and sales motion for 
the Lunn ¢ Sweet Shoe Co. 


vicinity, and having graduated from the 
School of Journalism at Columbia Univer- 
sity, he has advanced rapidly through dif- 
ferent stages of publicity work. He was 
with the Butterick Publishing Company, 
of New York, later with Emerson Shoe 
Company, and for some time past was 
Advertising Manager of Hannahsons 
Shoe Company, of Haverhill; 





Long Years Ago 


Remember the first pair you ever had 
and how you went to the butcher to 
get a piece of tallow with which to grease 
them so they wouldn’t wet through? 
Brockton Enterprise. 


If you are going to accomplish anything 
in this world, you must have at all times 
plenty of grit.—From the Indiana Shoe 
Traveler Live Wire Bulletin. 
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Shoe Store to Add Lines of 
Ready-to-Wear 


PENHE most interesting announcement 
that has been heard in Louisville in 
some years is that of Byck Brothers, 

who have arranged to install a women’s 

department on the second floor, handling 
fine lines of ready to wear, including coats, 
suits, dresses, skirts, sweaters and shirts. 

Other lines may be added later, but that is 

about what will be carried at the start. 

Quite often a women’s store adds shoes, 

but for a women’s shoe store to start 

handling ready to wear is indeed interest- 
ing. 

The store of Byck Brothers is one of 
three operated by Louis and Werner 
Byck, the other two being operated at 
Savannah, and Atlanta, each store being a 
separate organization. Byck Brothers 
about two years ago moved into new 
quarters, and have one of the best 
locations in the city, and also one of the 
most attractive stores. 


Secomd Floor Being Refitted 


The company operates a fine delux 
department for women’s high grades on 
the Fourth floor, and has been operating 
a children’s toyland department on the 
second floor. The second floor department 
has been moved to the first, and at an 
expense of about $10,000 the company is 
refitting its second floor. 

Mitchell Simons, of New York, who has 
been with Macey and with Franklin 
Simons, has come to Louisville as buyer 
manager of the new department, which 
will be one of the best in the city, as the 
Byck organization does right that which 
it does. 

Department To Open Soon 


L. 8. Byck and Mr. Simons have been in 
New York for the past several days, 
looking over the markets and making 
arrangements for stocking the department, 
which it is planned to open on or about 
February 26. 

This concern, in addition to its local 
business, travels one or two men through 
the South for orders from buyers of fine 
shoes, and these men will probably also 
represent the new department as well. 

Byck Brothers filed artic‘es of incorpor- 
ation a few days ago, listing a capital of 
$200,000 and naming L. S. Byck and 
Werner Byck as the principal stockholders. 
At the present time there is no plan under 
consideration for installing ready to wear 
lines in the Georgia stores, but if the 
department proves successful here, the 
idea may later be considered. 


An Established Trade 


For a number of years this company has 
been handling the very best class of 
business in Louisville, and has on its 
books many of Louisville’s leading resi- 


dents, regular charge customers, who pay 
their bills promptly, and whose business is 
gilt edged. Many of these customers are 
willing and ready to switch their business 
or at least a part of it to the Byck store, 
at any time, if the store has the kind of 
merchandise desired. In opening a ready 
to wear department the company plans 
to go after the specialty trade, buyers who 
want good merchandise, and whose 
business is profitable and easily handled. 

Considering the problem from every 
angle it appears as though the idea is an 
excellent one. The company has a big 
store, four floors and basement, and has 
its own electric elevator connecting the 
floors. The floor space has been fairly 
well wasted in the past, due to the fact 
that the company had more space than it 
needed, with the result that it was easy to 
place the children’s department on the 
ground floor without inconveniencing 
anything. 





Biggs Changes His “Job” 


Little Rock, Ark—Wm. J. (Billy) 
Biggs, who traveled for the Weyenberg 
Shoe Manufacturing Company until about 
two years ago, at which time he took ad- 
vantage of an opportunity to be at home 
with his family and accepted a position as 
buyer and manager for the Altheimer Dry 
Goods Company of this city, is now con- 
nected with the Gus Blass Company as 
shoe buyer of the Basement Shoe De- 
partment, the Altheimer Dry Goods Com- 
pany having discontinued business. 








Where to Buy 


Shoe Store Supplies 
































Where to Buy 


Miscellaneous 

















Service Complete Copy to Mailing 
F. S. ROOT COMPANY 
Boston, - Mase, Multigraphing 
WHEN TO EMPLOY US—When you want 
— a as oT multigraphing, 

n, addressing, sign- 
tng andl the noting of Sales Letters 
A 1] rs d= Tel. 3172 Hay. 
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BRONZE 
No. 34 


HAVANA BROWN 
No. 10 

LIGHT BROWN 
No. 8 


BEAUTY BROWN 
No. 5 


CHAMPAGNE 
No. 


TERRA COTTA 
No. 3 


SEA-GULL GREY 
No. 23 


iv). 


MIDNIGHT BLUE 
No. 14 


BELGIAN BLUE 
No. 21 


MAPLE BROWN 
No. 12 


BOOZIE BLUE 
No. 38 


JADE GREEN 
No. 13 


ROYAL PURPLE 
No. 15 


CARDINAL RED 
No. 1¢ 


CANARY 


CLER 
No. 36 


IVORY 
No. ll 


CHERERS 


“FLOWER CITY°KID 


T° see the range of SCHERER colors 
is a fascinating and convincing expe- 
rience. 








Fascinating in the variety, warmth, and 


ANales Beller Shoes softly glowing sheen of the colors. 
ill Beller ” Convincing in their exquisitely soft text- 


\ ure and inimitably beautiful shades pro- 
- = duced by “master hands.” 


OSCAR SCHERER & BRO. Inc. 


ORIGINATORS OF AND LEADERS iN, FANCY COLORED K/D 
29 SPRUCE ST., NEW YORK 


FACTORY AT NEWARK, OTK: U- 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Comparative Leather and Hide Prices 
Upper Leather (Price Per Foot) 
Pre-War October, 1921 
Calf, eucde tap gradle......ccccccccccces $0.32 @$0.35 $1. ar $31.50 $0.65 .75 
» smooth coi > 1. top eee 28 30 1.40@ 1.50 45 55 
» smooth, black, top grade.......... -26 -28 1.30@ 1.40 AS 50 
Side leathers, oS SS ae 18 22 -75@ 1.00 -26 .30 
Side leather, ‘black, top Aw = EES .16 -20 65 .90 -24 -26 
SR gS 45 50 1.40@ 1.60 65 80 
White buck, top grade (side lea.)........ -28 .30 -.90@ 1.00 35 40 
, heavy hs nwnxpatasoees 24 -26 65 -70 24 -26 
Kids, colors, best fancy................ 35 40 1.40@ 1.65 80 -90 
Kids, colors, top Le pecoséesosecoecee -28 .30 1.35@ 1.60 -70 80 
Kid, ‘black, isdn tides eaten wns -28 .30 1.35@ 1.50 -60 -70 
id; medium, = Lepeneesoeseneerves .20 24 -70@ 1.10 .35 55 
Kid, — black 18 -22 ry | 1.00 .30 -50 
SI, 6 6:60 04.906640065 00000000060 06 12 .36 es 18 
patent sides and kip........... -25 .30 1.05 45 48 
DUNNE dp sc Gelantedivasetevenes 4@ .. 1.60 70 80 
Sole Leather sitead Per Pound) 
ne TS Bey 00 ccsieececoconcveuss $0.32 @$0.33 $0.56 @$0.58 34 i $0.30 @$0.31 
Pinavestinesereeeceviceseéehacons - .36 90 - 46 50 52 55 
ih, PR. +. i6ccceensesneeeowtes .38 .39 -92 95 55 58 55 58 
No. 1 oak bends, shoe mfrs.’ use........ 46 47 .98@ 1.05 60 65 65 -70 
No. 1 oak bends, finders’ use............ oe 48 1.15@ 1.25 -70 80 75 85 
Raw Hides and Skins (Price Per Pound) 
(1913 Av.) 
Native steers, as used in sole leather, 
EOMbc os CeKsceKpesvebeoss ees -- @$0.18% $0.52 @$0.55 oe 14% 20 @ .20% 
Heavy Texas steers, for sole leather. ..... oa 18 oa 50 a 1258 17 “ue 18 
Light native cows, for side u leather.. .. 17 62 12% 15% 
Branded ons for light sole leather...... ve 17 — 50 ~ @ .13 
No. 1 buffs, for heavy u and sidelea. ..@ .15 45 50 .07 12K%@ .13% 
No. 1 Chicago City calfskins for fine calf 
in 6as kpc cg cc cnckentevestéwees se g 17 80@ 1.02% 15 -20 15 
Kips for w PINE. 000 cactveseosoee os 16 .65 .80 13 18 14 17% 
B.A. hides‘ or sole leatheor.............. --@ .30 42 -26 14% AS 18 18% 

















Grades of Leathe 


55c per pound for heavy steer backs and 
cow backs at 48c to 50c. The demand 


HE demand continues to improve 
for the better grades of upper 





leather with no special changes in 
price. Shoe manufacturers and leather 
buyers generally are more interested and 
are in the market for steady supplies to 
meet their needs. Shoe manufacturers 
making sport shoes are buying steadily of 
elk leathers, gray and tan being in the 
best demand. The tan colors of elk are 
coming into much greater prominence this 
year for sport shoes of the moccasin type, 
golf shoes, hiking boots and for similar 
footwear. 

Calf leather is in better call, particu- 
larly the heavy weights in colors and also 
suede calf. Tanners are operating at 
larger capacity daily and feel encouraged 
at the outlook for better business. It is 
believed that regular buying would make 
a better situation in the kid market in- 
stead of spasmodic purchasing. 


Sole Leather Firm and Active 


The sole leather situation is strong, 
prices firm, and receipts well cleaned up. 
There is a good inquiry for union sole 
leather for practically all tannages and 
weights. Cut sole men are busy and are 
getting stocks ahead on various grades 
wanted, so as to be able to deliver on 
short notice. Prices continue at 52c to 





for oak sole is satisfactory. The heavy 
weights are well cleaned up and there is 
now a better demand for medium and 
lights weighis. Although the top figures 
for sole leather are being resisted, tanners 
have taken a firm stand against any re- 
duction in price, maintaining that at 
present prices only, or even better, can 
they show any profit. The losses of the 
past two years are sufficient nightmare to 
sole leather tanners to give them courage 
in holding to prices. 


Good Call for Calf Leather 


The upper leather market is more 
active. Calf leather is wanted in sizeable 
lots, particularly on plump weights of 
colors. There is also a better demand for 
black calf. Light weights, although slow 
of sale, are being taken up more actively 
in colors for women’s shoes. Top selec- 
tions of full grained colored calf on the 
plump weights are quoted at 45c to 48c 
per foot, according to selection and tan- 
nage. Medium weights bring from 40c 
to 45c. Third grade leather is quoted at 
32c to 35c, and the lower selections 25c 
to 30c. There are still some job lots avail- 
able around 20c although there are no 
large accumulations of this kind of leather. 


Continued Increase in Demand for Better 


r 


Suede calf is active in call for the best 
grades of shoes, the best tannages bring- 
ing as high as 60c to 70c per foot on 
fancy colors. There is a fair call for 
black suede at 50c, medium grades of 
colored suede are quoted at 40c to 45c. 


Improvement in Side Upper 


Side upper leathers show some improve- 
ment as shoe manufacturers get busier. 
The factories which make working men’s 
shoes are buying the various grades of 
heavy leather ranging from 18c to 30c 
per foot. Makers of medium fine shoes 
are fairly busy and are buying actively of 
smooth finished mahogany sides in imita- 
tion of calf finishes. These leathers are 
durable and take a good polish and make 
a good medium grade, popular priced shoe. 


Patent Continues in Good Call 


The call for patent leather continues 
active, prices strong. Much patent 
leather is being cut for the vamps of 
women’s novelty shoes and slippers and 
also for the whole slippers or shoes accord- 
ing to the style being made. The top 
selections patent chrome sides bring from 
45c to 48c, No. 2, 35c to 40c and No. 3, 
25c to 32c. There is also considerable 
quantities of lower grades being offered 

(Continued on page 111) 
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NU-LIFE 


RUBBER HEELS 





The Heel 
Greater Vitality 


High in Quality but Not in Price 


Hanover Rubber Company 


West Hanover, Mass. 


Boston Office: St. Louis Office: 
10 High Street R. M. Heuchan & Co. 
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Buy More Rubber Footwear, Say Experts 


Changing Habits of Shoe Wearers, as Well as New Styles in 


Footwear, Lead to Increases in Sales of 


BOUT this time of the year, look 
Roe the stocks of rubbers, review 
+ the way of the selling and the wear- 
ing of rubbers during the footwear, and 
write out an order for next season’s stocks. 
Then tear up that order and prepare to 
write a new and bigger order. 

For the wearing of rubbers is on the 
gain, and the gain is faster than most 
people realize. Even optimists in the trade 
sometimes do not realize how rapidly the 
gain in rubber footwear is going on. 

No, old-fashioned winters are not com- 
ing back. That is not the cause 


Rubbers Year by Year 


sports never were more popular, especially 
in the snow belt, than during the season 
now closing. One shoe merchant, in a small 
town, got the park commissioner to build 
a toboggan slide. Everybody in town went 
tobogganing. But first they bought a pair 
of arctics at the store of this retailer. Also, 
thousands of men and women went to the 
mountains for winter sports. All of them 
wore rubber footwear. 

A veteran recollects reading an old time 
essay that advised parents to have their 
children wear light, thin shoes, and to get 


arctics sale per person, for the first time in 
their history. All live stores in the snow 
belt made record sales of this type of foot- 
wear. 
A Habit Firmly Rooted 

Next year will, judging from present 
signs, bring an even bigger sale of rubber 
footwear. People have the habit of wear- 
ing rubber footwear. That is the strength 
of the rubber shoe situation. They will 
wear more rubber shoes than ever next 
winter. That is the reason for tearing up 
the first order for rubber shoes, the num- 
ber of pairs being based on old- 
time standards of the wear of rub- 





of the gain in rubbers. It helps, 
to be sure. But the main reason 
is that people are going out-of- 
doors more and more, and are 
wearing more and more footwear 
of rubber, summer and winter, and 
spring and fall too. 


Novelties Help Pair Sales 


Let the good work go on. It 
is good for health. It is good for 
business. Sell two pairs of rub- 
bers, where one was sold before. 
Sell novelty arctics, boots of the 
Radio type, slip-ons or other cover 
shoes in place of one pair of plain 
rubber shoes. Styles help to drive 





Style and Health 


In new types of rubber footwear, style and 
health go hand in hand. The loose-fitting rub- 
ber shoes are ventilated shoes. 
rents of air are pumped in and out of them, 
the air currents running up and down the 
legs. That overcomes the objections to rubber 
shoes, made by those people who declare that 
rubber shoes are hot on the feet. 


Most of these new types of rubber shoes are 
so made that they can be fastened up snug in 
stormy or zero cold weather. 

So the novelty arctic or boot, is good for both 
mild weather and severe winter weather. 


That is, cur- 


ber shoes, as just service shoes, 
and making up a new order, calling 
for more pairs of rubber shoes, said 
order being based on the new ci.- 
cumstances of people having the 
habit of wearing rubber shoes, as 
well as the fact that styles, such 
as novelty top arctics, or rubber 
boots, is stimulating sales. 


Canvas Footwear 
Prices Withdrawn 


In a letter to their trade, the 
Bourn Rubber Company of Provi- 
dence, R. I., state that orders now 
on their books will be invoiced at 








sales. 

But, to get back to the funda- 
mentals for the steady gain in sales of rub- 
ber footwear. Observe, if you please, that 
people are out-of-doors more and more. 
Summer and winter people are out-of- 
doors, regardless of the weather. Business 
brings out one host. Pleasure brings out 
another host. Millions go to the theater, 
or the dance, during the leisure of each 
evening, instead of staying at home. That 
is One reason why fewer fireside slippers 
are selling, and more rubber shoes are 
wanted. 


Automobiles Have Helped 


Or observe the way in which another 
host of people drive their automobiles 
through rains of summer and snows of win- 
ter. It is a sign that people will not stay 
at home because it is stormy. Most every- 
body who rides in an automobile in winter 
time wears rubber footwear. The auto- 
mobile has proved a good friend of the 
rubber trade in more ways than one. 

Or observe sports, as another illustra- 
tion of the way people are going out-of- 
doors, regardless of the weather. Winter 


their feet wet, in early fall, so as to harden 
them against the cold and the penetrating 
dampness of winter. 
tried that propaganda these days there 
would be trouble in plenty. 


Arctics As a Style Number 


Only a few years ago, a woman would 
buy a pair of arctics and wear them when 
the snow came down, and then would put 
on boots of leather with rubbers, or per- 
haps just the boots alone. But it’s differ- 
ent these days. Arctics are worn because 
they are in style. They are worn day 
after day, whether the sidewalks are clear 
or whether they are covered with snow. 
The consequence is that the wear, mean- 
ing the consuming wear of arctics, has 
increased day by day. Many women had 
to buy two pairs of arctics this winter. 
The first. pair, which they bought before 
the Christmas holidays, was worn out by 
February 1. Snow still being on the ground 
and the fashion of arctics still being in 
force, women simply had to buy another 
pair. So a number of stores had a two 


Well, if anybody * 


the prices at which they were ac- 
cepted. All future orders will be 
subject to negotiation. Prices announced 
August 1, 1922, have been withdrawn in 
view of uncertainties of raw material and 
labor costs. Their letter says in part: 

“There appears to be little doubt today 
that materials are going to cost more as 
the year progresses. The uncertainty of 
labor conditions is a source of anxiety to 
the whole industry. Already a decided 
increase in wages goes into effect in Feb- 
ruary in some mills, and it is more than 
possible that there will be a demand from 
labor for a further increase. A great many 
manufacturers fear labor difficulties, and 
accordingly, it is considered by us, good 
judgment to hesitate to accept orders for 
distant delivery at current prices. Even if 
higher wages than those now contemplated 
are not noted, disturbances to production 
might easily increase production costs to 
a point where relatively large losses might 
be taken, unless there were a change in 
the selling prices.” 


(Continued on page 111) 
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“Extra heavy Flange sole 


THE soLe—A thick, single layer 
of the pnest, toughest high-grade 
rubber. lis flange shape means 
extra protection and wear. 











THe INsTEP—A series of gradu- 
aud rewjorcing layers in the 
instep combines unusual flexibile 
ity with surprising strength. 


At the heel, the instep, the 
ankle or the sole. It’sat one 
of these four places that the 
strain on a boot is hardest. 


That’s why the makers of 
**U. S.’’ Boots have built a 
strong system of protection 
into these points of hardest 
wear. 


From 7 to 11 extra layers 
of fabricand tough rubber re- 
inforce every pair of **U.S.”’ 
Boots at these four places. 









‘US. Boots 






points of the whole boot, 


February 17, 1923 


BACK oF THE HEEL—Eleten layers 
of heavy duck ana highest grade 
rubber make this one of the strongest 











S 











tus anais—Here the “U, S.” 
Boot has an extra “collar” that 
runs all the way round the leg, 
and on top of that is oulcanized 
@ heavy side-stay. 








In the 4 places where the strain 
is hardest “u.s.” reinforcements insure extra wear 


The diagrams above show 
you just how ‘‘U. S.’’ Boots 
are built. Their construction 
is the result of 75 years of ex- 
perience in boot making. 


In the big “‘U. S.’’ line 
there is every type of rub- 
ber footwear. In stocking 
**U. S.”’ goods you are iden- 
tifying your store as the 
home of the best in water- 
proof footwear. 


United States Rubber Company 
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(This Department is conducted by Helen M. Haney, Associate Editor) 


Railroads to Fight Rate Reduction 


Expected Soon to Ask for Re-Hearing in Washington on the Question 


PPLICATION for rehearing in 
A interchangeable mileage ticket in- 

vestigation will be filed with the 
Interstate Commerce Commission within 
afew days. This move is the opening gun 
of the railroads’ fight to test the constitu- 
tionality of the Commission’s recent 
decision in the case. The carrier will 
proceed on the ground of irreparable 
damage, as it is the only point upon which 
they may obtain an injuction. 

It is expected that the Interstate Com- 
merce Commission will deny the applica- 
tion which, in the legal sense, would be a 
final decree. According to railroad officials 
the carrier planned to apply to a judge for 
an order against the United States and the 
Interstate Commerce Commission for- 
bidding the enforcement of the recent rate 
reduction. If a preliminary injunction is 
issued against the Commission and later 
made permanent by a Federal district 
judge, the relief asked by commercial 
travelers will undoubtedly be postponed 


for at least a year. The case must be | 


argued before the Supreme Court and 
there are hundreds of cases now pending 
on the calendar. 

It is understood that the railroads will 
claim that the Commission’s act is 
unconstitutional because the rates are less 
than cost of service or less than a resonable 
profit. The Executive Commiitee of the 
Association of Railway Execuiives met in 
Washington, February 9, and decided to 
move for a rehearing before the Com- 
mission. 


New Lunn & Sweet Man for 
Minnesota 


N. T. McCasky is to take out the Lunn 
& Sweet line this season, in the state of 


of 20 Per Cent Reduction 


Minnesota. Mr. McCasky haa had a 
broad experience, and knows this territory 
thoroughly. 





N. T. McCASKY 
A Lunn § Sweet Hustler 


He has recently been with Boyd-Welsh 
Shoe Co., of St. Louis. 


Dance Held by Cleveland 
Men 


The Cleveland Shoe Travelers’ Club at 
a meeting which was held in Hotel Winton 
Saturday February 3 decided to hold a 
dance in the Winton Hotel ball room on 
February 17, the date of this issue of the 
Recorder. President Lou Hall asked for 
the travelers present to undertake the 


sale of four tickets each and nearly 
sufficient sales were guaranteed to pay all 
expenses of the dance. 

The meeting demonstrated beyond 
doubt that the local club is forging ahead 
not only in numbers but in spirit and 
genuine loyalty to the interest of the club. 
Fifty salesmen were seated around the 
table, for it was a luncheon mee:ing, when 
the presideni asked for order. It was one 
of the largest meetings of the kind ever 
held by the club. 

The president stated that the ireasury 
was about empty and that the Secretary 
E. F. Buzek was such a loyal officer as well 
as a splendid fellow that he should not be 
forced to go around and beg for money. 
It was stated that out of the $3.50 annual 
dues collected from each member only $1 
goes into the treasury of the local, the 
remainder being paid to the national 
association. It was agreed that the 
national organization gives full value in 
service for every dollar turned over to it. 

Stanley Cutter moved that the dues be 
advanced to $5 per year, but a constitu- 
tional limitation prevented that, and then 
Douglass Osik proposed that every mem- 
ber be asked to pay an assessment of $1.50 
a year, but that it be made optional with 
each member. This was carried with a 
hurrah, and when Buzek left the room it 
was noticed that his money pocket bulged 
considerably. The followirg committee 
were announced: 

For the dance, Lou Hall, chairman; 
J. J. Santry, Harry Waldron and Ernest 
Oldach. 

Sick Committee: G. W. West, C. J. 
James and E. J. Howard. 

Membership committee: Ernest Oldach, 
F. Friendship and Louis R. Siegel. 
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Our sales staff including 
MR. M. J. BRENNAN—MR. E. A. ANDERSON 


Are now visiting their friends in the retail trade with 
the full showing of Spring models in 


Mackay s Master Made Turns 











“THE ADELE” 





The style illustrated is but one of the many exclusive creations shown in the new 
line, which as a whole will secure for our customers the patronage of the‘ most 
truly discriminating and tastefully apparelled women ‘of their communities. 






SalesgOffice ™ At K Sv SAVE Com PA N ¥ Office and Factory 


520 Marbridge Bidg ¢ 21 Hopkins St 


New York “The World Turns Toward y . these Brookhn Master Jurns sciemaeiiiii 











The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Beacon Sales Conference 


The modern traveling salesman carries 
both samples and ideas. It is for that 
reason that the F. M. Hoyt Shoe Company 
had 100 per cent of their sales staff in 
conference for a solid week. These sales- 
men were divided inio groups of cen each 
and| various department heads passed 
each grovp through a separate course of 
study of the factory, the line, the sales 
policy etc. After these pre’iminary 
meetings, the entire body was gathered 
together to be addressed by H. E. Slayton, 
President; T. E. Cunningham, Vice 
President; and A. B. Jenks, Sales Manager. 

It was the consensus of opinion among 
the men that they were entering upon a 
season where the prospects were very 
bright for increased Before 
leaving for their territories, the men had 
thoroughly visualized the Beacon pro- 
position and were filled full of ‘‘pep” and 
information which is what is needed when 
orders are to be booked. 


business. 


The complete roster is as follows: 

H. V. Adams, Chicago; Frank Anderson, 
California; G. L. Baker, New York State; 
J. N. Bogoff, Large Cities (Women’s); 
Geo. F. Collins, Chicago; John Cowan, 
Oklahoma; W. O. Dabney, Virginia, 
Delaware and Maryland; W. A. Damer, 
Pennsylvania; J. A. Edmonds, Kentucky; 
J. A. Epeneter, Nebraska; Max M. Falke, 
Pennsylvania and West Virginia; C. H. 
Geissler, Large Cities (Men’s); E. E. 
George, California; J.B. Glasser, Louisiana 
J. H. Glidden, Vermoni, Maine, New 
Hampshire and Massachusetts; A. S. 
Goodman, Alabama; Lou S. Hall, Ohio; 
M. D. Hall, West Pennsylvania: E. E. 
Hargroeder, Tennessee; W. A. Heim, 
Ohio; C. D. Hitz, New York Staie; Jos. L. 
Hitz, Brooklyn, Long Island and New 
Jersey; Milton Ikard, Texas; Harvey P. 
Jenks, Iowa; J. G. Lee, Massachusetts, 
Connecticut’ and Rhode Island; J. C. 
Murphy, North Illinois; Charles N. 
Oberfield, New Jersey; I. F. Oberfield, 
Philadelphia and East Pennsylvania; 
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* 
Group of F. M, Hoyt Hustlers Snapped at Manchester 


John Y. Patrick, Missouri; A. L: Peterson, 
No. and So. Dakota and East Montana: 
O. W. Pittman, Mississippi; Geo. M. D. 
Posey, Wisconsin; Louis Plessner, Arkan- 
sas; H. E. Prewitt, Kansas and Kansas 
City, Mo.; Jno. D. Reaves, Georgia; J. H. 
Roberson, Minnesota; J. M. Russell, South 
Carolina; J. P. Shipman, Washington and 
Oregon; B. H. Simons, New York City; 
Harvey E. Skillman, Michigan; J. C. 
Spicer, North Carolina; B. M. Stivers, 
Texas; L. C. Turner, Florida; H. O. War- 
ren, Indiana; Fred H. West, Arizona, 
Colorado and New Mexico; E. H. Witbeck, 
South [Illinois and St. Louis, Mo.; Harry 
Buchanan, Ohio. 

Foreign Salesmen—M. J. Cardoze, 
Dutch West Indies; Francisco Diaz, Cuba; 








MORRIS MARLOW 
Mr. Marlow is a deserter from the ranks of 
hants. 


the retail shoe mere: . He now manages the 

Birmingham, Ala. office of the Charlies Meis 

hoe Company of Cincinnati. You can tell from 

his photograph that he usually gets what he goes 

after and that is why, according to the Meis offi- 

ctals, they put him in a territory where there is 
ots of business to be had for ‘‘go-gelters.”” 
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F. N. Gaehring, Cuba; Marinus Jensen, 
Norway and Sweden; J. J. Mass, Cuba; 
Sergio Penagos, Cuba; J. H. Rupin, Cen- 
tral and South America; Jack Ryan, 
Philippine Islands and Far East. 

Of these men, several are new. [George 
M. D. Posey is new with the Hoyt line in 
Wisconsin; John H. Roberson in Minne- 
sota; J. A. Epeneterin Nebraska; and John 
Cowan in Oklahoma. Oklahoma was 
formerly the territory of E. Bird Hughes. 
B. M. Stivers takes the place of R. A. 
Hearne in Texas and Milton Ikard takes 
the territory formerly traveled by Mr. 
Cates. 


May Attempt to Kill The 
Pullman Surcharge 


T. A. Delaney, secretary of she National 
Shoe Travelers’ Association, is of the 
opinion that the next move behind which 
the travelers of the country ought to get is 
a bill for the repeal of the act permitting 
a surcharge on Pullman races. In fact, he 
is drafting just such a bill at the present 
time and hopes to have it introduced soon. 

The excess charge on Pullman cars does 
not go to the Pullman Company, under a 
ruling of the Interstate Commerce Com- 
mission, but is paid by the Pullman Com- 
pany to the railroad. It is an unpopular 
measure with the Pullman offi ials, says 
Mr. Delaney, not only because it involves 
a vast amount of clerical work but also 
because the Pullman company is generally 
blamed by travelers for a condition for 
which the company is not to blame. 


Galvin with A. J. Bates 


M. J. Galvin, better known as ‘‘Mike,” 
has connected with the Bates line, which 
he will sell through the Southern territory 
or-at least that much of it as lies south of 
Cincinnati, Ohio. Galvin is an experienced 
man and well-known in the Boston Shoe 
Travelers’ Association. Formerly he was 
with the Emerson Shoe Company, and 
more recently with the Conrad Shoe 
Company. 
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NEW LINE OF 











IN STOCK ————_— 

No. 434 
Growing Girls’ patent leather mat calf, saddle oxford, 
$2.80 


5 last, C, and D, 9-8 rubber heel , 245-8 
Women's, 37 last, AA to E, 13-8 rubber heel, 244-8. $2.80 


Misses’, 11 9-2, toe room last, C and D. $2.45 
Children’s, 81 rat toe room last, C and D $2.25 
Infants, 5-8, toe room last, C and D $1.90 


Also with gray elk saddle at same price. 


— = 
ABS . 











No. 436 
Growing Girls’ Patent leather One Strap, Gray Elk Saddle, 
with or without Imt. Tip, 5last, C and B, 9-8 Rubber heel, 
24¢-8....... REE PERS $3.00 
Women’s, 37 last, AA to E, 13-8 Rubber _tieel, 214-8. $3. 4 
Misses’, 11 '¢-2, Toe Room Last, C and D . $2.65 
Child's, 8 Wil, Toe Room Last, C and D. * ‘ ‘Sts 
Infants’, 5-8, Toe Room Last, C and D. $2.05 
Also made with Mat. Calf at same prices. 





No. 431 


Growing Girls’ Pate ont Leather, Gray Elk One Strap, No. 5 
Last, C andD, 9-8 Rubber Heel, 234-8. 
Women "s, No. 37 last, AA to, E, 13-8 Rubber Hee!, 28 


: we 
Also made with Mat. Calf strap at same price. 


WOBST 


Moderately Priced 


Shoes Meeting 
Popular Demand 


These new numbers combine sought-after style 
with utmost economy. No where will you find 
a line which so forcefully appeals to that large 
class of women who want their feet trimly clad at 
all times but must limit their expenditures on 





shoes. 





No. 426 
Grgwing Girls’ Chocolate Side One Strap, No 5 last, C and 
D, 9-8 Rubber Heel, 2'4-8.. oe a 
Women’s, No. 37 last, AA to E, ‘13-8 Rubber Heel, ae 


Gun Metal or Black Kid Saks ticle 
Brown Kid or Patent Leather $2.65 





No. 304 
Misses’ Patent Leather Two Button Instep Strap Slipper, 
Single Sole, McKay, C and D, sizes 11 44-2 1.90 
Children’s, 844-11 ‘ oe x 
Infants’, 5-8.. ... 81.45 
Growing Girls’, 244-8 . .- 08.25 


DELIVERY IN ABOUT 30 DAYS 


WOBST SHOE CO. 


411-421 Vliet Street 
MILWAUKEE, WIS. 
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The Boot and Shoe Recorder will appreciate your mentioning the publication in replies te advertisements. 
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SOL WAAG 


Who Leaves Soon on a Triw Through the South 








Waag Leaving for the South 


Sol Waag, who has represented Ham- 
burger Brothers of Boston, in the South for 
the last ten years will be on the job within 
the next few days with an entirely new 
line—those of Harry E. Adams, makers of 
women’s welts; the LeBosquet Moore 
Company, makers of women’s fine turns; 
and the Joseph A. Jonas Shoe Company, 
makers of women’s flexible McKays. All 
of these are Haverhill concerns. Mr. 
Waag has asked that he be permitted, 
through the pages of the Recorder, to 
thank his many friends for past favors. 
He hopes, he says, to be able to serve them 
well with the new lines which he is now 
busily engaged in putting into his sample 


trunks. 


Buffalo Men Plan Dance 


The Buffalo Association of Traveling 
Shoe Salesmen mustered a good attend- 
ance at their regular monthly meeting 
held in the Iroquois hotel on February 3rd. 
which made up in enthusiasm what it 
lacked in numbers. It was decided that 
the annual dinner-dance would be held in 
the Iroquois hotel on April 9th and will be 
conducted on a more pretentious scale 
than ever before. While the affairs will be 
under the auspices of the “B.A.T.S.S.” a 
cordial invitation is extended to the 
retail merchants to be present, as well as 
any visitors who happen to be in Buffalo 
at that time. 

Carl Lindstrom, chairman of the 
entertainment committee, will have 
charge of the arrangements for the 
entertainment. President Fred A. Zorn 
appointed the following committee, in 
addition to those which were announced 
at the last meeting: 


Indiana Shoe Buyers 
Convention March 5-7 


Under the auspices of the In- 
diana Shoe Travelers, a Shoe Buy~ 
ers’ Convention will be held Mon- 
day, Tuesday and Wednesday, 
March 5, 6, and 7, 1923, at the 
Claypool Hotel, Indianapolis, Ind. 

The entire seventh and eighth 
floors will be devoted to lines of the 
season’s latest fashions in footwear 
and other commodities that are to 
be sold in connection with shoe 
stores. 

All merchants in the state and 
adjoining states are invited to visit 
and inspect the various lines of 
samples which comprise the crea- 
tions of representative shoe manu- 
facturers. 

That the visiting merchant and 
salesman may devote their entire 
time to the buying and selling of 
their respective lines, a_ buffet 
luncheon will be served each day at 
12 o’clock noon in the assembly hall 
on the eighth floor, free of charge. 

Many evening entertainments 
will be held for the ladies and a 
smoker for the men, winding up 
with a banquet on Wednesday 
evening, March 7. 

All business meetings will be — 
conducted during the luncheons, 
Mayor Samuel Lewis Shank and 
many other notables will break 
bread with the assembly. 

Applications for reduced fares on 
all railroads and interurban lines 
leading to the city are now in the 
hands of the committee. 

All salesmen desiring to show 
during this convention should make 
reservation at once through the 
Indiana Shoe Travelers’ Associa- 
tion, Denison Hotel, Indianapolis. 
A N.S. T. A. card entitles mem- 
bers to all privileges. 




















Membership: A. F. Eberle, chairman, 
Carl Lindstrom and J. J. Leuer. 

Constitution and bylaws: A. F. Jenks, 
chairman, W. H. Adler and W. H. Beck. 

Welfare: R. J. McDonald, chairman, 
James H. Stelley and A. F. Eberle. 


Barnes a Style Expert 


Harris Barnes, member of the traveling 
force which carries Burley-Stevens shoes 
to the four corners of the country, has been 
appointed a member of the N. S. T. A. 
Styles Committee, where he will function 
aS an expert on misses’ and children’s 
footwear. This committee is the one 
which, in conjunction with similar com- 
mittees representing the manufacturers, 





M. N. McDONALD 


Who represents Emery & Marshall Co. in Vir- 
ginia, North and South Carolina, Georgia and 
Florida 








retail shoe merchants and tanners, framed 
the style reports sent out recently. 
Jack Jones on Trip 
Boscon saw the last of Jack Jones for a 
while, at least, on February 11. On that 
date he headed for the Middle Wesi with 
his line, that of the T. D. Barry Company, 
with the intention of picking up as much 
“at once” business as he could find. 


“Billy” Greene Off on Trip 


“Billy” Greene, one of the popular men 
traveling out of Boston, has set sail for his 
territory with the line of the Allen, 
Goller Shoe Company. He announced 
just before boarding his train that he was 
convinced that his line this season rep- 
resents the best examples of this type of 
footwear ever shown by any manufacturer. 


Gordon Goldsmith Has 
Unique Souvenir 


Gordon Goldsmith who represents the 
J. Newton Seitz Shoe Company, Phillips 
Shoe Company Inc., John Kazanjian 
Company, the Fargo Newhall Company, 
and the Maryland Shoe Corporation, was 
in Boston the week of January 14-19, and 
distributed a unique souvenir to his many 
shoe-trade friends in the form of a self- 
erasing tablet. This clever device is 
practically everlasting, as anything may 
be written on the top sheet and, after lift- 
ing up covers by the flap, the writing dis- 
appears, and so on indefinitely. This tab- 
let bears the name and business card of 
the Maryland Shoe Corporation. 








BOOT AND SHOE RECORDER ' February 17, 1923 


























ARNOLD’S ARCH MAID 


FILLS EVERY REQUIREMENT 
OF THE MODISH MAID WHO 
WANTS BEAUTY OF LINE, 
WITH THE COMFORT AND 
FITTING QUALITIES OF THE 
SEMI-ORTHOPEDIC LAST... .°. 




















A STOCK STYLE 


Triple A to E, 24% to 9 


This shoe compels attention. It draws trade because it possesses every attribute 

of fashion in feature and form. Sales invariably follow a try on. While it 

represents the trend toward the conservative, it never the less reveals a style 

attainment of surpassing beauty. The popular “Glove-Grip,” foot-forming, 

arch Suppo rting feature enhances its merit. No buyer can go wrong on this 
t 


model. provides the latitude wanted in any store stock to fill demands’ of 
all comers. 
Model S-718 Women's oxford in Brown Model S-719 Women’s oxford in Glazed 
Kid. Combination last. Folded tip. 12-8 Kangaroo. Folded tip. 12-8 Half rubber 
half rubber heel. Sizes AAAAA-AAA 4-9. heel. Sizes AAAAA-AAA 4-9. AAAA-AA, 
AAAA-AA, AAA-A and AA-B 3-9. A-C, AAA-A, and AA-B, 3-9. A-C, - D 2%-9 
B-D 214-9. Price ay fete, Rue * $6.25 Pe wetden scr tkgenc tee ? . 86.00 


Our new Spring catalog “‘S”’ is 
ready. Write for a copy today. 


M. N. ARNOLD SHOE COMPANY 


NORTH ABINGTON, MASS. 


BOSTON OFFICE NEW YORK OFFICE 


(Room 801) 10 HIGH STREET 127 DUANE STREET Ae 


” ARNOLD 
GLOVE 
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Goodyear Opens New 
Chicago Headquarters 


The Goodyear’s India Rubber Selling 
Company, Inc., has opened Western 
headquarters at 301 West Monroe Street, 
Chicago, for the sale of the products of 
the Goodyear’s India Rubber Glove Man- 
ufacturing Company, or tbe “Gtove 
Brand,” as it is popularly known in the 
trade. 

H.C. Pratt in Charge 


H. C. Pratt, who has had thirty-five 
years’ experience in the footwear business, 
is in charge of the new branch of the Glove 
Company. For the past ten years he has 
been in charge of Adams & Ford at Cleve- 
land. Associated with him at Chicago 
will be E. A. Hildebrandt as office man- 
ager; Ralph T. Ott, sales service manager, 
and James E. Pekarek, store superintend- 
ent and in charge of footwear stocks. 


Salesmen Already Engaged Are 


Charles G. Dow, who was formerly em- 
ployed as a salesman for the Stonefield 
Evans Company, Rockford, Ill., and for 
the Goding Shoe Company of Chicago, will 
cover Northern Illinois Southern Wiscon- 
sin, and Eastern Iowa. 

Mitton Ladenson, formerly employed by 
Louis A. Crossett and the F. M. Hoyt 
Shoe Company, will cover the Loop Dis- 
trict in the City of Chicago, and also the 
cities of Elgin, Joliet, and Aurora, in II- 
linois. 

Edgar C. Nelson, formerly with the 
United tates Rubber Company in vari- 
ous positions, will cover the northern por- 
tion of the City of Chicago and the Lake 
Counties including the County of Keno- 
sha in the State of Wisconsin. 

M. V. Shank will cover the sovthern 
portion of the City of Chicago, and also 
the extreme northwestern portion of In- 
diana. Mr. Shank was formerly employed 
by Adams & Ford in Cleveland as a floor 
salesman. 

G. W. Somers, who will cover Wiscon- 
sin and Northern Michigan, was for 
thirty-four years a representative of che 
United States Rubber Company in the 
Chicago territory. 

L. B. Weaver will cover Northern In- 
diana and Michigan. He svas formerly 
with the Hamilton Brown Shoe Company 
of St. Louis. 

G. Edwin Whalen, who will cover Sonth- 
ern Illinois and the southeastern portion 
of Iowa, was formerly employed with the 
Sanders Division of the United States 
Rubber Company in St Louis as a sales- 
man, and last season was with the Portage 
Shoe Company of Portage, Wis. 

In addition to the above salesmen for 
this season the Guthmann, Carpenter & 
Telling salesmen will carry the Glove line 
of rubbers over their old territories. 
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New Home of Rogers Bros. Shoe Co. 




















New location of Rogers Bros. Shoe Co., wholesale shoe .merchants, in the heart of 


the Boston shoe district, northwest corner of Lincoln and Esser Streets. This 
move celebrates the fifth anniversary of Rogers Bros.’ successful business in mer- 
chandising women’s novelty shoes 





L. T. Spencer with Irving 
Drew Company 


L. T. Spencer represents the Irving 
Drew Company of Portsmouth, Ohio, 
manufacturers of the Drew shoe for wo- 
men. Mr. Spencer’s territory is from 
Salt Lake west. He will make his perma- 
nent headquarters at 9 Elton, Berkeley, 
Cal. 


Alec Campbell with Conrad 


Alec F. Campbell, for several years with 
the Thompson Brothers Shoe Company, 
covering points in New York and Penn- 
sylvania, has joined the Conrad Shoe Com- 
pany of Brockton, and is to cover Eastern 
territory for that firm. He has a wide ac- 
quaintance with the trade. 





Continued Increase in De- 
mand for Better Grades 
of Leather 
(Continued from page 101) 


at 18c to 24c and job lots at 14c and 


15c. 
More Kid Being Cut 


Improvement is noted in the demand 
for glazed kid. In the shoe factories vis- 
ited it will be seen that manufacturers of 
women’s shoes are cutting considerable 
more kid than a year ago, and tanneries 
are being operated at larger capacity. 
There is not much change in the raw stock 
situation, and tanners of kid are not 
pleased at the high rates still asked for 
goatskin at the source of origin. Prices 
of finished kid are on about the same basis 
as for the past few weeks. The top selec- 
tions are quoted at 70c to 80c per foot by 


leading tanners. There are still some very 
choice selections that bring from 90c to 
$1.00. Medium grades of kid bring from 
40c to 55c according to weight and selec- 
tion. There is also a good demand for kid 
quoted at from 20c to 25c per foot, with 
the cheap grades of same offered at from 
12c to 18c. Job lots of kid are quoted at 
10c to 16c, and cheap lots from 5c to 10c. 
Of course, the latter is principally for 
trimming stock. There is a fair call for 
glazed cabrettas, with the top grades 
bringing from 40c to 48c per foot. Me- 
dium grades are quoted at from 26c to 38c, 
and the cheaper grades from 15c to 25c. 
There is a good call for white cabretta, 
with tanners fairly busy. 





Buy More Rubber Footwear, 
Say Experts 
(Continued from page 103) 


Converse Plans ‘Improved 
Service 


The Converse Rubber Shoe Company 
moved last Monday, February 12, from!its 
old Boston office, 23 Lincoln Street,_ to 
169-177 Purchase Street. 

The company has leased the entire 
building which includes four floors, base- 
ment and offices. Here will be grouped 
both the rubber shoe and the tire business, 
but the greater portion of the space will 
be devoted to shoes. The entire sales 
office will be located here, with the credit 
and shipping departments. 7 

The company plans that all deliveries 
to the retail shoe merchant shall be made 
through the Boston office instead of from 
the factory in Malden as heretofoer. 
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Specity 
Dryden Products 
for Qual 7 
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D OUBLE- -WEAR 


SOLES and HEELS for WHITE SHOES 


There’s a lot of difference in white Soles and 
Heels—some are cream colored—others of a 
dirty, muddy appearance. These usually 
denote cheap, shoddy compounds. 


DRYDEN DOUBLE WEAR white Soles 
and Heels are always of a good clear white 
that does not crystallize or turn yellow in 
stock. This means Quality—the use of a 
high-grade compound. 


Just another reason why Shoe Retailers who 
think and are interested in giving their cus- 
tomers the right values should specify 
DRYDEN products to their Shoe manufac- 
turers. 


Shaves Double Wearinevery Pair” 


= 


BRANCHES 


CHICAGO --- BOSTON - DETROIT - ST. LOUIS 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies ‘to advertisements. 
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A sandal of Egyptian motif, different 
and exclusive as the name 
Cornell itself. 


67 NAVY ST. 


— 


CORNELL SHOE CO. 
Makers 
seeds & Fy Ss 








| tn 
"A SHOE LACE THAT OUTWEARS 
BY MONTHS ORDINARY LACES 
STAYS TIED AND NEVER LOOKS 
SHABBY, 















































Good Shoes Should Be Cordo-Hyde Equipped 


Some Manufacturers Use Cordo-Hyde Laces. 
Yours Will if You Ask for Them. 





The catalog of a famous maker of Sport Shoes reads :— 
“We Use Cordo-Hyde Laces in All Our Golf Shoes.” 


For Information Address Lace Division 


A. O. Miller Treeing Machine Company Brockton, Mass. 
TS LS A a a ae ee ee ae ae a RS 
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‘Gi st-tocctrche\cltelo¥-tar-Vona=) a 
Vacmoxoouretcvetcselt Cekehabbaets 
of Watson footwear-only 


the styles change 


WATSON 


BOSTON OFFICE, 183 ‘Esser S81 Factores al 
NEW YORK OFFICE, Barclay Bldg LYNN 
cor of Broadway EDMuUane St C Yassachusetts 
A.G.SMITH N CHARGE 
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B 576—$1.85 


B 576 White Canvas One Strap, Patent 
Checkerboard Trim, imitation turn, 12-8 Cuban 
heel, B to D, code “Erato” ° . $1.85 





B 375—$1.60 


B 375 White Canvas Lace OxfordJ§tip toe, 
12-8 Cuban heel, imit. turn, widths B to D, 
code “ Betty” eee FT 





B848_ Black Satin Colonial, Brocaded Quarter 
genuine turn, 14-8 Full Spanish heel, widths A 
to D, code “Bunny” $3.85 





B 802—$2.85 
B 802 Black Satin One Strap, 14-8} Louis 
heel, brocade quarter, leather lined, imit. 
turn, code “Ruby” widths BtoD, .. . $2.85 


B 777 Same as above except genuine turn, 
16-8 Full Breasted Louis heel, widths A to D, 
Ce UE 6.s cctcbnveceesndentanees $3.50 


B 167—$1.60 


167 White Canvas One Strap, imitation turn 
12-8 Cuban heel, widths B to D, code “Agnes” 
$1.60 


B 582—$1.85 


B 582 White Canvas Patent Trimmed One 
Strap, two button, imitation turn, 9-8 heel, 
widths B to D, code, “Enid” ere fF 85 


B 580—$1.85 


B 580 Same as above except with 12-8 Cubar 
heel, code, ““Thelma’”’. . $1.85 


HANNA 








Buy White 


Lines now. 








Successful merchants are buying HANNAHSONS White 


HANNAHSONS styles are up-to-the minute. And they are 
priced even lower than last season. They can not be replaced | 
to sell at present prices. 
Send now for our complete White Catalog; better still, let a 
HANNAHSONS salesman show you this money-making 
line. A card will bring him to you. 


HANNAHSONS SHOE Co. 


Fabric Footwear Manufacturers 


eae ee | 








Lines Now 


Haverhill, Mass. 








IN STOCK 


» a 


B 812—$3.15 
B 812 Black Satin One Strap, Tongue effect, 
Brocade Quarter, Imitation turn, 14-8 Half 
Spanish heel, widths B to D, code “Joey”. $3.15 
B878 Same as above except all Satin Brocade 
Overlay Panel and Tongue, Genuine turn, 14-8 
Full Spanish heel, widths A to D, code ts 


B 782—$3.75 


B 782 Black Satin One Strap, Steel Beaded 
Vamp and Strap, Genuine turn, 16-8 Full Louis 
heel, widths A to D, code “Becky”. veces $3.75 

769 As above except imitation turn, Bead- 
ing on vamp only, 14-8 Half Louis heel, widths 
B to D. code,“Ivy” $2.85 























wet we eee 
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B 800—$3.15 


B 800 White Satin One Strap, leather lined 14-8, 
half Louis heel, widths B to D, code “Helen” 
$3.15 











Money 


Will they satisfy my trade—will they give me a good profit? 
Thousands of keen merchants have found HANNAHSONS 
Satins quick sellers and real profit makers. 
know HANNAHSONS factory IN STOCK SERVICE 
is genuine—that they can size up any time and secure a 
maximum turnover with a minimum 
your sizes today and be.convinced. 


HANNAHSONS SHOE CO. 


Fabric Footwear Manufacturers 





B 175—$1.60 


B 175 White Canvas Two Strap, 12-8 Cuban 


heel, imitation turn, widths B to D, code 


“Stacia”...... Pa er 


HSONS 











Makers 


And they also 


Order 


investment. 


Haverhill, Mass. 































IN STYLE 






B 774—$2.85 


B 774 Black Satin One Strap, Brocade 
quarter, 9-8 heel, leather lined, imitation turn, 
widths B to D, Code “Conny” occ cee 











B 876—$3.50 


B 876 Black Satin Brocade Overlay Panel 
and Tongue Pump, Genuine turn, 14-8 Full 
Spanish heel, widths A to D, code “Sally” $3.50 
B 874 Same as above except 16-8 Full Louis 
heel, code “Irene”... .. .$3.50 
B 808 Same as above except imitation turn, 
14-8 half ae | heel, ae B to D, code 
"EE cs sneee06 








B 560—$1.60 


B 560—White Canvas One Strap, im.tation 
turn, 9- 8 Military heel, widths B to D, code 
a SSS - 





B 365—$1.60 


B 365—White Canvas Two Button One Strap, 
12-8 Cuban heel imit. om, widths B to D, 
| EEE TE eS 





B 786—$3.10 


B 786—Black Satin Wide One Strap, 9-8 
Flapper Heel, rhinestone button, genuine turn, 
leather lined, widths B to D, code “Claste 

1 


B 776 As above } imitation turn, code 
“Edna”. “ ..$2.75 


B 742 As above except black drill lined, p'ain 
DOCNE, COE OMEN 6000.00 ecdeescucceee ‘His 





B 798—$3.25 


B 798 Black Satin Cross Strap, 16-8 Louis 
heel, leather lined, genuine turn, widths A to D, 
Gt SO ic cscrsavcdece cc cccscece \.. 
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No. 513—Two button one strap, Ocean pearl buttons. 
Patent leather vamp and inlay. Grey Buck quarter, 13-8 
Spanish Junior full breasted covered heel. Imitation French 
cord silk binding. Leather quarter and sock lining. Solid a. 
leather grain counter. High grade sole. Sizes 24-8, B & C. | RRs beeps eel cemee $3.90 


No. 506—Two button one strap, same as 513 with 9-8 
Military covered heel. Sizes 214-8, B & C. 


6) 
Q 


AOEVOLNS) 


FIRST COME FIRST SERVED AS WE ARE CON. 
STANTLY OVERSOLD ON THESE. NUMBERS 


No. 823—Patent chrome 
= a, Sr 

’ ; : ; uttons. Spanish Junior 
We still carry for immediate delivery 8 tt hsceed coded 
full line of black satin, black kid, and covered heel. Imitation 


: French cord silk binding. 
patent leather one straps. Choice of Tor) poeta: po 


Full Louis, Junior Louis and Cuban lining. Solid leather grain 
heels. Most in demand sizes and widths. were sole. 


Bw 





"U 
~*~ 
_— 
ie] 
@ 
fA 
> 
S 
o 


ROA SOUGAOAIOIOOAAYG BAI! 


=! 
WARDHA ADAG UIQ) QD) 


S 


Ag 


These two numbers ready to ship February Price ... .$3.75 


25th. Not less than 12 pairs on width. stillet aca ae 
. 07 in bla i ull breas ish Junior Louis cov 
ee Se eee heel. Sizes2368B,C. Price... ae . es $3 ‘75 


KARELIS SHOE COMPAN yy 


MANUFACTURERS OF FINE TURN SHOES 


HAVERHILL - - - MASS. 


The Beot and Shoe Recorder will appreciate ; your mentioning the guitieation in onthe to edvestheinents. 
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@ VAUGHAN’S IVORY SOLE LEATHER § 




















re] 2 
& 
) G2 
Q 2 
Q R 
: : 
2 . 2 
: Bi : 
& All circles of shoe manufacture and distribution during S 
re) the coming season, will favor white footwear. Production 
e] on more extensive scales, retail selling in greater quanti- ) 
es ties and larger consumer demand will result. S 
& The most important issue, with manufacturer and mer- R 
2) 2 
chant, is to produce dependable and stylish white shoes, 
) 2 
sound in every part. To this end, Vaughan’s Ivory Sole 
e 2 
2) _ Leather operates faithfully and effectively. ae) 
2 A Vaughan’s Ivory Sole, with a permanent white edge re 
} of its own, is laid easily and requires neither paint nor @ 
& spray. On the foot of the wearer, it is flexible, durable eS 
d always attractive. 
rey an 2) 
iS By marking vour orders ‘‘VAUGHAN’S IVORY” you & 
Q make sure that every pair, will give permanent satis- a 
re) faction. ) 
2 2 
) 2 
: : 
2 
) 
Lousnosoenmsoreaonrnsaooraraooenes 
3 GEORGE C. VAUGHAN & 
iS TANNERIES AT PEABODY, MASS. iS 
re] 2 
SUBVoVNUVoVssrUssssIeTsssTIIBsAIlOSe 


jate your mentioning the publication in replies to advertisements. 
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Good Shoes Deserve Them, All Shoes Need ‘Them 


Miller Shoe Trees are a positive necessity in preserving the fit and 
appearance of shoes as well as a sure means of increasing their 


A. O. Miller Treeing Machine Company 


wear and comfort. 


The after service rendered by Miller Trees means a satisfied customer—one who will natur- 
ally remember your helpful interest—and who will come to you again. 

So tell the story of Milier Trees—demonstrate them—for you will be rendering service by 
your suggestion and at the same time making a legitimate unforced profit. 


Your Request Will Bring Catalog Illustrating the Complete Line 


Shoe Tree Division 


Brockton, Mass. 














r 








L 


Grays and “Trouser Crease” Patterns 


HAND TURNS—In Gray Suede 
and Black Satin. 





B 300—Gray Suede, Gray Kid Trim, 16-8 
Spanish Covered Wood Heel, High-Grade 


ere 
B 303—Black Satin, Black Suede Trim, 
16-8 Spanish Covered Wood Heel, High 
Grade Hand Turn. ................ $5.75 


JOY, CLARK & NIER, Inc., Rochester, N.Y. 


IN STOCK 


WELTS—lIn Gray Charmeuse 


Suede 





B 305—Gray Charmeuse Suede One Strap, 
Gray Kid Strap, Imitation Tip, 10-8 Heel 














with Rubber Top Lift, Welt. .. 84.85 
AA........44%8 Eeorsesccas & 
By Gy Wha cw. x0 secdinsssberances ee 

Terms: Net 30 Days 

















WELTS—In Kaffor Kid and 
Sunset Russia Calf 






**TROUSER 
CREASED” 
VAMPS 


B 301—All Black Kaffor Kid Blucher Oxford, 
New York Last, Trouser Creased Vamp and 
Tongue, Rolled Edge Sole, One-inch Heel 
Rubber Top Lift. Welt...............$4.75 


B 302—Same in Sunset Russia Calf Welt. $4.75 


New York Office, 127 Duane Street, Murray Klein, Representative 


“1 








—l) 
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DOOLGEVILLE 
FELT SHOE 




















Two Ways to Build 
Year Round Profits 


EALERS who are enjoying year 

round profits in felt footwear must 

do two things. First, feature a line in at- 

tractive display for every season of the 

year. Second, stock a reliable brand which 

will win and keep the satisfaction of your 
trade. 


Dolgeville Felt Footwear is the ideal line. 
The smart colors, superior quality and 
genuine service identified with the Dolge- 
ville name and trade-mark is your guar- 
antee of trade satisfaction and year round 
profits. 


DOLGEVILLE FELT SHOE COMPANY 
Dolgeville, New York 
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There Never Was, There Never Will Be, A More Popular Shoe 
Than 


LADY RAJAH 


WillowCalf Plain ToeOxford 
PURITAN LAST 
Full Crimp Vamp. Rajah Sole. 


Stock No. 100—Widths A, B,C. Sizes: A—4 to 74; 
B and C—3% to 7. 














Price $5.50 in 12 pair lots --- Less than 12 pairs, 


IN STOCK 


$5.50 





35 cents per pair extra. 


Terms 5% 20 days. Net 30 days. 


The Preston B. Keith Shoe Co. 


Makers of Keith's Konqueror Shoes for Men and Women 


Brockton, Mass. Campello Station 
Boston Office 207 Essex Street 


























fe] 











ONE OF OUR WHITE SHOE SPECIALS 


4 WEEKS’ DELIVERY 


White kid one strap on our new 
67 last. Carries an 8/8 heel. Small 
perforations on vamp and strap. 


Our salesmen are now on the_road- 


Samples on request 





STOCKBRIDGE SHOE CO. 


Makers of Women’s Turn Shoes 
HAVERHILL, MASS. 


Boston Office: 207,Essex Street Address all correspondence to the factory 
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' The Shoe for the American Gentleman 


STONEFIELD-EVANS SHOE CO. 4 
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The discriminating man wants style. He wants 
comfort. He wants"value. He gets all three in the 
Certified Shue. 


For a quarter of a century the same high standard 
of quality has been maintained in the Certified Shoe. 
Hence it is the safest buy for the dealer with a reputa- 
tion to maintain. 


Stock the two Big Sellers illustrated above: 


No. R 846 


Last, Carl Schmidt 
Black Eric, 14 edge sole, Rubber heel, 
green rope stitch ..............$5.25 


No. R847—Same as No. R 846, in 
Tan Eric. 


No. R 852 


In Stock —Harvard Last, Carl Schmidt 
Tan Eric, 13 edge sole, —_a Ss 


No. R853—Same as above, except 
Black Eric. 


In Stock—Yale 








Write for in-stock catalog 
and sample of handsome window sign 
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Women’s Novelties 


IN STOCK 


and 


Ready for Shipment 





— ee a —~—tF e 





No. 3915—Gray suede, turn, 8-8 covered heel. A 
to $4.75 


No. 3908— |! hite kid, , 16-8 full covered ’ : — t ye 
a, rem ry 4 wit ri id, turn = u He Largest women’s specialty shoe No. 3917—Same a as ‘oie »ve, blac k satin, 8-8 « “el 
No. 3907—Same style as above, 8-8 covered heel. } ors |} J rz 5 

Shek oe ee ee eet ee. jobbers in New England. Send 


for catalog with cuts, prices and 
descriptions. Forty up-to-the- 
minute styles in stock. 


Watch for our announcement of 
free shoe cut offer next week, 
specially for shoe retailers. 

Now in our new location in the 
heart of the shoe district. 





Ce i 





Rogers Bros. Shoe Co. > ee suede, turn, 16-8 full co iene 


Se 3302—Black suede calf, full covered 16-8 heel, 

flexible McKay. A toC. $4.00 $ No. 3909—Same snyle ¢ as 5 chew, Levor’s white kid. 
No, 3301—Same as above in gray. A to C. .$4.25 59 Lincoln Street BA te G...6 nidun . $4.75 
Ty Same cyte as above, Levor’s w bite hid. BOSTON ae MASS. No. 3902— Gene ate in black satin. MA a 
















THE 
WHEN YOU CONSIDER ate. 
that Easter is only six weeks 
away, it isn’t a bit too early 
to order your sizes now is it? 
Splendid assortment of sizes and 
widths now ready. 













No. 522 





No. 597 
Tony Brown Calf, Light Tan Russia 
Phila. Bal. Phila. Lace 
A-B 7-11 C-D 6-11 M Oxford. 
Ne. 588 B-C-D_ 6-11 
Same style in Tony THE 
Black Calf. 





Our Spring and Sum- 
mer Catalog will soon 
be ready. Shoe mer- 


SHOE, chants not on our mail- 


NOW ing list may obtain one 
IN STOCK by addressing Dept. 6. 


: Pps M. A. PACKARD COMPANY 
ca BROCKTON, MASSACHUSETTS 
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ROCHESTER QUALITY TURNS 


SPRING SELLERS 
IN STOCK—IMMEDIATE DELIVERY 


The Hapytoz numbers for Spring are now in 
stock in a wide variety of new and distinc- 
tive models. Their novelty combined with 
the fact that they are GUARANTEED ALL 
LEATHER will bring them great popularity 
this coming season. 


Hapytoz are manufactured for the retail 
trade exclusively—a complete line of Flex- 
ible Turns made with mock heels in sizes 1 to5 
full and half, also spring heel turns with 
wheeled edges in sizes 5 to 8. 


Our beautiful Spring display card in your window will increase your profits. 


Write for catalog and prices. 


Imperial Children’s Shoe Corporation 
ROCHESTER, N. Y. 











No. 233B—Patent Leather. ¥ Perforated 
white apron. Sizes 1 to 5, Price per 
EM Aeee eee eeeRetsaréseceesea $1.05 
































"a | Pins 
No. 266B—UtellaW Patent, Perforated 
Gray Utella Calf Apron. Sizes 1 to 5. 
3 6} era $1.35 


° 











BOOT AND SHOE RECORDER February 17, 1923 


The Famous _ 


Shoe forNen 





No.660—Medium EBER union made SHOES will be es- 
Tan Side, No. 27 Lace 4 i ? 
Oxford, with Imitation pecially interesting to the merchant 
Cuff, Frenchy Last. os 

who strives to make every new customer a 


permanent customer. 


Weber Bros. Shoe Co. 


NORTH ADAMS, MASS. 


New York Office: 1328 Broadway, Marbridge Bidg., H. Harris, Rep. 











“THE LE MAR” 


*““VIOLET”’ 


Can be made in any combinations 
or in all white kid with red or 
green kid ball strap and heel 


The style value—not to speak of the excellent Brooklyn 
shoemaking, apparent in our footwear, is the result of 
tremendous hard work and application of skilled shoe- 


mabing. 5 Prices, $6.25 to $7.00 less 5%, 10 days 
Our product has made our reputation and this same eget : 
product will build business for you—high-grade,. profitable Deliveries 3 to 4 weeks 


business. 


SAMPLES OF THIS AND OTHER MODELS OF OUR Write for details 


LINE SUBMITTED ON REQUEST. 
Mutual Shoe Co. 


Brooklyn, N. Y. 235 Powell Street Brooklyn, N. Y. 


Factory and Sales Rooms 


351-353 Jay St. 
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OY, 
AY 


LOPES SED 


Sport Shoes For Men and Women 


FAIRWAY LAST 


ONE OF OUR NEW NUMBERS 


Woman’s tan box blucher oxford. M 
I . Maroon apron. 
Grey inlay. Gumbo crepe sole stitched aloft. 











THREE WEEKS SHIPMENT 





The Dalton Company, Inc. 


Makers of Fine Shoes 
BROCKTON, MASS. 


BOSTON 
NEW YORK 
183 Essex Street 651 Marbridge Bldg. 706 Seeurite Bldg 











Ly ARAL ALA ARAL AERA ARH 
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Reproduction of the initial page ad- 
vertisement for our Spring campaign 
in Ladies’ Home Journal, McCall’s, 
Woman’s Home Companion, People’s 


Home Journal, Harper’s Bazar, Vogue. 


1892 
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HOSIERY 


LL through the half-century of Gordon Hosiery, two of its 
most prominent virtues have needed very little exploitation. 


These virtues are Gordon Hosiery’s appearance and value. Always 
they have spoken for themselves. 
Growth in new friends, because of stylish good looks, has been 
continuous. Retention of old friends, because of dependably dur- 
able quality, has been unfailing. 

GORDON HOSIERY FOR ALL 


Man, woman and child can have suitable Gordon 
Hosiery at the desired price, nearly everywhere. Always 
ask for Gordon Hosiery by name. 


BROWN DURRELL COMPANY = 
GordonHosiery - Forest Mills Underwear 
New York Bean 
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“Onyx ® Hosiery 


oom ome 


Perfectly fitting the smart- 
est of ankles, “Onyx’ is the 
Hosiery of* Fashion 








BRANCHES: 
CHICAGO 


PHILADELPHIA E: mery & Beers Com pan y. Inc 


BOSTON 
= Broadway at 24th Street, New York Oo ur most Pp G p u l ar 
BUFFALO ; “Pointex” numbers—255 


SAN FRANCISCO Sole Selling Agents for and 298—are now avail- 
able for immediate 


LOS ANGELES PAUL GUENTHER, Inc. OSCAR NEBEL CO., Inc. delivery. 
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EVERY SHOE A BUSINESS BUILDER 














Ra 


IN STOCK 
No. 160—Black Satin Edna, small 
tongued Colonial, suede tongue, satin 
inlay. 16-8 Spanish Louis Heel. A-C 
Price $5.35 


IN STOCK 


No. 161—Black Patent Chrome Edna, 
small tongued Colonial, black suede 
tongue, black patent inlay. A-C. 


Price . . $5. 35 


he 


IN STOCK 
No. 162—Black a wg ens ‘ 
iS 
° 









-strap 
-8 Louis heel A,3 3°, 
¢-8. Price 


a 


READY MARCH 15 





No. 163—Black Pontex, imitation 
braided satin vamp, black satin quarter. 

‘Leah” 1-s waa A, 3-8, B-C, 24-8. 
Price seses ee 





Fa 


READY MARCH 15 
No. 1€4—All gray, suede calf, Hunt 
Renkin color 31. “Marion” 1-strap, 
cut out, inlaid. A, 3-8, B-C, 2-8. 
Trice os $6.25 





H & E QUICK SELLING 
TURNS IN STOCK 


Hopkins & Ellis turns of quality 
assure quick turnovers. Satisfied 
customers follow sales. In ad- 
dition to an up-to-the-minute 
style appeal, they possess the 
superior workmanship that 
makes them ideal business 
builders for dealers who seek 
to give their customers real style 
and quality at prices that make 
friends. 





Cuts of shoes illustrated will be supplied for newspaper 
use at a nominal price 





WESTERN STOCK DEPARTMENT, W. J. CULLY, Megr., 
316 PAXTON BLOCK, OMAHA, NEB. 
CAN SUPPLY THE FOLLOWING NUMBERS AS WANTED: 
160—161—162 (163—164 March 15th Delivery) 
THIS DEPARTMENT WAS ESTABLISHED FOR THE 
BENEFIT OF OUR WESTERN TRADE. MAKE USE OF IT. 














HOPKINS & ELLIS 


FACTORY 
HAVERHILL, MASS. 
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id 


our best advertisements 
are written unknowingly 
by. our customers 


ROY C. KANOUSE 
Greenburg, Ind. 


Gentlemen - - 


I consider your shoes the best Fitters, 
Lookers, and Wearers I have had for the 
price and they will stand more price 
than we are getting for them. That's 
the kind of merchandise I like to sell. 


(Signed) ROY C KANOUSE 


The N.S.R.A. 
Blue Ribbon Style 


Style 35 Mahogany 
Style 350 Gun Metal 


Widths A to D 
$3.40 


FREEMAN SHOE MFG. CO. 

























I BELOIT, WIS. I 
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CHIPMAN, HARWOOD COMPANY 


MANUFACTURERS AND DISTRIBUTORS 


TS thirty years of prestige and good-will which (THE 
WHITE SHOE HOUSE OF AMERICA) has enjoyed 
among the retailers serves to assure you that (VALUE, 
STYLE and SERVICE) will always predominate, and our 
enormous volume for Spring delivery convincesjus that 
(WHITES) will be good. 


Remember that cotton prices are advancing daily, and all shoe 
materials are in the same position. Our prices are lower than last 
season, and we can take care of a reasonable amount of your 
wants at present. We advise getting your orders placed as soon 
as possible so that you may have WHITE SHOES when you need 
them most, and enable us to give you real service. 


Our wide variety of STYLES and PATTERNS, including the 
trimmed effects in different combinations, are agreeably priced 
from $1.20 to $4. Our salesmen are now in their territories with 
our complete line of FELTS and LEATHER samples for Fall, and 
will be pleased to tell you our story on Whites and show you sam- 
ples of our Whites in stock and now ready for immediate delivery. 


The White Shoe House of America 


564 Atlantic Avenue -:- Boston 
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Why are shoe manufacturers using the new 
Armstrong Circle A Heel at the rate of millions 
of pairs a year? 


Why do more retailers every day decide to 
specify the Armstrong Circle A Heel on the 
shoes they sell? 

The Armstrong Circle A Heel has been on 
the market less than six months. Why the 
jump? 

Here are the reasons: 


Three years ago the Armstrong Cork Company 
began experiments to produce a high quality rubber 
heel—-a heel that could carry the Circle A trade mark 
with credit. Experienced rubber men carried on these 
experiments. In a short time they produced a good 
heel. But it was not until the middle of 1922 that they 
developed a heel which could meet the most exacting 
requirements of the trade. On this heel they placed 
the Circle A trade mark which for more than sixty 
years has been the emblem of highest quality. 


That explains the demand for Armstrong Circle A 
Heels—-the demand which calls for millions of pairs a 
year. 


DoesJnot this remarkable growth prove that the 
Armstrong Circle A Heels possess all the qualities— 
the resilience, the durability and.the style—-necessary 
in the heels for your shoes? 


If you have{not seen the new Armstrong Heel, send 
for ajpair, state your size, and convince yourself with a 
trial. 


Specify on your shoes 
not just ‘‘rubber heels”’ 
but ‘‘Armstrong Circle 
A Rubber Heels.’’ Your 
customers are already 
familiar with the name 
and the trade mark, 
which have always been 
identified with the best 
whether in linoleum, 
cork products or in 
heels. 


ARMSTRONG CORK COMPANY 


Shoe Products Division 


Lancaster, Pa. 


Armstrong 
(irale gy Heels 
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makes shoes look new 





e 
EPCO is a liquid enamel which Fin 
restores that much desired new- 
ness to sole edges and to heels. - 


Your customers prefer Repco to any FANCY SHOR an 
, ES ——— "TU 


other brand of enamel because Repco 
is easily applied without danger of soiling 
hands or clothes. 


























For sale by Shoe Findings Jobbers 


Repco contains no varnish, shellac or Better order some Repco today 


other gummy substance --- but materials 

that protect the leather and prolong its UNITED SHOE MACHINERY CORPORATION 

life. And, best of all, Repco clings Coston, Snes. ALSO—] 
LXV He 

firmly and evenly to the surface. It does San Francisco Branch, 859 Mission St. 


not rub off. 


Black Sa 
Heel. A 


ame wit 


J. K. KRIEG COMPANY, New York, N. Y. 


Repco is made in every stylish color 


--- white, ivory, light gray, dark gray, UNITED SHOE REPAIRING MACHINERY CO. 


champagne and Havana brown. Boston, Mass. 


The Boot and Shoe Recorder will appreciate your mentioning the p=blication in renlies to advertisements. 
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, JOHNSTON’S is Ki WV, Ul, 


POWDER 





Fine White Nubuck 
Button Boot. Sizes 
1 to 5, noheel. Sizes 
3 to 8, Spring heel. 
D Wxtth. 





i} My White Shoe < The New Pow- 


Y Edge is equally — der tube enables 


serviceable on 
leather, fibre or 
rubber surfaces. 
Easily opened. 


Excellent 
brushes. 


white shoes to 
be cleaned with - 
out soiling the 
hands. 


Two extra refills 


Pleasant odor with each tube. 





FOR SAMPLES AND PRICES ON 
EARLY SPRING DELIVERIES 


Address 


J. W. JOHNSTON 


(Manufacturer) 
New Arts Building, Rochester, New York 
Please Mention Boot and Shoe Recorder. 








ce Oe 


ASK YOUR JOBBER ! 
HE KNOWS — 


That Humphrey Turns for Children 
are made over the most approved lasts, 
from selected leathers. 

That Humphrey specializes in the best 
footwear for the little people, and that 
every shoe is a real value at the price 
asked. 

Upon receipt of your name and address, 
we will gladly tell you the name of a 
wholesaler who can show you samples. 


HERBERT HUMPHREYS SONS 
MARBLEHEAD , MASS. 


Oe 


LE OBE EEE DB BE BED BE BEG 








IN STOCK 
Fine Brooklyn Turns 


The 
“JULIA” 





Black Satin One Strap, Medium Round Toe, 12-8 Spanish 
Heel. AA to C 


ame with 11-8 Cuban Heel 


ALSO—B'ack Satin One Strap, Medium Round Toe, 16-8 
LXV Heel 


WIRE YOUR ORDER 
IMMEDIATELY 


: White Kid One Strap "Inlayed Quarter, 
Perforated Vamp ‘and {Quarter. 


artin- Weinstein Shoe Co. 


FACTORY AND SHOWROOM Y 


Ml 


Phone—Main 9194 
Brooklyn N. Y. 


—S— Ee 


9-41 York Street 
cor. Washington 
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PE LLL MEUM L LULL SLU SLLCUe Lier ri imeem 


Stock Styles That Swell Sales | 


THE VERY LATEST BRAIDED EFFECTS INCLUDED 


February 17, 199 








deps 


OR 
3 | 





, READY MARCH 1ST 
Stock No. 360—Black satin one-strap. 
Black suede’collar and black satin inlay. 
Satin covered 14-8 Spanish Louis heel. 





READY MARCH 1ST 
Stock No. 355—Black om pee 
at yne-strap. Two rows of black silk braid. Satin covere ; 
— oatitching. 14-8 3) gelah Leake 8-8 Military heel. On the “Flapper” last. This number also_carried in AA widths. 
DON vudidsandbasencebetss ice, $4.50 Price, $4.25 Sizes 4-8. Price, $4.60 


EVERY DETAIL IN KEEPING WITH OUR HIGH STANDARD OF TURN SHOEMAKING. 


IN STOCK NOW 


sot wa view e COLLINS & STAPLES 


only: ) HAVERHILL, MASS. 


A—314 to 8 col 
~<9 Byrae GENE RICKER GEO. H. LEWIS, Southern Representative Dickson, 
tiaras Boston Office edly 


ease, lo 
ionally 


Tele Mem ee MMU MUMMIES ME Ue ei 15,00 


BLOODED-STOCK [p= 


on, Mas 
BOR SA 
and « 
best bus 

If you were buying a horse and he was just a horse you would have to 
take for granted the things the owner said. and then wait for experience 
to show if he had spoken the truth. 


But if you bought a horse of blooded-stock that had a pedigree, you 
would not need to take the man’s word for it. The pedigree would 
show his ancestry and race and give you an idea of the animal's capacity 
for speed and endurance. 

It’s the same in buying advertising space. Some publications sll 
8 SE, SEE Bes Ee & Cele Ee afin eatenees wie 
pinch of salt. 


183 Essex Street 


CUNO OOOO 
* TITS TTT =i = tit = titties 











No. 32217 Basket filled with 
flowers, each $.75, per dozen 
$7.50. 


Our Spring Catalogue 
No. 32 






ppened t' 
pwher mu 
D-791, c 
Bt., Bost 


——— 
— 


Illustrated in colors of Arti- 
ficial Flowers, Plants, Trees, 
Vines, Baskets, etc., 


Mailed Free for the Asking 





Frank Netschert, Inc. Ao 
pedigree that tells you 


61 BARCLAY ST. caneradieine tetioniainen 
New York - NR. ¥. DAVE 



































WANTED TO PURCHASE WANTED TO PURCHASE WANTED TO PURCHASE 
DO YOU CONTEMPLATE] [CA SH PAID 























Retiring or going out of business? 
I will pay value for your entire or surplus 
stock of shoes. Leases having a short term 
to run taken over. Established 25 years. 


I. OLENICK 
413 Broadway, New York Tel. 9531 Canal 





for entire shoe stocks or surplus stocks of 
shoes or other merchandise. Any quan- 
tity. Prompt attention given. 


KIRSCH-BLACHER CO., Inc. 


293 Church St., New York, N.Y. 
Phone Canal 0679 








THE NEW YORK EXPORT 
PURCHASING CORPORATION 
596 BROADWAY, NEW YORK, N. Y. 
BUY ) SURPLUS STocKs CASH 
Bargains in a always en hand ~ special sales 














CASH PAID 


Kalter Cerf. Mercantile Co., Inc. 
591 Broadway, New York City 
Phone Spring 5160-5161-5162 

















quick highest cash 
ter’ soaal and wilendis’ press of ee 
a GS YH merthention _— no object 
Sank oxd ascoeuaiiio belsanee. 
BROOKLYN PURCHASING SYNDICATE 
FRANK 
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el: mm 


S 


adise recently disposed of. A, 
tite tii: 154 000 will buy entire stock, includi 


CHAS! 


TO LEASE 


MISCELLANEOUS 





OR LEASE—Entire second floor for ladies’ shoe 

 cegertment, fully equipped with all Patanes and 

s for seating capacity of 100 Depart- 

ent in large specialty store, well established in 

sity of million population, doing a large volume of 

usiness catering from medium to better trade. 

Wonderful opportunity to right party. Must fur- 

h first-class references and be financially reli- 

ble. Address D-814, care Boot and Shoe Re- 
Milcorder, 207 South St., Boston, Mass. 


XCEPTIONAL OPPORTUNITY 
space for women’s shoe aa 
iness. Sas tenn Se Se count 
est location in city. A 
fpinc., Dal Tex., or I. foldenith, 1164 ‘Broad: 
y, New York. 








FOR SALE 


IFTEEN HUNDRED yards men’s welt, — 

and natural. Write for particulars. Address 
D-810, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 


=/SHOF STORE, most attractive corner on promi- 
nent business street of Buffalo, N. Y. Ten 

SKthousand cash required. Address D-811l, care 
= Ee and Shoe Recorder, 207 South St., Boston, 
= ass. 


Q =p FOR § SALE—Only exclusive family shoe store in 

one of best country towns in Northwest Ohio. 
=fkstablished over fort years. Good location. 
Cheap rent. Invoice tt eight thousand. Can 
be reduced. If you mean business, address — 
care Boot and Shoe Recorder, 207 South St., 








LITeTETiTiiiifet} 








R SALE—Exchusive women’s and child’s de- 
partment in large department store in California 
ity of two hundred thousand drawing ulation. 
Stock can be reduced to five thousand dollars if 
esired. Death reason for selling. Write C. C. 
Dickson, Box 48, Fresno, California. 


R SALE—Old blished shoe buai in 
- owe city of 40,000. Finest location. Five-year 
low rent. Modern fixtures. Stock excep- 

ion ally clean and low, because out-of-date mer- 
pproximately 
+ if 
tional 








ure apaes ing goods arrive. 
proposition—wor vestigation. Address D-813, 
Boot and Shoe "Recorder, 20 7 South St., Bos- 


on, Mass. 





The Most Popular 
Size Stick 


“VARNUM” 


Trade Mark 


Made in Three Styles, 
No. 1, 2, 3 


With Standard Measures, 
English, French, 
American 


Price No. 3 
$1.50 Each 


“Varnum”’ Size Sticks 
are made of Extra 
Quality Maple Wood, 
with Nickel Plated 
Trimmings. Makes an attrac- 
tive fixture for the store, also 
along wearing and useful one 
as weil. 
Write Us Direct if Your Dealer 
Cannot Supply You 


— 
. 


ea 


No Ee GEERT iehahi eerie, 


Frank W. Whitcher Co. 


Manufacturers 


[BOSTON, MASS. 
BRANCH, CHICAGO, ILL. 


MISCELLANEOUS 
Wood Fixtures 
Catalog No. 14 
Window Rugs "and Plush 
Samples Sent 


FAMOUS GLASS 
FIXTURES 
Shown in Catalog G. F. 
Artificial Flowers 
Catalog No. 19 
Window Valances 
In Stock—Ask for Samples 
The Hecht Fixture Co. 
Medinah Bldg. Wells and Jackson 
NEW YORK SHOW ROOM 
70 West 36th Street 
East of Broadway 





Chicage 














; ADDERS 

















i OR BALE te Sate io Se map, wamees 

nd children’s shoes. Located on one of the 

be S huolnens — of ya Store ~ 

pened two months ago with every new, but 

must sell because of other interests. Address 

D 791, care Boot and Shoe Recorder, 207 South 
8 Boston, Mass. 





WANTED TO PURCHASE 











SHOE STORES 
BOUGHT FOR CASH 


Leases taken over 
DAVE KOCH -- 908 Putnam Avenue 





Brooklyn, N. Y. Tel. 3225 Bushwick 








MISCELLANEOUS 








SHOE STORE 
CHAIRS 
SETTEES 


WINDOW DISPLAY FIXTURES 


The OSCAR OQNKEN CO. 
1181 4th St. CINCINNATI, OHIO 








Every Shoe Store Needs 
: a pair of 
**MANCHESTER”’ 
(Trade Mark Reg. U. 8. Pat. Off.) 
CURVED JAW CUTTING 


NIPPERS 


The only nipper 
made which is just 
the right shape to cut 
out tacks on the in- 
side of shoes. 


**Manchester”’ 
Trade Mark Reg. U. 8. 


Bisbee are made of 
ade tool steel, 
plated with a 
--—F jaw that en- 
ables you to cut the 
tacks close to the in- 
Biagio 
e sure and 8 y 
Genuine 
“MANCHESTER” 
— jaw when or- 


Write us direct if 
your dealer cannot 
supply you. 

Price, $4.00 


Frank W. Whitcher Co. 


Patentees and Manufacturers 


Boston, Mass. We Lele Se 














£ [ADDEDS 


MODERNIZE 
STORE METHODS 


= To provide adequate 
storage facilities for shelf 

kod stock — to make it accessible 
and convement for clerks and 

stock men to handle with absolute 

safety to insure quick service for 

wholesale or retail trade—:mstall one 

or more MYERS NOISELESS 
oo be TIRE STORE LAD. 


NE mee Ay FS Dn 
firm construction throughout, eliminate vibration 
and noise and produce a ladder of pore 

=— for safety, convenience and 
fhe ay ie 
easily 























Milbradt Rolling 
Step Ladders 


are made in a great many 
styles to suit all kinds 
stores and shelving. 
will enable you to 


They 

along with less help, 
ee ae cam.aee On 
on your shelving, and 
help the - 


of 
our store. 
ject to ~~ 
Wei on tat 
st 
ers as well as other 
fixtures. 
Milbradt 


Manufacturing Co. 
2416 No. 10th Street 
ST. LOUIS, MO. 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


Recorder rates for space less than one-eighth e 

issue: ” oe — Minimum amount accepted, seventy-five cents. For = 
s 1 7 13 times 26 52 Miuaes sucess Gomme, Bb eae a i heading cas 

wd ime times mes times times will be 
1'in........$5.00 $4.00 $3.50 $3.00 $2.50 cdvertioars desire enoware 0 come in enge ef this olion, tweive wena 
SSS oo AS 6.00 5.00 must be allowed in each edvertionment for address. When H+ the ta s 
3 in........15.00 12.00 ¥ 9.00 7.50 jomre lorwarded direct word of the 
4in........2000 16.00 14.00 12.00 10.00 Lonekatbetaititeaa 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 



















SALESMEN WANTED 


SALESMEN WANTED SALESMEN WANTED 





GALESMEN WANTED—A wonder side line of 
children’s and misses’ flexible welts and the best 
line of children’s and misses’ welt moccasins ever 
produced. Pennsylvania, Illinois, Indiana, and a few 
other states open. Address D-797, care Boot and 
Shoe Recorder, 623 Powers Bldg., Rochester, N. Y. 





AL JLENTOWN manufacturer of children’s at- 
tractive priced turn shoes desires salesmen. 
Seuthern States, Kentucky, Virginia, Maryland, 
Michigan. Salesmen with large acquaintance in 
their respective territories, who can sell shoes to 
good tra Liberal commission. Give references. 
Address 1-800, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


*SASTERN PENNSYLVANIA manufacturer lo- 
cated in the heart of turn district, making a 
very attractive priced line of children’s turn shoes. 
Will appeal to most critical trade. Salesmen about 
March |. Territory: New England, Iowa, Illinois, 
Maryland, New Jersey, New York, Michigan, Da- 
kotas, West Virginia. Liberal commission. Give 
full details and references. Address D-799, care 
-— and Shoe Recorder, 207 South St., Boston, 
Mass. 


ANTED—Experienced salesmen. We have 

excellent open territory in several Central, 
Southern and Western States. Our uct is 
men’s and boys’ shoes. We are known for quality, 
range of prices, and the service we 2 oive. Connie. 
sion to salesmen much higher than the average. 
Traveling expenses advanced. Inquiries treated in 
confidence. Address D-766, care Boot and Shoe 
Recorder, 189 W. Madison St., ~ Cideoan, mh. 


ARE chance for shoe buyer and salesmen. 

Wholesale experience required. Address K-703, 

= and Shoe Recorder, 127 Duane St., New 
or 


GHOE SALESMAN to cover B.voklyn with job- 

ber’s full line. Only men with following 

_ Lt Address K-704, care Boot and Shoe 
ler, 127 Duane St., New York City. 














WONDERFUL yg ny for a good live- 

wire shoe man. ive-wire department store 
located in Western Pennsylvania city of about 
85,000 inhabitants desires to locate a , good — 
wire shoe man, who can a 
a large scale, and one who has a full knowledge a 
stock turnovers. We cater to the medium-class 
trade, and fer a man who has had experience in 
basement ces departments. The entire store is 
working on quick turnovers basis, large sales,fand 
small profits. We want a man who is full of pep, 
and also desire him to bring = him his own ideas. 
All roomee will be treated outes y — and 
we have a good proposition for t right party. 
Only those who can comply with the above need 

apply. This department is not in the basement. 

Address D-801, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 





ALESMAN—For Pennsylvania, New Jersey, ANTED—A shoe salesman 
goo soy * 4 BE children’s, and infants tp bh 
Strong line, or will allow part as side line, on com- sandals. styles in be carried 
mission. Address D-798, care Boot and Shoe Re- with a ge | line. .- Ohio, In- 
corder, 207 South St., Boston, Mass. — = wr Peon = Sate. On com- 

i » & Lock Box 186, Orwigsbu 
SALESMEN—To carry as aside line on commission ~ 1. 

in Pennsylvania, Ohio, Indiana, and Mi 4 WANTED Rupertenced salesman for Indiana 

ine of misses’, chil 


women’s regular turned comfort semi and Illinois, 
comfort shoes. This is an IN-STOCK ition dren's and infants’ turn shoes on commission, in 








for sizing -.. we an — trade - connection with . line. Many 
success in selling dress D- care Boot numbers in stock. Address F. C. 
Shoe Recorder, 207 South St., Boston, Mass. Orwigsburg, Pa. — anon 








LIVE-WIRE SALESMEN with established trade 

K,,.t@ sell a8 side line 2 latest novelty. ladies’ Mc- lished ya pot +t, + = ¥ ye - 
ays, ranging in price from $2.60 to pair o 8 

the States of Kentucky, West §Vir; ae Aug focal and high-grade welts and McKays in the following 

Michigan, Kanes, Okishome home, Texes, Arisona, territories: North and South Carolina, Illinois, 

Ue. and Wreming. A. i yon. can produce a volume | a r—. * emnagecataa, ne = 
good b with first let- ich will repeat. We Reane Chae hiat 





ter. Six per cent tT id. The Elbinger 
Shoe Mfg. Co., Cincinnati, Ohio. winger.” Samples ready Apeil Le” Give fell take 
mation, references, and ines han- 





ALESMEN WANTED—Live-wire salesmen , state experience, li 
dled, and terri ered in first let: 
with established trade on a straight commission {cov t letter. The 
me pth a, ip ns fasta wee Cahill Shoe Co., ti, Ohio. 
and dress shoes; mbers carri 
in stock. Old established line. Wonderful oppor- 4 GALESMEN—ATTENTION—To those mea 
tunity for the right man in the following territories: of popular-priced flex flexible t ‘and stitchdowns 











West Vi , Easte Pe 1 . West 
Sd ey piienessta. ——, Michigan, — , South Dakota, kota, U' pensttony: Minnesota, North and 
New York, and Ohio. Give references and full K tah, Montana, Idaho, 
perticulare in first letter. Address D-803, care oa . at oo We 
Che i Recorder, 189 West Madison St., carry in-stock 40 styles of 1 pay CF 4 and 
-yles spring heels; also a run 
WANTED— Experienced shoe salesman, po stitchdowns up to size 2. A high rate of commis- 
of managing a high-grade men’s shoe depart ee ee Fen we Saco? meee abo can give Gb 
ment. Wontlertul ul opportunity for the right man. line sufficient attention. Backed up with strong 
State eam, pelwense _ experience, ond curs = odverticing ond prompt calpmente,, hy 4 
= dress D-783, care Boot and Shoe Re- GY. hive fall parte and rence 


corder, 207 South St., Boston, Mass. 


SA LESMEN WANTED—Shoe salesmen to carry 
as side line on commission basis best medium- 
Irethe line of spats, fees shoes, woolskin slippers, 

ather and canvas We invite replies 
from all parts of the Unit States. Tell us what 
territory you cover and send references in first 
letter. We pay liberal commissions and our goods 
are priced to sell. Apply The Brown Warner Mfg. 
Co., Franklin, Ohio. 


ANTED—Salesman ; ry" established shoe 
accounts in Texas, to l on commission 
pane, our popular priced line A. hope et Turn 

hoes, made in sizes 1 to 5, mock heels 
Hel” Flexible Turns, made in sizes 34 to = an 
Spring Heel Turns, Wheeled . made in sizes 
5% to 8. Every number carri in stock, read: 
for immediate delivery. Our line extensively md 
vertised and well known under Trade Mark of 
mperial Chil- 























Salesmen Wanted 


to carry a high-grade short line_of 
OVER-SIZE women’s shoes as a side 
line. Men now selling this line find it 
a big business-getter, and a repeater. 
Men for Middle Western, Western, 
and Southern territories wanted. 
Please give the necessary information 
im first letter. Address D-815, care 
Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 




















“Hapytoz. ” Samples now ready. [ wn 
dren's Shoe Corp., Rochester, N. ¥. page by 
Salesmen Wanted Salesman Wanted 
Experienced sal to sell "s 
high-grade shoes, welts and turns. Experienced, commission basis. Our 
et line consists of 75 numbers men’s, 
boys’ work and semi-dress shoes. Are 
INDIANA in a position to make deliveries. Have 
ILLINOIS the following territories open: Louis- 
iana, Arkansas, Oklahoma, iowa, Il- 
KANSAS linois, Mississippi, Alab gi 
Personal interviews preferred. ain Saicomnan Peamayvenin 
THE ROBERT WISE CO. Dakets, Utsh, Artsona, 'Mishiges. 
Address Center State Shoe Company, 
Cincinnati, Ohio 1508 Washington Ave., St. Louis, Mo. 

















', 1928 
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SALESMEN WANTED 


AGENTS WANTED 





Wrenresent i ienced man and a fo ties, | to 


a ie Wisconsin, M 
9 Dakota. Must have the ity to ap- 
ch the best class of buyers, and also have some 
in the territory, and be able to furnish 
highest references as to character | and ability. In 
i of ger Addren sive a details, in- 


fi, CR, | reeland, Manufac- 


SALESMEN W as with established trade to 
sell, on commission, side line infants’ turn shoes, 
1-5, a and 2-6 heel; 44 styles in stock. 
Strong line. ba 4 ive! conpeness. An- 
nual sales, ll information. 
Elam Shoe Mfg fe Coe hE ee: ge  Desten, Mass. 


ypc! pr tg | salesman with successful 
d experience; erably one acquainted in 
territory who has sol faetery line of men’s fine 
dress shoes from factory to retailer; -— for New 
York State, and one for eastern Pennsylvania and 
New Jersey. Reply by beteer: with ceimenaan, full 
details of 
mission. 
waukee, Wis. 


W4Ankre jeter or retail salesmen to carry a 
ell-known line of turn boudoir, > com~ 
fort and novelty slippers, as side line, commission 
basis. Give Michicus. Col in first dag Following 
states open: Colorado, Missouri, 
ois, Iowa, Arizona, New Mexico, Oklahoma, 
5, N Minnesota, W Wisconsin, Wyo- 
Louisiana, Utah. Address dress D-765, care Boot 
ning, Lo Recorder, 207 South St., Boston, Mass. 











eriense, ote. y 6 per cent com- 
rpcah & Wellon Shes Go. Mil: 





HOLESALE TRADE—Agent wanted for 
U.S.A. by manufacturer of McKay sewed chil- 
os 's shoes. References and a ars wanted. 
Address D-809, on! pest and Shoe Recorder, 207 
South St., Boston, M 





HELP WANTED 








Do You Know How to Write? 


Perhaps you are now selling 
shoes in a retail store, or perhaps 
you are in the orentaing depart- 
ment of a retail store. In either 
case, if you feel you have the abil- 
ity to write simple and forcible 
English, you may be the man at 
— pe | in ue Fs me 1 

department of a jusiness 

= Write, telling us what you 

ve done and what you think you 

can do, your age, whether married 

orsingle, _ any other facts which 
will aid u ga 

- Your photograph might help. 

Address D-7 Boot and Shoe 

| - nya 207 South St., Boston, 

ass. 

















SALESMEN WANTED 


Milwaukee Manufacturer of high- 
grade work and semi-dress welt and 
nailed shoes has a few good territories 
open. Only real salesmen need apply. 
- vm | ition for men not afraid 

f real Edward A. Luedke Shoe 
Co., Milwaukee, Wisconsin. 














POSITION WANTED 


ANTED—Position. "Sven yea married man, 

25 yearsold. Gentile. — experience 
retailing high-grade footwear. ears cor- 
* ill caution w _—— 

means ultimate results. D-804, Boot 
and Shoe Recorder, 207 South St., aay Mass. 


SHOE FACTORY pe! OPEN FOR 
POSITION—My p eons Cupeanee as a shoe 

factory executive any sizable 

position. eee sciglayel as t, but am 

ing for a bi my present posi- 

tion offers. a wor costs, pro- 

duction, and 

tion of sam re and am fam 

ence with = phases of 

r £, ur’ Schad 


dress D-805, care Boot and 
South St., Boston, Mass. 


OUNG MAN, 25, educated, sold shoes for one 

year for B: lyn turn manufacturer; desires 

= connection. Address K-705, care Boot and 
Shoe Recorder, 127 Duane St., New York. 


SALES MANAGER'S POSITION WANTED 

by salesman now with a large shoe firm. For- 

mesly chee pestere mem, then om intendent of 

factory ey being salesman. i 

— Ts References. Address D. » care 
and Shoe 

Mass. 











particulars, ad- 
oe oie. 207 














Recorder, 207 South St., Boston, 





MANAGER WANTED 





LINE WANTED 


WANTED on commission basis a strong line of 
men’s dress welts, for Chicago and vicinity, by 
Fah counaiated salesman with established trade. 

Address D-807, care Boot and Shoe Recorder, 189 
W. Madison St., Chicago, Ill. 


GALESMEN to carry side line bathing slippers, 

and soft sole slippers. Address D-788, 
care t and Shoe Recorder, 207 South St., Bos- 
ton, Mass. 











WANTED 


A line of women’s cheap, medium- 
priced or growing girl’s daeee to travel 
in the South, by one with experience. 
Can give good D- 
796, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 

















OPPORTUNITY 


WANTED—Partner with capital to take one- 
half interest in a paten shoe that treads 
straight. Over one hundred retailers in New 
land now handling them, which proves their suc- 
cess. I want to carry them in stock in Boston and 
them all over the country. Anyone who is 
pom for a fine business and safe investment 
ole ee al care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 


5000 CASES 
Moccasin Felts, Ribbon Trimmed 


Direct from manufacturers. A-1 goods 
55 cents pair. 

Address D-795, Boot and Shoe Recorder 
207 South St., Boston, Mass. 























WANTED 


by a Middle West man- 

grade dress 
+ you must be 
record in han- 


Sales M. 
ufacturer o! a ay: "s 
welt shoes. To qual 
able to show success 
sales on this grade of shoes. Pos- 
— an exceptionally bright and am- 
tious younger man now acting as as- 
sistant sales may be consid- 
ered. Give full Cention with ap- 
plication. Address a~\~ care Boot 
and Shoe Recorder, 207 South St., Bos- 
ton, Mass. 











FOR RENT 








_ FOR RENT 
Shoe and Leather Offices 


Most Centrally Located. Reasonably Priced 
95 South St. (2nd Floor) Boston 
Phone Beach 4873 
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Boot and Shoe Recorder 


PUBLISHED WEEKLY IN THE INTEREST 
OF THE RETAIL SHOE MERCHANT BY THE 


BOOT AND SHOE RECORDER 
PUBLISHING CO. 


(Incorporated under Massachusetts Laws) 
CAPITAL $150,000 
OFFICERS OF THE CORPORATION 


CHARLES G. PHILLIPS, President 
EVERIT B. TERHUNE, Treas. and Gen’l Mer 
GEORGE W. R. HILL, Ist Vice-President 
H. WALTER SCOTT, 2d Vice-President 
ARTHUR D. ANDERSON, Secretary 


SWAIN, CARPENTER & NAY, Counsel 
73 Cornhill 


ARTHUR D. ANDERSON, Editor 
E. C. LOGAN 
OWEN A. THOMAS 





PUBLISHER'S NOTICE 


SURRCRIP TIS se price of the 

and Shoe Recorder is $5.00 a year in ad- 

oe which includes postage ia in the United 

States, Cuba, Hawaiian e a 

'. Vv . Alaska Canada, .ex- 

ico, Costa Rica, ican Republic, Hon- 
duras, " Salvador, 





FOREIGN SUBSCRIPTION—The price to 
foreign countries except the above is stots 
na year, including postage. 

subscriptions are Sei in advance. 

ADVERTISING RATES—Card of Advertising 
Rates furnished on application. For rates 
for Wants, For Sales, etc., see Want Page. 


Every precaution is taken by the BOOT AND 
SHOE ‘CORDER to a printing any 
statement likely to mislead its readers. The 


publisher’s reserve t right to reject any 
advertising or reading matter which is not in 
line with this policy. 





OFFICES IN 


BOSTON OFFICE, 207 South Street. 
BROCKTON OFFICE: 224 Moraine St. Geo. 
W. R. Hill, Manager. Telephone 507. 
CHICAGO OFFICE: 189 West Madison St. 
Telephone Main 1089. B.C. Bowen, Manager. 
ST. LOUM OFFICE: 1627 Locust St. B.C. 
Bowen, Manager. 
ee | fas OFFICE: om 101, Graham Bidg., 
wane St. H. Walter Scott, Manager. 
PEEL ADELE EA a Suite 1420, Widener 
Building. H. Walter Scott, Manager. 
HAVERHILL OFFICE: Chamber of Commerce. 
Rooms, Haverhill a Bank Bldg. Geo. 
W. R. Hill, M 
COCA TE oot. 810 Gapend Nations 
Beak Bite, . M. wen, Manager. 


a a oe 623 Powers Bidg., 
Rossiter L. Seward, Ls ay? New York Repre- 
sentative. Telephone M ‘ain 969. 

LYNN OFFICE: Fred A. Gannon. 


MILWAUKEE OFFICE: Leonard E. Meyer. 
. ~~ _ ), 405 Broadway. 


WASHINGTON ¢ OFFICE: William L. Daley, 
Jackson Place, N. W. 


pana OFFICE: 2 Rue des Italiens. L. Hub- 
bard, Manager. 

LONDON OFFICE: John C. Curtiss, Manager, 
11 Haymarket, London, 8. W.,1. England. 


CONTINENTAL OFFICE: William Siena, 
Manager, Wasagasse 2, Vienna, Austria. 
ARGENTINA: Buenos Aires, Rivadavia, 2721, 
P. Sabazzini, Gerente. 


BRAZIL: Gerente. John S. Fitch, 88 Rue 
General Camara, 88 Sob. 

CHILE: Santiago, Las Rosas 1123-1127. Otto 
Fubrimann, Gerente. 

CHA: Mr. H. Gomes, Corrales, 2A Havana, 

JAPANESE OFFICE: Yokohama. J. F. Wager, 


anager. 
SPAIN: Gerente, Leoncio de Miguel, Libr 
Editor, 20 Fuencarral, Madrid. oe 
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Olenick, I., New York City................ 136 
Oriental Boudoir Slipper Co., Haverhill, 
Pe i viivcetevccendenscccuasqetcunesius 95 
Packard, M. A. Co., Brockton, Mass... .92, 124 
Peck, Frederick S., Worcester, Mass... .... . 93 
Peters Branch of I. S. Co., St. Louis, Mo. 
3d Cover 
Phillips-Cram Corp., Haverhill, Mass... .... 91 
Reynolds, Bion F., Brockton, Mass......... 93 
Rice & Hutchins, Inc., Boston............. 46 
Rickard Shoe Co., Haverhill, Mass.... .. 38, 39 
Rogers Bros. Shoe Co., Boston............ 124 
Rohn Shoe Mfg. Co., Milwaukee, Wis...... 12 
Smith-Briscoe Shoe Co., Lynchburg, Va.... 93 
Smith, Wm. Sumner, Chicago............. 95 
Smolen, Harry & Co., Inc., Brooklyn, N. Y.. 24 
Stacy-Adams Co., Brockton, Mass.:....... 92 
Standard Felt Co., West Alhambra, Cal... .. 71 


Stetson Shoe Co., So. Weymouth, Mass. .30-93 
Stockbridge Shoe Co., Haverhill, Mass. . .91-122 
Stone, K. M. Co., Inc., New York City..... 9 
Stonefield-Evans Shoe Co., Rockford, Ill. . .123 


Tessier & Bowdoin, Haverhill, Mass....... . 91 
Thompson Bros. Shoe Co., Brockton, Mass.. 94 
Thompson-Crooker Shoe Co., Boston. ... . 13 


United States Rubber Co., New York City. .104 
Utz & Dunn Co., Rochester, N. ¥........... ll 


Wall, Doyle & Daly, Inc., Brockton, Mass.. 92 
Watson Shoe Co., Lynn, Mass............. 115 
Weber Bros. Shoe Co., No. Adams, Mass. . .126 
Weimer, Wright & Watkins Co., Philadelphia 4 
Westcott-Whitmore Co., Syracuse, N. Y.... 91 


Whitman & Keith, Brockton, Mass........ 92 

Witherell, E. A. & M. C., Co., Haverhill, 
Ps ncenkdécccosses qusanenesneceavees 91 

Wobst Shoe Co., Milwaukee, Wis.......... 108 


FINDINGS AND SHOE STORE SUPPLIES 


Alterson, L., & Co., New York City........ 7 
Blog Shoe Findings Co., New York City.... 99 
Bongiovanni Bros., New York City........ 97 
Coultas Co., D. W., Providence, R.I....... .* 
Ellis, W. E., Co., Haverhill, Mass........... 98 
Gilbert, E. T. Co., Rochester, N. Y......... 76 
Hecht Fixture Co., Chicago............... 137 
Kahn, Edw. E., Co., Brooklyn, N. Y........ 97 
Meyers, F. E., & Bro. Co., Ashland, O...... 137 
Milbradt Mfg. Co., St. Louis, Mo.......... 137 
Miller, O. A., Treeing Mach. Co., Brockton, 
Be cvcccesscocvescenseedeoqenseut 114-120 


Parisian Beading Works Co., Philadelphia... 97 


Scholl Mfg. Co., Chicago.............. 18, 19 
Vanity Novelty Works, Brooklyn, N. Y..... 7 
Whitcher, Frank W., Boston........... 88, 137 


Wizard Lightfoot Co., St. Louis, Mo. .2nd Cover 


HOSIERY 
Brown-Durrell Co., Boston and New York. .128 
Emery & Beers Co., Inc., New York City. . .129 
Sulloway Mills, Franklin, N.H............. 2 


LEATHER AND OTHER MATERIAL 


Armstrong Cork Co., Lancaster, Pa......... 133 
Beggs & Cobb Co., Inc., Boston........... 98 
Brown, C. D., & Co., Inc., Rochester, N. Y.. 78 
Chamberlain, B. F., Boston............... 98 
Clifford Co., The, Boston.................. 26 
Clifton Mfg. Co., Boston...............+.. 88 
Creese & Cook Co., Boston.............. 14,98 
Dryden Rubber Co., Chicago.......... 112, 113 
Gallun, A. F., & Sons, Milwaukee, Wis... . . 20 
Goodyear Tire & Rubber Co., Akron, O..... 73 


Hale, Alfred, Rubber Co., Atlantic, Mass. 16, 17 
Hanover Rubber Co., W. Hanover, Mass... . 102 


Fames Gan, Fi. Bug BOGOR. 2 occ cccccccccccecs 98 
Kepner, C. D., Co., Boston................ 74 
Levor, G., & Co., Inc., New York City...... 3 


Pfister & Vogel Leather Co., Milwaukee, Wis. 6 
Quabaug Rubber Co., No. Brookfield, Mass. 90 


Rueping, Fred, Leather Co., Fond du Lac, 
WelbvsecanwadsdéasarécdaccencendVeacadds 41 


Scherer, Oscar & Bro., Inc., New York City. 100 
Schmidt, Carl E., & Co., Inc., Detroit, a 

, 70 
Surpass Leather Co., Boston—New York... 98 


United States Leather Co., Boston, New 


MACHINERY, LASTS, MFRS. SUPPLIES, 
DRESSINGS, ETC. 








Barton Mfg. Co., Waco, Texas............. Q 
Beckwith Mfg. Co., Boston................ 10 
Joh » J. W., Roch % 5 eer 135 
Tubular Rivet & Stud Co., Boston...... ,--142 
United Fast Color Eyelet Co., Boston...... 141 
United Shoe Machinery Corp., Boston .89-134 
Whittemore Bros., Cambridge, Mass... .... 88 
Wiechman Pattern Co., Cincinnati......... bs] 
Wind Insole & Counter Co., Inc., Campello, 
Bs cccceds éeelcavecesdsenescecueuetes 98 
MISCELLANEOUS 
Atlantic Printing Co., Boston............. 96 
A iated Busi Papers, Inc., New York 
Gciancvsencécccccoesvasseseseccvctesese 76 
Brooklyn Purchasing Syndicate........... 136 
Calderwood & Preg Inc., Boston........... 7 
Glauberg, Max, New York City...:........ 136 
Hotel Breslin, New York City............. 72 
Hotel Martinique, New York City......... 74 
Howard Print Inc., Brockton, Mass......... % 
Kalter Cerf. Co., Max, New York City. ..... 136 
Kirsch-Blacher Co., Inc., New York City. . .136 
Raoshh, Bi, Boosliiom, Ne Te. . ccc cc ccccccccce 137 
New York Export Purchasing Corporation, 
a Ss s0d.0+ <tukhennes eek erset 136 
Root, F. S., Company, Boston............. 9 
Tolman Print, Brockton, Mass............. 96 
University Electrotype Foundry.......... 96 
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Olegance ~ 















JrOOTWEAR of the reign 
of Louis XIV is conspic- 
uous for its elegance. 





Shoes of today are more 

practical. Instead of mere I 

elegance, we demand neat- ae 

ness and trimness. ‘th, i 
ta 

In footwear equipped with bs 

Diamond Brand Fast Color ° 


Eyelets, we obtain both 
these qualities. 


For your discriminating 
customers, specify Dia- 
mond Brand Eyelets when 
placing your next orders 
for shoes. 
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United Fast Color Eyelet Company 


Boston Mass. ° 
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yAN common-sense evidence — on 
quality footwear that the 
shoes are made for the weafer’s 
convenience 


Shoe Lacing Hooks 
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“HELLO, PARIS, GIVE ME THE RUE DE LA 
PAIX. 













“YES, THIS IS THE FOX FOOTERY GIRL. I 
WANT YOU TO TELL ME ABOUT YOUR NEWEST 
AND MOST WONDERFUL SHOE CREATIONS. 


“WHAT'S THAT? You SAY YOU HAVEN'T 
ANY. 






“OH, | SEE, IN A GOOD MANY CASES YOU 
ARE FOLLOWING MY STYLES FOR 1923." 










* * * x 


FOX SLIPPERS, PUMPS AND OXFORDS EX- 
ERCISE AN INTERNATIONAL INFLUENCE ON 
SHOE STYLES. 























CHARLES K. FOX, Inc., Haverhill, Mass., U. S. A. 


New York: Marbridge Blidg., Broadway and 34th St., Room 632 
Boston: 54 Lincoln Street Chicago: Great Northern Building 
Vol. 82, No. 23. Published every week by the Boot and Shoe Recorder Publishing Company, 207 South St., Boston, 


Mass. Entered as second class matter April 15, 1922, at the Post Office at Boston, Mass., under the Act of Congress 
of March 3, 1879. Subscription price, $5.00 a year. Printed in U. S. A. 
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Wo 
POINTERS 


] WHITE Ay, : LEVOR LEATHERS 


FOOTWEAR IS STAPLE ARE SOUND-WELL 
FOR LATE silat tena MADOC. 








WHITELEVOR ~—- WHITE LEVOR 
GRAIN KID nytt tt hive. 


(CABRETTAS ) (CHaveerres) 


oO 9OPLUAR PRICED FOOTWEAR 


IME S 








— > 
re Lo Sme. 
be White House of irnerica ? 


MACACA Gloversville, Boston 


© Attridals ng Force 
fArtuurs Patton LeatHer(o., St (ours Gto.W. Newman LEATHER Co Cneinnatt 
McGaw & Atninson, CA 7¢ag0 Eoward Zonniaut, Jan Fancisco 
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Of Our Lighter Shades 
Si The Most Popular for Spring 






















and Summer Are 





KID | 
se Gray 


White 
Fawn 


Pres. ll Gray-—the big seller for Easter 
KID and the Spring with White roll- 
sisathiie ing up a bigger than ever record 
GRAY for Summer selling. 
pit Fawn is coming strong and 
coer : every day we get more requests 
RED for this color. 
BLUE 
HAVANA BROWN Whatever color you order, if 
GOLDEN BROWK you say STANDARD KID you 
ern: will be safest. 


THE STANDARD KID CO. 


BOSTON, MASS. 


Branches in New York, Philadelphia, Cincinnati, 
Chicago, St. Louis 
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HANNAHSONS is ready for Easter! 


eee 
[IANNAHSONS 








NL’ 


Read this letter from 
a live wire merchant in 
Indiana. 
“Gentlemen:—I just want 
you to know that I appre- 
ciate such letters as this 
during the stress of the 
times through which we 
are passing. 
“T still maintain that Han- 
nahsons make the best sat- 
ins for the price that I can 
buy and I mean to continue 
to buy them. I am handing 
you my check in full to date 
with interest for the over- 
time. 
Respectfully,” 

Name on request 
Isn’t this the kind ofa 
house you would like 
to°do business with ? 











Let us send you the latest 
edition of HANNAHSONS 
NEWS. 


R 812—$3.15 


R 812 Black Satin One Strap, Tongue effect, 

Brocade Quarter, Imitation turn, 14- 8 Half 

Spanish heel, widths B to D, code “Joey” 

R878 Same as above except all Satin Bresaie 

Overlay Panel and Tongue, Genuine turn, 14-8 

Full Spanish heel, widths A to D, code “Mary” 
$3.75 


HANNAHSONS SHOE CO. 


HAVERHILL, MASSACHUSETTS 


MANUFACTURERS 


In Stock 


FABRIC 


Are You 


R 582—$1.85 
R582 White Canvas Patent Trimmed One 
Strap, two button, imitation turn, 9-8 heel, 
widths B to D, code, “Enid” $1.85 


R 580—$1.85 


R 580 Same as above except with 12-8 Cuban 
heel, code, “Thelma” $1.85 


A blue Ribbon Winner at Chicago. 


maker for you 


~ A Profit 


R 560—$1.60 


R 560—White Canvas One Strap, imitation 
turn, 9- 8 ey heel, widths B to D, code 
“Dandy”... $1.60 


Low heels will b Here's a Big Seller. 


popular. 


R 576—$1.85 


R576 White Canvas One Strap, Patent 
Checkerboard Trim, imitation turn, 12-8 Cuban 
heel, widths B to D, code “Erato” $1.85 


This peueve has made a decided hit 
NAHSONS customers. 


with HA N- 


FOOTWEAR 


R 876—$3.50 


R 876 Black Satin Brocade Overlay Panel 
and Tongue Pump, Genuine turn, 14-8 Full 
Spanish heel, widths A to D, code “Sally” $3.50 
R 808 Same as above except imitation turn, 
14-8 half Spanish heel, widths B to D, code 
“Alice” $3.00 
Simple in design yet unusually attractive. 1 

ut 15 10 buy it. 


R 786—$3.10 


R 786—Black Satin Wide One‘ Strap, 9-8 
Flapper Heel. rhinestone button, genuine turn, 
leather lined, widths B to D, code “Clover” 

| $3.10 
R776 As above omy imitation nen code 
“Edna”. . $2.75 
R 742 he above except ‘black drill lined, lain 
button, code “Inda’ ‘$15 


R 720—$3.85 


R720—Black Satin, 
Ornament, genuine Png 


widths A to D, code, 


R 730 — Same as above exneet 14-8 Full Louis 
heel, code “Pat” . . —— $3.8 


Fan Flare Tongue, Metal 
16- 8 full Louis heel, 
$3.8 





In Style 
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Creese & Cook 


TONY RED CALF 
VOGUE LAST 


$5.35 


willl 
a _ lice 
a Whidlh =I\s 
[itmteeatitfrreesteerert 11111] 


Tim 


TOAD 
WA, 
Hl ~~) 
YA 
te | Tim 


322X 


IN STOCK 
B-C-D Widths 








I WANT THOSE VOGUE OXFORDS 


322X in your window, with a Vogue ticket on it, will 
pull the city’s best trade into your store, ready to buy. 
Mail your order early for this Top Notch Spring Style. 
Its INSTOCK NOW. Vogue last. Wingfoot heel. 


Natural finish fudge edge. Gold stitching on the uppers. 





MARION SHOE CO. 
MARION, INDIANA 
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For Easter—Fashion Distinctly 
Says —GRAY 






These are our 


largest selling 











shades in— 
OUR customers of moderate No. 18 
means, who appreciate and want 
the height of fashion, will be greatly FOG 
pleased at the combination of beauty 
and correctness at reasonable price 
STARBUK affords. No. 39 


Tolman, Dow & Co., Inc. | MOLE 


174 Lincoln Street, Boston, Mass. 
No. 9 


SILVER 


GREATER N. Y. ST. LOUIS, MO. 


~~. a. > Starbuk is made in 
W hite and 14 other 
CINCINNATI, OHIO ROCHESTER, N. Y. Pe onghy: 
Mohr-Hollers Sales Co. ots Chetek, ee distinctive colors. 
202 E. 7th St. r. harles irk 
99 Andrew Sl. 
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“NATIONAL PARK” HIKING OXFORDS 


Reg. U. S. Pat. Off. 


Merchants everywhere are finding great demand for this out-of-door footwear. 
All numbers illustrated have full gusset tongues and are leather quarter lined. All 


in stock ready to ship. 








y ae AE: 


— 


oe 


No. 16,500 Mahogany Elk 4 No. 31,504 Mah Eric Calf 
f - Sl, ogany Eric Ca 
Ne: 31 500 oe the ric Calf No. 33,504 Black Eric Calf 
ic Cal . . be, ’ 
Soft cap toes, A to D, 214-8. Price... .. .$4. Plain soft toes, A to D, 244-8. Price $4.00 


see 8 


emt dy Z 





No. 16,300 Mahogany{Elk, soft cap toe, on. bis No. * = Mahogany Elk, moccasin vamp. 
A to 2%-8. Pri A $4.25 


D, 214-8. Price 


NATIONAL PARK OXFORDS are fit companions for NATIONAL PARK 
HIKING BOOTS, which have taken the country by storm. Our extensive adver- 


tising co-operation helps the retail merchant. 


Manufacturers of 


“NATIONAL PARK” and “‘KEWPIE TWINS” Footwear 


THE JUVENILE SHOE CORPORATION 


OF AMERICA 
CARTHAGE - A a MISSOURI 
"The Quality is Jtigher than vue 4 
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TURNS 


Sterling Quality 


Fashioned 
BY 


BRAUER 


The ‘Romeo S andal 


Have you seen this new smart Goodyear Welt Sandal? 
It is typical of “BRAUER” craftsmanship. 





W rite for Our Fashion Cards. 


BRAUER BROS. SHOE. @. *U'2k"* 


Fashioner’s of Women’s Novelty Welts and Turns. 
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YAD YB YAD 
NI YREVE YAW! 


would be the backward angle of ‘‘Day by Day, in Every Way,”’ and doubtless some 
Coue enthusiasts have now mumbled the prescription so often that a new way of 


saying it would be a RELIEF! 
In shoe parlance the definition of relief is 


MODE-O-PEDIC! 


** Comfort — Disguised by Style.’’ 


















RELIEF to aching feet— 
RELIEF from the unsightliness of ordinary comfort shoes— 


RELIEF, also, to the purse—since, though Mode-O-Pedic does give sty/e, as well as 
aid, to the feet the dames is Jess than that asked for many rather ordinary shoes for 


men! 
Styles are even now being created which will be fully stocked on our floors before 


being given to the Agencies. 
The In-Stock advantage is just one of the service features. We are Day by Day 


perfecting: 









Dealer helps, such as newspaper ad mats, window 
trims, folders, displays and racks, and every ‘‘pull- 
ing’”’ aid to the Agencies, which, from a consensus 
of opinion, we know you'll like. 
















Also remember Mode-O-Pedic Oxfords cost the retailer but $5.50 and 
Mode-O-Pedic Bals $5.85--meaning that the wearer will now be privileged to pur- 
chase a superior arch-fitting shoe with style as well, and not have to pay the 
premium commonly expected for comfort—minus style! 

So—Day by Day—and Night by Night, too—the Way of Mode-O-Pedic will 
grow Better and Better with the thousands of men who are, even now, just 
learning of it! 

Retailers—Act! Don’t delay! Agencies are now being allotted—mammoth 
stocks in many handsome, man-pleasing styles are growing Day by Day! To the 
progressive, the alert, wherever your town, we are ready to talk Agency! 












.Write Now! 
MODE-O-PEDIC DEPT. 


LOUIS W. GORDON CO., Inc. 


110 Duane Street - New York 
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Blue Edge Distinctive Chiffon Hose 












Our three 


popular 
numbers 


“Propper 
Blue Gdge 
ts the 


Propper Hose 


are 306, 
404, 406 


PROPPER SILK HOSIERY MILLS ie 


2760 FIFTH AVE.,NEW YORK ,N.Y. 
(HOLLAND BLDG) 


Manufacturers of Ladies’ Full Fashionec’ Silk Host ery 
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Style Shoes of Quality 


These two styles are carried 
in stock. 








They are priced at figures 
that will enable you to re- 
tail them profitably. 

















Style BO448K Price $4.00 


Net 30 days 


They are made from good- 
wearing materials. 


Women s black Peerless kid ae and vamp, 
one-strap Valkyrie pump, McK Hobart last, 
perforated imitation tip and = perforated 
vamp, 1 4 inch military heel. 





A—4\4 to 8 
B—4 to8 
C—4_ to7% 
D—3% to7 


They will give entire satis- 
faction to the wearer. 


They are made over lasts 
that fit correctly. 

















Shipment made immediate- 
ly upon receipt of order. 

















Style BO471L 


Price $3.35 


Net 30 days 


Women’s Star black kid oxford, McKay Arlington 
last, 6 eyelets, perforated kid tip 1%-inch Cuban 
heel. 

B—4\% to8 

C—3% to 8 

D—4 to8 


UTZ & DUNN CO. 


ROCHESTER «NEW YORK 





~ a 








= DENVER OFFICE NEW YORK OFFICE Los ANGELES G OFFICE 
218 Charles Bldg. bing Colo. Terminal Sales Building o> Fasene Bidg., Los Angeles, Cal. 
TIGER & 130-132 West 42d St., | 1521 708. C. McATE EE, Representative 
ate ed S. A. McOMBER, Representative : 
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From 


The New Bork Times, February 11, 1923. 


Increase in the 
Stout-Wear Trade 


In discussing this situation yesterday one of 
the leading manufacturers of stout wear garments 
said — 

“No longer is it necessary for the stout woman to 
resign herself to take what she can get in women’s 
garments or else have them made to order 

—“up to a short time ago—little attention was 
given to taking care of this class of trade either by 
wholesalers or retailers. The former put in, by 
virtue of necessity ‘extra sizes’ in his lines and let 


—‘‘manufacturers who had the courage of their 
convictions then set to work to get special designers 
who would give real study to the needs of the 
particular class they were endeavoring to provide 
with garments.” 

“The designers working along natural tendencies 
found that the stout woman was no different than 
the rest of her sisters. She desired stylish clothing 
that fitted in with her personality and figure, not 
merely the extra sizes of garments that were 
intended for slimmer women.” 

“retailers at first were slow to grasp the 
profit possibilities inherent in stout-wear trade.” 

“As time went on, the idea dawned upon some 
of the retailers that there might be something else 
to this stout-wear business except the tail-end of 


“Specialty shops began to have their innings 
about this time and the managers of these took to 
the stout-wear idea rather enthusiastically. Shops 
sprang up in cities and towns throughout the 
country for the purpose of catering especially to 
the stout customer.” 

“The average retailer can still do much to 
improve the facilities he is rendering his stout- 
wear customers.” 

“Retailers have told me time and again of the 
appreciative attitude of stout customers when 
efforts to please them were made. When such a 
person is satisfied, her trade is permanent. 

“The retailer in medium and smaller sized towns 
in particular has an excellent opportunity to ‘cash 
in’ if he is willing to go after this trade and to study 


it go at that. No effort was made to meet par- 
ticular needs.” regular trade. 


and meet its requirements.” 














Experiences Paralleled by Those of W. B. Coon Co. 


W. B. Coon Co. “had the courage of their convictions ;” 
employed designers who “‘gave real study to the needs 
of stout women:” “‘sold”’ the “outsize” idea to the shoe 
retailers of America and specialized in the production 


of “outsize” footwear. 


Stylish Stout Outsizes are NOT “extra sizes and 
widths on lasts and patterns intended for slimmer 
women” but “style” shoes built over lasts and patterns 


designed expressly to meet stout women’s needs. 


Having passed the experimental stage, they meet the 
requirements of stout feet and ankles in a satisfactory 
manner. 

The stout woman’s “appreciative attitude” is reflected 
in the unusually high percentage of REPEAT SALES 
reported by “Stylish Stout” dealers. 


Their possibilities have been demonstrated by the 
individually owned Stylish Stout Outsize Boot Shops 
which proved successful from the start. 


The retailer “‘willing to go after this trade” will find its requirements 


covered in Catalogue H. The “‘studying”’ has already been done by 


ROCHESTER, N. Y. 


Chicago Office: 506 Security Building, 189 W. Madison Street 
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The Popular Sellers for Easter 


The kind that brings volume business 


READY 
TO 
SHIP 
AT 
ONCE 


No. 455. Price $4.25 No. 530. Price $3.90 


Patent Oxford, Dull Calf Tip, Saddle, and Fox. Black Kid Norma Two feel i my ye Se. 
Goodyear Welt, 11-8 Rubber Heel, Welt, 13-8 Rubber Heel, Newpo 
Princess Last AA t 

AA to D No. 532. Brown Kid. Price $4.40 

No. 531. Same in Patent. Price $4.15 


Sey 
Send for full infor- 
mation about this 
popular priced, good 
selling line of stock 
styles. 


No. 482. Price $4.00 
Good eaiiiiteiiaicleadl No. 207. Price $4.25 
7 Ne Bip R ibber Fieel, Spo ane — x Black Suede Clarice One Strap, Sin yw Sole, 
AA HARK Covered Full Louis Heel Bucl 


to C 
No. 206. Same in oe em Price $4.25 


NS 
mTINN . 
~, 
X 
‘ » 
;, 
ies } aes 
i hs 


No. 200, My = 50 No, 233. Price $4.15 
lack Kid Clarice. Full Leather Levor White Kid Clarice One Strap, Single No. 545. Price $3.90 


Louis Heel, Siz ge Sole uclid Last Sole Covered Full Baby Spanish Louis Heel, Black Kid Clarice One Strap, Imitation Ti 
Newport Len AA 4 to C : Welt, 13-8 eee + | tog. Tremont Lest. 


No. 546. Patent. Price $4.15 

















No. 201. Same in oly Price]$3.75 No. 232. Same in Peters White Reignskin 
No. 202. Same in Satin. Price $4.15 Price $3.60 


Thomson-Crooker Shoe Co. 
18 Station Street, Boston 20, Mass. 
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PREVENTS GAPPING 
AT THE SIDES 

























































































Dee tn Nese 


No. 6942—Havana Brown Kid Blu. 
Oxford Single Sole, Rub- 
Oy Tt aintiewes $5.85 


No. 2942—Mahogany Calf Blu. 
Oxford B to D--..$5.10 


HE tops of all Nunn-Bush Oxfords are 
fashioned to a permanent snug fit 

at the ankle. 
By a special process, the leather is drawn 
down over the back of the last conforming 
to the shape of the ankle. PREVENTS SLIPPING 
This feature enhances the natural style and beauty AT THE HEEL 
of these exceptional shoes—and it saves socks. 
It is only natural that in shoes with the Nunn-Bush 
reputation this shapeliness should be found. 


Nunn-Bush & Weldon Shoe Company surance. 
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Follow the CREIGHTON, 


% Fashion Footwear 
} | | 

























Shoes made by Creighton are the prod- 
uct of a modern factory, where pride 
in workmanship and care in the selec- 
tion of materials is reflectedin the shoes 
the dealer offers to his trade. 


No. 3 2 ee Gray _suec suede 
top top. Flexible McKay. 16- ‘ay. 10-8 Covered 
heel. Widths A toD. Price... .$4.35 


mh 


No. 320—Pater:* leather.’“Sunbeam.” . 
‘lexible McKay - lingfoot heel. ° . . ° 

wiki fan. ae Our spring line is complete in'the many 
and various styles that will be popular 


the coming season. 





Our stock service offers unusual co-op- 
eration, to the end that dealers may 
have these attractive shoes when they 
need them. 




















No 317—Black -atin “Trixie.” Flex. 
ble McKay 16-8 Covered heel. 
Widths Ato D. Price..........$4.00 


~. 












No. 429—Barnet's Russia Calf. Good- 
year Welt 10-8 Wingfoot heel 
Widths Ato D. Price.......... $4.00 
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INE of Fine Footwear 
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Send for catalogue and further infor- 


mation. 








In Stock 


The. styles illustrated here, and many 
others, are carried onthe floor for im- 
mediate shipment, 


FOLLOW THE 







No. 430—Barnet's RussiaCa  Good- 
Year Welt. 8-8 Wingfoot heel. Widths 
hk ee eee $4.15 





No. 321—Patent leather, Gray suede 
quarter, Flexible McKay. 14-8 
Covered heel. Widths A to D. Price 

$4.35 





No. 316—Patent leather, “Anita.” 
Flexib.e McKay. 16-8 Covered heel. 
Widths AtoD Price.......... $4.00 





No. 315—Patent eather “Trixie,” 
Flexible McKay. 16-8 Covered heel. 
Widths AtoD. Price.......... $4.00 















~~. a 
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Polar Kloth 


The Whit e Shoe Cloth Par Excellence 
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Invisible Value 


All white shoe cloths look more or less alike. Whether made from 
short or long staple cotton, two-ply or three-ply, the inferior fabric, 
to a casual observer, will appear to be of about equal value. 


POLAR KLOTH 


TB eetele (ois ue}ee (obelcer-te-0 0) (oi boob ore) a tae MoelaceleMe-jelbbeMs balck: Mdetacone)kmetel~ 
count yarn, and woven into an extremely fine-faced fabric of great 
strength, to produce a shoe of Beauty and Long Wearing Qualities. 


Pehchano, ls 





Five Y 
re) More) ol-te- bole Aime belenaet-t-)b else) bt) belont- Mor Ado ouehicole Meet om atic leleeme) | 
Geerery  wreet and Price Afterward 


Thomas, Lake & Whiton, Inc. 


179 South Street, Boston, Mass. 


Selling Agents 
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The many gracious letters which we are receiving 
from merchants in all parts of the country con- 
gratulating us on our determination to keep up the 
Daniel Green standards are very pleasing. 


a 





We know that we were right last year in refusing 
to meet price demand by lowered quality, and are 
just as sure that 1923 will also demonstrate the 
wisdom of this policy. 


Remember, Daniel Green Products are sold only 
by the Factory Salesmen direct to the Retail Trade. 
We have no jobbers. 


Help us to give you good deliveries by placing 
your orders early. 


Daniel Green Felt Shoe Company 


Factory and General Offices: Dolgeville, N. Y- 


New York Sales Office: Chicago Sales Office: Boston Sales Office: 
116 E. 13th Street 189 West Madison Street 10 High Street 





‘) 


€ Slippers )7 


TENT 


Daniel Green 
Comfy 
Slippers 
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Where Is Your 
Business Parked? 


That’s a pretty important question today. 








To many merchants it’s a problem, and they haven’t found the solution. 


Are you parked on the Avenue Elite with a “‘family store’ stock? Or are you 
parked on a side street trying to get away with “novelties” in footgear? 


This is primarily an AGE OF SPECIALIZING. One merchant can play the 
fast “hit and run”’ style game and get away with it. Hundreds may try it and 
live to regret it. 


THE MENIHAN ARCH-AID SHOE is a mighty big help—often a life saver. 


Hundreds of good dealers who needed this help have found it in the MENIHAN 
ARCH-AID PROPOSITION. 





They are today parked on Easy Street—and without asking us to withhold their 
names and addresses they have told us so. 


The MENIHAN ARCH-AID SHOE SELLING PLAN incorporates, first, the 
finest type of arch shoe ever conceived; second, a merchandising idea that has 
never failed to get the shoes off the shelves soon after they were placed there; 
third, an ample reserve of these shoes in stock in various needful and attractive 
styles; fourth, a positive confidence between you and the public that means a 
specialized and constantly growing business, with better profits, and no dead 
stock. 





Park your business on this Road to Success. 
Send for the Route Book—it’s free. 
And doesn’t obligate you. 


For all details write 


The 

















MANUFACTURERS & DISTRIBUTORS 


Rochester WD 








The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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buyers of shoes 

will read the Vici 

kid story in The 

Saturday Evening 

Post more than 
4,000,000 


buyers of shoes will 










Neé\ok PUNK. & WACNALLS COM 
= PUBLIC OPINION De Jord combined wah Ter UITERARY DIGEST 


read the Vici. kid 
story in The Literary 
Digest 








VICI kid to be nationally advertised 
Sales of shoes of VICI kid ~wa increased 








The Boot and Shoe Recorder will apprec jiate your mentioning the publication in replies to advertisements. 
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shoes of VICI kid! 

















LANS to increase the sale of shoes of Vici 
kid for every retailer in the country have 
been completed. Through national advertising 
the American public is to be reminded of the 
many advantages of wearing shoes of Vici kid. 


The national advertising of Vici kid will— 
—tell millions of people why they should 
wear shoes of Vici kid 
—increase the demand for shoes of Vici kid 


—build up your total sales of shoes of 
Vici kid 

—add to your profits by increasing your 
sales of shoes of Vici kid 


There is a big future for the manufacturer and 
retailer who supply the popular demand for 
Vici kid. The present national advertising of 
Vici kid will bring that future nearer. 


There are large profits in the sale of shoes of 
Vici kid. The Vici kid advertising will make these 
profits greater by increasing your sales volume. 


The public will know more about Vici kid. It 
will buy more shoes of Vici kid. Retailers will 
sell more shoes of Vici kid. 


Watch this Vici kid advertising in The Saturday 
Evening Post and The Literary Digest. 


Work with it as it works for you. And, re- 
member — Robert H. Foerderer, Inc., is the 
creator and the sole manufacturer of Vici kid. 


ROBERT H. FOERDERER, Inc. 
PHILADELPHIA 
Selling agencies in all parts of the world 


VICI kid 
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With Five Teeple Styles on one Teeple Last 
you can meet all boys’ welt requirements. 
Rueping’s upper leather, J. D. Nielson & Co’s. 
prime cut soles and Dryden Double-Wear 


Rubber Heels used on all Teeple Shoes. 


Visit Room 446, New Southern Hotel, 
Columbus, Ohio Valley Shoe Dealers 
Association Convention, March 5-6-7 


TEEPLE SHOE CO 


WAUPUN ~ WISCONSIN 


a} 


O keep in sympathetic touch‘with 
ALL the accepted tendencies in 
women’s shoes —to render distinctly 
original interpretations of them the 
moment they are revealed—is but 
a PART of the creative work to which 
we are pledged. 
Our New Spring Line of White Shoes 


and Novelty Sandals is Now 
Ready for the Trade 








FACTORY & SHOWROOMS 


O5 Lafavette 


NEW YORK CITY 


GOLDSTEIN SONS £ TORIO Inc. 
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SHOE TRADE 
HEADQUARTERS 


INGLE rooms or double rooms can 

now be had at marked reductions. 
50 (P. & B.) rooms, $2.50 single; $4.00 
double. 60 (R. W.) rooms, $3.00 single; 
$5.00 double. 60 (bath), $3.50 single; 
$6.00 double. 75 Annex new (bath), 
$4.00 single; $7.00 double. 75 other An- 
nex rooms (bath), $5.00 single; $8.00 
double. Reductions also on sample rooms. 
Make the “Essex’’ your headquarters 
when in Boston. 


The Essex Hotel Co. 


J.J. McCarthy, Pres. T. J. McCarthy, Treas. 
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* COLORS 








































White Siennese Drab 
Black Beige 

Nigger Brown Taupe 

Otter Brown Scotch Grey 
Light Otter Pearl Grey 
Bobolink Stone Grey 


Snuff Brown 


Mouse Grey 





Tobacco Brown Kangaroo Grey 




























Bamboo Mole Grey 
Salmon Dark Grey 
= 
7 Nude Hindu 
ueping’s <= i 
Oak Silver Grey 
Mandalay Mule Grey 






Aluminum Grey 







Rue-Suede , 
CALF 


Distinguishes the finest makes of Ooze Shoes 


Note the wide range of colors in Rueping’s 
Rue-Suede. You need look no further 
for the shade best suited to go with any 
costume. Don’t say “ooze” next time 
you order this type of footwear. It pays 
to specify RUEPING’S RUE-SUEDE. 
Write for samples and names of 
manufacturers cutting Rue-Suede. 


Fred Rueping Leather Company 















The dull rich softness of Rue-Suede_has 
no exact counterpart. Rue-Suede has a 
lasting beauty of finish and mellowness 
of feel which are possible only when the 
best selected skins are put through the 









identical processes employed at the Ruep- 
ing tannery. 















Established 1854 FOND DU LAC, WISCONSIN 
BRANCHES: 

Boston _ Cincinnati Milwaukee St. Louis 

New York Chicago San Francisco Montreal 






Northampton, England 


MELE LEE AE AE AE AE AE AE AE AE AE AR 
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Our Latest Colors 


“Bright As A Sunbeam 
Mellow As Moonlight’”’ 


ACE BROWN 


A new medium brown 
Boarded 


ACE LYNNWOOD 





A new and slightly darker brown 
Smooth and Boarded 


J. S. BARNET & SONS, Inc. 


Tanneries Salesroome, 75 Seuth St. 
LYNN, MASS., U.S. A. BOSTON, MASS., U. S. A. 


CABLE ADDRESS “TENRAB” 


ce Calf 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies te advertisements. 














‘Maintains a Standard Reputation”’ 
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See Ce de ee ee ee Ce eee ee eee eee ee ee eel 
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C.H.ALDEN CO 


Us. 


ONCENTRATION of our efforts has 
enabled us to offer that which the 
times and the trade require. 


—best quality of Stock with our Standard of Workman- 
ship, at prices lower than could have been accomplished 
in any other way. 


We are also able to give quick deliveries on certain lines. 
But this is not in any way an in-stock proposition. 





Lot No. 250 


Men’s Black Viking Oxford 


824 Brogue Last 
Straight Tip, Pinked 
Also in No. 4 Viking 


Sizes: A 7/11 C 6/11 
B 6/11 D 6/11 


The above is one of the styles 
thas can be delivered promptly 











FACTORY . BOSTON OFFICE 
ABINGTON, MASS. 10 HIGH STREET 


: 
: 
; 
5 
‘ 
: 
: 


eT eel ene Lene le eliinnirenniiiineliiniieniiiinien ie iii eli 
The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Champion's Choice 


MAJOR CHAMPIONSHIPS 


WON LAST SEASON BY WEARERS OF 













































PINEHURST SHOES 

National Open Championship............... Glencoe Iil. 

Professional Golfers’ Champ.............. Pittsburg, Pa. 

Western Open Championship.............. Detroit, Mich. 

Metropolitan Open Championship ............Lido, N. J. 

North and South Open Champ.......... Pinehurst, N. C. 

Southern Open Championship.......... New Orleans, La. 

Southern Amateur Championship............Atlanta, Ga. 

Open Championship ...................... Shawnee, Pa. 

Massachusetts Open Champ........... Springfield, Mass. 

Wo ence ste dil Open Championship.................--. Northern, Calif. 

ent “ Pinchurst” models Florida Open Champ.. ) = a ee Jacksonville, Fla. 

for both men and women. Open Championship...............--+... Houston, Texas 

These come ia cithes Open Championship............... .......Mbobile, Ala. 

our patented leather Open Championship ..seeees... Ot. Augustine, Fla. 

“Pinehurst” sole with Open Championship...............--«.. Asheville, N. C. 

lo My © Open Championship............-..--- Washington, D. C. 

Sol wich Res deat New Jersey Open Champ................ Westfield, N. J. 

made its appearance Philadelphia Open Championship........... Ardmore, Pa. 

woah say 2. od pr | Open Championship............- gee Wichita, Kans. 
treading i for hao 

NORMAN & BENNETT, Inc. 
144 High Street Boston, Mass. 














(COPYRIGHT) 


Golf Shoe 


All Pinehurst Models Carried in Stock 


Completely Illustrated Booklet Gioing Full Particulars Sent on Request 


TRQP97 NGAP PhGAL7 SNGAL7 SNGAL7 SSGAL7 SN GAE7 S9AB7 SS 9APYLT SD. 9ABYLT SV.9ABAT S.9A8/T S.QADAT S.9AD/7 SV.0A97 .0A9/7 9.0497 ©.0A077 ©. CAD ROO ome 
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After Easter 


Sport Shoes and Sandal Effects 
Our Line is Complete 


Individuality at 
Moderate Price 


Our customers don’t waste time 
wondering where they can get 
the very newest style effects 
for moderate pricing 


They Come Direct to Us 


DONN D. SARGENT Co. 


Sacem, MassacHuSETTS 





BOSTON OFFICE 


195 ESSEX STREET 407 BRIDGE STREET 
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LINE FOR LINE 
THE BEST IN THE SELLING END 


RADE MARA REGISTER. 


“Playboy ” 





Sport and Outdoor Wear 





No 621 


Goodyear welt, smoked elk uppers, lace- 
to-toe pattern, no lining, single chrome 
sole, wedge heel. 


In Stock—C, D and E widths. 


A clean-cut flexible shoe for sport and outdoor 


wear, and— 


the secret of their “customer approval” lies in 
the fact that they are made with a thorough 
understanding of the uses and expectations of 
a shoe of this kind. 

A shoe made for a purpose that fills every 
possible demand. 


We shall be glad to submit samples. 


Witchell Sheill Co. 


MFRS. 
Boots, Outing and Athletic Footwear 


DETROIT, MICHIGAN 
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750 Smoked Elk Vamp 


and quarter with Dark 
Tan Veal apron, No. 37 
Golf Oxford, Sport last, ( 














Panther Suction Sole 
with wedge heel. 



































Through theconfidencethey 
create with the first sale 
they make WEBER Union- 
Made Shoes are unexcelled 
for holding customers. 





To Retail at 


$5.00 to $8.00 






New York Office, H. Harris 


NG 


Marbridége Building 
ae 
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(5 trademark Gold Seal,—the greatest 
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trademark in the rubber footwear in- 

dustry! Its background of 70 years’ ex- 
— assures superiority. And, in the manu- 
acture of Goodyear Gold Scal rubberwear, 
“cost of production” doesn’t matter —perfec- 
tion is the sole standard. Ordinary commercial 
brands cannot be compared with Goodyear 
Gold Seal super-quality. 


Because rubber footwear buyers demand long 
wear above all, wise merchants urge them to 
buy Gold Seal — knowing that this famous 
trademark is a guarantee of the longest service 
and the greatest satisfaction. 


To merchants, Goodyear renders a unique ser- 


vice—with varied brands and a wide range of % 

prices. Write for the 1923 Goodyear buyers’ GOLD SEAL 

sce and learn something new about rubber | ,t 872 ] 
2 e/ 


ootwear. \ y% 


1h EN Ps 

This is the original and 

only Genuine Goolyear 

o Rubber Co. Founded 185? 


General offices: 787-89 Broadway, New York 








Quick Service from These Branches: 


Milwaukee, Wis., 380-2 E. Water St. St. Louis, Mo., 1103 Washington Av. 
St. Paul, Minn., 371-7 Sibley St. Portland, Ore., 61-7 Fourth St. 
Kansas City, Mo., 807 Baltimore Av. Francisco, Cal., 529 Mission St. 
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Shoes for Boys 
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Black Calf 
Widths C, D 














ee BO es ences dunwsseed $3.35 
Black Calf SRBIED Boys’ £34 to SH... 2. cccccccces 3.50 
Widths C, D 
2R2720 Youths’, 1 to 2..................93.65 
2R2721 Boys’,.2% to5%.........-.+-+--. 3.75 : 
Brown Calf 





Tony Red Calf Orange Stitched 







Orange Stitched Widths C, D 
Widths C, D SMES Youths 2 00 2.....00000..s 00000 $3.35 
2R2717 Youths’, 1 to 2 iivanttmnbe $3.65 2R2766 Boys’, 244 to54.......0.0--. 20s BO 
2R2718 Boys’, 2% to 5%... ..... cee eee uee 3.75 






Others Are—Why Not You? 







Secure that satisfactory trade de- Try them out and you'll find your 
manding boys’ shoes of highest boys’ sales running ahead, steadily 
quality by stocking Sinbac Helthy- and surely. There’s a big line 
Fut shoes for boys. listed in our new catalog, just off 





the press. Send for it today! 





Every number a strictly all solid 
Goodyear Welt patterned after the 
newest men’s styles, all materials 
of the best—strong and sturdy 
shoes that bring repeat sales be- SINSHEIMER BRO. & CO. 
cause snap and style are backed 211-13-15 W. MONROE St. 


up by real wearing qualities. CHICAGO 


a 
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an exclusive Roth creation 


A Shoe That Gives 
A New Meaning 
To The Word: “Fit” 


Designed so deftly and fashioned so 
superbly, Roth’s B. W. (Business Woman) 
Combination Last captivates Milady’s 
eye and delights her foot. 


There being an easy, comforting fit in 
the arch, at the heel and for the entire foot, 
the B. W. establishes a veritable standard 
of perfection, and marks your store as 
headquarters for correct fitting. 


Let this be your reminder 
to write for)Samples. 
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There are no shoes 
better than Cincin- 
nati - made_ shoes. 
There are none so 


good as ROTH'S. 


He ROTH SHOE” @ 


7 CINCINNA 
SP! 8 Aa AE ES 
The Boot and Shoe Recorder will appreciate your mentioning the publication in replies te advertisements. 
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OF AMERICA 


The Hallmark of Hospital ity |x essen wectiam 




















The Home Idea 
in Hotel Operation 


Seventeen real Centers of Hospitality for Travel- 
ers seeking Rest, Food and Recreation. Each in 
the Heart of an Important City. 


MODERN FIREPROOF 
REASONABLE RATES 


Luxury and Comfort Without Extravagance 


8238 
288 


NS: 2 
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THE BANCROFT WORCESTER, MASSACHUSETTS 
Charles S. Averill, Mgr. 
THE TEN EYCK ALBANY, NEW YORK 
Harry R. Price, Mgr. 
HOTEL UTICA — NEW YORK 
Walter Chandler, Jr., 

THE ONONDAGA SYRAGU SUSE, NEW YORK 
— Welch. — E. Grogan, Mars. 
OCHESTER, NEW YORK 


R HESTER, NEW YORK 
—. N. Wine Mgr. 
THE ROBERT = ———— NEW JERSEY 
harles A. Carrigan, M 


THE STACY-TRENT TRENTO TON, NEW JERSEY 
Charles F. Wicks, Mer. 
THE PENN- ae HARRISBURG, PENNSYLVANIA 
H. S. McDonnell, Mgr. 
THE LAWRENCE ERIE, PENNSYLVANIA 
W. A. Cochran, Mgr. 
THE PORTAGE AKRON, OHIO 
Harry Halfacre, Mgr. 
THE DURANT FLINT, MICHIGAN 
George L. Crocker, Mer. 4 
THE MOUNT ROYAL MONTREAL, CANADA iy 
Vi G. Cardy, Mgr. A ‘ 
ER HY} 









































ernon 
KING EDWARD HOTEL TORONTO, CANADA st 
L.s. Muldoon, E. R. Pitcher, Mi 1 ROCHESTER” ROCHEST: 
ROYAL omeemeneen J HAMILTON, CANADA 


THE CLIFTON 














Buil 
THE OLYMPIC SEATTLE, WASHINGTON 


THE ALEXANDER HAMILTON PATERSON, N. J. 
Building 





























UNITED HOTELS COMPANY 


OF AMERICA 


nk A. Dudley, Preet 
{elie Rica, Vice Pendent 


Gen. Mgr. Canadian Hotels 
Executive Offices 
25 WEST 45th STREET, NEW YORK 
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Every Shoeman who 
keeps in step with all 
that is latest in shoe 
making and _ styling, 
<fawrence feats Should have a sample 


are 


Reliable feathers’ Of French Gray at once 


















“| A.C. Lawrence 


Me 210 South St, - - 
NZ New York Chicago St. Louis 
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Color 
Zia +: 



































t 


Itisan entirely newshade 
of Gray—-another of 
those well remembered 
colored “tenstrikes,” of 


which we have originat- 
ed so many in NUBUCK 





4d There i is. & 


Only 


}One 





< “Nubuck! ) 








“Lawrence Leathers 


are 


Reliable Leathers” 





Rochester Cincinnati 





Leather Co. 


- Boston, Mass. 


Philadelphia 








RS Re BS 
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GRAY 


The season’s 
most popular 
shoe 


We contracted for over 
36,000 pairs last Novem- 
ber and December and 





No. > aeeeieaed suede full Louis heel, am have same now 
pS | a re rey ey treo 

No. aa ey A = calf, turn, gray kid trim, 
No. 3915—Same style as above, 8-8 aul Gal Dame ete, BAA. 2. ccccccccccccccscces $5.25 
Biincccccvsedbhetacetcuksede tunveeeund ens 


IN STOCK ®t 


and Ready to Deliver 


Buy early before we run 
short—We urge you to 
write or wire at once. 


Over 40 in-stock numbers 
ready for shipment. 


To help increase your 
sales use our In-Stock 
Department. 





Np, sete suede calf, turn, full hob 
No. paae—-Guses et as above, black suede, NOTICE: A free news- 
ee eee oes paper cut will be given 
with every 36-pair pur- 
chase of Stock numbers. 


Rogers Bros. 


Shoe Co. 


59 Lincoln Stréet 
BOSTON, MASS. 


New England’s largest women’s 
novelty shoe wholesalers 





No. 3506—Gray suede calf, full Louis heel, a to 
= Pacific Coast Branch 


No. 3507—Same style as above, black satin, 
black ooze trimmed, widths A-B-C.......... $5.00 135 BUSH STREET 
3505—Gray sude calf, gray brocaded satin, 
No. 3509—Same style as above, white kid, A-B-C, SAN — inlay. full covered heel, widths, A ibs oskee0 $5.00 
$5.00 . 


¥ , 
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The Characteristic Difference 


(Customer): “That is the shoe I would like to 
have you show me. The color has a certain peculiar 
difference that appeals to me.” 


(Clerk): “I don’t wonder you like it, Sir. That 
shoe is made of NEW CASTLE HAVANA 
BROWN Kid. We find that our most particular 
customers are attracted to the shade just as you 
have been. Most everybody who buys a pair of 
shoes made of this leather comes back again for 
another.” ! r. 


at 


* New ‘Castle’ Leather Paipany * « 


NEW CAR TLE KID 


2°) BROWN 
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fa t) nN - The Lustre Lasts 


for The Noman Who Cares 


You know her well. Satin before, of course that’s what she 
nt t ith wants. If she’s a new customer—some- 

Py em aiseianai Seep aithnegnr one else has sold her Cedar Cliff. 
satin footwear she wants? In either case, you need a stock of 
Re Cedar Cliff Shoe Satin footwear in 
_ “Have you eiyts especially re your Slipper Department. Because the 
rac gg 2 Bie ; aps le . = is getting eyo a a y time. 
“ee . ar “To Be Made of Cedar Cliff Satin” 
looking and wears so wondpnaty ? should be written into the next order 

If you have sold her Cedar Cliff you place for slippers. 


a 


No. 2483 — Black Cedar No. 1471 — Black Cedar 
Cliff Satin Regent Two Cliff Satin, Silk Brocade 
Button One Strap McKay Quarter One Strap Mc Kay 
(Suede* Calf Cut-Out In- (Suede Calf cut-out throat 
laid Strap, etc.) Full piece) Full breasted LV X 
breasted LV X wood heel. wood heel. 








From Stock by 
No. 2483 THE C. V. WATSON COMPANY 
Lowell, Mass. 


2% CEDAR CLIFF 
SILIC COMPANY 


251-255 FOURTH AVE. 
NEW YORLIK 





No, 1471 


a 


SHOE SATINS 


—--<>- <> 
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ATTRACTIVE 


LIFE IS ALWAYS ATTRACTIVE TO HEALTHY YOUTH AND 
YOUTH ALWAYS DEMANDS ATTRACTIVE APPAREL. 














THE MAULDIN SHOE FOR MEN IS A SPECIALTY LINE, 
MADE OVER ATTRACTIVE LASTS, IN ALL THE STYLISH 
LEATHERS, TO RETAIL AT $5.00, $6.00 AND $7.00. 


ONE GOOD MERCHANT IN EVERY GOOD CITY CAN 
ADD TO HIS REPUTATION AND PROFIT BY HANDLING 
THIS UNUSUALLY GOOD LINE. 


QUALITY first, then—QUALITY 


(REEL, Maurpin & (HaMBERS 


ST. LOUIS U.S.A. 


; = its~The MAULDIN Shoe&Men 














| fan 
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With the advent of Eve Cloth came a 
new era in women’s white fabric foot- 
wear. The canvas shoe is comfortable 
and durable, but it lacks the fine texture 
which it is possible to produce only in 
a shoe cloth of the Eve construction. 


The Eve Cloth shoe combines all of the 
good features of the canvas shoe—com- 
fort, durability, pure white finish—with 
exquisitely fine texture and beautiful 
subdued luster. It lends to the fabric 
shoe that#fieffable charm—that some- 
thing beyomd mere words—which dainty 
womanhood*demands in all its fine gar- 
ments. Eve Cloth is as necessary to the 


white fabricjshoe as silk to the ball-gown. 
> 

Over five years of satisfactory use in 

millions of pairs of shoes, and growing 


in popularity every year. 





Eve Cloth is the ideal white shoe fab- 
ric. Your line of summer footwear will 
not be complete without Eve Cloth... 


FARNSWORTH, HOYT CO. 


THE HOUSE’ GR“RED-LINE-IN SHOE LINING 
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“Onyx” ® Hosiery 


“Onyx” hosiery is chiefly remarkable for the 
deftly wrought “Onyx Pointex” feature. It 
is made in clear silk and in sturdy mercerized 
lisle. Ask our salesman to show you our 
No. 255—a medium weight, full fashioned 
silk hose with the “Pointex” reenforcement 
at $18.50 a dozen. 








Emery 6 Beers Company, inc 


Broadway at 24th Street, New York 
Sole Selling Agents for 
Paul Guenther; Inc., Oscar Nebel Co., Inc. 


Boston, Philadelphia. Buffalo, Chicago, San F rancisco, Los Angeles 
The Boot and Shee Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Woman’s day is a day of walk, walk, 
walk. If she could see footprints of 
her daily steps she would see thou- 
sands. She cannot see her footprints, 
but she does feel the daily torture of 
tired feet, tired limbs and tired back -- 
and how she does long and seek for 











And there you have the reason for 
the success of Johansen’s Feeture 
Arch Shoe — the reason why dealers 
who are handling it are seeing sales 
grow day by day. 


Women everywhere are finding for 
the first time perfect foot comfort. 
All because of the patented shank; 
used in women’s shoes exclusively 
by Johansen. 


foot comfort 


A shank that is an“unyielding bridge 
of steel for the support of the weight 
—the same shank completely flex- 
ible for muscle freedom. Johansen 
Feeture Arch Shoes are made in 
smart and proper styles for dress, 
semi-dress and street wear. 


In some localities the Feeture Arch 
agency is still open. 


Johansen’s- Feeture Arch Shoes 
for Women 


di eeENTED 
See ns - 
) feetureArch R 
Orr 











ohansen Bros. Shoe Co. 


Makers- Womens Shoes Exclusively 


Saint Louis. 














A Woman’s Foot- 
prints‘for a Day! 
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Fit is the First Essential 


O matter how beautiful the style, its 
selling value is 90% minus—¢éf it 
., doesn’t fit. 
‘-* Consultation with us is the first step toward 
fitting insurance. 


Unrrep LAstT COMPANY 


HEADQUARTERS, BOSTON, MASS. 


TENJFACTORIES SIX SHOW ROOMS 
BROCKTON ROCHESTER Py dda | 
ssex St. 
NEWARK HAVERHILL CINCINNATI 
LYNN: AUBURN 803 Syracuse St. 
ST. LOUIS 
CHICAGO ST. LOUIS Adv. Bldg., Rm. 303 
NEW YORK MILWAUKEE CHICAGO 
Wells Bidg., Rm. 406 
Affiliated Company PHELADELERIA 
United Last Company, Ltd, ch St. 
MILWAUKEE 





ontrea 
with Branch Office at Toronto 10 Metropolitan Bldg. 
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One More Chance 
To take advantage of this opportunity 


F you were not one of the many who 
* responded to our former advertisement 


don’t miss this final chance to 
Save 15% to 30% 


on some really good shoes 


No. 1. 
Ladies, Chrome 
Patent One-Strap, 
Military Rubber 
































Heel. Sizes 3-7; 3-8 
Price $1.50 SOLD 
Same as above in 36 PAIR 
Price $1.25 CASE LOTS 
ONLY 
No. 3. 
Bole” Ealish Last SOLD 
het agg He = : 
above in Blucher. 24 PAIR 
Price $1.50 CASE LOTS 
ONLY 














| Rosenberg & Son 


Boston, Mass. 


144 Essex St. : 





No. 2. 


Growing Girls, Tan 
McKay Oxford, 
English Last. Flat 
Ru Heel. Sizes: 
2-5; 2%-6; 3-7; 
3-8. Same in Mili- 
tary Rubber Heel. 


Price $1.50 


Same as above in 
Gun Metal. 


Price $1.25 


No. 4. 


Men’s Black Work 
Blucher. Absolutely 
solid, 2 full soles, 
Solid leather lifts, 
leather innersoles. 
Bellows tongue. 
Sizes: 6-10; 6-11. 


price $2.00 


iate your mentioning the publication in replies to advertisements. 
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ALWAYS IN STOCK 


We specialize in women’s 
hand turned comfort shoes 
for the house or for the 
street. We have thirty styles 
carried in stock. 













No. 209—Kid Sandal, medium toe, 


No. 2012—Kid Sandal, opera toe, 12-8 
12-8 rubber heel, B, C, D and E. $1.90 


rubber heel, B, C, D and E. .. .. . $2.00 


H. K. GARDINER COMPANY 


PITTSFIELD, NEW HAMPSHIRE 
Boston Sample Room 134 Lincoln Street 























inet 
Cerro 


Your Own Heels on 
Your Own Shoes 


Heels made according to your own 
specifications, of genuine Republic quality 
rubber are now available in any quantity. 
They can carry your own name and 
trade-mark. They can conform to your 
own distinctive designs and lasts. 


Give your shoes this added quality and 
individuality. Give your busimess the 
benefit of this extra advertising—write 
us your requirements and let us explain 
our proposition in detail to you. 


THE REPUBLIC RUBBER COMPANY 


YOUNGSTOWN, OHIO 
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“COTTER’S REGULARS” 


Five Big Sellers for Easter 






Style 
384 


Goodyear 
Welt 
IN STOCK: AA to D, 3 to 8 


All gray Nubuck Blucher Oxford, 
Leather Sole, 9-8 Heel, Wingfoot 
Toplift. Flat Eyelets, Detroit 


Sport Last 
$4.60 


Style 
331 


Goodyear 
Welt 
IN STOCK:JAAA to_E, 3 to 10 


Popular Patent Lace Oxford, Imita- 
tion Tip," Tango Eyelets, Cuban 


Heel, Wingfoot Toplift. “New 
York” Combination Last. 












‘*La 
Militaire” 


Style 
382 


Goodyear 
Welt 


IN STOCK: AA to D,°3 to 8 


New Swagger Model. Medium 
Shade Russia Calf, Semi-Soft Box, 
8-8 heel, Wingfoot Toplift. Leather 
Sole. Blind Eyelets, Detroit Sport 


Last. 
$4.25 





Style 
385 


Goodyear 
Welt 
IN STOCK: AA to D, 3 to 8 


Gray Nubuck Blucher Oxford with 
Black Calf Saddle and Shield Tip, 
Leather Sole, 9-8 heel, Wingfoot 
Toplift, Flat Eyelets, Detroit Sport 
Last. 






$4.60 





IN STOCK: A to D, 3 to 8 


Fine Black Kid One-Strap with 
Button, Imitation Tip. Cuban 
Heel, Wingfoot oplift, “New 
York” Combination Last. 


$3.75 





Write for descriptive circulars of all ‘‘Regulars’’ carried IN-STOCK 





Made by COTTER in LYNN 


Maker of the FORMATIVE Flexible-Arch Shoe for Every Woman 
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AN OPEN LETTER 


To the Sales Staff of the 


Boot AND SHOE RECORDER 


Dear Sir: 


I believe, and I am sure you believe, in the sound wisdom of that old advice ‘‘plan 
your work and then work your plan.’”’ We have all planned our work for the better- 
ment of the Boot and Shoe Recorder advertisers and the publication itself. 


Now let us briefly check up, to be sure our plan is working as per schedule. 


The Boot and Shoe Recorder’s policy (or plan) is “to sell more shoes, leather, 
shoe material and store equipment right.”” Now that word “SELL”’ is the keynote of 
this policy. 

Every representative of this publication is a trained salesman of a specialized 


product—the power of the Boot and Shoe Recorder to sell, directly or indirectly, 
the goods of the advertiser. 


You and our other salesmen cannot be ‘‘white space peddlers.”” You cannot be 
“‘put-over” men, or “stunt” promoters. If you are, we don’t want you in this organiza- 
tion. 


Whether you sell one page or fifty-two pages of this publication your work is only 
started. The Boot and Shoe Recorder’s policy demands that you have the ad- 
vertiser’s success as much at heart as he himself has. In fact, you should be more 
interested than he is—because if, on account of your indifference the Boot and Shoe 
Recorder does not give him the service he has a right to expect he is at liberty to try 
other methods. You, the salesmen, have no such alternative. The Boot and Shoe 
Recorder is your one best bet. 


So I earnestly urge every one of our men to watch himself and his methods closely 
—that he may keep out of the “‘space grabber” class—the pseudo-salesman—who has 
only learned to say, ‘‘Gimme an ad.” 


Sell the trade on the great, provable power and integrity of the Boot and Shoe 
Recorder and then help put this power behind each of your advertising contracts 365 
days in the year. 


Yours sincerely, 


Spit KT here 


Treasurer and General Manager. 
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‘6. ..that all boots might be alike made well”’ 


The bootmakers of Boston in 1646 complained to the Gen- 
eral Court of “much bad work produced by their craft,” and 
petitioned for permission to join themselves into one large 
company, “that all boots might be alike made well.” 


In this attitude is found a reason for New England’s supremacy in shoe 
manufacturing—good work, and pride init. In this attitude is also found 
the essence of the Rice & Hutchins organization—the binding together 
by a definite policy of their men and methods. Thus their shoes of many 
grades “are alike made well,” for every member of the family. 

The “‘craft”’ of Rice & Hutchins, New England makers of shoes for 57 years, 
is wrought with the same honesty and earnest endeavor as that of the little 
band of petitioners of 1646. 

The product of Rice & Hutchins “craft” is broadcasted from eight advan- 
tageously located distributing centers to 35,000 dealers throughout the 


world. 
RICE & HUTCHINS 
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Five Great Selling Events in March 


HE baby boom in business has got to be made a 
buying boom in Spring footwear. 

Take a good look at the calendar and you will 
see five pay days scheduled for the month of March. 
These Springtime sign posts on the road to prosperity 
have a very significant bearing on business. The 
amount of business which must be accomplished in 
those five weeks, to keep the calendar averaged the 
year through, is equivalent to the volume of business 
done by the majority of stores in December, January 
and February. The expectation of business in five 
weeks is therefore greater than in the thirteen weeks 
gone by. 

Shoe stores of this country are looking to a business 
volume on Easter Saturday greater than any other 
selling date in the modern shoe store calendar. An 
early Easter means an early opportunity for selling 
pretty and smart shoes and starting the Spring buying 
season with such public interest as to carry it along 
through April, May and June. 

The baby boom in business has been caused largely 
by the merchant anticipating the fact that the public 
will want apparel in footwear and all sorts of commodi- 
ties with the opening of Spring. There is scarcely an 
industrial center that has not had a good burst of 
business in the past three months. Unemployment is 
ata minimum. The outlook is promising, provided the 
public will buy. 

There will continue to be a buyers’ market for years 
to come. There will always be factories sufficient to 
make the needed footwear apparel. The public will 
always find an adequate number of shoe stores to satisfy 
all its wants. For those people who look at the lowest 
net retail price there will always be stores to serve them 
though the degree of service may be limited to handing 
them the shoes, let the fit come where it may. . 

The encouraging feature to the retail trade of this 
country is that customers are getting more discrimina- 
ting. Shoes are no longer just mere shoes. They are 
articles of wearing apparel, having a harmonious place 





in the costume and they are appreciated in the better 
prices. Indications are that public pride in pretty 
footwear is increasing. These are the healthy items on 
the pathway to prosperity indicated by the five great 
national pay days in the month of March. Are you 
prepared? 





The Two-Season Year 


ORE and more reasons have been brought for- 

ward by the trade for a return of the two-sea- 
son year. The demand for low shoes the year around 
which two years ago swept through the women’s trade 
has now had the same effect upon the men’s business. 
The coming of Spring at one time meant a throwing 
off of old high shoes and the putting on of new low 
shoes. Today, with the seasons melting into one 
another, the low shoe year is 52 weeks long. 

In women’s footwear, the only difference that shows 
the seasons is the wearing of overshoes when leather 
doesn’t touch the ground. 

Merchants who anticipate in the good old-fashioned 
way are giving some thought now to the problems of 
next Fall. They see no trend toward boots. They are 
open-minded on the subject of leather boots if they are 
styleful. A merchant appreciates the extra rubber 
business provided he has the rubbers. He would like to 
get the extra pairage that would come through the 
development of seasons in footwear. 

It is left to Henry E. Hagan of Boston to start the 
ball rolling towards a consideration of the problem of 
boots for Fall, 1924. He says: 

“An analysis of the Retail Shoe business, in at least 
the eastern section of the country, for January and 
February, will establish the fact that a revolution has 
taken place, with the result that most retail merchants 
have had a distressingly bad business, and many of 
them are unable to decide what is the trouble. 

“In my opinion it is the continuance of low shoes for 
52 weeks consumption, per annum, for while low shoes 
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are worn, then overshoes will be in demand, and the 
retail man who cannot obtain overshoes is unable to 
supply the demand of the public, and the public is 
making no demand upon him for the leather shoes, 
which he is in a position to supply. 

“T believe the weather conditions of this winter have 
demonstrated fully that the retail shoe business in 
January and February will be practically void of leath- 
er shoe sales, until the time comes that we can bring 
back boots for Fall and Winter consumption. 

“I believe that this is a pertinent subject of the 
moment, and that we should arouse sentiment for the 
return of boots, and the change of footwear from one 
season to another. Let us see if by collective comment 
we might do something that will be of benefit to the 
retail shoe merchants during the winter months of 
1924.” 


Daily Newspapers and 
Shoe News 


VERY little while we see a syndicated newspaper 

article relating to shoes, that makes the rounds of 

the daily press and scatters misinformation at a woeful 

rate. One feature that is often noted in the average 

newspaper article on shoes is the prominence given to 
footwear that is utterly freakish. 

The trouble is that the eye of the non-technical, un- 
informed newspaper reporter, when he starts out on a 
quest for material for an article on shoes, is attracted 
by the bizarre and the freakish in shoe styles. He sees 
the “eye-catchers” and “window trimmers,” and 
hasn't shoe sense enough to know the class where these 
shoes belong. He hikes back to the office and blithely 
describes and illustrates for the information of the 
general public, a set of shoes that are teetotal freaks. 

The retail merchants in every town where this per- 
verted news circulates are damaged thereby. So far as 
such publications have any influence whatever on the 
public, they increase the call for freak styles, which are 
a burden and a nuisance today to an extent that they 
never were before. 

Right here should be emphasized the necessity of 
getting to the public the right kind of shoe style knowl- 
edge in order to counteract this. The editors of news- 
papers have no inherent desire to deceive the people on 
such matters. They are willing to print straight, 
conservative, accurate information on trade matters. 
Newspaper editors are not always committed to mere 
sensation, and every newspaper manager who has any 
standing whatever is particularly anxious not to get 
business matters mixed up. If you point out to one in a 
friendly way the fact that such freak shoe articles are 
misinforming as well as an injury to your business, and 
that they counteract and ‘partially destroy the effect 
of some of the advertising that you are paying him 
good money for, you can bet your last pair of lacings he 
will listen to you. 
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The two great sources of public misinformation on 
shoes have been (apart from some manufacturers) shoe 
fashion writers who may have been thoroughly ac- 
complished in discussing men’s neckties or women’s 
hats, but who have no technical knowledge of shoes, 
and fake “‘sample” stores and their class which depend 
largely for their business upon deceiving the public 
through advertising. 

The best antidote for falsehood is the truth. It is up 
to the reputable shoe merchant to furnish the truth; 
and it is only just to daily newspapers as a whole to 
say of them that accuracy costs them more than any 
other one thing. That is, they spend more money and 
take more pains in order to be right than for any other 
one element of their business. 

Either his desire for accuracy or his desire to serve 
the interest of his advertisers would impel any news- 
paper editor to treat you fairly in the matter of genuine 
shoe news, and if there is anything that the consumer 
of shoes needs at this particular time it is the correcting 
of his wrong ideas on certain principles of shoe selling, 
and on the question of what is real style and genuine 
good taste in footwear. 


The Golden Goose of Business 
Must Be Coddled 


HE spring egg laying by the business goose is 

well under way, and the eggs are golden. All 
that is needed is to coddle the goose. The price level, 
wholesale and retail, is certain to go up, and it is 
altogether possible that the advance may pass beyond 
the limits of the consumers’ good will on the one hand, 
or their purchasing power on the other. The inflation 
which was dreaded may not materialize. But only a 
moderate increase of prices beyond their current whole- 
sale index figure of 156 as compared with 1913 prices 
would suffice to cripple if not kill the goose laying the 
golden eggs. And every indication is that prices are 
headed for advance. Trade in both wholesale and retail 
fields is too good to admit of any recession in the 
course of the year, with every chance of prices going 
the other way. 

The Federal Reserve Board’s complete reports of 
retail trade for December, just completed, show an 
average gain of 8.8 per cent above total sales recorded 
for December, 1921. Wholesale trade volume for the 
month showed similar gains. The figures, recently 
compiled, for weekly earnings and employment in 
manufacturing industries during October and Novem- 
ber, covered 23 industries and 549,143 workers. In 
November, average weekly earnings were precisely 
double what they were in 1914. Hourly earnings, 
which were $0.239 in 1914, had reached $0.502 in 
November. Living costs, meanwhile—and all these 
figures are assembled by the National Industrial Con- 
ference Board—kept pace, cent for cent, with the in- 

(Continued on page 64) 
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Boot and Shoe Recorder CREED 


Getting More Shoes Sold Right: not only “more” but “‘right;"* sold for the right purpose, to 


the right wearer, in the right fitting, for the right price, at the right profit. 


This is the great 


problem of the retail shoe merchants. The chief purpose of the Boot and Shoe Recorder is 
to help solve it; for this is the basic problem upon which depends the progress of the 
entire allied industries relating to shoes and leather; their production and distribution. 
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Showing the secret of how to keep your ad- 
vertising in tune with the season 
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Two shoes show which way the wind blows— 
white kid with colored trim, and black 
patent with cut-out pattern 
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ly increased automobile traffic on 
Main Streets everywhere 


To Test Style and Promote Good Taste. 64 
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He Sees the Light 


The sales manager of a large (and notably 
successful) shoe factory writes us: 

“With each new day that comes, | realize 
more and more that success is the result of 
service. By service, | do not simply mean 
carrying shoes in stock and making prompt 
shipments or anything of that nature but 
the selection of the proper styles and grades 
for the man who is ultimately going to wear 
them. 

“If more manufacturers would realize 
they were going to succeed in proportion as 
they were able to serve, there would be many 
changed policies today, wouldn’t there?”’ 
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Why Not Reflect the Joy of Spring 
In This Season’s Advertising? 


ULSATING, buoyant life is the keynote of the new 

season. Nature awakes from her long slumber 
and every living thing makes merry to the tune of 
Spring’s jolly symphony. Color, gayety, and a new joy 
in life are everywhere. 


Reflect this urge for self-expression in every dealing 
with your customers, and especially in your new adver- 
tising. There should be no remnant of the conven- 
tionalities of the winter in your publicity. The light 
touch, the graceful phrase, the colorful wording will 
touch a sympathetic chord in every reader. 


New—From Top to Toe! 


The gracious warmth of spring brings all the world to life in new array. 
Style headquarters predict gay, multi-colored silks and satins for the balmy 
golden days of the new season. And what of Milady’s footwear. 


From coast to coast, Dame Fashion flaunts the novel, “cutout” strap-pumps 
and oxfords in satin, patent leather, suede and kid. And sheer, lovely 
hosiery in every youthful color peeks saucily through the cunning patterns 


that proclaim the newest footwear styles. 


Keep pace with the world. Bedeck yourself from top to toe in spring attire. 
Let us fit you with pumps or oxfords with hosiery to match—il’s the mode! 


























If you haven’t already done so, plan to stock a few lines 
of sport and dress hosiery. Tie up with one or two lines 
of nationally advertised hosiery and stock a generous 
supply of blacks in all grades and a choice selection of 
the more popular colors; white, dark fawn, tan, gray, 
and camel's hair, in plain and figured patterns. No 
progressive merchant can afford to neglect the addi- 
tional revenue from a side-line that affords as great a 


chance for turnover as hosiery. 








Twinkle Toes! 



























































Me 


Your Name 
Streef - Town 











Twinkle-Toes ! 





The last eight inches—from the skirt to the ground may 
make or mar the effect of your daintiest evening frocks. 
Choose carefully, and wear becomingly, the season’s new- 
est in smart slippers, pumps, and ozfords. 
































Satins, kids, calf-skin and suede, this season’s footwear 
is cunningly devised in novel cut-out effects, that allow 
alluring glimpses of gracefully fitting sheer hosiery. 
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Ideas —the Greatest Thing in the World! 


What caused the change from the civilization of the 
hose-and-doublet and post horses to our present civili- 
zation of modern clothing and rapid transit by land, 
water, and air? Merely a change in the thinking of 
mankind. 


Every force utilized today existed years ago just as it 
had existed from the beginning of time—but it needed 
the creative might of thoughts and ideas to harness 
these forces for the benefit of man. 


What is the most-needed thing in modern merchan- 
dising? The answer now is,and always must be—ideas! 
Hundreds of men have made it their business to evolve 
selling ideas that they offer to the wide-awake merchant 
through the columns of the Boot and Shoe Recorder. 
Read these suggestions. Study them! Think of them 
in terms of your own business. 


It is a fairly simple job to sell the customer who comes 
into your store. How about the men, women and 





of life to your feet. 















































Your Name 
Street +s’ Town 
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At the Dance! 





At home, at the club, for afternoon affairs, or at the formal 
ball, the nimble strains of dance music concentrate at- 
tention on the feet. Step out lightly and blithely, secur- 
in the consciousness of daintily shod feet that touch but 
never seem to rest on glistening floors. 


The novel cut-out patterns of this year’s prettiest slippers 
and pumps reflect the beauty of the gaily colored silks and 
satins of evening frocks. And the gossamer-like trans- 
parency of sheer fabrics or patterned heavy silk hosiery 
glisten roguishly on trim, well-turned ankles. 


children who haven’t heard of your store—or, if they 
have heard of it don’t buy there simply because they 
have formed the habit of going somewhere else for 
their shoe needs. It is one of the truest things said, 
that, ““To the man who doesn’t know you, you do not 
exist.’’ Change this condition. Look over the current 
copy of the Recorder and see what ideas there are in it 
that you can put to use right now—loday. Ask the 
advertising representative of your local newspaper to 
call on you and tell you how a small single or double 
column ad inserted on Tuesdays and Fridays can in- 
crease the number of people coming into your store. 
That’s all advertising can do for you—it puts the reader 
in a mood favorable toward your shoes, and leads him 
to come to your store—the actual selling will have to 
be done by your salesmen, but half the work has al- 
ready been done by the advertising. 


Gives the creative force of ideas a chance to make money 
for you! Harness the greatest force in the world to 
your business! 


For Sport Wear! 


A rendezvous with Spring—gay, green fields and purple hills—comfort- 
ably fitting sport shoes and heather hosiery—and you're off for an invig- 
orating hike o'er hill and dale! 


Never has fashion offered a more fascinating array of sport footwear. In 
calf, kid, buck-skin and canvas, with tan trimmings, with patent-leather 
trimmings, or trimmed with the jade of Spring—these shoes bring the joy 


And those who know say hosiery must match! Wool, silk and cashmere, 
in the fashionable camel's 


hair or in figured whites and 
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Allied Shoe Trades of New York Get 
Together at Big Banquet 


at least in so far, as the shoe and leather indus- 

try is concerned, was staged February 20 at the 
Commodore Hotel, with an attendance of 800 retail 
shoe merchants, manufacturers, traveling salesmen 
and tanners. These five branches gathered at a ban- 
quet conspicuous for its good fellowship, addresses and 
a playlet by Walter S. (Wally) Weil. The organiza- 
tions which joined for the annual meeting and banquet 
were the Retail Shoe Dealers’ Association of New 
York City, the Shoe Manufacturers’ Board of Trade, 
Hide and Leather Association, Boot and Shoe Travelers’ 
Association and the Tanners’ Coun- 
cil. 

Much of the credit for the big at- 
tendance is due to the efforts of Sam 
McOmber, Percy E. Hart, John 
Slater, Justus Latteman, E. A. Brand, 
A. R. Gabriel, A. A. Krohn, Theo- 
dore Cramer, Walter F. Gips and 
M. W. Kemner. 


N | EW YORK’S greatest social event of the season, 


George W. Baker, Chairman 


To George W. Baker, Sr., was 
given the honor of being chairman, 
which, when the feasting was over, 
also carried the obligation of making 
a speech. He certainly made one 
which the broadcasting stations 
carried far and wide, and then in- 
structed the toastmaster, Hon. War- 
ren I. Lee, as to his duties, politically 
and socially. 

Mr. Lee responded in a witty Shoe man and im 
the evening, Rev. Dr. Newell 
Dwight Hillis. 

In his address, Dr. Hillis pointed out high lights of 
prosperity which he had gleaned from a study of the 
census reports but deplored the fact that the same 
reports also revealed the fact that seven people out of 
every thousand in this country are illiterate. This, he 
contended, constituted a serious problem which must 
be solved. 

Comedian Rogers Entertains 


When Will Rogers, the professional guest of the 
evening arose, the whole gang rose with him and for 
half an hour rocked with merriment. Rogers based his 
claim to admission to the gathering on the fact that 
he once lived on an Oklahoma ranch where he skinned 
more cattle in his day than there were men in the 
banquet room. Speaking of the war he said: 





WALLY WEIL 
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““We cannot get into another one because we hayen’t 
any slogan and what is more, we are two bonuses -be- 
hind now.” 

He awarded the monopoly on short vamps to I. 
Miller and on long vamps to Flo Ziegfeld. 


Mr. Gallagher—Mr. Shean 


Another, and very real, entertainment feature was 
a satire on golf by Walter S. Weil, impresario and 
sometime shoe manufacturer, wherein he gently 
bumped prominent men in the New York market. 
Then he sang about 25 verses of his own version of the 
“Mr. Gallagher—Mr. Shean” topical 
song. 

Get-togethers in the lobby lasted 
until midnight, proving that shoe 
and leather men do mix. 





California Association Mak- 
ing Plans for Convention 


The members of the California 
Association do not believe in waiting 
until the last moment and then dish- 
ing up any old thing that happens to 
be in the larder to hand out to the 
convention guests who attend their 
noteworthy annual meeting. Five 
months in advance of the conven- 
tion, H. A. Ballentine, manager of 
the Hanan stores on the coast, was 
named General Chairman of the 
Convention Committee. Assisting 
him are the following men: 

Booth Committee—Al Katschinski, 
Roy Fleming, Harry Gibson, Charles 
Kushins, Ernest Eisenberg, Tom 
Butler, Al Gude. 

Program Commiltee—Max Sommer, C.F. Taylor, Lou 
Brayton, Harry Kuhlman, H. C. Bilsborough, Dan 
Marx. 

Entertainment Committee—Frank More, Russell Wer- 
ner, Henry Garcia, Sol Berner, Ed Schaefer. 

Publicity Commitlee—Max H. Sommer, S. E. Gold- 
smith, Wm. J. Ahern. 

Reception Committee—Carol Wills, C. W. Hubbard, 
T. D. Edwards, Floyd Lester, Harry Locey, Henry 
Price, I. Glaser. 

Hotel Reservation Committee—Herman Heim, I. K. 
Lewis, H. J. Peters, Arthur Holl, Louis Reis, Frank 
Bender, Eugene Eisenberg. 

Registration Committee—Louis Weggenman, J. Frank 
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Mail, Walter Broder, James Jorgenson, Frank Ahern, 
Drew Chick. 

Style Committee—Paul Jesberg, (To appoint his own 
committee). 

Style Show Committee—J. G. Rogers, Harrison Baker, 
Al Block. 

Two words stand out big and large in all convention 
arrangements of the California merchants. These are 
“Instruction” and “Entertainment.” When they 
work they work and when they play they play. All day 
through they hammer, pound and dig at the problems 
that are besetting coast merchants and then when the 
gavel falls at 5.30, the cares of the day are forgotten 
and the evening is spent in pleasant entertainment. 

Already the Program Committee has lined up some of 
the biggest men in the industry as headliners, although 
the major part of the convention sessions will be 
devoted to open forum discussion of pertinent topics 
under capable leaders. The convention will be held at 
the beautiful St. Francis Hotel. Both sample rooms and 
booths will be used by the traveling men. The price of 
the booths, as heretofore, will be $60 each. 





C. & E. Shoe Co. under New Executive 
Management 


The C. & E. Shoe Company of Columbus, with 
another factory at Delaware, Ohio, manufacturers 
of the Shukraft line, is now under the management of 
Frank R. Cahill, who until recently was in charge of 
sales of the Menihan Shoe Company, Rochester, N. Y. 
The title of the new executive is vice-president and 
general manager. 


Mr. Cahill brings to the Shukraft line a knowledge 
gained through successful experience with other 
organizations of the country. - The success he attained 
in launching the Arch Aid shoe attracted the attention 
of the directors of the C. & E. Shoe Company, to such 
an extent that negotiations were started which resulted 
in his association with the Columbus concern. 


It is the intention of the new management to build 
a line of high heel McKays and low heel welts, in the 
Columbus factory to retail at from $5 to $7. In the 
Delaware plant a line of misses,’ children’s and growing 
girls’ McKays will be turned out in medium grades. 
New lasts and patterns will be added to both lines at 
once. In addition to making shoes for future delivery, 
a policy of carrying stock shoes for at once delivery will 
be continued. The Shukraft factories are of the very 
latest type of construction and are capable of producing 
8500 pairs a day in both plants. Associated with Mr. 
Cahill will be men of experience and executive ability 
in the shoe business. Among those who have already 
joined the Shukraft organization are: ; 

John C. Nugent, Rochester, N. Y.; W. J. Keeffe, 
Syracuse, N. Y.; M. McMorrow, St. Louis, Mo.; W. J. 


Harney, Cleveland, O., and B. W. Moylan, Rochester, 
N. Y. 
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Passing the Buck 


The best of us will fret and cuss, 

And swear that life’s a bore, 

And now and then the best of us 

Will wish we were no more, 

The same old song when things go wrong— 
“The blame is not our own” 

Our taunts are hurled at the poor old world 
When the fault is ours alone. 


Have you noticed how the new radio bug 
will leave the office flat because of a severe 
attack of grip—soon after he gets his set 
working right. 


After all, cold weather is good for only 
two things—to better radio distribution and 
to freeze the water out of hooch. 


Did you hear the one the “Dental Digest” 
sprung? It’s got teeth in it, all right! Here 
it is: 

“A clerk in a Centerville, Ia., shoe store, 
whose head was almost bald, was trying on a 
pair of shoes for one of the female species. 
She was paying more attention to those around 
her than she was to her foot. When she hap- 
pened to look down she espied the clerk’s bald 
head and, thinking it was her bare knee, she 
quickly grabbed her skirt and covered it. Timely 
assistance on the part of fellow clerks saved the 
bald one from suffocation. 


What’s become of the man who used to 
sing ‘““The Face on the Ball Room Floor’’? 

Somewhere—just beyond the horizon, you’ 
will find the husbands of the golf widow and 
the bootlegger’s wife. 


Well, any how, ‘Old Toot, ’the newly found 
tian monarch, has been able to lie com- 
fortably for 3000 years without getting u 
at 5.30 to start the heater, with the ulb 
registering z2ro 
Worry as we will about styles, somebody 
else will pick out our coffins 
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The Vogue 
of White 
with 

Colored Trim 


White glazed kid o- 
slipper trimmed wi 
tan colored suede 


Glazed Kid in Colors Gains Favor 


high and low, for Spring wear is growing. Prac- 
tically all the smart custom shoe makers are 
featuring models in colored kid in their Spring line. 

In addition, suede, black or brown trimmed with 
patent leather or with glazed kids are well represented. 
Two leather combinations in fact stand out as the 
dominant note in advanced styles in shoes and glazed 
kid with alligator, glazed kid with patent leather and 
suede with patent leather are among the favored 
combinations. 

Beaded Trims Launched 


Beaded trimmings, notably steel beaded trimmings 
on patent leather are also being launched, while the use 
of a colored metal bead with a steel bead on patent 
leather or on glazed kid is featured among the newer 
models being brought out by Greco. 

With regard to the high fancy boot in colored kid: 

These models which have been launched by Perugia 
are being prepared for the Riviera. Due to the con- 
gestion in the work rooms of this shop, very few 
deliveries have yet been made on these new models. 


"Tie movement for colored glazed kid shoes, both 


As, however, they have been ordered by several of the 
fashion leaders in Paris, they will doubtless be fre- 
quently seen when the season in Paris starts. 


Light Browns for the Street 


With regard to colors, brown is still the fashionable 
shade for street costumes, notably in the lighter tones 
of what are known as shell brown, blonde and tobacco. 

Green in the soft shades of sage and navy, with 
black in combination with a multi-colored trim are also 
fashionable. White for advanced summer wear promises 
to be even more extensively worn this season than last. 
Shoes for wear with white costumes are generally 
featured trimmed with a color although the all white 
shoe is also in good demand. 

For evening, metal cloth, notably silver or steel, takes 
precedence in sandal and strap styles, followed by 
plain satin opera slippers, these usually worn with small 
but elaborate jewelled or Rhinestone buckles. 

Colored heel on white or black satin slippers and 
black heel on silver slippers stand out among the 
accepted styles. The use of a black satin heel on an 
evening slipper in silver cloth is particularly effective. 
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Lattice and 
Cut-Out 
Effects in 


Paris 








Mademoiselle Gabrielle Dorziat who is reputed to be 
the smartest gowned actress in Paris wore in a recent 
play a very gorgeous cloth of silver evening gown from 
Doucet, with silver cloth sandals with high black satin 
heels. 

Strap slippers with a double buckle trim, the straps 
closed at either side by a small fancy buckle, are featured 
by Hellstern, and are one of the most successful models. 





Big Increase in Shoe Production During 
Last Seven Years 


Washington, Feb. 21—Production of boots and shoes, 
not including rubber boots and shoes, decreased 25 per 
cent from 1919 to 1921. However, figures compiled by 
the Census Bureau show an increase of 72.8 per cent for 
the seven year period from 1914 to 1921. 









The value of the products of establishments engaged 
primarily in the manufacture of boots and shoes for 
1921 amounted to $866,817,000 as compared with 
$1,155,041,000, in 1919, and $501,760,000 in 1914. 

Practically one third of the boot and shoe products 
were manufactured in Massachusetts where 543 estab- 
lishments were reported. There were 1504 establish- 
ments reporting to the Census Bureau products valued 
at $5,000 and over in 1921. The state of New York 
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had 343 establishments with products valued at 
$179,562,000 or 20.7 per cent to the value of products 
of the industry. The output of the factories in Missouri 
amounted to $88,000,000. 

The highest production was in Sept. 1921, when 
200,771 wage earners were employed. The lowest 
period of employment was in January when 139,230 
were on the payrolls. 

The average number of wage earners in 1921 was 
183,333, compared with 211,049 in 1919, and 191,555 
in 1914. The figures for 1921 are preliminary and sub- 
ject to such change and correction as may be found 
necessary from a further examination of the original 
reports. 

According to the Census figures the cost of materials 
in 1921 was $477,948,000 as compared with $715,269, - 
000 in 1919. The sum of $2,270,000 was paid for con- 
tract work in 1921 as compared with $1,931,000 in 
1919. There were 905 proprietor and firm members 
listed in the 1921 survey as against 883 in 1919. The 
wages paid in the industry amounted to $204,801,000 
in 1921 and $210,735,000 in 1919. Salaries amounted 
to $39,552,000 in 1921 and $58,125,000 in 1919. 

In addition to these figures there were 65 establish- 
ments manufacturing products valued at less than 
$5,000. The total value of their output was $191,800. 
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She will shop in her car and is apt to patronize the store nearest which she can find a place to park 


Taking the Shop to the Shopper 


By FRED C. KELLY 
(Reprinted from The Nation’s Business) 


HE PROPRIETORS of one of the biggest 

department stores in a middle western city are 

’ preparing to abandon their location in the heart 

of the downtown shopping district and move out two 

or three miles to a comparatively quiet section toward 

the outskirts. What could be more revolutionary or 
courageous in retail business than that? 

Mind you, they are not, as often happens, merely 
following the crowd to a new retail section where more 
people will pass their doors. They are deliberately 
cutting loose from the busiest part of town where 
shoppers’ footsteps are most numerous, and going to 
a place where there is now no business except a few 
little neighborhood shops. 


Conditions Are Changing, Unnoled 


Their idea is that all cities were laid out for the 
accommodation of a population that rides in street 
cars. Department stores were built on the same theory 
—that they must meet the convenience of a street-car- 
riding population. Consequently the department 
stores grew where most street car lines converged. 

To day in some cities perhaps as many people ride in 
automobiles as in street cars. It is an humble shopper 
who hasn’t at least a Ford. This change has come in 
such few years that many do not yet recognize that 
there has been a change, nor what it means. 

Since big store and office buildings were placed where 
the most people would be, the most people must now go 


where these buildingsand establishments are. This has 
come to be a serious inconvenience. 


The Need of Parking Places 


A woman shopper sets out in her inexpensive auto- 
mobile to buy a yard of pink calico and to look at the 
bargains mentioned in a page advertisement in the 
morning paper. She must drive about for three- 
quarters of an hour in search of a vacant parking space. 
When she does find such a space, within walking dis- 
tance of the store, it is probably in such a congested 
area that a police sign warns her to park for “Thirty 
Minutes Only.”” She hopes to buy her yard of calico 
and return within the allotted time, but bargains are 
alluring and before she knows it she has been in the 
store nearly two hours. On returning to her auto, pack- 
ages under her arm—the calico and two or three other 
items—she finds a card stuck in the throttle lever 
signed by the traffic policeman requesting her to call 
at the nearest police station and leave $5 collateral to 
avoid appearance in police court. 

I don’t think I have exaggerated. So many shoppers 
prefer to go to a store by automobile that the nearby 
streets can’t accommodate them all, and the search for 
a suitable parking space is both futile and exasperating. 


Suburban Shops Reap Benefit 


Women who have automobiles will not, if they can 
avoid it, use the street cars, and they dislike to be 
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ordered to police court for parking longer than thirty 
minutes. The alternative is to buy, whenever possible, 
at small neighborhood shops in the suburbs. 

The heads of the big department store referred to 
have noted this situation and have bought enough 
land to have ample parking space of their own along- 
side of their new store. Customers will be permitted to 
leave their cars here just as long as they wish, and there 
will be attendants to see that nothing in the cars is 
meddled with. Carefull investigation has convinced 
the proprietors of the big store that they will gain far 
more trade from the host of shoppers who come by 
automobile than they will lose by being removed from 
the route of the downtown pedestrian who enters the 
store on the spur of the moment. 


Getting Closer to Your Customers 


The fact is, the store by moving out toward the best 
residence section will be nearer to the majority of its 
customers than ever. It must be remembered that 
when the streets in the heart of a retail section are 
thronged with shoppers, nearly all these pedestrians 
had to get there by street car or automobile. They 
wouldn’t have gone if there had been satisfactory stores 
nearer home. 

This project would have been impossible ten or 
fifteen years ago when few people depended on auto- 
mobiles and had to proceed toward one business center 
by a car line that followed a main artery of traffic. 
Today by automobile one may just as easily go across 
town from one suburb to another, without reference to 
the limitations of car lines, as to go to the center. 


What Will the Future Bring? 


It is even conceivable that the city of the future may 
have the congestion of its streets considerably relieved 
by a breaking up and scattering of its business centers. 
I recall one city office building filled almost entirely 
with architects and others in the building trades. 
Their presence there draws clients whose automobiles, 
parked along the curb, add to the downtown con- 
gestion. Why should they be in the heart of the city? 
If you’re thinking of building a house, wouldn’t you 
just as soon call on an architect in the suburbs, or at 
least a few blocks away from the most crowded sec- 
tion? 


The same might be true of buildings devoted 
to lawyers. On the rare occasions that you need a 
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lawyer it doesn’t matter whether you have to go two 
blocks or ten to call on him. 


If you look over the list of stores and offices in 
a congested area, you find that most of them might, 
perhaps, get along just as well in other localities—the 
big stores in one section, the real estate men in another 
place, the doctors or lawyers in still another. The 
one kind of retail business that must remain where the 
greatest possible number of footsteps pass the door is 
the small shop dealing in inexpensive articles such as 
cigars, candy or soda, that people buy on impulse. 


Segregated Districts Maybe 


The greatest difficulty about one department store 
cutting loose from the retail section and setting out to 
establish a locality of its own is that shoppers like to go 
from one store to another and compare values. The 
more they look about, the more they buy, and this 
helps all the stores. One place may have better values 
in cloaks, while another has bargains in furniture or 
shoes. One of the biggest department stores in the 
Broadway and 34th Street section, in New York, is 
about to move to upper Fifth Avenue. I’m willing to 
wager that the heads of the department stores left 
in the old locality noted the move with regret. They 
appreciate that stores close together are bound to help 
one another. A drug store and a fruit store are of 
mutual benefit. So are a hat store and shoe store. 
Moreover, many small stores could not exist except for 
being near a famous store. It is like the side show or 
lemonade stand near a big circus. People are attracted 
chiefly to the main tent but stop to spend their money 
at the lesser enterprises. 


To overcome the disadvantage, then, of moving to 
less congested area, all the proprietors of big stores 
would have to get together and agree on a sort of 
segregated district where all might move. Then they 
could afford to control ample automobile space for 
shoppers while at the same time drawing the crowd to 
them by their combined or cumulative attraction. 





Revival of Interest in Buckles 


A marked revival of interest in buckles is noted for 
both day and evening wear, and high cut pumps in 
suede with long narrow oval buckles in steel are very 
extensively worn here. 
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The style studio of C. H. Wolfelt at 
27 West 57th Street, New York City 


To Test Style and Promote Good Taste 


Exclusive Service Established in 
New York City by C. H. Wolfelt 


\ N THAT is known as the Footwear Fashion 
Bureau has been organized in New York City 
by C. H. Wolfelt, well-known retail shoe 
merchant and style expert. The object of this Bureau 
is to furnish style information and sample style shoes if 
wanted, to the retail shoe merchants of the 
country. 
A prospectus issued by the Bureau has this to say 
about the object of the enterprise: 


“Your Shop Becomes the Style Center” 


“You will receive each month two completed sample 
pairs, showing the prevailing and future style trend— 
models reflecting the utmost in style—both foreign and 
American—no freak patterns—but models beauti- 
fully moulded and of perfect fitting qualities—patterns 
that can be reproduced in either medium or high 
grades of manufacture—for which you will enjoy an 
immediate and profitable demand and which will 
establish your shop as the Footwear Style Center of 
your community. 

“Our bulletin, issued each month, compiled through 
the Bureau’s own creative talent and with the co- 
operation of the best informed authorities in all the 
affiliated branches of the industry, will keep you fully 
informed, coincident with New York and Paris, of 
all that is new and desirable in style trend, leathers, 
fabrics, hosiery, buckles, trimmings and everything 
pertaining to the successful retailing of footwear. ~ 





“This confidential service will be confined to one 
high-grade shop in each city, and you, as a member, 
will not be obligated beyond a thirty days’ notice of 
cancellation in any month you may elect, for any 
reason, to discontinue the service. 

“This Bureau will co-operate with and include in the 
service all manufacturers with whom you are doing 
business who are willing to enter into the agreement, 
stipulating that the furnishing or displaying of any 
styles originated by the Bureau to retailers who are not 
members of the service, will automatically result in 
cancellation of the agreement and discontinuance of 
the service. You, in turn, will agree not to divulge 
any of these models to any manufacturer not connected 
with the service, otherwise your agreement will be 
automatically cancelled. All members of the Bureau 
will be supplied with complete membership record of 
retailers and manufacturers.” 


The Golden Goose of Business Must 
Be Coddled 
(Continued from page 54) 

crease in earnings. It will be noted, therefore, that 
the prosperity which is here, while real and ample, is 
nevertheless held #¢ an exceedingly delicate balance 
between income and outgo. Any grave disturbance of 
that balance through price increases could readily pro- 
duce prompt and serious reaction against liberal buy- 
ing.—Dry Goods Economist. 
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You Select "Em 


A sort of Shoe-et-eria, wherein customers select their own shoes which are fitted to their feet by competent “‘fitters,”’ 
in San Francisco. The “‘eteria”’ idea received its inception 


not salesmen, is the newest thing in retail merchandisi 
in California, and the U-Select "Em store has establis 


“Be your Own Salesman” and “ Help Yourself and We Help You Save.” 

The shoes are distributed about the store, mainly in bins, and each size is re 
attached to the shoe of corresponding size. A chart, occupying a prominent 
guide to No customer is in any way solicited in this . t 

* U-Select’Em. We Fit’Em.” and the proprietors "Brafe their purpose is to bring the heart of the customer nearer 


the customer. 
to the heart of the store. The firm name is the 
M. — President; E. J. Egan, View Provident 
very wi 
whose 


He resigned to become a member of the new firm. 
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'oos Distributing Co., Inc. The personnel consists of Jesse 
ident Melville P. Prince, Sales M 

experience in shoe merchandising and all are taking an active part in running 

raph is reproduced above, for years past has been Manager of the downstairs shoe store of the Emporium. 











We Fit "Em 


an innovation in Shoe merchandising with its slogans, 
nied with a different color ticket, 


in the store, serves as an additional 
store. The watchword of the establishment is: 


r. All three are men of 





Annual Meeting Held By Boot and 
Shoe Club 


Boston, Feb. 23—One of the most enjoyable events 
of the season was the “New England Night” observed 
by the Boston Boot and Shoe Club at the Copley-Plaza, 
Wednesday evening, February 21. This was also 
celebrated as salesmen’s night and it was the annual 
meeting of the club. 

President John A. Gardner was toastmaster and 
made a brief address expressing his faith in the indus- 
trial future of New England. The principal address 
was by Ralph B. Wilson, director of service, of Babson’s 
Statistical Organization. Mr. Wilson analyzed world 
business trends during the past 40 or 50 years and upon 
this analysis made timely observations as to the future 
course of business in the United States. He made 
special references to the shoe and leather industry, of 
which he has made a special study. 

Following Mr. Wilson’s addres’ there were informal 
addresses by leading shoe and leather manufacturers 
and salesmen, the speakers including Alfred W. Dono- 
van of the E. T. Wright Company, Charles C. Hoyt, 
President A. L. Puffer of the Boston Shoe Travelers’ 
Association, and Secretary Thomas F. Anderson. 

A number of the members had present, as their 
guests, large delegations of their sales staffs. The 
largest of these was a group of thirty-one representing 















Farnsworth, Hoyt Company, who were the personal 
guests of Charles C. Hoyt. 

The addresses, without exception, breathed a strong 
spirit of optimism concerning the future of the New 
England Shoe and Leather Industry, accompanied by 
the suggestion that New Englanders should practice 
even better teamwork than they have in the past. 

The annual election of officers, resulted as follows: 

President, John A. Gardner, of Boston; First Vice- 
President, O. H. Casavant, of Lynn; Second Vice-Presi- 
dent, Francis S. Cobb, of Boston; Secretary, Thomas F. 
Anderson, of Boston; Treasurer, Frederic M. Haynes, 
of Boston: Assistant-Secretary George W. Wright, of 
Boston; Executive Committee, George W. Brown, E. T. 
Cady, J. T. F. McGarry, William J. McGaffee, Buford 
H. Jones, and Howard M. Dyer of Boston, Jonathan 
Brown, Jr. of Salem, Daniel A. Donovan of Lynn, L. H. 
Downs of Haverhill and Willard H. Thayer of North 
Abington. 





Southeastern Association Meets 
in June 


Birmingham, Ala., Feb. 20—Dave Rich, of Rich’s 
Shoe Store, vice-president of the Southeastern Shoe 
Retailers’ Association, has been appointed generai 
chairman for the 1923 convention of that organization 

(Continued on page 66) 
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Initial Buckles Among Late Novelties 


Chicago Retail Shoe Merchant Brings Out New 





Idea in Footwear Ornamentation 


“VHE time to introduce new ideas on any article is 
when the article is selling well and not when the 

day of its popularity has passed,” says H. R. 
Rodgers, manager of the shoe department of Chas. A. 
Stevens & Bros. Company, Chicago, who has just 
designed something unique in a sterling silver buckle. 

“This new buckle is all hand made, the design being 
worked on the metal with a hammer and engraving tool, 
and is as carefully made as any delicate piece of pre- 
cious metal jewlry. 

“One of the most attractive features of this newly 
designed buckle is the initial design in the center. The 
design is cut out, leaving a Japanese style of letter 
which in itself is ornamental, and a relief from the plain 
stereotype initial. One might think in looking at this 
initial that it is a part of the design, but upon closer 
observation they will see that it is an initial. 


A Continued Demand for Buckles 


“The buckles when made up for stock are left solid 
in the center and the desired initial can be tooled out by 
any expert metal worker. These buckles can also be 
ordered direct from the manufacturer with any initial 
desired. 

“Sterling silver buckles of the more ordinary design 
have been selling very well, and this is the first attempt 
to make up shoe buckles of sterling silver in the more 
elaborate shapes and designs. 

“‘Some of the new buckles are made in various designs 
with a perfectly plain bright finish, others have a 
hammered finish, while others 
are engraved, and still others 
are a combination of all three 
ideas. ‘These same buckles are 
also attractive in a gold finish. 


Cut Steel Will Lead as Usual 


‘Every retail store has enjoyed 
a tremendous buckle. business 
during the past six months, and 
there is still a demand for them. 
Some dealers are somewhat skep- 
tical about buckles for this sea- 
son, on account of the number of 
strap styles in vogue, but every 
dealer has, and should carry in 
stock throughout the season, 
certain style shoes with which 
the larger types of buckles can 
be worn. 

“Cut steel will still remain the 








An attractive novelty in buckles, with the initials 
of the owner worked into the design 


largest selling buckle in volume of pairs, and while I 
do not predict that the sterling silver buckles will take 
the place of cut steel, I do believe that it will act as a 
stimulus to the buckle business in general, affording 
something new to show and talk about, thereby keep- 
ing buckles before the consumer and having something 
new to offer. 

“Smaller effects in sterling silver are also made for 
strap slippers, the designs of which are very dainty and 
very effective.” 





Southeastern Association Meets in June 
(Continued from page 65) 


which will be held in Birmingham on June 4, 5 and 6. 
At least 500 shoe dealers, salesmen and representatives 
of shoe manufacturers and wholesale shoe dealers will 
be in Birmingham for the convention. Mr. Rich’s 
appointment has just been announced by Joseph W. 
Clisby, of Atlanta, president of the Southeastern 
Association. 

The Birmingham Association has named a com- 
mittee to arrange for the entertainment of the dele- 
gates which will meet within the new few days for the 
purpose of making up a tentative program for the con- 
vention entertainment, which will include a_ ride 
through the famous industrial sections of the city, a 
theatre party and outing, a dance and several other 
events. C. V. Hohenstein executive secretary with 
offices in Atlanta is co-operating 
with the local committee. 





Peabody Tannery 
Sold 


Boston, Feb. 20—The tannery 
formerly owned and operated by 
H. S. & M. W. Snyder, Inc., at 
Peabody, Mass. has been recently 
sold to the American Hide and 
Leather Company, which is ex- 
pected to take possession about 
April 1. This plant is said to be 
one of the best located in New 
England. In recent years it has 
been added to by new buildings, 
modern power plant and new 
equipment throughout. The floor 
space is about 260,000 square 
feet and the capacity 1500 dozen 
kinsdaily. 
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The Home of 


CHUKRAF]I. 


Columbus, O. 











These are the factories and indicate the facilities for 
manufacturing behind Frank R. Cahill and his 
associates in the newly reorganized 


CE Edhoe Lo- 


Columbus O 

















The C &E Shoe Co. } © 
Plant at 
Delaware, O. 
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Steady Progress Marks Growth of Columbus 
as a Shoe Market 


69 


Labor Troubles Few and Factories Are Running Full 
Time—Booked Ahead 


“““" F 1 were to sum up in one word 
| the reason for the progress of 
the shoe manufacturing indus- 
try in Columbus, | should say that 
one word is ‘Sincerity,’”’ said a prom- 
inent Columbus shoe manufacturer, 
“and if 1 were to name the one man 
most responsible for its birth and 
development, | should say William A. 
Miller.” 

Here then, in one man and the one 
attribute of his character which 
dominated his business life, is the 
foundation of the shoe manufacturing 
industry of the capital city of Ohio. 


Started as a Bench Shoe-maker 


Mr. Miller was a bench shoe-maker. 
He appreciated the value and worth 
of good, honest shoes. At the same 
time he realized that machine-made 
shoes were destined to replace the hand-made article. 
The advent of the McKay machine made possible 
good substantial shoes for children at a price that 
would look reasonable to the average, ordinary con- 
sumer. 

Mr. Miller sold H. C. Godman, a wholesale shoe 
finder, on the idea and a small factory was started in the 
back room of findings store. At first only McKay- 
sewed cacks were made, but gradually larger runs were 
added and later the line was extended to include 
women’s. Still later a factory was taken over at Lan- 
caster where boys’ and men’s are made. Finally the 
findings business was abandoned and the factory busi- 
ness developed. Factory after factory has been added 
until there are now eight in the group with a total out- 
put of over 50,000 pairs a day. 


Men Developed by Opportunity 


Mr. Miller and Mr. Godman were both men of 
ability and sincerity. They surrounded themselves 
with men of the same type and gave these men an 
opportunity to become a part of the organization 
which they had started. The company still pursues this 
policy of keeping new blood constantly coming into the 
management of the Company’s affairs. 

By sincerity and fairness they have won the con- 
fidence and esteem of the trade and of their employees. 





F. A. MILLER 
President of the H. C.Godman Company 





“Always striving to fill the needs of 
one class of people and to fill those 
needs in the best possible way has 
been the ambition of the H. C. God- 
man Company,” says F. A. Miller, 
who was elected president of the 
Company following the death of his 
father in September, 1921. 


Do One Thing and Do It Well 


“We have never yielded to the 
temptation to make novelty shoes 
nor to make a wide range of widths. 
In the early days this company set 
out to do one thing and do it well and 
we have consistently stuck to it. 

The success of the Godman Com- 
pany led other concerns to enter the 
field in the capital city of the Buck- 
eye State. Several of them were 
started by men who received their 
initial training with the pioneer company and in all of 
them the same general principles of business conduct 
were established. Columbus has thereby gained a 
reputation for honest shoe-making and fair deal- 
ing. 

Factories All Busy 


The Columbus market has been exceptionally free 
from strikes and other labor troubles and the plants 
have been busy when business in other markets has 
been slow. Almost without exception Columbus plants 
are running full and are sold up for several months to 
come. 





New Vice-President for 
Barnet Leather Co. 


New York, Feb. 21—At a recent directors’ meeting 
of the Barnet Leather Company, Richmond L. White, 
who was already a director, was elected second vice- 
president. Barrie M.. White was elected a director. 
Richmond L. White succeeds his father, the late Ed- 
ward L. White, as general manager of the tanneries at 
Little Falls, N. Y. Barrie M. White and Maurice 
T. White will become superintendents of the same 
plant. 
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--and women customers 


DO want Riley’s 
ARCH RELIEF Shoes 


Four years ago we announced the RILEY 
ARCH RELIEF SHOE as a part of our 


line. 


In that time our production of this one 
shoe has multiplied ten times—certain 
evidence that the women customers of 
our customers were willing purchasers. 


Not only a good line to sell—but a line 
backed by excellent dealer co-operation 
all through. 


A full stock of ARCH RELIEF shoes car- 
ried in stock at all times. Write us for 
details. 


The Riley Shoe Mfg. Co. 


COLUMBUS - - - - OHIO 


No. 6001. In Stock Black Kid 
Arch Relief Oxford Goodyear 
welt 12-8 Rubber heel. Combi- 
nation last No. 118. Price $4.50 
No. 6010. Same as above in 
Brown Kid, Price......$5.35 
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Columbus the 
Home of 
Up-to-Date Shoe 
Factories 








Almost without exception, Columbus 
plants are running full, and are sold up 
for several months to come. 





Typical Columbus factories are these— 
spacious, well-lighted and well arranged. 
Above is the new plant of the C. § E. 
Shoe Company; to the left is that of the 
Lape §¢ Adler Company, and below is 
the plant of the Riley Shoe Mfg. Com- 
pany. 
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What Every Merchant 
Owes His Customers 


Are you giving your customers all that you owe them? 


Every shoe retailer must justify his existance as a mer- 
chant, through the selection of footwear that properly 
serves the needs of the people in his community. 


The primary consideration in selecting a line of misses’ 
and growing girls’ shoes, aside from durability, is Flexibility 
with good fitting qualities—protection to growing feet. 


Every pair of McGovern’s shoes is built on a combination 
last with this wonderful Flexible feature. 


This, along with real durability and a litte snap as to 
style, has been responsible for our rapid growth. 


You owe it to yourself and to your customers, to supply 
them with McGovern’s Flexible shoes. 


Our entire line will be on display at the 
Southern Hotel, March 5, 6, 7, during the 
Ohio Valley Retail Shoe Dealers’ Convention 


THE McGOVERN SHOE CO. 


Columbus, - Ohio 


W e predict a tremendous 
white season this year. 


No. 2507 
No. 2077 


» White Eve Cloth trim- 
med with white kid. All 

sizes and widths. $3.00 
4 


One of our popular 
White Sea Island line. 
White welt, Wingfoot 
rubber heel. All sizes 
and widths..... $2.35 


= 
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C. B. KLINGENSMITH 


First vice-president 


SEATON ALEXANDER 
President of the Ohio Valley Association 


HENRY F. HAGEMANN 
Secretary 


Columbus to Play Host to Merchants 


and 700 retail shoe merchants, their salesmen, 
wives and sweethearts, for three days, begin- 
ning March 5, when the Ohio Valley Retail Shoe 
Dealers’ Association gets together for its convention. 
Features of the convention sessions will include 
style discussions, the “why” of special sales and 
whether or no the public is so fed up on them that they 
no longer have the pulling power they should: how to 
secure an adequate turnover and what is meant by 
“adequate” in this connection; how to sell your stock 
to your sales force, proper mark-up, stock accounting, 
cash accounting and many others. 


& OLUMBUS is to play the host to between 500 


Entertainment Features 


An evenly balanced combination of business and 
pleasure. That is the plan the convention committee 
has had in mind in arranging the program. 

A half a day spent among the exhibitors studying 
styles, prices and conditions; a half day spent in a busy 
business session ; an evening of pleasure and enjoyment. 
Thus is made up the daily routine of the convention 
visitors. 

The first evening will be devoted to a smoker aid 
style show and a theatre party for the women. 

Tuesday evening will be taken up with a banquet 
for both men and-women and on Wednesday evening 
will be a big dance with excellent music. 


Wife of Governor to Entertain 


An unusual feature will be the reception Tuesday 
afternoon for the ladies attending the convention at 
the Governor’s mansion on East Broad Street. Mrs 
Victor Donahue, wife of the Governor of Ohio will be 


the hostess to the wives of Ohio Valley shoe merchants. 
Mrs. Donahue’s receptions have become quite noted 
and this will undoubtedly prove to be one of the pleas- 
ant events of the convention week. 





nippy BOHEMIAN 
YVETT 


A Classy Sport Style 


Our Style No. 494 
BLUCHER OXFORD 





FADO LAST 


Popular in Biege, Grey, Smoked and White 
Elk, Grey, Sand and Pongee Nubuck, Calf 
and Patent Trimmed. 


Room 25 
SOUTHERN HOTEL 


OHIO VALLEY RETAILERS CONVENTION 


The BRADFORD SHOE Co. 


COLUMBUS, OHIO 
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This is a real IN STOCK service for Excelsior dealers for Spring, 1923. Each style for 
men’s, boy’s and gents’ oxfords described in this page is a proved big seller for spring and 


carefully selected. We have plenty of these oxfords ready and wi 


ment of mail orders. 


ORDER TODAY— BETTER ORDER BY EXPRESS 


make prompt ship- 


QUICKER TURNOVER AND BETTER PROFITS FORJEXCELSIOR DEALERS 
This is the story in a few short words of what Excelsior In-Stock service means to the dealer 
Over 60,000 pairs of new shoes just made, ahead in stock ready for call to take care of Excelsior 
dealers’ needs for spring. We carry this stock for you. We invite you to take advantage of it. 
Send in your order today and size up each week. 








Style 377—Boys’ Red Ruskin Calf 
Bal Oxford. 

Price, Boys’, 1 to 6..........$3.75 
Price, Big Boys’, 6 to 8...... 4.25 





Style S374—Boys’ Brown Russia 
Kip Blucher Oxford. Sport style. 
Chrome flexible sole. 

Price, Boys’, 1 to 6.......... $3.25 
Price, Big Boys’ 6 to 8...... 3.85 





Style S378—Boys’ Brown Russia 
Kip Bal Oxford. 

Price, Boys’, 1 to 6..........$3.25 
Price, Big Boys’, 6 to 8...... 3.85 


Above styles Boys’ Oxfords IN 
STOCK. B, C and D widths. 
Boys’ 1 to 6 and Big Boys’ 6 to 8 
runs. 








ae a 
Oxfords 


for Boys and Big Boys 
In Stock 





mh a 


Men’s Oxfords 


Widths A,B,c,D IN STOCK Sizes 6 to 12 














Style 867— Men’s 
Brown Elk Sport 
Blucher Oxford 

Price $4.85 


~ 


Style 868—Men’s 
Red Ruskin Calf 
Bal Oxford. 
Price $4.85: 


Style 870—Men’s 
Brown Ruskin 
Calf Bal Ox- 

ford. 
Price 
$4. 


One Day Service 
Right Through the Season 


MAIL ORDER TODAY — ASK OUR SALESMAN TO CALL 


Go over your stock and mail your size-up order today. Order a run 
of each style of men’s and the boys’ and gents’ oxfords. We will ship 
your order within 24 hours after it is received. 

Our salesmen are now on their territories with the new complete line 
of men’s and boys’ shoes for fall, 1923. A request will bring our sales- 
men to your store. 

Write fcr new broadside showing complete line cf men’s and boys’ 
shoes and oxfords. Just off the press and now being mailed. 


f ) 
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Oxfords 


for Gents and Youths 


In Stock 





Style S269—Gents’ Smoked Elk 
Blucher Oxford. Light weight, 
flexible. 

Price, Gents’, 9 to 134%...... $2.50 
Price, Youths’ 1 to 2... . 2.85 





Style 273—Gents’ Brown Russia 
Kip B ucher Oxford. 


Price, Gents’, 9 to 13%...... $2.75 
Price, Youths’, 1 to 2...... . 3.15 





Style S272—Gents’ Brown Russia 
Kip Blucher Oxford. Light weight, 
flexible. 

Price, Gents’, 9 to 13144.... . .$2.50 
Price, Youths’, Ito 2........ 2.85 


Above style of Gents’ Oxfords IN 
STOCK. Cand D widths. Gents’ 
9 to 1344 and Youths’ | to 2. 














EXCELSIOR SHOE CO. 


DEPT. B. S. R. 


PORTSMOUTH, OHIO, U.S. A. 
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ene Pacciadioe Into Your Business 


By H. R. ROGERS 
Of Chas. A. Stevens § Bros., Chibago 


AVE you ever sat down in your private sanc- 

tum with your mind at ease and with a kindly 

feeling toward your competitor, and asked 
yourself why some people buy their shoes at your 
store and why others pass your door and patronize the 
store around the corner? 

You may have the best location in your city, the 
finest equipped store, the most intelligent sales force, 
better shoes and may wonder why all the people do 
not buy all their shoes from you and you are unable 
to understand why your competitor, who seemingly 
may be of less importance in the community than 
you, keeps on doing just as much business as ever. 

It is the personality of a business that makes an 
impression on people and attracts them to different 
stores. Women purchase their footwear from the 
store that gives them the best service and pleases their 
individual tastes. However, there is a great difference 
of opinion regarding fashions and service. The per- 
sonality of your store may be pleasing to one and dis- 
pleasing to another. Therefore, it is a question of 
knowing your local conditions, the kind of shoes for 
which you have the greatest outlet and then adjusting 
every branch of your business to appeal to the greatest 
number of people. 


Remember that reputation is what others think and 
say about you and not what you think about yourself. 
The reason women buy shoes at your store instead of 
stopping in promiscuously at any store that they 
happen to pass, is because they admire your artistic 
display of footwear, have confidence in your judgment 
of style, and the way you educate your sales people to 
serve them and the atmosphere of genuine apprecia- 
tion of their business by every one they come in con- 
tact with whenever they are in your store. 

Statistics show that there are a great many more 
men in the shoe business than there are men with the 
shoe business in them. There are more shoe stores 
that do not show the percentage of profit that the in- 
vestment and the years in business justify, than there 
are those that do. Local conditions, the season of the 


year, the weather and the indifference of the public 
are some of the reasons accepted by many as being 
responsible for poor business. 

Shoe windows are the eyes through which the public 
sees the personality of the store. A keen observer can 
tell at a glance the general character of the store, the 
kind of a man who runs it, and if it is a dependable 
store to patronize. Shoe windows are like faces. A 
good shoe salesman can look at a face and tell instantly 
if the person it belongs to is hard to please and about 
the kind of shoes she will select. 

For every successful shoe business that you know 
about, there is some live wire responsible—a man who 
always keeps ahead of the business. He is a good 
executive, an organizer, a good style man, knows adver- 
tising and is a real sales manager, and in addition to 
directing the affairs of daily business, he is planning 
30 to 60 days in advance in order that he may be among 
the first to present the new styles as shown in the lead- 
ing shops throughout the country. 

Men of this type usually report good business. 
First, because they prepare for it and second, because 
they are too busy to worry about what the other fellow 
is doing, or to listen to the alibis and advice from the 
“broadcasters.” 

Putting personality into your business is simply 
seeing that everything is done the same as if you did 
it yourself. By so doing, your ideas are conveyed to 
the consumer who in the end is the supreme judge on 
whom depends your success or failure. 





E. P. Reed Changes Name of 
Specialty Shoe 

E. P. Reed & Co.; Inc., Rochester, N. Y., have 
changed the name of their recently introduced and 
patented comfort shoe from “‘Sole Mould” to “Matrix.” 
The name in the future will be stamped on both the 
shoe and the carton. It is understood that the ‘“Ma- 
trix” shoe, with the moulded inner sole soon will be 
brought out in men’s styles. 
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CHICAGO 


Blizzard Interrupts Business 


Nevertheless Some Early Displays of Sport Footwear Come 
to Light, Mostly Grays and Tans 


HE week started out with a wonder- 

ful day for the shoe business. A heavy 
wet snow fell, which formed slush on the 
sidewalk, and called to the attention of 
pedestrians the condition of their shoes. 
Galoshes and Russian boot types were 
much in evidence. There was every indi- 
cation of a good week’s business ahead. 
Instead, with the next day came an ex- 
tremely cold wave, dropping the mercury 
several degrees below zero, with the re- 
sult that everyone who could remained by 
the fireside. 

The Loop seemed deserted as compared 
with the hustling mass of humanity usu- 
ally found there. A visit to many of the 
shoe stores found them devoid of custom- 
ers. Business was quiet. This was not 
only the case in the shoe business, but in 
all of the large department stores. 


No Discouragement Manifest 

Notwithstanding the fact that business 
has been poor, a general feeling of optimism 
prevails. “What we don’t get now, we get 
later on,”’ one merchant said. “They are 
going to need shoes, and if they don’t buy 
them this week, they will when mild 
weather returns.” 

Many merchants are waiting for real 
spring weather to come, and the time when 
women will discard their galoshes alto- 
gether, for the great majority have been 
wearing already badly worn shoes in these 
different types of overshoes, and when the 
overshoes must be discarded, they will 
realize the need of new footwear. 


Early Showing of Sport Shoes 


Many new sport shoes have made their 
appearance in several of the stores. The 
majority of these are of different shades of 
gray and tan suede, trimmed in darker 
shades of kid and calf, and also some with 
green and red trimmings, made up in strap 
effects and oxfords. 

It has been whispered that a prominent 
retail shoe merchant has placed orders for 
sport shoes of bright colors and color com- 
binations, in reds, greens and blues, for 
late Spring and Summer wear. 


Kid-Land Bootery Changes 
Location 


J. Silverstein, formerly owner of the 
Kid-Land Bootery, located at 3505 Roose- 
velt Road, has incorporated and Jack M. 
Kogen and Meyer Ritter have been taken 
into the concern. Saturday, February 17, 
was the opening day in their new home at 
3445 Roosevelt Road. This new: location 
gives them much more space, allowing 


them to add a hosiery section to their com- 
plete line of children’s shoes. This is 
Chicago’s oaly store maintained exclu- 
sively for the little folks. 


Emerson Shoe Company Has 
New Manager 


E. R. Thorn has taken over the manage- 
ment of the Emerson Shoe Company’s 
Chicago store located at 10 South Dear- 
born Street. Mr. Thorn has been identi- 
fied with the shoe business for a number of 
years, having operated a store of his own 
on the West Side some time ago, and re- 
cently having been connected with the 
Metz Shoe Company. 

“Easanstyle” Store Preparing 
to Move 


Theron N. Ellings, Inc., who have been 
operating a retail store at 135 North Wa- 
bash Avenue, featuring ‘“Easanstyle 
Shoes,” have signed leases and are re- 


modeling a store building at 80-82 East 
Randolph Street. The new location af- 
fords more space, and will allow them to 
install a hosiery department, as well as 
add a children’s line to the men’s and 
women’s lines they now carry. They 
expect the new building to be ready for 
occupancy on or about March 1. 


Returns From Eastern Trip 


H. A. Meyer of the H. A. Meyer Shoe 
Company of 55 East Munroe Street, has 
just returned from a five weeks’ business 
trip in the East, having visited the impor- 
tant cities and covered the Eastern Shoe 
Market, for the purpose of making a gen- 
eral survey of conditions and to get an 
intelligent idea of the style trend. 


Cushmans Attend Factory 
Meeting 


Herman Cushman, vice-president of the 
A. S. Kreider Company, and his son, 
Ralph Dudley Cushman, who manages 
the Chicago and St. Louis branches of this 
concern, have spent a week in the East 
visiting the six Kreider factories in Penn- 
sylvania. While there they attended the 
semi-annual factory meeting held at 
Annville. 





ST. LOUIS 


Slight Improvement Noted 


Weather Halts Demand for Spring Merchandise—But Staples 
Hold Well 


HE wet weather experienced during 

the few days of this week halted the 
demand for Spring merchandise, which was 
being sold in good volume the week pre- 
vious. This statement was issued by sev- 
eral proprietors of down-town stores. . Not 
alone was the slowing up on gray but the 
lighter soled shoes as well, in other novel- 
ties. Gray, however, was the one shoe 
mentioned above any other, due perhaps 
to the anticipated short-lived vogue and 
the anxiety shown by many retail shoe mer- 
chants as to when their popularity will 
cease. While there was.some deflation in 
the volume recorded on novelties, there 
was a big increase reported in oxfords. For 
the most part the purchases were tan calf 
and not the novelty cut-out types which 
are being touted as very good for Spring 
Selling. 

Gray footwear has taken first place in 
most of the shoe windows in the down- 
town “shoe belt.””. While other spring foot- 
wear is seen in the windows, gray predom- 
inates. A great many small tongue pat- 
terns are being shown as well as cut-out 
top and lattice varieties. A small tongue 
with cut-out top is one of the popular pat- 
terns. Another is the tie-oxford with cut- 


outs either on the side and front or both. 
These patterns are seen mostly in all-over 
gray. 

Patent appears to be the most popu- 
lar trimming when one is used. A great 
many tongue patterns are carrying patent 
underlay on the tongue. One large popu- 
lar price store reported that in a shipment 
of gray shoes recently received, the de- 
mand was so great that in two days the 
sizes were badly broken. The heavy sell- 
ing in gray is expected to take place be- 
tween now and the first of April. Some 
stores report that only two or three of their 
gray shoes are in the house. Satin is with- 
out competition and remains the supreme 
choice of the fair sex. Sales are reported 
good on this style and everyone expects it 
will temain the best seller throughout the 
coming season. 

The first white shoes were displayed 
this week by one of the ultra-smart stores. 
One type was a strap trimmed in patent 
and the other was a small tongue Colonial 
with patent underlay on the tongue. This 
store caters to the smartest people in the 
city and does a large business with people 
who leave at this time for the Southern 
resorts. 
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Frank Ames Reports Gains 


Frank Ames, President of the Frank 
Ames Shoe Company, reported that a gain 
had been made in February over the cor- 
responding period of a year ago. This also 
holds true of the month of January, when 
another increase was recorded. Ames 
stated that calls for oxfords were being 
had at this time which was a little unusual 
for this early in the season. 


Vogue Buys Short Vamps 


The Vogue Boot Shop which specializes 
on short vamp shoes announced that 3,000 
pairs of shoes had been bought for Spring. 
A big business has been built up on this 
particular type of shoe and much of it is 
sent from other retail shoe stores who are 
unable to fit a particular foot requiring 
this type of shoe. No attempt is made by 
the Vogue shop to fit any person desiring 
a long vamp shoe, as none of this character 
of footwear is carried in stock. Customers 
of this type are referred to other stores who 
can accommodate them. Short vamp 
shoes from a comfort shoe to the most 
extreme novelty, are carried in stock, 
which is complete in the regular run of 
sizes. 


Swope Shoe Co. Employes 
Hold Dance 


About 50 employes of Swope Shoe Com- 
pany attended the annual dinner dance of 
the Swope Employes’ Association, Sat- 
urday evening, February 3. The mem- 
bers of the firm and their families were 
present as guests. F. E. Witt, a salesman 
for the company, presided as toastmaster. 
Short after-dinner talks were made by 
Meier Swope, president of the company, 
and Arthur Ebbs, vice-president. Horace 
Swope, secretary, who was to have been a 
guest, was called out of the city on busi- 
ness. Following the dinner which began 
at 8 o'clock, there was a short entertain- 
ment program and dancing. Store em- 
ployes presented a humorous sketch de- 
picting a salesman and floor-walker co- 
operating in consummating a difficult sale 
in the women’s department. Misses 
Katherine Harris and Edna Dorsey played 
the roles of two discriminating customers 
while William J. Fox and F. E. Witt: por- 
trayed the salesman and tbe floor-walker. 


Dr. Reed Shoe Company 
Opens Store 


The Dr. A. Reed Shoe Company, Inc., 
of St. Louis, has opened a new retail store 
at 405 North Seventh Street, handling 
exclusively the Dr. A. Reed Cushion Shoes. 
Heretofore this shoe, made for both 
and women, was handled by the larger 
general shoe stores, but in the future it will 
be sold exclusively in the Dr. Reed store. 
J. Q. Brown is president of the St. Louis 
company and he has associated with him 
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E. Bashford who is manager and F. H. 
Meinert, assistant manager. 


T. J. Reid To Open Branch 
Store 


The T. J. Reid Shoe Company of 415 
North Eighth Street will open a branch 
store at 5630 Delmar Boulevard. This is 
one of the popular West End business sec- 
tions and William Reid, president of the 
company, stated that this new branch 
store would tend to serve the public more 
conveniently. There will be double dis- 
play windows and as soon as alterations 
are completed and fixtures installed the 
store will be occupied. 


Carries Complete Size Run 


The C. E. Williams Shoe Company has 
just installed a complete run of sizes on 
three shoes ranging from 244 AAAA to 
12 EEEE. It required 750 boxes to house 
this array. 50 extra boxes were required 
to carry the larger sizes as it was impossible 
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to place more than one of these shoes in a 
box. 

The three shoes carried are a black kid 
oxford, also brown kid oxford and black 
kid cross strap. Mr. Jordan, buyer for 
the women’s end of the business, stated 
that with this line of shoes it was possible 
to fit any foot, no matter what size or 
width. It was also stated that this was the 
only shoe store in St. Louis carrying a line 
of shoes with a complete run of sizes, as 
were mentioned in the fore part of this 
story. 


Grand Leader Has Big Base- 
ment Sale 


The Grand Leader purchased the entire 
stock of The Rosenbach Shoe Company 
formerly located at 414 N. Seventh Street 
and who have retired from business. The 
shoes were placed on sale in the Down- 
stairs Store of the Leader at $1.95 and 
$2.90. There were a number of good pat- 
terns in the lot and some sandals which 
proved popular in the choice. 





CLEVELAND 


February Trade Shows Gain 


Better Than a Year Ago, Although Always a Dull 
Month 


XTREMELY cold weather during 

the week of February ending the 

17th, brought on another good sale of 

overshoes, with the result that many 

dealers were caught without sufficient 

range of sizes and models to take care of 
the customers. 

This has been an especially good winter 
for rubber goods. With nearly every one 
wearing low shoes through the winter, 
every cold and wet spell has caused 
thousands to flock to the stores for either 
arctics ot overshoes. The women during 
the week ending Feb. 17th bought heavily 
again of the high arctics. 

February is one of the dullest months of 
the year in this city, and trade has slacked 
considerably, but merchants say trade 
has been better than it was a year ago. 
Business conditions have shown improve- 
ment and inindustrial circles the employers 
seem to have some difficulty in obtaining 
sufficient help. 

Merchants here, however, are looking 
forward to splendid business in the Spring. 


Shoe Department Moves 


The shoe department of The Higbee Co., 
was on February 18, moved from the 
second floor of the big department store to 
the first floor. 

Workmen had been busy for some time 
remodeling the first floor and when the 
movers started to transport the stock they 
found the apartment on the lower floor 


ready to receive the goods. Patrons of 
the shoe department were on Monday 
February 19, able to have their wants 
supplied without the usual noise and 
confusion that attend a moving. 

In the new quarters the shoe department 
will have considerable more space that 
wa8 alloted to it on the second floor. With 
the superior location, the’ company 
anticipates a fine increase in the volume of 
business. 

Paul L. Holmes, who came here re- 
cently after a long and successful experi- 
ence in the retail shoe business in Chicago, 
sold the company the idea that they could 
make their shoe department much more 
useful if it was moved to the first floor. He 
already had built it up considerably while 
in the second floor location. 

Women and Children Separate 

There will be two departments, one for 
women’s shoes and theo ther for children’s. 
Both will be located north of the hosiery 
department and this was considered an 
advantage, as the firm has made a special 
feature of this class of merchandise. 
Great white columns standing in the first 
floor support the upper stories of the 
structure, and those in the shoe department 
have been enclosed in walnut panels up to 
a certain heighth. In these panels the 
display. of shoes will be made. Very 
attractive and appealing furnishings have 
been installed to harmonize with the other 
departments located on this floor. 
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Mr. Holmes reports that February 
business has been far ahead of the volume 
of the corresponding month a year ago. 
He says he has had a fine run of patronage 
in high grade shoes. Novelties have been 
the best sellers. Cut steel buckles have 
gone well and so have the line of rhine- 
stone buckles. A French crystal buckle 
that has just made its appearance has 
created quite a furore at this store, as 
have dainty French Rhinestone tips that 
add a touch of beauty and daintiness to 
the laces. 





Regal Shoe Has Sale 

f ‘The Regal Shoe Co., is having a special 
sale to reduce its stock prior to moving 
from its present quarters in Euclid Avenue 
just west of the Union Trust Co., to a fine 
room just across the street. This store 
also has enjoyed a fine run of patronage 
during February. 

New Territory for Watson 

George S. Watson, of this city, who has 
been the representative of the Ferris Shoe 
Co., in the states of Michigan and Indiana 
has received new recognition at the hands 
of his company. To his present territory 
has been added the state of Illinois out- 
side of Chicago. This new territory is a 
part of the district that had been handled 
by Charles Scruggs, who has left the em- 
ploy of Ferris. Watson has a fine follow- 
ing in the shoe trade in Michigan and In- 
diana and he expects shortly to establish 
himself just as substantially in the new 
territory that has been given him. This 
season traveler will make his first trip 
through the new territory immediately 
after Easter. The new assignment is splen- 
did recognition by the company of excel- 
lent work that has been done by Watson 
during his long career with this concern. 





D. W. Brill, one of the group of genial 
representatives of shoe manufacturers lo- 
cated in this city, left on February 20 for 
his home office in St. Louis—the Brown 
Shoe Co. He will be there until March 5, 
when he will return with his full line of 
spring and summer samples, and also 
“with a line of optimism and pep,” as he 
Says. 


Members of the Shoe Travelers’ Club in 
this city enjoyed a dance and card party 
on Saturday February 17 at the Hotel 
Winton. The gathering was a complete 
success aS a result of the endeavors of 
President Lou Hall and members of com- 
mittees. 





Boots for Farmers 
At this time of the year rubber boots, the 
rugged kind, are beginning to sell in the 
farming regions. Doubtless, the rubber 
boot offers the best all around protection 
for the feet of the farmer in his. rugged 
tasks of the day. 
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LOS ANGELES 


Demand for Whites in Evidence 


White Kid and White Suede Straps and Oxfords Beginning 
to Move 


LTHOUGH the white footwear 

season has hardly commenced in 
Southern California, there is plenty of 
evidence that a couple of months more 
will see a bigger demand for this class of 
merchandise than previous seasons. Its 
forerunner, gray suede, is here in full 
force, and a8 grays are invariably followed 
by white there is good reason to believe 
that a strong white footwear season is 


well as the more permanent residents, 
incline them to the sports type of footwear. 
Sports models this season are unusually 
goodlooking. Gray suede with patent 
trims are very popular, in fact at present 
they hold the center of the stage. 

New shoes are coming in constantly as 
preparations are being made for the 
spring trade. In some quarters it is 
believed that white shoes will be the big 


HANAN SHOES y.speenirre REGAL SHOES 
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: One of Los Angeles’s newest stores, Van Degrift's, s in the new business district in South Hill 
Street and has been very successs‘u. 


just ahead. Some of the stores are having 
steady calls for white shoes now, kid and 
suede straps and oxfords being in good 
demand for sports and semi-sports occa- 
sions. White cut-out oxfords are a little 
newer than straps and are therefore going 
well. Wetherby Kayser’s report an 
average of about 50 calls a day for white 
footwear in their various departments. 


Gray and Patent Selling Well 


The outdoor life indulged in by the 
winter visitors to Southern California, as 


seller for Easter; while others are inclined 
to the opinion that they will not really 
develop until later on. Of course the 
weather influences the situation, and as 
our winter season hardly gets started 
before January or February when the 
rains come, the spring season is more or 
less delayed. 


Season Earlier in Pasadena 


Bullock’s sportswear store are showing 
some new white buck oxfords but they 
report more sales on the grays and 
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patents. The biggest: sales of white 
footwear are to Pasadena customers. 
Being the center of the tourist activities, 
and with a string of hotels housing 
visitors from the four corners of the earth, 
this is but the logical sequence. The 
season always begins a little earlier in 
Pasadena. Both the Bootery, and 
Wetherby-Kayser’s Pasadena store, sell 
more white shoes than the Los Angeles 
stores of these concerns. 

While the styles this season are not 
radically different from last season, yet 
there are little variations, such as the 
small tongue, and the cut out oxford, 
which distinguish them. The oxford is 
being worn to a greater extent than for 
several seasons; this being due in some 
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measure to the fact that they are of a more 
attractive pattern, since the cut-out and 
different trims have become so universally 
used. Black patent leather is very much 
in evidence as trims, not only on oxfords 
but on straps as well. The vogue of all 
patent oxfords and pumps has not died 
out yet. The fact of the matter is that 
any style that is in good taste is sure of a 
following. The large tongue pumps are 
still selling but mainly because they are 
bought and must be disposed of. 
Everybody believes that the coming 
season will see a lot of business done and 
preparations are along this line. Some of 
the wholesale houses are putting on new 
men and working new territory, while 
several new stores have opened recently. 





LOUISVILLE 


New Styles Show Few Changes 


More Grays Than Last Fall but Stocks on Hand Are Still in 
Good Taste 


FTER going through one of the 

mildest winters ever known in the 
South, including very little rubber or 
high shoe weather, conditions have 
changed during the past month. The 
last two weeks of January found it 
raining practically every day, while the 
first two weeks of February have been one 
unbroken spell of cold weather and near 
zero temperatures. As a result there has 
been fair business in men’s shoes, but 
women’s and children’s shoes have been 
moving a little slowly, and Spring stocks 
haven’t been showing much pep. 

Retail reports show stocks in excellent 
shape as a result of there being very little 
change between Spring lines and last fall 
purchases. Stocks show a larger per- 
centage of gray in kid and suede, and 
combinations of other colors, principally 
patent and black kid with gray suede. 
There isn’t much strap pump stuff being 
shown, a8 most exhibits are of colonials 
and oxfords, although the one strap should 
prove quite good, and is being shown 
considerably. The two and three strap 
effects don’t show much promise, however. 
Heels are largely covered Spanish and 
Cuban. Buckles are coming in very well. 


Feige with Endicott-Johnson 


Albert Feige, of Louisville, son of Fred 
Feige, and brother of George Feige, well 
known retail merchants after spending 
Something like twenty years with Rice & 
Hutchins, has gone to Memphis, where he 
takes up territory for the Endicott-John- 
Son interests. Feige for some years was 
working under the Cincinnati department 
of Rice & Hutchins, and for a time 
traveled, but during the past few *years 
has been handling business in Louisville, 
New Albany and Jeffersonville exclusively. 


Feige was well known to local shoe men, 
and for years active in the affairs of the 
Louisville Shoe Retailers’ Association. 


New Shoe Department Opened 


The Waterman & Taustine Co., 448-52 
South Preston street, has recently opened 
a new department handling women’s and 
children’s shoes. The store is located on 
Preston, just North of Walnut, in a 
thickly settled district, principally of the 
working classes, and about eight blocks 
from the center of Louisville’s retail dis- 
trict. The company has been very 
successful and is operating a department 
store, handling women’s and children’s 
lines, dry goods, and some men’s lines. 


To Discontinue Women’s 
Shoes After Easter 


Fred Koehler, manager of the shoe 
departments of the house of Crutcher & 
Starks, reported that the company would 
probably not discontinue its women’s 
department until after Easter, as it has 
only disposed of about one-half of its 
stock. and will continue handling the 
line in the second floor department for a 
time, as the department is handling boys’, 
children’s and misses’ lines, which will be 
continued. 


A. L. Sourdry Died 


A. L. Sourdry, of New Albany, Ind., 
retailer of shoes on State Street for over 
thirty years, retired five years ago, died on 
Feb. 15, at St. Joseph’s Hospital, Louis- 
ville, wheré he had undergone an opera- 
tion on the previous Monday. He is 
survived by his widow, a son and a 
daughter. Mr. Sourdry was 63 years of 


age. 








Good Weather Shoes 


or 


Bad Weather Shoes 


Now is the time when shoes prove 
their worth. That season of the 
year when weather conditions give 
themtheir severest test. Most any 
sole leather will stand up when 
the going is good under foot. It’s 
slush, mud—extreme conditions 
—that test the quality of sole 
leather. 


Build your shoes for bad weather. 
Give them a good foundation. A 
foundation that meets more than 
the ordinary demands. 


Shoes with “Rock Oak” bottoms 
are standing the test. For nearly 
fifty years, the stamp of “Rock 
Oak” has been the sign of real 
sole leather. It is a guarantee of 
dependability. 

On receipt of the coupen below, 
we will send you a free sample of 
“Rock Oak.” Compare it with 
other sole leather and be con- 
vinced of its quality. “Rock 
Oak” is “Founded on Integrity.” 


Rock Cak” 

The AMERICAN 

OAK LEATHER 
COMPANY 


CINCINNATI 
Chicago Boston St. Louis 


———— SEND THIS COUPON — ~~ — 


THE AMERICAN OAK LEATHER CO. 
Cincinnati, Ohio 
We are interested in better sole leather. 


ee ee ee | 

















80 BOOT AND SHOE RECORDER 





February 24, 1928 














“For Fit 
that Never Fails’’ 






















REG.US.PAT. OFF. T.G.P. CO. 


Back Up Your Merchandise 
With Two Good Names 


ONCENTRATE in your buying on shoes 
with a name that you can add to your 
own. Give your stock an IDENTITY 

that women will recognize, that the manufac- 
turers stand behind, that will sell, stay sold, and 
bring in old trade and new for more-of the shoes 
that they know by name. 


Decide this, then turn to the best-known name, 
QUEEN QUALITY—now in its Silver Jubilee 
Year of service—for shoes of uniform reputation, 


, about the QUEEN QUALITY agency franchise. 
The tions ie ringperaet. the factse . 
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A Selection From 


NEW STYLES IN-STOCK 


Order from your 
nearest shipping point 


Boston—New York-—Chicago 
’ for March Delivery 
Style 4887A (Price $5.15) 


Meadowlark Brown 
Pro-Buck Oxford 
Mahogany Calf Trim 
13/8 Rubber Heel 


in every style and type now in demand. Ask — Welt Sole Clyde Toe 


AA44-6 A488 B38 
(C248 - DWw-8 






































The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Recorder Merchandising 
Calendar for March 


Mail statements of customers’ accounts. Take morthly 
trial balance. Order cuts for newspaper advertising. Buy 
shoes for May and June selling. Do not forget white. 


April 1 will be Easter Sunday. Plan your window and 
advertising now. Revise your mailing list. 





March 5-10 Put new Spring background and drapes in the window. 
Make special display and-run advertising on juvenile foot- 
wear. Have you bought baseball shoes? The teams are 
getting lined up. Get in touch with the managers. 














March 12-17 The new season is getting into swing, you can sense the 
style trimmed now. But P.M.’s on all novelties that have 
been on the shelves over five weeks and are not moving. 
They will sell better now than at the end of the season. 
Segregate short lots into the special section. 


March 19-24. Monthly meeting of sales force. Topic, “Getting More 
Hosiery Sold Right.” Meeting in charge of the salesman 
who has made the best record on hosiery sales. See that 
the stock is complete on hosiery to match sport footwear. 








March 26-31 Mail monthly statement of custemers’ accounts: This is 
Easter week.. Every sales person should be unusually well 
dressed and well shod. The store from window to wrapping 
counter should appear at its best. Special displays in each 
department. Many additional sales can be made by sug- 
gesting an extra pair for some special occasion, or to match 
some particular costume. 
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FIXTURES 


Add Character to your windows no matter how stylish and sightly may be the 
footwear you display. 


The Impression it creates cannot be better than that of the setting in which it is 
stown. The fixtures on which you place your shoes should reflect the quality 
which you wish associated with your store in the public mind. 


You will find such fixtures in the ONLI-WA line. 


; | 
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Hosiery 
Forms F Plush 
Fixtures Mats 
Fitting and 
Stools | +1 Valances 
and ‘ 
Chairs 








See our display at the Deshler Hotel, Columbus, 
March 5, 6, 7, 1923, during the Ohio Valley Retail 
Shoe Dealers’ Convention. 


THE ONLI-WA FIXTURE COMPANY 


Originators and Manufacturers of our own Wood Fixtures 


401 Beckel Bldg., Dayton, Ohio 
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American Interlocking 


Shoe Store Chairs 


have stood the test over'a long 
period of time in hundreds of 
the best equipped shoe StOresngper 
throughout the country. ; 


They have proved themselves 
the most practical and economi- 
cal form of seating. 


AMERICAN SEATING (OMPANY 


General Offices: 1016 Lytton Bldg., CHICAGO > 


Room 707—250 Broad St. Room 601—119 W. 40th St. 
PHILADELPHIA NEW YORK 
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“LE AMCO” 


PUMPETTES 


The Blue Ribbon Winner 
at 
Chicago Retailers Convention 


The niftiest ornament of the season. “Pump- 
ettes’” made of silk, satin, silk braid, caberata, 


and kid. 
§ Black or White. 
[Steelfor Rhinestone Buckles. 


Complete line of Rhinestone, beaded andfsteel 
ornaments, and novelties. Catalogue or sam- 
ple at request., 

Orders filled within one week. 


“EASTER 
GREETINGS” 

















ABE MANHEIMER & CO. 





Easter novelties to make the ladies’ feet glad. 
“Pumpettes,” “Klassic Rhinestone Tips and 
Fanettes.” Daintiest trimmings for your 
white shoes or black. 





The most popular “FANETTE,” 
made of white and black satin, 
ribbon, pleated, trimmed with steel 
butterfly; black, white, brown or 
gray ribbon. 


“Klassic Rhinestone Tips” 


These rhinestone tubes to be slipped over the 
metal tips-of tassel laces were a decided hit at 
the Chicago show. Shown on your eyelet ties 
they will quicken sales and give you an extra 
profit. 


FOURTEENTH AT 
LOCUST STREET 


ST. LOUIS 


KLASSIC SHOE ORNAMENTS 
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The Recorder Calendar 


Its Origin and What It Aims to Do 


Calendar” cut out, pasted on cardboard and hang- 

on the wall over a merchant’s desk. The sugges- 
tion of a calendar of this sort originally came from a 
merchant who said he found it difficult to be prepared 
for certain events without some kind of a reminder, 
or “‘tickler.”” He found, for instance at Easter time, 
that advertising, window trimmings, store displays, 
etc., would be put off until the last minute, and then 
done in a slipshod manner that was not creditable to 
the store. 

So it was with other events throughout the year that 
should have special emphasis in advertising and sales 
preparation. 

Some other points mentioned by this merchant, 
where the service of a “‘tickler’”’ was needed, were regu- 
lar buying dates; dates for fill in buyings, special sales 
dates, a reminder to put broken lots into special sec- 
tions at regular intervals and a reminder to get out 
statements of customers’ accounts, so they would reach 
the customers the first day of the month. 

This merchant has regular monthly meetings of his 
sales force, but often finds himself at a loss to find an 
interesting and timely subject for discussion and a 
method of conducting the meetings that hold the at- 
tention of the employees. 

In line with these suggestions, the Recorder Mer- 
chandising Calendar was created. It can possibly cover 
all the needs of every merchant. To many of you it 
may seem a waste of space and time, but the merchants 
who are using it are finding it worth while. 

The 1922 Calendar was printed in the December 31, 
1921 issue. Month by month it was re-printed on this 
page (the last issue of each month). This year we de- 
cided to print it in four installments. The first install- 


I T is not unusual to see the “ Recorder Merchandising 


ment, January, February and March, appeared in the 
January 6 Recorder. Month by month it will appear 
also in this section. 

Maybe the calendar as printed does not meet your 
requirements. You may-have some special problem 
that comes up annually, monthly or weekly that gives 
you trouble and worry. If so, write the Recorder Edi- 
torial Department, either Boston or Chicago. Some 
member of the great Recorder family can, no coubt, 
be of assistance to you. 

The Calendar for March is printed on the front cover 
of this Shoe Store Service Section. 





A Shoe String Stunt That Brings 
. Business 


Robert Love, manager of the shoe department of . 
Oak Hall, Memphis store, which caters to a high class 
men’s trade, and who handles personally a very large 
per cent of the department’s business, has made a “ten 
strike” in the way of a small advertising novelty evolved 
from an idea of his own and, so far as he knows, is a bit 
“different.” It is a slotted pasteboard card sized to fit 
an ordinary envelop, the slot holding a pair of shoe- 
strings. On the card is printed, “We have your size on 
record,” Also the little message: “Maybe you need 
‘em, maybe you don’t, maybe you'll wear em, maybe 
you wont,” and then, “Just a minor part of ‘Footwear 
Equipment’ for those Oak Hall shoes you bought 
recently.” 

The cards are mailed out, with the shoe strings 
neatly encased in a wrapper bearing the department 
label, to men who have bought shoes at the store. Or- 
dinarily the extra strings go out 30 to 60 days after the 
purchase. 


Figure 3—A_ Novel art lamp 
with silken rose buds. 
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Figure No. 1—A background for Spring and Summer shoes 


New Ideas in Display 
Equipment 


The background pictured in Fig. 1, is well suited to the 
purpose of showing spring and summer footwear. The 
framework resembles crimped brass as it is a rough surface 
and finished in different colors of bronze. 

The panel, which is about 414x6 ft., is a Palm Beach scene, 
painted in oil-on a coarse crex rug, which gives it an unusual 
effect. Tassels hanging down on either end are Black silk. 

The vase on the left has the same finish as the background 
with lavendar and pale yellow flowers with green foliage. 
The scene also has tints of lavendar in it. 

The frame around the picture hangs loose on two large 
links which can be seen at the top. On each side of the up- 
right supporting the top are two large links hanging loose, 
which can be used for the purpose of draping cloth material 
such as silk or plush through either link and also across floor 
gives a very artistic effect. This setting is the product of 
the Shasteen Studios, Toledo, Ohio. 


Figure 2— Pompeian Stand 


This stand is 5 ft. 6 in. high. The base is elaborately 
hand-carved. The flower piece is on a wire frame covered 
with silver tinsel cloth and silk flowers in brilliant yellow 


February 24, 1923 








Figure 2—Pompeian stand in 


polychrome colors. 
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Figure 46—A new hosiery display fixture line, the parts of which are interchangeable 


and shiny black leaves, and makes a beautiful con- 
trast against the silver cloth background. Suspended 
is a heavy silk cord ornamented with hand-carved 
wood tassels decorated in ebony with coloring to 
match. The stand is finished in antique gold with 
brilliant polychrome coloring and base is a perfect 
imitation of black marble. Made by Schack Artificial 
Flower Co., Chicago, IIl. 


Figure 3—A Novel Art Lamp 


A new and interesting effect can be obtained by in- 
troducing floor lamps in window decorations. The 
lamp illustrated in Figure 3 answers a double purpose. 
Besides providing a charming lighting effect it also 
serves as a floral decoration. The shade is unique in 
shape and is of open wood work beautifully polychromed 
in rich blues and greens with touches of vivid color. 
The frame is backed with metallic silk in brilliant 
green. In the bouquet the colors are subdued. The 
cloth foliage is a soft yellow green. Silk rose buds are 
in dull blues, soft grays and yellows. Here and there 
appears a touch of deep rose. The stand, too, is beau- 
tifully polychromed. Made by Schack Artificial Flow- 
er Co., Chicago, III. 


Figure 4—Interchangeable Hosiery Display Fixtures 


The Hecht Fixture Co., Chicago, has just completed 
a new line of interchangeable hosiery fixtures in renais- 
sance design, hand carved from American walnut, as 
shown in Figure 4. 

Standards, tops and bases are all made separate and 
any top or base will fit on any standard. . 

This gives the trimmer many possible varieties of 
trim, enabling him to build plateaus or separate stands 
of varying heights at will. The types of stands that 


can be built with the separate parts are almost unlimited 
in number. The fixture is daintily and beautifully de- 
signed, the delicate hand-carving giving added tone. 
The separate bases are octagonal, the plateau bases 
giving a double pyramid effect. 

These fixtures are excellent for the retail shoe mer- 
chant who has found that hosiery is a profitable item. 


Figure 5— New Design in Shoe Fixtures 


This is a distinctly new period design, especially well 
adapted for the display of ladies’ shoes. It has ex- 
ceptionally fine character and grace. Made by Hugh 
Lyons & Co., Lansing, Mich. 





Figure No. 5—Best adapted for showing women’s footwear 
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Everything for Better Looking Windows 


-- —- 























FAMOUS INTERCHANGEABLE GLASS FIXTURES 


BEAUTIFUL—NEUTRAL—SPARKLING—LASTING. A, B, C, show the pedestals and plate glasses, by means of 
which endless designs are produced from 6 inches to 60 inches high. 

D and DD—show two of the many “trims” to be produced. : 

E—illustrates our massive all-plate glass Plateaus. 


F—is our an shoe stand with patent Shoe Rest. ‘— G. F. shows the full line. 
srr G,H, I, J—present to you a few types of our extensive Wood Fixture 


| oy ’ Catalog No. 14 shows the Period Fixtures. Catalog ‘“W,” the 
| plain square Mission goods. 


=" K—Is our new Slender Mode 
Hosiery Form skown in Cat- 
alog No: 9. 


WINDOW RUGS VALANCES 
WINDOW RUGS. Our beautiful Silk Velour Window Rugs are a rich embellishment for Window Floors. Ask for 


leaflet in actual colors and samples of materials. : 
WINDOW VALANCE. 35 styles carried in stock. Ask for samples. PLUSHES for draping. Ask for samples. 


QUALITY— SERVICE—COURTESY 
Visit Our Chicago or New York Show Room 


==z=~ | THE HECHT FIXTURE CO. 


70 West 36th Street 


See aah aS Seep Medinah Building, Wells St. and Jackson Blvd., Chicago, Ill. 
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Plate No. 1.—A:rabbit and chicken window for Easter—and not hard to make, either. 


Window Displays for Your Easter and 
Spring Openings | 


preparations for the coming spring opening 

event. Appropriate window and interior decora- 
tive schemes must be worked out in order that the 
newest styles in footwear may be fittingly displayed. 

It is the early planning that makes the business 
run smoothly so there will be no hitch when it’s time 
to “go.” 

In order to have your store stand out in bold relief 
from the others, you must get up something that will, 
because of its novelty or beauty, attract and eclipse 
the efforts of the other fellow. 

Just prior to the Spring opening and Easter season, 
the type or motif of the window and interior trims 
should be in perfect keeping with the decreed fashions 
of this most heralded “dress up” season of the year. 


Fim now is the time to start the plans and 


The Store Interior 


The store interior should take on new life following 
a thorough house cleaning effected by the January and 
February sales. 

The decorations should be light and airy. Pale 
green, pink, lavender, light blue, yellow, white and 
purple are the recognized colors for the spring season. 

The show windows and fixtures should be cleaned, 
those that have been damaged or broken, properly 
repaired or replaced with new ones. 

Order for decorative materials should be placed 


well in advance so that you will be assured of receiv- 
ing them on time. 

Worry has killed many more men than work ever 
did, so don’t give yourself cause to worry. Get “all 
set” now and you will have a load off of your mind 
when it comes to installing yom Spring opening and 
Easter displays. 



































>, 


Plate No. 2.—Just wall board painted blue with some 
gold stripes. 
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Peo ple . 
© Tike Moths- 
Are Attracted by LiGHT! 


hy 
Z, 


Light draws people as a lamp attracts the moths. 


A show window, rightly lighted at night, catches the eyes of folks across 
\ or down the street; and like a'magnet, draws them to YOUR store to look 
\\ at YOUR displays. 


ay A well lighted window is your best means of advertising. It is a silent 
salesman working for you long hours after your clerks have gone home 
\ \ and you have closed your store for the night. 

\ 


If you would have your windows work: for you full time: if you 
want bigger returns from the time and thought and money you 
have put into window displays; if you would increase the number 
of passers-by who slow down or stop to view the goods you have so 
carefully displayed; then light your windows brightly. 

Write today for-catalog. State the number of windows to be 
lighted, the length and height of the glass, and distance from 
glass to background. 


PITTSBURGH REFLECTORS 


Put More Light in 
~*~ Your Show Windows 


PITTSBURGH REFLECTOR & ILLUMINATING COMPANY 
Bowman Building, Pittsburgh, Pa. 


565 W. Washington St., Chicago 1452 Broadway, New York 90 New Montgomery St., San Francisco 
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Plate No. 3.—A background designed for a larger window 


Plate One illustrates a very clever and unique 
background for the Easter display of fine footwear. 

This setting is designed for the merchant who is 
willing to spend-a little extra money in getting out 
something along new and more decorative ideas. The 
setting consists of three wall board panels arranged as 
is shown back of a low base made of wall board. 

The three panels are connectedby means of light 
straps tacked in the back. The entire ceiling is 
painted a pale green color, using 
alabastine or any other cold water 
paint. The side panels are decor- 
ated with the Rabbit panels as 
illustrated. 

The center panel is treated in 
the same manner. These paintings 
can be executed by any firm 
dealing in scenic panel or back- 
ground paintings, at about $.40 
per square foot. 

The decorative design should be 
painted in in black and white. On 
the side panels, flower clusters 
should be arranged as indicated. 
Just in front of the setting a piece 
of plain green felt or velvet is laid 
on the floor in rug effect. 

Plate Two illustrates a novel 
decorative unit that may be used 
to good advantage in the) show 
window. 

This setting is made of wall 
board and assembled as is shown. 

The setting should be"painted a 
light blue color. 











Plate No. 4.—Circular Cut-outs hanging 
from the side arms of the wall-board design 
give a novel effect. 


The center panel is finished off with light lattice 
strips painted gold. 
On the face of the lattice is arranged a circular card 


‘ board sign edged with flowers as shown. The circular 


sign can bear any appropriate wording. 

Upon the low plateau just in front of the unit 
is arranged a unit display of shoes, slippers or 
oxfords. 

To one side is placed the decorative pot holding the 

Easter lilies as shown. 


For a Larger Window 


Plate Three shows a good back- 
ground setting for a larger window 
or for a department store desiring 
to make a big display of shoes. 

This setting is constructed of 
wall board consistingof three cut- 
out panels connected by four pil- 
asters. 

Small flower boxes are shown as 
used between the pilasters. 

The entire setting can be painted 
a gray color and decorated in blue. 
Upon the’ face of the center panel 
hangs a circular piece of wall board 
painted blue and lettered in gold. 

Gold pillow cords are used in sus- 
pénding the circular cut-out. Blue 
felt or velvet is used on the floor 
in rug effect. 


A Brand New Idea 


Plate Four shows a new idea in 
a decorative unit. This unit is cut 



























ASSEMBLY OF NEW WAY 
SHOE SHELVING WiTH 
HOISERY UNITS-—— 
OPEN SHELF BASE 


Get Your 
Share of 
Profits from 
Hosiery Sales 


SIHERE is a good profit to be had 
m= from the sale of hosiery — provided the 
tae ow proper attention is given to prominence 
and display to quicken the interest of shoppers. 


Many shoe merchants have found an 
investment in the type of “New Way” equipment 
illustrated will pay big dividends. As a matter of 
fact it will quickly pay for itself if filled with the 
proper merchandise so people can buy. 


Constructed on scientific principles 
the equipment permits carrying a maximum stock 
in a minimum amount of space with every article 
quickly and easily accessible. All merchandise is 
fully protected against dust and soil behind glass 
front doors and in cases. 








Why not let our representative in your community 
expiais this novel means of building up trade and 
increasing net profits? You are under no obligation 
—a post card will bring him. 


1465 Broadway at 42nd St, 


~~" * Grand Rapids Show Case Co. “2 


nee. 1008, Grand Rapids, Michigan BOSTON, MASS. 
410-418 N. 18th Street 52 Chauncey St. 
ATLANTA Branch Factory: PORTLAND, OREGON DETROIT, MICH. 


703-704 Candler Bldg. FORMERLY LUTKE MANUFACTURING CO. 


DALLAS 
70S Insurance Bldg. 
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Licensed Canadian Manufacturers: JONES BROS. & CO., Toronto, Canada 17 Dartmouth Street, Westminster 
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Because of the Sectional, 
Interchangeable feature of “ New 
Way” equipment it is possible 
to obtain any desired combina- 
tion of units to care for display 
or capacity as needed. Additi- 
onal units can be added at any 
time with uniform results in 
appearance and finish. 

aflets describing our com- 
plete line of shoe store equip- 
ment sent free upon request. 













242 Plymouth Bidg. 


528 Detroit Savings Bank Bldg. 
LONDON, ENGLAND 
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from wall board and painted blue. The small circular 
cut-outs used in the base and hanging suspended from 
the side arms are painted a little darker blue and 
decorated in gold. 

Upon the face of the unit is a little gold finished 
flower holder filled with flowers. 


What to Do with a Post 


Plate Five shows a good post decoration for the 
interior of the store. 
































Plate No. 5.— How to decor- 
ate post or pillar in your store. 


A large piece of pale green card board, lettered in 
white, is placed on a light lattice work painted light 
green. Flowers and foliage are arranged as illustrated. 
This idea used on a series of posts throughout the 
store will give a very pleasing effect. 


What Makes the Shopper Stop? 


By J. H. DE WEESE 
President of the Onli-Wa Fizture Co, 


What is the answer to the question: “Why do you 
look at shoes displayed in Mr. A’s window and pass 
by Mr. B’s window?” 

Because Mr. A has used such good taste in the 
arrangement of his shoes. His fixtures are neat and 
not overdone in style. His background has such a 
pleasant appearance because his fixtures and shoes 
blend so nicely. His lighting system shows every shoe 
to advantage. His windows are not crowded but are 
arranged in units of from three to six pairs of similar 
styles and colors. Each shoe is distinctly shown and 
all shoes can be seen to the best advantage without 
confusion. 
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The plush, floor mats and artificial flowers in Mr. 
A’s windows are used in such a way as to bring out 
the style of the shoes. The glass front is always shin- 
ing and clean as well as the floors and fixtures in the 
window. Mr. A always shows new styles each week 
as he trims his windows often. If they are not new 
styles, they look different every time I pass. There- 
fore I am attracted to Mr. A’s windows. 

Mr. B’s windows are very good but he puts so many 
shoes in them, that they all look alike. There is not 
the care used and his fixtures and other accessories do 
not harmonize. His lighting is poor and he does not 
keep his windows clean. If Mr. B would only ask his 
friends and customers, ““What is the trouble, my busi- 
ness is not as good as it used to be,” he would find out 
that the shopper on the street today is looking for the 
store that is up to date in its windows. 

Window displays must be made attractive to be 
successful. The display must be given time and 
thought and some expense must be put into them to 
get the best results. 

May 1923 see greater efforts put forth in window 
display work. 





Rhode Island Men Endorse 
Federation Idea 


Providence, R. I., Feb. 7—The Rhode Island Shoe 
Retailers’ Association held a meeting Tuesday, Febru- 
ary 6, at the Walk-Over Shoe Store, 280 Westminster. 
President Fred S. Fenner presided and from Massa- 
chusetts there were W. W. Willson and Enslyn Gard- 
ner, managing director of the Massachusetts Associa- 
tion. The meeting endorsed the idea of the New Eng- 
land Federation of Retail Shoe Merchants’ Associa- 
tion and appointed President Fenner and. Secretary 
David B. Hughes, a committee to co-operate in helping 
to make it a reality. President Fenner is with the 
Sullivan Company and David B. Hughes is with Glad- 
dings Dry Goods Company. This committee will meet 
in Boston on March 14 with the committees from the 
other New England Associations to perfect the organi- 
zation of the Federation. They also made plans for the 
annual meeting which will be held Tuesday, March 6, 
at the Biltmore Hotel, Providence. The invited speak- 
ers are Governor William S. Flynn of Rhode Island: 
John Slater, President of the National Shoe Retailers’ 
Association; Percy E. Hart, President of the Retail 
Shoe Dealers’ Association of New York City, and Albert 
N. Blake, President of the New England Shoe and 
Leather Exposition and Style Show. 

A nominating committee also was wil con- 
sisting of Roy S. Whitmore, W. P. Butler of Pawtucket, 
R. I., and J. A. Veroneau of Woonsocket. A big dele- 
gation from Massachusetts is expected at the annual 
Rhode Island meeting, including George O. Jones, 
Secretary-Treasurer of the Massachusetts Association; 
Henry E. Hagan, the president; J. H. Woodbury, 
John Fischer, J. J. Buckley and Irving B. Howe. 





BOOT AND SHOE RECORDER February 24, 1923 








Your SPRING Opening 


Is But a Few Weeks Away 


BSR243 Terrazzo effect floor covering, 
Mosaic border in three colors, painted on 
wall board, neutral colors. Very effective. 
85 cents per sq. ft. 


The NEW FASHIONS can be displayed to 
best advantage ONLY through the use of 
NEW and BETTER SETTINGS. 


For the past twenty years L. BAUMANN 
& CO., has been assisting merchants every- 
where by furnishing decorations that enhance 
the beauty and selling power of their displays. 


We are giving a more complete and better 
service than ever before. 


Is your name on our catalog list? If not, 
sign and mail coupon below. 


LPaumannelo, 


Manufacturers of Artificial Flowers and other 
decorations 


357-359 W. Chicago Ave., Chicago IIl. 











L. Baumann & Co. 
357-9 W. Chicago Ave. 
Chicago, Ill. 
Gentlemen: 
Please enter our name on your list for copy of your catalog 
BSR 23, and oblige. 
Yours very truly, 














No. 9 


One of oft a Series 


THONGS 


HE Hutmacher Braiding 

Company committed itself to 
produce a tip which could not pull 
off, wear tinny or cut, and at the 
same time appear sightly. Thus 
came into use“NATURAL TIPS” 
for shoe laces. Here the tip is 
formed by hardening the braid at 
the end into a small round shape. 
The stiffening is ontheinside, leav- 
ing nothing to pull off and the ap- 
pearance is the same as the braid 
itself, being of the same color. 
Modernshoes are being fitted with 
Natural Tips, whichtodayisthelast 
word in shoe lace tip construction. 














The most modern of all shoe laces—the 
stiffened braid formsthetip,small,smooth 
and permanent—no metal. 


FOR SALE BY FINDINGS JOBBERS 
EVERY WHERE 


The Hutmacher Braiding Co, 
Braiders of Good Shoe Laces 
PATERSON, N. J. 
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"RED LINE BOX” APPELBEE & NEUMAN, Inc. 


23-25 Greene Street, New York, U. S. A. 


Rivet Shank BUTTONS for Shoes 
PEARL—IVORY — AGATE, Ete. 


BOSTON: 133 Lincoln St. :: :: ST.LOUIS, Star Bldg. 













Manufacturers and Originators of 





















Master Reproduction of the Chinese Art 
BEAUTIFULLY CARVED AND RICHLY ORNAMENTED 


This beautiful Shoe Setting carried out in true Chinese Art and colors makes a 
unique Shoe Display. Its oriental lines and colors are exceptionally adaptable 
for the Shoe Display, and shoe merchants who are showing these fixtures cannot 
speak too highly a them. They make a wonderful attraction, and are great 
business stimulators. They are finished in typical Chinese colors, black lac- 
quered, decorated in gold and Chinese vermillion. 











Our period shoe fixtures in many beautiful designs and finishes have made such 
a wide appeal.to the merchant that we are always producing them in larger 
quantities. Because of this we are able to price them exceptionally low. All 
our fixtures are so proportioned as to lend grace, dignity and refinement to 
themselves as well as the articles displayed thereon. _ All owen legs are rubber 
tipped. The bases are loaded and the bottoms felted. Beautifully finished and 
very carefully packed. 


SEND FOR ILLUSTRATED CATALOGUE NO. 15-A 


SOL LEVIN & CO 


DISPLAY FIXTVRES 
18 4-1K KB WEST ST. BROOKLYN N.Y. 





SHOWROOMS, 750 BROADWAY, NEW YORK 





























No. 32217 Basket filled with 
flowers, each $.75, per dozen 
$7.50. 


Our Spring Catalogue 
No. 32 







Illustrated in colors of Arti- 
ficial Flowers, Plants, Trees, 
Vines, Baskets, etc., 


Mailed Free for the Asking 


Frank Netschert, Inc. 
61 BARCLAY ST. 
New York - N. Y. 


































fa Save Money 
ws ON THREAD 

EYE A), $5.00 to $10.00 on each 
fT case of thriad you buy. 



























test on any part 

= INER FISH Shoe ——_ 
; ‘h y operating repair 

f 4 y, partments should use 







Meyer 


JOHN C. MEYER THREAD CO., Lowell, Mass., U.S.A. 




















A Specialty That Sells! 
GILCO STOCKING SAVER 








For yeara silk and other frail ay | have been destroyed by 
roughness inside shoes. Now comes the Gilco Stocking Saver to 
alleviate this trouble and add to the life of expensive hosiery. 
This article satisfies a real need and selJs on sight. Many custom” 
ers buy a pair for every pair of shoes. 

Not to be confused with the ordinary non-slip, intended to pre- 


= tipping at the heels. Thi article is just what. its name denotes—A STOCKING 


Easily attached by ‘moistening{the adhesive surface and placing inside the shoe. Will not 
ravel and can be easily_altered ~s mone et face placing inside the shoe ill no 


E. T. GILBERT MANUFACTURING COMPANY 
lco ROCHESTER, N. Y. 
If Your Jobber Hasn’t Them, Tell Us Who He Is and We'll Send Samples | 





















_— 
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The Shoe Store Service Department 0: 


What It Is and What It Does 


This is the dealer’s consulting and statistical department—an adjunct to his own organization 
and facilities. 1ts function is to bring to bear upon the individual shoe dealer’s problems the 
cumulative experience of thousands of other merchants. You are invited to communicate with this 
department for conference and data on any problems you are facing. Particularly the following: 


Equipment— 


If you are opening a new store or refurnishing (possibly 
remodeling) an old one—if you are considering new seating 
or shelving arrangements, showcases or equipment, send 
us an outline of your requirements. We can give you an 
idea as to the cost of what you have in mind, help you in 
selecting or specifying, and put you in touch with the 
makers of the wanted equipment. 


Trimming — 


New thought on this subject is always wanted. Boot and 
Shoe Recorder representatives are always out over the 
country gathering the most recent and practical ideas for 
shoe store window and interior trims for all occasions. 
We will gladly help you in planning your trims, in deter- 
mining the right fixtures and materials to use, with a view 
to both attractiveness and economy. 


Sign Designing — 


Your sign writer may feel free to confer with us whenever 
you wish to work up unique color schemes, lettering, deco- 
rative touches and illustrative treatment for special occa- 
sions. If you have no sign writer, a high-class service in 
the production of show cards, window backs, etc., can be 
arranged for through this Shoe Store Service Department. 


Advertising — 


What to advertise, and when and how—if you would like 
the help of experienced and highly successful shoe adver- 
tising men in solving these problems, write our Shoe Store 
Service Department, Chicago. State the types of shoes 
handled, class of trade sought, present condition of stock, 
and describe the numbers you particularly want to push. 
Send samples of ads. 


Lighting — 


The lighting is an important factor in the effectiveness “of 
shoe window displays. For shoes the lighting require- 
ments are different from those for dry goods, clothing, and 
other merchandise which is set higher up in the window. 
Likewise in the store interior, there is need of more light 
and more even radiation on the floor. In applying the 
correct principles to your lighting we can help. 


Accounting — 


In most shoe stores there is room for improvement in the 
method of accounting. If you feel that this is the case in 
your store, discuss it with us and see if we can suggest 
means of lessening the amount of work entailed or of hav- 
ing more complete records more readily to hand. We can 
advise where the needed forms, etc., can be procured 
ready for use. 


When you want anything in the line of equipment for store interior, window or office, and are 
uncertain where to buy it, write this department for the desired information. 


Check Items in Which You Are Interested 
Manufacturers’ Catalog Will Be Sent You 





O Store Arrangement 0 Stock Boxes 
O Store Front Construction 0 Shoe Carton 
© Counters O Metal Ceilings 
f) Shelving © Window Valances 
B Sho Window Backgrounds B Oden Aptlianese 
Ww 
0 Show Window Decorations O Sales Check Books 
O Store Seating O Store Interior Decorations 
© Cash Carriers © Electric Signs 
O Store Fixtures bd Siding Machinw 
ch ay he O Play-Room t 
Glass Fixtures ©) Hosiery Cases & ures 
bs Rectal y Fixtures oP ery Pe meg 
O Souvenirs and Premiums © Duplicators 





Remarks 

















Name 





Address 





City and State 
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nitlof the Boot and Shoe Recorder 


Please submit the following information when consulting this department with 
regard to Store Fronts, Interior Arrangement, Backgrounds, Decorations, and 














Special Trims. 


PEC ee ae Le Ty Re eS ae 
ESTE TEI) TIFT A EE Dee Oar MO Hee le eee ~ 
| ee eS eee ee CPR MLER See een 
Name and position of correspondent...0..0..0..0.0...0...0..00cccccccecseeseseseteeeees 
REGARDING INTERIOR STORE FRONT 
Dimensions, exclusive of windows and vestibule Type CES a a a 
LEE DS Ce MR Saisie <p. y. hey ae MNES ae ae may ase eet sais 5 : 2 | 


Size and location of permanent fittings elsewhere 
A nas cb sdcb sascha weekscesynnseseek enn 


Floor: <a eae oe 


Lights: Give size, type, power, etc., and exact 
I IE s 6.0.00 cesscccccecnendshe ae oi 


eoeese reese ee ee see eeseeesteseeeeseeseeeeeeesese 


WINDOWS 
Number of windows, location and dimensions of 


Permanent backs—type, dimensions, material, 
design and color motif of each................ 


Fixtures: Appropriate number, size, design and 
finish of stands, tables, drapes, rugs, models, etc. 
Window ‘Lighting: Number, make, type and 
power of concealed lamps in each window...... 


Where convenient, above data should be accompanied by photos, plans, etc. | 
Mail to Shoe Store Service Dept., Boot and Shoe Recorder, 189 W. Madison Street, Chicago 








}vcanea 
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EFFECTIVE SHOE DISPLAYS CREATE SALES 
Write for our catalogue 
J. R. PALMENBERG'’S SONS, INC. 
Established 1652 
63-65 West 36th Street, New York 


CHICAGO BOSTON BALTIMORE 
204 W. Jackson Blvd.. 26 Kingston St. 122 W. Baltimore St. 





GUESS 


Why tanners of smooth, 
white leathers recommend 
Cinderella White Kid Polish 
and Cleaner to the shoe 
manufacturers to whom they 
sell their leathers. 


THEN 


























Guess why over 100 slipper 
manufacturers mail - order 
Cinderella Silver Slipper 
Cleaner. 


Retailers sell these polishes 
put up in attractive packages 
for home use. 


Produced by 
EVERETT & BARRON CO. 
Providence, R. !. 
Makers of highest quality footwear finishes 











For Profit-Making Deal fill out and send 
is Coupon. 












































——— 
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New Styles that are Trade Winners 


February 24, 1928 












NOW IN STOCK 




























SIZES | 2.5) 
Ds ceascnmtenl 414 to8 
SRS: 4 w8 
icici aues wlebientd 34 to8 
SREP 3 to8 
5 bcmmenwnen 38 4 : 
No. B436—$5.00 i No. B422—$5.00 
Russia Calf and Brown Suede Patent Leather and Gray Suede 
Combination TERMS: Net 30 Days Combination 


244 Last 12-8 Heel 








C. P. Ford & Co., Inc. 


NEW YORK) CITY -127 DUANE STREET 





241 Last 14-8 Wood Cuban"Heel 


Rochester, N.Y. 
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makes shoes look new 





EPCO is a liquid enamel which 
restores that much desired new- 


ness to sole edges and to heels. 
LEATHER | HEELS 


Your customers prefer Repco to any iets _| 
other brand of enamel because Repco 
is easily applied without danger of soiling 
hands or clothes. 


























For sale by Shoe Findings Jobbers 
Repco contains no varnish, shellac or Better arder some Repco today 
other gummy substance --- but materials 
that protect the leather and prolong its UNITED SHOE MACHINERY CORPORATION 
life. And, best of all, Repco clings Boston, Mass. 
firmly and evenly to the surface. It does San Francisco Branch, 859{Mission St. 


not rub off. 
J. K. KRIEG COMPANY, New York, N. Y. 


Repco is made in every stylish color 
--- white, ivory, light gray, dark gray, UNITED SHOE§REPAIRING MACHINERY CO. 
champagne and Havana brown. Boston, Mass. 
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Are You This Dealer? 


line of USKIDE Soled shoes build 
him a reputation for selling shoes that 
give exceptional wear. 


OMEWHERE in your city there 
probably is a dealer who is “cash- 

ing in” on the trade building possibil 
ities of USKIDE by featuring as a 
leader a line of heavy service shoes 


with USKIDE Soles. 


He doesn’t worry about the com- 
petitor who depends upon “cut price” 
sales to bring trade to his store. He 
doesn’t have to cut his profit to the 
bone in order to put a selling appeal 
back of his merchandise. 


He knows that he is beating his 
competitor to it by letting his 


USKIDE invariably means extra ser- 
vice. The customer, however, instead 
of attributing this extra service directly 
to the soles is more likely to think of 
it as a quality possessed by all the 
shoes sold in that store. 


This is only one of many ways in 
which USKIDE is helping to build 


business. 


Are you the dealer in your town 
who is profiting by it? 


And Remember: A combination of “U. S.” Spring-Step Rubber Heels 
and USKIDE Soles makes the ideal shoe bottoming equipment. 


United States Rubber Company 





USKIDE Soles 
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Big Season Ahead for Footwear with 
Sewed Rubber Soles 


- HEY will sell themselves.” Such 
Ts the judgment of one shoe mer- 
chant on the new types of sport 
shoes, with sewed soles of crepe rubber, 
ordinary rubber, or fibre. He expects 
large sales of such shoes, the coming sum- 
mer, and he has already bought gener- 
ously of them. 

However, it is usually a good rule of 
merchandising to push shoes that are sell- 
ing, just the same as it is a good rule of 
farming to make hay while the sun shines. 
Hence the need of feature work on sewed 
rubber sole shoes. But feature ideas, that 
are distinctly new in merchandising are 
sometimes as scarce as hen’s teeth. 


What's New in Merchandising? 


Easy enough is it to suggest a sport shoe 
window, with rubber sole sport shoes, and 
trimmings of tennis nets and rackets, or 
golf clubs. Everybody knows it. Also, 
it is easy enough to mention an educational 
display, showing the development of rub- 
ber footwear. Everybody knows about it. 
Either one of these ideas, on a super-scale, 
would do well. 

But what is there that is strikingly new? 
Would it be wise to set up a grind-stone in 
a window, and have a boy grind rubber 
soles on that stone, to show how tough 
and long wearing they are? Would it be 
wise to have a sandwich man walk around 
the town, with a sign telling that he wears 
the “Premo-Primoe” soles, to see how 
many thousand miles he could walk before 
he wore them out? The ideas have their 
merit. But they do not hit the mark. 
Sewed rubber shoes are sold these days as 
a Style proposition, the same as other shoes. 
So telling about the wear of them does not 
fill the bill completely. A word must be 
said about the style and the usefulness of 
the shoes. So it seems up to the shoe mer- 
chant to wear a good pair himself, and 
take them out to the country club, and 
brag about them, even with as much zeal 
as he brags about his golf score. 


Shoes Sold on the Golf Course 


To thunder with the tradition that a 
man should leave his business behind him 
when he leaves his store. A host of goods 
are Sold on the golf course these times. A 
shoe man’s art of merchandising is not 
limited to his window display, store ar- 
rangement and advertising. Let him show 
the new types of shoes on his feet, espe- 
cially the distinctively new rubber sole 
shoes, and they will speak for themselves 
at the country club, the Rotary club, the 
Chamber of Commerce and along the 
street. 


“Saturday Sneakers” 


A shoe merchant is planning to feature 
“Saturday Sneakers” during the early 
summer. He figures that most sneakers 
are bought to be worn Saturday after- 
noons and Sundays. So he will have a 
special sale of sneakers every Friday. 
Various notions has he to work up for his 
Friday sales. He will start with adver- 





at bm ym a short boot ut & the 
U.S. uber Company to Pa espec = © to 
eae pane one is a const 
possibility that loose dirt or other substance woilt 
— into top a the ordinary short boot. Ditch- 
excavators, miners and irrigation workers 
will find it capecially adapted for their _— 
The Kneetite is a black, gray sole boot, 
the same heighi as the Short Boot. The ‘eg or ane 
Kneetile is stiff half way up, but the up, 
is oo ws a stra, ly 7x the top. - -- 
strap pulled tigi soft upper clings 
~~ the leg without pnt mg 





tising and window displays, to get the at- 
tention of shoppers. He will talk quality 
of sneakers first. As the season wears on, 
he will run special price sales. That is to 
clean out his stocks, so he won’t carry any 
over. 

His store, by the way, is in a small city, 
that has Saturday afternoon half holidays 
for its factories. The stores keep open. 
He figures that people won’t buy sneakers 
on Saturday afternoons, or evenings, for 
they will be off playing tennis, baseball or 
yachting. But they will, he believes, buy 
sneakers Fridays in preparation for their 
week end pastimes. Hence his Friday 
sales. 


A Year for Arctics 


March may bring more sales of arctics. 
And the early fall may bring still more 


sales. Snow may come as late as March 
23, according to the Old Farmer’s Almanac, 
which is, doubtless, as good an authority 
of weather prospects as there is. Also, 
snow may come again next Thanksgiving 
time. And there will be rains around St. 
Crispin’s day. 

So arctics, or other cover shoes, may be 
worn in March, even close up to Easter, 
and that will give merchants a chance to 
clean out stocks of such shoes, if any they 
have. People, careful of their health, are 
not going to be in haste to put off their 
arctics, or cover shoes, especially if the 
spring is cold and damp. 

And that prospect of snow around 
Thanksgiving time foretells an early open- 
ing of next season’s sales of arctics and 
cover shoes. 

Arctics may be a shop worn subject of 
conversation, But, if they keep on sell- 
ing, why not keep on talking about them. 
There is nothing like pushing a good thing 
along. 


Sneakers and Stockings 


Sneakers and stockings go together in 
the retail store, the same as do shoes and 
stockings. If sneakers are for real ath- 
letic use, that is for wear in the gymnasium 
or on the tennis courts, sell woolen stock- 
ings with the sneakers. One supplements 
the other in the wearing. Ask experi- 

enced players. Nine in ten of them will 
tell that the stocking is quite as important 
as the sneakers. They make for agility 
and speed, as well as comfort, in any game, 


Name of Heels 


Which way does the customer read the 
name on the rubber heel of his shoes? 
Does he hold the shoe toe to his eyes, and 
read it that way? Or does he hold it heel 
to his eyes, and read it that way? Some 
Say one way and others say the other. 
And some heels are made with the trade 
mark to the toe, and others are made with 
the trade mark to the heel. Of course, it 
is desirable that the customer should read 
the trade mark, especially if he is a particu- 
lar customer, who has his favorite brand 
of heels. 

Incidentally, a shoe man is apt to look 
at the shoe with the heel towards his eye. 
He squints along the heel and forepart 
to tell if the shoe treads true. So he would 
naturally read the name on the rubber 
from the heel part of the shoe. But with 
the average customer in the store, the case 
may be different. He is not familiar with 
the fine points of judging a shoe. 
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Grau'ord Shoe 


BRANDED OR UNBRANDED 


READY TO SHIP STYLES! 


Ask for copy of our latest IN STOCK Style Book showing men’s and women’s shoes 




















We are regularly featuring here 
the numbers which our stock de- 
partment has selected for the 
season's selling. Spring, Summer, 
Autumn, and Winter each brings 
its call for special styles, which we 

make it our busi- 

ness to have on 


hand for immedi- 
ate delivery. 


—Men's Ha’, Tony Red Calf, Belmont Last. No. B-538—Men’s Patent Colt Dress and Dancing Oxford, Light 


No. B-862 
rews Stitchi Weight Construction, with flexible Sole, Imitation Turn 
Heel, “Goodyear Wi Hee eel.” 13. Stee $6, 00 Edge, Hollow Heel, Peg Top Piece, Short ‘End Bo $5. 00 
Single Sole. wie to D. —_ Winsor Last. Widths A 2h D. “Crystal.” 


ag ol 
No. B-548—Same as above Dull Bl a. Calf 
No. B-872—As Above, in P. & V. No. 104 $6.00 Winsor, Lasts. "Widths K wD. Code $5 .00 


Wearers of Crawford Shoes Know They Satisfy 


No expense is spared to have lasts and patterns 
of the latest designs. The quality of materials 
used in their construction is of the BEST, com- 
bined with the unexcelled workmanship of the 
New England shoemaker, who leads the world. 


. Order from Advertisements 


You can order from our advertisements with every 
confidence of getting shoes of uniform standard. 
Each number brought to your attention through 
advertising is a proven seller. If you have never 
sold the Crawford shoe, we suggest you stock a 
few numbers and see, how well they sell. A trial 
in this wayjhas revealed{ new; sources of profit to 
many. Why not you? 


No. B-847—Men’'s Oxford, Darby No. B-947 — 4 
Lest G _—_ a $ 4 a Heavy —Sa Gal 
ear Wingfoot lun's Black Viking. $5. 0 


ier? $5.60 
CHARLES A. EATON COMPANY 


“The Sterling Shoemakers of New England” 


UY BROCKTON, MASS. NY 


ae 
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Patent, Gray Buck and Suede Leathers 


j 
+? 


Running Strong 


In Active Demand by Manufacturers Who Are Working. 


since the first of the month although 

it is in most ways a buyer’s market. 
The standard tannages of upper leather 
particularly for novelty shoes are bringing 
full quotations. The regular grades of 
staple leathers, however, are not moving 
so well and some con<essions are made to 
insure sales. The general industrial activ- 
ity is a help to the situation and the fact 
that there is not an over supply of shoes is 
bound to increase the call for leather. Shoe 
manufacturers are getting busier and there 
is a more healthy spirit on the whole than 
there was noticeable a year ago. 

There is an active business in novelty 
shoes and this helps the sales of certain 
tannages of leather. The sales of staple 
shoes, however, have been moderate, 
which limits the purchases of heavy side 
leathers. There is virtually no change in 
price of leather and the general level is 
about the same as for the past few months. 
As shoe factories on women’s and novelty 
shoes are busy on Easter and spring trade, 
it means a good call for patent leather and 
gray buck and suede. These leathers are 
both running stronger than a year ago. 
The leading houses handling lines of upper 
leather report a good business. Colors 
and blacks are popular and the supplies 
coming in from the tanneries are well taken 
up. Colored sides of upper slightly snuffed 
are quoted at 29c, 27c and 25c per foot for 
the top selections. Buck colors in the 
popular shades are active, especially in 
white, bringing from 30c to 40c per foot. 
There is a good call for suede calf especially 
in gray; patent leather sales are increasing 
and there is plenty of business in sight. 


S isce of leather have been expanding 


Sales are also increasing on glazed kid 
and the volume of kid leather business is 
much larger than a year ago at this period. 


Sole Leather Firm and Active 


The sole leather situation is fair as to 
volume. Prices are firm and steady and 
tanners are having less difficulty in se- 
curing prices which insure a profit. Re- 
ceipts from the tanneries are taken up for 
immediatedelivery. Union backsare mov- 
ing most readily and at market quotations. 
Heavy steer union backs are bringing 
55c per pound, cows 50c, for the best tan- 
nages. There are good sized sales of oak 
sole, especially of backs. Country hide 
bends are quoted down as low as 50c— 
backs 40c. Finders’ heavy bends bring as 


on Easter Footwear 


high as 80c and backs 57c to 60c per 
pound. 
Calf Leather Active 


The calf leather market is fairly active, 
the best selections of suede finishes are 
quoted at 55c to 60c per foot. Medium 
grades of suede bring from 40c to 45c and 
the cheaper tannages and finishes from 
30c to 35c. Full grained colors in plump 
weight calf are quoted up to 48c per foot 
for choice selections. The average leather 
brings 45c for No. 1; 40c for No. 2; and 
35c for No. 3. Cheaper leather is quoted 
at from 25c to 30c. The black finishes are 
quoted at from 3c to 5c lower per foot. 


Fair Call for Heavy Upper Leathers 


Tanners of side upper leather are busy 
and prices continue firm. The top selec- 
tions of colors of the best finishes are 
quoted as high as 30c per foot, 26c for 
medium and 22c for the lower grades. 
There are considerable quantities of 
snuffed leather sold with quotations rang- 
ing from 14c to 20c. There is an active 
business in side buck in gray and colors. 
The best call, however, is for gray buck, 
prices ranging from 40c to 45c for No.1s; 
35c to 40c for No. 2s; and 30c to 35c for 
No. 3s. Cheaper leathers are available at 
30c, according to quality. 

There is a fair call for veal, kip and elk 
leathers, prices ranging from 20c to 24c 
per foot. The top grades of elk bring up 
to 40c and 44c per foot. The heavy water- 
proof leathers in grained sides for heavy 
working men’s shoes are quoted at 22c to 
30c. 


Pateni Leather Orders Delayed by Weather 


The call continues to improve for patent 
leather and a larger volume is expected 
within the next few weeks. Japanners 
have been delayed by the severe weather 
conditions, which results in unfinished or- 
ders. There is no change in prices. The 
top grades of patent sides are quoted at 
48c per foot for best selections, 45c for 
seconds, and 35c to 40c for thirds. Cheap- 


er leather is available at 30c and lower. 


Patent kip is available at 50c per foot. The 
top grades of patent kid are quoted at 55c 
to 65c per foot. 


Kid Trade Improves 


The sales of glazed kid have been in- 
creasing for some weeks and the kid tan- 
ners are busier than for some time past. 


A handicap to the situation is the high 
prices and difficulty of securing raw stock. 
Tanners are busy but their top prices do 
not represent replacement values. Choice 
selections of finished kid range from 70c 
to 80c per foot. Medium grades range 
from 40c to 60c and cheaper grades from 
30c down. Blacks are usually quoted from 
5c to 10c lower per grade. The kid market 
is fairly well cleaned up on the lower 
grades. 





Lunn & Sweet Employees 
Have Barn Dance 


More than 1500 persons attended the 
Third Annual Barn Dance and Midway 
given by the Lunn Sweet Employees’ 
Association at Lewiston, Maine, City 
Hall, Saturday, February 12. The affair 
was a tremendous success from every 
standpoint and out-classed previous barn 
dances 100 per cent. 

The salvation booth operated by Henry 
Rankin dispensed cold drinks. Bill 
Rogers and his pups (hot dogs) were 
kept busy all the evening. Charles Jaynes 
with his Feed the Pill to Willie was a 
“marked” success. Frank Grayson with 
his troop of Hula Hula Girls were excep- 
tionally popular and drew down the dough. 
“‘Some actors!”’ Millie Dudges, the world- 
famed fortune teller, regulated the path 
of life for most of those who visited her 
tent. She was ably assisted by a troop of 
girls. “Oh you Baby Doll,” operated by 
the young ladies from the main office, 
attracted a great deal of attention and 
the prize of the evening was drawn by 
Dick Ayres. Tubby Brown won the $5 
gold piece while William LeClair was the 
winner of the $2.50-gold piece. 





75 Years Old 


Incidentially it is said that this is the 
75th year of the modern rubber shoe in- 
dustry. Rubber footwear is at a new high 
plane today. But, season by season, it is 
going higher, in method of making as well 


‘as in uses of shoes. 





Shoes for Sports 


A maker of athletic shoes, who per- 
sistently urges that shoes for sports, 
especially golf, should be made as light as 
possible, is soling his shoes this year with 
soles of crepe rubber. 


~*~. 
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NO. 304 


Misses’ Patent Leather Two Button Instep Geen 
to Single Sole, McKay, C and D 


ll ‘ 
Children’s, 8 4 to 11 
Infants’, 5 to 8. 
Growing girls’, 2% to 8 

















No. 339 
Misses’ poems a Colonial One Strap, Toe Room 
Last, c&a&Di cvecsbeveceusecenenseowet $2.50 
Child’s 8 }4- il . 


BR acecdivcciccascesaishudentarsiecd 





No. 436 


drowing Girls’ Patent Leather, One Str 
= k Saddle, with or without Imt. Tip, 
No. 5 Last, C & D, 9-8 Rubber Heel, 214-8 $3. 
Women's No. 37 Last, A A to E, 13-8 Rubber 
ih le. .¢actenenkebhd eves eeenes Fy = 
Misses’, 11 44-2, Toe Room Last, C & D. 
Children’s 8 44-11, Toe Room Last, C & D 34s 
Infants’, 5-8 Toe Room Last, C & eee 2.05 
Also made with Mat. Caif at same ‘price. 





No, 434 
Girls’ Patent Leather Elk One Growii Girls’ Patent Leather Mat. Calf 
o. 5 Last, C & D, 9-8 Rubber Heel, Saddle Oxford, No. 5 Last, C & D, 9-8 Rubber 
omnanesneeneosecapenoused $2.80 Heel, BIB ee Ae 
Women’s No 37 Last, A A to E, 13-8 Rubber Women’s No. 37 Last, A A to E, 13-8 Rubber 
Also made with Mat. Calf Se, WE. osnenceedeevaneeeinee ane 2.80 
Misses’, 11 14-2 Toe Room Last,C & D.. 2.45 
Children’s 8 34-11, Toe Room Last, C &D 2-25 


Infants’, 5-8, ‘oe Room Last, C & ioss & 
Also made with Grey Elk Saddle at same prices. 


The Trade-Compelling 


Power of Price 


- 
The Trade-Holding 
Power of Quality 


these Wobst leaders strong leaders for you! 





No. 615 


Women's Choc. Side Full Quarter Oxford, Single Sole 
McKay, 13-8 Rubber Heel, No. 37 Last, AA to E. . . .$2.45 
Also made of Gun Metal or Black Kid.............. 2.45 
Patent Leather or Brown Kid.................++.- 2.65 
(Growing Girls’, Misses’, Childs’ and Infants’ made on our 
Toe Room Last 





Delivery in about Thirty Days 


WOBST 


411-421 Vliet Street 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies te advertisements. 


SHOE CO. 


Milwaukee, Wis. 
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(This Department is conducted by Heten M. Haney, Associate Editor) 


Salesmen Urged to Do Their Part in 
Trade Co-Operation 


HE necessity of all branches of the 

shoe and leather trade getting to- 

gether and solving all problems 
threugh the medium of active co-opera- 
tion was stressed before a meeting of the 
Boston Shoe Travelers’ Association, Satur- 
day, February 17, by Frank B. King, 
former president: of the N.S.T. A. and at 
present chairman of its Styles Committee. 
He pointed out, in urging the importance 
of co-operation, that it already has done 
much to stabilize style conditions, citing 
the styles reports sent out after gatherings 
representing manufacturers, retail mer- 
chants, traveling men, and _tanners. 
“This,” he said, “is one very practical il- 
lustration of what can be accomplished.” 


Work Closer to Your Customers 


Closer relationship between the retail 
merchant and the traveling man, he be- 
lieves, will come through the increasing 
familiarity of the traveling man with the 
needs of the individual merchants whom 
he serves. One service which can and 
should be rendered by the traveling man, 
he said, is to keep his customers in touch 
with the general style situation and help 
that customer to select from the styles 
recommended those which are best suited 
to the needs of the customer’s community 
and trade. 


King and Slater Working Together 


Mr. King also told of a conference held 
recently with John Slater, president of the 
N.S. R. A., in which it was decided that 
the year 1923 should be a get-together 
year; that they had planned, acting to- 
gether, to do everything in their power to 
bring about a closer understanding among 
all branches of the trade to the end that 
all "will boost as a “committee of the 


whole” and thus better the industry and 
set it right in the eyes of the great public 
whom it serves. 

The meeting was presided over by Presi- 
dent. A. L. Puffer who, following Mr. 
King’s address, sought an expression of 








ARTHUR L. BROOKS 


Who will cover the South for the M. A. Packard 
Company 





opinion from the members as to the ad- 
visability of holding the annual outing 
which, heretofore, has been an almost in- 
tegral part of the National Exposition and 
Style Show in July. 

A determined membersbip drive is to 
be made by this association with two mem- 


bership teams in the field, headed respec- 
tively by Sid. L. Curry and George J. 
Lovely. 


Brooks with M. A. Packard 
Company 

After 24 years of continuous association 
with Stetson Shoe Company, during which 
time he made 48 trips to the South, Arthur 
L. Brooks has engaged with M. A. Packard 
Co., of Brockton. Mr. Brooks will cover 
the States of Virginia, North and South 
Carolina, Georgia, Florida and Alabama, 
the same territories in which he has been 
traveling for nearly a quarter of a century. 
He will start about March 1 on his trip 
with the Packard line of men’s and wom- 
en’s welts, calling on old friends and 
making new customers for this line. Arthur 
Brooks, who is as well known as any sales- 
man traveling out of Boston to the South, 
is a member of the Southern Shoe Sales- 
men’s Association and was its seventh 
President. His many friends in the South 
and elsewhere will be interested to learn 
that he has made a connection with the 
well known concern of .M. A. Packard. 
The photograph which accompanies this 
article is an excellent likeness of Mr. 
Brooks and will be so recognized by all 
who have the pleasure of his acquaintance. 


Fred Coleman Off on Trip 


Fred Coleman left Boston Saturday, 
January 20, on his first round-the-country 
trip for McElwain, Holmes & Talbot, 
Hudson, Mass. Commencing with New 
York, he will cover the larger cities to 
Texas. This is Mr. Coleman's “old hunt- 
ing ground,” and his many friends thereon 
have already hung out the welcome sign 
anticipating his coming. 
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No. 593 








Style 
Duro 


The SAVOY 






NOW READY 


If one of your customers says 
“Let me see one of those oxfords 
with that harness stitch I've 
heard so much about”—and you 
haven't got it—yes, you'll be 
asked for it all right! 

And don’t forget, the Savoy is 
another live one. 

Easter comes this year April |. 


Tan Duro Calf 
Derby Lace Oxford 


Be 200s ceees 
CoD . nc ccces 


No. 592 


in Black 
Calf 


evweces 7-11 
eoscces 6-11 


For Easter 


a 


SHOE 


No. 591 
Tony Brown Calf 
Polo Oxford 


(Harness Stitching) 


The ESSEX 


M. A. PACKARD COMPANY 


BROCKTON, 


MASSACHUSETTS 

















ARTHUR L. BROOKS 


for twenty-four years Southern representative for The Stetson Shoe Co., So. 
Weymouth, Mass., is pleased to announce that beginning March first, 1923, he 


will be associated with 


M. A. PACKARD COMPANY 
BROCKTON, MASSACHUSETTS 


his territory comprising Virginia, North Carolina, South Carolina, Georgia, 


Florida and Alabama. 


He will be pleased to meet his old customers and friends, as well as regular 
Packard dealers and show them a very complete sample line of the well-known 
Packard shoes, both “in stock’’ and made to order. 


He will leave for his territory early in March, and will be glad to know of any 
customers who desire him to make an early call upon them. 
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Pee weeds 
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CLYDE O. NEASE 


In charge of Indianapolis office of the Charles 
‘Mois Shoe Co. of Coneinnatt 


W. D. HOLLIDAY 
A former buyer who now sells to them. 


W. F. HEATON 
4 aap men ote bee eeeety Sp 0888 & Co 


Rice § Hutchins Ci Company. 





Nease Moves to Indianapolis 


It’s a good thing for a shoe traveler to 
be well and favorably known inthe terri- 
tory which he covers. And thatis:the case 
with Clyde O. Nease, who has just taken 
over the Indianapolis office of the Charles 
Meis Shoe Company of Cincinnati. Mr. 
Nease has travelled for a number of years 
through the territory of which this city 
is the center and numbers among his 
friends a great many of the retail shoe 
merchants. His home has been in Leb- 
anon, Indiana, from which he is moving 
his family to Indianapolis. The Indianap- 
olis office of the Meis Company is in the 
Odd Fellows Building, Room No. 813. 


Indiana Travelers to Hold 
Big Buyers’ Show 

The Indiana Shoe Travelers’ Associa- 
tion, aside from keeping alive the interest 
of its members by all sorts of clever pub- 
licity stunts, have undertaken to pull off 
a big buyers’ convention in Indianapolis, 
March 5, 6 and 7. Headquarters will be 
at the Claypool Hotel and more than 100 
lines of footwear of all kinds will be spread 
for the approval of Indiana merchants who 
attend. All shoemen are invited. There 
will be no registration fee and not even a 
luncheon fee, for the travelers, to do 
“things up brown’’ will see that lunch is 
served to everyone present promptly 
every day at noon. 

“Nothing required of you but to come,” 
says a card being sent out by the Public- 
ity Committee, consisting of C. I. Slipher, 
C. E. Wilson and C. T. Foreman. “See 
the latest fashions in footwear and mingle 
with your friends. Special features for 
the ladies and evening entertainments.” 





New Man for Ault-William- 
son Shoe Co. 


W. D. Holliday, who was formerly a 
buyer for the Montgomery Fair, will take 
the Ault-Williamson line into Tennessee, 
Alabama, Georgia and Florida this season. 

Mr. Holliday’s home is in Montgomery, 
Alabama, and he has a close acquaintance 
with the trade and conditions in these 
states, so that we know he will find a wel- 
come wherever he carries the “Constant 
Comfort”’ line. 


Several Deaths in Ranks 
of Travelers 


Death has claimed several well known 
shoe travelers if the recent past. 

Walter Hart, a veteran traveler, for 
years with the Newburyport Shoe Com- 
pany and the Nathan D. Dodge Shoe Com- 
pany of Newburyport, and more recently 
with the Parker, Holmes Company of Bos- 
ton, died early this week at his home in 
Newton, Mass., at the age of 64 years. Mr 
Hart was born in Charlestown and entered 
the shoe and leather industry in early man- 
hood. The funeral was held from his home 
last Thursday afternoon. Surviving him 
are his widow, one daughter and a sister. 


H. L. Robbins 

At the moment of going to press, word 
comes from Buffalo of the sudden death of 
Hollis L. Robbins, who covered New York 
State for the W. L. Douglas Shoe Com- 
pany. Mr. Robbins’ death was caused by 
pneumonia and his illness was not over 
two days’ duration. His home was in West 
Somerville, Mass. Funeral services were 
held last Wednesday from the Woodlawn 
cemetery. 


James B. Meek 


Death also has claimed James B. Meek, 
a charter member of the Indiana Shoe 
Travelers’ Association, who covered In- 
diana, Illinois and Michigan for the Dut- 
tenhofer-Stevens Company of Cincinnati. 
Mr. Meek died of heart trouble in Jackson, 
Mich., February 13. His body was taken 
to Spencer, Indiana, for burial. 

Those who. attended the N.S. T.A. 
convention in Chicago, will recall the ac- 
tive part played by “Jim,”’ as he was 
known to hosts of friends. And particularly 
will they recall the prophetic words with 
which he introduced a resolution memori- 
alizing members who had died during the 
year: 

“For, gentlemen, we don’t know when 
we shall be called.” 


William H. Flood 


The Boyd-Welsh Shoe Company of St. 
Louis, loses an able salesman in the death 
of William H. Flood, its New England 
representative. Mr. Flood died of pneu- 
monia at his home, 19 Pierce Place, Can- 
ton, Mass. He was a member of the 
Chicago Shoe Travelers’ Association and 
an active worker for the good of the in- 
dustry. 

Mrs. John M. Meggett 


Th sympathy of the trade is being ex- 
tended, also, to John M. Meggett, New 
England representative of Plant Bros., 
whose wife died this week at their home in 
Newton Center, Mass. 


If your capacity to acquire has out- 
stripped your capacity to enjoy, you are on 
the way to the scrap heap.—From Indiana 
Shoe Traveler Live Wire Bulletin. 
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Men | of Decision 


» choose the Goding 
b) asa shoe of Practical Worth 


= 
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IN STOCK 


Glazed Bleck Australian VERY GODING SHOE is scientifically 

} ag A ye made to fit. This means comfort. Because 

cul lanier, Vpeotont re of fitting evenly around the foot, the 
$5.65 wear evenly. That means durability. And, 












moreover, the — line enjoys widespread 
No. ¥ 803 recognition for style correctness. 


“"IN STOCK r Here are two numbers in keeping with the 
Black Australian Kangar growing demand for well made kangaroo 
Ba cochion that pied shoes. Attractive window cards and price 


fe eee tickets are furnished with them. 


covering in place, 


a THE GODING 
SHOE CO. 


833-855 W. CHICAGO AVE., CHICAGO 
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HERMAN A. BRICK 


Covers Eastern and Middle States as far away as 
Detroit, 6 YY poe me og bh Novelty Co. He 





Brick Predicts Big Ornament 
Business 


Herman A. Brick covers eastern’ and 


middle states, as far away as Detroit, for. 


the French Beading and Novelty Com- 
pany. Mr. Brick has been “brought up” 
with this firm; has been a member for a 
number of years and knows the shoe 
ornament business thereof from A to Z. 
With such a big field for operations and 
because of the high-grade features of this 
line, the bulk of Mr. Brick’s business is in 
the larger sections of his territory. He 
attended the N. S. R. A. Convention at 
Chicago, where, incidentally, he met a 
great many of his friends and imme- 
diately that the convention was over, he 
was off and away on his trip. He is re- 
porting some excellent sales, and believes 
that these will maintain throughout the 
year—in fact, results thus far obtained 
bear out his predictions, made at the 
N. S. R. A. Chicago Convention, that the 
present season will be one of the greatest 
in the history of the ornament business. 


Rubin a Former Shoe Buyer 


Benjamin G. Rubin is also interested in 
the company and handles the sales end of 
the business through the South, Southwest 
and Northwest to the Coast. In addition 
to his knowledge of the ornament busi- 
ness through his connection with the 
house, which has been for a considerable 
time, Mr. Rubin also brings to his busi- 
ness the experience of a successful shoe 
buyer in connection with a big chain store 
organization with which he was con- 
nected for a number of years. 


stock. 
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Sid Minster, Big City Sales- 
man, Leaves Shoe Game 


Sid Minster, one of the best known and 
certainly one of the most successful sales- 
men of shoes on the road, has left the shoe 
and leather industry and is now connected 
with the Lyk-Glas System, a New York 
City company specializing in the painting 
and enamelling of automobile bodies. For 
several years, Mr. Minster has been with 
the A. J. Bates Company of Webster, 
Mass., covering the big city trade, and 
has stood high in his sales records. Loyal- 
ty was one of his big assets—loyalty to his 
company and loyalty to the retail mer- 
chants whom he served. Therefore, it is 
not surprising that, after tendering his 
resignation, he should sit down and dictate 
a letter to all his accounts tending to make 
it considerably easier for the man who 
takes his place. In this letter, he says in 
part: 


“You will be well taken care of by one 
of the boys connected with the organiza- 
tion for years, and personally known to 
you, and no doubt you will receive better 
care and attention than I have given you. 
I certainly want to take this opportunity 
to thank you for the courtesies you have 
at all times extended to me.”’ 


Siegrist Now with Hannahsons 


John Siegrist, formerly connected with 
the Friedman-Shelby branch of the Inter- 
national Shoe Company, has joined the 
Hannahsons sales organization, and is to 
represent that popular line in Eastern 
Missouri and Southern Illinois. _ 

Mr. Siegrist is a hustler; he is extremely 
enthusiastic about the Hannahsons line, 
and he is looking forward with a great deal 
of pleasure to the opportunity of showing 
this up to date fabric footwear to his many 
friends in this section. 


“Dan” Sundell Covers North- 
ern Illinois and Old Ter- 
ritory in Wisconsin 

In a recent issue of the Shoe Traveler 
Department, we stated that “Dan” Sun- 
dell, “who has been representing J. P. 
Smith Shoe Company of Chicago in 
Wisconsin, is now representing his com- 
pany in Northern Illinois territory, form- 
erly covered by E. E. Woodward.” Lest 
our report was misleading, we wish to 
state that Mr. Sundell will not only 
cover Northern Illinois, but* wiltretain 
his old territory of Wisconsin. 


Kurtz Man Says Pacific Coast 
Business Good 

J. W. Kurtzman, Pacific Coast repre- 

sentative for Johnson Bros. Shoe Man- 

facturing Company, Hallowell, Me., re- 

ports business very good on the Solace 

Arch shoe, four numbers being carried in 
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BENJAMIN G. RUBIN 


SienGin Ro sates end Ro Roent Roating ond 

Novelty Co. business 1 bg 

west and ae © Coast. eis a 
a EF XK. 





Yeaton Goes with T. D. 
Barry Company 

F. A. Yeaton of Los Angeles has been 
added to the sales force of T. D. Barry Co. 
and will represent that concern west of 
Denver. Mr. Yeaton, who has been so- 
liciting business in that territory for the 
past 20 years, is well acquainted with the 
trade and will undoubtedly prove a most 
desirable addition to the Barry organiza- 
tion. 

In this connection it is of interest to 
know that Harry Schweitzer, who for the 
past 15 or 16 years has represented T. D. 
Barry Co. west of Denver, has decided to 
take up another line of work. 


Tom LaLonde with Melanson 
Shoe Company 


Tom LaLonde, popular member of the 
Rochester Association of Traveling Shoe 
Salesmen, who for many years represented 
the Piehler Shoe Company of Rochester, 
New York, has joined the sales staff of the 
Melanson Shoe Company, and will cover 
the big city trade from New York to St. 
Louis. 

Mr. LaLonde has specialized in the 
manufacture and sale of misses’ and chil- 
dren’s footwear for many years, and from 
his investigations of the requirements of 
his trade, has developed a special last 
called the “Praktik” last, which has the 
endorsement of leading physicians and 
shoe men. Mr. LaLonde will in addition 
to selling shoes be associated with George 
Melanson in the building of new lasts and 
patterns. 
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| Anderson- Owens OVER-SIZE Specialties. 


IN STOCK 


| 610—Black Kid 2 Strap $4.25 


615—Brown Kid 2 Strap $4.75 


The 2-strap is also made to 
order in 3 to 6 weeks delivery 
in Fn Patent, with 13-8 leather 


Blas hk suede with 13-8 covered 
GD Bocevqoesesss $5.25 


Sizes 3% to 10, C-EE 


NOTE—To sizes 8% and 9 add 25 cents: 
9% and 10 add 50 cents 


(—————— ] 


| LYNN, 











Wide-ankle fitting is easily and 
profitably performed with our 
“Style-Full Over-Sizes.” There is 
they proper style for any large 
woman customer who may visit 
your place of business. Materials 
of nation-wide reputation go into 
every part of the footwear we 
manufacture, and our prices are 
extremely moderate when all quality 
points are considered. 





IN STOCK 


600—Black Kid Oxford $4.00 
605—Brown Kid Oxford $4.50 
Sizes 3% to 10, C-EE 


and boots 
675—Black Kid Fat Ankle Boot... .$5.00 
670—Brown Kid Fat Ankle Boot... .$5.75 
650—Black Kid Full Ankle Boot... .$4.75 
660— Brown Kid Full Ankle Boot... .$5.50 


Send for a few pairs on approval 


ANDERSON-OWENS SHOE CO. 


MASSACHUSETTS 


February 24, 1923 
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Sell Russell’s 
IKE WALTON 


Staunch and Serviceable as a Heavy Sporting Boot 
Flexible as a Moccasin ; 


Chocolate, chrome-tanned waterproof leather. Its unique 
construction provides four layers of leather between the foot 
and ground—more protection than the ordinary street shoe. 
Its light weight appeals to the outdoor man. 


The Russel) quality speaks for itself. So does Russell shoe 


The Scout Moccasin 


Made of Chocolate elkskin, with soles of flexible, sturdy Maple 
Pac. Natural shape affords every freedom to the foot. 


The ideal of comfort and service in moccasin footwear for dry 
season wear, and a sensible “pal” for the growing lad. 





Write for Dealers’ Price and 


Catalog 


W.C. Russell Moccasin Co. 


Berlin, Wis. 








The Boot and Shoe Recorder will appreciate your mentioning the publication in replies te advertisements. 
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A Beautiful, New Spring Creation 
IN STOCK FOR IMMEDIATE DELIVERY 
RUSSIA CALF SPORT OXFORD 
Zigzag Stitching on Quarters 
Goodyear Welt—Full Grain Leather Counter. Solid Leather 8-8 Mili- 
tary Heel, with Wingfoot Rubber Top Lift 
Be IN cctient te nbenm oe 34 to8 
ies pas ARR RA a 34 to 8 
iit | LSbivatledabd wa baile 23 to8 
MADE WITH LARKIDE superior 
WEARING SOLE. DRESSY, 
COMFORTABLE, DAMP-PROOF. 
Price, $3.85 
Distributed also by 
A. J. Bates & Co., New York, N. Y. 
Chipman, Harwood Co., Boston, Mass. 
Harper & Kirschten Shoe Co., Chicago, Ill. 
Paul Brothers, Inc., Philadelphia, Pa. 
Makers of Women’s Goodyear Welt and : 
Turn-Type Footwear 
SALESROOM FACTORY 
Ly sates 


‘The Boot and Shee Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Number One in Our Series of 
Luxor Sandals 


T= Luxor Sandal, in Patent Leather with one strap and one 
buckle, is one of the new Spring numbers by Harney. Red 
Kid Vamp Collar and Center Strap lend it a brilliant touch of 
color. Through the perforations on the vamp, an Underlay of 
Red Kid shows. The color scheme is enhanced by Red Stitch- 
ing throughout. 


Made over our new Pedestrian Last, the Luxor carries an 8-8 
Heel with broad seat. The clinging qualities of the counter, 
high arch and roomy ball are conducive to absolute comfort and 


support. 
You may place your order for this shoe with the knowledge that 


we manufacture it as described. An underlying aie of our 
business is: ““The Shoes You Order Are the Shoes-‘¥ou Get.” 


Get your order off today and double your Easter turnover. 






-D.J.HARNEY SHOE C0.: 


LYNN - oS. MASS. 

















“= 
ia 

































The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 












—, oe ot, ee ae & so ee Oe Om a 


a © ew ee ee CU Ce 


5 5s => —- «4 rf «ss = * «s. + & ft 


—— > 


nD, 2 = Soe 


4s © SS = 3S DD 


- 


ww = oO 














February 24, 1923 


BOOT AND SHOE RECORDER 


LYNN 


Grays Selling Well for Easter 


Improvements Noted, Also, in Sport and Athletic Shoes; 
Egyptian Sandals May Be the Rage 


GYPTIAN sandals, American sport 

shoes, dressy pumps, and health 
shoes. These, and other shoes for women 
and for misses and children, too, make up 
Lynn lines for spring and summer. Egyp- 
tian sandals, adaptations from the Tut- 
Ankh-Amen vogue; are cut out to the ex- 
treme. “If toes of the foot peep through 
holes in the sandals, we'll put rings on 
them,” said one designer. Which shows 
how extreme are some of the new sandal 
styles. 

Frank Terhune, of V. K. & A. H. Jones 
& Thomas, is predicting a run on Egyp- 
tian sandles of patent leather , to be worn 
with colored hosiery, such as beige. He 
has new models of such sandals, made over 
low tread, drop toe lasts, carrying flat 
heels. Also, he is keeping a careful eye on 
sport shoes, because it looks like the big- 
gest sport seasion ever. 


Athletic Shoes Going Well 


Athletic shoes, the specialty of Law- 
rence Duffy, of the Gregory & Read or- 
ganization, will reveal baseball shoes in 
numbers, also track shoes, for sprinting 
and jumping, hiking boots, and, most 
certainly, golf shoes. Baseball shoes, for 
men and boys, are of kangaroo, horse hide 
and side leather. All of them are black in 
color. There are the White Sox, the Red 
Sox, etc., but all baseball shoes are black. 

Hiking boots, in this athletic line, are 
extra high lace boots, made over a nature 
tread last. They are designed especially 
for people who go on motor camping trips, 
or tramping trips, and want neat and 
comfortable shoes. 


Grays for Easter 


Gray oxfords are selling best for stock 
for Easter, according to E. A. Terhune, of 
the Cotter organization. Indeed, all signs 
in the Cotter sales point to gray shoes for 
Easter. There are, first, all gray Nubuck 
oxfords, withshield tips and saddles, neatly 
perforated: second, gray Nubuck oxfords 
with black trimmings, and third, all gray 
buck oxford, plain vamp, soft toe, and 
sole of fibre or rubber, for sport wear. 

For after Easter, there is already in the 
stock department a creased vamp blucher 
oxford of medium brown calf leather. It 
is made over “La Militaire” last, and car- 
ries an 8-8 heel, with a rubber top lift. The 
crease in the vamp is supported by a cord 
running its entire length. 

Later in the season, there will be in the 
Cotter stock department a white fabric 
oxford, made over the Frisco last, a com- 
bination last. The heel will be 12-8 high. 
This is a Formative type of shoe. It will 


be stocked from No. 3 to No. 10, AAA-E. 
Incidentally sales of Formative shoes were 
never better. Every day new accounts 
are being opened up. 


Sport Elk Leather Shoes 


Sport elk has returned, for a number of 
Lynn firms are using it. They call it sport 
elk this time, not smoked elk, as a season 
ago. Smoked elk was correct, when the 
leather was smoked, to color it. One could 
smell the smoke on it, the same aS on a 
ham. But the new elk is made of white, 
pearl, gray, tan, beige, chocolate and black 
colors, as well as smoke colors. Tanners 
have to use dyes to get these colors. 
Smoked elk has not passed. But it does 
not fill the bill, these days of many colors. 
Also, tanners’ are refining their sport elk 
leathers, and that is why buyers of sport 
shoes are getting better leather in their 
shoes than ever before. They are using 
kip skins in place of cow hides. Hence a 
finer grain. Also, they are tanning the 
leather tighter, so that it fits down to the 
wood of the last more smoothly. And 
they are using lighter oils, so that sport 
elk shoes are not so likely to soil. 


Changes in Patterns 


In a general way, change in patterns of 
considerable importance seems to be go- 
ing on. Emphasis is being placed on the 
arch of the foot, including waist, instep and 
shank. Toes are being lightened up, and 
heels are being made more artistic. 

Tips are not what they used to be. A 
popular tip of today is scarcely more than 
a ribbon of leather. Many shoes have no 
tips at all, the toes being perfectly plain. 
But arches are trimmed up with straps, 
tongues, buckles, or saddles. That looks 
a reasonable proposition, for the arch is the 
thickest part of the foot, and best stands 
adornment. Yet there are some arches 
so graceful that the least they are adorned 
the best they are adorned. The phrase 
“the well turned ankle” still applies to 
them. 

The artistic decoration of the heel comes 
chiefly, this present run, through the use 
of wood heels, especially the Louis, with 
their gracefully flowing curves. 


Honored at 90 


Matthew Robson, tanner, was honored 
by a public reception at the Salem 
Y. M. C. A. Feb. 22, that being his 90th 
birthday. He is a director of the Ameri- 
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can Hide & Leather Co. and is a frequent 
visitor at its Boston and New York offices. 
Also, he is a bank director. And he spends 
a great deal of time in church and philan- 
thropic work. Long years rest lightly 
upon him. His vision is bright and hope- 
ful. His philosophy of life is deep and 
abiding. Possibly some shoe men will 
pause in their tasks of the busy day and 
wonder if they, too, can achieve a crown 
of 90 long, useful and happy years. 


Going to Ohio Convention 


E. A. Terhune, of the Cotter office, is 
going to the Ohio convention at Colum- 
bus, March 5, 6 and 7. He will take with 
him, Cotter’s Formatives, Cotter’s Regu- 
lars, and Cotter’s novelties. Mr. Kirk- 
patrick, Ohio salesman, will join him at the 
convention. 


Shoes to Match Sweaters 


Some of the new sandals will be made of 
delicate shades of leather, to match sport 
sweaters, so popular in summer. 


Open Shank Shoes 


Some of the new shoes, whose quarters 
are cut away, are now called open shank 
shoes. 


Spanish Arches 


“A Spanish arch is, according to a Lynn 
designer, an arch so high that a pencil 
may be thrust beneath it when a person 
stands in stockinged feet on the floor. 


For the Little Folks 


The Ideal Baby Shoe Co. is making some 
beautiful soft sole shoes for babies to wear 
at Easter christenings. 


Traveling in South America 


“Eddie” Howard of Lynn is in South 
America for his ninth trip. He goes there 
selling goods and buying raw materials for 
North Shore firms. This time, he is lec- 
turing to the Chambers of Commerce in 
various cities, and, incidentally, is telling 
them about the shoe and leather industry 
of the North Shore district. 


Woman Heads Tannery 


Miss Mercy A. Sullivan is president and 
treasurer of the Acme Leather Co., manu- 
facturers of sheep leather, incorporated 
last week, with a capital of $100,000. She 
is, it is believed, the only woman tanner 
in the country. She is a practical tanner, 
and she superintends the making of the 
leather in the vats, the finishing and the 
sorting rooms, too. 
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Where to Buy 


Women’s Shoes 

















The WESTCOTT-WHITMORE co. 
Syracuse, N. Y. 


fe In-stock Specialists of 
Women’s Shoes. Party 
Slippers and Novelties 

Write for Catalogue 





BEST-EVER 
Soft-Sole Leather 
oudoirs and Novelty 
Kimona Sandals 


Write for Prices 
BEST-EVER SLIPPER CO., Inc. BROOKLYN, N.Y. 








BLEECKER STYLES 


Are the last word in footwear 
for stylish women 


















Phillips-Cram Corp. 
Makers of 
Women’s Turn 
Slippers 
276 RIVER STREET 
Haverhill, Mass. 
Boston Office 
207 Essex St. 








FASHION FOOTWEAR 


Women’s Fine Turns 
and Novelties 
Our new models for Spring are attracting most 
favorable attention. Hand turn slippers and 
pumps in the latest designs and finest Thethere. 
TESSIER & BOWDOIN 
2 Washington St., Haverhill, Mass. 














E. A. & M. C. Witherell Co. 
Manufacturers 
Women’s Turns, 
Bootsand Slippers 


Factory 
Haverhill, Mass. 
Boston Office 
Rice Bldg. Room 406 



















FINE TURN NOVELTIES 


We are now prepared, in our new 

factory, better footwear, quicker 

deliveries and increased service. 
Latest Models, All Leathers and Satins 


FELSTINER-O’CONNELL SHOE CO., INC. 
162 Winter St., Haverhill, Mass. 
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BROCKTON 


Working on Fall Style Samples 


No Radical Changes in Prospect in Welts; Medium and 
Dark Colors to Predominate 


ROCKTON manufacturers and their 

salesmen are busy at work in prepara- 
tion of sample styles for the Fall season. 
Lasts have been selected, patterns de- 
cided upon in a general way and the work 
of putting these samples through the fac- 
tories is progressing rapidly. There seems 
to be no radical change as regards styles in 
men’s and women’s welts for the coming 
season. Lasts include the narrow toe, 
the improved “Haig” toe, the broad toe; 
in fact a considerable variety from which 
merchants can make selections. Patterns 
in both men’s and women’s welts are show- 
ing more decorative effects in the way of 
stitching and perforation than a year ago. 
This applies to both high and low cut pat- 
terns. The latter will enjoy favor in the 
heavy leathers, continuing the tendency 
of the past year. Colored leathers will 
go strong the coming season, medium and 
dark shades dominating. The low heel is 
a feature which a considerable portion of 
the new samples will carry. 


Moderate Prices Will Prevail 

The new samples which will go out from 
Brockton for the Falland Winter season of 
1923 and 1924 will receive very careful 
attention as regards prices. Manufactur- 
ers appreciate the critical attitude of buy- 
ers and their determination to obtain full 
measure of values for money expended. 
With this fact in mind regarding the pro- 
duction of made-in-Brockton footwear, 
they are planning Fall campaigns accord- 
ingly. They are utilizing every modern 
method with the idea of making their mer- 
chandising plans thoroughly effective. 
The lines of shoes which are now produced 
in Brockton are so varied as regards prices 
that merchants have greater opportuni- 
ties of selection than ever before. The de- 
mand for the medium priced lines is un- 
mistakable from all parts of the country. 
It is to this phase of the trade that Brock- 
ton manufacturers are giving careful at- 
tention in the preparation of fall styles. 


Sport Shoes for Summer Wear 

At the present time factories in Brock- 
ton and vicinity are producing a large 
amount of men’s and women’s so-called 
sport footwear. These lines have had a 
larger sale the pre.ent season than at any 
previous time. The output of Brockton 
factories in this class of goods has increased 
in proportion. The combination of leath- 
er uppers and rubber or composition 
soles is a most important feature of this 
sport footwear. Many new ideas in rubber 
soles have been developed during the last 
year. These results are seen in the shoes 
which are now going through factories 


and supply to merchants and consumers, 
types of summer shoes which combine 
novelty and practicability in the highest 
possible degree. They also represent a 
greater value for the money expended by 
the consumer than at any previous time 
in shoe trade history. In short, the sport 
footwear game is one that is assuming 
tremendous proportions. It offers to the 
merchant remarkable opportunities for 
increased sales. In the opinion of local 
manufacturers, there is practically no 
limit to the developments of sport foot- 
wear. New accessories in this class of 
goods will be constantly offered to stimu- 
late business and increase profits for the 
merchant. 


Carry 400 Different Styles 


The factory in-stock department of 
George E. Keith Co., is one of the out- 
standing features of the Brockton shoe 
manufacturing industries. Department 6, 
as it is called, carries 400 different styles 
of men’s and women’s welts for immediate 
delivery. The stock is for the exclusive 
use of dealers who wish to size their lines or 
who desire styles that develop quickly 
and on which they are not covered. 
From one to 1,000 pairs at a time is an 
everyday event in regard to orders which 
come to the Walk-Over in-stock depart- 
ment, where a million pairs a year are 
turned over. This in-stock service is only 
one feature of the George E. Keith Co.’s 
great business. By a force of 60 traveling 
salesmen the orders are solicited for 
all types and styles on Walk-Over foot- 
wear. An important point of trade inter- 
est is that George E. Keith, the founder 
of this concern, was the first shoe manu- 
facturer in the United States to solicit re- 
tail trade direct from the factory. 


A Shoe Manufacturer’s 
Estate 


The late Jonas Reynolds, of Reynolds, 
Drake & Gabell, Inc., shoe manufacturers 
of North Easton, Mass., whose will was 
recently probated, leaves property esti- 
mated at $200,000, personal and real es- 
tate. Judge William G. Rowe of Brock- 
ton and Martin E. Reynolds of Easton, 
the latter son of the deceased and present 
head of the concern, were appointed execu- 
tors of the Reynold’s will. 


Spring Stock Catalogs 
Issued 


This is the season of the year when 
Brockton shoe manufacturing concerns 
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maintaining factory in-stock departments, 
issue their semi-annual catalogs illustrat- 
ing and describing shoes available for 
prompt deliveries. One of the first of 
these spring booklets is that issued by M. 
A. Packard Co., makers of Packard shoes. 
Enclosed in a color of light green, the 
several pages show artistic photographic 
reproductions of Packard shoes in high and 
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low patterns, black and colors. These in- 
clude both men’s and women’s styles, the 
latter being shown in greater variety than 
last season. A feature of the in-stock cata- 
log is the Packard Phlexopedic shoe for 
men and women, a corrective shape which 
has gained popularity during the past year 
and is now a regular part of the in-stock 
department. 





NEW YORK 


Merchants to Fight Propaganda 


New York City Organization Leads Movement of Protest 
Against Charges of Senator Smoot 


ORE real publicity for the retail 

shoe trade here has been brought 
up as an earnest topic for discussion by 
the Retail Shoe Dealers’ Association of 
New York. It formed a portion of the 
talk at the open forum meeting at the 
last monthly luncheon held on February 
13 at the Knickerbocker Grill, and is 
scheduled for further discussion at the 
March meeting, to be held at the same 
place on the second Tuesday of next 
month. 

The subject was opened for discussion 
by J. E. Meade of Brooklyn, who asserted 
that retail merchants themselves were 
largely to blame for the adverse criticism 
which creeps into the daily press from 
time to time and also for the lack of the 
proper kind of publicity. 


To Protest to Senator Smoot 


Another development along this line 
was the reading of a copy of a letter sent 
by President Percy E. Hart to Secretary 
Spangler of the National association, ex- 
plaining in detail the local organization’s 
protest against the recent adverse criti- 
cism leveled against the shoe trade by 
Senator Reed Smoot of Utah, on the floor 
of the Senate. Plans also were made for 
the local association to direct a protest to 
Senator Smoot. to the Washington, D. C. 
retail shoe association and to the trade and 
daily press. 

Styles came in for discussion when A. W. 
Shiverts brought up the question of gray 
shoes for spring. M. A. Weiss, of Cam- 
meyer ventured the opinion that gray has 
been overestimated in retail merchants’ 
purchases. Mr. Weiss further stated that 
he expected satins and gray to run strong 
in the selling prior to Easter, but that later 
patent leather will assume the lead and 
hold it to the end of the spring season 
which will run to May 15. 


Crepe Rubber Soles for Flappers 


Crepe rubber soles were also discussed, 
with the opinion expressed that they are 
in good demand among the flapper trade, 
but are not strong in men’s shoes. One 
retail merchant, whose store is near a girl’s 





high school, reported large sales of crepe- 
rubber soled footwear to the school girls. 

Max Deutsch brought up the question 
of the association’s establishing a store or 
stores in one or more of the outlying sec- 
tions of the city where the members could 
send their odds and ends for final disposal. 
Mr. Weiss argued against this proposal, 
but President Hart urged the members to 
give it serious consideration. The prop- 
osition has been broached before the as- 
sociation at previous meetings. 


High and Low Heels Both Good 

In a discussion on the trend in heels, it 
was brought out that both the high and 
low variety are selling about equally, with 
the result that the individual merchant 
must judge his purchases by his individual 
experience. 

Alfred A. Kohn, the Fifth Avenue mer- 
chant, brought the attention of members 
to the value of buckles as extra business 
getters. In reply to a question from G. 
Pick, Messrs, Weiss and Barmann, as- 
serted that there was no noticeable trend 
toward longer vamps at present and ad- 
vised Mr. Pick to buy them sparingly, if at 
all. 


Brooklyn Factory Needs 
Additional Space 


Owing to the cordial reception on the 
part of the trade of the fine women’s turn 





Gray suede sandal-type footwear is selling well. 
This two-strap represents a good type. Selected 


from the line of the Mackey Shoe Company 


shoes made by the Mackey Shoe Com- 
pany, Inc., now located at 21 Hopkins 
Street, Brooklyn, plans are developed for 
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Where to Buy 


Men’s Shoes 























Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 
SHOES 


Brockton, Mass. 























BOSTONIANS 


Famous Shoes for Men. 


CommonweattH Suoe & Leatuer Co. 
WHITMAN, MASS. 
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One Pair 
Sells 
Another 


T.D.Barry Co. 


Brockton, Mass. 


ABOVE ALL 




















(P) M. A. PACKARD CO., Makers GP) 
BROCKTON 


NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 


Syracuse, N. Y., U.S.A. 











MEN’S FINE SHOES EXCLUSIVELY 
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Where to Buy 


Men’s Shoes 


























PULLMAN TRAVELING SLIPPERS 


better"than ever in Quality and fit 
itor~ownery of 7iaoe Mork Pullman 
DULL CABERETI $15.00 » Doz. 
GLAZED KIT $8.09 ** 
Colorr Black and OSrown 
full srzes 3 toll in Stock 


rs. S 
wide | non Z 


“ChE 
Col Shoe till 


FOR MEN 

















Men's SHOES "agers 





Whuen East Visit Us 


WHEN IN Your Town We WiLL Visit You 


¢ ft 

‘Stock Dept. 5 E> 
Is at Your Service 

THE STETSON SHOE CO. (Inc.) 














South Weymouth, Mass. 











HOWARD & FOSTER CO. 
Men’s and Women’s Welts 


Address all Communications to the 


Factory at 


BROCKTON, MASS. 











FREDERICK S. PECK 


Worcester, Mass. 


aN 


Men’s and Women’s 
Sport and College Shoes 


Boston Salesroom 


207 Essex Street 


WORCESTER 
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removal to much larger quarters, where 
with a minimum of 25,000 feet of floor 
space, they will have the peak capacity 
of 1000 pairs per day. There is urgent 
need for a very considerably increased 
production over that, possible in their 
present quarters. While their plans have 
not yet been perfected, they will be in the 
very near future. 

While James P. Reily will continue to 
hold the general direction of the business, 
he has recently added to his organization, 
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Martin J. Brennan, who is well known as 
an expert in selling, merchandising and 


style. Mr. Brennan incidentally is en- 
thusiastic regarding the styles originated 
with the house, and more especially those 
that are the creation of the second im- 
portant addition to the staff, Paul Chevil- 
lat, who now occupies the position of de- 
signer and superintendent of the plant. 
Mr. Chevillat is also a man whose identity 
with shoe style development is too gener- 
ally known to require comment here. 





ATLANTA 


February a Boom Month 


Will Show Good Gain Over Same Period Last Year; Price 
Haggling Dies Away 


HILE the general retail trade in 

the Southeastern territory naturally 
experienced a material decline during 
January as compared with the two pre- 
ceding months of November and Decem- 
ber, during the early part of the present 
month, volume of business began to pick 
up steadily again and by mid-month was 
on a boom. Business for February, as a 
whole, will prove to be considerably 
better than the same month a year ago, 
as was January trade. Especially have 
the shoe dealers experienced a pick-up of 
recent weeks due to the colder weather 
that has prevailed, and most stores over 
the district are busy. As a whole it has 
been an exceptionally mild winter in the 
South, and this has had quite a serious 
effect on the shoe business, slowing up 
the demand for winter merchandise; but 
the trade has been so good since colder 
weather set in the middle of January, that 
the outlook now is for a considerably 


better business for the season as a whole ° 


than was experienced either last year or 
the year before. 


Straps Lead in Style Race 


The principal demand in ladies’ shoes 
still is for strap effects, anything that is 
pretty and novel generally finding a ready 
sale. At the same time it is interesting 
to note, too, that the price consideration 
is not having the effect it did a year ago. 
Then the first thing looked at was the 
price of the merchandise, but now dealers 
state this tendency has practically dis- 
appeared, that price no longer is the rul- 
ing factor in their sales. Fifteen to twenty 
dollar shoes and slippers are selling far 
better than they did last season. Very 
few high shoes are being sold by any of 
the stores in ladies’ trade. 


Men Not Questioning Price 


In men’s shoes the bigger demand, of 
course, continues for high shoes, and here, 
too, price is no longer the primary con- 
sideration. Men appear to be buying 


about 25 per cent more low shoes this 
season, however, than usual, due doubt- 
less, to the fact that the winter has been 
so mild. Probably the ratio of highs to 
lows at this time in men’s shoes is 75 
for the highs and 25 per cent for lows. 


Spring Stocks to Be Larger 


Regarding the Spring outlook, there are 
few dealers who are not decidedly opti- 
mistic. They are certain of a consider- 
ably better Spring demand than 1922 or 
1921, and virtually all of the stores are 
receiving considerably larger Spring stocks 
than normally. Spring buying on the re- 
-tailers’ part opened up quite a bit earlier 
than it did last year, principally on 
staple lines, though dealers are waiting 
until the last minute to place their orders 
for novelties and footwear more largely 
dependent on style tendencies for its sales. 
Wholesalers advise that to date Spring 
buying has been such as to indicate that 
most dealers are looking for at least a 25 
per cent better business than they en- 
joyed last year. 

The primary reason for this better 
outlook, and for the larger volume of 
the past few montbs, is directly traceable 
to the remarkable period of prosperity 
the agricultural industry of this section 
has experienced. Cotton, of course the 
principal crop by far, has held around 
the 25 cents per pound mark for many 
months, touching 27 to 28 frequently. 
And at these prices growers are able to 
produce the staple at a good profit. The 
same has been true of virtually all the 
principal southern farm products, pros- 
perity being the result. Another very 
good year is in prospect, too, for there 
seem to be no indications that cotton 
prices will come down, and the growers 
are preparing for a big production. Last 
year’s acreage was well below normal, 
but this year probably will be about as 
usual. 

Banks state that there has been an 
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improvement in the relative buying power 
of southern farmers for the past four or 
five months, and that it is now at about 
the highest point it ever has been. The 
result of this is an unusually good trade 
among retailers in the smaller towns and 
communities where the stores are more 
largely dependent on rural custom; but 
it bas also reflected to the welfare of all 
business over the South, for in this sec- 
tion the fortunes of the retail business 
are closely rooted to the fortunes of the 
farm. 


Credit Situation Improves 


After going through a year of poor col- 
lections, save the last two or three months, 
there has been a steady improvement in 
credits since the early part of 1923, both 
wholesalers and manufacturers stating 
that collections now are even better than 
they normally are. A far greater per- 
centage of accounts are being discounted 
than usual, and older standing accounts 
are being rapidly wiped off the books. In 
fact, the retail business has reached a 
point where it probably has a less amount 
in old accounts out against it than in 
some years, and this certainly is a sure 
evidence of better business. Failures, 
too, both individual and commercial, have 
been considerably less the past six weeks, 
according to reports from retail credit 
companies in the principal cities of the 
Southeast. 

Factories at Near Capacity 

Production at southern shoe factories 
after rising steadily from the latter part 
of July, 1921, declined slightly in Decem- 
ber, but opened up again with even 
greater activity in January, and a ma- 
jority of the factories now in this district 
are going steadily at capacity, well sold 
ahead in most instances for some months 
to come. There has also been a consider- 
able improvement in export business the 
past two months out of southeastern 
ports, with Latin-American countries the 
principal buyers. Cuban export trade is 
unusually good. 


Preparing for Big Convention 


Officials of the Southeastern Shoe Re- 
tailers’ Association held a meeting recently 
in Atlanta, C. V. Hohenstein, executive 
secretary, announces, and discussed at 
some length the coming annual conven- 
tion of the organization to be held at 
Birmingham, Alabama, next June. No 
definite arrangements for the meeting 
were made, but a general outline of the 
program as discussed by the officers indi- 
cates that the convention this year will 
supersede anything the organization has 
yet held. The biggest attendance yet ex- 
perienced was two years ago when the 
meeting was held in Atlanta, but if noth- 
ing unforseen occurs this should be con- 
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siderably bettered at the Birmingham 
meeting. Dave Rich, prominent Bir- 
mingham shoe merchant and head of the 
association, is in personal charge of the 
arrangements, with the civic associations 
of the city to handle the entertainment 
features. The outlook at present is for 
the biggest gathering of retail shoe dealers 
yet held in the southern territory. Mem- 
bership has increased largely the past six 
months, Mr. Hohenstein reports, thanks 
principally to the efforts of traveling sales- 
men who have been soliciting new mem- 
bers, and there is now no city or town of 
any consequence in the four states the 
organization covers that does not have at 
least one shoe merchant in the S. E.S. R. A 
roster. 


Many New Stores Opened 


Among the new retail stores that have 
been announced in the Southeast the 
past two or three weeks, handling shoes 
exclusively or as a department, are the 
following: 

Coleman and Chandler, a department 
store, organized with $10,000 captial at 
Tifton, Ga., headed by George W. Cole- 
man. 

Boutwell & Co., a general mercantile 
establishment, incorporated with $2000 
capital at Anniston, Ala., and headed by 
H. M. Jones. 

The Mills Mercantile Company, headed 
by J. B. Mills, established at Fort Hill, 
S. C. The capital stock is given at 
$10,000. 

The Carlton Company has lately 
opened at Wauchula, Fla., a new general 
department store. The company is incor- 
porated with $10,000 capital, and headed 
by Albert Carlton. 

Lee’s Department Store, of Macon, Ga., 
operating also a store at Fort Valley, 
Ga., has obtained a lease at Columbus, 
Ga., and will shortly open another branch 
store in that city. The store will occupy 
three stories, and will be under the per- 
sonal management of H. E. Lee, secre- 
tary and treasurer of the company. It is 
also announced that the company will 
spend several thousand dollars remodeling 
and enlarging the branch store at Fort 
Valley. 

The Etheridge-Smith Company has 
been formed with $50,000 capital at Jack- 
son, Ga., to open a department store. 
R. N. Etheridge heads the company. 

The McLeod-Mathews Dry Goods Com- 
pany has been organized and incorporated 
at Sylacauga, Ala., with a capital stock of 
$25,000. 

The Rogersville Department Store is 
the name of a new company formed at 
Rogersyille, Ala., with $25,000 capital. 

W. T. Collins, of Athens, Ga., heads a 
company incorporated under the name 
of W. T. Collins, Inc., with $24,000 capi- 
tal, that will open a new general store at 
Athens. 
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HENRY LILLY Co. 
88-90 Reade St. New York 


AUCTION TRADE SALES 
SHOES AND RUBBERS 


Every Wednesday and Friday 


Pan 











| CRAIG -REED & EMERSON INC . | 
BROCKTON MASS 2 


Boston Office: Room 214, United States Hotel 











HOMPSON BROS . SHOE 
FINE SMOEMAKERS 
BROCKTON 
MASS. 
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Where to Buy 


Men’s and Women’s Slippers 
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Turkish Slippers 
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Sizes and Colors for 
Immediate Delivery 
K. M. STONE CO. 
Price—Dept. B. 12-14-16E 22d St.,N.Y. 
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Largest manu- 
facturers of 
soft sole leather 
slippers. 
Send for Catalogue 
MAID-RITE SLIPPER CO., Inc. 

35 York St., Brooklyn, N. Y. 














FELT SLIPPERS 


BLUM SHOE MFG. CO. 
Dansville, New York 
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Where to Buy 


Children’s Shoes 














“ELAM” 
Flexible Turn Shoes 


For the Jobbing Trade Exclusively 


F. S. ELAM SHOE CO. 


ROCHESTER, N. Y. 
Boston Office, 181 Essex Street 











‘Bonita: Shoe * Baby 


TURNS and SOFT SLES 


In Stocl« 


Send Or Catak g 
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Soft Soles and Moccasins 


Ask your Jobber for our 
Goods. We DO NOT sell 
the retail trade. 


Newcomb-Anderson Shoe Co. 
ROCHESTER, N. Y. 

















Where to Buy 


Ballet Slippers 














ONE STRAPS-LEATHER, SATIN 
OXFORDS, GYM SLIPPERS 
BOUDOIR SLIPPERS 
BALLET SLIPPERS 
ORIENTAL SLIPPER COMPANY 

INC, 








118 Phoenix Row, HAVERHILL, MASS. 

















Chicage 
WM. SUMNER SMITH CO._| 








Where to Buy 


Shoe Store Supplies 




















=— SHOE STORE SUPPLIES > 


New YORK. 











The Connor Company has been incor- 
porated at Callahan, Fla., with $15,000 
capital to establish a general mercantile 
store, headed by H. P. MacFarlane. 

Phil N. Martin, of Greenville, S. C., is 
remodeling a building there and when 
completed will open a new department 
store at Greenville. 


Big New Store Being Built 

The building permit for the new M. 
Rich & Brothers Department Store now 
under construction in Atlanta has just 
been issued, indicating that the estimate 
on the structure alone is $887,000. When 
completed this will be the largest depart- 
ment store in the South, representing an 
investment of very close to $2,000,000. 


February 24, 1923 


The remarkable feature about the growth 
of this business is the fact that M. Rich, 
the founder, got his start as an ordinary 
peddlar, building the present big business 
from the very smallest of beginnings. 
The store handles Queen Quality shoes, 
probably selling more shoes at retail 
than any other Southern store. 


Shoe Traveler Married 

Benjamin Spalding Mattingly, well 
known among Southeastern shoe mer- 
chants as a salesman for the M. C. Kiser 
Shoe Company, Atlanta manufacturers, 
was married recently in Atlanta to Miss 
Stella Campbell, of Cartersville, Ga. 
The couple will make their home at Car- 
tersville, which is Mr. Mattingly’s head- 
quarters. 





PHILADELPHIA 


Stocks Are Low; Buying Is Brisker 


Manufacturers Trying to Figure Out What Effect Predicted 
Higher Prices May Have 


MONG the phases of the commercial 

situation considered by observers to 
be significant, are several very hopeful 
indications. They are an increased pro- 
duction, an increase in the number of em- 
ployed, and a growth in railroad traffic. 
These three facts are taken as being keys 
to the general situation and indicative of 
a sound commercial basis for good future 
business. 

Stocks in practically all lines are said 
to be very low. There has been quite a 
little buying recently and the prediction 
is made that buyers will soon enter the 
market in earnest to replenish their 
stocks. 


Prices have generally shown a rising ° 


tendency and just what effect the rising 
market will have on buying is uncertain. 
In some quarters the prediction is made 
that it will curtail buying while the’ opti- 
mists say it will stimulate buying in order 
to avoid paying the higher prices. 

Hardware men gathered here from 
many cities for the annual convention of 
the Pennsylvania and Atlantic Seaboard 
Hardware Association and are very opti- 
mistic over business conditions. They all 
report trade now, look for continued im- 
provement throughout this. year, and 
expect 1924 to break all records in the 
memory of this generation. Nearly 
$100,000,000 worth of goods is being ex- 
hibited in the Commercial Museum by 
merchants having booths at the conven- 
tion, the largest ever held by the associa- 
tion. 

Dwelling construction will again be 
active this year. While there are any 
number of apartment houses, business 
buildings, and quite a few hotels going up 
in the central section of the city, dwelling 


houses continue to spring up in ever in- 
creasing numbers in the suburbs to the 
north, the south, the east, and the west 
of the city proper. 


Spring Styles Featured 

Strawbridge and Clothier are offering 
for Spring wear, pumps in beige and pearl 
gray and of soft suede leather. The 
vamps are a little shorter and the toes a 
little more rounded. They have covered 
Spanish heels and sell for twelve dollars. 

This store is also featuring Adelphi 
pumps. They are of soft, black suede 
with plain vamps and Colonial tongues. 
They have paneled open-work quarters of 
patent leather and black enameled Louis 
heels. They sell for $20. 

John Wanamaker is featuring two-strap 
and one-strap walking pumps at $5.75. 
They come in tan or black calf skin or in 
patent leather with welted soles and 
Cuban heels. They are finished inside 
with leather and have rubber heel top 
lifts. This firm is also featuring brown- 
kid oxfords at $5.75. They have six eye- 
lets and either Cuban or military heels. 
Other offerings of this store include an $8 
oxford in either tan or black smooth calf 
with five blind eyelets, straight tips and 
perforations, welted sole and low military 
heel; a fringed tongue oxford of dark tan 
grained leather with a rounded plain toe, 
broad, low heel, heavy welted sole, kiltie 
tongue, and six eyelets, at a price of $8. 


Good Spring Business Booked 


William A. Tompkins of the Turner- 
Tompkins Shoe Company says that the 
bookings for Spring delivery indicate 
better business than at this time last year. 
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Present business is quiet, due to the 
seasonal dullness of January and February. 
While on women’s shoes retailers have 
shown a tendency to hold back, dealers 
in men’s and boys’ shoes have very low 
stocks and are inclined to buy rather 
freely. Prices are higher than last Spring. 
The average increase is between 15 and 
25 cents, but on calf skins it may run as 
high as 50 cents. In the opinion of this 
firm more oxfords are being worn this 
winter than ever before. The coming 
spring and summer will be good sport 
seasons. This firm does not believe the 
two-tone shoe will be as popular this 
year as last, and has bought nothing in 
sport shoes but all white buck oxfords. 

One of the greatest evils in the trade, 
according to Mr. Tompkins, is the num- 
ber of 25 per cent settlements that are 
being offered the wholesalers. Mr. Tomp- 
kins says he is going to try to get the 
wholesale organization here to agree not 
to take any compromise settlements. 





Shoe Factories at Capacity 
Grieb Shoe Manufacturing Company 
reports it is operating to capacity. Con- 








trary to the practice of a number of other 
firms, this company is working on both 
novelties and staples. Prices are firm. 
Very good business is reported for plain 
patent leather one-straps, white calf, and 
buck. 

Shipley and Vaux Shoe Manufacturing 
Company report their factory is working 
to capacity and they are sold up for several 
months. Patent leather and gray com- 
binations are leading. While there is a 
tendency towards higher prices this firm 
has covered its requirements for some 
time to come and has made no advances 
on its present business. On future busi- 
ness, however, prices will be two or three 
per cent higher than at present. Summer 
goods will in general, follow the spring 
styles though there may be a few changes 
in patterns. 

The Ferris Shoe Company is working on 
patent leather and sport combinations. 
While factories are generally expected to 
drop their novelty work after Easter and 
work on the side-tracked staples, this 
firm believes that the novelty business 
will keep on going with very little dropping 
off. 








BALTIMORE 


Retail Trade Steadily Improving 
Best Demand Is for Spring Styles Switching to Rubbers 


HE usual depression in the shoe busi- 
ness which generally follows the holi- 
days, has passed and the Baltimore 
dealers report a decided improvement 
in business, many of the stores reporting 
a steady, increasing demand for spring 
styles. Most of the retail stores have 
finished their semi-annual sales and those 
who are still conducting sales say that 
while the profits are very small, the 
volume of business being done is beyond 
their expectations. The month of Janu- 
ary, while not being a good month as far 
as profits go, was exceptionally good as to 
sales, most stores reporting the biggest 
January they have ever had. 

Weather conditions have been ex- 
tremely bad during the past fortnight 
and this has caused an increase in the 
demand for rubbers, Russian boot styles 
Selling beyond the supply. The shortage 
on this class of goods, one dealer claims, 
is the result of the severe winter through 
the North. 


Grays Expected to Be Good 


It is the opinion of most of the retail 
merchants and jobbers that the coming 
season will be an unusual one for grays 
and novelties. All of the stores are show- 
ing grays and gray combinations, while 
the jobbers state that they are having 
an increasing demand for grays and gray 


When Weather Turns Bad 











and black combinations. The men’s 
stores report business as being excellent 
for this time of the year and low styles 
have been selling exceptionally well. 


Louis Hecker with Brager’s 


Announcement was recently made by 
Brager’s Department Store that Louis 
Hecker, formerly with the Kirschenbaum 
Company, as manager, has been appointed 
assistant buyer of the shoe department 
succeeding Samuel Einstein. Mr. Hecker 
is one of Baltimore’s younger shoemen, 
having only recently entered the managers’ 
field. Samuel Einstein, formerly with 
Brager’s Department Storeand Slesingers, 
succeeds Sol Swerdloff as manager of the 
Boot Shop. Mr. Einstein has been asso- 
ciated with the local shoe industry for 
several years and comes from Virginia. 


Good Novelty Season Ahead 


“The coming season will be a big 
novelty season,”’ says Ted Leason, mana- 
ager of the ladies’ departmentof the Hub. 
Mr. Leason is very much pleased with 
the results obtained in his department, 
during the past month, which was his 
first month with the company. Business 
has been excellent and far surpassed his 
expectations. He states that 90 per cent 
of the sales are for straps, with patents 
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Where to Buy 


Boys’ Shoes 
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ATLANTIC PRINTING CO. 
Shoe Printers 
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ting Service 


our Special Prin 
the Boot and Shoe Trade 


201 South Street, Boston, Mass. 
Telephone Beach 4960-4961 
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Where to Buy 
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leading the demand, followed by satins. 
Gray and grays trimmed with black will 
be the best sellers this spring, he believes 


Scholl Expert Goes to Wash- 
ington 


A farewell party was recently extended 
to Doctor John Simon by a number of 
the local shoemen. Dr. Simon, who repre- 
sented School Manufacturing Company 
at Hochschild, Kohn & Co., will repre- 
sent the same company in Washington. 
O. L. Davidson, formerly with Dr. Kahler 
in New York and Washington, and until 
recently with Wm. Hahn & Co., Wash- 
ington, D. C. will succeed Dr. Simon at 
Hochschild, Kohn & Co. 


Planning Annual Fashion 
Show 


Arrangements are being made to hold 
the third Annual Fashion Show at the 
new Baltimore Stadium, and instead of 
being called the Fashion Show in the 
future it will be known as the General 
Merchandise Show, if the new plans ma- 
terialize. The first year of the show 
there were 40 exhibitors and the second 
year 150 exhibitors. This year it is antic- 
ipated that the number of booths will 
be approximately 250. The plans suggest 
the construction of a large stage at one 
end of the Stadium with a promenade 
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around it on which the manikins will dis- 
play their finery. Every building to be 
erected is to be of fireproof construction, 
and a large dancing platform will be con- 
structed in the middle of the Stadium. 
The only drawback to the show being 
held in an open air place like the Stadium 
is the weather conditions. 


Report Collections Are Better 


H. A. Abrahams of the Baltimore Shoe 
House says that grays are in demand, 
and novelty styles are selling well. 
Patent vamps are running good and 
wood covered heels are desired by the 
trade. Collections are improving steadily. 

Irvin Volk of the P. H. Volk & Co. has 
recently returned after two weeks’ illness. 
Mr. Volk reports that business in the 
findings field has been becoming better 
day by day, and collections are showing 
quite an improvement. 


New Warehouse for U. S. 
Rubber 


The United States Rubber Company 
has acquired by lease for a period of 
years a five story and basement ware- 
house at 109-111 West Lombard Street. 
After improvements have been made the 
company will occupy the building. The 
company has been located for a number 
of years at 325 W. Lombard Street. 





ROCHESTER 


Retail Trade Lags, Awaiting Spring 


Women Stocked Up Heavily During January Sales and Now 
Hold Off Until New Styles Appear 


HE shoe stores of the city have been 

going through an extremely slow pe- 
riod since the first of the month, due par- 
tially to weather conditions but mainly 
to the fact that the consumers made their 
absolutely necessary purchases during the 
January sales and are now sitting back 
waiting for spring weather and new spring 
styles. 

Dollar Day on Wednesday, February 21, 
stimulated trade materially and stores 
that featured clean-up sales on odd pairs 
for a dollar a shoe and a dollar a pair re- 
ported that business was brisk and that 
they were able to clean up many old pat- 
terns that had joined the ranks of shelf 
warmers. 

Look for Good Spring 


In spite of the present slow business, 
local merchants are enthusiastic about the 
prospects for spring business and every- 
one feels that the new season will see an 
exceptionally fine business, especially in 
women’s footwear, for everyone feels that 
once the women take off their arctics it 
will be necessary for them to make liberal 


purchases to replace the worn-out shoes 
that they are now wearing under their 
arctics. 

New State Street Shoe Store 


Incorporation papers have been filed 
with the Secretary of State for the Tri- 
angle Shoe Stores, Inc., which will open a 
shoe store at 36 State Street on or about 
March 10. Extensive alterations are be- 
ing made in the store and when completed 
the store will be one of the most attractive 
shoe stores in the city. Men’s, women’s 
and children’s medium grade shoes will 
be featured. The incorporators of the 
Triangle Shoe Stores are George J. La- 
Montaigne, W. J. LaMontaigne and S. A. 
Shea, all well known shoe men. Mr. George 
LaMontaigne, who represents the Marion 
Shoe Company, of Marion, Indiana, in 
New York State, will continue his road 
work, leaving the active management of 
the store to his brother, W. J. LaMon- 
taigne and S. A. Shea. W.J. LaMontaigne 
comes to Rochester from Springfield, 
Mass., where he has been manager and 
buyer for the shoe departments of the 
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Poole Dry Goods Company and the Court 
Square Department Store. 


Former Rochester Man Re- 
turns 


S. Wyland Jones, retail shoe man, 
formally with Wm. Eastwood & Son Co., 
of this city, has accepted a position with 
the Shield’s Boot Shop, where he will as- 
sist Mr. Shields in the sales of women’s 
shoes. Mr. Jones has had considerable 
experience in the retailing of high grade 
women’s shoes, having been identified 
with Kaufmann’s of Pittsburg and more 
recently with a leading shoe store in Al- 
liance, Ohio. 


New Line Well Received 


The Utz & Dunn Company: recently 
placed on the market a line of women’s 
footwear which they call “Heel Huggers” 
which is meeting with great success in all 
parts of the country. The secret of the 
success of these shoes is not in a combina- 
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tion last, but in the patterns which are 
cut so exactly that there is no possibility 
of the shoes bulging and losing their shape, 
and the shoes, when properly fitted, con- 
tinue to hug the heel until they are worn 
out. 


Opens Ground Gripper Shop 


E. C. Green, for seven years manager of 
the Chicago stores of the Ground Gripper 
Shoe Co., opened a Ground Gripper Shoe 
Shop at 47 Clinton Avenue North, on 
Saturday, February 17. 

The new store, which is an upstairs boot 
shop, will feature men’s, women’s and 
children’s Ground Gripper shoes exclu- 
sively. Mr. Green has had long experi- 
ence in the merchandising of specialty 
footwear, having been with the Ground 
Gripper Shops in Chicago for seven years, 
and with the Cantilever Shoe Co., for the 
past year. Mr. Green plans to advertise 
his new shop extensively, using news- 
paper space liberally and also direct by 
mail follow up to keep his customers sold 
on Ground Grippers. 





HAVERHILL 


‘‘Slashed’’ Patterns Are Numerous 


Cut-Outs and Underlays the Features of Many Style Shoes 
Being Put Through Haverhill Plants 


‘ HERE is a marked tendency toward 

slashed and abbreviated patterns,” 
said a member of the Haverhill trade. 
“If this development continues, women 
soon will be wearing soles with just 
enough uppers attached to hold théfn on 
the feet. If it were not for the handicap 
of stockings, I believe the designers of 
women’s novelty footwear would go the 
whole figure into Egyptian sandals with 
straps between the toes. We approach 
this quite closely with a strap down the 
front of the foot and another around the 
ankle. This type of shoe naturally carries 
the so-called ‘flapper’ heel. The upper 
pattern, however, should be cut high at 
the back, for it must hug the heel at that 
point to avoid slipping. This latter 
feature is given careful attention by our 
designers. Trials on women employees 
having sample-size feet are made, as new 
patterns develop, by Haverhill manufac- 
turers, in order to insure fitting and stay- 
on qualities. 


The Importance of Underlays 


“In connection with cut-outs and 
slashes in upper patterns,” continued the 
manufacturer, “it is important for the 
merchant to consider the matter of back- 
ings or underlays. Openings on the top 
of vamp or strap require less support 
than those at the sides. These latter, if 
not underlayed, will frequently stretch 
with the pressure of the feet against them 


in walking. Shoe merchants and clerks 
can testify to the frequency of complaints 
on this score from women customers. A 
great deal of this trouble can be avoided 
if merchants specify underlays in certain 
cut-out patterns. It involves additional 
cost but is well worth the expense. The 
backing must be skived and this, with 
the stitching around the cut-outs, goe; in 
as ‘extras’ in the cost of production in 
the stitching room. One of our customers 
who has placed an order with us for 
several lines of shoes on cut-out patterns, 
wrote us asking if we would advise him 
on the matter of underlays. He was in 
doubt as to whether cut-outs open or 
backed, were the more desirable. We 
replied that in our opinion the underlay 
was in every way practical and that the 
slight additional cost would in our opinion 
be more than made up by satisfaction to 
customers. He wired his assent to our 
recommendation. When the merchant 
considers the cut-out pattern situation at 
the present time and realizes that in some 
patterns there are as many as 34 cut-outs 
to a pair, he can understand the lengths 
to which these styles are being carried. 
He will use his best judgment in regard 
to the manner of placing his orders with 
due regard. to satisfaction for his custom- 
ers. The cut-outs and slashes have come 
to stay for the present, and it is-up to 
the merchant to make his purchases along 
safe and sane lines.”’ 


121 








Shoe Ornaments 


Where to ~d 

















BEADED 
BUCKLES 


AND NOVELTY 


PARISIAN BEADING WORKS 
1028 Arch Street, PHILADELPHIA. 





BROOKLYN, N.Y. 
We specialize in Artistic 
Rhi Or taf 

Women’s Shoes. Samples 


sent on request. 
Inquire Department A 














D. W. COULTAS CO. 


Manufacturers 


Rhinestone Buckles 
BIG DEMAND 
Write for Samples 


PROVIDENCE - - - R.fI. 








Especially for 
Shoe Manufacturers 
For good covered 
Buckles and Leather 
Bows write tothe 
Vanity Novelty Works 


1261 Atlantic Ave. 
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Optimistic on Trade 
Conditions 


Louis Hartman, treasurer of Hannah- 
sons Shoe Company, who was an in- 
terested attendant at the recent National 
Shoe Retailers’ Association Convention 
and Style Show in Chicago, returned to 
Haverhill thoroughly optimistic regarding 
trade conditions for the present year. On 
this point Mr. Hartman says: 

“A spirit of optimism prevailed at the 
Chicago show, a sure sign of a healthy, 
basic condition. With better prices for 
farm products, an increase of over 80 
per cent in the value of cotton crop and 
few industrial disturbances, indicates 
good business for merchants and for every 
branch of the shoe industry. Values, how- 
ever, will be carefully scrutinized and 
moderately priced lines will enjoy the 
largest sales volume. Merchants are be- 
coming more skilful in buying and selling, 
a very important point from the stand- 
point of the manufacturer. It was a real 
pleasure at the Style Show to receive so 
many compliments concerning the sal- 
ability of Hannahsons footwear and the 
efficient service rendered by our in-stock 
department during the past season.” 


Salesmanager for Shoe Manu- 
facturing Concern 


Lyman W. Stockbridge, recently with 
the Saltonstall Shoe Company of this 
city, has been engaged by Collins & 
Staples, Haverhill, manufacturers of 
women’s turn footwear, as sales manager 
for the retail trade. Mr. Stockbridge 
who has had a lifetime experience in the 
sale of Haverhill-made footwear, will have 
charge of the factory in-stock department 
for Collins & Staples and will develop this 
feature of the concern’s business. The in- 
stock department of this house has made 
a steady and substantial growth. It is 
for the purpose of further increasing the 
number of styles carried and effectiveness 
to merchants that Mr. Stockbridge be- 
comes identified with the Collins & Staples 
business. He has plans for enlarging the 
in-stock department which will be worked 
out in the near future. 














Where to Buy 


Miscellaneous 

















Service Complete Copy to Mailing 
F. S. ROOT COMPANY 

6 Beacon Street 4 : 
eg - Mass. Multigraphing 
WHEN TO EMPLOY US—When you want 
— = mann ga a multigraphing, 
filling in, addressing, sign- 

ing and the mailing of Sales Letters 
Accuracy and excellence guaranteed Tel. 3172 Hay. 














MR. AND MRS. DAVID HARTMAN 
Whose golden wedding was celebrated recently 


Mr. and Mrs. David Hartman 
Celebrate Golden Wedding 


Mr. and Mrs. David Hartman of 
Haverhill, Mass., formerly of New York, 
celebrated their Golden Wedding Anni- 
versary with an elaborate and largely at- 
tended ceremony in New York, on Febru- 
ary 4, 1923. An entire floor of the Hotel 
Savoy, including the Golden Ballroom, 
was engaged for the occasion. Of unique 
interest was the marriage of Mr. and Mrs. 
Hartman’s grandson, Mr. Bernard Wal- 
lach to Miss Minnie Himmel of New 
York, which was held at the same time. 

Mr. and Mrs. Hartman were married 
again with full orthodox ceremony by 
Rabbis Dr. Klein and Drachman of New 
York, and Rabbi Yood of Haverhill, 
after which an elaborate dinner was 
served in the Golden Ballroom to one hun- 
dred guests. Two hundred additional 
guests were present at the reception held 
immediately after the dinner, including 
relatives and friends from all parts of 
the country. Mr. Louis Melczer of Los 
Angeles, brother of Mrs. David Hartman, 
was one of the prominent speakers at the 
banquet. 

Both Mr. and Mrs. David Hartman 


(nee Mlannah Melczer) were born in Buda- 
pest, Hungary, and married there in 1873, 
later coming to the United States. Mr. 
Hartman was engaged in the wholesale 
drygoods business in New York for some 
years and moved to Haverhill in 1897. 
He is still active in the affairs of the 
Hartman Shoe Company of that city, 
although much of his time is required 
to manage his extensive real estate hold- 
ings there. 

Mr. and Mrs. Hartman have four sons, 
Samuel, Joseph, Louis and Abraham, and 
two daughters, Mrs. Daniel Wallach of 
New York City and Miss Mildred Hart- 
man of Haverhill. There are five grand- 
children, Miss Helen Wallach, Mrs. 
Isabelle Singer and Mr. Bernard Wallach 
of New York, and Miss Sarah Ruth and 
Master Joel Benjamin Hartman of Haver- 
hill. There is also one great grandson, 
Master Alfred Stanley Singer of New York. 

Mr. and Mrs. Hartman were the re- 
cipients of many elaborate gifts and hun- 
dreds of congratulatory telegrams and 
messages from all over the country. 
Four of the attendants at the wedding of 
Mr. and Mrs. David Hartman, 50 years 
ago, were present at the Golden Anni- 
versary celebration. 
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Advance signs point to a big and profitable white 
leather season. Fashions long ago predicted the 
coming popularity of white kid footwear for early 


spring. 
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The above new original styles in white kid shoes, are 
already filling the steady demand of volume buyers. 
Early ordering is now the safest course. Look over — 
the Allen-Goller white kid styles before you make a 
decision. Buyers who can purchase in quantity 
should look for Allen-Goller’s salesman. 
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ALLEN, GOLLER SHOE Co 
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Nothing in the shoe 
but the foot 





baerate a, 
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HOE specialists insist that shoes 
built with Crawford Arch Sup- 
porting Shanks are scientifically correct. 
Such shoes relieve fallen arches and safe- 
guard normal feet. They bring health 
and happiness to your customers and 
increased business to you. 


T's Crawford Arch Supporting 
Shank is built right into the shoe 
—fitted between the inner and outer 
sole and locked to the insole. It pre- 
serves the shape of the shoe, giving sup- 
port to the arch and ease to the foot. It 
cannot abrade the skin. 
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To boost your business, sell shoes built 
with Crawford Arch Supporting Shanks. 
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United Shoe Machinery Corporation 


Boston Massachusetts 
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Bates Easter Specials 
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They are priced 35 cents less than our original quotation. 
Study their specifications and you will see why you cannot 
obtain equal materials and make-up elsewhere at anywhere 
near our price. 


a a . « reg 
for immediate shipment! BY 

¥ 3} ? 
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| lee & Nex Series Pastry Glee’ gNo, 3 Tat a 

' ies No. 2130 SEC 
f as Same, except made of Gallun’s Black | 
Norwegian Calf. Rubber heel. , 3 

These Two Oxfords Carry Sole Leather Counters, Full- = } 

Grain Inner Sole and 15-Iron Edge. B, C and D widths et 

OUR heavy in-stock demand from dealers for the pre- oe 

: Easter season reveals these two smart “‘Brogue’’ models aoe 

t 3 as tremendously popular. = 
4 Being well prepared, we still have full sizing on all three BS 
widths —BUT, we urge dealers who need them to order ae 

QUICK. H 

iz 

5% 
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for other highly-salable Easter styles consult our Special 
Bulletin issued a few days ago. 


A. J. BATES COMPANY 
toot MASSACHUSETTS 





WEBSTER 


. rc — . 
Oe EL Nee Pee Rie ee 
se 


— 





BOOT AND SHOE RECORDER 


New England Traffic 
Council is Formed 


A New England Traffic Council was 
organized by the New England Shoe and 
Leather Association at a largely attended 
meeting held in its rooms, this city, Feb- 
ruary 14, over which Mr. Philip H. Fraher, 
Chairman of the Association’s Transporta- 
tion Committee, presided. 

The underlying purpose of the organi- 
zation is to bring together the different 
cities and sections of New England, in the 
form of a conference, to discuss at periodi- 
cal meetings their respective transporta- 
tion problems, so that by concerted action, 
in co-operation with the railroad manage- 
ment, these problems may be satisfac- 
torily solved. The Council will be virtu- 
ally an enlargement of the Transportation 
Committee that the Association has, for 
many years, maintained, and not only 
the local Manufacturers’ Associations in 
Lynn, Brockton, Haverhill and Auburn, 
Me., but the Chambers of Commerce in 
the leading shoe and leather cities of New 
England will co-operate. All traffic mana- 
gers and other persons responsible for 
traffic matters connected with member- 
concerns of the New England Shoe and 
Leather Association will be eligible for 
membership in the Council. 

At the organization meeting there were 
traffic men present from Boston and the 
various other centers mentioned above. 
The Council will be subdivided into 
groups representing respectively, the 
shoe manufacturing, tanning and acces- 
sory trades, and its activities will be di- 
rected by a Chairman and Executive 
Committee. 

Vice-President Arthur P. Russell of the 
New York, New Haven & Hartford Rail- 
road, and Freight Traffic Manager, W. T. 
Lamoure of the Boston & Maine Railroad 
were present at the meeting by invitation, 
and made encouraging statements regard- 
ing the gradual recovery of these roads 
from the serious troubles that have beset 
them during the past few months. One of 
the features of the Traffic Council will be 
occasional conferences with railroad and 
steamship officials silimilar to this. 

The Association also has formed a spe- 
cial committee to look after the interests 
of business concerns in the Boston Shoe 
and Leather District in connection with 
street traffic regulations and related mat- 
ters. 


Call Them Tennis Shoes 


Speak of them as tennis shoes, not as 


“sneakers.” Advertise them as tennis 
shoes. Exterminate that word sneakers, 
wherever expedient. It is not compli- 
mentary to the trade. It savors too much 
of street lingo. The phrase—tennis 
shoes—has a more pleasant sound. Give 
a dog a bad name and nobody wants him. 
The same is true of shoes. 


Harry I. Boyd Now Owns 
Own Store 


An active association worker, Harry I. 
Boyd, has come into the ownership of his 
own business through the passing out of 
existence of the Chas. H. Frey Estate of 
Lancaster, Pa., and the organization of 
Boyd’s in the same location with the same 
lines of shoes and the same selling force. 

Harry I. Boyd is known to every vet- 
eran member of the National Shoe Re- 
tailers’ Association. He has attended 
practically every convention, is president 
of the Lancaster Shoe Retailers’ Associa- 
tion, past president of the Pennsylvania 
Shoe Retailers’ Association and also past 
president of the Kiwanis Club. 

This, together with the fact that he be- 
longs to the Tall Cedars of Lebanon, Lodge 
of Perfection, Hamilton Club, Lancaster 


HARRY I. BOYD 


Country Club and is a Knight Templar, 
32d degree Mason and a Shriner proves 
that he is pretty busy in association ac- 
tivities. 

He has been in the shoe game since 
June, 1909. He started in as stock man, 
after having worked as an extra Saturday 
man for a year previous and gradually was 
elevated to the position of assistant mana- 
ger. In 1915, he was made manager of the 
store. On the death of Mr. Frey in 1917, 
he managed the estate until October 15, 
1922. He has since taken over the stock, 
building, furniture and fixtures. Asspecialt- 
ies, he carries the Dr. A. Reed Cushion 
Shoe and the Cantilever Shoes with Hole- 
proof Hosiery under the title “Better Shoes 
and Hosiery.” 





Footwear Imports Increase 


Washington, Feb. 20.—During the ten 
month period from January to October, 
1922, inclusive, imports of boots, shoes and 


slippers into the United States totalled 
271,645 pairs or 126.4 per cent more than 
during the corresponding period of 192] 
when they totalled 119,972 pairs, accord- 
ing to Arthur B. Butman, Chief of the 
Shoe and Leather Manufactures Divi- 
sion, Bureau of Foreign and Domestic 
Commerce. 

Prior to Sept. 22, 1922, import statistics 
for slippers were included in “all other 
manufactures of leather’’; since that time 
the classification reads ‘““Boots, Shoes, and 
Slippers (all leather)” free, and “other 
footwear” dut., (footwear partly leather 
and partly embroidered silk, etc.). 

The boots, shoes, and slippers imported 
into the United States during January- 
October period of 1922 were principally 
from England, 72,463 pairs, value, $364,- 
142; Germany, 22,793 pairs, ‘ value, 
$28,543; Turkey ia Europe, 48,260 pairs, 
value $27,902; Canada, 10,729 pairs, val- 
ue $37,778; and Switzerland, 18,708 pairs, 
value $121,807. 

The October 1922 import statistics show 
that from Sept. 22—Oct. 31, United States 
received 83,180 pairs of boots, shoes, and 
slippers (all leather), and 70,047 pairs 
classified as “‘other’’ (dut.); 8,285 pairs 
were from England; 23,027 from Germany; 
35,600 pairs from Turkey in Europe; 2,953 
pairs from Canada; and 5,378 pairs from 
Switzerland. 





_ Labor Situation Shows 
Improvement 


The trustees of Haverhill Shoe Manu- 
facturers’ Association and the Shoe 
Workers Protective Union committees, 
are making good progress in reference to 
the agreement for factory operation during 
the present year. The chairman of 
trustees for the Manufacturers associa- 
tion, Joseph C. Kimball, of Kimball and 
Sherman Company; and Fred L. Cooper, 
manager of the association, are working 
actively with the committees to perfect 
the pending arrangements. The large 
demand for the type of dainty, stylish 
novelty footwear for women which is pro- 
duced here is keeping the factories operat- 
ing on 100 per cent basis on all grades of 
shoes produced in Haverhill. 





Clearance Sales Hold Sway 
in Louisville 

A good many clearance sales are being 
held. The Sells interests, operating the 
Miller store, are offering a sale at prices 
ranging from $3.85 to $6. Husch Brothers 
have offered a sale of oxfords, colonials, 
straps, etc., at $2.85 in satin, patent, 
seude, etc. The Boston Shoe Co. offered 
a Sale of patent oxfords, colonials, straps, 
etc., at $2.85, and another lot at $5.95. 
The Patrician department at John C. 
Lewis Co., is offering a sale at $8.95. 
Levy Brothers are offering a sale of men’s 
shoes at $4.95. 
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NEW YORK OFFICE: 
607 MARBRIDGE BUILDING 











0 Every DeLipp Style [ 
is backed by 


WORKMANSHIP and SKILL 


of Degen-Lipp Organization 


DEGEN-LIPP, Inc. 


Makers of 
Women’s Best Turn Footwear 





_— 


DISPLAY ; 
CREATES 
SALES 











FACTOR 
BROOKLYN, N.Y. 
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LADIES’ 


turnovers and profits. 
want ON TIME that counts today. 


138 WEST BROADWAY, 
LADIES’ FOOTWEAR ON THE FLOOR 
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High Grade Wooden Sole 
Boots and Shoes 


Full Oil Grain 
Waterproof Leather, 
Sole Leather 
Counters. High-cut 
Buckle Shoes $2.25 
High-cut Boots $4.25 
Riemer’s Steel 

Rims for Sole 


A. H. RIEMER SHOE CO. 
MILWAUKEE, WIS., U.S.A. 












APPROVED BY 
MEDICAL MEN 


As a sturdy support for the ankles of 
rigs and as a fully venti- 
fated the Barkley Venieted Foot 
Developer is lied. Well-known 

surgeons its use. 
Make your stock 


VENT LANOD ; * 
canantes pana ge 









1156 No. Main St. 
Brockton, Mass. 







| Retails $2, $3. 50 


EMIL LUBLIN, Inc. 


NEW YORK, N. Y, 







TRY US. 


PRICED RIGHT 


proportion. 
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Sa lnc ln cil cil i i dn il cl td dS il i tnt dn did tn dn cn 8 
NOVELTY FOOTWEAR is 


The public is buying. It’s now or never for quick 
It’s getting what you 
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A Question of Taste 


People who travel extensively 


step at the MARTINIQUE 


ECA USE it delivers in room accommo- 
dation, hotel service and food value, 
full return for the amount of the bill. 


Because it is conducted forthe New York 
trinity of dusiness, pleasure, rest. 


Because it is five minutes from the theatre 
district, seo and four minutes from Penn- 
sylvania and Grand Central Stations, shree 
minutes from the wholesale houses and» 
around the corner from the greatest shopping 
zone in the world. 


Consider the cost: Rooms, $2.50 up— 
rooms with bath, $3.50 up. Club break- 
fasts, 45c to $1.00. Everything else in 


That is why travelers have elected 
the Martinique the Travelers’ Hotel 


Broadway at 52™ Street, 


Prenk E. Jago ~ Resident Manager 










Black Patent — All Grey’ Nubuck, 
Pat. Vamp., Grey Quarter. 


a 
fo? 
fot 
ig? 
fg? 
fot 
fo? 
fa? 
ig? 
% 






























































New York 








128 BOOT AND SHOE RECORDER February 24, 1923 








r Biege, Grays and “Trouser Crease” Patterns 
In Stock ee ee In Stock 


WELTS—In Kaffor Kid and 


HAND TURNS—lIn Gray Suede 
Sunset Russia Calf 


and Black Satin. 







**TROUSER 
CREASED” 
VAMPS 





B 305—Gray Charmooz Suede One Strap, 
Gray Kid Strap, Imitation Tip, 10-8 Heel 
with Rubber Top Lift, Welt.......$4.85 


B 301—All Black Kaffor Kid Blucher Oxford, 
New York Last, Trouser Creased Vamp and 
Tongue, Rolled Edge Sole, One-inch Heel 
Rubber Top Lift. Welt...............$4.75 





B 300—Gray Suede, Gray Kid Trim, 16-8 
Spanish Covered Wood Heel, High-Grade 
BE BUR s ccc vciccccccvcccoesesd $6.50 


B 302—Same in Sunset Russia Calf Welt. $4.75 


B 303—Black Satin, Black Suede Trim, 
16-8 Spanish Covered Wood Heel, High 
Grade Hand Turn.................$5.75 








AA. . 44-8 | eererer a 
TE einen . 243 
Terms: Net 30 Days 














B 311—Beige Suede, Sunset Russia Trim, tip 
| backstay, 10-8 Heel with Rubber Top Litt. 


JOY, CLARK & NIER, Inc., Rochester, N.Y. 


iL New York Office, 127 Duane Street, Murray Klein, Representative | 


CHROMOK 


SIDE DEATHER 






























































“Chromok” makes better medium priced shoes 
because it is specially made for just this grade 


W. D. Byron & Sons Leather Co. 


Williamsport, Md. es o es Boston, Mass. 


Also Makers of 


Famous Oak Tanned Flexible Inner Soles, Flexible Sides all Bends 


Tin th 
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For the Industry’s Prestige ! 


Vote for Helen M. Haney 








HELEN M. HANEY 


The Shoe and Leather Industry's 
Candidate in the “‘Good Will Election” 


Shoe Trade Attention! 


Miss Haney is one of our Associate 
Editors; she conducts the Shoe Traveler 
and many other departments of the 
Boot and Shoe Recorder. She is a good 
organizer and worker for many clubs and 
organizations. To thousands of shoe 
travelers and other members of the 
industry, she is known as a business-like, 
genial executive, always ready to do 
somebody a good turn, always 100% for 
the industry. We believe she will make an 
ideal Good Will Delegate and the Boot 
and Shoe Recorder earnestly asks its friends 
the world over to give ir support to 
this noble cause—as represented by Miss 
Haney. 





Mail This Coupon at 
Once to 

Boot and Shoe Recorder— 
I enclose the sum of $ 
To count as votes for 
Miss Haney of the Recorder, 
the New England Shoe and 
Leather Industry’s Candidate. 


Signed 











‘ ¢*neighbors’’ over the sea. 





Helen M. Haney is the Shoe and 
Leather Industry’s Candidate in 
a National Good Will Election to 
help the poor people of devas- 
tated France. 


Assist In A Great Charity! 


Voting period ends February 27—all votes 
and money must be received by February 20. 
This is the call for YOUR help. Act today. 
Fill out attached coupon at once. 


Put your whole organization behind 


MISS HANEY 


Thousands of Dollars Necessary. 


Each 10 cents counts as one vote. 


All money expended under direction of 
American Committee for Devastated France 
organized 1917-1918. Much reconstruction 
work has been done by this committee, but 
much more is necessary. 


All together! In one extraordinary effort to 
raise money to help our less fortunate 
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Changes in Business 


Current Events in Failures, Suspensions and Activities in the 
Shoe and Leather Trade 


CHANGES 


Bisbee, Arizona—E. G. Water, shoes, succeeded 
by Lester Truan. . 

Atkins, Ark.—-W. N. Godbey, shoes, etc., succeeded 
by W. N. Godbey & Sons. 

Alhambra, Calif.—C. F. Busch, shoes, etc., suc- 
ceeded by Joe Fox. 

San Francisco, Calif.—Philadelphia Shoe Co., 
shoes, incorporated with authorized capital of 
$750,000. 

South Coventry, Conn.—DeWitt & Kingbury, 
shoes, succeeded by Clark & Ledoyt. 

Atlanta, Ga.—Cohen, Lipman & Cohen, wholesale 
shoes, succeeded by Lipman Wender & Co. 

Conyers, Ga.—Morris Wender, shoes, etc., suc- 
ceeded by Lipman Wender & Co. 

Chicago, in Mrs. Lena Ostrowski (3229 S. 
Halsted Street) shoes, etc., reported selling or 
sold out. 

Gary, Ind.—M. B. Boot Shop, Inc., shoes, incor- 
porated with authorized capital of $25,000. 

Catlettsburg, Ky.—Clay-Gunnell Co., wholesale 
shoes, name changed to Gunnell Shoe Co. 

Hattiesburg, Miss L. Rubenstein & Co., shoes, 
ete., succeeded by Harry Shor & Co 

Yazoo City, Miss.—Miller Bros., shoes, etc., 
succeeded by Joseph Fine 

Cameron, Mo.—R. S. Brown, shoes, etc., succeeded 
by James Crawford 

Fulton, Mo.—Payne & Henderson Shoe Co., shoes, 
ete., incorporated with authorized capital of 

2,500. 

Elizabeth, N. J.—Benjamin Klein (825 Elizabeth 
Avenue) shoes, reported selling or sold out. 

Paterson, N. J Harry L. Urdang (210 Market 
Street) shoes, suceeeded by Israel Jacobs. 

Brooklyn, N. Y Cameo Shoe Mfg. Co., shoes, 
incorporated with authorized capital of $10,000. 

Fashion Shoe Mfg. Co., Inc., manufacturers, 
authorized capital increased to $50,000. 

Refined Shoe Co., shoe manufacturrrs, in- 
corporated with authorized capital of $10,000. 

Paristyle Footwear Mfg. Co., manufacturers, 
authorized capital increased to $100,000. 

Brooklyn, Mutual Shoe Co., Inc., shoe 
manufacturers, incorporated with authorized 
capital of $50,000 

Miss Consello Novoa (11 ‘_ President Street) 
shoes, etc., succeeded by Anthony Garcia 

Benjamin Rothman, Inc., shoe manufacturers, 
incorporated with authorized ca vital of $100,000. 

Buffalo, N. Y.—Kleinhaus Co., Inc., shoes, etc., 
authorized capital increased to $800,000 

New York City—Wm. Graham, Inc. (6 Ferry 
Street) leather. authorized capital increased to 
$100,000 

Louis Greenberg (200 Rivington Street) shoes, 
out of business 

Marvel Shoe Co. (59 Reade Street) wholesale 
shoes, dissolved partnership Henry Wilder 
retires. 

New York Slipper Co., manufacturers, in- 
corporated with authorized capital of $10,000. 

Samuel Poster (644 Melrose Avenue) shoes, 
etc., reported selling or sold out. 

Samuel Forman & Son (105-107 Mulberry 
Street) shoes, etc., succeeded by Harry Forman. 

New York City—R. Gelsomino (2060 Sth Avenue) 
(782 Amsterdam Avenue) shoes, reported sold 
out. 

Arnold 8S. Swernoff, shoes, out of business. 

Niagara Falls, N Tucker & Podos, shoes, in- 
corporated with authorized capitol of $20,000 


Yonkers, N. Y.—John De Arco Co., shoes, dis- 
_solved partnership; succeeded by John De Arco. 

Newark, Ohio—King Shoe Co. shoes, incorporated 

_. with authorized capital of $50,000. 

Zanesville, Ohio—Charles H. Taylor, shoes, suc- 
ceeded by The Taylor Shoe Co., Inc. 

Philadelphia, Pa.—Harry Axel (2408 S. 2nd Street) 
shoes, reported selling or sold out. 

Reading, Pa.—Wetherhold & Metzger, shoes, 
incorporated with authorized capital of $15,000. 

Newberry, 8. C.—James A. Minnaugh, shoes, etc., 
out of business. 

Union, S. C.—Clark Clothing Co., shoes, etc., 
incorporated with authorized capital of $5,000. 

San Antonio, Texas—San Antonio Boot Co., shoes, 
authorized capital increased to $40,000. 

Petersburg, Va.—Dodge Leather Co., skins, hides, 
leather, etc., incorporated with authorized capi- 
tal of $15,000. 

Portsmouth, Va.—A. H. Goodman & Bro. shoes, 
ete., succeeded by Jerome Goodman, Inc. 

Menomonee Falls, Wis.—William Berger, shoes, 
succeeded by Otto Reinde. 

Milwaukee, Wis.—Rohn Shoe Manufacturing Co., 
shoe manufacturers, incorporated with authorized 
capital of $150,000. 


Remember "Way Back 
Remember ‘way back—When many 
men and lots of big boys—and small 
ones too—used to wear !ong-legged boots 
that came nearly to their knees?—Brock- 
ton Enterprise. 


Metal Shoe Fitting Stools 


and Floor 
Mirrors 









No. 141 


Brie fe THECHICAGO 
end Pries WIRE CHAIR CO. 


621 N. La Salle Street 
Chicago, Ill. 
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MISCELLANEOUS 








BINDS aswell as SUPPORTS 
The Front Arch 


The common sense principle of 
binding and supporting appeals to 
the Foot Sufferer. 


IT SELLS ITSELF 


Above Trade-Mark is a facsimile of de- 

monstration device we furnish you. You 

will be enthusiastic about it, too, when you 

= how customers are attracted. Write 

lor . 

C. R. ACFIELD, Dept. K.K 1328 Broadway 
New York City 





Neatest, strongest, lightest and most 
convenient fitting stool on the market. 





Finished Golden Oak or 
Mahogany 


Price i .. $3.50 each 


Carried in stock by all wholesale shoe and 
findings houses. If your jobber cannot 
supply you, order direct from us. 


MILBRADT MFG. COMPANY 
2416 N. 10th St., St. Louis, Mo. 


For thirty-five years manufacturers of 
Milbradt Rolling Step Ladders 














Information for Shoe Merchants 


“Where to Buy” constitutes a source of 
knowledge so geet be who runs through these 





pages may 



























A. W. GREELEY 


BOUDOIRS! 


Are you looking for something 
desirable and dependable in 
this 
wear? 


I can show you 
styles at a price 
that will deserve 
your business. 


Send for Sample 


:: Haverhill, Mass. 


ine of foot- 


















SPECIALS IN STOCK 


Two of Many Styles for Im- 
mediate and Later Delivery 


Terms 2/10 Net 30 


Ladies’ Ribbon and Plush Trimmed 
Juliets, flexible McKay stitched, wit 
rubber heels, 10 colors . .95c. per pair 


Ladies’ Felt Moccasins, ribbon 
trimmed with silk pompom, 12 
GMD. 0 Ks0% «.... 70c, per pair 


Send for samples of other 
ladies’, men’s and 
children’s styles 


BROOKLYN SLIPPER CO., ‘3, 98298%, STREET 
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TO LEASE 


OR LEASE—Entire second floor for ladies’ shoe 

department, fully equipped with all fixtures and 
chairs for seating capacity of 100 le. Depart- 
ment in large specialty store, well established in 
city of million population, doing a large volume of 
business catering from medium to better trade. 
Wonderful opportunity to right party. Must fur- 
nish first-class references and be financially \~< 
able. Address D-814, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 


EXCEPTIONAL OPPORTUNITY to lease 
space for women’s shoe departmen 

business. Best town in the country, 
Best location in city. Address the Joldsmi 
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Reece’s E. Z. Walking 


Wooden Sole Footwear 


Oil Grain and Wax Veal—Leather uppers 
1 buckle shoes 
$1.42 to $1.95 


REECE WOODEN SOLE 
SHOE COMPANY 
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a New York.” ee High — ms dy $3.65 Columbus .. . « Nebraska 
FOR SALE 
frouR thousand five hundred dollar first-class WANTED TO PURCHASE MISCELLANEOUS 
stock, Friedman Shelby shoe and Buster Brown 
hom aay Sen enene coat ya for quick turn. 
oyer Shoe Store, Limon, Colo. : : 
{IFTEEN HUNDRED yards men’s welt, black C A ~ H P A I D Milbradt Rolling 


and natural. Write for particulars. Address 
> $10, care Boot and Shoe Recorder, 207 South 





. Boston, Mass. 
SHOE STORE, most attractive corner on promi- 
nent business street of Buffalo, N. Y. Ten 


thousand cash required. Address D-811, care 
Boot and Shoe Recorder, 207 South St., Boston, 


Mass. 


for entire shoe stocks or surplus stocks of 
shoes or other merchan Any quan- 
tity. Prompt attention given. 


KIRSCH-BLACHER CO., Inc. 
293 Cigech St,, Now Se Test, N.Y. 








‘OR SALE—O 

one of best country towns in Northwest Ohio. 
Established over forty years. Good location. 
Cheap rent. Invoice about eight thousand. Can 
be reduced. If you mean business, address D-812, 
care set and Shoe Recorder, 207 South St., Bos- 
ton, ass. 


nly exclusive family shoe store in 





WANTED TO PURCHASE 


MANUFACTURER and wholesaler desiring in- 
creased outlet for product, is interested in 
purchase for cash of small chain of retail stores, 
selling popular priced footwear for men and women 
in cities of 50,000 to 150,000 located east of Miss- 
issippi and north of Ohio rivers. All communica- 
tions will be treated as strictly confidential. Ad- 
dress reply to D-833, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 








BO YOU CONTEMPLATE 


Retiring or going out of business? 
I will pay value for your entire or surplus 
stock of shoes. Leases having a short term 
to run taken over. Established 25 years. 


I. OLENICK 
413 Broadway, New York Tel. 9531 Canal 








THE NEW YORK EXPORT 
PURCHASING CORPORATION 


596 BROADWAY, NEW YORK, N. Y. 
PHONE—SPRING 


9965 
WILL{SLOW SELLERS _) FOR 
BUY |SURPLUS STOCKS CASH 





SHOE STORES 
BOUGHT FOR CASH 


Leases taken over 


DAVE KOCH -- 908 Putnam Avenue 
Brooklyn, N. Y. Tel. 3225 Bushwick 








We bu 
for retai 


ok 2 sod wholesale” Pm ay Fy 


BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER, Proprietor 
610 Broadway, Brookl 
Phone Stagg 1757 








HIGHEST CASH PRICES. PAID 
for entire shoe s' We also buy your 
surplus or slow sellers. * Quantities no Ubject.. 
Retail or wholesale. Short term leases taken 
off your hands. Wire or phone us. 
spondence confidential. Established 1890. 
MAX GLAUBERG 

We ales” po ty =" —q ag ° Sis 

e neh ats urnishing 
goods, etc. one Canal 415 














CASH PAID 


We will send a supuesentative to investigate 
and make offer upon request. 
Kalter Cerf. Mercantile Co., Inc. 
591 Broadway, New York City 
Phone Spring $160-5161-5162 





ins in shees always hand for special sal 
— Seapiie basements -_ 














MISCELLANEOUS 


I'f 


Window Valances 
In Stock—Ask for Samples 


Window Rugs and Plush 
Samples Sent 


The Hecht Fixture Co. 
Medinah Bldg. Wells and Jackson 


NEW YORK SHOW ROOM 
70 West 36th Street 
Jest East of Broadway 








FAMOUS GLASS 
FIXTURES 
Shown in Catalog G. F 
Wood Fixtures 
Catalog No. 14 
Artificial Flowers 
Catalog No. 19 





Chicage 

















Step Ladders 


are made in a great many 
styles to suit all kinds 
of stores and shelving. 
They will enable you to 
get along with less help, 
save the wear and tear 
on your shelving, and 
help the a ance of 

your store. Shi oP sub- 
Ject to approval and sat- 
isfaction guaranteed 


a for out latest cate: 

owing styles o! 

lediders as well as other 
ures. 


Milbradt 
Manufacturing Co. 


2416 No. 10th Street 
ST. LOUIS, MO. 


IN 











SHOE STORE 
CHAIRS 
SETTEES 













WINDOW DISPLAY FIXTURES 


The OSCAR QNKEN CO. 
1181 4th’St. CINCINNATI, OHIO 


Bicycle 
STEP 
LADDERS 


are made 
im many 
styles and 
to fit all 
kinds of 
shelving. 
“fog eiving fall 
eecintios 
and e 
THE BICYCLE 
STEP LADDER 
COMPANY 


7 Se. 
Randelgh & 
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Recorder rates for space less than one-eighth page per 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


SITIONS WAN 


address must be counted in the advertisement and paid for accordingly. 
Answers to ads must be sent under letter postage. 


issue: 

Space ltime 7 times 13 times 26 times 52 times 

eer $5.00 oe re = = 

SS tr q a! Y ‘ . I 

Diva cadet 15.00 12.00 10.50 9.00 7.50 desire replies forward 
Giscsscéac 20.00 16.00 14.00 12.00 10.00 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 


TED—Four cents per word for each insertion. 
Minimum amount accepted, seventy-five cents. For other 
“Want” advertisements, seven cents per word for each insertion. 

Minimum amount accepted, $1.25. Ads under this heading will be 

received up to noon on Tuesday of week of publication date. When 

$3.00 $2.50 edvertisers desire answers to come in care of this office, twelve words 


en advertisers 














SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 





\ ANTED—Salesman having established trade 
in the States of Ohio, Michigan and Middle 
West; also two good salesmen for New York City 
and Brooklyn, for infants’, children’s, misses’, 
rowing girls’ and boys’ popular priced welts, 
fickays and turns. A rare opportunity for excel- 
lent connections with real, live concern. Only 
those who have well-established business need 
apply. Dr. Lampert Shoe Co., 204-206 Church 
St., New York City. 





V TE have an opening for a salesman with an 

established trade to sell our line in New York 
State and Connecticut. All shoes carried in stock. 
Address K-710, care Boot and Shoe Recorder, 127 
Duane St., New York. 





GALESMAN WANTED—If you have success- 
~ fully sold shoes in New Jersey, here is an oppor- 
tunity to take over our trade in this State. full 
ine of welts, McKays and turns in stock. Address 
K-709, care Boot and Shoe Recorder, 127 Duane 
St., New York. 








Nebraska, South Dakota, North 


corder, 189 W. Madison St., Chicago, Ill. 


“LIVE WIRES” “ATTENTION” 


To carry 7 samples of Infants’ Super-Welt Shoes. We still have the following States open 
Washington, Oregon, California, Nevada, Utah, Arizona, New Mexico, Colorado, Kansas, 
Dakota, Missouri, Kentucky, Tennessee, Delaware, West 
Virginia, Virginia and Southern Ohio. These 7 samples will more than pay your expenses. 

REMEMBER: Must be a hustler, have an established trade and sell the best Stores. 
Territories are going fast, so get busy at once. 





Address D-820, care Boot and Shoe Re- 











Several choice territories open. Only t 


127 Duane St., New York, N. Y. 


LIVE WIRE FELT SLIPPER SALESMEN WANTED 


Experienced salesmen to sell jobbers and large department stores popular priced line 
of advertised Felt Slippers. Splendid opportunity for the man that can produce results. 
hose experienced in the line will be considered. Give 


references and full information in first letter. Address K-708, care Boot and Shoe Recorder, 








QALESMAN with a following among the better 
stores, who will assume a financial interest in a 
firmly established Brooklyn factory making high 
grade ladies’ turns. Address K-706, care Boot and 
Shoe Recorder, 127 Duane St., New York. 





\ TANTED—Salesman South and Middle West 
to carry desirable felt line as a side line on a 

strictly commission basis. Only salesmen who are 

meeting with marked success with their present 

~ need apply. Parker Holmes & Co., Inc., 
oston. 





PENNSYLVANIA manufacturer of attractive 
priced childrens’ turn shoes, desires to hear 


from active salesmen with non-conflicting lines. 
Best repeating line of shoes on the road. iberal 
commission. Illinois, lowa, Michigan, Missouri, 


Indiana, Ohio, Dakotas, New England and South- 
ern states. Answer with reference and full details 
in first writing. Address D-823, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 





HERE'S a short, strong side line of 16 styles 

* women's turn comforts, in stock, 6% com- 
mission, no advances. ‘ollowing states open: 
Maine, New Hampshire, Vermont, Eastern Massa- 
chusetts, Rhode Island, Central and Western New 
York, Ohio, Indiana and Illinois. Send references 
as to sales ability first letter. Address D-824, 
care Boot and Shoe Recorder, 207 South St., Bos- 


ton, Masa. 








WANTED salesmen to sell 15 styles of men’s 

popular priced dress welts, also 15 styles of 
men's popular priced work shoes. Six per cent com- 
mission basis. Only high powered salesmen need 
apply. All styles carried on the floor. Bradley & 
Metcalf Company. Milwaukee, Wis. 





THE LARGEST MANUFACTURER 
OF FELT SLIPPERS IS LOOKING 
FOR SUCCESSFUL SALESMEN FOR 
WISCONSIN, MINNESOTA, IOWA, 
NORTH AND SOUTH DAKOTA TO 
SELL THE NATIONALLY ADVERTIS-— 
ED CAPITOL FELT SLIPPER. 5% 
COMMISSION. NO ADVANCES. 
ONLY THOSE WHO COVER THEIR. 
TERRITORY CLOSELY AND CALL 
ON THE BEST RETAIL TRADE NEED 
APPLY. GIVE PRESENT CONNEC- 
TION AND REFERENCES. ALL RE- 
PLIES STRICTLY CONFIDENTIAL.. 
ADDRESS D-817, BOOT & SHOF: 
RECORDER, 189 W. MADISON ST., 


CHICAGO. I 














GALESMEN —Side line 25% commission, no 
samples; every shoe merchant will stock it. 
Full commission on reorders. Diana Manufactur- 
ing Co., Uniontown, Pa. 


ALESMEN WANTED—A wonder side line of 
children's and misses’ flexible welts and the best 
line of children’s and misses’ welt moccasins ever 
produced. Pennsylvania, Illinois, Indiana, and a few 
other states open. Address D-797, care Boot and 
Shoe Recorder, 623 Powers Bldg., Rochester, N. Y. 








WANTED—Saleaman’ having established shoe 
accounts in Texas, to sell on commission 
basis, our popular priced line of Flexible Turn 
Shoes, made in sizes 1 to 5, mock heels; also Spring 
Heel Flexible Turns, made in sizes 3 to 5, and 
Spring Heel Turns, Wheeled Edges, made in sizes 
5% to 8. Every number carried in stock, ready 
for immediate delivery. Our line extensively ad- 
vertised and well known under Trade Mark of 
“Hapytoz.” Samples now ready. Imperial Chil- 
dren’s Shoe Corp., Rochester, N. Y. 





ALESMEN WANTED—Live-wire | 
with established trade on a straight commission 
basis of 8 per cent on a complete line of men’s work 
and dress shoes; also boys’. All numbers carried 
in stock. Old established line. Wonderful oppor- 
tunity for the right man in the following territories: 
West Virginia, Eastern Pennsylvania, Western 
Pennsylvania, innesota, Arkansas, Michigan, 
New York, and Ohio. Give references and full 
rticulars in first letter. Address D-803, care 
t and Shoe Recorder, 189 West Madison St., 
Chicago, Il. 


ALESMEN WANTED—Shoe salesmen to carry 
‘7 as side line on commission basis best medium- 
-_—- line of spats, gym shoes, woolskin slippers, 
leather and canvas leggings. We invite replies 
from all parts of the United States. Tell us what 
territory you cover and send references in first 
letter. We pay liberal commissions and our goods 
are priced to sell. Apply The Brown Warner Mfg. 
Co., Franklin, Ohio. 


SHOE 
SALESMAN 


One of the best known shoe manu- 
facturers in the country has openings 
for salesmen who know the trade in 
New York and Indiana. 

You must live in or near territory 
and be willing to work ten months in 
the year. 

The line is well known and trade is 
established in those states, but terri- 
ouy must be more closely travelled 
and more busi prod d 











Excellent opportunity for real wor- 
kers. 


Give full history and references. 
Applications strictly confidential. Ad- 
dress D-834, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 








— 








ANTED—A shoe salesman to carry our line of 
misses’, children’s, and infants’ turn shoes and 
sandals. Leading styles in stock. Can be carried 
with a non-conflicting line. Territory: Ohio, In- 
diana, Michigan, and Southern States. On com- 
mission. Ad Lock Box 186, Orwigsburg, Pa. 





calling on establ trade we can give our line 
-priced flexible turns and stitchdowns 
for the following terri ; Minnesota, North and 
South Dakota, Utah, Montana, Idaho, Grogs " 
, Ke 


GALESMEN—ATTENTION—To those men 
of 


20 styles of 4 to 8 spring heels; also a full run of 
stitchdowns up to size 2. A high rate of commis- 
sion will be paid to those men who can give this 
line sufficient attention. Backed up with strong 

isi prompt shipments. Samples now 


vay. Gk oral particulars and ref R. C 
ready. Give erences. R. C. 
Milow Shoe Co. Inc., Rochester, N. Y. 


EXPERIENCED SHOE SALESMEN 
WANTED 





To sell our general line on commis- 
sion either covering a large city or part 
of a state. Applicant should say what 
territory he has travelled with shoes, 
when and for whom and amount of 
sales per annum, give age and refer- 
ences. A. W. Tedcastle & Co., Boston, 





{RESIDENT SHOE SALESMEN— 
We are prepared to offer resident 
shoe salesmen, with well-established 
trade, a splendid proposition whereby 
they can add liberally to their incomes. 
Our representatives will cover your 
trade with you, will introduce our line 
of Felt Slippers, and we will poy ou 
5 per cent commission on al ieee 
laced. All ications held in 





strict confidence. Address D-821, care 
Boot and Shoe Recorder, 207 South St ., 
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SALESMEN WANTED 


SHOE MAN WANTED 








W ANTED—Salesmen—We are in i diate 
need’ of salesmen to carry our line in the fol- 
lowing territory: Nebraska, Kansas, Missouri. 
Minnesota, North and South Dakota, Michigan, 
New York State and the New England states. 
This line consists of 48 in-stock a sizes 1 to 5 
mock-heels and 3 to 5 spring h flexible turns. 
Made of all leather and manufactured for the 
medium-priced trade. Can be carried with an 
non-conflicting line. High rate of commission pai 
Advertised in the trade and direct to the 
trade. References and details required. Staud Shoe 
Corporation, Rochester, N. Y 





SALESMEN WANTED 


Milwaukee Manufacturer™ of high- 
grade work and semi-dress welt and 
nailed shoes has a few good territories 
open. Only real salesmen need apply: 


A good pro ition for men not afra 
of real work. Edward A. Luedke Shoe 
Co., Mil Wi i 

















POSITION WANTED 


W ANTED—A position as shoe clerk or manager 

in — oO At present am managing shoe store 
in East. Would like to make change about April 1. 
Address D-827, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 





CHICAGO SHOE MAN 


Capable executive with good past 
experience to take charge of men’s high 
grade shoe store. Chicago man with 
loop experience preferred. Write D-818 
care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 














MANAGERS WANTED 


GALES MANAGER—A dependable Go-Getter 
who is capable (by personal road experience) to 
direct a sales force to ispose of our entire produc- 
tion of 1500 pair womens’, misses’ and children’s 
medium-priced McKays, (300 days a year) to 4 
tailers at our price (not the other fellow’s i 
Nominal salary during three months tri va 
enter into contract if trial is successful. 

caliber salesman and su ul merchandiser Hie 
the knack of handling men may qualify. Address 
with full particulars. Address 826, care Boot and 
Shoe Recorder, 189 W. Madison St., Chicago, Ill. 


GHOE STORE MANAGER WANTED—A man 

with chain store experience —_— State 
experience and give references, advise if able 
to invest cash, and if so, how much. Give full 
details first letter; exceptional opportunity for 
right man. Address D-825, care t and Shoe 
Recorder, 207 South St., Boston, Mass. 











sr rTUATION WANTED—Bookkeeper and office 

man, experienced in shoe store or gencral mer- 
chandise. First class references. Ad D-828 
care at and Shoe Recorder, 207 South St., Bos- 
ton, Mass. 





,XPERIENCED buyer and manager of retail 

store wishes to locate in small town. Prefer- 

ably near Chicago. Address D-829, care Boot & 
Shoe Recorder, 189 W. Madison St., Chicago. 





SHOE buyer now employed, desires making 
change, t of references, 14 years experience, 
would prefer town of 5000 to 25,000 population in 
West or Middle West. Address D-830, care Boot 
and Shoe Recorder, 207 South St., Boston, Mass. 





SOUTHERN experienced shoe man, desires posi- 
tion; best references. Address D-831, care 
Dost and Shoe Recorder, 207 South St., Boston, 


Mass. 





.ALES MANAGER'S POSITION WANTED 
by salesman now with a large shoe firm. For- 
merly shoe pattern man, then superintendent of 
factory before being —wy any years with 
resent firm. References. dress D-806, care 
joot and Shoe Recorder, 207 Sosth St., Boston, 


Mass. 





Sales Executive 
Open for Position 


My wide experience in merchan- 
dising shoes should make me a valua- 
ble man for any organization having 
an opening for a sales and advert 
manager. I have a long record of 
successful service with two of the 
largest shoe manufacturing concerns 
in the East. I know how to prepare 
samples, build up sales, organize and 
direct publicity. Best of references 
furnished Address D-816, Boot and 
Shoe Recorder, 207 South Street, 
Boston, Mass. 








PARTNER WANTED 











PARTNER WANTED 

Retail shoe store in Eastern North 
Carolina, population 40,000 will sell 
part interest to live young man with 
not less than $5,000 capital. Excellent 
opportunity for high-grade experienced 
man to buy stock in our corporation. 
Business being held back by lack of 
capital. Single man, 22 to 35, and 
mixer, will be given preference. For 
complete information apply to “*Part- 


ner’’ Address D-822, re Boot and 
| > me Recorder, 207 South S St., Boston, 
ass. 














LINE WANTED 


GALESMEN with established trade to sell on 
commission side line of high-grade, soft sole 
leather slippers. Address D-832, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 


GALESMAN with following in Central Southern 
states, calling on big retailers, looking for manu- 
facturer’sline. Will consider bee J drawing account 
and expense proposition. Address K-707, care 
Boot and nd Shoe ecorder, 127 Duane St., New "York. 


WANTED on commission basis a strong line of 
men’s dress welts, for Chicago and vicinity, by 
well-acquainted salesman with established trade. 
Address D-807, care Boot and Shoe Recorder, 189 
W. Madison St., Chicago, Ill. 














OPPORTUNITY 


ATTENTION SHOE MANUFACTURES— 

Harrisonburg offers ideal location for shoe fac- 

Three railroads, on the Lee Highway, 140 

— southwest Washington. Cheap power and 

en New buil on, Ne Ch for occupancy. 

Ge rent. J. N. Tom Chamber of Com- 
merce, Harrisonburg, 








OFFICE MANAGER WANTS POSITION 
Ten years shoe factory experience on 
Women’s McKay, Turn, and Welt 
shoes. Specializing on figuring costs, 
also production, factory system and 
purchasing. College graduate of 
ee, oS Concern _liquida- 
tion. 
Shoe Recorder, 207 x. St., Boston, 
Mass. 








5000 CASES 
Moccasin Felts, Ribbon Trimmed 


Direct from manufacturers. A-1 goods 
55 cents pair. 

Address D-795, Boot and Shoe Recorder 
207 South St., Boston, Mass. 
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P OFFICES IN 


BOSTON OFFICE, 207 South Street. 
BROCKTON OFFICE: 224 Moraine St. Geo. 
W. R. Hill, Manager. Telephone 507. 
CHICAGO OFFICE: 189 West Madison St. 
Telephone Main 1089. B. C. Bowen, Manager. 
sT. Loe OFFICE: 1627 Locust St. B.C. 
Bowen, Manager. 
— YORK OFFICE: Room 101, Graham Bidg., 
27 Duane St. H. Walter Scott, Manager. 
Telephone 2425 Canal. 
PHILADELPHIA OFFICE: Suite 1420, Widener 
Building. - Walter Scott, Manager. 
HAVERHILL OFFICE: Chamber ag! Commerce. 
Rooms, Haverhill National Bank Bldg. Geo. 
W. R. Hill, M 
CINCINNATI OFFICE: 810 Second Nationa 
Bank Bldg. ee Bowen, Manager. Tele- 


ROCHESTER OFFICE: 623 Powers Bidg., 
Rossiter L » Western New York Repre- 
sentative. “Telephone Main 969. 

LYNN OFFICE: Fred A. Gannon. 

MILWAUKEE OFFICE: Leonard E. Meyer. 

. Cc. Bowen, M ), 405 Broadway. 


bet 5 INGTON y OFFICE: William L. Daley, 
26 Jackson Place, N. 
PARIS OFFICE: 2 Rue des Italiens. L. Hub- 
Manager. 


aay OFFICE: John C. Curtios, Manager, 
11 Haymarket, , 5. W., England. 
AUSTRALIAN OFFICE: 430 om. Collins St. 
Melbourne. G. Jervis Manton, 
CONTINENTAL OFFICE: William Seinen, 
Manager, Wasagasse 2, Vienna, Austria. 
ARGENTINA: Buenos Aires, Rivadavia, 2721, 
P. Sabazzini, Gerente. 


BRAZIL: Gerente. John S. Fitch, 88 Rue 
General Camara, 88 Sob. 
CHILE: Santiago, Las R 1123-1127. 
Fuhrimann, Gerente. ase we 
cB Mr. H. Gomez, Corrales, 2A Havana, 
JAPANESE OFFICE: Yokohama. J. F. Wager, 
SPAIN: Gerente, Miguel, 
3 Leoncio de Librere. 
Editor, 20 Fuencarral, Madrid. 


. 





BOOT AND SHOE RECORDER 


February 24, 1928 


INDEX TO ADVERTISERS IN THIS ; ISSUE 





BOOTS AND SHOES 


Alden, C. H., Co., Abington, Mass 
Allen-Goller Shoe Co., So. Boston, Mass. . . 
Anderson-Owens Shoe Co., Lynn, Mass... . 
Arch-Aid Shoe Co., Rochester, N. Y 


Barry, T. D., Co., Brockton, Mass 

Bates, A. J., Co., Webster, Mass 

Best Ever Slipper Co., Brooklyn, N. Y. 
Bleecker Shoe Co., New York City.......... 
Blum Shoe Mfg. Co., Danaville, N. Y 
Bradford Shoe Co., Columbus, Ohio 

Brauer Bros. Shoe Co., St. Louis, Mo....... 
Briggs-Hutchinson Co., Boston............ 
Brockton Co-operative Shoe Co............ 
Brooklyn Slipper Co., Brooklyn, N. Y 
Burkley Shoe Co., Brockton, Mass 


C. & E. Shoe Co., Columbus, Ohio 
Churchill & Alden Co., Brockton, Mass. 

4th Cover 
Clapp, Edwin H., Co., E. Weymouth, Mass 115 
Commonwealth Shoe & Leather Co., Whi'- 

115 

Coon, W. B., Co., Rochester, N. Y.. 
Cotter Shoe Co., Lynn, Mass 
Craig, Reed & Emerson, Inc 


Creel, Mauldin & Chambers Co., St. Louis, 


Degen-Lipp Co., Brooklyn, N. Y............ 
Doyle, Mullins, Brockton, Mass 


Eaton, Chas. A., Co., Brockton, Mass 
Elam, F. S., Shoe Co., Rochester, N. Y 
rere 


Portsmouth, Ohio... . . 


Ensign Shoe Co., 
Excelsior Shoe Co., 
Felstiner-O’Connell Shoe Co., Inc... .. 
Ford, C. P., & Co., Rochester, N. Y....... 
Fox, Chas. K., Co., Haverhill, Mass 
Gardiner, H. K., Co., Pittsfield, N. H 
Geding Shoe Co., Chicago 
Goldstein Sons & Torio, Inc., Brooklyn, 

N. 
Goodyear Rubber Co., Milwaukee, Wis 
Gordon, Louis W., Co., New York City... .. 
Greeley, A. W., & Co., Haverhill, Mass... .. .130 


Green, Daniel, Felt Shoe Co., Dolgeville, 


Hannahsons Shoe Co., Haverhill, Mass 
Harney, P. J., Co., Lynn, Mass 

Howard & Foster Co., Brockton, Mass 
Johansen Bros. Shoe Mfg. Co., St. Louis, 


Joy, Clark & Nier Co., Rochester, N. Y 

Juvenile Shoe Corp., Carthage, Mo......... 

Lilly, Henry, New York City 

Lublin, Emil, Inc., New York City 

Maid-Rite Felt Slipper Co., Inc.. 

Marion Shoe Co., Marion, Ind. 

Marston & Tapley Co., Danvers, Mass 

Martin, A. H., Rochester, N. Y.... 

McElroy-Sloan Shoe Co., St. Louis, Mo. 
2d Cover 

McGovern Shoe Co., Columbus, Ohio 


Nettleton, A. E., Syracuse, N. Y 
Newcomb-Anderson Shoe Co., Rochester. . . 
Norman & Bennett, Boston 

Nunn, Bush & Weldon Shoe Co., Milwau- 


Olenick, I., New York City 

Oriental Slipper Co., Inc., Haverhill, Mass. .118 
Packard, M. A., Co., Brockton, Mass... . 106-115 
Peck, Frederick S., Worcester, Mass 
Phillips-Cram Corp., Haverhill, Mass.... 114 
Plant, Thos. G., Co., Boston 80 
Posner, Dr. A., Shoes, Inc., Brooklyn, N.Y.. 49 
Reece Wooden Sole Shoe Co.,Columbus, Neb. 131 
Reynolds, Bion F., Brockton, Mass 

Rice & Hutchins, Inc., Boston 

Riemer, A. H. Co., Milwaukee, Wis 

Riley Shoe Co., Columbus, O. 

Rogers Bros Shoe Co., Boston 

Rosenberg, S., & Sons, Boston 

Roth Shoe Co., Cincinnati, O. 

Russell, Wm. C., Moccasin Co., Berlin, Wis. 110 
Sargent, Donn D., Salem, Mass 

Sinbac, Chicago, Ill 

Smith-Briscoe Shoe Co., Lynchburg, Va.. 116 
Smith, Wm. Sumner, Chicago 118 
Stacy-Adams Co., Brockton, Mass 

Stetson Shoe Co., So Weymouth, Mass.... 116 


Stockbridge Shoe Co., Haverhill, Mass.... 114 
Stone, K. M., Co., Inc., New York City... 117 


Teeple Shoe Co., Waupun, Wis 

Tessier & Bowdoin, Haverhill, Mass 
Thompson Bros. Shoe Co., Brockton, Mass_ 117 
Thomson-Crooker Shoe Co., Boston... . 13 


United States Rubber Co., New York City 
Front Cover-100 


Utz & Dunn Co., Rochester, N. Y 


Wall, Doyle & Daley, Inc., Brockton, Mass. 115 
Weber Bros. Shoe Co., No. Adams, Mass.. 30 
Westcott-Whitmore Co., Syracuse, N. Y.. 114 
Whitchell-Sheill Co., Detroit, Mich 

Whitman & Keith, Brockton, Mass 

Wobst Shoe Co., Milwaukee, Wis. 

Witherell, E. A., & M. C., Co., Haverhill, 


FINDINGS AND SHOE STORE SUPPLIES 


American Seating Co., Chicago, Ill 
Acfield, C. R., New York City 
Alterson, L. & Co., New York City 


Baumann, L. & Co., Chicago, Ill 

Bicycle Step Ladder Co., Chicago 

Blog Shoe Finding Co., Inc., New York City 122 
Bongiovanni Bros., New York City 


Chicago Wire Chair Co., Chicago 
Coultas Co., D. W., Providence, R. I 


Ellis, W. E., Co., Haverhill, Mass 


Grand Rapids Show Case Co., Grand Rapids, 
Pins ovnucetstecenecencte 
Gilbert, E. T., Mfg. Co., Rochester, N. Y.. 


Hecht Fixture Co., Chicago, Ill 
Hutmacher Braiding Co., Paterson, N. J. 


Kahn & Buick, Brooklyn, N. Y 
Levin, Sol, & Co., Brooklyn, N. Y 


Manheimer, Abe, & Co., St. Louis, Mo. . . 
Milbradt Mfg. Co., St. Louis, Mo 


Netschert, Frank, Inc., New York City... 


Onken, Oscar Co., Cincinnati 
Onli-Wa Fixture Co., Dayton, O 


Parisian Beading Works Co. ,Philadelphia 
Palmenberg, J. R., & Sons, New York City 
Pittsburgh Refi ting Co., 





Vanity Novelty Works, Brooklyn, N.Y. 


HOSIERY 
Emery & Beers Co., Inc., New York City. . 
Propper Silk Hosiery Co., New York City. . 


LEATHER AND OTHER MATERIAL 
American Oak Leather Co., Cincinnati. . . 


Barnet Leather Co., New York & Boston. . 
Barnet, J. S., & Sons, Inc., Boston 

Beggs & Cobb Co., Inc., Boston 

Byron, W. D., & Sons, Leather Co., Boston 


Ceder Cliff Silk Co., New York City... .40-41 
Chamberlain, B. F., Boston 
Creese & Cook Co., Boston 


Farnsworth-Hoyt Co., Boston 
Foerderer, Robt, H. Co., Philadelphia, Pa. .22- 23 


Jones Co., F. E., Boston 


Lawrence, A. C., Leather Co., Boston. 
Levor, G. & Co., Inc., New York City. . 


New Castle Leather Co., New York City. . . 


Republic Rubber Co., Youngstown, O.... 
Rueping, Fred, Leather Co., Fond du Lac, 


Standard Kid Co., Boston 
Surpass Leather Co., Boston 


Thomas, Lake & Whiton, Boston 
Tolman-Dow & Co., Boston 


MACHINERY, LASTS, MFRS. SUPPLIES, 
DRESSINGS, ETC. 


Appelbee & Newman, Inc., New York City 95 
Beckwith Mfg. Co., 

Everett & Barron Co., Providence, R.I.... 98 
Meyer, John C., Thread Co., Lowell, Mass. 95 
Tubular Rivet & Stud Co., Boston. .3rd Cover 


United Fast Color Eyelet Co., Boston.... 136 
United Last Co., 
United Shoe Machinery Corp., Boston. .99-124 


Wiechman Pattern Co., Cincinnati 
Wind Insole & Counter Co., Inc., Campello, 


MISCELLANEOUS 
Atlantic Printing Co., Boston 
Brooklyn Purchasing Syndicate 
Calderwood & Preg, Inc., Boston 
Glauberg, Max, New York City 


Hotel Martinique, New York City 
Howard Print, Inc., Brockton, Mass 


Kalter Cerf. Co., Max, New York City... . 
Kirsch-Blacher Co., Inc., New York City. 
Koch, D., Brooklyn, N. Y 


New York Export Purchasing Corporation 
Se SI sc odd Sed ababdadcadsees 


Root, F. S., Company, Boston 
Tolman Print, Brockton, Mass 


United Hotels Company of America, 
University Electrotype Foundry........ 
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--the Dress-up Season 


That’s one time in™the year when you'llJwant your store 
to look its best. 





If you’re planning on a new interior color scheme, chances 
are you'll need to adopt a new carton label featuring appro- 
priate colors. Or, maybe the stock on your shelves doesn’t 
look neat and uniform, because the cartons bear a variety 
of labels resulting in clashing colors and a generally careless 
appearance. 


Your own uniform label, used consistently, will work 
wonders in beautifying your store, at a cost that’s next to 
nothing. 


We've just added some live new designs to our at- 
tractive assortment of stock labels; and just the one 
you need isSamong them. Send for the complete line 
of samples and price list,—select the one you want, 
and we'll ship your order quickly. 


—A postal does the trick— 





ESTABLISHED 1875 


BROCKTON, MASS. 


Also Boston: Office 183 Essex St. 


Price |\Tickets? Yes, :a fine 
assortment in colors, in stock 
for all seasons. Ask for samples 


When ordering shoes always 
specify— “Order Labels of 
Tolman Print, Inc.’ 








pringtime and Easter 
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HEN your more 

discriminating cus- 
tomers see Diamond Brand 
Fast Color Eyelets on a 
shoe, they assume naturally 
that all parts of the shoe 
are correspondingly good. 


S visible signs of hid- 
den quality, Dia- 
mond Brand Fast Color 
Eyelets go far toward 
speeding up sales. 


UNITED FAST COLOR 
EYELET COMPANY 
BOSTON 


The Boot and Shoe Recorder will appreciate your mentioning the publication in 
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No. 4590 


In Stock March 20, A New Grover 
‘““Nature’s Way’’ Oxford No. 4590 


Here’s another shoe which has won dealer approval to such an extent 
that we find it desirable to carry it in stock. It will be ready for de- 
livery not later than March 20th. 












Py 
Fe 
. 
x 


It,is a handsome shoe of Paris kid built with the special Grover flexi- 
ble shank—roomy forepart and snug-fitting instep characteristic of 
the “‘Nature’s Way” line. It has a medium toe with kid tip—kid 
quarter lining—flexible welt sole and 11-inch heel. A particularly 
comfortable and attractive shoe for street wear. 





IN-STOCK SIZES: AA, 414to9; A,4to9; B,4to9; C,4to9; 
Ee PI ORs. > aco ster ccacncsecces bocce $5.50 


And on the same last—No. 4584 


Made of rich, Havana brown kid in the same widths and size range, 
$6.00 


J. J. GROVER’S SONS CO. -- Lynn, Mass. 


Established 1865 


Soft Shoes for Tender Feet 









PSU eS 
ob vinete 









BOSTON OFFICE NEW YORK OFFICE - CHICAGO OFFICE 
Little Building Marbridge Bidg., 47 W. 34th St. Kesner Building 
80 Boylston Street 5 North Wabash Avenue 








corner Madison 
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P A T E N T LEA T H E R 


MARY JANES! 


Ask Your Wholesaler 


He knows that once you buy our Mary Janes 
from him, you'll certainly come back for more 
another season. 


That’s because we have been specializing for 
years on better and better Mary Janes for the 
money. 

The more we make, the more value we can give, 


and as this is our record year so far—a word 
to the wise should be sufficient. 











Lyons & Hershenson, Inc. 


Chelsea, Mass. 
207 Essex Street 





Boston Salesrooms 
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They jumped into 


everiasting fvor! 





Lferoro Mune. 


TANNERS 


Levor Grain Kid 
Levor Grain Goat 


Now York, Gioverwille Boston. — House : 
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Forthe expression 
of exceptional 
beauty in distinc- 
tive footwear, 
shoe manufac- 


turers all over 
the world have 
selected leathers 
bearing the P& V 


trade-mark. 
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LL TAKE THIS PAIR 


They feel good. Wrap up my old ones. 
wear these. 


ae 
WE 
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I'll 
Stanworth oxfords sell themselves 
because: |. They Lead the Style Parade. 2. They 


can be sold profitably at popular prices. 3. They 
fit and wear. 


Whip Last 12 Edge Wingfoot Heel 





MARION SHOE CO. 


M ON, INDIANA 


SZ EW] WESTERN QUALITY |B (ea oe 
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“KEEPS THE FOOT WELL” 


PiP.APA 


Nature plans that the Civilization demands The Arch Preserver 
foot rest on heel, ball that heel and arch be Shoe satisfies both Na- 
and outside arch. raised. ture and Civilization. 


Why Not Sell the Shoe 


That Customers Demand P 


USTOMERS know the names of a great many shoes, 

but there are very few for which they ask when they 

go into stores. There is, we believe, only one shoe which 
they actually demand! 


They demand the Arch Preserver Shoe! Let any woman 
wear one pair of Arch Preserver Shoes and learn just what 
they mean in comfort and satisfaction, and it is practically 
certain that she will thereafter demand this shoe. Also, she 
will tell her friends and actually urge them to buy the same 
shoe! 

The Arch Preserver Shoe gives perfect comfort and foot 
health—plus smart style. This must mean entire satisfac- 
tion for every woman in your community. It also will 
mean a sclid, rapidly growing business for you. 

The Arch Preserver Shoe, with its concealed, built-in arch 
bridge—and other patented features—cannot be success- 
fully imitated. Therefore, you should sell the genuine and 
original, and build your business on a sound basis. Let us 
hear from you. ' 


The Selby Shoe Company, Portsmouth, Ohio 


Sole Makers of the Arch Preserver 
Shoe for Women and Misses. 


THE 


RCH RESERVER 


The Shoe that Changed the Ideas of a Nation 


MMMM 
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Flexible Turn 


Children’s Shoes 


We manufacture for the retail trade a complete 
line of Children’s Flexible Turn Shoes; sizes | to 
5 Mock Heels, 3 to 5 Spring Heels. A trial order 
will convince you of their superb style, workman- 
ship, and wonderful fitting qualities. 















_ Our 1923 Stock Catalog of Spring and Summer 
Styles is just off the press. 46 Numbers In Stock 
ready for immediate delivery. 














IN STOCK 
No. B 127—Patent Leather Ankle-Strap, Red Kid Inlay, Red Milo Buttons. 
i oi 2. As. de news bene eskoa een Ge onnenenieel $1.05 
No. B 117—Patent Leather Sandal, Buckle. Sizesl1to5. Price.... 1.05 
No. B 105—White Kid Sandal. Price.................ceescecceees 1.00 
No. B 144—Patent Vamp, Smoked Cabaretta, Sally. Sizes 1 to 5. Price 1. 
No. B 114—Patent Leather “Mary Jane.” Sizes | to 5. Price...... -90 





Staud Shoe Corporation 
ROCHESTER, N. Y. 


“ Maker to Retailer Direct 








No. B 127 No. B 117 No. B 144 ° No. B 114 
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Your progressive advertising 
is compelling manufacturers 


who wish to tell the truth 
| to use your leather 


Quotation from a letter received from the 
head of one of the most progressive and pros- 
perous firms making fine shoes for men. 














This Is the Most Significant Testimonial 
We Have Ever Received for 


ONY RED CALF 


Reg. U.S. Pat Off. 


FE, most sincerely appreciate the substitutes under our copyrighted 
loyal adherence of our customers name. 

both manufacturers and retaileis— 

to TONY RED CALF, and their gen- 

eral refusal to sell theic trade anything 


but TONY RED CALF in their shoes. 


We are naturally and justly serving 
our present manufacturer customers 
first, and it is only right that we should 
refer to them all retailers who wish to 


You are all deserving of every bit of be sure that they are getting true 
support we can give you, and it is our TONY RED CALF shoes. To retail 
unqualified purpose to defend to the merchants who wish to be so assured, 
limit of our ability all users of genuine we shall. be pleased to give a list of 


TONY RED CALF from misrepre- manufacturers using genuine TONY 
sentations of competitors, who offer RED CALF. 


CREESE and COOK COMPANY 


Creators of New Calf Leathers 









SALESROOMS 
95 SOUTH ST., BOSTON 


P. A. HENRY & CO. 
706 Broadway, Cincinnati, O. 


Leather Trades Bidg.. 
St. Louis, Mo. 


TANNERIES 
DANVERSPORT, MASS. 







PPP 
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B-P Radio Last 


Gable Edge 





In Stock 








No. 432—Brown Boarded Calf Oxford, Gable 
Edge, 12 Wingfoot Heel, 10 Iron, A-Grade Oak 
Outsole, A-Grade Full Grain Counter, Radio 
Let. BCanéD. Soh th... ........ $4.90 


No. 434—Black Boarded Calf Oxford, same style 
as No. 432 Rees : . .$4.90 


No. 431—Brown Boarded Calf Bal, Gable Edge, 
4 Wingfoot Heel, 10 Iron, A-Grade Oak Out- 
sole, A-Grade Full Grain Counter, Radio Last. 
B,C and D. 5'%4to1l.. Gage . $5.15 





No. 433—Black Boarded Calf Bal, same style as 
No. 431. ... ; . 95.15 





**Best at the Price’’ 











The good name that Beals-Pratt has spent years in building 
places us under an everlasting responsibility. 


We not only will—we must keep faith. The same policies and 
service that have gained our reputation must and will be maintained. 
We have built shoes honestly and well, and we shall so continue. The 
service we cheerfully extend will never be lessened. It will always 
be improved. 





“Best at the Price’”’ means just that—with our reputation back 
of every word of it. 





EME SIE SIE AE IE A EOE OE I 3 3 Oe 3 305 505 5 SOF 5B 30 305 OE SE A ss 2 2 2 505 Ns 505 305 05 ss 2 2 2 " £25 IF Ss 5s Os 3s 
































Beals-Pratt Shoe Mfg. Co. 
Milwaukee . - Wisconsin 
if HAHAHAHA AA AAA, 
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We Knew Before We Started! 


RAJAH Soles were not hastily in- 
troduced to the trade as just some- 
thing new. 


Long before we announced them 
we had been studying and proving 
certain important things—which 
make RAJAH the standard _in this 


newly created soling. 


We knew that only a certain grade 





of rubber would give those extraor- 
dinary results that would make 
the public respond. 


We knew how to obtain that most 
necessary uniformity in the rubber 
that makes every RAJAH Sole 
give the same result. 


Only pure Ceylon crepe rubber, 
processed according to our exclu- 
sive formula, will give the comfort 
and service which wearers should 
experience from RAJAH. 


Soles are 
this mark 


Genuine Raj. 
branded wil 





Do Not Juclpe Rajah Soles 
any whi do nol hearit 


ALFRED HALE RUBBER CO. 


ATLANTIC, MASS. 
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Heel Huggers 


Not Another So-called Orthopedic Shoe-- 
but a Stylish Shoe That Fits 


Style 
B0644M 
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Price 6° 
Net 30 Days 





Price 5 
Net 30 Days 


Women’s Maduro brown kid oxford, welt, HH376 


Women’s black kid oxford, welt, HH382 last, 6 blind ; - 
eyelets, perforated tip and vamp, perforated imitation - BA, LY, y4 J -- special 
lace stay and collar, special patterns, 17 inch Cuban patterns, 1% inch Cuban heel with rubber top lift. 


heel with rubber top lift. 





ag! 


AAAS to8 AAAS two8 


AAS to8 AAS to8 =. 
A 4yst08 IN STOCK Adssto8 = 
B4 to8 B4 two8 =A 
C3%to8 C314 to8 ( 















Heel Huggers will not slip at the heel nor bulge around the 
top. They can’t, for special features prevent it. ; 


They have ample tread at the ball and base of heel seat. 


A properly fitted Heel Hugger can be worn without lacing 
it up. 
They are made in a wide range of fashionable styles. 


UTZ & DUNN CO. 


ROCHESTER ~NEW YORK 
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DENVER OFFICE NEW YORK OFFICE 
LOS ANGELES OFFICE 


218 Charles Bldg., Denver, Colo. Bush Terminal Sales Building = . 
TIGER & McNUTT 130-132 West 42d St., Room 1521 709 Fotrester Bldg., Los Angeles, Cal. 
Representatives S. A. McOMBER, Representative G. C. McATEE, Representative 
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LADY ANN 


The Chicago 
Blue Ribbon 





No. 197—Price $ 


Levor White Kid ss Heel = White Kid 
Trim, Full Louis Heel, Single Sole e 
Euclid 
AA to lest e A l 


W inner! 


IN No. 209—Price $4.50 


Gray Suede Lady Ann, Dull Calf Trim. 
S’ ] ‘OCK Full Louis Hed, Single Sole, Euclid 
Last 
AA to C 
No. 199—Same, Gray Kid Trim. . $4.50 


No. 198—Black Satin, Suede Trim 4.50 


This live-wire number that 
won the “blue ribbon” is 
carried on the floor in the 
popular combinations of ma- 
terials that mean volume 
sales. You can get them 
No. 248—Price $4.35 


when you need them. 
Levor White Kid Lady Ann, White Kid 


Trim, vom «| ae = ‘Single Sole, 
ew 


ORDER NOW! — wport 1 
No. 966—Gray ‘Suede. Dull Calls 4.35 


Thomson-Crooker Shoe Co. 
18 Station Street, Boston 20, Mass. 
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14 BOOT AND SHOE RECORDER March 3, 1923 


IN STOCK 












No. —Black Satin with Black Suede Strap, Imitation Turn, 

14% nok Wood Covered Heel. AA, A, 41% to 8; B, 3% to 8; C, — 

FD Drccesescvscecencseeresenesesooses $5.10 Net 30 days. No. 255—Brown Kid Oxford, Welt, 13 inch Cuban Heel, Rubber 
Top Lift. AAA, 5 to 8; AA, 4% to 8; A, 4 to 8; B, 3% to 8; C, D, 
D Ge bc cnccceubwenecencéccveqacess ...$5.50 Net 30 days. 
No. 256—Same in Black Glazed Kid...... $4.85 Net 30 days. 














No. 257—Black Satin Strap, Black Suede Trimmed, Fancy Cut- 
Outs, Imitation Turn, 2 inch Spanish Louis Heel. AA, 44% to 8; 


A, 414 to 8; B, 3% to 8; C, D, 3to8........ 50 N ‘ No. 259—Black Satin Strap, Imitation Turn, 1% inch Spanish 
oo, _ - one an Srenee Louis Heel. “AA, A, 44 10 8; B, 334 to 8; C.D, 3408... 





No. 253—Black Glazed Kid Oxford, Welt, 154 inch sy Vw | Heel, 
Rubber Top Lift, STYLEZE Last, “‘a real fitter”. AA, 5 to 8; 


A, 434 to 8; B, C, D, 3% to 8........... $4.85 Net 30 days. No. 243—Brown Side Oxford, English Welt, Tip, 13 inch Military 
No. 254—Same in Brows Kid with 1 i inch hb Betiery Heel, Rubber Heel. AA, 5 to8; A, 5 to 8; B, 4% to 9; C, EE cca wacked: 
. 3 Ree ER: OB.5O Net SB Gaye, «ll ccc cc ccc c cc csccvcccccccsccccecceses $3.50 ict 30 days. 
Smart Footwear for Women CINCINNATI, OHIO 
New York Office: 635 Marbridge Bldg. Minneapolis Office: 723 Boston Block Chicago Office: 210 Security Bldg. 


TERMS: 30 days net. Add 10c per pair for less than six pairs of a style. 
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~The 
“OTHER 
FELLOW” 


speaks 





KRAFT-DONALDSON CO. 
CHARLES CITY, IOWA 
Freeman Shoe Co. 
Beloit, Wis. 
Gentlemen - - 

The shoes came in fine and are even 
better than the samples. We want to 
compliment you on the workmanship and 
quality used at this price. 

The Kraft-Donaldson Co. 


IN STOCK 
A to D 

STOCK No. 55 

. Mahogany French Toe Oxford 


- One of the numbers in our Spring 
line that has already won great 
popularity in the trade. 

PRICE $3.40 


FREEMAN SHOE MFG. CO. 






































] BELOIT, WIS. [ 








BELGIAN mg 
o. 21 


MAPLE BROWN 
No. 12 


BOOZIE ~~ 
No. 38 


JADE GREEN 
No. / 


ROYAL PURPLE 
No 15 


CARDINAL RED 
No.l 


CANARY 
No. 30 


CHANTICLER 
No. 36 
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CHERERS 


“FLOWER CITY*KID 


§ 


TO see the range of SCHERER colors 
is a fascinating and convincing expe- 
rience. 


Fascinating in the variety, warmth, and 


Nake Beller Shoes ) softly glowing sheen of the colors. 


Sil Beller’ / 


Convincing in their exquisitely soft tex- 
ture and inimitably beautiful shades pro- 
duced by “master hands.” 


OSCAR SCHERER & BRO. Inc. 


ORIGINATORS OF AND LEADERS iN FANCY COLORED KIO 
29 SPRUCE ST., NEW YORK 


FACTORY AT NEWARK, UTM. J: 

















KEWPIE [WINS 


REG US. PAT OFF 


SHOES for CHILDREN 


Style -Comfort-Quality 


























KEWPIE JWINS 


REG U.S. PAT. OFF 


SHOES for CHILDREN 


Style -Comfort-Quality 





KEWPIE TWINS SHOES ARE DESIGNED AND BUILT TO 
PLEASE THE YOUTH OF AMERICA AND TO ESTABLISH 
IN THEIR MINDS AN APPRECIATION OF FOOT COM- 
FORT, GRACEFUL BEAUTY AND CORRECT STYLE. 


IN STOCK 


71,361 ATTA BROWN CALF VAMP AND QUARTER, ATTA RED TIP. 
STRAP AND BACK-STAY, ONE STRAP. 


74,361 GRAY BUCK VAMP AND QUARTER. PATENT LEATHER- 
STRAP, TIP AND BACK-STAY,. ONE STRAP. 


35,361 BLACK CALF VAMP AND QUARTER, PATENT LEATHER 
STRAP, TIP AND BACK-STAY, ONE STRAP. 


C-D, 12-2, RUBBER HEEL $3.25 
D, 84-11%, SPRING HEEL $3.00 


A-B- 
B-C- 
TERMS: 2% 10 DAYS 


** THE QUALITY IS HIGHER THAN THE PRICE" 


THE JUVENILE SHOE CORPORATION 


OF AMERICA 
CARTHAGE MISSOURI 





MANUFACTURERS OF NATIONAL PARK AND KEWPIE TWINS FOOTWEAR 
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Two Arnold Glove Grip Styles 
You Will Like to Sell 


Both Brown Kid and Black Glazed Genuine Kangaroo 


IN STOCK 


AAA-21% to 10 


Model S 714, THE TRIM-ARCH— 
Arnold Glove Grip, Women’s Oxford, 
Combination Last, Tabasco Brown 
Kid, Folded Tip, "14-8 Half Rubber 


el. 
Sizes: AAAAA-AAA, 4 to 10; AAAA- AA» AA 
AA, AAA-A, and AA-B, 3 to 10; A-C B- 
and B- D, 2% to 10. 


Price..... $6.50 an 


Whatever your stock comprises, 
strengthen it by a liberal number of 
pairs of the “Arch-Maid”, a cor- 
rective shoe with style, and the 
“Trim-Arch,” a very neat, dressy 
model. You'll soon repeat your 
order as sales will be steady. These 
shoes are an ideal merchandising 
proposition, possessing as they do 
stable features which make them 
fashionable at all seasons, for all 
occasions. Arnold “Glove Grip” 
shoes are Nationally advertised. 
You can “Cash in’, in a big way, 
by featuring this line. 


Send for Spring and Summer Stock Style 
Catalogue—S—Don’t forge. the—S. It’s 
our guide for Ser rice. 


Model S 716, THE TRIM-ARCH— 
Arnold Glove Grip, Women’s Oxford, 
Combination Last, Glazed Kangaroo, 
Folded Tip, 14-8 Half Rubber Heel. 
He Sizes: AAAAA- AAA, 4 to 10; AAAA- 
A-A and AA- B, 
D, 2% to 10. Price 


3 to 10; ss 
‘$6.2 


Model S 718, THE ARCH-MAID— 
Arnold Glove Grip, Women’s Oxford, 
Combination Last, Tabasco Brown Kid, 
Folded Tip, 12-8 Half Rubber Heel. 


Sizes: AAAAA-AAA, 4 to 10; AAAA-_ 


AA, AAA-A and AA-B, 3 to 10; A-C 
and B- D, 2% to 10. Price ‘$6.50 


The opportunities for more business 
are ever present with these Arnold 
“Glove Grip” shoes in your stock. 
Their style, the “Glove Grip’”’ 
feature, the range of widths and 
run of sizes bring a wide market 
within your reach. No other shoes, 
even in our own line, meet the 
special requirements of some trade 
as do these. They are both com- 
bination lasts, with the “Glove 
Grip” feature. 


IN STOCK 


AAA-2\% to 10 


Model S 719, THE ARCH-MAID— 
Arnold Glove Grip, Women’s Oxford, 
Combination Last, Glazed Kangaroo. 


Folded Tip, 12-8 Half Rubber Heel. 
Sizes: AA-AAA, 4 to 10; AAAA 

AA, AAA-A and AA-B, 3 to 10: A-C 
and B- D, 2% to 10. Price... .... $6.25 


M. N. ARNOLD SHOE COMPANY 


NORTH ABINGTON, 


BOSTON OFFICE 
(Room 801) 10 HIGH STREET 


O44 4549444249454 914949414494 9$49H4 $4944 OKO KDA KD OSD ff 


NEW YORK 


127 DUANE STREET 


MASS. 


Pat ; 
‘ARNOLD 
GLOVE 


OFFICE 
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GRIP 
SHOES 
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We Are Only 
a Third of a Triangle 


Our success is bound up with that of the shoe man- 
ufacturer and the shoe retailer. 


EVANS LEATHERS must be so made that they 
will mutually profit all three. 


That is the essence of business success. 


We are very appreciative of the helpful suggestions 
which our manufacturer and retailer friends have 


given us in developing EVANS LEATHERS to the 
high standards they occupy today. 


“Our part in the triangle” is to maintain EVANS 
LEATHERS on a plane of such constant excellence 
_ that you will find it always good business to 


“Standardize on Evans Brands.” 
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PATENT LEATHER 


No handsomer patent leather than MAXIMUS can be 
made. It is the finest embodiment of beautiful finish and 
elastic texture which the tanning art has yet developed. 


Because of its remarkable pliability, MAXIMUS will give a 
higher percentage of satisfactory service than any patent 
leather on which you can standardize. 


MAXIMUS is so finely coated that the grain of the leather 
shows plainly through. It creases as finely and evenly as 
the choicest kid. 


Yet it is so strong in grain and withal so elastic that it re- 
sists rough factory handling to a remarkable degree. 


In order to secure this fineness of grain and crease, we 
deliberately sacrifice 10 per cent of the available surface 


of the skin. We could get more cutting surface but not the 
MAXIMUS Standard result. 


JOHN R. EVANS & CO. 
. Camden, New Jersey 
BRANCHES IN ALL LEADING SHOE CENTERS 





Such Information Tightens 
YourHold on Your Customers 


“This shoe is made of a dif- 
ferent kind of patent leather 
—MAXIMUS. Look, the 
grain of the leather has not 
been removed, you can see it 
right through the enamel, and 
the lustre 1s right there too. 
Notice how evenly it bends 
with the shoe. That means it’s 
going to conform better to 
your foot, without any big 
unsightly creases. 

“Most everybody who buys a 
pair of MAXIMUS comes 


back for another.” 
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Golf or Yachting 
Oxford 



































Made of Schmidt’s Cherry Red or Color 
K. All one shade or with combination 
lighter or darker saddle. Drill vamp 
lining, leather quarter lining. 18 iron 
Witch-Crepe Sole, very light weight, 
flexible shoe weighing only 26 ounces per 
pair, size seven. 


MADE TO GUIDE 
THE GROWING FOOT 


STYLE 43—Welt 


Sterling Patent Colt Instep Strap Pump. Per- 
forated Vamp and Strap 
2%-7 Last 22 7-8 Heel 
114-2 Last 23 Low Heel 
84-11 Last 23 Spr. Heel 
6 -8 Last 23 Spr. Heel 
































Made to Make 
FRIENDS 


The whole secret of the pop- 
ularity of the Witch-Crepe line 
lies in the fact that in the man- 
ufacture every usage and stress 
of sport footwear has been care- 
fully provided against and com- 
fort assured. 





PROGRESSIVE STYLES 
FOR CHILDREN 


Jel-Del progressive styles for 
children enable you to ‘guide the 
growing foot” alongthealthy, nat- 
ural lines.. Everything possible 
for the comfort and fit of the 
child is done in making the shoe. 
You can build new business and 
please parents by introducing 
Jels-Dels to them. Sizes and 
styles for Infants, Children, 
Misses and Growing Girls. Write 
for new color catalog. 


Jelly - Delaney Shoe Co. 
Lynn, Mass. 





























Witchell Sheill Co. 


MFRS. 
Boots, Outing and Athletic Footwear 
DETROIT, MICHIGAN 





STYLE 31—Welt 


Russia Calf Lace Oxford. Medium Shade- 
Perforated Vamp—Lace Row and Quarter 

2 7 Last 20 7-8 Heel AA-D 
11% 2 Last 21 Low Heel 

8-11 Last 21 Spr. Heel 














-_" will appreciat 





your mentioning the publication in replies te advertisements. 
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Sterling Quality 


Fashioned 
BY 


BRAUER 


The Romeo Sandal 





Have you seen this new smart Goodyear Welt Sandal? 
It is typical of “BRAUER” craftsmanship. 





Write for Our Fashion Cards. 





BRAUER BROS. SHOE. @. *h40us 


Fashioner’s of Women’s Novelty Welts and Turns. 


———————————————————— 


The Boot and Shee Recorder will appreciate your mentioning the publication in replies te advertisements. 
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A $500,000.00 


advertising 
announcement 





Its scope, magnitude and localized 
character will be of vital interest 
to every shoe merchant in America 





The Scholl Mfg. Co., has always done big things in a big way. When 
they announced, in 1922, that they would make Dr. Scholl's Zino-pads the 
biggest corn remedy seller on the market, it was no idle boast. Now they 
come right back with half a million dollars to make their promises one 
hundred percent true. 


This tremendous advertising force will strike from five distant angles 
which will blanket the entire United States in such an effective manner that 
every man, woman and child will be familiar with this popular Corn, 
Callous and Bunion Remedy. 


628 Big Dailies 


At regular intervals during 1923, large space will be used in one or more 
of the leading evening newspapers in 628 of the largest cities in the United 
States. This will include every city with a population of 10,000 and over. 
This is probably the largest list of prominent daily newspapers ever used in 
speeding up the sale of a corn remedy. 


4200 Weeklies 


There are thousands of excellent smaller towns in the United States 
where no daily newspaper is published. To effectively reach these localities 
and in order to give the local dealer in those towns an opportunity to 
procure his share of the business, The Scholl Mfg. Co., will use space 
regularly in over 4,200 weeklies, covering every state in the Union. 
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29 Big Sundays 


In these advertising plans is incorporated large space in the Rotogravure 
Section of 29 of the country’s most representative Sunday newspapers; 
200-line space which is equivalent to a quarter page in The Chicago Tribune 
will be run regularly in this list. These papers are the leaders in every 
community and with more than 4,600,000 circulation every Sunday, have a 
strong influence on practically every section of the country. There is 
hardly a city, or a town, or a rural district but what is reached on a Sunday 
with one or more of these big editions. 


Magazine Advertising 


The best known and the most widely read magazines will carry Dr. 
Scholl's Zino-pad advertising. The circulation of these magazines runs high 
up into the millions. Among those that will be used are such well-known pub- 
lications as The Saturday Evening Post, Literary Digest, Ladies’ Home Jour- 
nal, Woman's Home Companion and many others are included in the list. 


Foreign Language Advertising 


The 1920 census of the United States shows that out of 105,000,000 
people in this country, only 58,000,000 or about 50% are of native parentage. 


To reach this big buying force, space will be used in 34 of the leading 
foreign language daily newspapers of the United States, printed in 14 
different languages. Millions of these people will, for the first time, read the 
Dr. Scholl Zino-pad message. Being a very fertile field, having practically 
never been touched, thousands of these good people will find their way to 
the store selling and pushing this remedy. 


Your Opportunity 


To push Dr. Scholl's Zino-pads offers the shoe merchant almost un- 
limited opportunities. It has been conclusively demonstrated that they do 
bring customers to the shoe store. A Dr. Scholl's Zino-pad customer, nine 
times out of ten, has some form of arch trouble and can, if properly handled, 
be sold Dr. Scholl's Foot-Eazers, Anterior Metatarsal Arch Supports or 
some other appliance on which the dealer makes an excellent profit. And 
such customers are also good prospects for footwear. 

By hooking up with this advertising by using window displays and local 
newspapers, you can make this huge advertising expenditure one of your 
greatest assets. A line dropped to the nearest Scholl office will bring you 
material with which you can readily identify your store with this advertising. 


THE SCHOLL MFG. CO. 


Largest Manufacturers of Foot Specialties in the World 
213 West Schiller St. 62 West 14th St. 112 Adelaide Street E. 
TORO 


INTO 





CHICAGO NEW YORK CITY 
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Every Girl Wants a Pair— 
Her Friends Want a Pair— 
All You Do Is Fit Them— 
They Sell Themselves. 


WillowCalf Plain Toe Oxford 
PURITAN LAST 


Full Crimp Vamp. Rajah Sole. 


Stock No. 100—Widths A, B,C. Sizes: dA—g¢ to 7; 
B and C—3?% to 7. 


Price $5.50 in 12 pair lots — Less than 12 pairs, 
35 cents per pair extra. 
Terms 5% 20 days. Net 30 days. 


The 
Preston B. Keith Shoe (0. 


Makers of Keith's Kongueror Shoes for Men and Women 


Brockton, Mass. Campello Station 
Boston Office 207 Essex Street 
‘ 





IN STOCK 











iM ola Hil Ty i 


Young men and young women—and those who never grow old—insist upon 
styles with dash and vim. That’s why we perfect 


“ATTA” Brown 61 and “ATTA” Red 71 


They're the colors you'll SELL to your up-to-the- second trade. Let us send 
you samples of these or any of the following “Sunpru” Shades in Brown's 


Calfskins. 


No. 14 (Medium Brown) No. 21 (Dark Brown) No. 31 (Light Tan) 
Black and Brown Suede Seneca Black Calf 


Nets INC. 


Ga 


ih gh aa _ 


—————“SSSS= ———— 


| 


att 
ATA AMALIA AWARE Hil 
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No. X901—Oxford illastrated. 
Harvard last, Trostel red calf, 
rubber heel «ce + Ce 


No. X900—Same as above, in 
High Shoe $4.85 
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There are plenty of menin your vicinity 
who know shoe styles when they see 
them, who know shoe comfort when 
they find it and who appreciate shoe 
quality when it proves itself. 


These men constitute the better trade. 
Their good will is the greatest asset you 
can have. And you can easily win it 
with The Certified Shoe. With more 
than twenty years of make-good behind 
this shoe you have the assurance that 
the manufacturer stakes more on it than 


you will. 


STONEFIELD-EVANS SHOE CO. 


ROCKFORD 


iat your mentioning the publication in replies to ad 
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Je BRESLIN. 


Broadway at 29th St. New York City 


The Accepted Headquarters 
for Visiting Shoemen At your command — always 


The ideal surroundings and the prevail- THE BRE SL IN 
ing atmosphere of comfort make the Bres- 
lin commended by shoe buyers or sellers 
who come to Broadway for business or 
pleasure. 

Just intimate enough to assure indi- 
vidual attention to each guest, but large 
enough to make certain of satisfactory 
accommodation. 

The shoe district is only a short distance 
from the Breslin. The theatre and amuse- 
ment section surrounds it. 


EDWARD C.F0G6 WARREN GOODSPEED 


MANAGING O/RE CTOR RESIDENT MANAGER 
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m= McKAY STRAPS and 2 STRAPS 
a | McKAY INSTEP STRAPS—Plain 


114-2 24-8 
A 222—Pat. One-Strap —Wedge ’ RUBBER HEELS 


A 202— Rubber Heel J $1.60 
A 102— English Toe, Rubber Heel 1.60 $1.90 5-8 814-11 11%-2 2%-8 


610—Gun Metal Instep Strap, Wide Toe, 
B 222—Pat. Fve-Busee— Wedge... 1. J Wedge $1.05 $1.25 
B 202— Rubber J J 600—Gun Metal Instep Strap, Wide Toe 1.25 $1.40 
B 102— English Toe, Rubber Heel 





ad - 612—Patent Instep Strap, Wide Toe, 
0 —Habee. Sage Wekp. 1.15 : i Wedge -1.15 1.35 
A 104— English Toe, Rubber Heel 7 d 602—Patent Instep Strap, Wide Toe. . 1.35 1.50 $1.75 


1602—Patent Instep Strap, English Toe... . 1.50 1.75 


D 102—Pat. Fue Steee—Hagtich Toe, 
Rubber Heel... 


A Instep Strap, Wide Toe 


McKAY OXFORDS mantis —n Instep Strap, English 
MEDALLION PERFORATED 





606— Black Kid Instep Strap, Wide Toe 
1606-— — > Kid Instep Strap, English 


210—Gun Metal Ox., Wide Toe Wedge ; 
200—Gun Metal Ox., Wide Toe......... 
1200—Gun Metal Ox., English Toe. . . 





212—Patent Ox., Wide Toe, way.. 
202—Patent Ox., Wide Toe....... 
1202—Patent Ox., English Toe.. 


214— Mahogany Ox., Wide Toe, Wedge 
204— Mahogany Ox., Wide Toe ‘ 
1204— Mahogany Ox., English Toe 








216—Black Kid Ox., Wide Toe, Wedge. 
206—Black Kid Ox., Wide Toe ’ : 
1206—Black Kid Ox., Emglish Toe 














218—Nut Brown Ox., Wide Toe, Wedge. Hagerstown Shoe & Legging Co., Inc. 


teee os Brown Ga. evieh Teo... oo HAGERSTOWN, MARYLAND, U. S. A. 
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UNTL KENDEX came, 


manufacturers were con- (he 


fronted with the problem of 


aie Recognized 


Insulate Standard 
the Feet With All the 




















Kendex brought them the fol- Large Makers 





lowing: 
of Canvas 





1. They eliminate burning and : 
stinging of feet. Outing Footwear 


2. They are non-conductors; 
warm in Winter --- cool in 
Summer. 


They never harden nor crack; 
remaining always flexible. 


They conform readily to the 


feet, and eliminate callouses. 








Beware of Imitations which LOOK like Kendex 


KENWORTHY BROTHERS CO. 
Stoughton, Mass. 


Kenworthy Brothers of Canada, Ltd. 
St. Johns, P. Q. 

















Remember: ‘‘The Feeling of the Feet is Reflected in the Face”’---Wear KENDEX 
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Worcester Felt Goods 
Company 
Sales Manager, Martin H. Strauss 
Boston Office 
113 Lincoln St., Room 305 


























Outing Shoe Company 





» 





Worcester, Mass. 
Beston Office 
530 Atlantic Avenue 





eer is the great manu- 

facturing and selling mart of felt 
footwear. Here can be found a felt 
shoe style to suit the taste of every 
buyer. In no other city in the world is 
such wide breadth offered for selection. 
Leading lines, designed and made by 
concems of nation-wide repute, consti- 
tute a profit-bearing investment for the 
buyer. It is a real pleasure to do busi- 
ness with the felt slipper manufacturers 
of Worcester. Courteous and personal 
attention to all orders, quality goods 
and prompt shipment of merchandise— 
these combined make the high standard 
maintained by the great felt slipper 
houses of Worcester. 











5 


(/orcester for |. 


LECCE CR RRRRREEERRLY F 


; 


she 


Sli 











a C. A. Grosvenor Shoe Co. 
70 Central St 





Worcester, Mass. 
SRRRRRRRAIR Boston Sample Room 


139 Lincoln Street 





4 
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GYFERIOR craftsmanship is_tradi- 
tional with the thousands of skilled 

operatives who give their all to the 

world-famous product of Worcester. 

These men insure the constant quality New England Slipper. 

characteristic of each brand of slippers coupeny 


140 Green St. 
made from felt in Worcester factories. Worcester, Mass. 


Those who guide production are men ae 
of judgment and perception, whose ripe 

experience provides that the customer 
shall receive the best at all times. Many 


























a business of large dimensions, in the 
retail shoe field, has been helped along 
by the efforts of Worcester’s felt slipper 
concerns. The most dependable buy ‘o 


be found anywhere is: Worcester Felt 

Slippers. Frank H. Pfeiffer Co., Inc. 

24 Washington Sq. 
Worcester, Mass. 


— 















































Lind Shoe & Slipper Co. 
106-108 Gold St. 








Worcester, Mass. 


Bosten Office ; 
ae ner ee ce 
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Chestnut Brown 


Cherry Black 
BOARDED &\ 4g Mie} SIDES 


eee vt a 


before you purchase your line. 
C. D. Kepner Leather Co. 


139 South St., Boston, Mass. 
308 Leather Trades Bldg., St. Louis, Mo. 
212 W. Lake St., Chicago, III. 

10 Spruce St., New York 








ms Se ae se Sas 
The Famous 


Weber 


_ Shoe forNMen 


EBER UNION 

MADE SHOES 

are not made merely to 

look well in the window. 

‘ Customers find that they 

render a service on the 

feet, that outshines their 
good looks. 


New York Office, H. HARRIS, 
1328 Broadway, Marbridge Bldg. 


IF Slinncepoli, Minn. WEBER BROS SHOE CO. 


C. E.QUIGLEY, Maryland Hotel, NORTH ADAMS. MASS. 
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Trust a golf professional to know what’s 
right in footgear for golf and many 
other outdoor sports. 


Scores of these canny folk are writing 
us letters these days about Goodyear 
Sport Bottoms—the new combination 
of Goodyear Wingfoot Heels: and Soles 
for street and sport wear—and one of 
them put his in terms that we believe 
will catch your interest. 


“Today,” says F. B. O’ Sullivan, profes- 
sional of the Country Club in O'Neill, 
Nebraska, “I received a pair of Goodyear 
Sport Bottoms. I have not attached them 
yet, but am sure you have an idea here 
that will take the golf tribe like a prairie 
fire. I wish you would send me prices on 
them at once, for the savages will sur- 
round me when they see them and eat my 
door mat ’n’ evr’ thing.” 


And when Mr. O’Sullivan or any other 


member of “the golf tribe’”’ walks out on 
the course with a pair of those Goodyear 
Sport Bottoms under him, he will find 
out some things that even the looks do 
not reveal. 


For one thing, they are perfectly de- 
signed to give a firm, sure, light grip on 
turf, sand, boards or asphalt. They are 
resilient, restful to the feet, and easy on 
the greens and the clubhouse floors, be- 
cause they have no cleats. They are 
damp-proof, too, and they wear with the 
staying qualities of Goodyear Wingfoot 
Heels and Soles. 


Are you ready for the rush? Good- 
year Sport Bottoms on your sport and 
street styles for men and women will 
put you in readiness. If you haven’t 
them in stock, get in touch now with 
your manufacturer’s representative. 


Goodyear Means Good Wear 


SPORT BOTTOMS 
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Nothing in the shoe 
but the foot 


HOE specialists insist that shoes 
built with Crawford Arch Sup- 
porting Shanks are scientifically correct. ‘ a” 
Such shoes relieve fallen arches and safe- 
guard normal feet. They bring health 
and happiness to your customers and 
increased business to you. 





Crawford Arch Supporting PF 

Shank is built right into the shoe ¥ 
—fitted between the inner and outer > 
sole and locked to the insole. I pre- 
serves the shape of the shoe, givin. sup- 
port to the arch and ease to the foot. It 
cannot abrade the skin. 


ne 


















To boost your business, sell shoes built 
with Crawford Arch Supporting Shanks. 

















United Shoe Machinery Corporation 


Boston Massachusetts 
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3 jee these Shoes 


“ at our Expense! 


[sor pictures and the price can’t tell the 






story. See the shoes themselves. Feel 
them. Bend them. Look them over inside 
and out. Note their style, Field & Flint Co. smart- 
ness, Brockton finish, and high-class shoemaking. 


Examine critically the fine selected, full-grain calf- 


error > > & S&S 
ree ee & & & H 







skin uppers, the extra heavy oak insoles, the fine 

heavy oak single outersoles. In 
Compare them with any other shoes in your store a 

at any price. You will see at once what Field’s Unit St ) hk 

shoes can mean to you. SLOCK 
Field’s Unit shoes are made a new way—the i 

UNIT way. If we made these shoes in the regular N LOW: 


way, they would have to cost much more. They are 
made in volume, in unit lots, by standardized pro- 
cesses, in a separate factory of our plant. The result 
is — better shoes for less money. 


And they are better shoes, gentlemen’s fine calf- 
skin oxfords for $4.75 and $4.85. See them. Look 
over the styles shown on the next two pages and send 
for specimen pairs, right from stock — we make no 
samples. If they do not sell themselves to you, 
send them back at our expense. 








FIELD & FLINT CO. 


MONTELLO STATION 
BROCKTON, MASS. 


oe FX. JI Qu 2 


















Style 503 


IN STOCK 


$4.85 


- “BUDDY” 
LAST 
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Glazed Red Calfskin Oxford. A new and distinctive 
pattern, Six rows of stitching on back quarter, vamp 
andtip. Calfskin lined quarters. 1}3-iron edge single 
sole. Goodyear Wingfoot Rubber Heels. 75 
Sizes §to1t. Widths Ato D. Price, ° 


Ovwm— _9 


Style 5390. Same in Black 
Calf. Price, $4.75 


STYLE 


527 





IK 




















oS 
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Glazed Red Calfskin Blucher Oxford, popular high-toe 
last, 13-iron edge single sole. Calfskin lined quarters, 
Goodyear Wingfoot Rubber Heels. Sizes 

Sto, Widths Cto E, Price, ° . 


“Rotary” 
Last 


Brown Calf Oxford, on a smart combination last. Calf- 
skin lined quarters 13-iron edge single sole. Good- 


year Wingfoot Rubber Heels. Sizes 5 
tom. Widths Ato E. Price, ‘ R $4.75 


Same in Black Calf. Price $4.75 








Style 578. 







Club” 
Last 


“Made 


LEVEN of the smartest styles in black and 

tan calfskin oxfords that are to be had this 

season, in stock now. Made in Brockton 
where the shoemakers are, by Field & Flint Co. 
whose organization, for more than sixty years, has 
been making men’s fine shoes. Every one of the 
eleven is a gentleman’s fine shoe and shows it at a 
glance. Every pairin every style has wear and sat- 
isfaction, for your customer, built into it. 


And think of it, the price of these fine calf- 


skin oxfords is — 
| MRE 


FROM 
STOCK 


(For all styles except 503 and 504 oxfords, which are $4.85. 
These two have 15 iron edge soles.) 





Patent Colt Dress Oxford. Hair cloth 
box, soft toe combination measurements. 
Gray sheepskin lining, light beveled 
edge, flexible sole. Goodyear Wingfoot 


Rubber Heels. Sizes 5 to 
11, Widths AAto D. Price, $4.75 


Terms 5% 10 


Field & 


Montello 
Station 


See the shoes at our expense | 
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IELD’S Unit Shoes offer an unbeatable 


combination of style, smartness, merit 


value and popular price. 


It is a com- 


bination that results in quick turnover, and 


volume business. 


Field’s Unit Shoes are solid leather through- 
out. They are made of selected full-grain 


chrome tanned calfskin; all facings are of calf- 
Box toes and counters are of 
sole leather. They carry full seven-iron oak 
innersoles and heavy oak tanned single outer- 
soles. But—get the shoes in your hands and 


skin to match. 


let them tell their own story. Send for speci- 
men pairs, and a cut open shoe that shows 
their construction. 


No te that we say send for “Specimen” 


pairs—not samples. 
are made in Field’s Unit Faétory. 
shoes are made to order. 
production won't permit it. All orders are 
shipped from stock, and all shoes submitted 
Sor inspeétion are taken from stock. They 


show the shoes as they are. 


days. Net 30. 


Flint Co. 


BROCKTON, 
MASS. 


Yo ld 


Heavy Black Calfskin Blucher, Police- 
Motor-Mail-Fire Shoe. Extra heavy out- 
full rubber slip sole. Rubber 
A heavy duty dress 


ersole, 


Walpole welt. 


shoe. Sizes6to 12. Widths 


C to EE. 
Style 533. 
Price, £5.25 


ST Y 


2 







LE 


One 


No sam ples 


The system of 


Price, ° ° $5.25 


Same as above in Tan Calf. 


No 





“Service” 
Last 


VY ay 


“Buddy” 
Last 


STYLE 


503 





“Buddy” 
Last 


STYLE 


525 



































Medium Dark Tan Calfskin Oxford, on aswagger last. 
Smart new pattern, Six rows of dark burnt orange 
stitching on back quarter, vamp and tip. Calfskin 
lined quarters. 13-iron edge single sole. Goodyear 


Wingfoot Rubber Heels. Sizes § to 11. $ 
Widths Ato D. Price, . . 4.75 







Tan Boarded Calf Semi-Brogue Oxford,on the season's 
smartest Brogue last. Perforated and pinked, scroll 
tip. 15-iron edge single sole. Goodyear Wingfoot 


Rubber Heels. Sizes 5 to11. Widths $4 
AAwE. Price, ° ° ° ° 85 
Style 50g. Same as above in Black 

Boarded Calfskin. Price $4.85. 












Smart Tan Calfskin Oxford, on an exclusive custom 
English combination last. Calfskin lined quarters. 
13-iron edge single sole. Goodyear Wingfoot Rub- 
ber Heels. Sizes 5 to 11. Widths A to $4 75 
D. Price, — ° ° . 

Style 526. Same as above in Black Calf. Price $4.75 


























Where Fields Unit Shoes 
are made, 


“ANATOMIK” FACTORY a 












rr ee Se & & & OD 








they are made> 












Calfskin Heavy Oak 
Uppers Soles 







































Calfski Extra Heavy 
Quarter Linings Oak Innersoles 
















































Lined Sole Leather 
Box Toes and 
Tongues Counters 




















Shanks Stamp 


of Heel Pods ‘ 


Rubber 


( 
| hy /; ie Heels of Calfskin 


Standard — Union 



































Note the solid construction shown in this ‘split chicken ’’ view. 
Field’s Unit shoes have the substance and merit built into them. 
Seleéted chrome tanned calfskin upper leather ; calfskin quarter linings and heel pods 
to match. Heavy single oak tanned soles (natural finish), ‘Extra heavy innersoles. 
Rubber heels built on solid leather bases. Solid leather construction including sole 
leather box toes and counters— all the quality, substance and ‘‘feel’’ that shows 
real merit and real wearing quality. Quality built into every line, seam and stitch— 
and built in to last—by one of Brockton’s oldest and best known shoemakers. 








We are putting on additional salesmen to bring Field’s Unit shoes 
\} to all the trade, but don’t wait until we have our sales force com- 
plete. The shoes themselves will convincingly tell their own story, 
Wire or write for specimen pairs and cut open shoe, at our expense, 





















FIELD & FLINT CO. 


Makers of **KORRECT SHAPE”’ shoes, ‘*‘ANATOMIK”” shoes for Men 
and FIELD’S UNIT SHOES 


Montetto Station, - Brocxton, Mass. 
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‘Constant Comfort’ 


“AMERICA’S BEST COMFORT SHOE” 
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Styles Come and Go--The Comfort Demand is Permanent 


The wearing of overshoes, rubbers and heavy solid shoes during 
the long winter means fender feet this spring. The demand for 
comfort with dressy effect will be universal. How are you fixed on 
sizes and widths in Constant Comforts? Order now and be ready 
for Spring!! 





No. 52R—Best Quality Bf Black Kid Perforated 
Oxford ,13-8 Wingfoot ER IER 


No. 752R—Same Style in Havana Brown Kid 
$4.00 


Both in Stock, Auburn, A, B, C, D 


No. 47R 





No. 47R—Black Kid Two-Strap Sandal, 12-8 
Wingfoot Heel. In Stock, Auburn, AA to E. 
St. Louis, A to E $2.40 


No. &4R— some Seti in peat In ) ooek,, 
Auburn, AA to E... . $2.30 





ite. ene A Lr ye ~ 
oot Combination n 
Stock, A yo and St. Louis, AAA-A to CE -E 


No. 878k—Same Style in Havana Brown Kid. 
In Stock, Auburn and St. Louis, AAA-A oF 





No. 81R—Black Kid One-Strap Sandal, 8-8 
Wingfoot Heel, way Ooze Lining. In Stock, 
Bass |v crcsccacrsoossd $2.25 


No. 86R—Same Style, es Lining. In , 
Auburn and St. Louis, B to E $1. 


™" % 


No. 49R—Best Quality Black Kid Perforated 
One-Strap Pump, 12-8 Wingfoot Heel. In 
Stock, Auburn, AA to E; St. Louis, a 9 

35 


No. 749R—Same Style in Havana Brown Kid. 
In Stock, Auburn and St. Louis, AtoD. $3.60 


No. 125R—Black Kid Oxford, 9-8 Wingfoot 
Heel. 


No. 126R—Same Style with Plain Toe. aoe 
in Stock, Auburn, Bto E...... - 88 


“COMPLETE LINES of Oxfords, Strap Sandals, Boots and Juliets Always IN STOCK”’ 


AULT-WILLIAMSON SHOE CO., 


LOS ANGELES BRANCH, 109 E. 8th STREET 
ST. LOUIS BRANCH -- 414 NORTH 12th STREET. 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 


Manufacturers, 


Auburn, Maine 


BOSTON OFFICE, 139 LINCOLN STREET 


! 

















BOOT AND SHOE RECORDER March 3, 1923 


ALL SPORT SHOES of ELK 


White, Smoke, Pearl, 
Gray and Blue 










Demand a 
Special Cleaner 





SPORT SHU Cleaner Dress- 
ing is prepared especially to 
meet this need. 







When applied to delicate shades any ordinary 
astringent cleaner will remove the color and ruin 
the shoes. 






The shoe manufacturer knows from experience and 
is advising the shoe dealer that “SPORT SHU 
CLEANER DRESSING” is the only known prep- 
aration which will clean these shoes without dam- 
aging them and at the same time mellow and 
soften the leather, restoring its original lustre. 








Insist on genuine SPORT SHU. Every bottle 
packed in an attractive individual carton. Sold 
to retail at 25c per bottle. Your jobber can supply 
you, if not, order direct from the manufacturer. 








NEW BANC ALINE BLACKING CO, Tac. 


24 BINFORD STREET BOSTON, MASSACHUSETTS 











Our twenty-six years’ experience, our manufacturing integrity and our good name stand behind this article. 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Louis X VI Period Design Fixtures are 
designed for the purpose of being use- 
ful as well as beautiful. They are 
quickly and easily arranged into at- 
tractive units, so that your merchan- 
dise may be effectively placed in your 
window in an unusual and attractive 
manner that is bound to direct favor- 
able attention toward the merchandise 
itself. 

The fixtures are well made and cor- 
rectly designed, reproduced exactly 
from the historical Louis X VI Period 

















Design, and thus exceptionally attrac- 
tive looking. 


A set of Period Design Fixtures will 
place your windows in position to pro- 
duce more sales than ever before and 
thus qualify themselves as being some- 
thing of value and lasting satisfaction 
to the store. 


Hugh loos & Company 
Lansing, Michigan 


SALES OFFICES 
Mines Wath 5 «0 sdnssetssengnsnesad 35 West 32d St. 
ha ddee wean tus bb 217 West Jackson Blvd. 








NE ee Ee ey 1 North Eutaw St. 





The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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All Solid Leather [Prompt Efficient Service 





























|| -BEACON: SHOES: | 


MEN’S GOODYEAR WELT SHOES 
YOU WILL NEED THESE LEADERS 


WE HAVE THEM IN STOCK FOR IMMEDIATE DELIVERY 


























Use Our Stock Department 


No. 122. 

Chestnut Norwegian Calf Oxford, Plain 
toe, Crimped vamp, flat brass eyelets, 
“Latex” Crepe rubber sole and heel. 
NE x uc san ced 6 toll 

C and D widths ....5 to 11 


No. 104. 


Gun Metal Oxford, gable edge trim, white 
sole stitch on natural welt, Goodyear 


Wingfoot heel. 
BD WEED ocvcccvese OWE 
C and D widths..... 5 toll 
PUNOD. Wiis ce wsvcasi $4.20 
No. 123. 
Same Shoe in Ruby Red 
re $4.20 
F. M. HOYT SHOE COMPANY 
MANCHESTER NEW HAMPSHIRE 


« fos Ge oe oe oe Se at St SS Ss St Sr S- SS LG G: |]: 
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All Solid Leather | 


AS 














Prompt Efficient Service 



































‘BEACON: SHOES: 




















CSO OS°O-6°56-56: 6-66. 6:6°€: 


Sar e- See. 














WOMEN’S GOODYEAR4WELT SHOES 


THESE UP-TO-THE-MINUTE STYLES ARE IN STOCK NOW. 
Order Early 
No. 7277 


Chestnut Calf Sammy 
collar Oxford, Beaver 
collar and under- 
ay. 


No. 7446 


Chestnut Norwegian- 
Wanda Collar Oxford, 














Price 


$4.35 


Price 


$4.00 






Latex’ Crepe rubber 











sole heel. 
B.. 6 cs = . 3%t08 123 Cuban Wingfoot 
x : eel. 
C and D...... > ee eR 314 to8 
C end D..... 3 to8 
No. 7296 No. 7462 

Gray Nubuck Gladys 

Chestnut Calf Ox.ord, Tongue One Strap, pat- 

fitted four rows close, ent leather girdle and 

red and green. backstay, light edge 


construction. 
Price 


$3.50 


Price 


$4.50 






14-8 Celluloid-covered, 


9-8 cuban Wingfoot 
heel. full breasted w 


ron - --3%to8 Spanish heel. 
Censd D. ..... hed ee bepeecese 3% to8 : 
Cand D...... 2% to8 


F. M. HOYT SHOE COMPAN 


MANCHESTER NEW HAMPSHIRE 











ee ee ae 
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Slippers that Sell-- 
Cosy Toes in 


March 3, 1923 








Felt, Satin, Leather and Brocade 


Salability is manufactured 
into CosyToes Slippers. The 
smart distinctive styles, and 
tailored appearance of these 
slippers are readily recog- 
nized by your trade. 


Men and women prefer 
them for themselves and 
for their children. And 
dealers in all parts of the 
country are preferring Cosy 
Toes—they are observing 
the expert workmanship 
which these slippers reflect 
—they appreciate their dur- 
ability—they are attracted 
by the smart styles and 
wide range of colors. They 
are buying CosyToes. You, 
too, will observe these points 
of superiority. You, too, 
will want to stock them. 


Nationally Advertised 


CosyToes are advertised 


throughout the year in the 
Saturday Evening Post. This 
helps create more custom- 






Style 1460 


ers which means 
more slipper sales— 
more slipper profits. 


Window and counter 
display cards, to- 
gether with a beau- 
tiful painting by 
Coles Phillips are 
other factors which 
will increase your 
CosyToes sales. 


These sales helps are 
business-getters. 


They will keep CosyToes 
moving throughout the year. 


For CosyToes are year 
’round sellers. 


See Our 1923 Line 


You will want to see our 
complete 1923 sample line 
of CosyToes slippers before 
placing your order. They 
will prove producers for 
you in every sense of the 
word. 


NEW YORK 
115 E. 23rd Street 


Cosyfelts 


Cosysatins 





Style 147 





If you desire to order before 
our representative arrives, we 
will gladly forward samples 
and prices at your request. 
CosyToes are sold direct to 
the retail trade. 

Awarded Special Honors 


The CosyToes Embroid- 
ered Mandarin Slipper 
was awarded a special 
merit Blue Ribbon at 


the National Shoe Retail 
Dealers’ Convention, 
Chicago, Jan. 8-11, 1923. 


(This is but one of our 
many exclusive patterns) 





STANDARD FELT COMPANY 
West Alhambra, California 


SAN FRANCISCO 
693 Mission Street 


CHICAGO 
404 So. Wells Street 


Cosy Ioes 


The Restful Slipper 


Cosyleathers 
Cosybrocades 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Sport Oxford of 
Rueping's Kin Kin 
Smoked Veal Sides. 


Color will be a big factor in the salability of 
sport shoes this year. In this respect Ruep- 
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Colors in 

Kin Kin 
Sport Shoe 
Leather 


Smoked 
Pearl 
White 
Tan 
Chocolate 
Beige 
Nubian Brown 
Orange 
Mongolian Brown 
Fawn 
Indian Red 
Rose 
Cerise 
Green 
Blue 
Lavender 
Copper Red 
Mulberry 
Scarlet 












ings KIN KIN responds to every call. Made 
in twenty-one colors besides smoked. These 
colors are in the leather—not just on it. 


Bamboo 
Brown 
Gray 

















They stay with it! 

















RuEPINGS Kin Kin 
Sport Shoe Leather 


Only those skins which are particularly suited to this 
purpose are used in KIN KIN, and Rueping’s special 
formulas and processes of tanning give it that rare 
quality of yielding gently to the movement of the foot 
and yet preserving the original shape of the shoe. 


KIN KIN is widely used by prominent manufacturers 
of sport shoes—from the very highest grades to those at 
modest prices. 


If you handle shoes made of KIN KIN, tell us how 
many salespeople you have and we will send you some 
educational booklets that will help them sell those 


shoes. 


Color cards cheerfully furnished to 
dealers and to manufacturers’ salesmen. 





Boston 


BRANCHES: Chicago 


Cincinnati 
San Francisco Montreal 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 


F red Rueping Leather Co. 


FOND DU LAC, WIS. 








St. Louis New York 
Northampton, England 


Milwaukee 
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Price List of Complete In Stock Line 
Gladly Sent on Requesi 


Terms 5% for cash within IC 


days or net 30 days 


ARTHUR 


FOR HARD SERVICE 


AND LONG WEAR 
IN STOCK 
For Immediate Shipment 


Vigorous workers in the open want shoes equal to the tests put 
upon them. 


Goodwill Shoes are made for this vast army of 


REGISTERED TRADE MARK men who first of all demand ser 
vice in jifficult situations. These Shoes become part of their regular 
working equipment. 


No. 331 
ALL LEATHER 


Men’s Black Elk Blucher. 
Leather counter and Box, 
Two Full Leather Soles, 
Munson Last, Rubber 
Heel, Goodyear Welt. 


Price $3.25 


WILLIAMS SHOE CO. 


HOLLISTON. MASS. 


The Boot and Shoe Recorder will appreciate your mentioning the pub..-stion in replies to advertisements. 
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MURDERED 


A PAIR OF BEAUTIFUL SHOES 


In the realms of Tut-ankh-amen, 3000 years ago, there existed a lawless 
band, which could be placed on a par with our present day gangster band. 
It was called the “Eternal Triangle,’ and the brains of the outfit were 
two Egyptian women. 


“THE VICTIM” Their plans for unlawful “THE MURDERESS” 


exploits were unexcelled, 
and crimes committed were 
never traced back to them. 

. How long this band would 
have lasted, and how much 
longer their list of crimes 
would have grown, heaven 
only knows, had not a 
crime within their very 
ranks happened, which 
eventually broke up this 
notorious clan. 








Muria Kanhuntu' and 
Sofia Hanankug, the real 
brains, were very beautiful 

“MURIA” women and both in love : “SOFIA” 
with the gangster leader, 
Zaranktu. Upon Muria, his favorite, he frequently bestowed priceless 
gifts. One of these gifts was a wonderfully beautiful pair of new Egyptian 
sandals. Muria displayed these haughtily and got Sofia’s goat. In a fit 
of anger, Sofia stabbed Muria to death and tore off the sandals, placing 
them on her own feet. 























She was arrested, found guilty and thrown into prison, but was allowed to retain 
these sandals. Then, out of revenge, she betrayed the gang, which was quickly broken 
up. And all for a pair of beautiful shoes. Sofia went crazy over them! But what 
woman would not go crazy over a pair of pretty and new creative footwear? 


Watch for Our New Egyptian Creations 


TRIANGLE SHOE MANUFACTURING CO. 


11-13 Emerson Place - - Brooklyn, N. Y. 





The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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URSERY scenes that 

delight the eye. Colors 
that brighten the dull days 
of winter. Superior mate- 
rials assembled by expert 
craftsmen to withstand long 
wear and severe usage. 
These are a few features 
that make Snug-lers the 
most appealing felt line for 
children. 


Snug-lers also include a 
wide variety of style and 
color in felt footwear for 
men and women. 


United States Rubber Company 
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High Grade Welt Footwear 


for Women 


These illustrations are styles 


IN STOCK NOW 


We carry 21 


staple numbers 














Number 302—Black Calf Oxford, Tailor Stitched— 
Sally Last—8-8 Heel Rubber Toplift—AA to D. .$5.00 





Send for 
Catalogue B 


Number 434—Black Boarded Calf Oxford 
Wing Tip Hazel Last—10-8 Heel Rubber bine ry 


Number 301—Same as above in Victoria Brown Calf. 


TTT ee ee eee eee ee eee ee eee ee eee eee 


Number 430—Same as above in Victoria Brown 
Gand. Decebbvosooottsicenvessensontenses $5.25 








20—Sunset Brown Calf Sport Oxford— 
Clico Crepe Rubber Soles—Francis Last—AA 3.58 





Our Salesmen are 
now out showing 
over 100 new and ex- 
clusive patterns 
among which are 


EGYPTIAN 
SANDALS 


sport shoes—straps 





$5.00 








Number 510—Patent Leather Oxford—Lucele Last— 
Tad eae a int Skid tedussdenss ¢deees 5.00 
Number 600—Same in Black Calf ............ 5.00 
Number 530—No. 18 Brown Russia Calf ...... $5.00 
520—Black Surpass Kid.. .........- $5.25 


Number mee TV ny! s Black Kid Strap—Phillis Last— 
oD $6.00 








TOP e eee Pee eee ee CeCe CeCe eee ee eee eee 





Number yar ha as above in New Castle Brown 
Kid $6.50 


CROOKER & MORSE, Inc., Bridgewater, Mass. 


BOSTON SAMPLE ROOM, 183 Essex St. 

















your mentioning the publication in replies te advertisements. 
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INFANT'S AND CHILDREN’S 


FOOTWEAR 
Turn Shoes - - In Stock 
ORDER NOW—FOR EASTER 


o. B 2506 
Patent Leather Ankle 
Strap, Black Button and 
Pump Bow. Can also be 
had in Tan Patent or White 


Sizes 0 to 4... .$6.50 Doz. 


White, Pink or Blue Rib- 
bon and French Knot 
Trimmings. 

$9.00 a Dozen Pairs 


No. B 147 B 382 
Patent Leather I[nstep = Tan Cit Oxford, Tip, 
Strap, White Kid Apron, Turn Sole. 
Flexible Hand a 4 to 8, Spring Heel $1.70 
1 to 5—Half Si 8 34 to 11, Spring Heel, 2.10 





Write for New Illustrated Catalog 





J -J » Mac MASTER 
| ROCHESTER ,N-Y. 
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“‘When the boss started his Whittemore 
shine stand near the door he flagged 
a bunch of business for me of which I 
made friends for him.” 


Enlarging the circle of customers that 
the store serves is easy if Whittemore 
shoe polish is used to attract business 
to the store. It is just as profitable to 
specialize on shoe polish that is reliable 
as to sell shoes that are dependable. 
Where Whittemore shoe polish is dis- 
played, it sells, and makes business for 
other departments of the store. 


Puvemores 


Shoe Polishes 


The white shoe season is just around 
the corner. Then white shoes will be 
worn daily, and the sale of Whitte- 
temore white shoe cleaning prepara- 
tions will mount up big. Heel and 
Edge Enamel is constantly in demand. 
Quick White, for canvas footwear, is 
always a winner. See that your stock 
of Whittemore’s white shoe prepara- 
tions is ample to satisfy wants of all 
customers. 


Send for Catologue of entire line and price list 


WHITTEMORE BROS. 
CAMBRIDGE MASS. 


When your jobber can’t supply you, write us 
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ROCHESTER QUALITY TURNS 


SPRING SELLERS. 
IN-STOCK---IMMEDIATE DELIVERY 


The Hapytoz numbers for Spring are now in Hapytoz are manufactured for the retail trade 
stock in a wide variety of new and distinctive exclusively—a complete line of Flexible Turns 
models. Their novelty, combined with the fact that made with mock heels in sizes | to 5 full and 
they are GUARANTEED ALL LEATHER, will half, also spring heel turn with wheeled edges 
bring them great popularity this coming season. in sizes 5 to 8. 
Our beautiful Spring display card in your window will increase your profits 
Write for cataleg and prices 


Imperial Children’s Shoe Corporation 


ROCHESTER, N. Y. 
| | 














No. 251B—Patent Vamp, White Kid 
Quarter, Sally. Sizes 1 to 5 
Price Per Pair $1.00 


A No. 258B—Patent Vamp, Guy Kid 
Quarter, Sally. Sizes 1 to 5 
Price Per Pair $1.00 
Ar __3 
| ie : > 
« if > 
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: Pt) ey, No. 266 B—Utella Patent, Perforated Gray 
oe Utella Calf Apron. Sizes 1 to 5 
so Price Per Pair $1.35 
w - 
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The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Young Men Will Get Ready Now 
Buy This Shoe For Spring Business 


Spring will soon be here, and 
parents will be buying new foot- 
wear for the little folks. 


Get the facts about 3 W’s today, 
and start off with a big Easter 
business. 











Style R 28 


Here is a model that will satisfy 
the strong style preference for a 
square-toed shoe. It is a model 
for which a big Spring demand 
is promised. It will pay you to 
try it on your customers. 


The picture fully illustrates the 
shoe’s attractiveness. It is made 
of selected Black Calf on the 
perfect-fitting popular Marco 
last. 


Style R 28 and its companion, 
—Style R 27, made of Tony 
Brown Calf—are both carried in 
stock in Dept. 5, ready for im- 
mediate shipment. 


Just a suggestion: A few pairs 
to test out the selling possibil- 
ities of these two shoes, and then 
as many pairs as you like, 
shipped immediately upon re- 
ceipt of order. 


Stock Book No. 32B is ready for 
you if you’ve not had a copy. 


The Stetson Shoe 


ip ; i 
4% Company , Inc. Weimer, Wright & Watkin Co. 


South Weymouth 90, Mass. 35 South Second St., Philadelphia, Pa. 


No. 6360 
Nut Brown Calf, McKay, Oxford, Lenox 











The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Ready March 10th 





Stock No. 528 


BROADCAST LAST 


Imported 112 Light Brown Cubist Oxford 
Single Sole Wingfoot Heel AtoD 
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The Dalton Company, Inc. 


Makers of Fine Shoes 
BROCKTON, MASS. 


BOSTON ; NEW YORK : CHICAGO 
183 Essex Street 651 Marbridge Bldg. 706 Security Bldg. 
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makes shoes look new 





EPCO is a liquid enamel which 
restores that much desired new- 
ness to sole edges and to heels. 


ee 


Your customers prefer Repco to any ee 
other brand of enamel because Repco a 


is easily applied without danger of soiling 
hands or clothes. 


























For sale by Shee Findings Jobbers 
Repco contains no varnish, shellac or Better order some Repco today 
other gummy substance --- but materials 
that protect the leather and prolong its UNITED SHOE MACHINERY CORPORATION 
life. And, best of all, Repco clings Becton, Mass. 
firmly and evenly to the surface. It does San Francisco Branch, 859 Mission St. 


not rub off. 
J. K. KRIEG COMPANY, New York, N. Y. 


Repco is made in every stylish color 
~- white, ivory, light gray, dark gray, UNITED SHOE} REPAIRING MACHINERY CO. 


champagne and Havana brown. Boston, Mass. 
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FROM ANCIENT: EGYPT 


HE Egyptian motif, inspired by the discov- 
ery of the tomb of Tut-ankh-amen, is recog- 


nized by designers of fashionable apparel 
for women as the leading style tendency of 
the season. 


In ane with this trend of fashion, we 
— the Isis, named in honor of Egypt’s 

est-loved, goddess. The petal-shaped cut- 
out design suggests the Lotus flower, and 
the straps are fastened by the new Isis 
buckle. 


By'‘the addition of this number to our in- . 
stock department, we are able to offer you 
the advantage of immediate delivery. 


oesaaD) 


(See Reverse Side) 





























Genuine White Buck with White 
Kid Instep Strap and Collar. 
Ivory Sole, 6-8 Ivory Heel. 
Widths AAA-D. In Stock for 
March 15 delivery. 


PRICE $6.85 


Terms 2% 10 days (net 30 days). 
Also carried in stock in Sterlin 
Patent Colt. Price...... $6.16 


THE RICKARD SHOE COMPANY 
HAVERHILL, MASS. 
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THERE IS NO 
SUBSTITUTE 
FOR QUALITY 


The powerful mer- 


chandising force of Pied 


Piper Shoes is being felt 
throughout the quality shoe trade. 


















These shoes have 


made their way into the 


finest stores in America — in- 
cluding many sections where we have 
no sales representation. Sheer merit 
alone did it. 


Pied Piper Shoes 


represent the very pin- 


nacle of quality in Children’s 
shoes. The popular prices make 
them all wonder how we do it. Yet 
no shoes produced at any price have 
Pied Piper selling features. 


Marathon Shoe Coy 


Send for Samples of Baby Exclusive Manufacturers of 
Welts, Barefoot Sandals, Sport . 


Oxfords or Combinations. 

Compare them with shoes you bad i E D nd j ol = +? 
are now handling. This test 
is our best salesman. Shoes for Infants, Children, Misses, Growing Girls 


THE FASTEST GROWING 
QUALITY LINE IN AMERICA 


der will appreciate your mentioning the publication in replies to advertisements. 
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The ELECTRA 



































This model—just produced—is meet- 
ing with a most gratifying reception. 


The arrangement of cut-out, inlay, 
leather combination and tongue strap 
has made a strong buying appeal to 
our customers and the trade. 


It is a truly excellent example of fine 
Brooklyn turn shoemaking in any one 
of the many leather or fabric combina- 





Biege Suede, patent 
leather trimmed. Also 
gray suede, gray kid 
trimmed. "Also satin, 
atent or dull leather. 


48 heel. Modified tions in which it is shown. 


toe, 





THE BETTY SHOE CO. 


427-429 HUDSON AVENUE - - BROOKLYN, N. ¥. 












































ALWAYS IN STOCK 


We specialize in women’s 
hand turned comfort shoes 


for the house or for the 
street. We have thirty styles 
carried in stock. 








No. 209—Kid Sandal, medium toe. 


‘ —Kid § q toe, 12-8 3 
Ne, 5009 —-Eis Rope, seen 12-8 rubber heel, B, C, D and E. $1.90 


rubber heel, B, C, D and E. .. . . . $2.00 


H. K. GARDINER COMPANY 


PITTSFIELD, NEW HAMPSHIRE 
Boston Sample Room 134 Lincoln Street 
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What Is Your “Selling Proposition?” 


That’s what eight to fifteen dealers are asking us each day. 
| It is the most profitable and liberal co-operative merchandising plan 
that has ever been offered by any manufacturer of shoes. 


The MENIHAN ARCH-AID PROPOSITION is a radical and far- 
| reaching step toward the ideal method of co-operative selling—genu- | 





ine merchandising—that fosters implicit confidence between 
factory and store and between store and consumer. ; } 


| Here are a few things the PLAN insures: ! 
1—The salability of MENIHAN ARCH-AID SHOES to the 
last pair. 


2—The backing of national advertising through the medium of 
women’s magazines, signs, displays, booklets, etc., etc. { 


3—Local co-operative newspaper advertising on a liberal basis. 
4—A large stock of popular styles. ( 


5—A scientifically constructed arch shoe approved by ortho- 
pedists and the country’s best experts—a shoe made of the | 
finest materials, in which fitting and workmanship are in 
| keeping with its quality and value. 


6—Freedom from gambling on shoes of uncertain demand. 
7—BIGGER, BETTER and UNINTERRUPTED PROFITS. 


In this limited space we cannot explain in detail. Write and you'll 
get every bit of information about a plan of merchandising which is 
unique and particularly adapted to your needs. | 


Get under the wire first. 
Do it NOW—write 























MANUFACTURERS & DISTRIBUTORS 


\ Rochester WO 
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. THE , 
WALK-OVER 


INDUSTRY " ie 


WALK-OVER SHOES. 


In Stock in St. Louis 














































































Lhe ae Sty 








IN HEART OF SHOE DISTRICT---SHIPMENTS EVERYWHERE 


100,000 Pairs Men's and Women’s Ready to Ship—Over-night 
Service—Keep Shelves in Order—Make Turnover Continuous 


NOVELTIES AND STAPLES TRAINED SA ESMEN—FULL SAMPLE LINE 


Good assortment of FAMOUS WALK-OVERS— In addition to efficient stock service there are complete 
shoes that have been selling in volume for years—the facilities for ordering goods from the factory. 


- Aaa fain Visitors are always welcome. Make this your 
— of many a retailer’s competence—Money 9. Lacs haniennten, 


This department is of invaluable service t- dealers in I2TH YEAR | 
all parts of the country. It appeals especially t> those Four-story brick buildin built especially for this 
within a few hundred miles. business. 


1521 WASHINGTON AVENUE, ST. LOUIS 


WALK-OVER SHOES IN STOCK 
DEPARTMENT SIX 











ad 
fr 
Geo. E. KEITH COMPANY wy 


MAKERS OF WALK-OVER SHOES FOR MEN AND WOMEN 
CAMPELLO, BROCKTON, MASS., U. S. A. 

Exclusive Agencies in all Important Cines in the United States and the WOMEN’S 
World Over. Including New York, London and Pans, 


7) = 
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| HOT? 
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InStock | 
No. 757 ) 


Tongue Tump — = 
in, Black Kaffor Kid. with 
Black k Ooze tongue an 
Varn p collar in lad wit 
Black Kaffor Kid A Turn 
carryin & covere 
Spanis eel on our — 


No. 134 last. 








Sizes, +08 --- Widths AAAtoD 





ee Price*5.65, net WOdicaus 
718 
‘MOORE \IAFED 





‘MHOE *MFG°CO° 
" BROCKPORT. Le UMA. a 


pnt 
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THE REACTION OF THE 
RETAIL TRADE TO OUR 
EFFORT TO SUPPLY FROM 







LA RUE 
LAST 










uality Shoes far STOCK THE MORE COM- 
éMen and Women MONLY NEEDED STYLES 2123. PATENT LEATHER OXFORD 
IN MEN’S HIGHEST GRADE - stitcHED VAMP, TIPAND L. P..... on.00 






SHOES WAS SO DECIDED 2223. SAME IN TAN RUSSIA...... 8.00 
AND FAVORABLE THAT WE 2323. SAMEIN BLACK RUSSIA....8.00 
HAVE ENLARGED AND 
INCREASED THE SERVICE 
FOR THE SPRING SEASON. 









WE ILLUSTRATE HERE 
TWO OF SEVERAL THAT 
WILL BE SO CARRIED. 








LEAGUE 
LAST 


2222. LIGHT VIKING CALF OXFORD JAMES A. BANISTER CO. 


2215. DARK TAN CALF OXFORD. .8.00 
370-386 ORANGE ST. NEWARK, N. J. 









2322. BLACK RUSSIA OXFORD..8.00 








TIPS:—Guaranteed Not to Come of | 


CONSUMERS APPRECIATE THIS FEATURE OF 


“HUBTIP” “NO-METAL-TIP” SHOE LACES 





Made of First Quality, Fast Color Braid from Tip-to-Tip 
Cannot PULL OFF, FRAY OUT or CATCH IN HOSIERY 
DISPLAY A CABINET OF “SHUBTIPS”’ 

Easily and Conveniently handled. Packed in Single Pair Cartons, 72 pair in Cabinet 


TODAY’S PRICE LIST 


27 in. per gro. Laces, $2.00 36 in. per gro. Laces, $2.50 45 in. per gro. Laces, $2.90 63 in. pcr gro. Laces, $3.70 
30 in. per gro. Laces, 2.20 40 in. per gro. Laces, 2.70 54 in. per gro. Laces, 3.30 72 in. per gro. Laces, 4.10 


EITHER BLACK, BROWN OR RUSSET ~.- ASSORTED CABINETS SUPPLIED 
YOUR FINDINGS JOBBER CAN SUPPLY YOU 


MANUFACTURERS 


FRANK W. WHITCHER CO. Boston and Chicago, U. S. A. 


—— 
The Beet and Shee Recorder will appreciate your mentioning the publication in replies te advertisements. 
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Charm and character 
Vac olovaret-velorlasccr-labbact) 
of Watson footwear-only 


the styles change. 


WATSON 


BOSTON OFFICE, (83 ‘Esser St Factores at 
NEW YORK OFFICE, Barclay Bldg LYNN 
cor of Broadway EDudne St ~ C Yassachusetts 
A.G.SMITH IN CHARGE 
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15 Ao 
Renewed 
Annually ~ 
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What Are Loyal Accounts Worth 


In Your Business ? 


SSS a 
= SSS 555 Ss Ss es) 


The loyalty and quality of Boot and Shoe Recorder 
subscribers are the bed-rock of its strength. 


Ninety-six per cent of our more than 10,000 retail 


merchant subscribers pay for this publication in 
advance. Here are confidence and true appreciation. 


—————— — —EEE 


Seventy-five per cent of our subscribers renew their 


subscriptions annually---loyalty, yes, and a loyalty 
which is a golden asset to every advertiser, present 


or future. 


The Boot and Shoe Recorder COSTS MORE than 
any other similar publication. Its subscribers are 
the solid business men of the trade and its advertis- 
ers the representative firms. 


Judged by ANY STANDARD you will—the Boot 
and Shoe Recorder is the greatest value for sub- 
scribers and advertisers. 


CHICAGO BOOT amd SHOBKB NEwyorxk 


CINCINNATI EC O] IDE 2 ROCHESTER 
PHILADELPHIA R ST. LOUIS 
GREAT NATIONAL SHOE we 


BOSTON, MASS. 








Hh cesssesessenenpetennsimmiiniepesesenientdaasiiniiaitatiaia lait italiane 
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TONY RED CALF No. 572 
BLACK CALF No. 562 
CORDED TIP, ROLLED 
SOLE; TURF (146) LAST 

RUBBER HEELS 

B, C, D—6to 10 

(AS PICTURED ) 


IN STOCK 


It Took $2,000 Extra 


to Test These Styles 


“NSTEAD of guessing we can actually show 

by records which are Spring’s Best Sellers. 

A special canvass, costing over $2,000, points 
definitely what the trade wants. 


Out of orders for 51,000 pairs in six weeks, 
the style pictured above was most in demand. 


_If you want this intelligent buying help, ask 


for our Stock Catalog. : 


Diamond Shoe C: 


196 CHURCH STREET, N. Y. 


Two Factories: Brockton 
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Style 371 





No. 371—Brown Satin Tongue Pump, Checker- 
board Brocade Quarter, Full Louis eel. bay 


i 


No. 252—Patent, with Gra Sat Strap and 

Overlay. Cel. Spanish Heel. B pewes $4.00 Ko. »334—G h Full. Bock Stsse. Gavan Sie, ns we No. 372—Patent Vamp Tongue Pump, Black 
No. 253—Same Pattern Gray com with Pat- Satin Checkerboard Quarter, Full Louis Heel. 
ent Strap and Overlay. Cov. Spanish Heel, No. 329—Gray Buck Strap, Cov. Junior Heel- We Mbsdeutoessuenevsas ciccenee $5.00 
B-D $4.00 Ns BE cc cnsccvsescecseseteccoed $4.50 No. 370—Bronze Kid Tongue Pump, + fal 


No. 258—Patent Vamp, Gray Suede Quarter, No. 328—Same Style, Full Louis Heel... 4.50 Louis Heel. Turn. A-C.............. 
Cov. Cuban Heel. cb peecesescecvena $3.75 ~ go mn No. 333—Black Satin Theo Tie with Tassel, 


No. 326—Patent, Pct Suede Strap and Collar No. 339—Black Kid Beaded Strap, Vam = yA Checker Quarter, Full Louis Heel. Turn. 
Cel. Junior Heel. Turn. A-C......... $4.50 out Sides, Cov. Junior Heel. Turn. A- A-C $4.50 


SEND FOR CATALOGUE OF EASTER STYLES IN STOCK 


THE BOARDMAN SHOE CO. 
564 ATLANTIC AVENUE - - BOSTON, MASS. 





SOMO OOOO Ciera 


THE BIG WHITE SEASON 
IS ALMOST HERE 


Make money by featuring our Cinderella 
White Kid Polish, during the vogue of that 
popular leather. Tanners recommend Cinder- 
ella White Kid Polish and Cleaner to manu- 
facturers of quality footwear. Over 100 
slipper manufacturers mail-order Cinderella 
Silver Slipper Cleaner. 





An excellent preparation for 
keeping satin footwear prop- ts 
erly conditioned. Free from maar » 
harmful ingredients. Retail C # 
it by the package. 











All our dressings are put up in handy pack- 
ages for retailing. Clip the coupon below. 


EVERETT & BARRON CO. 
Providence, Rhode Island 








il 
G] 








For dainty silver slippers we 
suggest this dependable 
cleaner. Always in demand 


I am interested in your proposition for increased 





profits. 

Name SILVER | and a quick-turning, profit- 
ELENA IY Ae My OE REN SE RS YS a Sot na 

I a ga ; 






































OULU MLE PLP entry 


PULL PL LOLOL enn eniiiiits 





HI IAOS “ISVAc PURER Be | } 
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Sterling Colt, All Leather 
Construction, Goodyear 
Welt. “Wingfoot” Rub- 
ber Heel. 


=> 





5 


—* 
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Egyptian Sandal 


Jones & Thomas superior footwear styles follow the 
trend of fashion. Above is shown the last word 
in shoe design, the “Egyptian Sandal.” Feminine 
demand points to it as the preferred form of foot 


dress for Spring. 


The great sales opportunities in this new sandal can 
be readily seen. The following wholesale distributors 


can supply this number. 


Harper & Kirschten Shoe C ». 
231 W. Monroe Street 
Chicago, Ill. 


A .Je Bates & Company, Inc. 
176 Duane Street 
New York City 








NSODONUNUDOOSHESOLLOSUUULLDEOENLONbONDOLIODOONOORUONONUQUOLUOVERIORUCONVOCUELEOOAUOLOUOCUELEDBOVOOUOUSVETHAUAUHHAATINENNUUUIMNLUDNLINNNTINNE NEE ow 
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V.K#AH. JONES &.THOMAS Company’ 


<pSnulS S 
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These Styles Will Doll ’Em 
Up for Easter IN STOCK 
| LA, 






Stock No. B-310—Gray Nubuck vamp and 
quarter. Patent collar and strap, 14-8 Spanish 
Louis heel. A, B,C, Widths.......Price $5.00 





Stock No. B-330—Pat. 2 button one-stra p. Stock No. B-300—Gray Nubuck one st. 4; 
Fancy Gray stitching, 14-8 Spanish Louis hee. Patent collar and strap. 14-8 Spanish Lou: 
Price $4.50 heel, A, B,C, Widths.............. Price $5.00 


COLLINS & STAPLES 
HAVERHILL, MASS. 


GEO. H. LEWIS, Southern Representative 
Stock No. B-355—Black satin one-strap, GENE RICKER, Boston Office, 183 Essex Street 
wo ame es — = —e., ek ey E. J. WILLIAMS, 189 West Madison Street, Chicago, III. 
Se csasseepecienan ice $4.2: Address all correspondence to the factory 


“CLIFTON” 


hs Gem Duck 
ohh _ | Has Stood the Test of Years 


Used with our wet process, it pro- 
duces a perfect innersole, as it is 
easily formed in, and hugs the lip, 
« te producing strength where strength is 
0 he most needed. 


A ig The Trade Prefers 
“‘Clifton’’ Gem Duck 














a fv 


REMEDY 


when once tried 


“Clifton” shoe covering cloths, also 
“Clifton” backing and plumping 
cloths give satisfactory results. 


CLIFTON MFG. CO. 


KLEIN REMEDY co BROOKSIDE AVENUE, JAMAICA PLAIN 
Tole Euclid Ave. Cleveland, O. BOSTON 30, MASS. 
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This heel is forging ahead 
because it offers what the 
shoe manufacturer, retailer 
and consumer want— 


WEARING QUALITY 
FINE APPEARANCE 


REASON- 
ABLE 


the Better Rubber Heel made by 
Quabaug Rubber Company, North Brookfield, Mass. 
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SPRING STYLES 


IN STOCK—QUALITY TURN NOVELTIES—IN STOCK 


























No. 929—Code “Andy” No. 930—Code ‘“*Thrush”’ No. 933—Code “Chicadee”’ 
Black satin pump, Black ooze saddle— Fine Black satin gore pump small Black satin vamp and quarter, black 
underlay. French corded. eel— tongue and saddle of black ooze calf— ooze trap, 9 cut-oute—inla eae. 
16-8 Full Louis. Widths A and B inlay of satin, Heel—14-8 Spanish. Stitched vamp. Heel—i4-8 Spanish. 
344-8; C 3-8. bryan} AA 44-7; A 48; B 3-8; Cue AA 44-7; A 4-8; B 3-8; 


Price $3.75 Price $4.25 Price $4.35 
Terms 2% 10 days; net 30 days 


ELLIS, EDDY CO. Shoemakers LEWISTON, MAINE 














THe 






| SHOE. 
Easter 






591 
Tony Brown Calf 
Polo Oxford 


toe Stitch) 
AB7-11 CD6-11 





If one of your customers says “Let me No. 590 


see that harness stitched oxford they’re Tony Red Calf 
wearing’ —and you can’t show it to ey oe ' 
him—yYes, you'll be asked for it. And No. 520 No. 521 
don’t forget that Tony Red Polo Oxford Mahogany Russ Black Velour Calf 
on the Regis is another live one. Phila. Oxford rim. Oxford 
Order now for Easter. as >) Oe ai hee 
M. A. PACKARD COMPANY 
BROCKTON, MASSACHUSETTS 
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feline of Swamy 
CXpPCrIENCe — Shus- 
thecnthustasin and 

bi 2IGY of @ Young 


17777. 


“SHALL we put through 
samples for you?” said our 
salesman. 





‘No, simply pull-overs,”’ re- 
plied the buyer. 

“T know your shoemaking 
is standard and that the 
shoes will always be finished 
properly.” 








“nn 
Vg SS 


HONEY TILY AMIN CO 


———— 
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BUILD NEW BUSINESS 
WITH CLARK SHOES 


IN STOCK NOW 





The Clark line of comfort 
footwear possesses all the 
[te- 55—Women's Black Vici All Leather Be: _ _— ne a — Viei Tip Oxford. 


grain leather counters, 8 
No. O—Geme style, Misses’ and Children's.. 1.70 sions are used in their manu- Seber EES” ery A quarter and sock fining 
Sizes 8 to 11, 11% to 2, 24 to facture, yet there is tylish 


appearance. The leathers N . 656—Same style, Black Vici, plain toe. 309, 
are pliant and comfortable. E.. $3.00 


Turns Only All numbers carried in stock. 


Wire or write for immediate 
action. 


CLARK SHOE CO. 


14 Williams Street 
Boston -t- Mass. 


Boston Office: 113 Lincoln Street 











Prices, F.O.B., Boston. Terms, 5 per 
No. 0287—Men's Brown Vici Opera. Full leather cent, 10 ‘days, 30 days net 
lined, leather innersoles, leather heels. 6-12, FF. 
Write i ons catalog with list of other 


Stock Numbers 











HARD TOE BALLETS 


No. 606—Black Glazed Kid 
to ll. 


“FOOT-LITE” 13s tod 
BALLET ‘Genes on GO 
SLIPPERS 
IN 


STOCK 


SUPERIOR PRODUCT THROUGH 
LONG EXPERIENCE 


SOFT TOE BALLETS 


ee 











No. 601—Black Glazed Kid CORD TIRE SHOE SOLE 


6 w= it aie.” The above cut reveals the material used in the GRO- 
CORD Shoe Sole. 


c ania. FLEXIBLE AS A TIRE and resists same abuse. 
DURABLE AS A TIRE, same cord fabric used. 
WATERPROOF AS A TIRE, same rubber compound. 


Shoe Manufacturers and Shoe Retailers, this is a tried-out 


BROOKS SHOE MBG. CoO. onan 

1731-41 N. SIXTH ST., PHILADELPHIA ’ 

CHICAGO BRANCH, 119 S. WABASH AVE. The Lima Cord Sole & Heel Company 
Largest Makers of Leather Gym Shoes cima, Cie 


. . A. R. Mueller Co., Milwaukee, Wis. Western Represen tatives 
in the United States Suffolk Leather Co., Boston, Mass. Eastern Repr 








A golden opportunity for you 
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Rhinestone Ornaments 


THE SEASON’S LATEST CRAZE 


Ready for 
Shipment 








No. 1923—Women’s dainty cigarette holders in six beautiful solid colors, also in six 
combination colors, rhinestone circlet $12.00 per doz. 





$0.75 per set of four 





No. 355—Highly polished, non-tarnish- No. 356—Highly polished, none-tar- 
able, white metal, hand set, finest nishable, white metal, hand set, finest 
quality rhinestone buckle ornaments, quality rhinestone buckle ornaments, 
safety catch $3.50 per pair safety catch $3.00 per pair 





No. 354—Highly polished, non-tarnish- No. 6061—Highly polished, non-tarnish- 
able, white metal, hand set, finest qual- able, white metal, hand set, finest 
ity rhinestone bow-knot, safety catch.. quality rhinestone bow-knot, safety 

$2.50 per pair h $2.00 per pair 


Actual TERMS: 
Photographic Alert OS a> 3% 10 days 
Reproductions a Net 30 Days 








No. 330—Highly polished, non-tarnishable, white 
metal, hand set, finest quality rhinestone bow- 
knot, safety catch $1.50 per pair 


Dave W. Saifer Shoe Co. 


Ornament Dept. B 37 So. Wells St. 
CHICAGO, ILLINOIS 











You Cannot Afford 
PARISIAN 


for 


EASTER 


On the Floor 
Silk Ribbon, Beaded, Rhinestone 


NOW 


No. 7758—Double row pleated fannette, im- 
ported pressed steel ornament. $1.50 per pair 





No. 7083—Four row pleated, fannette, im- 
ported steel ornament....... $0.75 per pair 























Actual 
Photographic 
Reproduction 
No, 3172X—Pleated fannette, pressed steel 
ornament ....$1.25 per pair 
o & be Ne N 
No. 8945—All jet and steel beaded tongue ri 
pump buckle ornament ...... $2.00 per pair . 
* 
Dave W. Sai | | 
vn ap row beaded buckle, satin Ornament Dep’t B : 
ler, four rhinestone nailheads............ 
‘ CHICAGO 


$1.00 per pair 


















To Be Without These 
AN} FANNETTES 


for your 


ER} TRADE 


Ready to Ship 


=2stone Steel Buckle Ornaments 


“Masange ata’ of y 
NEWEST Nace ea Sa 








DESIGNS 
No. 602—Silk ribbon fan tongue, steel 
buckle ornament ............$1.25 per pair 
im- No. 3187—Two row pleated fannette, steel 
pair NED -ivsnves ceeds idenwees $1.25 per pair 
TERMS: 


3% Ten Days 
Net Thirty Days 














No. 20—Three row pleated ornament, leath- 
er back, patent or satin center design.... 
ith ESWC S ewe ed a ane $1.00 per pair 





No, 9240—Four row jet and steel beaded, 
tongue ribbon pleated center, buckle ornament.... 
Oe GUE Fh cecct cc cecccccocscccccccoces $1.50 per pair 








fer Shoe Co. | 
37 South Wells St. No. re pe ond gett hentea orna- 
ILLINOIS reieumembenin ee 


al 
’t B 
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No. 7593—Three row pleated fannette, im- 
ported steel ornament $1.00 per pair 


No. 3173—Double row pleated fannette, 
black, brown, white and gray.$1.00 per pair 


No. 7582—Three row pleated fannette, 14 
rhinestone nail-heads buckle ornament black, 
gray and white $1.25 per pair 


No. 3172—Single row pleated fannette, 
black, brown, white and gray. .$0.75 per pair 


Same as above in finer quality in black and 
white only $1.60 per pair 


The Season’s Newest Novelties 


at 


Quick Selling Prices 


Dave W. Saifer Shoe Co. 


Ornament Dept. B 37 South Wells St. ; 
No, 11960—Five rows of jet and steel beads, 
CHICAGO, ILLINOIS satin puff filler $1.00 per pair 
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No. B 876—$3.50 


No. B 582—$1.85 
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Fifth Avenue, New York 
Where Fashion Parades on Easter Day 


a 





No. B 786—$3.10 


gn 
HannansonS[ 





Nae: 


When Fashion Parades 
on Easter Day 


You can profit liberally from the Fashion Par- 
ade in your town on Easter Day. 


But are you ready? Have you the new spring 
styles to sell at prices which appeal? 


HANNAHSONS is ready now to supply you 
with Fashion’s Favorites—at unusually low 
prices. 


Why not send today for HANNAHSONS 
catalogs and select the styles you need. 


Remember—HANNAHSONS styles are IN 
STOCK—ready to ship—one pairorathousand. 


HANNAHSONS SHOE CO. 
HAVERHILL, MASS. 
Manufacturers 


No. B 798—$3.25 


DESCRIPTIONS 


No. B876—Black Satin Brocade Overlay 
Panel and Tongue Pump, Genuine turn, 
14-8 Full Spanish heel, widths A to D code 


No. B874—Same as above except 16-8 Full 
Louis heel; code “Irene” $3.50 


No.B 808—Same as above except imitation 
turn, 14-8 half Spanish heel, widths B to D 
code “Alice” $3.06 


No. B582— White Canvas Patent lege we 
One Strap, two button, imitation turn 
heel, widths B to D, code, “Enid”. me Ps 


No. B580—Sa me as above except with 12-8 
$1.85. 


Cuban heel, code “Thelma” 


No. B 800—$3.15 


No. B 812—$3.15 


No. B 781—$3.35 


DESCRIPTIONS 


No. B786—Black Satin Wide One Strap 
98 Flapper heel, Rhinestone Button, 
Genuine urn Leather lined. Widths B 
to D. Code “Clover” $3.10 


“No. B776—As above except Imitation 
$2.75 


turn. Code “Edna” 


No. B742—As above except a os 
lined. Plain button, Code “India”. . . $2.15 


No. B798—Black Satin Cross Strap, 16-8 
Louis heel, leather lined, genuine turn 
widths A to D, code “Stella” $3.25 


No. B800— White Satin One Strap, leather 
lined 14-8 Louis heel, widths B to Dots 


No. B812—Black Satin One Strap, Tongue 
effect, Brocade Quarter, Imitation turn, 


14-8 alt Spanish heel, widths B to D, code 
“Joe $3.15 


No. B878—Same as above except all Satin 
Brocade Overlay Panel and Tongue, 
Genuine turn, 14-8 Full Spanish heel. 
Widths Ato D; code “Mary” $3.75 


No. B781—Black Satin One Strap, 14-8 
Full Louis heel, leather lined. bones | $e 


No. B780—Same as above except 16-8 
Full Louis heel, $3.35 





BOOT AND SHOE RECORDER March 3, 1923 











INOR points of excellence in 
footwear are often evidence 
fe) Me olevucemeler-lilaaeleM a2 are(-te-tl me) a 
the shoe itself. 
For example — Shoe Lacing Hooks. 
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GWINETTE 


Patent leather and nude 
suede one button strap 
sandal. Wilson a 
14/8 Baby Louis 


CECIL 
Black satin one button 
strap sandal McKay, 14/8 
Baby Louis cov. heel. 
TATTNAL 
White cabrette one button 


— sandal. McKay 
ed, 17/8 Spanish wood 
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Why We Sell 


any Roe 


Through Wholesalers 


Mary Lee shoes will be offered you through whole- 
salers only, because it will enable you to carry 
smaller stocks—make it possible for you to obtain 
immediate service on fill-ins—and as a result, help 
you turn your stock more frequently. 

We will sell Mary Lee shoes in this way because we 
realize that much of our success is going to depend 
on you retailers, so we are doing everything in our 
power to make it easy for you to sell Mary Lee 
shoes in volume and at a good profit. 


The First Advertised Brand 
Sold In This Way 
Mary Lee is the first nationally advertised brand of 


shoes to be offered in this way. Our plan is a real 
step forward in shoe merchandising. 


Remember Mary Lee shoes are built to meet a 
definite specific demand—a demand coming from 
the women who buy shoes from you. 


Mary Lee shoes are wanted before they are made— 
they are styles actually chosen bythousands of women. 


In other words, Mary Lee shoes are three-quarter 
sold before they reach your store. 


If you haven’t received your stock of Mary Lee 
shoes from your wholesaler, get busy today and 
order them. Don’t overlook this business. 


Quality Shoes for Women 
to Retail for $5 and $6 


HARRISBURG SHOE MANUFACTURING CO. 
HARRISBURG, PENN. 





New York 


127 Duané Street 


San Francisco 
141 Drum Street 


Boston 
183 Essex Street 








WINDSOR 
White eve-cloth oxford. 
Goodyear welt stitched 
on tip, 8 stitched on 


collar and stay 10/8 rubber 
heel. 





TYRRELL 
Patent leather one button 


o sandal. McKay 
. 16/8 Louis heel. 





CULPEPPER 


Patent leather and white 
wee wo oxford. Patent 

. foxing, lace stay and 
collar. or ear welt 12/8 
military 


X_X_ AL LALA 








on 





The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Heel. AAtoC.... 
Same with 11-8 Gites’ Heel.. 
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Be Sct th tb tb to cit it dt ct dl dt dln tn tn dn itn it it tin ct it ct ct it tn cin itn ind i ot 
FINE BROOKLYN TURNS is 


Black Satin “a waned Medium Round Toe, 12-8 2-8 opens 


ALSO—Black Satin One Sinan, ‘Welles Round Toe 16-8 
Be ES $500 54 ckdw sAenasenendtranensncnineeee $5.40 


WIRE YOUR ORDER IMMEDIATELY 


MARTIN-WEINSTEIN SHOE COMPANY 


Factory: * - York St., Peastiga, N. ¥. (Formerly CLASSIC SHOE CoO. ) New York Office: 907 Marbridge Bidg., 


EEESSSSSSSSSSFSSSSSSSSSESSSSSS SSUES 
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IN STOCK 


The 
‘“JULIA’”’ 







34th St. and Broadway 


a 
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A NEW ONE 


No. 421 
421 16-8 Span- 


1421 13-8 Cuban Heel 
Hi Grade Turns 





THE ZEBRA STRIPE TURN’S PRICED RIGHT 


IN STOCK 


Also the Same Pattern All Black Satin, All Black Patent, 
Pat. Vamp, Grey Nubuck Quarter. 


Write for prices, or better still tell us your price and let 
us forward Samples. 


EMIL LUBLIN, Inc. 
ish Louie Heel 138 WEST BROADWAY, 


PRICE $4.00 LADIES’ NOVELTIES PRICED RIGHT——-ON THE FLOOR 


NEW YORK, N. Y, 




















Specials for Immediate and Later Delivery 


any Lotus Play Oxfords 
ey arefoot Sandals, Grain 
Leather Insoles and Counter; 
Oak Outsole. 


Oxfords, Infants’, 5-8, 72 ec 
per pair; Child's, 8 44-11, 82 %e 
per pair; Misses’, 11 }4-2, 92 4c 
per pair. 

Sandals, 5-8, 67\4c; 81-11, 
TT Woes 114-2, 87 be per pair. 


Terms, 2 Ten Days, Net 
Thisty Days 





Send for samples of other styles 


THE BROOKLYN SLIPPER CO. 
409 OSBORN ST. BROOKLYN, N. Y. 











No. 32217 Basket filled with 
flowers, each $.75, per dozen 
$7.50. 


Our Spring Catalogue 
No. 32 


Illustrated in colors of Arti- 
ficial Flowers, Plants, Trees, 
Vines, Baskets, etc., 


Mailed Free for the Asking 


Frank Netschert, Inc. 
61 BARCLAY ST. 
New York - N. ¥ 






























BOUDOIRS! 


Are you looking for something 
desirable and d dable in 
this line of foot- 
wear? 


Ican show you 
styles at a price 
that will deserve 
your business. 


Send for Sample 
A. W. GREELEY :: Haverhill, Mass. 











The Beot and Shee Recorder will appreciate your mentienien | the publication in replies te aivasiibnasente 


APPROVED BY 
MEDICAL MEN 


As a sturdy support the ankles of 
chiro and ‘an, fully vent 


fa Eee har: 


your stock of 
en Titer shoes 


Brockton 2133 
for immediate action. 
BURKLEY 
SHOE CO. 


1156 No. Main St. 
Brockton, Mass. 








Mi 
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HEN your more 

discriminating cus- 
tomers see Diamond Brand 
Fast Color Eyelets on a 
shoe, they assume naturally 
that all parts of the shoe 
are correspondingly good. 


A visible signs of hid- 
den quality, Dia- 
mond Brand Fast Color 
Eyelets go far toward 
speeding up sales. 

UNITED FAST COLOR 


EYELET COMPANY 
BOSTON 


The Boot and Shee Recorder will appreciate your mentioning the publication in replies te advertisements. 
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A Full Page 
SATURD# 


Millions of people will read this Educator message—not only in the 
Saturday Evening Post, but also in the Literary Digest, Country 
Gentleman, Physical Culture, Good Housekeeping, and others—all 
with a total of 15,000,000 readers. Are you one of the few dealers not 
supplying the ever-increasing demand? 


we 
—, 
we 
A, 
al 
“ 





a 


farch 





. _ Educators have the reputation of being the fastest selling shoe stock; in 
the world. Why not sell them? 


RICE & HUTCHINS 


INCORPORATED 
BOSTON U. SA. 












VENING POST 











10— 
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A Place and Profit for Pretty Footwear 


A Period of Personality in Stores, 
Shoes and Customers 


HIS issue strikes several keynotes. It endeavors 
ik strike a sympathetic chord between pleasurable 

footwear for the public and profitable sizes and 
widths for the store to carry. It points out where there 
is a possibility of one or two discords in the fact that 
with sandals there is likely to come freakishness. 

The shoe designer’s pets are often pretty pictures of 
the mind but when translated into footwear become 
awkward realities costing much money. 

We have been able to obtain direct from Egypt, the 
first sandal of Egyptian splendor. It comes at a sig- 
nificant time but always remember that extremely 
beautiful footwear then was worn by one queen and it 
was a custom-made sandal, where your problem is the 
buying and selling of thousands of pairs of practical 
sandals for American queens of the household, office 
and school. There is a distinction and a profitable 
difference. 

It is obvious that the charting of styles cannot be 
made on any seven-year basis as was formerly the 
case, for the style itch repeats itself in quicker time. 
Only seven months ago, sandals were said to be out of 
the run. The P.M. sign was written all over them and 
here they are back and ready to dominate the months 
of April, May and June. 

We advise you to read carefully the authentic infor- 
mation on color in this issue. If another color were to 
make its appearance in footwear over and above the 
the browns, grays, black and whites, there would be 
production enough tokeep all idle factory machinery at 
top speed provided the public were encouraged to 
purchase the extra pairage. There is no question but 
that the retail shoe merchant is doing alJ in his power 
to increase the number of pairs per person and it is only 
by an emphasis on style footwear that it can be done. 
The shoe merchant should never forget, however, that 
100 per cent of his trade is not on sandals and fancy 
footwear. There are conservative types of shoes that 


must be handled with the same vigor with which pretty 
new strap patterns are sold. There is a place and 
function for the pretty colonial as well as a future place 
for the cut-out oxfords. : 

Styles are best developed by having them melt into 
newer types rather than to have a sharp break between 
them. Many a factory has taken a successful pattern 
of last year and had geometrical cut-outs put therein, 
giving the shoe a style newness and at the same time 
allowing the more conservative woman to grade up to 
the former pattern because she couldn’t quite see her- 
self in cut-outs. 

There is a big factory problem in the cut-out sandal. 
Where a thousand pairs of shoes go through the works 
in regular patterns, the introduction of cut-outs has 
reduced the output by one-half. Therefore, cut-outs 
are more expensive and perhaps by the same token 
more desired by the public because of these limitations 
in output. A scarcity of cut-out patterns makes a style 
run in that direction that is difficult to interpret. Play 
them early and watch your step. 

This issue bears the title of an advanced style number. 
It is as far in advance as it is possible to estimate on the 
first of March. It brings recommendations as well as 
cautions on whites, on colonials and on black satins. 
If it serves to carry the torch of understanding the 
style trend a little farther into the future than is 
possible in your store and community contact, then it 
has served its purpose well. It endeavors to throw the 
lights of fashion upon garments, hosiery and color 
trend. 

Several analytical studies of style presented in this 
issue have a decided bearing on the volume of footwear 
sold in the near future. It comes at the right time to 
help the merchant anticipate his footwear for three 
very important months. It permits the encouraging of 
buyers to prepare for sports footwear when the entire 
country is ready and eager for the great green out- 
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doors. We hope in this issue to push forward a better 
understanding of style and to hold the trade to good 
taste in footwear, pleasurable to the public and pro- 
fitable to the merchant. 





Personality in Shoes 


E have used for some time the word “indi- 
viduality” as picturing the reason why fresh 
styles are wanted by the public. Many merchants 
have said that the craze for jazz styles is a symptom 
of a period that will prevail for a short time to swing 
back to what is termed “normal” and usually indicated 
by staple footwear. We see no such period imme- 
diately ahead any more than we can see a seller’s market. 
“Individuality” is a good term to use in speaking 
about theappearance of awoman’s or a man’s costume, 
because discernment, care and pride have been used 
in the selection of the various items that go to make 
up civilized dress. But, now we come to a more careful 
shading of the term “individuality” and find its reflec- 
tion in the selection of these same articles in the term 
“personality.”” What is more to the point is the fact 
that the personality that goes into the selection of the 
shoe by the customer has first gone through the mind 
of the merchant, the manufacturer and the designer of 
footwear. 

There once was a time when one dominant type of 
footwear was salable in millions of pairs, because every 
woman or man wanted to be in the vogue at the same 
time. Today by the finer shadings on the picture of a 
dressed-up America, apparel and footwear are selected 
to enhance and augment the personality of the in- 
dividual. 

We may seem to be straining at very fine points in 
our search for definitions, but any designer of shoes 
knows how slight the difference is between a successful 
shoe pattern and one that is out of harmony with the 
eye and the foot. 

It is perfectly possible in the long dress, coat or 
waist to have a bad line in foot and length, but for a 
shoe to be a fraction of an inch out of harmony with 
its flowing pattern is to make it awkward to the dis- 
criminating eye of the ultimate customer. 

The making of shoes for women has become such a 
refinement that it is well to make this explanation 
before amplifying the subject of personality. 

Personality is the injecting into patterns that are 
within the style trend, that definiteness of design that 
makes the article pleasing to a certain class of buyers. 

Personality dictates the little details of straps, 
stitching, decorations, etc. If the personality of the 
designer is in harmony with your personality; if what 
he has created touches a responsive cord in your own 
soul and you believe the shoe is beautiful and correct 
in design, then the battle is practically won and you 
are safe because you will sell the article to your sales- 
people, make them believe in it and they will in turn 
persuade the customer that it is right style. 
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Just now you are probably receiving the merchan- 
dise which you bought for spring and early summer 
selling. The trend of style for this period was pretty 
definitely set in December or sooner—far enough in — 
advance so the alert merchant will be supplied with 
enough gray, beaver and beige shoes, with satins and 
other materials, to provide for his needs until the white 
season arrives. 

Personality of pattern and design entered into the 
shoes you are now receiving. Don’t get cold feet on 
what you have bought to sell during this cycle. If 
they are in the trend and were bought right they are 
good and what people will want. However, this mer- 
chandise was bought to retail during a given cycle 
and should be disposed of before the influence of the 
next period of style development interferes with its 
sales value. 

The curve in the road on merchandise which is now 
on the merchant’s shelves, will show up around April 15 
to May 1, dependent upon climate and local condi- 
tions. Then comes the white season, which will domi- 
nate the selling for about 60 days. 

Once a merchant studies the situation until he dis- 
tinguishes the trend, he is in position to make his 
personality felt in his community and exert a wonderful 
influence in dictating the style situation in his com- 
munity. 

Never before has there been such an opportunity 
for the manufacturer, the retailer, and even the con- 
sumer to reflect personality in footwear. 


What Can Be Done About This? 


EN are wearing fewer shoes while women are 

wearing more. The recent U. S. census bulletin 
showed that men had 10,000,000 pairs less shoes last 
year than they did the year before the war, while 
women had 25,000,000 more. _ 

Seems astounding, doesn’t it. But it isn’t. Don’t 
jump right up and say “We've got to style up the men 
folks, the same as we have the ladies fair.” Don’t say 
it. Don’t try it. Men don’t like to be dolled up. 
Indeed, they have a fondness for an old pair of shoes, a 
pipe that is old enough to vote, and for a hat that has 
been through the war. Fond of ’em they are, but they 
may not always wear ‘em. But men are on the right 
track. They are after quality. That’s the ne plus 
ultra of the trade. 

Quality first is what the men want. Trade develop- 
ment the last ten years shows it, especially the develop- 
ment of the last five years. Men are buying better 
shoes and are wearing them longer. That’s the reason 
for the decrease in the number of pairs. The money 
value at retail is greater than ever before. Don’t try 
to stampede a man into freaky style changes. He has a 
way of digging his toes into the ground and fighting 
when anybody tries to stampede him. So give him 
more quality, and still more quality, the built-on-honor 
stuff, and he will be as happy as a day in June. 
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Boot and Shoe Recorder CREED 


Getting More Shoes Sold Right: not only “more” but “right ;” 
the right wearer, in the right fitting, for the right price, at the right profit. 


sold for the right purpose, to 
This is the great 


problem of the retail shoe merchants. The chief purpose of the Boot and Shoe Recorder is 
to help solve it; for this is the basic problem upon which depends the progress of the 
entire allied industries relating to shoes and leather; their production and distribution. 
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Is Your Store Organized for Style?. . 
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The Purpose of This Issue of the 
Boot and Shoe Recorder 


The function of the business paper is to interpret, 
not to initiate. At least, that is true of the papers in 
fields wherein style plays a leading role. 


In this issue, therefore, it is our pleasure as well as 
duty to interpret the style trend in footwear for the 
late spring and early summer. Farther than that 
it is not safe to go at this time because of the con- 
flicting and rapidly changing style influences which 
mark the progress of a return to days of more stable 
prosperity. 

If in this issue we have been able to give you a 
feeling of security in so far as your buying policy is 
concerned, we will have done a good work and all 


that is humanly possible under the circumstances. 


ote 





¢ Jast Visiting with the Pubhsher 
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Photo by Underwood g Underwood 2-7-23) 


This shows pretty Elaine Carter displaying 
ancestors of the flapper’s galoshes, milady’s 
sandals, dancing pumps, and boudoir slip- 
pers, which have been worn by years of hard 
service and centuries of age. These are bul a 
part of the large collection now being shown 
in a Chicago window. The shoes were col- 
lected by an Armenian reporter of New York. 
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PUT A PRETTY GIRL IN YOUR WINDOW 


One of the leading shoe merchans of Los 
Angeles, Calif., is attracting a great deal of 
attention by having pretty Miss Dorothy 
Dorr posing in his store window with the 
different models of shoes. She has a short 
platform on which to walk and demonstrate. 


Is Your Store Organized for Style? 


Remember You Buy 150 Pairs to Insure a Sale of 100 Pairs Because 
You Lose Sales in Styles and Sizes 


By JULIUS WINKELMAN 
Of Philadelphia, before the Pennsylvania Convention 


ing women’s style footwear, if you look at a style 
shoe and feel that you can sell 200 pairs of that 
particular shoe, you must remember that you need 
300 customers in your store to sell 200 pairs to. It 
is not possible, no matter who buys the sizes, no 
matter how you figure your sizes, no matter how you 
go over your sales slips, it is not possible to buy your 
sizes so that each particular customer comes in and 
buys a 5-B, the next one a 7-A. It is not possible. 
We must have 300 people. 
In other words, we’ve got to have, to clean out our 
last 25 pairs, we've got to have 50 customers. We've 


"T's first point I want to tell you today is in buy- 


got to learn how to lose sales in the style business. A 
customer comes in to your store for a shoe in the 
window, if you haven’t got her size it’s much better 
than to have 500 pairs of a style and not have it moving. 

Remember when you lose a sale you're losing 
10 per cent (that is all we get) profit on that shoe 
and when you have one pair of shoes in your store 
you have an investment of $7 or $8. To really clean 
out a line of style footwear, it is necessary in buy- 
ing 150 pair for the first 100 pair to sell very well, 
which usually happens if the store is organized— 
not if the style is bought right but if the store is 
organized, 
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The Clerk Is Most Particular 


In other words, when that style shoe comes in, if © 


one of your clerks picks it up and says, “‘Oh, that heel 
is a little bit too low, that heel is a little bit too high,” 
you know it’s easy to find fault. I can find fault with 
the posture of every person in this room; one person is 
not sitting right and another is not looking right. It’s 
the easiest thing in the world. Every clerk in your 
store can find fault with every shoe that comes into 
your store. Your customer is not half as particular as 
your clerks, not half as particular as you are yourself. 

You’ve got to be sold on your styles. Customers 
can be sold today on every style that we buy. You've 
got to feel that you are right; no matter what comes in 
afterwards your shoes are right, they’re going to be 
sold and you will sell them, and when the shoe come in 
and your clerk sees it, he has to be sold on it. If you’ve 
got one man in your organization who, when that 
particular shoe comes in, picks it up and says, ““There’s 
something the matter with this shoe,” he has ruined it. 
I am going to give you a little concrete example of this. 


Sell in the First Day 


We have a new man, just put on in one of our out- 
lying stores. We always have shoes coming in in the 
center of town, and in our store in the center of the 
city I make it a point that the first day a shoe comes in 
there has got to be 25 pairs of them sold—just op- 
posite to every other business. In other words, in 
your staple business you don’t want them sold, you 
want your old merchandise sold first. I want the new 
ones sold. I want a shoe to come in and go right off 
like a house on fire. 

This particular shoe comes in and goes into the 
store in the center of the town. We clean up on it the 
first day. We then took 50, 75, 100 pair and sent 
them out to West Philadelphia, a store in the outlying 
district. We have a new man coming in there from one 
of the biggest stores in Chicago. It was a side gore 
shoe. He said, “I think there’s a little too much gore 
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on that shoe.” He didn’t say it to me, he said it to a 
clerk who has worked there four years. He came to 
me and said, “Don’t you think there’s a little too much 
gore in that shoe?” 

We've got to put a stop to that right away. I said, 
“No! That shoe came in down town today and we’ve 
cleaned up on it. Not a customer found that fault with 
it, yet you are trying to pick that shoe apart.” 


We Kill Our Own Styles 


You know, we kill our own styles. We always do 
that. You have heard the story of the colored fellow 
who was the boss of a gang of workmen and the man 
who was ahead of him, a white man, had died. This 
colored boss telegraphed into Headquarters and said, 
“White boss dead; what shall we do,”’ and the answer 
came, “Bury white boss. First make sure that he’s 
dead.” And the reply was, “Buried white boss. Hit 
him over the head with a sledge hammer, made sure he 
was dead.” 

That’s what we are doing with our styles today. 
We are hitting them over the head with a sledge 
hammer. In other words, you buy colonial slippers 
and the salesman comes around and says colonials are 
by-gones. I heard that when I couldn’t buy enough 
of them, when I was going to New York three days a 
week to see that our shoes were coming through the 
factory. Of course they’re dead. He’s got to sell you 
something that is live—it’s up to him, he can’t do 
anything else. What else could he do? He certainly 
can’t sell you colonial slippers over again. 


Sell on Style Alone 


Now gentlemen, in going in the style business, I’m 
going to tell you that it’s not possible to have a shoe 
store and go out into Brooklyn and into Haverhill, and 
feel that “I ought to have a style business,”’ and buy two 
or three styles that you feel are the leading styles and 


put them into your store. It’s not possible. It is no 
(Continued on page 120) 
















If Such a Winter Comes Again 


It is not too early to look ahead to the winter of 1923. Many shoe men 
believe that if boots had been designed and ready for sale in shoe stores of this 
country, they would have sold in thousands of pairs because of the seasonable 
necessity for protection from inclement weather. 
did feature boots sold them to the last pair. 


As one of the advanced style thinkers for the season of 1923, Sam A. 
McOmber of Utz & Dunn Co. with headquarters in the Bush Terminal 
Buyers’ Building of New York, has designed this boot in two colors of leather 
and will make it a strong feature of his selling campaign for fall. 
going to push boots early and often. 






Many of the stores which 


He is 
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A\ SANDAL: FROC1-THE 





Style Service 
of the 


Poot + Shoe ffecorder 


S an exclusive feature of this issue of the Recorder, 
A. are able to show an Egyptian sandal of unsur- 
passed beauty, design, color and form. 

There is no question but that there will be an ex- 
tended revival of ancient Egyptian art. Every indica- 
tion points to a distinct epoch of Egyptian styles, the 
adoption of flowing robes, changes in jewelry, color 
combinations and even furniture. 

When as eminent a man as H. R. Mallinson cables 
from Luxor to the great silk house of H. R. Mallin- 
son & Co., predicting a complete change in decorations, 
jewelry, women’s dress and millinery, as a result of dis- 
coveries in the tomb of Tut-Ankh-Amen, it implies that 
the fashion world has been given a very valuable motif. 

In the same telegram he points out that the Empire 
style of more than a century ago was based on the 
material brought to France after Napoleon's invasion 


of Egypt. 


LE 





LA AMAAAAAAAAAAASAAAC 








From authentic sources we show the 
sandal of the Tut-Ankh-Amen period, 
richly decorated, inlaid with gold and indic- 
ative of a high degree of shoe-making 
ability. 


With our modern and productive genius, Mr. Mal- 
linson predicts that we may produce superb color com- 
binations and types of garments to sweep the fashion 
world into an epoch of historical beauty. 

If we are on the eve of the adoption of Egyptian 
styles as a basis to support new creations in garments, 
it is well to anticipate what effect the coming fashions 
will have upon footwear. 

This point, however, should be carefully considered. 
Stylists have practically exhausted every other motif 
in their craze for business. The new Egyptian trend 
comes as a Godsend to the jaded appetites of designers. 
The Egyptian movement may, however, be overdone. 
If it is too quickly translated into stuff that can be 
sold in the five and ten-cent stores, it is likely to die 
before performing its function of giving people things 
pleasurable to purchase and industry an inventive and 
imitative period based on a new design. 
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- FasHions New Kine- 


Egyptian Footwear of Great Beauty 


Discovered 


Real Beauty of Design in the Sandals of Old Egypt 
May Serve as Inspiration Now 


WING to a discovery of remarkable shoes by 
Egyptologists and which were purchased by 
George W. Brown, vice-president of the United 

Shoe Machinery Company, we are able to show ancient 
footwear of great beauty in design, leather and orna- 
mentation. 

It is our belief that this collection will serve as a 




















SANDALS OF GREAT BEAUTY 


Decorated leather sandals found at Antinoe and worn by women 
and children at the close = the Roman Empire. They were once 
colored and gilded. 


Center photograph shows just how the beautiful 
sandal looks after 1600 years in the hot sand of 


iden and colored 
Egyptian desert. 

















Sketched from above 


treasury of ideas in shoe ornamentation, not only be- 
cause of their timely appearance when the vogue of 
ornamental sandals is at its height, but at a time 
when the American designer is turning to the creation 
of ornamentation within the leather. Not only will 
the period A.D. from 1000 be studied, but the preced- 
ing and subsequent centuries, because there is a natural 
evolution in the artistry of costume and footwear ex- 
tending upward to the present day. 


Lost Arts in Footwear 


The entire collection totals 115 shoes, sandals and 
slippers, and was dug out of a high mound of sand 
that evidently marked the site of a big temple or 
public building, once part of the splendid Roman city 
founded by the Emperor Hadrian in A.D, 130. 

One hundred and fifteen shoes were brought to Bos- 
ton by Professor Whittemore on his way to Europe, 
and were destined to eventually form part of one of 
the big museums either here or in England, the Ash- 
molean Museum at Oxford having already expressed 
a wish to possess them. George W. Brown, vice- 
president of the United Shoe Machinery Company, 
immediately realized their importance to the scientific 
study of shoe making towards which this company 
has in'recent years contributed so largely through lec- 
tures and literature, and arrangements were made to 
add them to the large collection of over 700 ancient 
and foreign shoes already in the Boston office of the 
company. ; 
Three Classes of Footwear 

Grouped together in a specially constructed air-tight 
case in the Albany Building, the shoes are immediately 
perceived to fall into three classes. There are, first of 
all, sandals of reed and papyrus, which in the light of 
the elaborately constructed leather shoes by their side 
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must be considered as survivals coming down from a 
more remote period than that of Roman rule. These 
reed and grass sandals are similar in shape and make 
to others that have been found in tombs of the Fifth 
and Sixth dynasties. 

More interesting from the point of view of those 
who wish to study the development of shoemaking, 
are the many shoes, slippers, and sandals in leather 
beautifully decorated in twisted, incised, or puckered 
designs, and bearing evident traces of having once also 
been profusely colored and gilded. 

Hardly any contrivance of the modern shoemaking 
seems to have escaped the artisans of early Egypt. 
Many details that were believed to have been intro- 
duced into the craft during the last three centuries 
are here seen to have been anticipated and worked out 
satisfactorily by the Crispins of earliest days. Modern 
hand shoemaking, in fact, is seen to be not much more 
than a reversion to types already well established 
when our own ancestors were savage forest dwellers 
painting and tattooing their bodies. 


Decorations Within the Leather 


The sandals are of several patterns; some are shaped 
to the foot anatomically very much after the pattern 
of the modern new form of shoe. Others are sharply 
pointed and the straps which keep them to the foot 
are very cleverly decorated with twisted and plaited 
leather rosettes and tassels. The soles of the pointed 
shoes have traces of very ornate tooling and painting. 
Probably they are the beautiful gilded sandals men- 
tioned by several Greek and Roman writers as being 
carried by slaves behind the wearers and worn only at 
banquets. 

There are signs in many of these shoes that the 
welt, or at least the rand, was as well known to the 
ancients as to us. The majority of these shoes have 
the stitching that unites insole and outsole reinforced 
by a double-over piping of leather. 

Devices for fastening some of these shoes are strik- 
ingly modern in appearance. A shoe of what we would 


call today a cut-out Oxford pattern, has the upper , 


divided breadth wise over the instep by a number of 
strips of leather. Each strip is perforated with a hold 
still holding part of the draw string which secured them 
and gave the same play to the foot in walking as does 
the modern laced shoe, but by a reverse method of 
lacing. 





Sales to Men Fell Off in 1921 


Washingten, Feb. 25—Retail sales of men’s furnish- 
ing goods apparently fell off in 1921, as the figures 
compiled by the Bureau of the Census show that a 
value of products of establishments engaged primarily 
in the manufacture of men’s furnishing goods decreased 
28 per cent in 1921, as compared with 1919. The total 
value of these goods in 1921 was $77,654,000 as against 
$107,835,000 in 1919. Comparison with production 
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figures in 1914, however, shows that the output for the 
seven-year period, 1914-1921, increased 48 per cent. 

These figures cover men’s neckwear, belts, other than 
leather, handkerchiefs, cloth underwear, bathrobes, 
pajamas, athletic underwear, etc. This industry does 
not include establishments whose principal products 
are shirts, collars and cuffs, suspenders, garters, or knit 
underwear. 

In addition men’s furnishing goods were also manu- 
factured as subsidiary products by establishments en- 
gaged in other industries, to the value of $10,652,000 in 
1921, $10,380,000 in 1919 and $6,204,000 in 1914. On 
the other hand the value of products for this industry 
includes in 1921 subsidiary products such as collars and 
cuffs, shirts, men’s clothing, women’s clothing, etc. 
to the value of $2,021,000 and in 1919 similar products 
to the value of $3,734,000. Comparable figures for 
1914 are not available. The figures for 1921 show that 
the cost of materials was $47,267,000 and the value of 
products $77,654,000, making the value added by 
manufacture, $30,387,000. 





Watch Your Fast Color Guarantee 


Do not guarantee hosiery colors as fast to perspira- 
tion, sunlight or washing except you have a guarantee 
from the manufacturer that they are so. Do not make 
any guarantee that you cannot make good. If you 
guarantee hosiery either as to color or wear, be a good 
sport and make exchanges cheerfully. Otherwise you 
had better not do it at all. 














ry 








PRICELESS RELICS OF EARLY EGYPT 


Woman’s low shoes from Egypt, decorated with heart-shaped 
ornaments. 


Woman's slipper of soft kid, decorated with rosette of coiled leather. 
Medallion front on a formed slipper. 
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I. Wendell Gammons Is Dead 


He Made Friends—and Kept Them 


ENDELL GAMMONS is dead. 

With his passing goes one of the most in- 

teresting and positive personalities in all the 

shoe and leather field. For it is said of him that no 

one man in our entire industry had so many friends 

as he. His intimates estimate that three or four thou- 

sand people, the country over, have heard of his death 
with the feeling that a real friend is no more. 

As a boy and a young man, Wendell did not find 
life’s doorway a particularly friendly or hospitable 
one. He was obliged to work harder than the average 
New England poor boy. But he, like the little lad in 
Whittier’s poem, “had Aladdin’s Lamp.” Wendell’s 
lamp was a friendly heart. 

“It is a friendly heart that has 
plenty of friends,” said Thackeray, 
and as Wendell Gammons steadily 
rose from obscure labor to positions 
of importance and responsibility in 
business, in his church and in various 
organizations, his friendly heart won 
and held a legion of friends. 


To Many Men He Was a Very Real 
Friend 


Today, scattered like the seed 
which fell on good ground, in high 
official places all over the United 
States, are men whom Wendell Gam- 
mons took under his wing when they 
were fledglings, without a job. He 
put their feet solidly on the first 
round of the long ladder. To hun- 
dreds of such executives the news of 
his death has come with bitter 
poignancy. 

For the past quarter of a century, Wendell has sat 
in his little round office, busy with his work in con- 
nection with The Shoe Retailer And those who have 
watched, have seen a daily, never-ending procession of 
friends wearing a pathway to his side. 

To each—he was “Wendell.” To each he gave 
what he could—the quick response of a friendly heart. 

Wendell Gammons collected friendships as some 
men collect postage stamps. He had a marvelous 
memory for names and faces, and he treasured his 
friendships as if each was a rare and obsolete issue— 
once lost, never to be regained. 


An Official of The Shoe Retailer. 


Mr. Gammons, who was treasurer and advertising 
manager of The Shoe Retailer, died at his home in 
South Braintree, Mass., last Monday morning. While 





I. WENDELL GAMMONS 
His friends were legion 


the immediate cause of his death was heart failure, it 
was indirectly due to injuries he received some weeks 
ago when he was struck by an automobile truck. 

He would have been 59 years of age had he lived 
until last Wednesday, having been born in the town 
of Wareham, Mass., on February 28, 1864. For more 
than 25 years he had been a member of The Shoe Re- 
tailer’s official family. 

Shortly after he began his journalistic work in Somer- 
ville, an opportunity came to him to become a con- 
tributor to the Lynn Jiem and to the Boston Herald. 

During his long residence in South Braintree he dis- 
played that same untiring interest in civic and church 
work that characterized his business 
career. His interest in the schools 
led to his election as a member of the 
school committee of the town, a ser- 
vice to which he devoted several 
years. 

He was an active worker and 
supporter of the South Methodist 
Episcopal Church of South Braintree, 
serving in his later years as treasurer 
of that church. 


Active in Fraternal World 


In the fraternal world, he was 
prominent in the activities of Delta 
Lodge, A. F. and A. M.; Puritan 
Lodge, I. O. O. F.; Sunset Lodge, 
N. E. O. P. and the Knights of 
Pythias. 

He was active in various trade 
and social organizations, among them 
being the Boston Press Club; the 
Old Colony Advertising Men’s Club, 
consisting of advertising and sales managers of shoe 
factories in Brockton and other South Shore shoe 
towns, which he organized some years ago; the Boston 
Shoe Trades Club, of which he was a director; the 
Boston Boot and Shoe Club and the Military School 
Association. 

Mr. Gammons was married February 27, 1896, to 
Miss Josephine B. Newcomb, of Wellfleet, Mass., who 
survives him, as does also one daughter, Mrs. Janice B. 
Norris, and two brothers, Stephen J. Gammons, South 
Braintree, and Henry Gammons, Wareham, Mass. 

The funeral was held Wednesday afternoon, Febru- 
ary 28, from his church and it was so crowded that 
many people had to stand through the Methodist, 
Odd Fellows and Masonic services. The trade asso- 
ciations were all represented by delegations or with 
floral tributes. 
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A. H. Berry, Prominent Maine Manufacturer, 
Dies in Florida 


facturer and wholesaler of Maine, died Tuesday, 

February 20, at Ormond, Florida, where he was 
spending a short vacation. Mr. Berry left Portland, 
where his home and principal place of business are 
situated, on February 1, and shortly after his arrival 
at Palm Beach, Florida, he was stricken with a severe 
attack of bronchitis, but apparently recovering, he con- 
tinued his trip to Ormond, where he developed pneu- 
monia, and passed away. 

Mr. Berry was born in Georgetown, Maine, Sep- 
tember 9, 1844, the eldest child of Alfred Lee and 
Mary E. (White) Berry. He received his education 
in the public schools of that town and 
later at the State Academy at Lewis- 
ton, Maine. 

In the shoe business, Mr. Berry 
was first associated with Ara Cush- 
man, then in Portland, one of the 
pioneer shoe manufacturers of Maine, 
and followed up the profession as a 
travelling salesman for C. J. Walker, 
of Portland, one of the city’s largest 
houses at that time, but he later 
entered into partnership with his 
employer and the firm name was 
changed to C. J. Walker & Co. Mr. 
Berry remained a member of that 
firm for over 20 years. 

In the year 1889, Mr. Berry estab- 
lished the present A. H. Berry Com- 
pany of Portland, one of Maine’s 
largest and most progressive shoe 
manufacturers and wholesalers, making among other 
products the Evangeline, American Beauty and Crumbs 
of Comfort shoes for women, for which the firm has 
geined national reputation. In 1891, he bought out 
the then well known firm of Lord, Haskell & Co., of 
Portland, and a year or two later the A. H. Berry 
Company bought out the business of C. J. Walker & 
Co., Mr. Berry’s former employer. Mr. Berry also 
became associated with the H. E. Davis Company of 
Freeport, Maine, the A. H. Berry Company today still 
holding that interest. 


: Active Head of Firm 


Alfred H. Berry retained the active presidency of 
the firm of A. H. Berry & Co. from the date of its 
establishment, 1889, up to the time of his death, and 
his square methods of conducting his business won 
him friends all over the country, and as one man 
having business dealings with Mr. Berry stated, 


\ LFRED H. BERRY, prominent shoe manu- 





A. H. BERRY 


“There are only a few of the. stalwart pioneers 
in the business left, and it is up to the younger 
generation to prove themselves worthy of following 
them.” 

Mr. Berry was also president of the Portland Sav- 
ings Bank, vice-president .of Canal National Bank, 
president of the Falmouth Loan and Building Associa- 
tion and held other directorships in business institu- 
tions in other parts of the State of Maine. 


Funeral February 24 


On July 11, 1871, Mr. Berry married Francis Fisher 
Crosby of Arrowsic, who died nearly seven years ago. 
Three children were born of this 
marriage of whom only one, Harold 
Lee Berry of Portland, survives. 
Harold Lee Berry went immediately 
to Ormond, Florida, upon receiving 
the news of his father’s serious con- 
dition. After the death, the son 
brought the body to Portland, where 
funeral services were held on Satur- 
day, February 24, at his home, 119 
Pine Street. 

Two sisters also survive Mr. Berry, 
Mrs. Lena. T. Bancroft of Portland 
and Mrs. Edwin Potter of Chicago. 





May Allow Buyers to Pool 
Funds for Foreign Purchases 


. Washington, Feb. 28—Study of the 
import situation with a view to 
lessening the influence of foreign pro- 
ducers on American consumers, will be made by govern- 
ment and private agencies before the next session of 
Congress convenes in December. 

One of the proposals under consideration is the 
organization of import combinations by which buyers 
may consolidate and make purchases through agree- 
ment of given quantities and at reasonable prices. 
This would necessitate amendment to the Webb- 
Pomerene export act. 

That there is a growing tendency among foreign 
interests to create monopolies and corner the market 
on various products, exacting exorbitant prices, and 
fixing unreasonable restrictions, all directed at the 
United States buyers, is the firm belief of government 
officials. They feel that consumers in this country, 
with their enormous buying power, should not submit 
longer to exactions made upon them, but instead should 
use their potential power to the fullest and control 
rather than be controlled. 
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A Great Sweep of Sandals 
Straps and Cutouts Lead the Field 








A_ light wood brown 
shade of buck with strap 
and trimming in darker 
brown, covered box wood 
heel styled by Wichert, 
Inc., Brooklyn, New 
York. 








Black buck with gold 
Sstitchings on vamp and 
tongue, black braid and 
gold tassels, Mackey 
Shoe Co., Brooklyn, 
N. Y. 





















Russia calf sandal, 
buckle fastened, two in 
one perforations, inch 
and a quarter cutouts in 
vamp, by Cornell Shoe 
Company, Brooklyn, 
New York. 
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Infinite Variety Possible in Straps 
Every Leather and Material Can Be Used 







‘ gray calf sandal ina 


grain finished white 


White kid flapper style, 
fancy tip and front ef- 
fect, 8-8 covered heel by 
F.C. Church Shoe Com- welt, by Cushing Shoe 
pany, St. Louis, Mo. Company, Lynn, Mass. 
















Beige colored suede with 
light tan calf fancy trim- 
mings each edge of 
which is stitched in 
three rows of beige 
colored thread, by the 
Krippendorf, Dittman 
Company, Cincinnati, 
Ohio. 
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Sandals Have a Big Part In Sport Wear 
There Is Room for AllColors in Fancy Sandals This Summer 


















A beige sandal with 
brown kid strap and 


A patent leather welt on 
cutouts in both, low heel, 


a characteristic sandal, 





moccasin outsole, rub- by The Sam B. Wolf 
ber heel, by Brown Shoe Shoe Co., Cincinnati, 
Company, * Inc., St. Ohio. 

Louis, Mo. 


An all-white suede up- 
per with cutouts over 
a fancy rubber sole; 
Bartlett - Somers Co., 
Lynn, Mass. 
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Personality In Pretty Shoes 
Permits a Wide Diversity of Patterns 

















Mat kid patent turn 
slipper with patent trim- 
mings and 14-8 patent 


A front cutout and side 
sandal effect in a bronze 


turn slipper carrying a ; heel by Travaso Shoe Co., 
14-8 heel by Degen Lipp / St. Louis, Mo. 

Inc., Brooklyn, New 

York. 











A Goodyear welt all,pa- 
tent sandal with rubber 
heel by V. K. @ A. H. 
Jones & Thomas,Lynn, . 
ass. 
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The One Strap Holds Its Own For Style and Fit 


It Has Been Good For Seasons and Continues Popular 










A champagne suede up- 
per and heel with patent 
| leather trimmings by 
collar in gray suede by I. Juvenile Shoe Corpora- 
Miller & Sons, Inc., tion, Carthage, Mo 

New York. "7 


Patent leather turn with 
12-8 heel with strap and 





A white suede slipper 

with green leather pip- 
ing around strap and 
upper, 16-8 green cov- 
ered heel, forepart 
stitched in fancy green 
thread, J. & T. Cousins 
Co., Brooklyn, N. Y. 
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Perhaps to Permit of Brilliant Ornamentation 


A custom made bead 
edge pump with 16-8 
heel made of satin with 
cut steel side ornaments, 
Silva @ Co., Brooklyn, 
New York. 










A black satin front line 
slipper with very light 
overlay to give a well 
tailored effect by Na- 
than D. Dodge Shoe Co., 
Newburyport, Mass. 








The Simplest Effects In Colonials Prevail 













A very light shade of 

brown buck with 
throat and tongue effect 
in a darker shade of 
calf, a simple yet beau- 
tiful tongue effect, by 
a Crossman, Inc., 

rooklyn, New York. 
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Note the Wide Band Over the Instep 





A white kid fancy cut- 
out slipper with a cov- 
ered 17-8 heel, by R. H. 
Mitchell Co., Lynn, 
Mass. 










It Offers a Score Of Style Possibilities 





A black satin turn slip- 
per with twin satin, fin- 
ished buttons’ and light 
fancy braid stitched over 
vamp and strap, carry- 
ing a 16-8heel, by Johan 
sen Bros. Shoe Co., St. 
Louis, Mo. 


A black satin slipper 
with dull black buck 
front revealing satin 
underlay — gore side, 
braid on vamp, Mac- 
Laughlin-Conway Shoe 
Co., Lynn, Mass. 
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If Paris Inspires Pretty Patterns 


American Shoemakers Make Them Popular in Volume 






A patent leather turn 
with fancy panel, pat- 
ent leather front slide, 
by Strassburger-Stiles, 


y 


Inc., Brooklyn, N. Y 


Black satin turn with 
brocaded satin collar 
and strap effect, big cut- 
outs, by Goldstein Sons 
& Torio Inc. New York 
City. 


A black satin one but- 
ton novelty with black 
buck trimmings and 
slits in upper by, Harry 
Smolen Co., Brook- 
lyn, N. Y. 
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Beige buck upper with 
field mouse kid trim- 
mings, rubber sole and 
heel, by P. j. Harney 
Shoe Co., Lynn, Mass. 








For Actual Sport Wear 
Sturdy Types of Footwear For the Golf Links - 








Gray calf trimmings 
over white calf, stitched 
and perforated — rub- 
ber sole and wedge heel, 
Harney -Tracy-Crehan 
Co., Lynn, Mass. 














Otter brown buck sport 
oxford, Russia calf trim- 
mings with 13-8 covered 
wood heel, by Murphy, 
Gorman & Waterhouse, 
Lynn, Mass. 
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Light champagne buck 
upper with a grained 
saddle with fancy bars, 
by Upham Bros. Shoe 
Co., Stoughton, Mass. 








Fancy Effects in Sport Oxfords 


Contrasting Materials as Well as Cutouts 


Shoe Co., Haverhill, 






















A fawn buck upper 
with black diamond cut- 


out apron and black 
back stay, by Watson 
Shoe Co., Lynn, Mass. 


All white kid fancy cut- 
out oxford with flange 
over vamp at throat 
made by The Rickard 


Mass. 
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New Leathers and Colors Appear 


“ 
To Brighten Up Footwear For Summer 









Taking his cue from the 
Pyramids, Designer 


White kid with orange 
kid straps, collar tip and 
covered Cuban heel, by 
: y ie Clem of the Dunbar 
e+ ggg — “ Pattern Co. created this 
ois : for wear with Egyptian 
Costumes. 


White calf with patent 
trimmings on a two but- 
ton welt for summer 
wear, by Allen Goller 
Shoe Co., South Boston, 
Mass. 
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“Cowboy Jack” 
Presidentof the National Shoe 
Retailers’ Association, was 
adopted by Texans and pre- 
sented a sombrero, quirt, and 
high boots as token of fellow- 
ship, and christened “Cow- 
boy Jack” 


President Slater brings 
back to N.Y. this Texan 
style—presented him by 
the Texas shoe mer- 
chants as a guide to rea! 
“‘he-man”’ style for Fifth 
Avenue to copy. 
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“F TXHE average man,” said George Geuting of Phila- 

delphia, before the Pennsylvania convention, “has 
one pair of shoes that he wears and wears continually 
because they’re comfortable. I think we ought to be 
able to make smart shoes comfortable. 

“‘Women love to buy new shoes. Oh, they love the 
pretty things and love to put them on and they are 
light and airy and easy to wear, but the man has only 
one thing in his mind, ‘I have to break these shoes in.’ 

“Let’s build shoes that he doesn’t have to break in. 
Let’s build them on lasts that fit, that is the important 
thing in the men’s game,—fit, above everything else, 
When you've got that, last and pattern that fit, you 
can style them, but the important thing is to get them 
to fit. Make it easy for the men to buy shoes.” 
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Russia Calf whole vamp 





pr leather heel by — 
ston: Murphy, N 
J 























Plain Fitted and Stitched Shoes 


Lighter Shades of Tan Coming Stronger and Stronger 






tse ; Norwegian grain heavy 
— single sole, unfinished 
natural bottom and u- 
niquely stitched on har- 
ness machine, leather 
heel with double row of 
wooden pegs by James 
A. Banister Company, 
Newark, N. J. 






White buck and tan 
Russia oxford vamp and 
lace stay in one piece, 
simplicity and elegance 
in style by Boyden Shoe 
Mfg. Co., Newark, 
N. J. 
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Square Toes on Broader Lasts 
Also Long Drawn Thin French Lasts for Men 










Long forepart, square 
Black boarded calf, trou- toe, dark mahogany calf, 
ian — . & — _— 
ord wi lecorative e rsheim 
quarter —_ = Lund Company, Chicago, Ill. 
WilliamsShoeCompany 
St. Louis, Mo. 








Stitchings as decoration 
on a medium: hade of 
tan calf (note beveleled | 
edge sole and heel) 
Nunn, Bush & Weldon 
Shoe Co., Milwaukee, 
Wisconsin. 
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Medium tone Russia 
calf with fancy foxing 
and novelty tip, double 
row ‘stitching, Beals- 
Pratt Shoe Mfg. Co., 
Milwaukee, Wisconsin 

















Young Men's Shoes Are Snappy 
Short Cobby Wide Toe, Wide Shank on Brogue Lasts 


Scotch grain, three row 
stitching A. J. Bates 
Company, Webster, 
Mass. 






Patent leather comes in 
when times are more 
prosperous. Patent 


vamp and mat calf top, 
blind eyelets, rubber heel. 
Leonard, Stevens Co., 
Belfast; Me. 
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Detroit. Michigan 
Janners of the Schmidt Calf (eathers 














or 
ERK 





Schmidt Quality Standards 
mean properly tanned, correctly dyed, 
exclusively full grain leathers 
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Carl E. Schmidt & ©o. Inc. 


Tanners of the Schmidt Calf Leathers 
Detrott, Michigan-Boston, Mass. 


Representatives 


HB.Altenderfer A.J.x J'R.Coo 
Philadelphia Son ser 
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The beauty of simple foot- 
wear is enhanced by buckles 
and ornaments. 
aay: | 
aS 





The Recorder’s Athletic Color Prediction 


A Survey of the Color Movement Through the Summer 
and Up to Next Fall 


By EUGENE PEIRCE, Recorder Color Expert 


CONFUSED state of mind with respect to the 

position of shoe colors is dangerous to the mer- 

chant. It therefore remains for the Recorder to 
present an analysis of the advance color movement 
with a view to assisting buyers in reducing the number 
of colors to the least number possible consistent with 
keeping up sales to a profitable level. 


Much Color in Costumes 


A careful study of the general movement in fabrics 
shows a broadening use of colors in printed fabrics 
which are to come prominently forward for spring and 
summer wear, especially in silks and novelty cotton 
dress goods which are to overshadow worsteds and 
woolens speaking from a yardage standpoint. 


An Oriental Period of Style 


In silks, designs are worked out in everything from a 
pin dot to a Turkish prayer-rug, a Persian masterpiece 
of color harmony, an Arabian blanket or any other of 
the Oriental trappings so dear to the Orientals, since 
all are included. 

Even far-famed Babylon, which once rivaled all 
ancient countries in her rich textiles, now takes a back 
seat in the luxurious assembling of colors offered by 
printers of fabrics who have laid the entire Orient under 
contribution. 

We are told by historians that the Shah of Persia 
receives visitors from the Western world while standing 
on a rug of pure white. Similiarly fashion or style or 
both in one important form, are receiving colors from 
the Orient on a white ground. Thus, we have white 
decorated with colors in the form of trimmings or in 
combinations. 

With so much color in the form of trimmings, bor- 
ders, splashes and in all-overs, it seems safe to predict 
that women will be satisfied to increase their purchases 
of white shoes. 





Here, then, is an element-of safety to both producers 
and to distributers of shoes and of leathers. 


Safety in Tans 

As for colors in fabrics, tans are outstanding. This 
implies the need of reviving a color known as Russia 
calf, No. 3, a leather color familiar before the dyeing 
of leathers in darker shades. 

Though the spring season is still young, women of 
fashion are buying oxfords in leather shades commer- 
cially known as Russia calf, and the same may be said 
with respect to footwear for men who want the going 
thing. 

With tans as top liners, it naturally follows that beige, 
ecru, fawn and beaver follow in popularity with dyers 
of fine fabrics both here and abroad. 

Emphasis is here given to the fact that these colors 
shade in with the soft browns, of which cocoa and 
chocolate browns are favorites. 

With a full realization of what it means to forecast 
colors for fall before the season opens, the Recorder 
predicts that the fawns, beiges and browns mentioned 
in the foregoing paragraph will carry over into the fall 
season of 1923 and in a large way. 

Grays will give way to white as the summer season 
approaches, in the opinion of experts. 





Maurice Kornsand Dead 


New York, February 28—Maurice Kornsand, for the 
past 14 years representing T. D. Barry Company in 
New York City and vicinity, died suddenly at his 
home there, February 27. Mr. Kornsand had ap- 
parently been in excellent health and the day previous 
had met W. A. Hogan of T. D. Barry Company 
and discussed business matters. Mr. Kornsand was 
widely known and highly respected through 40 years 
active connection with the manufacturirg and selling 
of shoes, and was one of the most prominent men in 
the United States in this line. 











BOOT AND SHOE RECORDER 





March 3, 1923 


The EGYPTIAN INE LUENC I: 
ON STYLE Demention a demand 
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Egyplian Scarf and Jewe!ry 


IGHT in the heighth of the craze for things 
Egyptian, the Recorder wants the merchant 
manufacturer to study the Egyptian motif to 

see whether it applies to the important item of footwear. 

The Egyptian design is vivid, startling and pictur- 
esque. It is now a feature in hats, scarfs, jewelry, waists 
and costumes. It is even finding a place in hosiery. 
The question comes out, “How far should it go in foot- 
wear?” A policy of conservatism on Egyptian designs 
in footwear is to be recommended. 

The sandal with its straps is all ready for a profitable 
and pleasurable season, but beware of freakishness. 
Many a merchant will burn his fingers in an effort to go 
the whole limit in freakishness in footwear. Already 
some of the designs so called “Egyptian’’ reveal the 
placement of straps where fitting is difficult to a variety 
of women’s feet. Look out for straps coming over the 
waist-line and instep that have no adjustment. 

The fixed strap often binds as tightly as the throat of 
the shoe. Therefore, watch out for two points, freakish- 
ness and misplacement of straps. 

The opening of Tut-Ankh-Amen’s tomb in Egypt, 
thus bringing to view the splendor of color and design 
of the ancient Egyptians 3000 years ago, is being siezed 
upon for inspiration by artists, colorists and designers. 

The chief Egyptian colors are Lapis (blue), turquoise, 
old reds, greens, yellows, allied to reseda and henna, 
examples of which may be seen in any jewelry depart- 
ment in most up-to-date stores. 

As for Egyptian motifs, the lotus flower, allied to the 
old-fashioned honeysuckle, will doubtless have a re- 
vival as well. Vandyke points are noticeable as a col- 
lar like decoration of its princely apparel. 

Henna is cultivated in Africa, Arabia, Persia and in 





for sandals after 
the PM. Sign had 
been put on them 


the East Indies. The leaves abound in coloring matter. 
They are dried and powdered by the Oriental women 
and used to stain the nails and finger tips. In Egypt, 
henna is also chosen by men for the coloring of their 
beards, dyeing furs and leathers and for the purpose of 
dyeing the hoofs and mains of horses. Henna is in the 
orange series and thus appeals to the Orientals whose 
love of colors leads to their adoption for many uses. 





Fire Only Temporarily Delays Wein 
Shoe Company Business 


Chicago, March 1—In spite of the fact that the 
$150,000 stock of the Wein Shoe Company was de- 
stroyed in a fire which swept the five story building on 
Wells Street last Saturday night, it will be no more 
than two or three weeks at the most before an entirely 
new stock will be on the floor and retail merchants 
will be served as usual. The office was undamaged and 
all records, including orders on hand, were saved. 
Repairs on the building will be begun as soon as the 
insurance adjustment has been made. 

Reick, Langendorf Company, wholesale shoe finders, 
who occupied the adjoining building suffered a loss of 
about $40,000 fully covered by insurance. 

The come back which the Wein Shoe Company is 
planning to’ stage is remarkable. Had the company 
not been as well organized as it was, it would have 
been impossible to do what has been done and is being 
done in so short a space of time. 

The business of Reick, Langendorf Company has 
not beer interrupted as the damage suffered in this 
building was not nearly so severe as in that occupied 
next door by the Wein Shoe Company. 
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Showings 


ay Stress on 
the Sandal 


‘Jype-White 


or Olherwise 


HE style trend for the mid-summer 

TL period is quite clearly, and definitely 

~ defined. There is no mistake about that. 
The trend spells S-A-N-—D-A-L-S. 

Were you ever driving along a road, a fence 
on either side and a curve some distance ahead, 
beyond which you could not see? 

If you got worried about the road beyond 
the curve and allowed your thought to be con- 
centrated on what you could not see, you were in grim 
danger of going into the ditch, breaking down the fence. 


Just so long as you kept control of the machine, were 
satisfied to go along carefully believing the road con- 
tinued beyond the curve, you were safe and could enjoy 
the ride. 

That’s the style situation. You are on your way. 
You can always see 60 or 90 days ahead. There is 
always a pretty well defined trend or roadway that 
leads in a definite direction. There are fences on each 
side and if you break through the fences going is sure 
to be pretty rough. 

Sandal effects will undoubtedly play a big part in 
retail selling for the latter part of the white season, and 
will carry on in other materials into early fall. 

Ancient Egyptian Art is exerting a tremendous in- 
fluence on shoe designing for the next style cycle. This 
influence is being manifested in the triangular and 
oblong cut-outs, in the straight lines and in fact, is 
largely responsible for the revival of the sandal type of 
footwear. 
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twear. Imported by Krueger-Tobin, New York. 
by C. H. Wolfelt Co., New York 


The Low Heel Returns 

Naturally, the low, flat box heel will predominate, and 
the higher heels will follow along in fair volume for the 
women who cannot content themselves with the flapper 
type of footwear. 

There is a wide variety and a broad range of designs, 
but for the most part they are of one or two-strap de- 
signs with cut-outs extending from the counter to the 
vamp lines. Some of them show oblong or triangular 
cut-outs on the vamp, but in most of the higher grade 
lines shown by middle western factories, the forepart is 
not cut out to any great extent. 

There are, however, some designs of beige ooze 
trimmed with tan calf and tan calf trimmed with tan 
calf of a different shade, and similar combinations of 
materials and colors that are really a series of thongs 
sewed together. The ideas being to make the footwear 
as light and airy as possible, and as nearly represent the 
ancient Egyptian type of footwear as present-day cus- 
toms and costumes will permit. 

Both harness buckles and buttons are used as fas- 
tenings, according to the taste of the designer and the 
type of creation he has worked out. 





112 





Striped lisle sport hose from Emery Beers Company. Footwear by C. 


HE greatest sport year in the history of the gar- 

ment trade is aiiticipated for this summer. In the 

jersey and sport clothes, there never was greater 
variety in fabrics and designs. The garment trades 
indicate a great sport movement. 

In southern resorts in Florida and California the 
sportiest rigs are worn during the day to be changed in 
the evening to feminine dresses and footwear. This 
made a day-time wearing of welts and sport types of 
shoes and an evening wear of turns and light and airy 
effects. These early indications are bound to hold 
through the spring, summer and fall of 1923. 


After the White Season 


Following the white season, which will end from July 
4 to August 1, according to climate and local conditions, 
and interspersed among the sales of white, the leading 
material will undoubtedly be black satins. All over 
plain black satin, black satin and the new herring bone 
or wide whale brocade, black satin trimmed with 
patent, or black calf, either in all solid design or with 
cut-outs, in fact, anything that is attractive in design 
and pattern in black satin will sell. Black satin with 
low flat box heel would seem like taking this material 
out of its ndtural place as a footwear fabric, but never- 
theless the indications are that there will be an im- 
mense volume of business on shoes of this construction. 

In whites, the big note will be sandal effects and since 
white fabrics do not lend themselves to cut-outs, trim- 
ming materials of white calf, and white kid will be more 
popular than ever before. Sand or beige ooze with calf 
trimming in sandal type looks like a winner, even 
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H. Wolfelt Company, New York 


though ooze has never been jooked upon as a desirable 
mid-summer material. Tan boarded calf trimmed with 
contrasting color also is being experimented with and 
meeting considerable favor. Patent leather is being 
shown and will probably develop into a fair seller in the 
sandal type with low heel as it did two years ago. 


Revealing More of the Foot 


In footwear carrying higher heels and turn or imita- 
tion turn soles, the cut-outs are less pronounced and 
more delicate, although the influence of oblong and 
triangular cut-out designs are quite manifest in the 
new patterns. of this type of footwear. 

Patterns on lasts carrying 15-8 and 16-8 Louis heels 
are cut down on the side well to the sole at the instep, 
the back part carrying a fairly straight line with strap 
close up to the bend of the ankle. Many of the new 
designs carry the Grecian strap from the vamp seam 
up to the ankle strap, and frequently considerable 
decoration in way of inlays or cut-outs are shown on 
this part of the shoe. 





Saleswomen’s Rings Are Dangerous 


Do not let your hosiery salespeople wear rings with 
high settings. These are very efficient devices for caus- 
ing runs in silk hosiery when the salesperson is showing 
it off to the customer. Advise your customers not to 
wear such rings when they are washing silk hosiery and 
to be careful when drawing on their hose that the ring 
doesn’t catch or scratch. 
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oxtord to usher 
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season ? 


Tis well for merchants to consider what 
| ns of shoes have a salability next fall. 

There is no question but that the Colonial 
was launched months before it should have 
been. If Colonials had been held in reserve 
and not pushed nationally last September and 
October, they would have been the big selling 
feature of February and March of this year. 

Now with sandals occupying the certer of the 
stage, it is well for the trade to consider the 
domination of style by that type of footwear for the 
summer period because of two things. The sandal is 
properly a summer type of footwear and it paves the 
way for cut out oxfords without tongues for early 
fall. 

It is the custom to hope for a little more steady 
types of footwear with the coming of fall and by the 
development of new forms of cut-out oxfords we may 
be on the way to anticipating a very healthy August 
and September business. 

The cut-out oxford has a good taste feature to it 
worthy of being made a national style next fall. 

Buying right style, merchandise that will sell at a 
profit is not so difficult once the style trend is mastered 
and the merchant works fast on what he has on his 
shelf and then is satisfied without trying to see around 
the curve of the road which is ahead of him. 

Naturally he has to keep looking ahead and placing 
periodically in order to have something coming for the 
cycle beyond, but the fashion tendency of each cycle 
or period can be determined early enough to have the 
merchandise made and delivered on time. 

We are in a period of rapid action,and even what we 
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One of many different designs in Paris lace clocks from Emery Beers Com- 


pany. Footwear by C. H. Wo!felt Company, New York 


usually term as staples or known styles must be kept 
moving if the business prospers. 





Haverhill Working Agreement Signed 


Haverhill, Mass., February 28—President Joseph C. 
Kimball of the Haverhill Shoe Manufacturers’ Associa- 
tion and General Agent Gill for the Shoe Workers’ 
Protective Union, have signed a temporary working 
agreement pending the conclusion of a permanent 
plan. The agreement provides for the closed shop. 
There will be no change in wages. It is agreed that 
there will be no strikes, lockouts or cessation of work. 
A local board of arbitration will handle any disputes 
arising from labor conditions. 

A feature of the agreement is a provision for over- 
time work three hours each week, including Saturday 
mornings. The union will establish a committee hav- 
ing full power to grant the additional hours of labor. 
This agreement remains in effect until January 1, 1924, 
unless a new working agreement embodying these pro- 
visions is reached before that date. In that case, the 
present agreement will expire upon the signing of a 
new one. 
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for summer and fall wear, show a decided trend 

toward fancy stitchings, which in most cases 
either match or contrast the leather in the shoe. Per- 
forations as a means of effecting style on oxfords has 
been greatly overshadowed by stitching, judging from 
the opinions of shoe manufacturers. 

The plain toe shoe, in black and medium-light tans, 
has been in popular demand. Edges, rolled and 
beveled, are a trifle closer than the extreme widths of 
last year, and play an important role in style effects. 


S fer au for men’s oxfords being manufactured 


A More Conservative Style Period 


Calls from larger cities emphasize the popularity of 
lighter shades in modified brogue effects. 

From every source the opinions of manufacturers 
indicate that the styles are getting along more con- 
servative lines, the tendency being to get away from 
the bizarre effects. 

Leave him foot loose. Give him shoe room. The 
boss of the race wants to put his foot down, and he 
wants to put it down plentifully, and handsomely, too. 
That is the philosophy of the present trend of design- 
ing in men’s footwear. Now for the practical details. 

Lasts continue broguey across the ball, with some 
attempt toward narrower toes, meaning toes narrower 
than the regular brogue fellows. Contour bottoms, 


too. 
Lighter Leathers in Weight and Color 


Leathers tend to be lighter, in both weight and 
color, for summer. Smooth grains are smart for street 
wear. And some of them shine like a new apple that 
the small boy shines a couple of dozen times. Red 
browns are good, by the way, but they are the cherry, 
not the apple reds. Some new shades run to light 
tans, quite light colored tans. Besides patent is also 
proper, and so are the blacks, and some sons of Adam 
will deck their feet in fine white shoes the coming 
summer. As for golf, and sport shoes, well, their name 
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A well dressed man 
REGINALD DENNEY 
A universal star 


is legion, and is outnumbered only by the variety of 
the many small details which makers of the better 
grade goods are perfecting to give distinctive style 
effects. 


Fine Details by Stitching 


Fine details in the men’s trade are many and varied, 
and the trade is showing a constantly increasing ap- 
preciation of them. For instance, a custom grade 
shoe is sewn in a channel in the welt. There are no 
stitches visible on the welt. This is an exception from 
the common run of shoemaking, especially from those 
sport style shoes that have rather doggy stitching on 
the welt. Uppers show some fine needle work, as, for 
instance, four, or even five rows of ornamental stitch- 
ing. For edges, there is the square, the round and 
the gable edges. Shoes stitched around the heel seat 
continue good, in the young men’s lines. Some very 
high class shoes have top lifts of hemlock, corrugated. 
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The Stitch is Style in Men’s Shoes 
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Also, a few men’s shoes have top 
lifts pegged on with wooden pegs. 
This is especially true of dancing 
oxfords. The pegs won’t scratch a 
polished floor. Soft toes continue 
in vogue. Crease vamps are being 
developed. Strong, mannish look- 
ing eyelets, especially on sport style 
shoes, are another earmark of 
quality, and they are supplemented 
by extra quality laces. A score and 
other details are there, all earmarks 
of better shoe-making, each per- 
haps trifling in itself but when 
brought together complete the qual- 
ity on which the men’s trade is being 
built up these days. Indeed, the 
summary of the development of 
styles in the men’s trade is totalled 
up in that one short, sweet word 
“Quality.” 





To Display Slippers at 
Conventions 


The General Footwear Compary, 
Inc. of 476 Broadway, New York 
City, will have a complete showing 
of its line of boudoir slippers in felt, 
satin and leather at the convention 
of the Ohio Valley Shoe Retailers’ 
Association, Columbus, Ohio. 
March 4, 5, 6 and 7, and the con- 
vention of the Iowa Shoe Retailers’ 
Association, Des Moines, Iowa, 
March 5, 6 and 7. 

The line in Columbus wil) be on 
display at Room 546, Southern 
Hotel. Samuel Kilberg, president 
of the General Footwear Company, 
will be on hand to greet all visitors. 
H. J. Bird will be in charge of the 
display at the Des Moines, Iowa, 
convention. 


ADVANCE STYLES 


FOR MEN 
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6) BSERVE, if you will, that man uses his feet good 





and liberally these days. Golf, tennis,tramping 

and other things, including the miles and miles 
that he covers in the pursuit of business these days. 
There may be a bit in the story of the automobile 
trade that man is riding more. But he is not walking 
less. He has more time for walking, and is doing more 
foot work, and is wearing better shoes and larger shoes. 
Sizes! Sizes!” That’s the way a noted shoe 
man, a men’s shoe man, sums it up. 


Plenty of Width in Lasts 


That new development of brogue lasts, now being 
undertaken, shows that men want plenty of width. 
They want it across the ball, where the action comes in 
the foot. They wear woolen stockings in winter, and for 
sports in summer. The knickerbocker costume, the 
most comfortable apparel that modern man has put on, 
takes for its complement, woolen, or wool-like stockings, 
and brogue-Jike shoes. There must be width in the shoe 
to fit over the woolen stocking. Also, length is required, 
for foot comfort, as well as to maintain the proportions 
of the shoe. Men’s shoes are fitted longer these days, 
anyway. Most likely, man is stretching out his toes, 
making them to lay long and flat in the shoe, instead of 
buckling up in the box because there isn’t room enough 
for them to stretch out. 


“Sizes! 
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NEAL BURNS 
In the greatest sport of them all 


Sizes! Sizes! Sizes! 

Athletics—golf, tennis, baseball and other games— 
make men want plenty of toe room. So, “Sizes! 
Sizes! Sizes!”’ as a good friend says. It is even more 
important than style in the men’s trade. 


More Sport Types Appear 

Side by side the other day, in a noted men’s store, 
were two distinctively different types of shoes for men; 
one an all white buck oxford for summer, and the other 
a moccasin boot, for winter sport wear, with interesting 
possibilities as a street wear shoe. These two shoes, so 
distinctively different, had two points in common. Each 
had a thick sole, one of rubber and the other of leather, 
yet each having a No. 15 iron edge. These two types, 
so distinctively different, show the common desire of 
the men’s trade to be well shod. It takes a strong bot- 
tom on a shoe, to provide foot comfort, and foot style 
for man. Men want a good sole. Never before did the 
men’s trade demand such heavy soles from the leather 
trade. And, as the demand is unabated, the chances 
are that the farmers will have to raise heavier hided 
cattle. Already has the rubber trade gone to new 
limits in the thickness of its soles, and the crepe rubber 
soles are the most notable example. 


Lustre and Grain Finishes 
Grains, or finishes for men’s uppers show several 
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A Great Year for Golf Shoes 


distinctive features. Smooth finishes, 
especially in the medium and light 
shades of brown, are brought up toa 
new high polish. 

Some of the tan shades are almost 
as light in color as the new traveling 
bags. That is for the big city trade. 

In grain finishes, there is this fine 
distinction. A fine, hand-boarded 
grain gives a custom look to the 
shoe, and is preferred for the best 
grades of shoes. An embossed 
grain, meaning a grain put on by 
the plating press, is used for golf 
shoes. It is of a larger figure than 
is the hand-boarded grain. The 
deftness of the hand craftsman is 
still ahead of the machine, in pro- 
ducing artistic finishes. Between 
the hand-boarded, and the ma- 
chine embossed leathers, there fits a 
machine-boarded leather, a com- 
paratively new stock. The fine 
grains, like the hand-boarded, are 
used for street and dress shoes. The 
heavier grains, like the machine 
embossed grains, are used for golf 
and sport shoes, and for swagger 
shoes, such as college boys wear. 


Endicott-Johnson Adds 
Another Building 


The Endicott-Johnson Corpora- 
tion has acquired the old Union 
Novelty Works building in West 
Endicott, N. Y., where the com- 
pany is already building a large 
addition. The Novelty Works build- 
ing is being remodelled into a fac- 
tory where 4,000 pairs of growing 
girls’, misses’ and children’s shoes 
are to be cut and stitched daily. 
The shoes will be bottomed and 
finished in* the daylight extension 
of the new West Endicott factory. 














ADVANCED STYLES 
FOR MEN 
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What About the Crepe Sole? 


What Does It Bring to the Shoe Store that: Is 
New—What Are Its Qualifications—Is It a 





Composed of many layers in their 


natural state, nothing is taken 
away from the natural qualities, 
and it is here, say authorities, 
wherein the secret of old-time 
disadvantages in rubber soles 
lies. The vulcanizing of ordinary 
rubber soles is conducive to fric- 
tion caused by a struggle of atoms 
when compressed to assume their 
natural condition. * ‘Drawing’ and 
“burnings” in the wearers’ feet 
result. 


A modern sport shoe 
with the crepe sole. 


Novelty or Necessity? 








ELT 


LEATHER 
SLIP-SOLE 








The elasticity of the sole is tre- 
mendous. Movement when sub- 
jected to pressure or wear takes 
place in every direction. To 
overcome a tendency to bulge 
at the sides when subjected to 
downward pressure a_ leather 
slipsole is first attached to the 
welt, which acts as a retainer, 
keeping the soles from bulging. 


Given the element of newness. 
anything from materials to methods 
will warrant scrutiny, for what is 
new today may become the ac- 
cepted order tomorrow. 

Tremendous interest in sport 
footwear, a general wave of comfort- 
seeking, the ability of the public to 
purchase new things combine to 
make experimentation for increas- 
ing service profitable. 

The crude rubber sole has a 
reason for its being. 

It is new, and followers of sport 
are a type that seek the new. It is 
soft, tough, adhesive and elastic. 
For the buyer of comfort it offers 





The sole is usually composed of 
an in-and-out-sole; the first is 
sewn to the _slipsole of leather as 
a leather first sole would be. 
Thus a re substantial body is 
prepared for the outsole. 


The tendency when being sewed 
is to grip the needle, which re- 
sults. in the — becoming 
———- To over- 

oe ee needle is kept 
pommel air the time as a means of 
lubrication. 
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What About the Crepe Sole? 


The Field of Uses Is Growing, Based on Its 
Natural Qualities of Toughness,Resiliency and 


plenty. It is warm in winter; cool 
in summer. It wears indefinitely. 

Crepe is a trade name for a high 
grade of Para rubber. It is translu- 
cent and graded according to color. 
The processes through which it 
passes before becoming a sole are 
limited. Nothing of its original 
elasticity is lost, as is the case with 
soles that are compounded and 
vulcanized, for the more rubber is 
worked, the less resilient it becomes. 

It may be used on any shoe, high 
or low priced, for walking, work or 
sports, for men and women. An 
analysis is given here of its various 
features. 





As much difference between the 
crude rubber sole as between the 

meumatic tire and the iron rim. 
Equal resiliency in sole and heel; 
it hugs the ground. The “give”’ 
is both downward and outward, 
— cushioning, yet this very 
‘act makes the edges likely to 
bulge after long wear in which 
case it is advisable to trim edges 
flush with knife or shears. 


Freedom from ‘‘Drawing”’ 








The vim and accuracy of the 
swing’in golf depends on the prop- 
er leverage at the toe which acts 
as a pivot. The plasticity of the 
crude rubber sole allows for 
greater contact with the ground 
when toe is in position for swing. 
The hugging amounts almost to a 
vacuum which eliminates the 
danger of the slightest slip with 
consequent loss of accuracy. 

















The outsole is attached to the 
sewn sole by means of gasoline. 
This softens the surface of both 
soles, so that when they are 
placed together they become 
solidly welded together. It is im- 
possible to separate them, and 
the first sole is attached firmly to 
the slipsole so there is little 
chance for action that would 
cause the threads to cut through 
the rubber. 














Some soles are molded in one 
thickness and sewed entirely 
through. As shown in the illus- 
tration this leaves a lip on the 
edge which soon rolls off in 
wearing. The very thickness of 
the sole with its super-elasticity 
allows of so much action that 
there is great danger of the 
threads cutting through. 
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T is very fortunate that we here in the United 

States have within our own borders various climates 

and changes of which no other country can boast. 
If it is the cold and snow we desire, to the North; if 
it be moderate, to the Carolinas; and for warmth, to 
California and Florida. Style and fashion usually 
select the latter two, where they can both play while 
the sun shines. 

Florida has many charms with its gorgeous palms, 
golden fruit groves, wonderful coast, and water, an 
ideal setting for sun and moon. Here one may rest 
as well as find pleasure. 

It is natural at this time of the year for the Florida 
coast resorts to receive the call where one can lounge 
and see the bathers plunging through the sapphire 
waves. The onlookers, under gay umbrellas, stroll up 
and down, showing ali that is new in clothes. The 
afternoon is given over to motoring, sailing, polo or 
golf. 

The evening finds dancing the chief pastime whether 
it be at hotel, club or a lovely villa. Others desire a 
moonlight sail and dance aboard the yachts. 

Fashion finds its fancy in this clime and there are 
many lovely and new ideas found here. The general 
trend seerhs to be toward the Egyptian or Oriental 
motifs in all lines of apparel. The lines of dress are 
straight end narrow, usually with a bloused bodice 
extending to the hip lines. 

The skirts are straight, some plaited, others with 
plaited panels. The lengths vary, but the medium 
length has the call. Of course, at the present time, the 
bandanna has the call, being worn around the neck, 
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waist or around the hair, passing the ends through 
two slits in the hat and tying it at the front. By sum- 
mer this fad will outuse itself and we wili find the all- 
white costume in vogue. The evening dresses are 
without any form of sleeve. Some are in silks, satins, 
and the more exclusive in rich Egyptian draped effects. 
These are swathed about the figure closely, breaking 
the hard line by a panel or so on each side of the figure. 
The foot is clad in many patterns with varied ideas. 
The universal feature is the high heel. This is worn 
for all purposes except the links and beach. There are 
many white shoes with brown and black trimmings. 





Is Your Store Original for Style? 
(Continued from page 87) 


more possible to do that than for me today to decide 
to go into the comfort business and go up to the com- 
fort factory and buy three pairs and put them in. My 
clerks don’t sell shoes on fit, they don’t sell shoes on 
comfort. The comfort is a thing that’s got to be there, 
but we sell style shoes, we’re selling them on their 
style alone. 

If you're selling shoes on comfort, if you’re selling 
shoes on the service, the confidence that people have in 
you, you've got the confidence in your service, you’ve 
got confidence in your fit, you've not got the confidence 
of the style. Remember, when you look in a window 
for a suit you don’t know what particular kind of a 
suit you want but if you have confidence in the partic- 
ular window that you're looking in that the suits 
that they show are the proper styles, you will buy one. 
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Heavily stitched 





The lattice is popular 


SKETCHED AT PALM BEACH 


She Expects the Service 


I hope you get my point on that particular thing. 
In other words, we have to be in business with some 
point in view. We're either selling style shoes, service 
or something else. Don’t get me wrong about that. 
Those of you who are in the style business, don’t mis- 
understand me that I say you don’t have to fit your 
customers properly, because that is a necessary part of 
it but that is not what your customer is buying. She is 
buying the style first and she expects you to give her 
the service. 

A Point on Sizes 
Where I buy a 24%-B I buy 20 pair of 54%4-A. Where 
I buy an 8-B, I buy 20 pair of 5-B. If I’m going to 
buy 100 pairs, I have no 2-B or 3-B, I have no 7-A 
or 8-A, Only when I go over 300 pairs do I get a 
3-B and a 2\4-B or an 8-B. I wouldn't buy even 
a 7-B on 60 pairs. It’s not possible in the style 
business to sell every customer. 


When Sizes Are Broken 


I believe this is the easiest type of salesmanship that 
there is. If a customer has confidence (and we have the 
particular confidence of the people of Philadelphia in 
our style shoes) a lady will walk into our store and ask 
for a particular shoe in the window in which we have 
broken sizes. We do not have her size. The easiest 
thing in the world is to say to that lady, “We do not 
have your size because the line is broken and the 
reason the line is broken is because we're getting out of 
them. We have had them. If you are looking for 
something newer, we have something newer in your 
size,” and the customer feels, after she keeps coming 
into your store, that if you do have her size in the 
particular style, that it’s new. The argument works 
both ways. I hope I have made myself clear on that. 


The Volume Shoe for Spring 


I am going to tell you what we have decided is the 
big shoe for our stores, and we are buying a shoe that 
has a strap and that has cut-outs in the back that gives 
the open effect on the foot. Any particular cut-outs 
that your particular store has had success with, any- 
thing that has cut-outs in the back, that has a strap. 
There are one straps, there are two straps, there are 
cross straps, but I would get the open effect on the 
foot. I believe this season -with our lighter hosiery 
we're going to have the open effect on this part of the 
shoe, not on the front vamps but right in the back. 

As to the particular leathers, I would say that the 
biggest leather today in our stores and has been for 
three years is black satin. I don’t know whether you 
find that or not. We are continually selling black 
satin shoes more than anything else. We have sold a 
black satin one strap for three years, getting them in 
probably every week. 

The next leather, I feel, is black patent leather. A 
lot of you have felt that there has been a little slip-up 
of patent leather. I believe the reason is that black 
suede is a sort of winter material and a leather that 
has always been sold in high grade shoes, people who 
have paid $12 and up for their footwear have always 
worn black suede slippers in the winter time, it’s 
nothing new, it has just happened that they have been 
popular. 

The next leather, I feel, is gray suede. I think it 
will have a nice run, but I wouldn’t play the gray suede 
too long. We have always found that when they get 
gray they go over to the faun. I think the faun is 
going to be a little lighter this year than it has been. 
After they have the gray they want a little bit of tan 


in it and we come into the faun colors. 
(Continued on page 166) 


BY A RECORDER ARTIST 






Ornateness in leather embossing in gold 


Color spots on while 





Green over white 
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Your Buying Chart of Women's Shoes 


WELTS AND 
IMITATION 
WELTS 








OXFORDS 


STRAPS 


SANDALS ; 


Black Kid {10/8 to 14/8 military heels. 


Brown Kid ha to 14/8 military heels. 


"Oese Otter and sand, sport effects trimmed with tan calf. 
Gray, trimmed with gray or black calf or patent. 


*Tan {Sport effects, trimmed with contrasting colors, leather, rubber 
Calf \or crepe rubber soles. 


*Smoke, coffee, gray or pearl elk and calf sport effects; leather, rubber or crepe 
rubber soles. 


Buck 


*White a 


{Fabric, trimmed with white calf or kid. 











Black Kid—one or two strap, 10/8-14/8 heels. 
Brown Kid—one or two strap, 10/8-4/18 heels. 


Sport Gray, otter, sand, trimmed with calf that blends or con- 
Effects trasts, button or harness buckle fastening, 10/8 to 12/8 
heels. 
Ooze 

| Sandals Sand, extensive cut-outs, trimmed with tan calf, Button 
jor harness buckle fastening, 8/8 to 10/8 heels. 

Tan All over or trimmed with contrasting shade, button or 
Sport harness buckle fastening, 8/8 to 12/8 heel. 


Coffee Button or buckle fastening. 


Calf Smoked {Baton with calf of contrasting shade. 
Pearl 8/8 to 12/8 heel. 


All over or trimmed in patent or bright colored calf 
cut-outs; button or buckle fastening. 
8/8 to 12/8 heel. 


Calf 





All over or trimmed in patent or bright colored calf 
cut-outs; button or buckle fastening. 
8/8 to 12/8 heel. 


White {Kid 





colored leather); button or harness buckle fastening; 
8/8 to 12/8 heel; cut-outs in saddle. 


Fabric 





sored white calf or white kid (a few with patent or 


Tan, gray, pearl, coffee, plain or trimmed with contrasting shades 
Calf cut-outs on side; buckle fastening; 
8/8 to 10/8 heel. 


Sand trimmed in tan calf, extensive cut-outs. 


= Hames buckle fastening. 


8/8 to 10/8 heel. 
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Making It Easy To See What's What 


f All over satin or satin and brocade, satin and the new herrin 
Black bone or imitation braided vamps; satin with patent trim; with 
Sati wood heels all the way from 9/8 box type to 16/8 LXV. 
= Black satin with cutout saddles of black calf or patent in 
8/8 to 12/8 heels, harness buckle or button fastening. 


All over white calf. 

All over white kid. 

All over white fabric. 

White Fabric trimmed with white calf or white 
kid. Limited quantities of white kid, calf and 
fabric trimmed with patent or bright colored 
leather. 

Solid or moderate cut-outs. Heels 14/8 wood Cuban 
14/8 and 15/8 wood Spanish, 15/8 and 16/8 full 
LXV. 


Dress 








ns 


White} 
STRAPS : 


laut over white ya or kid. 

: All over white fabric. 

Lym py Fan White fabric trimmed with white calf or kid. 

TURNS . _— Limited quantity white calf, kid or fabric. 
anca's \ Trimmed with patent or bright colored leather. 

Oblong or triangular cut-outs in saddle. 

Harness buckle or button fastening. 

Heels 8/8 to 10/8 box wood. 





Extensive oblong or triangular cut-outs between 
counter and vamp seam and some on vamp. 
Brass harness buckle fastening, 8/8 to 12/8 box 
and military wood covered heels. 


[Exe or Beige ooze trimmed with tan calf. 


Ooze Sandals 





\ 











Colored (Smoke {Oblong or triangular cut-outs. 
Veal Sandals any Harness buckle fastening. 
and Calf Gray (8/8 to 10/8 Box wood heels. 


White kid, calf, or fabric, medium small tongue, solid or with de licate cut 
outs between counter and vamp seam. 
COLONIALS ;Heels, Cuban 12/8, 14/8, Spanish 14/8 and 15/8, LXV 15/8 and 16/8. 
. Gore Front Black satin plain or in combination with Herringbone satin. 
|Heels, Cuban, 12/8 to 14/8; Spanish 14/8 and 15/8, LXV 15/8 tol6/8. 





NOTE—Ooze leathers reach their popularity in early spring and fall seasons; usually when the sun begins to shine warm, ooze 
begins to wane, because it looks wooly and warm to the customer. 


Merchants all over the country have placed a lot of faith in gray and wood shades of ooze for the spring season now upon us 
On account of variation in climate and local conditions, no set date can be named for the ending of one style cycle or era and the 
beginning of another. We have therefore included ooze oxfords in our midsummer chart, although it is highly important in most 
sections of the country that ooze calf oxfords and even the sport straps be disposed of before the weather becomes extremely warm, 
The same applies, although possibly not to so great an extent, to tan calf and other colored calf or veal oxfords. 


White oxfords will probably be good over a little longer period than ooze and calf; but, owing to the inriovation of the sandal 
effects, which will undoubtedly be the biggest bet for midsummer, it is advisable to get all white oxfords out of the house and off 
the shelves at the earliest possible date. 
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The Florida alligator gives 

up a skin that is excellently 

adapted to aprons on 
sport; shoes 
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There is no end of fish, 
reptile, and alligator skin. 
This alligator leather for 
the Mutual Leather Co., 
Boston, Mass. 











With the Craze for Novelty Come 
Reptile Skins 


HE search for novelty in footwear goes far afield. 
When all possible patterns are exhausted on the 
* cutting board, and all finishes of leather have 
been tried, and every known fabric experimented with, 
the ingenious shoe designer turned to reptile skins. 
The country of all countries most proficient in the 
making and marketing of footwear made from reptile 
skins, is undoubtedly England. 

The craze for freak materials has brought about a 
search of the entire world for snake, fish and animal 
skins suitable for trimmings in footwear as well as 
complete uppers. The number of pairs of shoes sold 
is considerable, for the great national magazines of Eng- 
land have been featuring in their advertising columns 
for many months these new types of footwear, and the 
range of prices is most reasonable. 

We take from the February issue of the Footwear 
Organizer, of London these significant paragraphs: 

“Practically any kind of snake skin can be turned 
into leather suitable for boots and shoes. An extraor- 





Tanned Walrus Skin 


Tanned Alligator Skin 


dinary variety exists both in regard to numbers and 
characteristics. Many of them differ enormously in 
size, type of scaling, marking, and coloring. In some 
the markings are arranged all down the skin in definite 
geometrical patterns, diamonds and triangles of a con- 
trasting shade to that of the groundwork of the skin 
recurring at regular intervals. Others are decorated 
with roughly symmetrical designs, oblongs and ovals 
surrounded by bands of a different color. 


“Sometimes the shape of the patterns and also the 
shading alter towards the end of the tail. The scales 
of many are extremely even and regular in size, others 
being less perfect in shape. The name of one snake, 
the Carpet snake of Australia, is suggestive of the pos- 
sibilities of adapting the designs on these skins to 
numerous other uses of household or personal adorn- 
ment. 

“Of the various snakes whose skins are utilized for 


shoemaking, one of the largest is the Golden Ana- 
(Continued on page 175) 





Tanned Turtle Skin 
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GET THIS ONE 


No. 241 RADIO Last, Spanish Red Calf fit- 
ted four rows close to match. Blind Eyelets. 
Leather Lined Quarters. Leather Heel Pad. 
Goodrich Rubber Heels. Widths B, C, D. 
Price $3.50 less 4% 20 days. Also Gun Metal 
Calf, Patent Leather and Mahogany Calf. 


Next open date of delivery for orders placed 
at once, March 15th. 


COMPANY 


Specialty Manufacturers of 
MEN’S AND BOYS’ 
GOODYEAR WELT DRESS SHOES POPULAR PRICED 
Nashville, Tennessee 
Our sal will call without obligation on your part. Write or wire. 





The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to. advertisements. 
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Popular-Price Volume Sellers 





In Stock 


No. 304 
Misses’ aay Leather Two Button — rif 
Strap Sli 
Sizes 11 
Children’s” Bi 
Infants’, 5-8 


Here are some of the snappy styles that 
may now be had in Wobst slippers. These 
are built up to a standard, not down to a 
price; and are offered at the very lowest 
figure consistent with satisfactory shoe- 
making. 


Growing Girls’, 244-8 


a a he 


No. 640 No. 436 No. 615 
Women’s Patent Leather Mat Calf Saddle 3 Women’s Chocolate{Side Full Quarter Oxford, 
Threo Bye Tie, No. ST Last, AA to E, 188 Gray Bik Saddle, with or without me. Tip eke MeKay. Ne No. 37 Last, AA to E, 
wu ee! to 3 ubber 
og F apditieende: - : ae ee ico § Same in Patent Leather or Brown Kid. 
ubber Heel, 24 to in Patent Leather or Brown Ki 
Women's No. 37 Last, AA to E, 13-8 = form Girls’, Mi Child s. ae 
Minses’, 11 14-2, Toe Room Last, C and D.$2.65 fants’ made on our Toe-Room Last.) 
Child's, 8 34-11, Toe Room Last, Cand D. $2.45 
Infants’, 5-8, Toe Room Last, C and D. . $2.05. 
Also made with Mat Calf al same prices. 

















No. 442 No. 431 No. 434 


Growing Girls’ Brown Kid Colonial, No. Growing Girls’ Patent Leather, Gray Elk one Girls’ Patent Loutine Le om 
Last, C and D, 9-8 Rubber Heel, 214 to 8. $2.8 Hire i o. 5 Last, C and D, 9-3 R seams Oxford, No. 5 Last, D, 
Women’s, No 37 Last, AA to E, 13-8 Rubber $2.80 Rubber Heel, 214-8 $2.80 
$2.80 Women's No if Wat A ia, 188 Wopes's, Ne. 37 Last, AA to E, 13-8 Rubber 
Also made with Malt. Calf strap al same price. Miszes’, 11% to 2, Toe Room Last, C'and D 
Children’s 84-11, Toe Room Last, C and = 
Infants’ 5 to 8, Toe Room Last, C and D.$1.90 
Also made with Grey Elk Saddle at same prices 


411-421 Vliet Street 
MILWAUKEE, WIS. 


Also ‘nade in patent leather at same price. 


DELIVERY IN ABOUT 30 DAYS 


WOBST SHOE CO. 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Necessity—The Power That Drives Sima 


result of dire necessity? No one will ever be 

able to answer this question; but the inside 
history of many of the country’s largest manufacturing 
and distributing concerns reveals interesting and 
strange stories of steps that have been taken from 
sheer force of circumstances, that later have proven 
the stepping stones to success. 

Recently I was making a survey of the shoe manu- 
facturing industry of Columbus, Ohio. No matter 
where I started, from what angle I approached the 
problem, or with whom I talked, the growth and de- 
velopment of shoe making in the capital city of the 
Buckeye State, seemed to center around William A. 
Miller, the founder of the shoe manufacturing business 
of the city. 

“Every move I have ever made,” said Mr. Miller to 
a man at one time associated with him, “has been the 
result of necessity. 

“T learned shoe making because it was necessary for 
me to help along the family finances. I came to Co- 
lumbus because it was necessary for me to get out and 
earn my own living. I began making children’s shoes 
by machinery because hand shoe making was slipping 
and it was necessary to find a way to use leather that 
was accumulating. We had to put in the larger runs of 
sizes in order to sell what were making in the small 
runs. We had to borrow money and I had to learn 
finances in order to protect the loans. I didn’t know 
how to write a coherent, intelligent letter, but through 
necessity and by the aid of a good. stenographer, I 
learned to do it. It was necessary for me to associate 
myself with men who could do the things that I could 
not do. 

“All through my business career I have been driven 
by necessity to take each advancing step. Sometimes 
it looked to my associates and even to myself, as though 
we were stepping off in the dark, but I believed we were 
working on right principles and I was convinced, if our 
principles were right, and we stuck persistently to 
them and worked hard, that we would eventually come 
out all right. But with each step there seemed to come 
strength and wisdom for the next.” 


OW much of the world’s progress has been the 


Some businesses are started wrong from the begin- 
ning, founded on unsound principles, or without ade- 
quate knowledge of fundamentals, but more businesses 
go wrong because of a lack of backbone to face diffi- 
culties and surmount them. An 8.0.5. call is often sent 
out before all the strength and resources of the business 
are exhausted. Fear and worry supplant courage and 
sound reasoning, pandemonium reigns and the business 
goes on the rocks unnecessarily. 

A short time ago a merchant became discouraged and 
nervous; the future looked black to him. The bank was 
pressing for payment of some notes, factories and 
wholesale houses were becoming persistent in their 
demands for money past due and business was slow. 
To him it looked as though there was nothing to do but 
make an assignment. He went to his biggest creditor 
and told his story. 

An investigation of his affairs developed that he had 
entirely too much stock and too much money outstand- 
ing on his books but that he was really solvent. The 
creditor got in touch with the bank and the other 
creditors; a policy of “hands off” was agreed upon; bet- 
ter principles of buying and business conduct was in- 
stalled and through the encouragement of the creditors 
the business was put on its feet and is now in a pros- 
perous condition. 

Necessity often forces a man to develop his own 
faculties, correct his methods of business conduct and 
ultimately leads him on to success. , 

In reviewing his business experiences, the head of the 
biggest shoe factory in the Middle West said: 

“Yes, there was a time when this business was on 
the brink. Our foundation principles were right but 
some leaks were allowed to develop that seriously 
threatened the life of the business. It took nerve and 
courage to cut out the cancer but we did it just in time 
to save the business from ruin. Necessity drove us to it. 
It proved a valuable lesson and can never occur again.” 

Whenever necessity develops courage there is little 
fear of disaster; somebody usually comes to the rescue; 
some way is evolved to solve the problem. But when 
necessity develops worry and fear then disaster is apt 
to occur. The Lord helps him who helps himself. 
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CHICAGO 


Public Buys When the Sun Shines 


Stores Crowded on Good Days; Galoshes Sell When Winter 
, Returns Temporarily 


HE weather man has been working 
hand in hand with Chicago retail shoe 
merchants. First a bit of winter weather 
severe enovgh to make women think of 
ankles clad only in sheer silk hosiery and 
realize that shivers were liable to produce 
goose flesh which would be unbecoming 
to their complexions. Of course they 
bought galoshes. Most merchants were 
able to clean up their stock on this mer- 
chandise, that two weeks ago could have 
been bought for fifty cents on the dollar. 
Then the weather man and the sun 
smiled, women who had been housed up 
because of the cold weather, got out and 
shopped. Shoe stores as well as depart- 
ment stores have been crowded during the 
latter part of the week, and a large volume 
of business has been transacted. Several 
of the leading shoe merchants report that 
this has been by far the biggest week since 
the pre-Christmas rush. 


Washington's Birthday Helps Business 


Thursday, Washington’s Birthday, was 
observed by many wholesale houses, offices 
and other business concerns, some taking 
a whole holiday and others a half holiday. 
Retail stores, however, remained open 
throughout the day. This enabled those 
who are employed in the institutions which 
observed the holiday to shop in retail 
stores. Practically all of the stores in the 
Loop were crowded with shoppers, and the 
great majority of them were seeking new 
spring merchandise. 

Children’s shoe departments were es- 
pecially busy, due to the fact that all the 
schools were closed. This afforded a splen- 
did opportunity to have the youngsters 
fitted to shoes, and also supply their other 
personal needs. 


Black Satin Leads 


In practically every store, regardless of 
grade, quality or location, black satin con- 
tinues to be the most wanted shoe ma- 
terial. Patent leather sales have slowed 
up considerably, so that satin is in the 
running almost by itself in black footwear, 
with the exception that black ooze is re- 
ceiving a moderate amount of attention. 

Colored ooze in gray and the various 
shades of wood brown have been account- 
able for a gonsiderable volume of business 
both in the light effects with wood heels 
and the heavier sport types in oxfords and 
straps with welt soles. 


Men Are Buying Shoes 


A very satisfactory volume of business 
has been transacted in exclusive men’s 
stores, and in the men’s departments of 


other shoe stores. Men’s stores are about 
through cleaning up the odds and ends of 
winter footwear and are devoting their 
attention to new spring merchandise, whch 
is arriving in most instances on schedule 
time. 

A conspicuous change in the new spring 
footwear that is being shown is the ab- 
sence of heavy punching, pinking and simi- 
lar decorations which tend to make shoes 
look heavy. Even the much touted gable 
edge and extension heels are apparently 
relegated to the background. Plain stitch- 
ing of one, two or three rows is replacing 
the heavy five and six rows that prevailed 
during the winter months. Edges are 
trimmed about as close as the shape and 
contour of the lasts will allow. In fact, 
the central thought of designing has been 
to make the shoe look light, airy and 
springlike. 

Tans the Big Bet 

The demand for black leathers plain 
boarded, which developed during the fall 
and winter, is rapidly subsiding. When 
men don lighter weight and lighter colors 
in clothing, they will naturally want lighter 
weight, lighter appearing and lighter 
colors in their footwear. 

A medium shade of tan predominates in 
color selection. As the season advances 
lighter shades will become more promi- 
nent. Tony red and similar shadings are 
prominent in the new showings, while the 
coco or flat brown shades are conspicuous 
by their absence. Sport effects are being 
shown quite extensively in the new mer- 
chandise but the plainer and more sub- 
dued types are expected to produce the 
greater volume of business. The plain 
toe with trouser crease, both with leather 


bottom and rubber bottom is being shown, 
but in the opinion of several of the leading 
exclusive men’s stores, the zenith of popu- 
larity has been passed for this particular 
style. 

Crepe rubber soles are expected to prove 
fairly popular for golf wear, although few 
merchants are looking forward to a great 
big volume of business on this type of shoe 
for street wear. 

; A new, creation is a medium shade of 
, Russia calf on the order of the old Southern 
tie. The shoe has three eyelets, is made 
on a medium square toe last with close 
edges and broad flat heel. It is quite at- 
tractive in appearance and will undoubt- 
edly prove a popular seller for late spring 
and midsummer wear. 


London Boot Shop Opens 
Chicago Store 


February 20 was the opening date of the 
London Shoe Company’s new Chicago 
store at 217 South State Street. A full 
page ad in the Chicago papers announced 
the opening of the store and the methods 
of doing business, and the price of the mer- 
chandise. 

The new store is starting off, according 
to the management, with a very satisfac- 
tory volume of business, and if the first 
few days can be taken as a criterion, other 
stores will be opened in Chicago in the 
near future. 

The concern operates five London Boot 
Shops in New York City, and this is the 
first store to be opened outside of the great 
eastern metropolis. Both the exterior and 
interior of the store havea very distinctive 
appearance. The plan and architecture of 
the front is unique and pleasing in design. 
The store interior and the window back- 
grounds are indicative of Spanish Renais- 
sance architecture. 

The London Boot Shop sells men’s and 
boy’s shoes exclusively; the price range in 
the men’s is from $6.50 to $8. 





ST. LOUIS 


Grays and Tans in Demand 


Warm Weather Needed, However, Before Volume Buying 
Can Be Expected to Begin 


HE business during the six days end- 

ing February 24 was reported as being 
spotty. The early part of the week was 
below normal with increased activity 
toward the latter part, terminating in a 
rather brisk Saturday. The forepart was 
cold and retail shopping in general was 
curtailed. The shoe stores felt the effects 
of this and proprietors all reported the 
downward trend in sales on these days. 
The principal selling was done in tan calf 
oxfords. Some stores reported big sales 


in this end of the business and all attrib- 
uted it to the cold weather. 

Saturday found most of the stores busy 
and even some short of help, due to the 
unexpected business. Extra help has not 
as yet been negotiated for the Spring selling 
and for this reason customers were com- 
pelled to wait longer than usual on Satur- 
day. The women’s department was more 
crowded than the men’s and a glance up 
and down several stores revealed the fact 
that a great many Spring shoes were being 
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Banquet of Salesmen and Officials of the McElroy-Sloan Shoe Company 


fitted. Retail shoe merchants feel that 
with some warm weather the gray season 
will open with a rush that will drive the 
sales on this particular style high in vol- 
ume. The demand is becoming more and 
more pronounced and throughout the 
week sales continue to ascend. There will 
be no regrets over the gray situation as 
there have been in the past. Retail shoe 
merchants have bought cautiously. When 
they have exhausted the stock there will 
be no repeat orders. One large operator 
said: 

“We have been burnt on gray practi- 
cally every time we’ve handledthem. But 
there will be no cause for worry this sea- 
son. When the gray shoes have been 
cleaned up, we're finished with them.” 

This sums up the situation in most of 
the stores. 

In the patterns straps are coming along 
rapidly. One and two straps are both 
shown in a wide variety of styles. Most 
models of this sort have either side or 
front cut-outs. Some tongue patterns seen 
also have lattice-work effects. Tie ox- 
fords are also popular in gray. Some in 
tongue-less types and others with trim- 
mings of gray kid. Trimmed effects are 
not as good as all-over gray according to 
store reports. 


Satin Tie Oxfords Selling 


The one big seller of the week which was 
reported as outstanding was a black satin 
tie oxford. There has been an unusually 
large demand for this pattern and one 
store which does a big volume of business 


reported having been unable to keep this 
pattern in stock. Varied effects are being 
shown in black satin oxfords. Some are 
trimmed with black suede and a pretty 
combination which was reported as a big 
seller was trimmed in gray ooze. Figures 
given at various stores as to the compara- 
tive selling of gray against black satin 
were as follows. In a large popular price 
store it was an even break between black 
satin and gray. This, however, was only 
attained during the past week. Previous 
to that time gray was running behind 
black satin. In one of the ultra-smart 
stores the figures were 40 per cent gray 
against 60 in favor of black satin. 

Predictions are being made by some of 
the style impressarios that J. and G. 
suedes will be animportant color after gray 
is finished. One large store reported a fair 
demand in the call at present for G. suede 
and the manager of this store felt as the 
season developed, the pressure would in- 
crease. Trimmed in tan the combination 
in rather attractive, especially in sport 
effects. 


McElroy-Sloan Hold 
Salesmen’s Banquet 


More than 200 employees including the 
entire sales force attended the annual 
salesmen’s banquet of the McElroy-Sloan 
Shoe Company at the Hotel Chase, Feb- 
ruary 21. An elaborate dinner was served 
during which a program of entertainment 
was unfolded of an unusual nature. A 
number of invited guests were present. 


W. M. Sloan acted as toastmaster and 
kept the affair moving at a swift pace with 
his sparkling bits of humor. Chas. G. 
Craddock, president of the Craddock- 
Terry Company of Lynchburg, Va., ad- 
dressed the organization and stressed the 
fact that confidence in the house, in the 
line and in individual self was one of the 
fundamentals of good salesmanship. It 
was apparent that the organization was 
well qualified to produce shoes of quality 
and character and the sales organization 
would not find it difficult to increase their 
sales in 1923, Mr. Craddock declared. 

W. F. McElroy, another speaker, stated 
that primarily the function of the com- 
pany was to make good shoes. This was 
being accomplished which, he said, would 
mean greater growth. Among other 
speakers who spoke on the following 
topics were; C. L. McCain, “Diplomacy” 
and David D. Lynch, “The Lynchburg 
Factories.” 

A delegation of businessmen from Ful- 
ton, Missouri, where plans are being ne- 
gotiated for a factory, were guests, and 
Mayor T. H. Grant of that city, expressed 
unbounded enthusiasm in the future proj- 
ect. W. C. Harris, a banker from Fulton, 
Missouri, declared that the community 
was ideal for a factory site and every in- 
ducement would be made for the comfort 
of the executives and employees of the 
McElroy-Sloan Shoe Company who came 
there to live. 

The following salesmen were awarded 
gold pocket knives for being members of 
the $150,000 club, an organization which 
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has for its membership, men who sell over 
that amount of shoes during the year. 

W. B. Yater, F. Doll, C. L. McCain, 
F. L. Craddock, Espie & Espie, D. D. 
Lynch, Tom Crowder, Arch Jennings, 
B. J. Reaves, J. P. McElrath, W. F. Owens 
and Dan Honig. ‘ 

John Wilson, advertising manager of 
the company, was responsible for the en- 
tire affair and was lauded by both W. M. 
Sloan and W. F. McElroy for the splendid 
arrangements. 


John Slater Makes First 
Visit to St. Louis 


John Slater of New York, president of 
the N.S. R. A., was a visitor in St. Louis 
last week for a few days. He stopped over 
on his way from the Texas State Retailers’ 
Association Convention which he attended. 
He arrived here Thursday and was es- 
corted by Chas. E. Williams through the 
wholesale district, bring introduced to the 
prominent manufacturers in the industry. 
Friday morning Williams, accompanied 
by Slater, called on practically all of the 
down-town retail shoe merchants. Slater 
was much impressed with the magnitude 
of the industry and expressed great sur- 
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prise at the vastness of the Washington 
Avenue wholesale shoe district. 


Advice for Salesmen 


In the February issue of the Shoe Horn, 
the house organ of the Swope Shoe Com- 
pany, some very pertinent instructions are 
laid down for salesmen in handling the new 
Spring stock. 

“Salesmen selling any of the new foot- 
wear that have tassel laces must be care- 
ful to lace these before delivering them 
to the customers. Customers may have 
difficulty in lacing these shoes. We wish to 
call your attention again to the fact that 
shoes must not be placed on the floor. 
The vogue of light colored suede and the 
fact that we are showing many white 
shoes makes it absolutely essential that 
these shoes are put away promptly and 
when it is necessary to leave them with 
the customer they should be put on a chair. 
These suede shoes soil very easily and are 
extremely hard to clean and, of course, 
you know that when they are soiled they 
are very hard to sell. This is a matter 
which concerns every salesman and it is 
as much for your own good as for the 
good of the house that we must insist that 
shoes are kept off the floor.’’ 





MILWAUKEE 


Higher Prices Prevail at Retail 


Women Paying $10 to $15 for Early Spring Models—Tongue 
Pumps and Strap Welts—Without Protest 


ONGUE pumps and one strap welt 

slippers are showing great strength in 
the preliminary movement of spring foot- 
wear here. Merchants say that the straps 
and the tongues will divide patronage al- 
most equally for the first weeks of the 
spring business, but that progression of 
the season will find the straps in the lead 
by a comfortable majority. Women are 
paying from $10 to $15 for spring footwear 
without protesting about prices. Gray is 
a ruling color favorite, just at this time, 
but merchants look for beige and black to 
supplant it. Black is so universally ap- 
plicable to spring frocks, suits, and coats, 
that much of it will be seen here this spring. 
Black satin one strap effects are already 
moving unusually well. 

Men’s shoe sales showed a remarkable 
spurt during the past week. Wet weather 
seems to have stimulated, not only the 
sale of rubbers but also the demand 
for shoes. Cordovans in black and browns 
are selling well in the semi-blunt toe, 
heavy sole, and English heel. Men are 
willing to pay about $10 for good shoes, 
merchants say. 


Manufacturing Activity Increases 
Most of the Milwaukee shoe companies 
added to their working force during late 


January and early February. The output 
of shoe companies in Milwaukee is around 
25 per cent greater than a year ago. One 
firm turned out 57 per cent more shoes in 
January, 1923, than in January, 1922. 
Tanneries show a relatively moderate 
increase over a year ago. The “Help 
Wanted” sign threatens to become a fix- 
ture outside the employment office of 
local shoe firms, as labor is still scarce. 


Resigns as Buyer 


Miss Belle Broderick, who has been at 
the head of the shoe department of the 
Schuette Bros. Co., Manitowoc, for the 
past ten years, has made plans to leave 
the company. Miss Broderick will be- 
come traveling representative of the 
Aluminum Goods Co., of Manitowoc. 


Working on Eastern Relief 


Casper Wolf of the Columbia Shoe Co., 
of Sheboygan, Wis., one of the prominent 
workers for Near East Relief in that city, 
has just donated a lot of new shoes to the 
collection of old shoes and clothing being 
made up for immediate shipment. Shoe 
dealers throughout Wisconsin have, during 
the past year, earned the unspoken grati- 


-coln’s birthday. 
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tude of thousands of sufferers in Asia 
Minor with their generous gifts of shoes. 
Milwaukee members of the Retail Shoe 
Merchants’ Association have from time 
to time, placed barrels before their store 
for the purpose of collecting donated 
clothing and shoes for Near East relief. 
In addition, large numbers of merchants 
have donated new shoes. 


Fine Window Display 


A window trim which earned much 
newspaper comment for the William 
Johannes Shoe Co., of Merrill, Wis., was 
set up by that store to commemorate Lin- 
The window showed a 
large engraving of Lincoln, a wooden 
sledge, wedges, a rail partly split, chips, a 
pile of charred wood, recalling the fire by 
which Lincoln studied, a large American 
flag, and the Lincoln adage, “All that I 
am, and all that I hope to be, I owe to my 
angel mother.” A Lincoln bust, old- 
fashioned house slippers and a 40 year old 
pair of boots completed the window. 
This arrangement earned for it, the 
most favorable comments. 


Propose Consolidation in 
Watertown 


Uniting of the Watertown Business 
Men’s Association with the Chamber of 
Commerce of Watertown, Wis., was pro- 
posed at the annual meeting of each asso- 
ciation held recently. Committees have 
been appointed to investigate the possi- 
bilities of such consolidation. A single 
organization according to business men 
would function more evenly and make the 
work of the credit bureau, better business 
bureau and such departments more valu- 
able. 


Scouts Visit Schoenecker’s 
Plant 


About 40 Boy Scouts under Assistant 
Executive Wilson B. Rutherford recently 
went through the entire plant of the V. 
Schoenecker Boot and Shoe Company, 
Milwaukee. The visit was made as the 
second of a series of “‘Know Milwaukee” 
hikes being conducted for the scouts. 


New Kinney Store 


A new Kinney Shoe Store will open at 
Manitowoc, Wis., about March 10, in 
the building on South Eighth Street 
formerly occupied by the Continental 
Clothing Co. The new store is another 
step in the development of Wisconsin as a 
field for Kinney corporation enterprise. 


Leaves Gimbel’s Store 


Jerome Hoffheimer, for 23 years in the 
employ of Gimbel’s Milwaukee store and 
at present one of the store managers, will 
leave Milwaukee on March 15 to become 
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merchandise manager of 20 departments 
of the J. L. Brandeis & Sons Co., Omaha, 
Nebraska. Mr. Hoffheimer leaves be- 
hind him a record of department store 
growth which will probably never be ex- 
celled in Milwaukee’s retail history. 


Gerretson at Bedell’s 


William F. Gerretson, formerly with 
the Gerretson Co., of Milwaukee, has be- 
come managing director of the Bedell 
women’s wear store in that city. Mr. Ger- 
retson brings to the firm a wealth of retail 
experience covering a long term of years. 
He will have supervision of all depart- 
ments, including coat and suit, and foot- 
wear. 


Merchants Offer Prizes 


Favorable and cheap publicity has been 
secured for some time by Milwaukee shoe 
merchants who co-operate in various en- 
terprises to promote attendance at local 
moving picture houses, or to exploit cer- 
tain pictures. The latest to take advan- 
tage of such an offer is S. J. Brouwer, 


whose children’s department offers a pair 
of baby shoes to the winner of a “Baby. 
Peggy” contest being staged by a local 
theatre. The Phoenix Hosiery Co. is also 
a prize donor in the same contest. 


Joines Menzies Factory 


R. O. Thomas, of Elkhorn, Wis., has 
accepted a position with the Menzies 
Shoe Co., of Fond du Lac, and will have 
charge of Michigan territory, with head- 
quarters in Detroit. Mr. Thomas has 
been in the retail shoe business in Elkhorn 
for three years, selling out his business in 
that city early this year. 


Merrill Plant Resumes 


The Merrill, Wis., plant of the Toma- 
hawk Shoe Co., has resumed operations 
after a temporary shut-down due to ill- 
ness of workmen. So many employees of 
the plant were affected directly or indi- 
rectly by the epidemic of influenza which 
swept Wisconsin the past month, that it 
was considered advisable to shut down the 
plant. 





CINCINNATI 


February a Clearance Sale Month 


Merchants Have Cleaned Shelves of Old Merchandise and 
First of March Sees Spring Buying Under Way 


EBRUARY closed with only a nomi- 

nal volume of business on the records 
of the local shoe merchants. Clearance 
sales on virtually all lines were conducted 
throughout the entire month, and while 
they served to clean out stocks to a very 
satisfactory degree, the volume of busi- 
ness in dollars and cents fell short of what 
was expected by a number of the mer- 
chants. Nevertheless a survey of the ma- 
jority of Cincinnati’s downtown stores dis- 
closes the fact that stocks are in a cleaner 
condition than they have been for many 
seasons. One of this city’s most prominent 
retail merchants states that his stocks in 
all departments are in better shape than 
they have been for three years. Ever 
since the fall of 1920 the merchants in 
this vicinity have closely operated ac- 
cording to a program of quick turnover, 
short-term purchases, and small orders on 
timely styles. Thus they find themselves 
in a splendid position today to take ad- 
vantage of the newest offerings on the 
part of the manufacturer, and thereby 
supply their customers with selections of 
footwear, wider in range, embodying the 
latest in style tendencies. 


Easter Shopping Begins 


The month of March bids fair to be a 
very good one for the shoe stores in this 
section. Easter shopping has already be- 
gun. And for those merchants who are 


fortunate enough to receive their pur- 
chases of Easter footwear within the first 
two weeks of March there is sure to be a 
healthy business. 


Factories Filled to the Limit 


The daily capacity output of the local 
boot and shoe factories is now being 
strained more than at any time during the 
past two years. Virtually, every one of 
the local plants has on its books an un- 
usually large volume of business com- 
pared with the producing capacity. As 
in other centers, the chief trouble in the 
production problem is the shortage of help 
in the fitting rooms. Although the num- 
ber of operators employed today in this 
department is virtually the same as it 
was at this time last year, the production 
per operator is not more than 60 per cent 
of what it was at that time. The com- 
plicated nature of the styles that are being 
called for today is, of course, the cause 
for this. Excessive cut-outs in patterns 
and bindings, as well as fancy stitchings 


are tending to cut down production, . 


therefore, the fitting room as usual is act- 
ing as the neck of the bottle. 

During the past two weeks the local 
manufacturers have called their sales 
forces in for conferences and for the crea- 
tion of new samples according to the 
latest developments in patterns and ma- 
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teriails. At this time they, are planning 
sty'es for post-Easter wear! At the same 
time considerable thought. is being given 
to those styles that will sell during: the 
late spring and summer, in addition to the 
regular run of white and sport footwear. 
The Egyptian sandal in various forms is 
the outstanding pattern for a good volume 
of business during this period. It will be 
seen in beige trimmed in brown kid, as 
well as in white canvas trimmed in white 
kid. In a few instances manufacturers 
are showing it in combinations of white 
and blue and white and green. 

The sales forces from this market will 
go into their territories beginning March 
15; the last of them will get away by 
April 1. 


Conditions in France 
Described 


E. A. Filene of William Filene’s Sons 
Company, Boston, addressed Cincinnati 
manufacturers, wholesalers and retail mer- 
chants at the Chamber of Commerce 
Forum Luncheon on Tuesday of last 
week. Mr. Filene spoke on “French 
Fears, American Business, and World 
Peace.’” Having recently returned from 
an extended tour of Continental Europe, 
where he made a survey of financial and 
industrial conditions, Mr. Filene’s visit to 
Cincinnati attracted unusual interest. He 
said that the French people fear another 
invasion by Germany, that she was in a 
position where she could not accept repara- 
tions, for if Germany were storing enough 
to pay reparations through recuperation 
of her industrial strength, France’s safety 
would be doubtful. He pointed out that 
the World War proved to all Nations 
that superiority in war depended entirely 
upon industrial strength, and that France 
recognizes this principle in occupying the 
Ruhr section. ‘Without definite guaran- 
tees from the United States and England,” 
the speaker said, “‘no government will last 
a week in Frence, that does not champion 
the feeling of the French people with re- 
spect to definite assurance that the Ger- 
man never will again occupy French 
territory.” 

Mr. Filene continued; ‘American busi- 
ness cannot continue to expand and 
neither will we see World Peace until the 
United States decides to enter inter- 
national politics and to play the part her 
position in the world commands. Europe 
cannot come out of her chaotic condition 
until there is a complete union of the 
larger powers of the world on the question, 
World Peace.”’ 


Hughes with Plaut Butler 


James Hughes of the Homan Hughes 
Company recently sold out his interests 
to the Homans, and has become associated 
with the Plaut Butler Company of Cin- 
cinnati. In his new connection, Mr. 
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New Men in the C. & E. Organization at Columbus 





Top Row: (left to right) W. J. Harney, M. McMorrow and B. W. Boylan. Lower Row 
John C. Nugent, N. J. Keeffee and Frank R. Cahill, General Manager 





Hughes is acting in the capacity of sales 
manager. 


Straps Still Leading 


Harry Wiechman of the Wiechman Pat- 
tern Company, with reference to the style 
situation states: 

“A general survey of the style situation 
shows straps still in the majority, though 
for early Spring oxfords will sell in greater 
quantities in some localities, while, of 
course, sport oxfords will be quite to the 
fore again. The oxford is to be looked 
for more in welts, and is to be worked 
out on fairly sensible lines. Browns lead 
in calf and kid. The apron is still with 
us, though generally shown with a cut-out 
effect. Two tones of brown are seen and 
fancied to quite an extent. Sport oxfords 
will run to white with black trims, or in 


some cases red or green trimmings. The 
elk for sport wear will be sold, though it 
is not expected to have as wide a call as 
last year. Heels on welts remain fairly 
low. Some flapper types are seen, but 
the general range is from 12-8 up.” 





Buying Parisian Styles 

Albert Gershner, buyer for Charles A. 
Kaufman Company, New Orleans, was a 
visitor at the Krohn Fechheimer Com- 
pany’s factory last week. Mr. Gershner 
was on his way home from an extensive 
buying trip through the Eastern markets, 
where, he states, he purchased large quan- 
tities of novelty shoes showing touches of 
Parisian style. Mr. Gershner reports a 
splendid business, and announces that the 
Kaufman Company will soon be ready to 
open its new $50,000 ladies department. 





LOS ANGELES 


March Expected to Be Good 


Easter Buying Must Be Done Early This Year and Merchants 
Are Expecting It Soon 


PRING business is engrossing the 

attention of Los Angeles shoe mer- 
chants, now that the sale season is prac- 
tically over and prospects for the next few 
months look very encouraging. Because 
of the early advent of Easter, coming on 
April 1 this year, it is expected that a 
larger volume of sales will be turned than 
usual for the month of March. Most of 
the buyers were in the Eastern market 
during January and their purchases are 
coming in daily. The newer styles are 
not radically different from those of last 
season, unless it be that the Colonial is 
considerably modified and the leading 


leather is gray suede. The cut-out oxford 
is a leading number in gray and combina- 
tion effects. For the street the sport 
oxford will urdoubtedly predominate. 
These are of varied styles, the saddle 
being very much favored, especially of 
patent leather. Many of the cut-out 
oxfords have no tongue, but they lace 
nevertheless. An outstanding feature of 
the new styles is that they carry lower 
heels. It seems that only dress shoes will 
carry the high heel. The height most 
called for is the 12-8 heel. 

The shades of gray run into the lighter 
sand and beige colors, all of which are in 





great demand. It is expected that Easter 
will bring a decided impetus in the sale 
of white kid footwear. At any rate, mer- 
chants are watching this trend very 
closely, and if the weather during the 
few weeks preceding Easter is warm and 
sunny it will augur very favorably for a 
white Easter. Strap models are very 
much to the fore, especially in dress shoes. 
The Colonial appears very infrequently on 
the newer styles, except in the modified 
tongue strap. 


Novelty Trend in Children’s Footwear 


In children’s styles, some of the very 
prettiest numbers are patent vamp with 
gray or fawn suede quarters. Cut-out 
sandals in both turns and stitchdowns are 
going to be big sellers during the next few 
months, while the old patent Sally of last 
year is staging a come-back that is destined 
to make it one of the most popular num- 
bers for the young miss. 


Lighter Tans for Men 


In men’s shoes, the styles will be very 
similar to those of last season. They are 
showing broguish effects, and combina- 
tion sport shoes, with plain tips, or boxed 
tips. Every effort is being made on the 
part of the manufacturer to keep novelties 
and new styles appearing constantly to 
keep men’s shoes stimulated to a higher 
pitch. In tans, cherry, golden browns and 
other lighter shades are being shown. 
These will no doubt merely supplement 
the darker shades which most men favor, 
especially for dress, as the lighter shades 
cannot be worn as commonly as the 
darker shades. Black kid and patent are 
most favored for a great many occasions. 


Brilliant Heel Taking Well 


A new hose which is fast becoming 
popular locally is the zigzag or crowfoot 
pattern. This “is manufactured on a 
specially designed machine, which knits 
the heel reinforcement in a zigzag pattern 
tapering upward. This novel effect gives 
a slenderer appearance to the feminine 
ankle. The hose comes in the very sheer 
weights which are so much in demand at 
present. 


Wetherby-Kayser’s 
Hollywood Store Nearing 
Completion 


Wetherby-Kayser’s new store in Holly- 
wood is fast nearing completion. and will 
soon be ready for occupancy. Frank 
Bush has just returned from the East 
after having made extensive purchases 
for the various stores. The Pasadena 
store is doing wonderfully well. The class 
of trade is slightly different in Pasadena, 
that city being more of a playground for 
the wealthy, and sports types very much 
in demand the year around. 
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Van Degrift’s are now in their new 
location on Hill Street. The new store 
has the same general appearance as the 
former store on Broadway and includes a 
separate mezzanine floor for the children’s 
department. The Van Degrift Shoe Co. 


BOOT AND SHOE RECORDER 


was founded 22 years ago by Mr. A. S. 
Van Degrift and has grown steadily during 
these years until now they carry not only 
men’s shoes but ladies’ and misses’ as well, 
in high grade lines. Mr. H. L. Van 
Degrift is nowin the East ona buying trip. 





CLEVELAND 


Clearance Sales Up to March 1 


Quiet Prevails in Shoe Store as Month Begins; Has Been a 


Low Shoe Plus Galosh Winter 


HE final week in February found the 

shoe stores still engaged in clearance 
sales, something that is not usual at this 
season of the year. The last seven days 
of the month were cold, dry and without 
much sunshine. Notwithstanding the 
cold there was not the usual rush to the 
shoe stores for high shoes. Such a rush 
has not taken place this winter. Early in 
the winter, cold and snow were the signal 
for the buying of galoshes and Russian boot 
types. But toward the last of February, 
everyone seemed to have purchased all of 
their overshoes. So it was quiet. 

This has been a winter when the con- 
sumer, instead of buying high shoes, pur- 
chased low shoes and galoshes to keep his 
feet warm. Even in the coldest days of 
the year, many were seen on the streets 
wearing open sandals, and other models 
of low shoes. While the feet were thus 
exposed, the shoulders and rest of the 
body were protected by fur coats. 


Clearance Sales Well Patronized 


The clearance sales were rather well 
patronized, and it is but fair to state that 
the business this month has been better 
than it was a year ago. 

So far as the industrial situation is con- 
cerned, February saw another gradual 
improvement. The better condition was 
reflected in the want columns of news- 
papers, where advertisements were in- 
serted for help, both male and female. 
Employment agencies report a scarcity 
of help in some lines, particularly the au- 
tomobile and steel industries. 


Automobile Industry Optimistic 


The automobile and auto accessory es- 
tablishments are preparing for a good Spring 
trade, larger than prevailed last year. Sales 
of cars during the Winter have been on a 
larger volume than a year ago in the 
Winter. 

This buying is confidently expected to 
continue through the Spring months. 

Shoe merchants also are looking forward 
to a big rush in business when the warm 
rays of Spring are first felt. Low shoes 
that were purchased last year should be 
about gone, and the galoshes cannot be 
worn when the sun gets in his work. 

A talk with traveling salesmen located 


in this city bears out the statement about 
good Spring business. Some of them say 
they are sold up, others report that busi- 
ness for Spring has been excellent. All 
agree that prospects could not be much 
better. 


Big Crowd to Go to Columbus 


Cleveland merchants and traveling 
salesmen are arranging to go to Columbus 
to attend the annual convention of the 
Ohio Valley Retail Shoe Dealers’ Asso- 
ciation March, 5, 6 and 7. Merchants 
from Ohio and West Virginia will go to the 
gathering, which always brings together 
one of the largest crowds of merchants as- 
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sembled annually in the Middle West. 
Cleveland retailers have always taken a 
leading part in the affairs of the associa- 
tion and interest here in the forthcoming 
event is keen. Local representatives of 
shoe manufacturers will have their lines 
displayed at the Deshler and Southern 
hotels, while the delegates are in attend- 
ance. 


New Store for Regal Shoe 


The Regal Shoe Co., expects to move 
into its new store room at 733 Euclid 
Avenue about the 15th of March. The 
building at 748 Euclid Avenue, which the 
company has occupied for some years, is 
to be torn down and a new structure 
erected. The company’s clearance sale 
is continuing with marked effect. 


Plain Toes Good Bet 


The plain toes and plain vamps seem to 
be in for a run of business in the coming 
Spring, according to predictions made by 
representative merchants. Buying of 
these models in browns and blacks has 
been liberal, and displays of them are to 
be seen in show windows of all the down- 
town stores. A “creased trousers” vamp 
has made its appearance. This is a plain 
toe with a crease running down the center. 





PORTLAND 


Black Satin in the Lead 


Gray Also Good and Sport Shoes Expected to Contribute 
Toward Volume in Spring Selling 


LACK satins still in the lead and 

going strong! Such was the situation 
revealed at the Portland Spring Fashion 
Show held recently at the City Audi- 
torium. Shoes were presented by the 
Knight Shoe Company, and were care- 
fully selected to correctly finish the cos- 
tumes with which they were worn as well 
as to give an authentic forecast of the 
modes for the coming season. 

The favorite black satin appeared first 
with an afternoon dress of black satin 
trimmed with blue. These pumps were 
ornamented with beads and had French 
heels. With the new three-piece street 
suits, plain black satin pumps were 
chosen and gave an exceedingly smart 
finish to the costumes. For more formal 
afternoon dresses, buckles of brilliants, 
rhinestone or cut-steel ornamented black 
satins in strap or Colonial patterns. With 
gorgeous evening gowns the black satin 
was again perfectly at home and decidedly 
effective. With this formal attire the 
pumps were glorified with stunning 
buckles or tiny ones of sparkling brilliants 
which slipped over the strap and could be 
removed. They were usually worn just 
at the fastening. A very smart early 


spring sport outfit consisting of an Ha- 
waiian blue Balkan blouse with a canton 
pleated skirt of black, was also worn with 
plain black satins with lower heel. Thus 
did the black satin shoe prove its adapt- 
ability by completing the cycle of uses. 

But there were other models which 
crowded for attention and received much. 
Of these; gray suede was a favorite, both 
in strap and lip-tongue effects. With 
afternoon frocks of gray canton or 
georgette, Colonial pumps with small 
tongues in gray suede with hose to match 
were chosen. 

Sport shoes for midsummer wear re- 
ceived a pleasing forecast as worn with 
attire for tennis or golf. Black and white 
effects in various combinations were 
shown. There were low nu-buck oxfords 
with saddle straps of black, worn with a 
tennis costume of white linen with black 
embroidery. Another black and white 
combination was a white oxford with tips 
and heels and trimming of black. Strap 
patterns were the favorites in white kid 
pumps for more formal wear. 

Sport oxfords with fringed tongues 
were worn with a knicker golf suit and 
wool three-quarter hose. 




















Spring Styles Re-emphasize 
the Trade’s Confidence in 


GALLUN 
LEATHERS 


Because forward-looking manufacturers and merchants recognize the 
American demand for positive quality assurance, they naturally look 
to GALLUN LEATHERS as 


‘Always Standards of Excellence’’ 


You will see this fact more than ever unmistakably expressed in the new 
spring styles. 


We are prepared to furnish 


AZTEC CALF 


in six colors and in weights suitable for men’s and women’s shoes. 


NORWEGIAN 
Veals and Calf 


A heavier type of skin, in boarded finish, is a pronounced favorite for 
sport and brogue effects. Black and 3 colors. 


VIKING CALF 


will also be available in all weights. 6 colors and black. 


A. F. GALLUN & SONS CO. 


MILWAUKEE, WIS. 
A. F. Gallun & Sons, Inc., H. A. Ely, Mgr., 11 East St., Boston 











The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Comparative Leather and Hide Prices 
Upper Leather (Price Per Foot) 
Pre-War October, 1921 Today 
Calf, suede sop grade wocccccepcoccessed $0.32 .35 $1.40@$1.50 $0.65 .75 $0.60 .70 
Calf, smooth , top grade......... -2@ .30 1.40@ 1.50 45 55 45@ 48 
Calf, smooth, black, top grade.......... -26 -28 1.30@ 1.40 45 50 bes 45 
Side an age ae top grade.......... 18 22 -75@ 1.00 -26 30 -28 32 
Side leather, » top grade........... 16 -20 65 .90 24 -26 26 22 
Sn nadcees sheaeanece seasons 45 50 1.40@ 1.60 65 80 -70 .80 
White buck, top grade (side lea.)........ -28 .30 -90@ 1.00 35 40 35 43 
PEE cccécoscoccecececodsees 24 -26 65 .70 -24 -26 -28 .30 
Kids, colors, best fancy............++.+ 35 40 1.40@ 1.65 80 -90 80 90 
Kids, colors, top grade...............:. .28 .30 1.35@ 1.60 -70 80 .70 80 
Kid, black, top —_ bosecoesvosesdavee -28 .30 1.35@ 1.50 -60 -70 65 -75 
Kid, medium, colors................+++ -20 24 -70@ 1.10 35 55 35 55 
Kid, medium, black 18 -22 -60M 1.00 30 50 35 50 
PUI tile GANAGHA dD 0.00.0000600¢866 .06 12 -20 36 ee 18 de -20 
Chrome patent sides and kip........... 25 30 85@ 1.05 45 48 45 50 
EEE Reb eduthdeaecscscocodesa 4@ .. 1.40@ 1.60 70 80 65@ .70 
Sole Leather (Price Per vim 
SE i ontoscccescsscossteeel $0.32 .33 $0.56 34 ei $0.30 31 
pearasecdecscevecessosccedeeeen a 36 90 Be 46 50 52 55 
Be BOM PMc csccceccencccocessel .38 39 92 95 55 58 55 58 
©. 1 oak bends, shoe mfrs.’ use........ 46 AT 98@ 1.05 -60 65 65 -70 
ecceeeee ee .48 1.15@ 1.25 -70 .80 -75 85 





Raw Hides and Skins (Price Per Pound) 


(1913 Av.) 
Native steers, as used in sole leather, 

DOEMES, COB... 00 coc sesccecccccescces 18% on os $0.55 ee 14 -20 -20% 
Heavy Texas steers, for sole leather... ... a 18 .50 <i 14 17K 18 
Light native ~~ for side aaa. » » 17 au 62 12% 12 15 

ied some, for light sole leather... ... e 17 on 50 on 10% 13 
No. 1 buffs, for heavy oe sidelea. ..@ .15 45 50 07 7 12% 13 
~ 1 | Chicago om for fine calf 
TITTITTTITT TTT ee 17 .80@ 1. 0236 15 -20 15 19 
oy USP TARTMNEP. . oc cccccccevcece on 16 65 13 18 14 17 
. hides . - see Lebneadeneseae 30 42 36 14% 15 18 18% 








Leather Trading Brisker Due to Call for 


HERE has been a perceptible in- 
crease in the volume of leather 
business during the past week. The 

novelty shoe business is mostly respon- 
sible for this improved leather situation. 
The opinion prevails that there will be a 
fairly good business in leather between 
now and July, but the raw stock market is 
not inkeeping with that of finished leather. 
Tanners today cannot pay the prices asked 
for raw stock and sell finished leather at a 
profit at today’s prices. It is difficult to 
manufacture glazed kid, particularly, to 
meet raw stock prices and show a profit. 
There is no question but what all classes of 
raw goat skins are far out of parity to other 
raw stock. Glazed kid tanners cannot pay 
the asking prices of raw stock and come 
out equal with their finished leather. 

The situation is not so difficult in calf 
and side leathers, but the volume of busi- 
ness in these leathers is not as large as it 
should be at this time of year. Moreover, 
leather business is larger in the West at 
the present time, inasmuch as the shoe 
manufacturers in that vicinity are busier 
and are taking larger deliveries of both 
sole and upper leather. 


Sole Leather Firm 


Sole leather tanners are comparatively 
busy. Prices are firm and are being main- 


Novelty Shoes 


tained for the reason that sole leather tan- 
ners will not take any further losses. It is 
noted that sole cutters are busy and are 
cutting in the aggregate large amounts of 
leather. There is every reason to believe 
that sole leather will remain firm for many 
months to come. Tanners are making 
sales steadily of green hide sole and the 
receipts from the tanneries are taken up 
daily on regular contracts. There is but 
little surplus of the staple grades of sole 
leather. 
Good Call for Suede Calf 

The call for calf leather continues strong, 
especially in the heavier grades. Full 
grained colors, and to some extent blacks, 
are still quoted up to 48c per foot for 
plump weights. The average leather 
brings 45c for first quality, 40c for second 
and 35c for the third grades. Light 
weight calf is in surplus and is quoted at 
about 5c per foot less. Demand continues 
good for suede calf leathers with the top 
selections quoted at 60c to 65c for fancy 
colors. Cheaper leathers are quoted at a 
range of from 25c to 40c per foot. The best 
call is for suede calf, particularly in gray. 
This is used largely in combination with 
patent leather. 

Gray Buck in Good Demand 


The improvement in side leathers is 


particularly on gray buck. Much in this 
leather is being cut for the women’s nov- 
elty shoes. This class of leather brings 
around 30c and the cheaper grades bring 
from 20c to 25¢. The standard tannages 
of full grain chrome sides in colors are 
quoted at from 28c to 30c per foot for the 
best tannages. Cheaper leathers bring 
from 20c to 26c per foot. The heavy 
grades of side leathers are in moderate 
demand. Also, the leathers which go into- 
workingmen’s shoes such as veal, kip and 
elk, and the heavy water-proof leathers. 
These are sold at from 20c to 30c accord- 
ing to quality. The better grades of elk 
and smoked elk are quoted at from 30c to- 
44c per foot. 


Fair Demand for Patent 


While there is a good sale of patent lea- 
ther, reports are that business is not as 
larye in volume as it was a year ago at this. 
time. The use of gray buck is somewhat 
supplanting patent leather although 
patent leather will have a large sale during 
the rest of this year. There is no change 
in prices, the best grades of patent chrome- 
side being quoted at 45c, second at 40c 
and third at 35c. Patent kips bring 50c 
for the top grades. Patent kid is quoted 
at 60c to 65c per foot for the best leather. 

(Continued on page 141) 
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‘Wearing rubbers out 
by machine 


wear 
they get in actual daily use. In 
it, sections from the sole and 
heel of “U. S$.” Rubbers are 
tested for wear to the finest 


+fraction of an inch. 








if J H 
We couldn’t change their habits 
so we built rubbers to suit. them 
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HEY will kick their rub- 

bers off—dig toe into heel 
and “scuff” them loose. They 
do it when they’re eight—and 
they’re apt to doit when they’re 
forty-eight! Nothing seems able 
to change that habit. 


So we've designed and built 
“U.S.” Rubbers and Arctics to 
stand just such treatment. 


The construction of “‘U. S.” 
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Woman's “U.S.” 
‘oothold 


Rubbers is the result of 75 years 
of experience—from the mak- 
ing of the first successful rub- 
bers ever turned out down to 
the manufacture of the master 
brand that bears the “U. S.” 
trademark today. 


In stocking “U.S.” Rubbers 
and Arctics you are identifying 
your store as the home of the 
best in waterproof protection. 


United States Rubber Company 


©. 
~ US; Rubbers 
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Have You Planned a Tennis Trim for 


O human being can fix upon any 
one date when all the retail shoe 


merchants of the country can be 


expected to devote window displays to © 


shoes of the rubber soled, rubber heeled 
type. These are seasonal shoes and 
seasons do not start at the same time in 
all parts of the country. Exactly the 
right moment must be settled by each 
merchant for himself. 

There is a shrewd merchant in the 
Middle West who made money last year 























by timing his display of tennis shoes 
about as accurately as it was possible 
to time it. 

He knew that there were many tennis 
enthusiasts in the town and he knew, too, 
the date on which the local tennis club 
had decided to inaugurate the playing 
season. Then he began to plan. 


Thinking Several Weeks Ahead 


First he designed his window on paper 
—made a plan of it. Then he assembled 
all the material necessary to construct his 
background and his trim. Then he made 
his background. In the basement of his 
store he erected all the trim. Then he 
forgot about it until one week before the 
date picked by the local tennis club. It 
was a Saturday, of course. And it was on 
the Saturday one week prior to that time 
that this merchant sprung his tennis win- 
dow. It is human nature to procrastinate 
unless urged to do something. No tennis 
player of the town had thought it neces- 
sary to buy his tennis shoes as early as 
that. He was putting it off and probably 
would have continued to put it off had 
he not been reminded of the fact by the 
window display. And in the window 
were also tennis hose—ribbed white wool, 
which most players wear these days. 


Arctics for Men 


Arctics and trouser ends do not fit 
together. That’s the obstacle to the 


Your Windows? 


larger sale of men’s arctics. True enough 
arctics fit under the trousers legs, or over 
them. But are men satisfied? Ask them? 


There seems no way in sight to change 
arctics. Men would not consider novelty 
arctics, nor radio boots, such as women 
wear. A fellow with flapping arctics 
would start a riot in some sections. Yet 
there is comfort in arctics in winter 
weather, for men as well as for women. 

So why not make a radical change, and 
snip off the legs of men’s trousers, in 
order that arctics can be worn, in both 
style and comfort, in winter weather. 
Wear knickerbockers, woolen stockings 
and arctics, and let the leather shoes be 
high cuts or oxfords. That’s a good style 
program, speaking from the point of view 
of the man who would sell more arctics. 


Shoes Slaves to Trousers 


Shoes are slaves to trousers. And shoe 
men have not yet the courage to throw 
off the yoke. Or maybe the courage is 
plenty, but the opportunity has been 
lacking. Now it is here. Knickerbockers, 
woolen stockings and arctics are a sensible 
style program for men for next winter. 
Some men have tried it this winter, in 
week-end sports. It’s the best style yet. 
That is what they all say. 

Shoes, whether of rubber, or leather, 
should be the foundation of style. Long 
trousers are a political style, not a sar- 
torial style. ‘Trace them back, and it will 
be found that they came about as a matter 
of political expediency. The best dressed 
men rebelled against them, and insisted 
that knee breeches were best. Sports are 
bringing back knee breeches or knicker- 
bockers. Knickerbockers lead to long 
stockings and arctics for winter wear. 
That style overcomes the complaint, com- 
mon enough, about bottoms of trousers 
legs getting wet when the rain or snow 
comes down. Also, it obviates the prac- 
tise of folding ends of trousers and buck- 
ling tops of arctics over them, a fashion 
that is about as ugly as there is in men’s 
costume. 

Doubtless, the practical way for retail 
shoe merchants to act in this matter is to 
encourage sport costumes, including 
knickerbockers and woolen stockings, 
everywhere they can. A tailor does not 
hesitate to wear a new pattern overcoat, 
to set the style. Let the shoe man do 
likewise, and encourage the fashion of 
knickerbockers and woolen stockings, to 
be worn with arctics when the snow comes 
down. Men will follow the fashion. And 
the shoe merchant will kill two birds with 
one stone, or, in other words, sell woolen 


stockings and arctics in addition to leather 
shoes. 


A New Rubber Heel 


A rubber heel constructed especially for 
shoe manufacturers is the latest announce- 
ment of the United States Rubber Com- 
pany, manufacturers of “U. S.” spring 
step heels. 

Everyone knows how a shoe man picks 
up a shoe. With his right hand he grasps 
it at the back stay, letting the forepart lie 
gently in his left palm. 

When he turns the shoe over, the shoe 
manufacturer’s brand comes right side up. 
But what about the rubber heel? Why, 
usually it is upside down and the shoe 
man has to reverse the shoe before he can 
read the name on the heel. It would be 
far more effective if the design on the heel 
and manufacturer’s brand on the sole both 
read the same way, right side up. 

That is why the new “U.S.” spring step 
manufacturers’ heel was especially de- 
signed and is now reddy for the trade 
with the trade mark and the name right 
side up. This may sound like a small de- 
tail, but it is one of those little things 
which makes for that degree of perfection 
which every manufacturer desires for his 
product. When he puts a_ first-class 
rubber heel on his shoes he is naturally 























' desirous of. getting all the advertising 


value out of the fact that he can. With 
this new design the name of the heel can 
be read at the same glance as notes the 
brand of the shoe. 





Masters of Victory 


The thought that never wanders, 

The eye that never blenches, 

The nerve that never relaxes, 

These are the masters of victory. 
—From Indiana Shoe Traveler Live Wire 
Bulletin. 
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"Mud tracks do not happen 
with Armstrong Heels! 


ERE is a point every woman will 
appreciate. There are no cups or 
depressions in the new Armstrong 


Circle A Heel to track mud or dirt into 
the house. 





The mud-free feature of the Armstrong 
Heel will appeal to the woman who comes 
to your store to select her own shoes and 
the shoes for her children. 


The design is built above the level of the 
heel, and there are no depressions to leave 
mud on her floors and rugs. 


Test this feature out for yourself. We 
will gladly send you a sample pair of heels, 
if you drop us a card stating your size. 


ARMSTRONG CORK COMPANY 


Shoe Products Division 


rmstrong 
—"@ Heels 
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What Untrue Statements Made in the 


Sale of a Business Are, and What Are 
Not, Criminal False Pretence 


HAVE been consulted several times 
I recently on both sides of the question 

as to what representations in the sale 
of a business are—if untrue—false repre- 
sentations entitling the deceived buyer to 
bring criminal action against the seller, or 
to rescind the contract and demand his 
money back. It has, therefore, occurred 
to me that some discussion of the subject 
may be useful here. The owner of a busi- 
ness who is anxious to dispose of it is very 
apt, without in the least meaning to de- 
ceive or to defraud, to exaggerate its good 
points and conceal its bad ones. If this 
oversteps a certain line it becomes criminal 
deceit and false pretence. If it stays within 
the line, it either gives the party claiming 
to be deceived no right of action whatever, 
or at most gives him civil action against 
the seller for damages. 

The rules or principles of law which I 
shall lay down or discuss in this article 
practically apply as well to one state as 
to another, for most of the states have 
jaws against such false pretences, end in 
those who have not they would be an 
offence under the common law. 

By keeping one simple rule in mind 
almost any one can distinguish a criminal 
false pretence from one not criminal. If it 
is a misrepresentation as to an existing or 
&@ past condition, it is criminal. If a mis- 
cepresentation—or a statement which 
turns out to be a misrepresentation—as to 
something in the future, it is not criminal, 
because it is then nothing more than 
opinion. 

For instance, suppose the seller of a busi- 
ness tells the prospective buyer, “I have 
never done less than $500 weekly business 
here,” where he has in fact never done 
anything like that much, he is guilty of a 
criminal false pretence, because he has 
falsified as to an existing fact—a thing 
about which his knowledge must have 
been exact; not a mere opinion, in other 
words. 

But if he says, “1 am confident you can 
do $500 here,” and the buyer buys in that 
belief, but never does over $300, there is 
no false representation under the law, be- 
cause ‘he merely expressed an opinion. 

Also if he says, ‘“‘My profits have been 
so much,” whereas they have been much 
less, he is criminally responsible. Not so 
if he says, “I feel sure yours will be so 

much,” 

Furthermore, to be false representation, 


| the statement must have been known to 


be false by the maker, it must be material, 
it must have been made with the intent to 
i deceive, and must have been relied upon 
by the buyer. If the seller said, “I have 


never burned over $5 worth of electricity 
in any one month,”’ whereas he had aver- 
aged $7.50, that would not be considered a 
criminal false representation, because 
while it meets all the other requirements 
it is not material. 

“T paid $5,000 for this business only a 
year ago, and it is worth more today,” 
made as an inducement to pay the seller’s 
asking price, is—if the speaker paid only 
$4,000—a mixture of false representation 
and opinion. Criminal responsibility arises 
from the claim as to the $5,000, but not 
as to that of present value. 

There is, for example, a Pennsylvania 
case which holds that the seller of a re- 
freshment privilege who attempted to get 
$50 for it on the plea that somebody else 
had offered $75, whereas no such offer had 
been made was guilty of false pretence 
since his object had been to deceive. Other 
cases show that there is a difference be- 
tween statements such as, “I have had an 
offer of so much,” and “I can get so much 
any time.” The first, being definite, is 
false pretence, if untrue, while the other is 
mere opinion. 

So if a man gives false reasons for sell- 
ing out, he may be guilty. For instance, if 
he represents that the business is worthy 
in every way, but that he wishes to sell it 
because of the serious illness of his wife, 
necessitating removal from the state, he is 
criminally responsible if his actual reason 
was that the business was run down, and 
that no store had ever succeeded at that 
particular location. 

“All these fixtures are paid for,”’ is a 
false pretence, where as a matter of fact 
the counters and the cash register were 
bought on installments and considerable 
was still due on them. In this case, how- 
ever, it would probably be held a false pre- 
tence only as to the amount represented 
by the deceit; for instance, if $400 was still 
owing on the fixtures. If this was the only 
misrepresentation the buyer would prob- 
ably not be allowed to rescind on the entire 

In one case the seller of a business ap- 
parently enhanced its value by the state- 
ment that the promoters of a new indus- 
try, employing 1,000 men “had decided” 
to bring it to the town. Altbough this re- 
ferred, in part, to something in the future, 
the “had decided”’ made it a representation 
of an existent fact. 

In another case a representation that a 
new industry “‘was coming,” was held not 
criminally false. 

In still another case the seller said, “If 
you will buy this business I will personally 
go among the customers with you and in- 
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troduce you.” He failed to keep his word, 
and the buyer attempted to rescind on the 
ground of false pretence. The court rule 
that it was not false pretence, but a mere 
promise. 

An important factor in all these cases is 
the facility which the buyer has for finding 
out in advance whether the representation 
is false. In one case the seller represented 
that so much business had been done, and 
said, ‘““There are the books; look at them 
for yourself.” The books would heve 
shown that tbe business was much less 
than represented, but the buyer did not 
examine them. The court held that he 
had no action, he had been negligent in 
failing to use the means at hand for his 
own protection. 

But if the seller had used any pretext or 
subterfuge to keep the buyer from making 
the examination which would have proven 
the statements false, the failure to make it 
is then not negligence. 

Where there is actual false representa- 
tion, the party deceived can have the 
guilty party arrested, and.can also call the 
bargain off and recover his money in a 
civil action. 

(Copyright, February, 1923, by Elton J. 
Buckley, Esq., 643 Land Title Building, 
Philadelphia, Pa.) 


Leather Trading Brisker Due 
to Call for Novelty Shoes 
(Continued from page 137) 

Kid Tanners Quite Busy 

The glazed kid tanners are fairly busy 
and tanneries are operating at approx- 
imately 75 per cent of their capacity. 
There is virtually no change in prices, al- 
though raw stock is hard to obtain. The 
top grades of kid in colors are bringing 
from 80c to 90c, and blacks are quoted 
from 5c to 10c less per foot. Some of the 
most choice selections of white kid are 
quoted at 90c to $1 per foot. The medium 
grades of kid bring from 30c to 55c per foot, 
according to selection and tannage and the 
very cheap grades are quoted down as low 
as 8c to 10c per foot. The price range is 
very wide. There is also a good call for 
Cabretta in white at 35c to 50c per foot 
and the cheaper grades in black as low as 
15c to 20c. 


Egyption Slide Buckle the 
Latest 

Appreciating the Egyptian influence on 
the ornamentation of shoes, the Reynolds 
Company, of Providence, R. I[., are put- 
ting out some slide buckles with attractive 
Egyptian ornament. 

A tremendous demand for things Egyp- 
tian will make a big rush for ornaments 
that are up to the minute in design, Mr. 
Reynolds believes. There seems to bé no 
end to the possibilities of adding novelty 
effects, as the result of this Egyptian in- 
fluence. 
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w= a Shoe manufacturer buys Skinner’s 
Shoe Satin he buys direct from the mill that 
for 75 years has set the standard for wearing 
quality in satins. And he gets prompt delivery 
on all grades. 
Skinner’s Shoe Satin is made es- 
pecially for use in footwear and is 
extra strong. 


“Look for the Name in 
the Selvage”’ 


William Skinner & Sons 
New York Boston 
Chicago Philadelphia 


Established 1848 
Mills, Holyoke, Mass. 


Skinner's 
Shoe Satin 


Trak * - 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 

















“Bright, New, Colorful Styles 


hr Spring and Summer 


™ Buster Brown Shoes 





F400—Pear! Elk instep strap, green elk trimming, welt, 214-7, 
Footshaping 15 Last, B, C, and D widths, 1-inch rubber heel; 
114-2, Footshaping 17 Last, B, C and D widths, 34-inch rubber 
heel; 8 ‘4-11, Footshaping 17 Last, C and D width, spring heel. 
214-7, $4.25. 1114-2, $3.50. 814-11, $3.15. 


F402—Gray Elk 2-strap with pearl elk trimming, welt, 214-7, 
Footshaping 15 Last, B, C and D widths, 1-inch rubber heel; 
1114-2, Footshaping 17 Last, B, C and D widths, 34-inch rub- 
ber heel. 214-7, $4.25. 1114-2, $3.50. 


F371—Patent Collar blucher oxford, Gray Elk Quarter, im- 
itation tip, welt, Stub Last, 1-inch rubber heel, A 314-7, B 3-7, 


C and D 214-7,.$4.25. 


¥404—Pear! Elk sport lace oxford, blue 
elk trimming and shield tip, welt, 2)4-7, 
Stub Last, B,C and D widths, 1-inch 
rubber heel; Misses’ 1114-2, Footshaping 
15 Last, B, C and D widths, 34-inch rub- 
ber top heel. 214-7, $4.25. 1114-2, $3.50. 


in Saint Louis 


SEE SEPARATE PRICE LIST 


Wweww Vaoe Gowran, 


First Successful Shoe Manufacturer 


F403—Smoked Elk sport blucher oxford 
with tan elk trimming, welt, 214-7, Foot- 
shaping 15 Last, B, C and D widths, 
1-inch rubber top heel; 1114-2, Footshap- 
ing 15 Last, B, C and D widths, 34-inch 


Founded 1878 rubber topheel. 214-7, $3.85, 1114-2, $3.15 









ATTRACTIVE SPRING STYLES IN STOCK 


BUSTER BROWN SHOES 








A retail shoe store must show some children’s novelties, tut not necessarily many, if it expects to build up a 


real volume in its Children’s Department. 





PATENT SLASH 
STRAP 
SANDAL 







B,C 214-7 
B,C, 1%-2 
B,C,D 8!4-11 
F340—Here is something different. Our flexible, 
long-wearing moccasin sole is used on all 
runs. Goodyear Welt, 2'5-7 run on Foot- 
shaping 15 Last, 1-inch rubber heel; 112-2, 
15 Footshaping Last with %4-inch rubber 
heel; 8!9-11, Footshaping 17 Last, spring 


heel. 
2'4-7, $3.85 114-2, $3.15 814-11, $2.60 


, 






MAHOGANY AND 


B 
B 
B 
F 


324—Every store needs a staple, high-grade 
good-ever-day-in-the-year o..ford like this. 
No style risk; always sells. Goodyear Welt, 
Imitation Tip, Footshaping 18 Last, all 


runs. 2'4-7 run has 1-inch rubber heel; 
11%-2 has %-inch rubber heel; 8! -11, 
spring heel. 

2% ?” $45.85 1114-2, $3.15 8'4-11, $2.60 


F325—Same shoe exactly as F324, except in Gun 









214-7, $3.50 1114-2, $3.00 84-11, $2.50 
GREY ELK 
INSTEP STRAP 
PATENT 


TRIM 






F401—Grey is a big favorite now and in this new 
one-strap with new patent tip and insert, 
you have a real style. Goodyear Welt. 
2'4-7 run has 1-inch rubber heel, Footshap- 
ing 15 Last; 1144-2 on Footshaping 17 
Last with *4-inch rubber heel; 8!4-11 same 


with opeins heel. 
2'9-7, $4.25 1144-2, $3.50 814-11, $3.15 
MAHOGANY CALF 
BLUCHER 


D,E 8}-12 
D 4-8 


F286—Parents and the little fellows both like 
this shoe. Extremely good looking and so 
easy on the little feet as it has the moccasin 
sole and also ‘‘Pliable Tread”’ insole. Good- 
year Welt, spring heel both runs. 

84-12, $2.60 4-8, $2.25 








volume, for Busters embrace not 
only a complete line of staple, pop- 
ular numbers but also proven new 
styles in the younger folk’s shoes. 
Feature something new with your 
other children’s shoes and watch 
your business grow. Busters are 
all carried in stock ready for im- 
mediate shipment. 


Buster Brown shoes offer the best opportunity of any children’s line for 

















PATENT 
DULCE 
STRAP 











F335—Different from the average, but not ex- 
treme enough to keep it from being good for 
a long time. Your customers w.ll like it. 
Goodyear Welt, 2'»-7 rvn, Footshaping 
15 Last, 1-inch rubber heel; 11'¢-2 run, 
Footshaping 15 Last, *%4-inch rubber heel; 
86-11 run, Footshaping 17 Last, spring 


heel. 
214-7, $3.85 1134-2, $3.15 84-11, $2.60 


ELK 


F278—An easy, flexible oxford made of a beau- 
tiful, soft, coffee-colored elk, brass eyelets, 
plain toe, rubber heel, Goodyear Welt. 
A particular feature of this shoe is its flexible 
shank which makes the shoe fit snug and 
close at all times, whether the foot is in mo- 
tion or at rest. It is made on our new 24 
Footshaping Last, which has our famous /5 
Footshaping Last forepart, with the shank 
dug out. It has a specially sprung insole 
and an outsole so constructed that it will 
bend readily with every movement of the 
foot. An ideal shoe for girls for all outdoor 
sports—for hiking and all purposes when they 
have to be on their feet a great deal. 

2%-7, $3.85 


See Our New Complete 
Catalog for the Full Line 


JUST ISSUED 
All Styles in Stock 





‘SuWaeies Navas Gomnuqaiaa, 


MANUFACTURERS 


ST. LOUIS, MO. 


COFFEE 
COLORED 


HIKING 
OXFORD 





D 5-8 


F298—Pearl elk one-strap with cut-out pattern. 
Makes an ideal shoe for the warm weather. 
Goodyear Welt, moccasin sole, 2}4-7, Foot- 
shaping 15 Last, 1-inch rubber heel; 114-2, 
Footshaping 15 Last, %-inch rubber heel; 
84-11 and 5-8, Footshaping 1/7 Last, 







spring heel. 
2-7, $3.85 11%-2, $3.15 814-11, $2.60 
5-8, $2.25 
PATENT 
INSTEP 
STRAP 
SANDAL 


F297—This patent one-strap pump with the cut- 
out pattern is one of the most popular num- 
bers in the Buster Brown line. Moccasin 
sole, Goodyear Welt, 2'4-7 Footshaping 
15 Last, 1-inch rubber heel; 1114-2, 15 
cpsteheping Last, en rubber heel; 


8}9-11, Footshaping 17 Last, spring heel. 
24-7, $3.85 11%-2, $3.15 84-11, $2.60 


5-8, $2.25 







PATENT LACE 
OXFORD 


F327—A thoroughbred little oxford, sold the year 
round. Ev store should have it. 
Goodyear Welt. Footshaping 18 Last in 
all runs. 236-7 has 1-inch rubber heel; 11 \- 
2, 34-inch rubber heel; 814-11, spring heel. 

2%-7, $3.85 1144-2, $3.15 84-11, $2.60 


PATENT 
BLUCHER 


F295—A little patent blucher oxford like this 
certainly attracts both the mothers and 
little ones, with its mannish lines, extremely 
flexible moccasin sole and ‘‘Pliable Tread”’ 
insole. Spring heel, Goodyear Welt, plain 
toe, Footshaping 16 Last. 


4-8, $2.25 
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Delayy Sunes De-Lipp / mereka 


ee Footwear Beauty SALES / 


EVER UP-TO-THE-MINUTE. 

















Always attractively interpreting Spring and Summer Fashions designed 
by Ourselves, who always achieve that nice balance between sheer beauty 
and authoritative style. 


.. And Always Backed Up By De-Lipp Organization ,°, 








DEGEN-LIPP, Inc. 


Makers of 
Women’s Best Turn Footwear 


New York Showroom: Factory: ‘ 
607 Marbridge Bldg. 133-143 Floyd Street, Brooklyn, N. Y. 









































Add Beauty to the Shoe 








Dalco “‘Lace Ends’ the best selling 


novelty of the season—illustrated 





[° is selling fast. Show it up in the shoes you 
sell. Easily attached to ribbon ties. Can be 
used with your ribbon laces, or with our Special 
Silk Tassel Laces (illustrated). Order samples of 


lace ends, and silk tassel laces, today. B—1672—Silk Tassel Laces with 
“ee ey ae Chased Silver Rhinestone Lace 
Ends. F 


Dalrymple-Pulsifer Company, Haverhill, Mass. 
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Send for Cata'og 
of Latest* Models 
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Progressive shoe dealers, everywhere, are 
building up their slipper business by con- 
centrating on Capitol Slippers. 


They are cashing in on the policy of the 
makers of these slippers to create year round 
business on slippers through consistent ad- 
vertising to the buying public—every month in 
the year—and through the creation of season- 
able models. 


Capitol Slipper advertising for 1923 is “carrying on” in 
three of the country’s leading publications—LADIES 
HOME JOURNAL, DELINEATOR and McCALL'S. 
The combined circulation of these papers is over 
4,500,000. ‘Their buying power is represented by more 
than 13,500,000 readers. (conservative estimate) 








**GENEVA”’ 


Year ‘round 
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In Stock for Immediate Delivery 


We have designed several new Capitol Slippers 
for 1923—continuing our policy of keeping 
the line up-to-date in every respect. These 
models are quite different from any others 
now offered for sale by slipper manufacturers. 
They are exclusive Capitol Slipper designs. 


1: 


Included in the group of new Capitol Slipper 
models are a number of Misses’, Children’s 
and Infants’ slippers and bootees in attractive 
designs and color schemes—and several models 
for women. 


They are the sort of felt slippers that will 
build sales for you this spring and summer. 


Write for catalog and prices 
on the complete Capitol line. 


Wiley- Bickford- Sweet Co. 


WORCESTER, MASS. HARTFORD, CONN. 
SELLING OFFICES: 





B42 G8 


Boston, 
New New York, 1 


328 Broadway 
44 ro! = St. 
er 
8 om ioe St. No. 
Leather Trades Bidg. 





St. Louie, 307" 





This trade mark is fast becoming 
the buyer’s guide to quality in felt 
and satin slippers. Your customers 
are looking for it on the slippers 
they purchase. Also found on 
Capitol Lamb’s Wool soles for 
women who “knit their own.’ 


Slippew. 


— —— 
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i Bates Style and “Snap”? i 
| Bates Style and “‘Snap’’\1 
e 
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oe STYLE 3105 °F 
ke “Brogue” Last. Made 21 
sie of Lustre Brown Calf 

fe $4.35 W 
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es . fre 
ti HE two Bates Shoes on this and the next kn 
Up page represent fairly the -agreeable range 7 
as of our Spring styles, from the modest to the i 


“peppy.” - 


Py LP eet B 


Where else, inreasonably-priced footwear for Men, 
ie can you find styles like 3105 and the ‘“Trouser- all 
He Crease?’ Where else in shoes built of as fine 
| materials and workmanship can you find equal 
1923 style-quality in shoes so favorably priced? 
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in New Spring Models 


These two Bates models typify a 
large proportion of the Bates 
CK Spring line. More than that, all 
of these smart shoes are IN STOCK 
in the complete range of selling 
sizes, and ready to jump quickly 
to retail stores. 
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Trouser-Crease Oxfords 


The ‘“Trouser-Crease” is the livest new note this 
Spring in plain-toe oxfords for dressy young men— 
and older men, too. 


aN RE ee 








sis) Cyan aa 
% ries Ae” . 


Trouser-Crease 
Models 


We have had to hustle to 
Style 3130—“Plain-o” 


supply the demands for it Last, Black Calf. 
from some of the best- | Slash, Scotch gis 
r ? : 

: known Men’s shops in the Siste | 2008 ~ Same 


largest cities. except made of Lustre 
Brown Calf... .. $4.60 











To put the crease permanently into the vamp we 
employ special methods, machines and workmen. 
And the crease stays. 





Bates salesmen will show you the sample line of 
P all these handsome, salable Sprifig’ shoes. 





- Or, we will gladly send literature fully illustrated ‘“Trouser-Crease”’ 
| and describing the shoes. This illustration, 10 inches high, 
rs on a handsome window 


oma supplied free to dealers who 


A. J. BATES COMPANY —_- our: ‘Trouser-Crease”’ 
WEBSTER MASSACHUSETTS 





we 
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‘Cornell Footwear’’ 








CORNELL SHOE CO. 


The First to Show to the Trade 
Their New Creation 


“PHARO SANDAL” 












































YOUR ORDERS WILL RECEIVE OUR CAREFUL ATTENTION 


AND DELIVERIES WILL BE MADE TO YOU 
WITHIN FOUR WEEKS 


+ “Be the One and First in Your Home. Town’’ af 


CORNELL SHOE COMPANY, Inc. 


MAKERS 


61-67 NAVY STREET BROOKLYN, N. Y. 
FACTORY AND SHOW ROOMS 
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NEW YORK 


Novelties Beginning to Move 


Spring Trade Not On in Full Volume But Women and Men, 
Too, Are Buying 


HE retail shoe field here, like other 

retail trades, is suffering from the ef- 
fects of adverse weather conditions. Snow 
and extreme cold have augmented the de- 
mand for overshoes and various types of 
arctics and overboots, but have not stimu- 
lated the demand for spring footwear, or 
even the tag end of winter shoes. In fact, 
the reverse has been true, and generally 
dull conditions are reported by the mer- 
chants. 

What little Spring business there is, is 
confined mainly to novelties. Colored kid 
is proving rather stronger than many an- 
ticipated, the I. Miller stores here report- 
ing sale in their stores of close to 3,000 
pairs of this type of footwear in the last 
three weeks, with the demand still grow- 
ing. 

Strap Shoes Showing Life 

One-strap and fancy cross straps also 
are reported to be showing considerable 
life in the local retail field. Whites also are 
being purchased in greater quantity than 
is usual at this time of the year. 

Experiences of he merchants regarding 
winter sales show a wide variance. One 
important retail organization reports that 
cut prices have stimulated volume more 
than usual. Others, however, and they 
appear to be in the majority, find that 
price cutting has not increased volume to 
the extent that it did in normal times. 
There is more talk among the merchants 
of trying to get a common agreement to 
withhold the Winter sales in the future 
until February. It is likely that this move- 
ment will be placed before the local retail 
shoe association for discussion at one of the 


coming meetings. 


Rice & Hutchins Executive 
Retires 

The New York shoe trade has learned 
with regret of the retirement of one of its 
outstanding figures, Theo. M. Brown, the 
President of the Rice & Hutchins New 
York Company, the activities of which he 
has directed for 30 years. Mr. Brown is 
one of the Old School of shoe men, thor- 
oughly grounded in every phase of the 
business. 

As a boy, at the age of 12, he started 
work in his father’s shop on Saturdays, 
stitching by hand the counters and straps 
on to the back of boots and treeing out 
boots. When he was 17, he could make a 
pair of boots throughout. In those, days, 
boots were the only articles that cut much 
figure in the industry. 

At 18, Mr. Brown entered a retail boot 
and shoe store in Binghamton, as a retail 


clerk, working for his board, only. At the 
termination of thisretail service, he was ad- 
vanced to the princely sum of $300 a year 
and board. At 20, he went on the road, asa 
wholesale salesman. A little later we find 
him, for a period of about nine years, first 
selling the product and then later looking 
after the interest, unaided, of the concern 
of F. E. Nettleton, of Scranton, Pa. Later 
he was admitted to partnership, but failing 
in health, he retired for a time. In 1893, 
William B. Rice, founder of the business of 
Rice & Hutchins, engaged Mr. Brown as 
Secretary and Manager of the then Man- 
hattan Shoe Company, the New York 
distributing house for the many factories of 
Rice & Hutchins. 

He was the leading founder of the New 
York Shoe Jobbers’ and Manufacturers’ 
Protective Association, which did much 
at a very trying time to clarify a critical 
credit situation, in the New York shoe 
trade, and later he organized the Whole- 
sale Shoe League, the activities of which 
were also along credit lines. 

John C. Brady, who has for some time 
been Mr. Brown’s Chief Assistant, suc- 
ceeds to the management of the New York 
Company. Mr. Brady is a thorough shoe 
man, an able buyer and a successful direc- 
tor of salesmen. Under his management, 
the Rice & Hutchins New York Company 
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will, undoubtedly, continue to be one of 
the most successful of the Rice & Hutchins 
Distributing Houses and a leading factor 
in the wholesale shoe trade in New York 
City. 


Men Buying More Freely 


Fairly good business is reported by many 
of the men’s shoe merchants here. In some 
of the higher priced establishments, the 
January and February business has ex- 
ceeded expectations. One explanation is 
that the better dressed men, who have 
been holding out of the market for two or 
three years and using up their old stocks of 
shoes, are now coming back. The swing 
undoubtedly is toward better grades. 

One retail merchant reports the arrival 
of a shipment of English brogues, totaling 
some $30,000 for spring sale. From all in- 
dications more British-made footwear will - 
be shown by retail merchants here this 
Spring than has been the rule heretofore. 
The continuation of brogue lasts has given 
the British footwear a better entre into 
American trade than it ever had before, 
merchants assert. 


H. Malkin Ex Expanding 


H. Malkin’s Sons, 120 W. Broadway, 
New York City, in addition to their pres- 
ent floor space have added another floor in 
order to take care of their increased volume 
of business. They specialize in infants’ 
shoes right through to growing girls, and 
are equally as strong in their stitchdown 
lines of staples and novelties, all of which 
are carried in stock. 





PHILADELPHIA 


Business Trend Still Upward 


Bank Resources Show Good Increase, for One Thing; Shoe 
Factories Busy on Novelties 


OTAL deposits in the banks and 

trust companies of Pennsylvania in 
1922 increased $207,201,337 and resources 
increased $224,265,317., P..G. Cameron, 
State Banking Commissioner, who made 
the above report, believes the increases 
are the reflection of a general improve- 
ment in industrial conditions. The bank- 
ing institutions had $4,494,213 more in 
cash, specie, and notes on hand at the 
close of the year than a year before. The 
largest gains in deposits were in those 
subject to check. Time savings funds 
deposits, special time deposits, and 
deposits in Christmas saving clubs all 
increased. 

New factory construction and alteration 
and enlargement of existing plants is 
expected to break all records here this 
year. Among the industries which will 
expand are belting manufacture, textiles, 
contracting, printing, and general ware- 


housing. In January, 1923, building in 
Philadelphia exceeded the figures for the 
same month in 1922 by $2,092,780. Ac- 


cording to a report of the state employ- 


* ment office, there is a very heavy demand 


for all kinds of construction labor. This 
demand, together with that for road 
construction and warehouse labor, has 
absorbed all of the surplus of common 
laborers and a serious shortage is expected 
before Spring. 


Factories Busy on Novelties 


Buek and Company’ are expecting 
pumps with two narrow straps over the 
instep and cut-out quarters to be the best 
sellers this Spring. Tongues while still 
in active demand, are not as strong as they 
were a few weeks ago. Hallahan and Sons, 
Inc. think the novelty business will keep 
right up all through the Spring and Sum- 
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Where to Buy 


Women’s Shoes 

















STOCKBRIDGE SHOE COMPANY 





HAVERHILL, MASS. 
ZU SAS 








BLEECKER STYLES 
Are the last word in footwear 
for stylish women 














Phillips-Cram Corp. 
Makers of 
Women’s Turn 
ippers 

276 RIVER STREET 

Haverhill, Mass. 
Boston Office 
207 Essex St. 












FASHION FOOTWEAR 


Women’s Fine Turns 
and Novelties 
Our new models for Spring are attracting most 
favorable attention. Hand turn sli a 
pumps in the latest designs and finest leathers. 
TESSIER & BOWDOIN 
2 Washington St., Haverhill, Mass. 











E. A. & M. C. Witherell Co. 
Manufacturers 
Women’s Turns, 
Bootsand Slippers 


Weg A 
Haverhill, Mass. 
Boston Office 
Rice Bidg. Room 406 













FINE TURN NOVELTIES 


We are now prepared, in our new 
factory, better footwear, quicker 
deliveries and inc service. 


Latest Models, All Leathers and Satins 


FELSTINER-O’CONNELL SHOE CO., INC. 
162 Winter St., Haverhill, Mass. 














Where to Buy 


Shoe Store Supplies 
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mer. 
style, and size will go big. 

Factories here generally are figuring on 
the continued popularity of novelties, 
though one or two predict a return to 
staples. One factory says that the return 
to staples will be rapid because new styles 
are now coming out so fast that a retail 
merchant hardly stocks his shelf with one 
style before another comes along and he 
cannot move his stock. Another manu- 
facturer says that manufacturers generally 
are paying more attention to the ortho- 
pedic game and that this will aid the 
coming of the boot and more staples lines. 

No little disturbance is caused in factory 
organization here by the novelty vogue. 
In most of the factories here which are 
specializing on novelties the fitting de- 
partment is over-worked while the other 
departments are going along on an even 
keel or may even be idle for a while waiting 
for the fitting department to catch up. 
As one manufacturer puts it, “The fitting 
room is the neck of the bottle.’”” He says 
that the manufacturer working on novel- 
ties who has, for example, enough men 
working in his cutting and other depart- 
ments to turn out one thousand pairs, 
must have in his fitting department to 
handle those one thousand pairs a force 
which, if working on ordinary staple lines, 
could turn out about thirty-five hundred 
pairs. 


Wholesale Trade Predicts 
Higher Prices 


Jobbers here report Spring business very 
satisfactory. It is, of course, mostly in 
novelties. Staples are handled by many 
jobbers simply to satisfy the trade which 
always wants staples. Present business 
is a little quiet. This lull is considered 
merely seasonal, however. Prices are 
firm. While there have been few actual 
advances so far, they are freely predicted 
and are apt to go into effect on future 
orders. One jobber reports he has been 
advised by a manufacturer that repeat 
orders on everything the jobber has 
bought this Spring can be accepted only at 
advances of from twenty-five to fifty cents 
a pair. 


Philadelphia Shoe Retailers 
Banquet 


Approximately two hundred members 
and friends of the Philadelphia Shoe 
Retailers’ Association attended the or- 
ganization’s annual banquet oh the roof of 
the Adelphia Hotel on Wednesday even- 
ing, February 21. Music and entertainers 
enlivened the occasion. The committee 
in charge of the banquet consisted of 
George McLaughlin, Morris Yoskin, and 
George M. Garman. JulesWinkelman, the 
president of the association, was the toast- 
master. Addresses were made by J. Bart- 
ley Doyle, president of the Keystone Pub- 


Cut-outs in all variations of color,* 
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fishing Conipany, by E. J. Cattell, of the 


Philadelphia Chamber of Commerce, by 
A. H. Geuting, George Geuting, and Lee 
Reinberg, of York, Pennsylvania, the 
newly elected president of the state retail 
organization. 

Mr. George Geuting outlined some of 
the plans for the state convention which 
will be held in Philadelphia next January. 
He asked for the cooperation of every 
branch of the shoe and leather industry in 
making this the biggest state convention 
ever held anywhere. 


To Publish Bulletin 


Mr. Reinberg announced that the state 
association would resume the publication 
of the bulletin which it formerly issued, 
but which has not made its appearance 
for several years. Its purpose will be 
similar to that of the publication of the 
national association though it will deal 
mainly with state problems and state 
news. He said that the state organization 
at present numbers about three hundred 
retail merchants among its members. 
A campaign will be conducted this year to 
bring the total up to five hundred. He 
said the association is urging the local 
organizations of towns and cities through- 
out the state to adopt the Philadelphia 
plan of meeting monthly in various stores. 
He said that the holding of the Pennsyl- 
vania convention in the month preceding 
the one in which the national association 
will meet will afford a splendid opportunity 
to get a good delegation to attend the 
national gathering. A committee ap- 
pointed by Mr. Reinberg to make pre- 
liminary arrangements for the Philadelphia 
convention consists of Jules Winkelman, 
Chairman, George McLaughlin, A. T. 
Flitcraft, Albert Forster, and Morris 
Yoskin. 

A. H. Geuting deplored government 
interference in. business. He said there 
were entirely too many regulatory meas- 
ures presented in Congress. Government 
cannot run business and it ought not to 
interfere with it except to prevent restraint 
of trade and monopoly and to keep the 
road of opportunity wide open. He stated 
that in 1921 most of the retail merchants 
in the country lost money and did not 
profiteer as has been often charged. He 
urged the co-operation of retail merchants, 
tanners, and manufacturers so that the 
tanners and shoe manufacturers will not 
go ahead and produce a great deal of stock 
which the public does not want and will 
not buy. He said that the desire of the 
national and state organizations was to 
make better merchants out of retailers and 
to teach them to make their business 
yield a five, six, seven, or even ten per 
cent profit. He stated success in merchan- 
dising shoes consisted in each merchant 
suppling his particular clientele with the 
shoes they wanted at the time they 
wanted them and in the required sizes. 
The banquet was followed by dancing. 
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Spring Openings Near 


Retail merchants here expect to have 
their Spring openings in ten days or two 
weeks. There is no one style which seems 
to dominate. The majority say this will 
be a year in which everything will sell. 
There will be the staples and then novel- 
ties of every description, including tongues, 
one-straps, two-straps, cut-outs, com- 
bination sport shoes, and an increase in 
orthopedic shoes. Prices generally are the 
same as last year or a little higher. 

Hanan and Son are featuring kid shoes 
in red, green and black. Red has been 
the best seller of the lot. This firm has 
had to place several repeat orders for red. 
Green and blue sell fairly well. They are 
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one-strap cut-outs and the price is $17.50. 
The red kid shoes are worn with red 
stockings or with white stockings with red 
clocks. This firm is also offering white 
shoes with red, blue and green trimming. 
Paisleys are rather quiet now. This store 
is running from 15 to 20 per cent ahead of 
last year. 

J.& T. Cousins report cut-outs their best 
sellers. Black suede will be good from 
now until Easter. Tongues are slipping, 
though a good many will still be sold. 
Colonial tongues are still being asked for. 
Smaller tongues will also continue in 
demand. This store is featuring an 
attractive novelty. It is a white Russian 
boot. It is made of white linen, with a 
kid cuff of white inlaid with patent leather. 





BROCKTON 


Sport Shoes in Every Line 


Manufacturers, However, Are Sticking Closely to 
Conservative Patterns 


N the men’s and women’s sport foot- 

wear shown by Brockton concerns 
there is a considerable variety of combina- 
tions in upper leathers, although the freak 
styles which at one time seemed to gain 
quite a foothold, have been largely 
eliminated. Brown or dark red leather 
vamps and quarters with aprons of con- 
trasting shades are the favored com- 
binations. The delicate colors are not ap- 
parent to any great extent in the medium 
fine sport footwear; these being mostly 
confined to the highest priced lines. 
Rubber soles of which the heels are a part 
are used almost exclusively on sport 
footwear, with a variety of choice in 
named lines of soles. Patterns are 
exclusively oxfords. Both box toes and 
plain toes are used; many of the latter 
having crimped vamps as a feature. 
There is quite a range of prices on these 
sport shoes, ranging from the strictly 
popular figures to the better grades. 


Sports Mean Extra Pair Soles 


In every line of men’s and women’s 
welts going out of Brockton for the Spring 
and Summer, as well as for the Fall 
season, sport shoes constitute an impor- 
tant feature. In the opinion of Brockton 
manufacturers this class of footwear offers 
to merchants remarkable opportunities 
for additional sales and extra profits. 
That merchants appreciate this is evident 
from the orders which are coming to 
Brockton factories for this class of goods 
and also the lerge production of rubber 
soles and heels by the factories identified 
with this class of goods. In short, the 
merchants of the United States are lined 
up for a record-breaking sport shoe busi- 
ness during the next few months. As one 
Brockton manufacturer puts it: 


“It almost seems as if every man and 
woman and many of the children of the 
United States who are able to purchase 
good shoes, will be wearing sport foot- 
wear during the greater part of the present 
year.” 


Marriage of Shoe Manufac- 
turer’s Daughter 


Miss Elizabeth Davis Drinkwater, 
daughter of Horace R. Drinkwater of 
Braintree, Mass., was married on February 
21 to William Ball Rice 2d, the ceremony 
taking place at All Souls Church, Brain- 
tree. Horace R. Drinkwater, father of 
the bride, is Treasurer and General 
Manager of Edwin Clapp & Son, Inc., 
well known shoe manufacturers in East 
Weymouth, Mass. The groom is the son 
of Mr. and Mrs. Harry L. Rice. Mr. 
Rice senior being.a member of the shoe 
manufacturing concern of Rice & Hut- 
chins, Inc. In choosing February 21 as 
her wedding day, Miss Drinkwater 
followed family tradition. Her grand- 
mother, Mrs. Edwin Clapp and the late 
Mr. Clapp, the latter the founder of the 
business bearing his name, were married 
on February 21. This date also is the 
marriage anniversary of her grandparents 
on her father’s side, Col. and Mrs. A. C. 
Drinkwater of Braintree. The bride was 
given in marriage by her father and was 
attended by an attractive group of brides- 
maids. The best man was Edwin Clapp 
Lincoln of Hingham, grandson of the late 
Edwin Clapp and a member of that shoe 
manufacturing concern. Two brothers of 
the groom, Benjamin and Edmund Rice, 
were among the ushers. Following the 
ceremony in the beautifully decorated 
church edifice, a reception was held at the 
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Where to Buy 


Men’s Shoes 














NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 


Syracuse, N. Y., U.S. A. 
MEN’S FINE SHOES EXCLUSIVELY 





























Commonweatth Soe & Leatuer Co. 
WHITMAN, MASS. 
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Sells 
Another 
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Men’s Shoes 


Where to Buy 











FREDERICK S. PECK 


Worcester, Mass. 


Men's and Women’s 
Sport and College Shoes 
Boston Salesroom 
207 Essex Street 


WORCESTER 














Lynchb 
PULLMAN TRAVELING SLIPPERS 
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GLAZED KIT ge 
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M. GUSTIN 2, J 
DWISSst New York 
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Men's Suoes ~HAnp TAILORED 
NotrHING 


Cot Mane TneBest 
MAN 
Best Mave Sin) Knows How 


But THE 
Wuen East Visit Us 


WuHeN IN Your Town We Wit Visit You 


Steck Dept. 5 


Is at Your Service 
THE STETSON SHOE CO. (loc.) 


HENRY LILLY CO. 
88-90 Reade St. New York 


AUCTION TRADE SALES 
SHOES AND RUBBERS 


Every Wednesday and Friday 




















HOWARD & FOSTER CO. 
Men’s and Women’s Welts 


Address all Communications to the 
Factory at 


BROCKTON, MASS. 
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Neighborhood Club in Quincy. Mr. and 
Mrs. Rice are making an extended wed- 
ding journey to California and the 
Hawaiian Islands, On their return they 
will reside in Hingham, Mass. 


Veteran Traveler Visits 
Brockton 


R. J. Prince, who for nearly 30 years has 
represented M. A. Packard Co. on the 
Pacific Coast, has been in Brockton 
during the past fortnight looking after the 
preparation of his sample lines for the 
coming season. Mr. Prince enjoys the 
distinction of being the senior shoe 
traveler in far Western territory. He has 
a record of nearly 54 years’ continuous 
work in selling shoes. Furthermore, he is 
as active and energetic as at any time 
during his long and honorable business 
career. Mr. Prince for many years 
conducted an extensive wholesale shoe 
business in Portland, Ore., in connection 
with his traveling activities. He has since 
retired from that enterprise and has only 
one interest,which is to sell shoes for M. A. 
Packard Company. Mr. Prince resides in 
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Oakland, Cal. It is hardly necessary to 
add that his acquaintance among the 
trade on the Pacific Coast is of the most 
extensive and intimate description. Every 
merchant whom he knows is a present or 
prospective buyer of Packard footwear, as 
well as a friend and admirer of R. J. 
Prince. 


A New “Barry” Advance 
Card 


“Get Aboard” is the heading used on a 
new advance card which T. D. Barry Co.'s 
salesmen are sending to merchants re- 
garding forthcoming trips with Spring and 
Summer styles. The words “Get Aboard” 
are particularly appropriate inasmuch as 
the advance card is printed on a board; 
in other words, a veneering of wood 
attached toa post card. “ “Wood,’ like to 
see you,” is the phrase used on this card to 
emphasize the novel effect. Merchants 
who receive copies of this advance card 
from Barry salesmen will find it attractive 
as well as informing in regard to the 
Barry line. 





LYNN 


Higher Prices for Novelties Suggested 


Several Argue That Time Is Ripe for Increase; Interest in 
White Shoes Continues to Grow 


RICES come up as a topic for early 

March, and the argument is that an 
advance in the prices of novelties would be 
timely, and for the health of the trade, 
generally speaking. “ ‘Best for $10’ lines 
should have more attention, and ‘Best for 
Five’ lines less.”” That is the way one man 
puts it. Another says:— 

“In styling, we have missed pricing. 
Remember that when we started millinery 
shoes, the predecessor of novelties, we all 
sang the familiar chorus about women 
wishing pretty shoes as much as they 
wished pretty Easter hats, and being will- 
ing to pay as much for Easter shoes as for 
Easter hats. Well, we've forgotten that 
chorus. During the deflation period, we 
jumped for low price lines, like a dog for a 
bone, and we reduced novelties to low 
price levels. Now is the time to bring 
them back, to higher price levels. People 
are spending money cheerfully to live ar- 
tistically, and there is every reason in the 
world to believe that they will pay more 
for good shoes.” 


Leather Prices Somewhat Higher 


Besides, there are other points in the 
matter. Leather has been going up lately. 
Tanners evidently have the leather mark- 
ets under their control, True enough, 
labor costs are not as high per operation 
as they used to be. But style has increased 
the number of operations. Hence, novel- 


ties cost more. Now the trade may play 
safe by falling back to staples. But there 
is adventure and chance for profit, and 
new standards to be won, by developing 
fine styles in footwear. 


New Name for Same Style 


As for styles, interpretations of the 
thought of the day are complex. Egyp- 
tian styles are the, most popular topic. 
But not even enthusiasts for Egyptian de- 
signs will say that the volume of orders for 
them warrants the report that they are the 
big style feature for 1923. Interpreta- 
tions of them range all the way from ven- 
tilated shoes, familiar in sample lines for 
1923, but newly named, to new samples 
which present adaptations of style points 
from the tomb of Tut-Ankh-Amen. “The 
true Egyptian stylevis yet to be defined,” 
says one Lynn 

Day by day, faith ii in white shoes in- 
creases. The higher sun each day has 
something to do with it. The Lynn inter- 
pretation of the fashion of white is a light 
and dainty shoe of white kid, calf or ca- 
baretta. The all-white shoe continues a 
sound value. White trimmed shoes are al- 
most as many and as varied as the flowers 
in a garden. 

Better Leathers for Sport Shoes 


Sport shoes continue to show new 
strength. The Lynn interpretation of 
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them is a sporty style shoe, for a girl to 
wear on the streets, during her daily occu- 
pation, or pastime. Better leathers for 
sport shoes are coming from the tanneries. 
There are some fine new whites, which re- 
sist dirt and dust, and which do not lose 
their whiteness under the bright rays of 
the sun. A new finish elk has the lustre 
and the firmness of the jewel that is called 
pearl. Besides, there are some fine grains, 
such as light golf grains, that are intended 
especially for women’s shoes, especially 
those with leather soles. Also, there are 
fairly heavy grains, that are used for sport 
shoes that have crepe rubber soles. Smooth 
glossy finish leathers are used to good ad- 
vantage in those sport style shoes, which 
have soft toes, and creased vamps. Both 
leather and fibre soles are on these shoes. 
Patent leather continues a favorite with a 
number of manufacturers, the argument 
in its favor for summer being that venti- 
lated, or sandal style shoes, will let the 
air play freely about the feet, and keep 
them cool. That overcomes the criticism 
that patent leather shoes are hot. Satins 
continue good for summer shoes. The 
satin men promise new satins of Egyptian 
designs. Incidentally, there is a patent 
shoe, with a Persian strap, collar and sad- 
dle, the strap, collar and saddle being all 
of one piece. Persian leather is sometimes 
called “‘Paisley,”’ because its coloring is like 
that of a Paisley shawl. Shark and alliga- 
tor grains are used for trimming extreme 
style shoes. 


Different Types of Lasts 
Lynners are interpreting lasts in various 
ways. For sandals, they use a broad bot- 
tom last. Width seems to be wanted much. 
Brogue width across the ball is a common 
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feature of sport style lasts. Many sport 
shoes are made over C and D wide lasts. 
Participation in sports is making the feet 
larger. So some say. Possibly, it is only 
the wearing of sport stockings, which, 
generally speaking, take up more room in 
the shoe than does a silk stocking. French 
style lasts are appearing in dress lines. 
They have the round toe, the short vamp, 
the high arch, and the 16-8 heel. 

As for patterns, strap styles continue 
good. Effort is being made to broaden the 
one strap, and some shoes show a broad 
instep band of leather, which fastens with 
three buttons. The straight up the front 
strap, which was called a Grecian sandal 
strap, is now named the Egyptian strap. 
Another new pattern is that of a side but- 
ton oxford, fastening with very small but- 
tons. It has a gypsy front, sewed straight 
up the middle of the vamp. It is seen in 
dress lines. Possibly, it was taken from 
the sport style oxford, whch has a creased 
vamp. Among the many new Egyptian 
patterns is one that provides for Egyptian 
style slashings on the sides of the vamp 
and quarter, and an Egyptian strap up the 
front. Through the slashings show the 
colored kid of the linings. The linings are 
set in the shoe with the flesh side to the foot 
and the grain side to the upper. So it isa 
strip of fine grain leather that shows 
through the slashings. 

An elaborate Egyptian pattern provides 
for a sandal, seven inches high. A broad 
band of leather, to encircle the leg, above 
the ankle, is slashed in Egyptian designs. 
The front of the shoe is made something 
like an oxford, except that instead of 
lacing through eyelets, it laces through 
slashes, and the slashes are each over an 
inch long. 
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Sandal Type the New Style Note 


Gaining Ground in Most Factories—White Kid and 
Calf Popular 


USINESS in the Brooklyn shoe pro- 

ducing centers is less active than it 
was a few weeks ago, but the manufac- 
turers are anticipating a stimulant when 
consumers actually begin to register their 
Spring demands. Some forward orders are 
going through the factories and some shoes 
are being made up for the in-stock de- 
partments. 

Current orders for late Spring selling are 
running largely to the sandal and strap 
effects. Cross straps are leading in some 
factories, while others report the bulk of 
demand centered on one-strap effects, 
practically all with the cut-outs. Some 
cut-out oxfords are still running strong. 

The new note, of course, is the sandal, 
which is gaining ground in all the produc- 
ing establishments. The majority of man- 


ufacturers, however, are proceeding cau- 
tiously with sandal effects. General 
opinion here is veering to the idea. that 
conservative models in sandals will have 
first call, and that the fancier effects are 
likely to have a short and unprofitable life. 


White Leathers in Demand 


Much white kid and white calf are be- 
ing used in the making of sandals, along 
with patent leather and some colored kid. 
Colored kid, which is likely to forge to the 
front at any time in the opinion of many 
manufacturers here, so far has been used 
mainly in one strap effects. 

Satin is running strong for Spring, and 
in some factories has nosed out patent 
leather for the leading material posi- 
tion. 


Where to Buy 


Men’s Shoes 


‘TROnirson BROS. SHOE 
FINE SMOEMAKERS 
BROCKTON 
MASS. 
Usa 








































CRAIG -REED & EMERSON INC 7 
Ja rm BROCKTON ht Ae - 
Boston Office: Room 214, United States Hotel 


Where to Buy 


Men’s and Women’s Slippers 

















FELT SLIPPERS 


BLUM SHOE MFG. CO. 
Dansville, New York 








TUN STOCK AGAIN 


No. 101.—Sofia Turk- 
ish Im- 













stantinople. All 
Sizes and 

Immediate Delivery 
K. M. STONE CO. 
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Largest manu- 
facturers of 
soft sole leather 
slippers. 
Send for Catalogue 
MAID-RITE SLIPPER CO., Inc. 
35 York St., Brooklyn, N. Y. 
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Boudoirs and Novelty 
Kimona Sandals 
Write for Prices 


BEST-EVER SLIPPER CO., Inc. BROOKLYN, N.Y. 
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Where to Buy 


Children’s Shoes 














Soft Soles and Moccasins 
Ask your Jobber for our 
Goods. We DO NOT sell 
the retail trade. 


Newcomb-Anderson Shoe Co. 


ROCHESTER, N. Y. 








“ELAM” 
Flexible Turn Shoes 


For the Jobbing Trade Exclusively 


F. S. ELAM SHOE CO. 


ROCHESTER, N. Y. 
Boston Office, 181 Essex Street 














‘Bonita: Shoe * Baby 


TURNS and SOFT SOLES 


In Stocl« 


Send str Catalog 







Mehew ROCHESTER NY 


AH Moertn@., 

















SOFT SOLES 


A Wonderful Line for the 
Wholesaler In Stock — All 
leather moccasins, soft soles. 
Prices range from 
$2.50 doz. and up- 
wards. Alsoa fullline 
of Ladies’ PumpStraps 


NU BABY SHOE CO., East Lynn, Mass. 


















Where to Buy | 


Ballet Slippers 


———$ 




















ONE STRAPS-LEATHER, SATIN 


OXFORDS, GYM SLIPPERS 
BOUDOIR SLIPPERS 
BALLET SLIPPERS 


ORIENTAL SLIPPER COMPANY 
INC. 








118 Pheenix Rew, HAVERHILL, MASS. 








Where to Buy 
Wanted Styles 
Extra Editorial Service to 
<thuscadan” vendans, free for the ask- 
ing, with authentic information on 
current problems. 











HAVERHILL 


Footwear Factories Congested 


Late Buying and Demands for Quick Service Have Combined 
to More Than Fill Many Plants 


ATE buying on the part of many shoe 

merchants in all parts of the United 
States is responsible for the congested con- 
dition which exists in Haverhill shoe fac- 
tories at present. Everyone wants his 
shoes at practically the same time. Limita- 
tions of physical and mechanical equip- 
ment render this an impossibility. Early 
orders have priority in the plants. Late 
comers will have difficulties as regards de- 
liveries. Conditions in stitching rooms of 
local factories are such as to warrant the 
foregoing statement. Elaborate patterns, 
with many cut-outs and rows of stitching, 
hold up production to a deplorable extent. 
It is interesting in this connection to note 
a statement made recently that one of the 
best organized factories making women’s 
high grade footwear has a payroll on an 
output of less than 2,000 pairs a day that 
would have fitted 9,000 pairs daily in 1914. 
In other words, the stitching-room help re- 
quired to fit 2,000 pairs daily of the present 
elaborate patterns could produce 9,000 
pairs of plainly fitted patterns, such as 
were in vogue several years ago. 


Novelty Patterns Continue the Rage 

Haverhill factories making turn shoes 
are continuing to design and produce the 
greatest variety of novelty styles which 
have ever gone out from local plants. The 
fancy patterns are in great demand by 
merchants in all parts of the United States. 
Sandal effects are particularly strong. 
Straps are in great variety and in this line 
something new appears almost daily. 
Patent leather and gray suede combina- 
tions are going strong in oxford styles. 
Colored combinations are many and va- 
ried. Business is coming in from mer- 
chants who figure that their after-Easter 
trade is important enough to receive early 
attention. Haverhill manufacturers are 
actively engaged in booking orders for 
April and May delivery. In these latter 
goods the white footwear is prominent. 
Advices from merchants in the various 
parts of the country are to the effect that 
it will be a big white season on women’s 
turn and McKay lines, both in kid and 
fabrics. Haverhill factories are well 
equipped to produce these white shoes. 
These patterns are as a rule less elaborate 
than those which are being produced for 
the Easter trade. This will enable mer- 
chants to get prompt deliveries for their 
summer requirements. 


Leather Scarcity a Handicap 


The scarcity of many kinds of upper 
leather is a delaying factor in the produc- 
tion of Easter footwear. A few years ago 


it was the custom of shoe manufacturers 
in Haverhill and elsewhere to purchase 
their season’s supply of leather well in ad- 
vance of the time when it was to be util- 
ized. Tanners carried large stocks in their 
stores in Boston and other cities and could 
meet all demands promptly. The method 
of buying upper leather has undergone 
considerable change. Tanners do not take 
orders as far in advance as formerly, 
through a chain of circumstances leading 
back to the methods of buying on the part 
of shoe merchants. The latter have 
shown a tendency during the past two or 
three years to place orders for shoes only 
as needed. In other words, buying virtu- 
ally from hand to mouth. This in turn, 
places the shoe manufacturer in the posi- 
tion of ordering his leather a little at a 
time. The tanner, not having any good 
reason to pile up finished leather, reduced 
his daily output in proportion to the de- 
mands. The result as a whole is seen to- 
day in the scarcity of certain weights and 
colors of upper leather. All this adds to 
the cost of shoes and the delay in produc- 
tion. The only solution of the problem in 
the opinion of Haverhill manufacturers, 
is for merchants to get back to the idea of 
placing their orders in advance of needs, 
so that manufacturers will have an oppor- 
tunity to cover themselves on material. 


National Shoe Retailers’ Con- 
vention for 1924 


Haverhill manufacturers have been noti- 
fied concerning the dates of the National 
Shoe Retailers’ Convention and Style 
Show for 1924. This is to be held in Chi- 
cago, February 11 to 14, inclusive. Mem- 
bers of the trade here consider these dates 
to be in their favor, inasmuch as retail 
merchants will not have as an alibi their 
need to wait for the Style Show before 
making their purchases of spring goods. 
The middle of February is too late to buy 
shoes for Easter. In that regard these 
new dates will be advantageous to sales- 
men who will be soliciting retail shoe busi- 
ness for 1924. 





Renovating Rubbers 


Business of repairing rubbers is on the 
gain, as a consequence of the more com- 
mon wearing of rubbers. Modern repair 
shops are sharing in this better business. 
Also, there are rubber dressing compounds, 
which renew the finish on worn rubbers, 
the same as dressings renew the finish on 
shabby shoes of leather. Retailers are 
selling these rubber dressing compounds 
to their customers. 
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ROCHESTER 


Novelties Beginning to Sell 


Strap and Tongue Patterns in Gray Suede Are Good; Black 
Satin Leads for Dress 


HE situation in the local retail shoe 

trade has improved somewhat dur- 
ing the last week in February. Clearance 
sales are practically a thing of the past, 
and now the efforts of the various stores 
are devoted to clearing up odds and ends 
of stock in preparation for spring busi- 
ness. The new spring styles are coming 
in and are beginning to appear in the 
store windows, and merchants report that, 
considering the extreme cold weather, the 
public has shown unusual interest in the 
new patterns. 

Strap and tongue patterns in gray 
suede, both with underlays and overlays 
of various types and leathers, are selling 
well at present and local merchants feel 
that grays are good for a long run of 
popularity. For dress wear, black satin 
still leads in popularity with patterns in 
all patent and patent in combinations a 
close second. 

The demand for sport shoes carrying 
the new crepe rubber sole and heel is 
good, both in men’s and women’s foot- 
wear for southern wear, and leading shoe 
merchants feel that this type of sport 
shoe will grow in popularity as the season 
advances. 


D. J. Burke Appoints 
Committees 


Don J. Burke, president of the Roches- 
ter Retail Shoe Dealers’ Association is a 
busy man these days, first picking styles 
for his stores and second, mapping out a 
series of educational meetings for the 
Rochester Retail Shoe Dealers’ Associa- 
tion to be held one evening each month. 
For the March meeting, Mr. Burke plans 
to have a speaker of national prominence 
and cordially invites all shoe men who 
may happen to be in Rochester to attend. 
The following committees have been ap- 
pointed by Mr. Burke to serve during the 
year 1923: 

Legislation—R. H. Webster, Joseph 
Pratt, Wm. Pidgeon, Jr. 

Membership—Wim. Pidgeon, Jr., John 
H. Schmanke, Cosmo Dispenza. 

Publicity—Harry A. Chase, Rossiter L. 
Seward, R. L. Fitzgerald. 

Rubber Problems—J. F. Olmsted, Joseph 
Pratt, R. H. Webster, H. H. Phelan, Wm. 
Pidgeon, Sr., Fred L. Myers. 

State and National A ffiliation—Harry 
H. Phelan, Harry A. Chase, Wm. Pidgeon, 
Jr., James Tighe. 

Auditing—C. E. Shields, Philip Leckin- 
ger, A. L. Robinson, I. S. Friedman. 

Attendance at Meetings and Program— 
A. F. Smith, H. J. Van Arsdale, G. L. 





Snyder, F. L. Myers, P. M. Van Deventer, 
George W: Schmanke. 

Nomination of Officers—G. L. Snyder, 
Frank Scholand, Walter Sizer, R. H. Web- 
ster, Harry H. Phelan. 

Ezeculive—Composed of the president, 
vice-presidents, secretary and treasurer. 


Joseph A. Schreier Dies 


Joseph A. Schreier, manufacturer of 
children’s shoes, died at his home on 
February 21, following a short illness. 
Mr. Schreier was born in Rochester and 
always made this city his home. About 
35 years ago he opened a retail shoe store 
on Allen Street where he engaged success- 
fully in the retail shoe business for about 
ten years. He then sold out his shoe 
store and opened a factory for the manu- 
facture of infants’ and children’s turn 
shoes at 268 State Street. This business 
he continued until his death. 

Eight years ago, Mr. Schreier became 
associated with Edmund Venor under the 
firm name of Schreier and Venor at 89 
Allen Street. 


C. E. Shields Entertains 
Employees 


C. E. Shields, proprietor of the Shields 
Boot Shop, entertained his store sales 
force at a dinner in his new home on 
February 20. Impromptu entertainment 
was furnished in the evening by various 
members of the organization, but the big 
feature was the talk by “Doc,” as Mr. 
Shields is called by all his friends and 
associates, who outlined his plans for 
doubling the store’s sales during 1923, ex- 
plaining his plans for advertising and how 
each individual could build up sales. 


Kalb Manufacturing 
Company to Make “‘Self- 
Starters” 


Lee B. Carpenter, of the Carpenter Shoe 
Company, manufacturers of infants’ soft 
soles, announces the issuing of a license 
to manufacture their patented “Self- 
Starter” shoes to the Kalb Manufactur- 
ing Company of this city. The “Self- 
Starter” shoe is made under a patented 
process with a light chrome sole, which 
gives it great flexibility and makes it an 
ideal shoe for infants just learning to walk. 





There are no problems too big to solve, 
but there are lots of people too small to 
solve them.—From Indiana Shoe Traveler 
Live Wire Bulletin. 
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SYRACUSE 


Best Winter on Record 


That’s the Opinion of Retail Merchants Who Achieved 
Volume on Overshoes and Rubbers 


YRACUSE retail shoe merchants 

agree that the 1922-1923 winter busi- 
ness has been the biggest in history. The 
demand for overshoes and rubbers has 
been greater than the supply at times. 
Particularly severe weather of the last 
two months has been a boon to the arctic 
and overshoe business. Russian boot 
types have had a good sale. 

Just now the local stores are showing 
spring styles. Everything seems to be 
gray. The spring business has not really 
opened but will be under way within two 
weeks. The annual Spring Opening Week 
Campaign, March 13, 14 and 15, will be 
participated in by most of the local mer- 
chants. Shoe stores have been classified 
and prizes for the best dressed shoe win- 
dows will be given by the Chamber of 
Commerce. 

Dealers are predicting a record spring 
business. Most of the factories in the 
city are working full shift, and the return 
to normal has been rapid within the last 
It was first reflected in the 
record holiday business. 


McCormack Plans Style 
Show 

For the first time in the history of 
Syracuse, a private style show is to be 
given in the ballroom of the Onondaga 
Hotel by the McCormack Boot Shop of 
this city. Twenty professional models 
have been obtained by A. B. McCormack, 
former president of the local shoe retailers’ 
organization, who is in charge of the 
show. All the latest spring styles in 
women’s shoes will be exhibited. 

The show will be open both afternoon 
and evening. A musical program has 
been arranged. Attendance will be limited 
to invited guests who are patrons of the 
McCormack Boot Shop and of Kalet’s 
Speciality Shop and Flah’s, which are co- 
operating with the shoe store in the event. 

Mr. McCormack is the originator of 
the idea and obtained the co-operation of 
the two women’s clothing and specialty 
stores. The models will not only display 
shoes and hosiery but will be dressed in 
the latest fashions in waists, suits and 
cloaks. The exhibit is in the nature of an 
experiment and is being watched with 
keen interest by retail merchants of the 
city generally. Arrangements have been 
made with several newspapers to take 
pictures of the show. 


Thomas P. Ryan Dead 


Thomas P. Ryan, secretary of the Syra- 
cuse Shoe Retailers’ Association for two 


years, died at his home here Tuesday, 
February 13, after a short illness. For 
several years he had been manager of the 
shoe department of the L. A. Witherill 
department store and was among the 
best known shoe men in the city. He was 
36 years old. 


Parks Made President 


Ernest N. Park of Park Brannock, 
former president of the State Retail Shoe 
Dealers’ Association, was installed as 
president of the local shoe club at a 
dinner at Uhrig’s, January 25. Practically 
every retail and wholesale shoe dealer in 
the city attended the event. 


To Go After Itinerant 
Vendors 


Appointment of Michael F. Lundigan 
as chairman of a special committee of the 
local shoe club to co-operate with the 
Chamber of Commerce and the city 
officials in the revision of the city ordi- 
nance to bar itinerant vendors has been 
announced. The Chamber of Commerce 
is demanding a new ordinance which will 
make it practically impossible for peddlers 
and itinerant merchants to come to Syra- 
cuse and offer their goods without paying 
a \heavy tax. The new ordinance will be 
drastic and will provide for severe penal- 
ties for violators. The local shoe men 
have been unable to combat the itinerant 
vendor, who in many cases, it is charged, 


_ has misled the public in this city in offering 


goods at prices higher than prevail in the 
established stores. 





saree, Sey to Have 
ew Store 


Sebring, Ohio, February 27—Charles A. 
Kelly recently purchased from Heacock 
and Boyle a fine business block in the 
heart of the retail district here. The loca- 
tion is an ideal one. The block occupies 
an alley corner and is a two story frame, 
25 feet front by 90 feet long.. Mr. Kelly 
will immediately remodel the front, put- 
ting a modern store front suited to his 
business, and will otherwise improve’ the 
interior. Mr. Kelly expects to move his 
store from its present location in the 
Knight Block by April 1. Mr. Kelly 
carries a complete line of clothing, fur- 
nishings and shoes. 





Little thought for self-analysis—Are you 
working as you would if you were the boss? 
—December Korrect Shape News. 
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BUFFALO 


Awaiting Break in Weather 


January and February Good Months for Rubber Footwear 
But Bad for Shoes 


EVERE cold weather, accompanied 

by snow storms of blizzard propor- 
tions, during the week of February 12, 
served to accentuate the usual between- 
season dullness in Buffalo’s retail shoe 
trade. In fact, had it not been for the 
steady demand for overshoes and rubbers, 
which has been consistently good since 
December 1, the sales in many of the down- 
town stores would represent one of the 
poorest weeks in many months. 


Sustained wintry weather has not been 
conducive to pre-season buying of spring 
footwear. Although most of the Main 
Street stores began displaying the new 
styles early in February, they generally 
report the inquiry as decidedly light. From 
the footwear shown it is evident that the 
dealers anticipate a “‘run’’ on small tongue 
effects as well as strap patterns, the latter 
being displayed in a wide diversity of pat- 
terns. There is also a tendency to favor 
fancy oxfords; and gray and black suede, 
patent leather and black satin predominate 
in pumps and slippers. 


Arch-Aid Store Opened 


The Menihan Co., of Rochester, on 
February 10, opened a retail store at 117 
Chippewa Street in Delaware Court, 
called the Arch-Aid Boot Shop. It will 
feature exclusively Arch-Aid footwear for 
women, designed for the correction and 
prevention of foot troubles. Footwear of 
every character will be sold, for street, 
sport and dress wear in all the smart styles, 
orthopedically correct, while at the same 
time fashionable in every detail. 


The new storéis in charge of C. Edward 
Tompkins, who has had 17 years’ experi- 
ence in the retail shoe business. His most 
recent connection was with the Vogue 
Boot Shop and prior to that with Frank 
Brothers and B. Altman in NewYork City. 


Membership Drive Is On 


Luncheons are being held in the Cham- 
ber of Commerce weekly by the Buffalo 
Retail Shoe Dealers’ Association during a 
membership drive, the first being held on 
February 13. Initial reports from the 
membership committee were decidedly 
gratifying and it is hoped to bring into the 
fold all of the worth while shoe merchants 
in the city. —_—_— 

Salamanca Store to Sell 
Shoes 


The Kegerreis & Smith Co., department 
store, of Salamanca, N. Y., has acquired 
the adjacent building, occupied by the A. J. 
Maroney clothing store. When altera- 
tions have been completed the new build- 
ing will contain the shoe department of 
the Kegerreis & Smith firm. A complete 
line of footwear for men, women and chil- 
dren are carried. This store has enjoyed a 
steady growth in the 17 years that it has 
served the people of Salamanca and its 
environs. ———- 


Lectures on Flat Feet 


“Walking never produces flat feet,”’ de- 
clared Dr. R. M. Clary, an orthopedic 
surgeon, in an address on “Flat Feet, 
Their Cure and Culture,”’ before the 
Buffalo Pedic Society on February 14. 
The pediatrists are holding a series of free 
foot clinics to which the public is invited. 

“Flat feet are caused by standing in one 
place or as the result of a sprained ankle,” 
declared Dr. Clary. “‘Although the bot- 
tom of the foot may look perfectly flat, it 
may have a perfect arch because of the 
strong muscles which hold the arch in 
place. 

“It is all right for children to go bare- 
foot in the country but not in the city, be- 
cause of the rigidity of the pavements.” 

Quite a number of retail shoe merchants 
and their clerks are attending these lec- 
tures for the added knowledge which is 
afforded in the correct fitting of shoes. 





Francis W. Dow, Distributing Manager 
for C. A. Reynolds Leather Company 


Francis W. Dow, lately an officer of 
the New Castle Leather Company, with 
headquarters in New York City, has es- 
tablished himself at 121 Beach Street, 
Boston, Mass., as distributing manager of 
the product of the C. A. Reynolds Leather 
Company, of Camden, New Jersey, 
Specializing in glazed kid (both black and 
colors), patent colt and patent kid. 


In returning to Boston, Mr. Dow is 
once more truly at home, for with this 
market he has been chiefly identified dur- 
ing his long experience in the leather busi- 
ness. There are few merchandisers of 
leather of broader experience with the re- 
quirements of the trade than Frank Dow. 
Among.his prominent connections in the 
past have been with the New Castle 
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Leather Company, and later as partner of 
the firm of Tolman-Dow & Co. Mr. Dow 
has likewise traveled very extensively 
abroad, and knows the requirements of 
the different European countries 
thoroughly. 


He is, therefore, particularly 
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to give that height of quality and service 
to his trade for which he has always been 
most ambitious. 

Charles A. Reynolds’ business life has 
been always linked up with the produc- 
tion of leather. As a boy, he entered the 





FRANCIS W. DOW 


well qualified to place the product of the 
C. A. Reynolds Leather Company in the 
hands of those for whose use it is adapted. 
His many friends on South and Lincoln 
Streets will be very glad to welcome him 
into the old-time circle. 

In associating himself with Mr. Rey- 
nolds, Mr. Dow feels that he will be able 
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CHARLES A. REYNOLDS 


employ of Burk Bros., of Philadelphia, 
leaving to form the firm of Buchborn & 
Reynolds, and later becoming the presi- 
dent of the Keystone Leather Company 
in 1895. He was one of the original 
officers of the Bristol Patent Leather Com- 
pany, and continued in this capacity until 
the early part of 1922, when he decided to 
retire from business life. 

Like most men who become deeply at- 
tached to what has been their life work, 
Mr. Reynolds found himself unable to re- 
main long inactive. He accordingly 
established the firm which now bears 
his name, with factories in Camden, N. J. 
C. A. Reynolds Leather Company are pro- 
ducing the leathers which Mr. Reynolds 
has always specialized in—patent colt 
and kid, together with glazed kid in 
black and colors. He is fortunate in hav- 
ing associated with him a large proportion 
of employees, who have practically grown 
up under his tutelage, and who know his 
methods and ideals perfectly. 

His son, George W. Reynolds, is asso- 
ciated with him: likewise E. W. G. Bogher 
and James T. Weart, superintendent and 
office manager respectively. 


Novelty Shoes and Rubbers 


Light and dainty shoes, like strap 
pumps, are worn all the year around by 
women, especially young women of large 
cities. Boots do not sell as they did in 
days of yore. These light and dainty 
shoes are comfortable for indoor wear. 
When the wearer goes out of doors, she 


March 3, 1923 


puts on novelty arctics, or rubber boots 
to keep her feet warm and comfortable. 
Thus are style and health combined, to 
the gratification of the retail merchants 
who watches his swelling volume of sales 
of rubber goods. Styles in shoes aid styles 
in rubber footwear, and vice versa. 





New Leather Finishes 
Announced 


Boston, February 27—The latest idea 
in leather is brocaded leather and the 
Moore Leather Company has gotten out 
several varieties of brocaded leather in 
suede, and in their new satin calf and 
patent leather. These are exquisite effects 
with the Paisley and Egyptian idea preva- 
lent. 

Another novelty recently gotten out is 
satin calf.. This was formerly made in 
Germany and never produced in this 
country until the Moore Leather Com- 
pany brought this out. It comes in pastel 
shades of gray, brown, pearl, and rose. 





More Men Wear Arctics 


There is no doubt but what more men 
have worn arctics this winter than in any 
former winter. They have taken a lesson 
from women, who have learned the 
advantages of wearing cover shoes. Shoes 
should be cool and comfortable, not hot, 
in steam-heated offices. For out-of-door 
wear in wintry weather they should be 
warm and comfortable. Hence arctics for 
men. 





Rubbers for Motor Trips 


Motor camping trips are popular pas- 
times of the out-o’-doors season. Fit out 
camping parties with rubbers. There are 
slicker rubber boots that will take only a 
bit of space ih an automobile trunk, for 
they are light and flexible. They can be 
pulled on over leather shoes, if the motor 
party gets caught in the rain, or chances 
to camp in the low lands, when the soil is 
damp. Or they are useful for fishing trips. 





Tennis Shoes 


Tennis will be one of the leading games 
the coming summer. Hence prospects for 
a larger sale of the better grades of tennis 
shoes. The National Tennis Association 
is asking cities and towns to establish 
public tennis courts 


Ed French Sells ‘““Tick-Tocks”’ 


Ed Trench, formerly of the Central 
Shoe Company of St. Louis, Mo., will 
cover the State of Wisconsin, including 
the City of Milwaukee, with the George J. 
Bertman Shoe Company’s line of “*Tick- 
Tock” up-to-the-minute novelties for 
women. 
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or is unigque— I he American Business Woman. Quiet- 
ly and efficiently she handles the important details of 
business—your correspondence, your money, your customers. 
How perfectly she reflects the life surrounding her! America 
is supreme in business and the Woman We All Know is 


her faithful priestess. 


How truly—how adaptable she is in maintaining her posi- 
tion! On a modest salary, how cleverly she follows every 
quirk of style. Dresses and footwear of good material and 
mode she demands and gets, at a price she can afford. 


Of all the high compliments paid to the shoes of Lynn, 
their selection by this keen buyer is one the most sincere. 
The Business Woman We All Know has purchased Lynn 
footwear for years with ever-increasing satisfaction. She is 
a “repeat” customer, bringing you new trade—if she is 


satisfied. 


Insure that definite satisfaction by having Lynn-made shoes 
on your shelves when She calls. 


See list of representative Lynn 
manufacturers on the following page 


Lynn—Mother of American Shoemaking 
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Representative Lynn Manufacturers 


BARTLETT, SOMERS CO. 
Women’s Goodyear Welts 


BENDER SHOE CO. 
Women’s Welts and McKays 


BURDETT SHOE CO. 
Welts and Turns for Little Folks 


COTTER SHOE CO. 


Women’s Welts Featuring the Formative Shoe 


CUSHING SHOE CO. 
Stylish Welts Exclusively 


A. FISHER & SON 
Comfort Shoes and Slippers 


GREGORY & READ CO. 
Women's Fine McKay Shoes 


HARNEY, TRACY, CREHAN CO. 
Novelty Welt Walking Shoes 


HENNESSEY, MAXWELL & HENNESSEY SHOE CO. 
Women’s Goodyear Welt Shoes 


HOAG & WALDEN, INC. 
Women’s Goodyear Welts 


JELLY-DELANEY SHOE CO. 
Children’s, Misses’ and Growing Girls’ Welts 


Vv. K. & A. H. JONES & THOMAS CO. 
Practical Welt Shoes for Stylish Women 


T. J. KIELY & CO. 
Ladies’, Misses’ and Children’s Welt Shoes 


MAcLAUGHLIN-CONWAY SHOE CO. 


Women’s Novelty Footwear 


McNICHOL & TAYLOR, INC. 
Makers of ‘‘Style All the While’’ Lasts 


R. H. MITCHELL CO. 
Successors to 
MITCHELL-CAUNT CO. 
Women’s McKay Footwear—Staples and Novelties 


WATSON SHOE CO. 
Wemen’s Fine Novelty Welts and Preventor Shoes 


WILLIAMS, CLARK & CO. 


La France Shoe for Women 





See preceding pages 
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ARCH GUIDE HEEL 


“The Heel guides the Foot as the Rudder guides the Boat” 


*‘Unquestionably the Most Important 


Part of Any Shoe” 


Arch Guide heels constitute the final 
step in footwear equipment. They are 
necessary for the proper effectiveness of 
inner appliances and of all corrective 
footwear. 


They automatically guide the foot in a 
straight forward line. Specify Arch 
Guide heels for all your better lines. 


PIETZUCH 


PRONOUNCED PITS-YOU 


WONDER ARCH GUIDE HEEL CO. 
Station O, Cincinnati, O. 





Summer is Coming —— 
Open Shanks in Demand 


BEST 


IN 
FITTING 


“ IRMA” 


Place your orders early and be 
first in your city to cash in on 
this number which will sell 
practically on sight. Can be 
made in any leather, satin or 
combination. 


Ask for Details 


Mutual Shoe Co. 


235 Powell Street Brooklyn, N. Y. 
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RECORD BREAKING SALES OF 
OUR STOCK STYLES 
STALL DELIVERIES 


Not anticipating such demand for our in-stock lines, we 
have been unable to supply our customers as promptly 
as we desire. However, we are doing our best, and will 
ship in-stock orders as fast as our plant will allow. On 
some numbers we can deliver in seven days. On others 
we can ship at once. 


No. 823—Patent chrome 











Leather quarter and sock 
lining. Solid leather grain 


wee ne 


Price 


$3.75 


No. 713—Like 823 in black kid. Full breasted Spanish Junior Louis 
covered heel. Sizes 214-8, B, C. Price $3 75 


ORDERS FILLED IN ROTATION 


No. 506—Two-button one 
strap, same as 513, with 
9-8 Military covered heel. 
Sizes 214-8, B and C. 


Price 


$3.90 


No. 513—Two-button one 
strap, Ocean’pear! buttons. 
Patent leather vamp and 
inlay. Gray Buck quarter, 
13-8 Spanish Junior full- 
breasted covered heel. Im- 
itation French cord silk 
inding. Leather quarter 
and sock lining. Solid 
leather grain 
counter. High- 
grade sole. Sizes 
214-8, B and C, 


Price 


$4.00 


TO ASSURE RECEIVING THESE POPULAR STYLES 
EARLY AS POSSIBLE WE ADVISE ORDERING NOW 


KARELIS:::-": 


HAVERHILL 
WOMEN’S TURN SHOES OUR SPECIALTY 






MASS. * 2 





The Beot and Shoe Recorder will appreciate your mentioning the publication in replies te advertisements. 
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Is Your Store Original for Style? 


(Continued from page 121) 


I think we are selling and are still going to have some 
sales on the black ooze slippers. 


When Everybody Agrees—Watch Oul 


I don’t think we'll have much success with otter* 
You know everybody agrees that it is good, and when 
you find everybody agreeing in women’s styles, you'll 
find it is never good for anybody. You want very, 
very few of them because every store is going to have 
them and there’s no style in this world which every 
woman is going to wear. When every store gets to 
having them, you want very, very few of them. 


A Point On Heels 


It seems as if the heels are going to get a little higher: 
They are going to be 9-8 to 12-8. After the Easter 
business and after we are through with April business, 
in May we're going to get a nice extra business on that 
particular style of shoes. I don’t believe they are going 
to enter into your particular sales for Easter business. 
I don’t think they will enter into it at all, that is to 
say in any proportion at all. 

No, it hasn’t. In buying 12-8 to 14-8 heels, I would 
buy mostly the Spanish type of heel. There will be 
some 12-8 to 14-8’s but then they are pretty high and 
get pretty heavy looking. You must remember that a 
style shoe has to be good looking. It’s got to get 
prettier all the time if we want to continue doing 
business. We're not going to stop Niagara Falls, you 
know, it can’t be done; we’ve got to buy prettier 
shoes all the time and probably style changes will be 
faster all the time. 

That doesn’t mean that you have to have every 
style that comes out. You only have to have a style 
that comes out that is right that you are sold on. You 
can sell that to every customer who comes in to your 
store if you’ve got their size. t's better that we have 
all those styles changes—One store can have one style 
and another store the other style and we will do better 
that way. 

A Good Welt Ozford City 


Then we get into the sport business. We get into a 
different type of business when we get into the sport 
business. Philadelphia is a very fine welt oxford busi- 
ness. I understand from one of the big people in New 
York City who do an enormous retail business in New 
York City and in the West, in Chicago, that welt 
oxfords have dropped. We don’t seem to feel that at 
all in Philadelphia. We have a certain demand for a 
welt oxford at Philadelphia all the time, and we seem 
to be able to sell those on a 9-8, 10-8, 11-8 up to a 14-8. 


We sell a nice welt oxford on a tan calf, on a black - 


kid and on a brown calf. Our particular store does 
not sell any brown kid shoes at all. I have never 
done anything with brown kid shoes, although I 
understand in the style report of the National, that 
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brown kid sometimes takes the first place as the biggest 
selling shoe throughout the United States. In our 
store we never sell a pair of them. 


The Smoked Horsé Leathers 


A lot of factories are showing smoked horse in a little 
different color. It’s not the smoked horse we had from 
last year. One of the men’s factories that makes good 
women’s shoes are showing a color that I would say we 
could call a fawn calf. It’s a calf and sort of a faun 
color. I hope you will get this color right; it has a 
little bit more brown in it than the smoked horse shoes 
we had last year, and I think that particular color will 
sell in sport shoes. I don’t think we will have any real 
light smoked horse shoes any more. 


The Straps in Sports 


I would say that the sport business this year will be 
the strap slipper, strap pump, especially in a two strap; 
it looks right now as though it’s going to enter into the 
business. Anything that comes up in a nice combina- 
tion, I’d say Russia and the faun suede enters as No. 1 
I don’t believe you want a strip shoe. I mean by that 
strips of your tan calf on your faun. I don’t think you 
will ever find those successful. In other words, you 
want a tan tip on there or a tan back and the rest of the 
shoe faun. You understand the kind of shoe I mean by 
that, on a two strap. I believe that is going to enter 
into the business. 

As I say, we always do an oxford business in the city 
of Philadelphia but we are going to enter into the busi- 
ness with a two strap slipper and combinations of faun 
and black, faun and tan, and gray and black. I 
believe they’re going to enter into it and get a nice 
volume of the business. 


The Sandal Craze 


What do I think of the cut-out sandals in the flat 
heels? I believe that is one particular style about 
which there is too much talk. I believe everybody is 
too much agreed that they are going to be good. You 
probably will sell a few of them but it will be a very 
few, for each particular store, because probably every- 
body in your town will have them. I understand that 
a particular New York store that sells footwear from 
$8 to $20 has bought sandals to sell for $3.50, for $5 
and continuing them up to $22. They have bought 
sandals at every price and have started them at $3.50. 
They have gone to a children’s factory, with a women’s 
sandal, paid $2.50 for it and are going to sell them 
at $3.50. 

The Tailored Crease Starter 


They look as if we are going to get a business on 
plain toe, crumped vamp oxford in tan, black and 
patent. We have them in stock and it looks as though 
we will have a nice business. They are a quicker selling 
shoe. That is to say, they take the eye more than your 
regular oxford. You're going to find that is more in 

(Continued on page 175) 
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ULES and regulations proposed by 
the railroads for restrictions and 
limitations upon the scrip coupon 
tickets which the Interstate Commerce 
Commission has directed them to issue, 
are extremely obnoxious to traveling 
salesmen. They so informed Chairman 
Meyer of the Commission and represen- 
tatives of the railroads at a conference 
held in the office of Commissioner Meyer, 
February 23 which was attended by Sec- 
retary T. A. Delany, representing 
N. S. T. A. ; 
Representatives of the railroads par- 
ticipating in the conference said that 
limitations and restrictions proposed by 
them were absolutely essential to the 
guarding of the integrity of the ticket. 





It was contended by them that unless the 
tickets are carefully limited so that they 
could be used only by the purchasers, the 
effect of the requirement that such tickets 
be issued would be to make a 20 per cent 
reduction in practically all passenger 
fares. They based the allegation about a 
general cut upon their assertion that un- 
less the tickets were hedged about with 
limitations they would fall into the hands 
of scalpers and pass from the hands of 
the latter to the possession of persons not 
authorized to use the tickets. 


Limitations Proposed by Railroads 
Salesmen objected to the requirement 
that a photograph of the lawful holder 










should be attached to the ticket; to the 
requirement that scrip should be ex- 
changed for regular form tickets instead 
of being “‘pulled’’ on the train; to the 
prohibition of baggage checking on the 
scrip, and, finally, to the rule proposed by 
the railroads for the disposition of frac- 
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meee & eee 


(This Department is conducted by Helen M. Haney, Associate Editor) 





The Traveling Salesman 
(By Edgar A. Guest in the National Shoe 
Traveler 


He carries in his sample-case the 
honor of his chief, 

The reputation of his firm he 
makes or brings to grief; 

He misses much that men hold fair, 
a cosy home at night, 

The children’s simple evening 
prayer, the hearth-fire blaz- 
ing bright. 

From town to town he speeds along, 
‘his duty is to go, 

And that his heart is often sad his 

face must never show. 


Some day he shall go home to stay; 
some time he’ll drop his grip, 
And without baggage he will 
make life’s final, one-way 
trip. 
And when he stands Up There where 
all is known and nothing hid, 
I hope the Lord will praise him 
for the business that he ‘did. 
And as He sums his record up and 
sees his credits mount, 
I hope He’ll not too closely scan 
his life’s expense account. 











tions. The points have been submitted 
to the Commission. Carriers also an- 
nounced that it would be physically im- 
possible to print and put into effect the 
tickets before May 1. 

Traveling salesmen insisted they were 
primarily interested in the stimulation of 
business and, as stated by Attorney Blum- 










New Fight Over Interchangeable Mileage 


‘Safeguards’ Proposed by Railroads 
Are Opposed by Traveling Salesmen 


berg, the carriers ought to stimulate the 
use of the scrip by making it popular. 
It was insisted that it would not be popu- 
lar if the proposals of the railroads were 
allowed to become operative. Henry 
Wolf Bikle, attorney for the carriers, said 
he thought the salesmen were making a 
great deal of talk about slight incon- 
veniences. The travelers were vigorous 
in opposing the proposal that scrip 
coupons be exchanged at ticket offices 
and only accepted on trains from non- 
agency stations or from agency stations 
not open for the sale of tickets and then 
only for the run of the conductor on the 
train on which the passenger first takes 
passage. 
Put It Up to the Conductor 


It was maintained by the travelers that 
the scrip tickets should be “pulled” on 
the trains, particularly from non-agency 
stations or closed stations for the through 
trip. Passenger representatives of the 
carriers said that the exchange feature 
was the crux of the entire matter-and that 
it was most essential that the holders of 
tickets be required to exchange the 
coupons at ticket offices. 

Travelers also objected strongly to the 
exchange provision on account of baggage, 
and some urged that the scrip be honored 
for baggage. It is proposed by the rail- 
roads that baggage be checked on the 
ticket issued in exchange for the scrip, 
which, travelers said, would place them at 
great inconvenience. 


The Question of Fractions of Five Cents 


Protest also was made by the travelers 
against the suggested disposition of frac- 
tions. Under the proposed rule where 
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ON THE FLOOR READY TO SHIP 


THE RIGHT SHOES ON TIME 


D & E Widths 
Sizes 
3 to 8 

















No. 6503 


No. 6505 





Fine Black Kid, Goodyear Welt Oxford, 


12-8 Cuban Heel with Wingfoot Rubber Fine Black Kid, Goodyear Welt Oxford, 


BE hvac ce eAe tS os es ccunecnees $3.00 8-8 Common Sense Heel with Wingfoot 
No. 6502—As above in aneee Kid . .$3.00 (PE ME nsanccagcecedennnnas $3.00 
No. 6501—Tan Veal............-. $3.00 No. 6504—As Above in Brown Kid. .$3.00 


Also Black and Brown Kid 8 inch Boots 


No. 6507—Tan Veal with Shield Tip $3.00 $3.50 





No. 7000 


All Pearl Grey Kangaroo Calf. Top 
Grade Turn. All Silk Bound. As above. 


No. 7001—with 13-8 Full Junior Heel. No. 7003—as 7002 with 16-8 Full Louis Heel. 

No. 7004—with 13-8 Cuban Heel No. 7005—as 7001 in Levor’s White Grain. 

No. 7002—as 7001 with Patent Chrome No. 7006—as 7005 with 13-8 Cuban Heel. 
Vamp. No. 7007—as 7005 with 16-8 Full Louis Heel. 





Sizes 2% to 8 


All $4.50 C. & D. Widths 











- Many More Good Numbers In Stock 


Uf 3B. FRIEDMAN 


, inh ‘ ESTABLISHED 1880 at 
2S, ~=—«:145 DUANE STREET NEW YORK CITY # ~ Sis 
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the one-way fare is, for éxample, $1.01, 
and up to $1.04, the conductor would 
tear off $1.05. The travelers said there 
should be a split, so that $1 of scrip would 
be “‘pulled”’ for up to and including $1.02 
and $1.05 for over $1.02. Under the rule 
$1.10 of scrip would be pulled for $1.06. 
The carriers also proposed a rule for 
redemption of unused portions of scrip 
tickets so that wholly unused books 
would be redeemed at $72, the price 
paid. Partially used scrip books would 
be redeemed by deducting the total face 
value of the coupons detached and used 
from the purchase price of the book, re- 
funding the difference. Further provision 
is proposed that if coupons of the face 
value of $72 or more had been detached 
and used, the remaining coupons would 








JOE JANOW 


Formerly with the Bettman-Dunlap Co.,-Cin- 
quant Ohio, Sy ined the oales 1 force the 
h Shoe Mr. Janow will cover North 

pee al Virginia and Georgia 





have no redemption value and only the 
issuing carrier would redeem _ scrip 
books. 


Changes Announced in 
Line-up of Hosiery Salesmen 


The Allen A Company,’ Kenosha, Wis- 
consin, manufacturers of Allen A hosiery 
and underwear, announces the following 
changes in their sales force. 

W. E. Little will succeed B. F. Parket 
in Minnesota. Mr. Parket has resigned 
on account of his health after more than 
30 years of service with the company. He 
will make his future home in Los Angeles. 

Gordon Spencer, for many years con- 
nected with the sales department in the 
Kenosha Office, and the son of M. C. 
Spencer, now of the Allen A sales force, 
has succeeded Mr. F. M. Cleveland in 
North Dakota. Mr. Cleveland has re- 
signed after serving the company for 28 
years. 

A. A. Weiskopf, who formerly repre- 
sented the Allen A Company in Ohio, will 
succeed L. S. Wunderly in Indiana with 
headquarters in Indianapolis. Mr. Wun- 
derly has recently resigned. 


Hohn Geib succeeds Mr. Weiskopf in 
Ohio. Mr. Geib was for some time con- 
nected with the Chicago offices of the 
Allen A Company. 

Phil Geil, formerly of the Chicago office, 
and well known in the trade, will repre- 
sent the Allen A Company in Milwaukee, 
replacing Mr. Max Pickhardt who has re- 
signed after many years with the com- 
pany to go in business for himself. 

B. C. Quick, L. C. Anderson and Geo. 
O’Connel have been added to the sales 
force of the Chicago office. 


Daniels Visits Factory 


Ernie Daniels, well known salesman for 
the Val Duttenhofer Sons Company, 
who travels in Kansas and Missouri, 
recently spent a week at the factory. His 
company is building a new line of samples, 
which will be ready for the trade during 
the next 2 or 3 weeks. 


Two New Men with 
Emerson 


Two new men have been added to the 
sales force of the Emerson Shoe Company. 

James D. Hanrahan, formerly with the 
McElwain Chicago Company, will have 
charge of the Chicago office covering the 
city of Chicago and Cook Company. Mr. 
Hanrahan has been spending the last few 
days at the factory getting acquainted 
with the new line. 

U. W. Mitchell of Enid, Mississippi, will 
represent the Emerson Shoe Company in 
Louisiana, Arkansas and Mississippi. He 
has had many. years experience in this 
territory, having been with Churchill & 
Alden and A. J. Bates Company. 

Herbert D. Whitcomb, formerly in the 
South, has been transferred to Western 
Pennsylvania with headquarters in Pitts- 
burg. Mr. Whitcomb is well acquainted 
in Pennsylvania having travelled there in 
the past. 

Rome M. Richart, covering Texas, is 
being assisted in his large territory by 
Murdock Havens, a well known Houston 
man. 


Lewis with Hannahsons 


One of the livest wires in the Hannah- 
sons sales organization is Mr. A. K. Lewis, 
who represents this line in Virginia and 
North Carolina. Mr. Lewis has carried 
this line for two seasons with consistently 
good results, and he is looking forward 
this season to a wonderful volume. He is 
very popular with the merchants in his 
territory. Mr. Lewis is a hustler in every 
sense of the word. 


Smith Now with 
M. A. Packard 
News of trade interest is that J. H. 


Smith of Dayton, Va., formerly connected 
with J. E. Tilt Shoe Company, will, on 
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March 1, become associated with M. A. 
Packard Company of Brockton. Mr. 
Smith’s territory is West Virginia, Ken- 
tucky and Tennessee. He has had valu- 
able experience with the Tilt line of welts 
and has an extensive acquaintance in the 
territory he is to cover. He is well and 
favorably known in this territory. After 
March 1 he will be in close contact with 
his trade regarding their wants in Packard 
welts. 


More Territory for Kalisky 


Joe Kalisky, well known representative 
of Thompson Bros. Shoe Company, with 
headquarters in Chicago, and who covers 
Wisconsin, Michigan and the Twin Cities 
in Minnesota, has now increased his scope 
of operation and will also cover the entire 








JOE KALISKY 
Who is about to start out on his 57th trip 





State of Minnesota. Joe’s friends may be 
interested in knowing that his forthcoming 
Spring trip will be his 57th. In other 
words, he has been actively selling shoes 
and serving the shoe merchants for 28 
years, and if anybody would like to know 
it, he is still ‘going strong.” Mr. Kalisky’s 
address is Park View Hotel, Chicago, 
where he always enjoys receiving personal 
letters from his friends. His office head- 
quarters is 503 Security Building, Chicago. 


Texas Man with 
Duttenhofer Stevens 


Guy L. Jones of Brownwood, Texas, is 
now a member of the sales force of the 
Duttenhofer Stevens Company, Cincin- 
nati. Mr. Jones is covering the states of 
Texas and Oklahoma. He is well known 
in this territory, having formerly covered 
it with the Ferris Shoe Company line. 
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FASHION FOOTWEAR 


FOR 


SPRING AND SUMMER 


... SERVICE.... 


We present here only a 
few of many popular 
selling numbers we carry 
on the floor for your 
“‘sizing-up’’ convenience. 








Send for catalog. 








No. 318—Patent leather, Gray suede 
16-8 Covered 


os eh gle Cs A. M. CREIGHTON 


LYNN, MASS. 


No 317—Black satin “Trixie.” Flex- 
ible McKay. 16-8 Covered heel. 
Width AtoD. Price $4.00 
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Brown Goes With 
M. A. Packard Company 


R. V. Brown, for many years connected 
with the Cincinnati branch of Rice & 
Hutchins, Inc., is now associated with 
M. A. Packard Company of Brockton. 
Mr. Brown will cover parts of southern 
Ohio and Indiana not already looked after 
by Packard salesmen. Also, soon after 
March 15, he will canvass the states of 
Arkansas and Mississippi in the interest 
of Packard shoes. Mr. Brown is a young 
man who has experience, character and 
selling ability. He is certain to become 
an important addition to the selling force 
of M. A. Packard Company. 


Windsor Now with Selby 


Jack Winsor, who has been connected 
with the selling force of Crooker & Morse, 
Inc., manufacturers of women’s welt 
shoes, has taken a position as New Eng- 
land salesman for Selby Shoe Company 
of Portsmouth, Ohio. 


P. A. Smith with Saco on 
Pacific Coast 


P. A. Smith, who formerly represented 
Everett & Barron on the coast, is now rep- 
resenting the Saco Shoe Company in 
Washington, Montana, and Northern 
Idaho. He is very enthusiastic about his 
new line, and believes that “Saco Mocs” 
will prove to be winners with the trade in 
his territory. Mr. Smith makes his head- 
quarters at the Rainier Grand Hotel, Se- 
attle, and asks that merchants when in 
Seattle make his office their headquarters. 


Whitten with Hoge- 
Montgomery Co., Inc. 


George E. Whitten, who for many years 
‘was connected with Thompson Bros. Shoe 
Company of Brockton, Mass., is now as- 
sisting Mason H. Brown in covering the 
State of California with the Hoge-Mont- 
gomery line of Frankfort, Ky. Mr. Whit- 
ten makes his headquarters at 1327 Park 
Street, Alameda, Cal. 


‘a and “Albers with Sam 
B. Wolf 


Two new men have recently joined ths 
Sam B. Wolf sales force. They are: L. C. 
Marks, who was for several years with 
Robert Wise Company. He will cover the 
Western territory from Denver on. 

The other is Frank Albers, who was for- 
merly with the Sachs Shoe Mfg. Company. 
Mr. Albers will cover Ohio for Wolf Com- 


pany. 


Indiana’s ““Newsy Items” 


From the Live Wire’s “‘Newsy Items” 
we learn that Mr. Dallas Crooke, formerly 
with the Central Shoe Company, is now 
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The Clique 


(A favorite ey S. A. McOmber, Secre- 
A isece and Shoe m4 Travelers’ Association of 
New York) 


What is “‘The Clique’? "Tis a body 
of men 

Who attend every meeting, not 

just now and then; 

Who don’t miss a meeting unless 
they are sick— 

These are the men that the grouch 
calls ““The Clique.” 


Who don’t make a farce of that 
sacred word “Brother”; 

Who believe in the motto, to “help 
one another!” 

Who never resort to a dishonest 
trick— 

These.are the men that some call 
“The Clique.” 


The men that are seldom behind in 
their dues, 

And who from the meeting do not 
carry news; 

Who attend to their duties and who 
visit the sick— 

These are the men that the crank 
calls “The Clique.” 


We all should be proud of members 
like these, 

They can call them “The Clique” 
or whatever they please! 
They never attempt any duties to 

dodge; 
These are “The Clique” that run 
*most every lodge. 


But there are some people who 
always find fault, 

And most of this kind are not worth 
their salt; 

They like to start trouble, but sel- 
dom stick— 

They like to put all the work on 
“The Clique.” 











representing the Endicott Johnson Cor- 
poration. John ‘Walsh has_ severed 
his connection with Chas. Meis Shoe Com- 


xi pany and has joined the force of Endicott 
-, Johnson Corporation. 


William Brockway has gone to Cali- 
fornia to join his wife, who has been in 
California for some time. Mr. Brockway 
expects to be back on the job about March. 

The Indianapolis Shoe Retailers’ Asso- 
ciation, on the evening of December 4, 
invited the Shoe Travelers to take luncheon 
with them at the Columbia Club. Various 
subjects were discussed, and all had a 
very enjoyable time. “We think much 
good could be accomplished by having 
more of such meetings. It is indeed a fine 
thing for retailers and travelers to do 
what they can for each other’s interest.” 
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says the “Indiana Shoe Travelers’ Live 
Wire Bulletin.” 

W. F. Winchester writes that he ha» 
permanently retired from the shoe business 
and thinks it is best to tender his resigna- 
tion as a member of the Indiana Associa- 
tion. He also states it is like parting with 
an old friend, to lay down the work of a 
lifetime, but it had to come sooner or 
later. 

Mr. Winchester states, that the “Live 
Wire”’ is a real inspiration to any shoe man. 
Editor Wilson thanks Mr. Winchester for 
the very high compliment. After the 
reading of Mr. Winchester’s letter a 
motion was made to give Mr. Winchester 
an honorary membership. Motion was 
seconded and the vote was unanimous. 


Bluff City Holds Salesmen’s 
Get-Together 


S. M. Heer, vice-president, who repre- 
sents the Bluff City Shoe Company of 
Hannibal; Mo., in Columbus territory, 
visited the plant of this company Decem- 
ber 18 and 19, at which time the semi- 
annual meeting of salesmen was held. 


Elmer Beasley with C. P.Ford 


Elmer Beasley, popular member of the 
Rochester Association of Traveling Shoe 
Salesmen, and the only man who can 
imitate the songs of Harry Lauder so 
that his audience will think that they are 
listening to the original Harry, has joined 
the sales force of C. P. Ford & Co., and 
will cover the northwest with Mr. John 
Davies. 

Prior to starting out on his trip, Mr. 
Beasley is visiting trade in and around 
Pittsburg with Mr. Harry Beatty. 


Van Asdol Visiting Krippen- 
dorf-Dittman Plant 

C. F. Van Asdol, who covers Washing- 

ton, Colorado, New Mexico, Wyoming, 

Utah, Montana, Oregon and Idaho for 

the Krippendorf-Dittman Company has 

been spending the past week at the factory 


“Jack” Walbenstein with 
Bertman 

Jack Walbenstein, formerly of the Nov- 
elty Shoe Company of Chicago, will cover 
Indiana and Michigan in the future for the 
George J. Bertmian Shoe Company of Chi- 
cago—with a line of women’s up-to-the- 
minute novelty footwear. 


C. R. Weil in His Territory 


C. R. Weil of the Sachs Shoe Mfg. Com- 
pany, Cincinnati, Ohio, is now making the 
trip through Texas and Oklahoma. He 
started out immediately after the Na- 
tional Convention. 
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Style 123— ~ Men's Chocolate 
Elk Full Quarter Outing Bal, 
with Chrome Sole... . . .$1.90 
Style 121—Same as St + 123, 
= © One-Half Dou Oak 


LAR BBAASASRAABRARSASABBAARAASRARERARASSSABASASARASAASESBASARAABARAARAAABARAARRARAARAAABAAAARSERARBAAAARRBARAL | 


Style "333—Same as 123 
Boys’ Sizes............ $1.75 
Style 321—Same as 121, Boys’ 

$1.85 





jjess Service 


AbenzGase 


When other shoes are beginning to wear out, 
Menzies’ rugged work shoes are just beginning 
to “wear in.” 


They'll give your customers “most miles per 
dollar’ —and they'll give you a tremendous 
repeat business. Get next to Menz-“Ease.” 


THE MENZIES SHOE CO. 


BRANCH STOCK ROOMS 
8514 Sth St., Portland, Oregon 613 Main St., Dallas, Texas 
NEW ENGLAND DISTRIBUTORS 
H. E. SMITH & SON, Inc., Worcester, Mass. 


FOND DU LAC WISCONSIN 


$1.90 
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HOODOO HO64O4HHF445F45FHHHHHH 





Es RAAAAAAAAAAAAAAAASAAASAAAAAR BAAR AS 


TTT LERERRAAAAAAARARAREAAAAEERARERAR RRR 
The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 








I 
_ = 


23K 


CRAMMER BDS 
le he he hn in in in ce ti ti ty, cy ey ley the te, hn i he, he i ey eet te eeeeeeceeeee PT RRA RRMA BRBEDEAARREERRREDS STITT TT TTT e ‘+ 








SS 
© 


2 


~ 


> 
eS Sw ww #4446465 oo SS Sw www 





444455 4444655555 





























eee eet ein. **44400S sa SO SSTETTIES 









M 


> 
o 
> 
> 
> 
> 
> 
+ 
+ 
> 
> 
> 
; 
> 
> 
e 
> 
> 
> 
> 
> 
> 
> 
> 
> 
> 
> 
> 
> 
> 
> 
> 





+? 


urveves LARS BABARSAARABARRAABRAREREE D2 2 


arch 3, 1993 sve’ BOOT AND SHOE RECORDER 


MARS RASA SAASL ASS USRSERESESAARES | 








There’s lots of E’s in MEnziEs shoEs. They've 
earned their name and won their fame through 
solid comfort. And a comfortable shoe always 
brings a smile to the face of your customer . s 
and brings him back to your store when he’s 
ready for another pair. 

Wire us, phone us, write us . . . or send us a 
radio message for samples today! 


THE MENZIES SHOE CO. 


BRANCH STOCK Ri 
85 Sth St., Portland, Oregon 613 Main St., Dallas, Texas 
NEW ENGLAND DISTRIBUTORS 
H. E. SMITH & SON, Inc., Worcester, Mass. 


FOND DU LAC WISCONSIN 
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Style 67— Men's Welt, 
Chocolate Military Calf, Cap 
Blucher, 4% Double Chrome 


RR FE $2.59 


Style 66—Same as 67, except 
Double Oak Sole. Stk. D 
ey Pee $2.75 
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SOLE AGENTS 
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NEW BLANCO 

















































KEEPS WHITE SHOES 


WHITE §f| iy Ji 
; Simin | ey \\' 


IN Bik 
\ BLANCO gt ape 


NY | acorn F 


’ a WHITE CLEANE 
f & > ry aed 


Sele Manuf tye” 
JOSEPH PI 
ANDS 
SHEEF 











The sole agency for the distribution 
and sale of BLANCO products in the 
United States has now been entrusted to 
LAING-HARRAR & CHAMBERLIN, of 
PHILADELPHIA, by the manufacturers of 
Blanco—Joseph Pickering & Sons of England. 


BLANCO comes. in cake form in a metal box with 
sponge, in white, yellow or green khaki. The yellow 
and green are excellent for olive drab and olive green 
uniform accessories. 


/ g The new liquid BLANCO comes in white only and meets 
i . all requirements of those who prefer a liquid white. 


~ 


| 


el Laing-Harrar & Chamberlin, Philadelphia 
™ | J 
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Is Your Store Original for Style 


(Continued from page 266) 


your style business, you’re going to get a quicker 
turnover; you’ve got to get immediate action the 
minute the shoe comes into the store. We want to 
get action on plain toes, because we never find we get 
any particular time on those. 

I want to say just one thing right here. In reference 
to this question, we always find that certain styles come 
in and go out fast, and we bring them back again and 
they don’t take so well. Plain toe oxfords are one of 
those particular things. That is not because women 
feel that they have worn it a year ago, because they 
forgot what they have worn a year ago, two years ago, 
but they do have in their mind that when they see this 
plain toe oxford today there is a wrinkling of the toe, 
that they haven’t liked that when they bought them 
the last time, and when a style comes out and it is not 
good looking after it is worn for two or three times, 
we're not going to ever get a big volume on it. We've 
got to give them shoes that hold up and look nice for 
at least the time that they expect to wear them. 





With the Craze for Novelty Come Rep- 
tile Skins 


conda, a monster 35 feet long, which inhabits parts of 
Mexico. As its name denotes, it is a golden brown 
color with rows of large oval spots down the centre of 
the skin. When the creature is alive these spots are 
blood red, and deepen in color when it gets excited 
about anything. When tanned the spots become 
brown. 

“In addition to snake skins and lizard skins it has 
lately been discovered that the skins of several species 
of fish make attractive and durable leather for foot- 
wear. Among these, one of the latest is the sea leopard, 
which inhabits the seas round the coasts of Norway, 
and is caught at Spitzbergen. 

“In cutting snake skins for shoes, care and ingenuity 
must be exercised in order to get the best effect from 
the different markings on the skin. Where these occur 
at regular intervals, it is usually arranged to have 
part of one “pattern” showing over the top of the toe 
and another one about the centre of the vamp. 

“Often it is necessary, after cutting one shoe, to 
miss several ‘patterns’ so as to get one to match for the 
other shoe. The odd pieces left are used for quarters, 
and these are cut so as to show the markings to ad- 
vantage and also to make each shoe as much like the 
other as possible in detail. A beeswax paste is the most 
satisfactory cleaner for snake skin shoes of all kinds.”’ 





Keep Some Ammonia Handy 


Great care should be taken in removing stains from 
silk hosiery. Ammonia is the best and safest substance 
to use. : 
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Display Men to Meet in Cleveland 


Cleveland, March 1—A convention for 1923 which 
W. H. Teal, president of the International Association 
of Display Men and display manager for the La Salle 
Koch Company, Toledo, Ohio, characterizes as the 
most comprehensive ever attempted by the display 
men’s organization, has been outlined by Fred Olsen, 
convention director, which holds its Twenty-Sixth Ap- 
nual Meeting in the Hotel Winton, June 18 to 21 
(inclusive). 

One of the biggest meetings in the history of the 
organization is expected, especially since the meetings 
have been returned to the hotel. 

The convention will reflect not only the ideas in 
window displays, but will be a brilliant spectacle that 
any one should not fail to see. In connection with this 
occasion, there will be an exhibition show that will 
introduce some novel features which will completely 
eclipse the profusion and beauty of last year’s exhibi- 
tion. Here modern manufactures are exhibited whereby 
display men and merchants may learn of the strides 
that science has made in their behalf. The exhibition 
will present advanced ideas and will also be an educa- 
tion in itself. 

The committees having charge of arrangements for 
this greatest of all conventions, have practically com- 
pleted their work, only a few more details remaining 
to be taken care of. The task has been a tremendous 
one of bettering the educational values, the topping 
of the exhibition show and the attendance. 


Rhode Island Merchants to Meet 


Providence, March 1—The annual get-together of 
the Rhode Island Shoe Retailers’ Association is to be 
held Tuesday, March 6, at the Turk’s Head Club in 
Providence. 

The guest of honor is to be John Slater of New 
York, president of the N.S.R.A. Governor Flynn of 
the State and Mayor Gainer of Providence also have 
promised to be present. 

The get-together this year takes the form of an 
elaborate dinner which will be held at 6.30 P.M , pre- 
ceding which, however, a business meeting of members 
is to be held at 4.30 P.M. One hundred per cent at- 
tendance is expected by the committee in charge. 


How to Wash Silk Hosiery 


A lot of good silk hosiery is prematurely spoiled by 
customers who do not know how to wash it properly. 
Silk is an animal fibre and is easily injured by heat, by 
friction or by caustic alkalis. Consequently it should 
never be washed in hot water, nor pressed with a hot 
iron. An alkali-free soap, such as Lux, should be used 
for washing. The hose should not be wrung or rubbed. 
They should not be dried over a radiator or in front of a 
fire. Neither should they be dried in the sunlight, as 
this may fade the color. 











Levor Kid. A-B- 
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KING “TUT”! 


Es ‘yptian Slide B uckles 


Our Latest Creation in 
Shoe Ornamentatian 


Owing to the tremendous demand created by the popularity 
of these Egyptian designs, we suggest you do not delay but 
send your order today. 
The most popular styles are those styles you can retail for $1 
per pair. 
Other styles from $8 to $15 per dozen pairs are set with Egyp- 
tian and Rhinestone effects. 


REYNOLDS 


549 Westminster St. 


SS. GS ana SSS ES>SEH SS 





No. 3915—Gray Suede, turn, 8-8 covered heel, French 
corded. A-B-C 50 


- as above, 8-8 covered heel, White 





iray Suede Calf, turn, full Louis aoe. 


No. 3106—Same style as above, Black Suede. AA- 135 Bush St. No. 3505—Gray Suede Calf, gray brocaded satin inlay, 
Coe seeeeeeeereeeeeerrscseerecseeeeeeecenes 06.05 San Francisco, Cal. full covered heel. Widths A-B-C $5.00 
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COMPANY 


Providence, R.I. 
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GRAY SUEDE 
NOVELTIES 


IN STOCK 


Many of our customers 
are wiring their orders 
for at-once shipment. 


We have over 40 num- 
BE ae on mre iat? Ne: 30e—Acaborein White Laver Kids A-G. 4.38 
log. 

We help your sales 
department. A free 
newspaper cut given, 
if requested, with 
every 36-pair purchase 
of stock numbers. 


ROGERS BROS. 
SHOE CO. 


59 LINCOLN ST. 
BOSTON, MASS. 





Pacific Coast Branch 





The Boot and Shoe Recorder will appreciate your mentioning the publication in replies te advertisements. 




















1923 


PLDI 


WPT), > 











March 3, 1923 BOOT AND SHOE RECORDER 


“MACKEY” 


There is Only ONE 
Mackey Shoe Co. 


Designers and Creators of 


Master-Made Turns 


Our new line is already 
Jaunched. Our customers 
are delighted with the many 
exclusive creations for wom- 
en of discrimination and 
taste. A representative A Gray Suede 

: Slipper Exclusively 
mode] is here shown. Oriei 

riginal 





Mackey SAVE COMPANY cies ou rm 


Sales Office a 
21 Hopkins St. 


$26 Marbridge Bidg. The World Turns Toward Qi) these Brookhn [ , -y Brooklyn, N. Y. 
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“SYLVAN” 


BARRED CUT-OUT PUMP-—1 BUCKLE 


THE TYPE SHOE THE UP-TO-THE-MINUTE 
MAID IS WEARING TODAY 





























The style illustrated is WHITE KID. Also made in all leathers 
and combinations. Also made up in brocades for evening wear 


A MODEL THAT WILL SELL ITSELF AND HELP SELL OTHERS 


SILVA & COMPANY 
208-216 WILLOUGHBY ST. BROOKLYN, N. Y. 























Annan 


WM. KELLERS SHOE CO., INC. 
In Stock Now 











No. 137 Beautiful White Kid, Black French Cord Binding, 
Patent Inlay on Tongue, Full Louis Covered Heel, High 
Grade Turn. Widths AA to C, Price $5.85. Sizes 21% to 8. 


Write for Catalog of In-Stock Shoes 
198 Church Street, New -York City 
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Live Ones for Late Spring and Summer 


Popular Styles that will have a volume demand 


















Fashion decrees _ that 
white fabric shoes with 
both white and colored 
leather trimmings will go 
big this season. Every 
indication points to an 
unusual demand for these 


styles in the popular 


G 231—Beechtex One-strap, : 
Red Kid trimmed, White Welt- prices. 
ing, Rubber Heel Lift. 


paged —— These two numbers shown 
here are only a part of 
the W. & C. line of 
snappy samples the men | 
are to show for summer 
trade. Why not send 
for samples or better still 
have our salesman call 
when near your store? 























Wise & Cooper Co. | 


| 
| 
| AUBURN | 





MAINE 


G 236—Beechtex Oxford, Green 
Kid Trimmed, White Welting, 
Rubber Heel Lift. 

Same style with white kid trim 
is going big. 






















‘Makers of Good Shoes Since 1883’’ 


The Beot and Shoe Reeorder will appreciate your mentioning the publication im replies te advertisements 
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Stock No. 478—Black Satin Margaret, 14-8 
Louis Heel, 38 Last, Dime Toe, Widths AA-C. 
Carried at once delivery from Chicago, Denver 
and Newburyport, Code “Dale.” Price. .$5 





Stock No. 731—Black Satin Vamp, Black 
Satin brocaded Quarter Sally, 16-8 Louis Heel, 
37 Last, Dime Toe, Widths AA-C, at once 
delivery from Chicago, Denver and Mont- 
gomery, Code “Lassie.” Price......... $4.70 


Stock No. 739—Patent Vamp, Black Satin 
Brocaded Quarter and Strap Sally, 13-8 Louis 
Heel, 46 Last, Dime Toe, Widths AA-G, at 
once delivery from Montgomery, Denver and 
Newburyport, Code “Tony.” Price... .$4.75 





for 
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Correct 


GE 


all occasions 








UGSrrect Do dg e 


Shoe Style 


What is shoe style? A nice, 
pretty, well fitting shoe that 
for some reason or other looks 
right—a shoe that your cus- 
tomer looks at and likes—a 
shoe that becomes her. 


The shoes illustrated here are 
all stylish shoes that are right. 


Lay Off the 
Jazz Stuff 


Have Styles that LIVE. 
Send for Latest Catalog. 








Stock No. 760—Patent Leather Cross Stra 
Behrl, Stitched Imitation Band, 16-8 Spanish 
Louis Heel, 44 Last, Nickle Toe, Widths AA-C 
at once delivery from NewYork, Code “Bloom.” 
PUR eSGRNdtekdecducrnddscconceve $5.15 





Stock No. 776—Black Satin Cross Strap 
Behrl, Brocaded Straps, Black Satin Brocaded 
Band around throat and top of quarter. 
16-8 Louis Heel, 55 Last, Widths AA-C, at 
once delivery from Boston, Newburyport and 
New York, Code “Temptation.” Price. .$5.15 





NATHAN 








Stock No. 734—Patent Leather Behrl, 14-8 
Military heel, 41 Last, Quarter Toe, Widths 
AA-C, at once delivery from Newburyport, 
Code “Snapcracker.” Price ..........- .00 


Stock No. 738—Black Satin Behri, 14-8 
Cuban Heel, 38 Last, Dime Toe, Widths AA-C, 
at once delivery from Newburyport and 
Denver, Code “Pheasant.” Price....... $4.00 


D. DODGE SHOE COMPANY 


Newburyport, Mass. 


IN-STOCK DEPARTMENTS! 
Boseea. Mass.—179 Lincoin St., 416 Albany 
2. 
New York, N. Y.—108-110 Duane St. 


San Francisco, Calif.—770 Mission St., 
Keil Bidg. 


Kansas oy. Mo.—Ninth and Main Sts., 
215 Sheidley Bidg. 

Chicago, Ill.—19 So. Wells St., 310 Lee 
Bidg. 


Montgomery, Ala.—105 Bibb St., Cotton 
Exchange Bidg. 


Denver, Colo.—Corner Arapahoe and 15th 
Sts., Room 414-415 Mercantile Bidg. 
Newburyport, Mass. 

OTHER OFFICES 
Philadelphia, Pa.—929 Chestnut St. 
Seattle, Wash.—2716 Warren Ave. 
Pittsburgh, Pa.—Hotel Henry. 
Indianapolis, Ind.—424 Saks Bidg. 

















Stock No. 777—Black Satin Cross Strap 
Behrl, Brocaded Strap and Band, Brocaded 
collar on quarter, 14-8 Louis Heel, 40 Last, 
Dime Toe, widths AA-C, at once delivery from 
Chicago, Boston and Newburyport, Code 
“Columbia.” Price...........ss+ee0e- $5.15 


Stock No. 778—Black Satin Cross Strap 
Behrl, No Bands, 14-8 Louis Heel, 41 Last, 
Quarter Toe, Widths AA-C, at once delivery 
from New York, Code “Ticklish.” Price. $5.10 
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Business Headed Upward 


Business has shown a steady increase 
and prospects are bright for the coming 
season, according to Mr. Spellmen of Spell- 
man Shoe Co., Portland, Ore. Women, par- 
ticularly, are buying more shoes, because 
the price has now come down so that they 
feel they can afford new shoes. Mr. Spell- 
man reports a tremendous volume of busi- 
ness being done on black satin pumps. 
Strap models in all patterns are good. 
“If a pattern takes well we find we can 
sell it from a flat to a French heel,” he 
states. 








Fo JR thousand five hundred dollar first-class 
stock, Friedman Shelby shoe and Buster Brown 
shoe; sell for eighty cents on dollar for quick turn. 


Moyer Shoe Store, Limon, Colo. 








WANTED TO PURCHASE 


SHOE STORES 
BOUGHT FOR CASH 


Leases laken over 


DAVE KOCH -- 908 Putnam Avenue 
Brooklyn, N. Y. Tel. 3225 Bushwick 














We buy quick and pay highest cash price 
for retail and wholesale stocks of shoes or 
any other merchandise. Quantity no object. 

or 30 years our specialty. 

Bank and mercantile reference. 
— PURCHASING SYNDICATE 

RANK WALKER, ee 


ene Broadway, Brook lyn 
Phone Stagg 1757 








HIGHEST CASH PRICES PAID 
for entire shoe stocks. We also buy your 
surplus or slow sellers. Quantities no object. 
Retail or wholesale. Short term leases taken 
off your hands. Wire or phone us. Corre- 
spondence confidential. Established 1890. 
MAX GLAUBERG 

52 Lispenard Street, New York City 
We also purchase clothing, hats. furnishing 
goods, etc. Phone Canal 4154 


CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other merchandise. Any quan- 
tity. Prompt attention given. 


KIRSCH-BLACHER CO., Inc. 


293 Church St., New York, N.Y. 
Phone Canal 0679 


DO YOU CONTEMPLATE 


Retiring or going out of business? 
I will pay value for your entire or surplus 
stock of shoes. Leases having a short term 
te run taken over. Established 25 years. 


I. OLENICK 


413 Broadway, New York Tel. 9531 Canal 




















THE NEW YORK EXPORT 
PURCHASING CORPORATION 


596 BROADWAY, NEW YORK, N Y 
PHONE—SPRING 9965 


BUY (ENTIRE sTocKs }CASH 


Bargains in fam always on hand for special sales 
ain basements 


















HA LT! U.S.Officers 
DRESS Shoes 
EveryFair GuaranteedAbsolulely New éPertect 


Value $3.25. Were $2.95. Now $2.75. 24+-Frto Case 


Goodyear Welt, “Hand Sewed.” .75 
Genuine Oak Leather Outersoles. FOB 
Also Oak Leather Innersoles. Boston 
Leather Trimmed. 
Guaranteed Counters. 
Heavy Canvas Drill Lining. 
Live Rubber Heels. 

Rich Mahogany Uppers. 






Enclose 


Army Officers’ Plain Toe. only $3 
TERMS:—Cash, regardless of rating. This for each 
accounts for the low price. Send $5 for each case ordered. 
case ordered. Prices the same for 1 case or 
100. We invite you to order only 1 case first. 
SIZES:—All wide widths, 6-9, 6-10, 6-11 and 7-11. Sample pair, C.0.D. $3. 
REFERENCES:—Beacon Trust Co., Brookline Trust Co. and Boylston National Bank. 


Bradley Boston Co., Dept.8 Boston 17, Mass. 








WANTED TO PURCHASE MISCELLANEOUS 


CASH PAID 


for shoe stores or surplus stocks of shoes or 
for other merchandise. Leases taken over. 
We will send a representative to investigate 
and make offer upon request. 


Kalter Cerf. Mercantile Co., Inc. 
591 Broadway, New York City 


Phone Spring 5160-5161-5162 FAMOUS GLASS 
FIXTURES 
Shown ic Catalog G. F. 
MISCELLANEOUS Nialog Ne 
Artificial Flowers 
Catalog No. 19 


STIOE STORE jammy) el 
CHAIRS eax z Window Rugs and "Plush 


TEES Samples Sent 
SET The Hecht Fixture Co. 


Medinah Bldg. Wells and Jackson 
NEW YORK SHOW ROOM 
70 West 36th Street 
Just East of Broadway 








































Chicage 








WINDOW DISPLAY FIXTURES 
The OSCAR QNKEN CO 


1 CUSHION 
1181 4th St. CINCINNATI, OHIO SAVERS TIRE 


Insure perfect shelf service for 
any line of merchandise. ~~ 
tread steps, properly spaced, 
convenient full length handholds 
on both sides of ladder permit 
mounting or descending with ease 
‘| Both hands Ber nays haa ° 


ling. Cashel Tired molcy 
ruck Wheels eliminate nowse 
and prevent vibration. Erection 
~ ee as A, B, C Utilize 


























L Milbradt Rolling 
Step Ladders 


are made in a great many 
styles to suit all kinds 
of stores and shelving. 
They will enable you to 
get along with less help, 
save the wear and tear 
on your | - 
help the —— 

your store peed ¥. 
ject to approval and sat- 
isfaction guaranteed. 


Write for our latest cata- 
log showing 18 styles of 
ladders as well as other 
store fixtures. 


Milbradt 
Manufacturing Co. 


2416 No. 10th Street 
ST. LOUIS, MO. 


eee 
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Recorder rates for space less than one-eighth page per 


is-ue: 

Space ltime 7 times 13 times 26 times 52 times Mi 
Yr"... $4.00 $3.50 $3.00 $2.50 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


Gaines WANTED—Four cents per word for each insertion. 


, seventy-five cents. For other 





“Want” advertisements, goven cents per word for each insertion. 
1.2 


Ads under this heading will be 





except when regular advertisers, as amounts are too small to open accounts 


received up to noon on “Tuesday of week of publication date. When 
edvertisers desire answers to come in care of this office. twelve words 
must be allowed in each advertisement for address.. When advertisers 
desire replies forwarded direct to their address, each word of the 
address must be counted in the advertisement and paid for accordingly. 
Answers to ads must be sent under letter postage. 











SALESMEN WANTED 





SALESMEN WANTED 





SALESMEN WANTED 





‘ALESMEN—ATTENTION—To those men 
~ calling on established trade we can give our line 
of popular-priced flexible turns and stitchdowns 
for the following territory: Ohio, Indiana, Utah, 
Montana, Idaho, Oregon, Washington, Kansas, 
Missouri, Nebraska, Kentucky, Pennsylvania and 
New York State. We carry in stock 40 styles of 
1 to 5 flexible turns and 20 styles of 4 to 8 spring 
heels; also a full run of stitchdowns up to size 2. 
A high rate of commission will be paid to those who 
can give this line sufficient attention. Backed up 
with strong advertising and prompt shipments. 
Samples now read e full particulars and ref- 
erences. R. C. M ilow Shoe Co., Inc., Rochester, 
N. Y. 








TANTED—Salesmen with established trade in 

non-conflicting linea to carry 15 styles men's 
vopular-priced welt shoes and oxfords, to retail at 
te 00. Entire line carried on the floor. 6 per cent 
commission. “a selling proposition. Several 
open territorics. dress P. O. Box 1080, Milwau- 
kee, Wis. 





SAL .ESMEN for a real snappy condensed specialty 
line branded ladies’ silk hosiery. Sold with a 
guarantee to the dry goods, shoes and specialty 
shops throughout the country. Easily carried. 
State territory covering and line now handling. 
Address K-713, care Boot and Shoe Recorder, 127 
Duane St., New York. 





TOUNG, energetic salesmen with following 

wanted in following territories: Virginia, North 
Carolina, South Carolina, and Tennessee, Missis- 
sippi, Alabama, Georgia. Brauer Bros. Shoe Co., 
St. Louis, Mo. 


*ALESMEN WANTED—To carry high-grade 

moccasins, as side line. Good commission. 
References required. Address D-831, care Boot 
and Shoe Recorder, 207 South St., Boston, Mass. 








TANTED—Salesmen to sell our line of men's 

fine welts to retail at $5.00, made in the Brock- 
ton district. Several good numbers in stock. 
M. F. Kelley Shoe Co., Stoughton, Mass. 





ALESMEN, with established trade, wanted by 

a Massachusetts manufacturer of men's popu- 
lar-priced welts. Write, giving full particulars, to 
M. 3. Co., 42 Lincoln St., Boston, Mass. 





Wwe have an opening for 4 salesman with an es- 
tablished trade to sell our line in New York 
State and Connecticut. All shoes carried in stock. 
Address K-710, care Boot and Shoe Recorder, 127 
Duane St., New York. 


SALESMAN WANTED—If you have succes- 
fully sold shoes in New Jersey, here is an op- 
Fane to take over our trade in this State. A 
ll line of welts, McKays and = in stock. Ad- 
Recorder, 127 





ess K-709, care Boot and S 
i, St., New York. 


WANTED 
High-Class Salesmen 


By large Cinci ti facturer 
of ladies’ shoes. One for Ohio; another 
for all of New York and New Jersey; 
another for New England; another for 
Illinois, Michigan and part of Indiana. 
Please state age, experience and former 
connections in first letter. Absolutely 
confidential. Address D-842, 810 Sec. 
National Bank Bildg., Cincinnati, 
Ohio. 














ALESMEN WANTED—Live wires with estab- 

lished trade to carry our line of soft soles, self- 
starters, 1-5, 4-8, 8}4-11, turns in New York 
State and Pennsylvania. High-rate commission 
paid. C. H. Hawkes & Son, Rochester, N. Y. 





V TANTED salesmen to sell 15 styles of men’s 
popular priced dress welts, also 15 styles of 

men’s pc = priced work shoes. Six per cent com- 

mission basis. Only high powered salesmen need 

apply. All styles carried on the floor. Bradley & 
etcalf Company. Mil kee, Wis. 











GALESMEN— Side line 25% commission, no 
samples; every shoe merchant will stock it. 
Full commission on reorders. Diana Manufactur- 
ing Co., Uniontown, Pa. 


ALESMEN WANTED—Live-wire salesmen 
with established trade on a straight commission 
basis of 8 per cent on a complete line of men’s work 
and dress shoes; also boys’. All numbers carried 
in stock. Old catablished line. Wonderful oppor- 
tunity for the right man in the following territories: 
fest Virginia, Eastern Pennsylvania, Western 
Pennsylvania, Minnesota, Arkansas, Michigan, 
New York, and Ohio. Give references and full 
pe —_y—~ in first letter. Address D-803, care 
Boot and Shoe Recorder, 189 West Madison St., 
Chicago, Tl! 


ALESMEN WANTED —Shoe salesmen to carry 

as side line on commission basis best medium- 
te a line of spats, gym shoes, woolskin slippers, 
eather and canvas beet ings. We invite replies 
from all parts of the Unit States. Tell us what 
territory you cover and send references in first 
letter. We pay liberal commissions and our goods 
are priced to sell. Apply The Brown Warner Mfg. 
Co., Franklin, Ohio. 


ANTED—Salesmen—We are in immediate 

need of salesmen to carry our line in the fol- 
lowing territory: Nebraska, Kansas, Missouri. 
Minnesota, North and South Dakota, Michigan, 
New York State and the New England states. 
This line consists of 48 in-stock styles, sizes 1 to 5 
mock-heels and 3 to 5 spring hee f flexible turns. 
Made of all leather and manufactured for the 
medium-priced trade. Can be carried with an 
non-conflicting line. High rate of commission 
Advertised in the trade and direct to the 
trade. References and details required. Staud Shoe 
Corporation, Rochester, N Y 


Salesmen Wanted 


IN ALL 
TERRITORIES 


to sell strongest p 














ition ted 
i RP 





to better-class retailers in years. Boys’ 
and Youths’ imported (British made) 
welts. Staple numbers carried in stock 
im New York. Made over American 
lasts and patterns. Materials the fin- 
est procurable. Ten samples—three 


lasts. Line ready latter part of March. 





No objection to non-conflicting lines. 
Salesmen selling better-grade men’s 
shoes preferred. Commission only. 
Address K-715, care Boot and Shoe Re- 
corder, 127 Duane St., New York. 








SALESMEN 
WANTED 


Experienced Salesmen to sell women’s 
high-grade shoes, welts and turns, in 


INDIANA AND ILLINOIS 
KANSAS AND MISSOURI 
Personal interviews preferred. Splen- 

did opportunity. 
THE ROBERT WISE CO. 


Cincinnati 








WANTED 


Experienced shoe salesmen to sell our 
high-grade line of men’s and ladies’ 
shoes in Texas; also a man for the Ok- 
lahoma territory. Our prices range 
from $3.75 to $6.50. We are a well-es- 
tablished Western concern, and want 
to connect with a reliabl P ibl 
ive—one who is acq 

in the comstteny. Give full particulars 
and r with application. All 
information kept confidential. Ad- 
dress D-839, care Boot and Shoe Re- 
corder, 189 W. Madison St., Chicago, 
fil. 





‘ a 


























MANAGERS WANTED 


GHOE STORE MANAGER WANTED—A man 
with om, store Sas pet. me 

experience and give references, vise if able 

to invest cash, and if so, how much. Give full 

details first letter; exceptional portunity for 

right man. Address D-825, care and Shoe 
Recorder, 207 South St., Boston, Mass. 








BUYER AND MANAGER 


ANTED—Manager and buyer for shoe depart- 

Waa for men, women and children, in city of 

100,000. Only one who is t competent 
would be considered. Must be AS 

with the market; must know shoes 

a shoe department to best aaventaae. Apel in 

writing, stating full particulars, as t 

perience, sa ‘Address pees K-714, 


etc. 
care Boot and ecorder, 127 Duane St., New 
York City. 








POSITION WANTED 
== iy ay 6 and snqncens, w with ten years’ ex- 


e retail 
desires to yt, ition. Wants permanent po- 
sition. Will go ra Address K-712, care 
pons and Shoe Recorder, 127 Duane St., New 
ork. 
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Five Years 






Ago —Today an 
Unheard of-— Acknowledged 
Leader! 




































One New York Shoe Chain Sold 
$250,000 W orth of Hostery Last Year! 


HEY are clever merchandisers. Every clerk politely 
suggests hosie ry to the shoe buyer—surprising how 
this boosts a store’s volume. 


The profit on hosiery goes to somebody. Why not keep 
it in your store by suggesting hosiery while the cus- 
tomer is in a buying mood? 


Every angle on how to make a hosiery department pay has been 
carefully studied by Van Raalte. Use this information in organiz- 
ing your hosiery department. We'll advise you how much to 
invest—which numbers to select—how to merchandise for rapid 
turnover. 

Remember, every woman who comes into your store knows Van 
Raalte Hosiery. 


Van Raalte Company, 295 Fifth Avenue, New York 


| VAN RAALTE 
Silk Stockings 











mrs | 














The women who wear 
Mutual-Knit and Pat- 
Knit Hosiery buy the 
better kinds of silk un- 


derwear. 


Above garment by Tailored 


Sitk Undergarment Co. 





AT-KNIT Stock 
ings are Full Fash- 
ioned to Fit of the fin- 
est ingrain Silk. Won- 


' derfully lustrous and 


balanced in weight. Ex- 
tra elastic tops. All 
seasonable shades. 


‘ety of unusual clockings. 


With a True Full Fashioned Foot 







swe Ss IKE évery other type of silk hosiery man- 
"A no ufactured by the Paterson or Mutual 

Mills, our open lace clocks numbers pos- 
_ ~~ and above their high excellence of basic 
quality, definite points of distinction that further 
establish that new standard of ralue. 


This is the only line of lace clock hosiery, for ex- 
ample, with a TRUE FULL FASHIONED 
ALL SILK FOOT without seams on the sides of 
the feet. Made with lisle and silk tops in a vari- 
Another argument 
and a decisive one in favor of making Pat-Knit 
and Mutual-Knit lines the main feature of your 
hosiery business. 
Selling direct from Mills to Retailers: 
utual Hosiery Mills, Inc. 
Tacony, Philadelphia, Pa. 
Paterson Knitting Mills, Inc., 
Paterson and Ramsey, N. J 


PATERSON KN ITTING MILLS, 


267 FIFTH AVENUE 


NEW YORK anes 













Murat - KNIT 
Stockings are Full 
Fashioned to Fit. Made 
in all weights from the 
ever-popular chiffons 
to the wear-defying 12 
strand silk. All les 
made with 4 ply 

with toe and heel extra 
reinforced by extra long 
staple Egyptian cot- 
ton. Seasonable shades © 
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FRANKLIN 


WOOLEN HOSIERY 


OU “may examine 
Franklin Wool Socks 
as closely as you care to. 
The close, elastic knitting, fine yarns 
and flawless clocking make Franklin 
your best for retailing at popular prices. 
Be sure to see this line. 

The Complete Franklin Line 
Women’s stockings and men’s half hose 
in Wool and Silk-and-Wool; seamless 
and full fashioned; in solid colors, 
fancy and heather mixtures, with and 
without clocks. 

Men’s Wool and Silk-and-Wool 

Golf Hose 

Boys’ and Girls’ Wool Golf Hose 

Children’s Wool Hose in black and 

heathers. 

Leading Wholesalers Sell Franklin 


SULLOWAY MILLS 
FRANKLIN, NEW HAMPSHIRE 
E. M. Townsend & Co., Sole Agents 

345 Broadway, New York 


Boston Philadelphia 
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ROLLINS ae’ HOSIER 
Cnabler You ro Keuder-a SoubleSruic 


















































Definition of Double-Service 
: *“‘DOUBLE-SERVICE’ When applied to shoe stores designates those ; 
cof) establishments which have felt the need of selling ‘footwear’ instead ae 
of* just shoes.’ ” 
—Rollins Dictionary 

Double-service shoe stores are the ones which to identify your business as a store of double- 

are not satisfied when they sell a loyal cus- service and sell “footwear,” you will be 

tomer a pair of pumps and then watch her interested in the information we have pre- 
eee walk next door or across the street to buy the pared for you. It’s yours for the writing. bt 
+ new hose she must have to match those pumps. ys 

They have decided to render the necessary If you are already selling “footwear” but 

double service to which their patrons (and the would like to identify your shoe business as 

profit sides of their ledgers) are entitled. one of double-service, you’ll be interested in the 

Rollins proposition. Ask for it anyway. 

If you are selling “‘just shoes” but would like You can’t loose—you might gain. 

<c@oc a . HMevivry- Soo 
- t o.a 














NO. 1 NO. 2 NO. 3 
A one-style assortment consisting of The major part of this assortment is ae te. 5 intetes 5 wife 
asso No. 1 but e 0 class s osiery in full- 
Se ee with the addition pr rm Ym three semi- fashioned and semi-fashioned styles 
style 2501. It’s a_ full-fashioned together with fancy and novelty 
fashioned silk styles that are large bei 
2 Japan thread silk stocking, fine gauge numbers consisting of lace clocks 
ote . sellers. It includes a wide range of embroidered clocks, lace inserts an 
and dyed with Rollins puredye. Has colors and sizes in a pure silk knit- sheer chiffons in both all silk and silk 
long wearing lisle tops, heels and toes. to-shape semi-fashioned stocking to- with lisle tops. 
There is no better silk stocking made gether. with ribbed top and out-size This assortment is essential to the 
to retail at $2.00. numbers; also one chiffon 3tyle. double-service store that caters to 


ha 
the more fastidious trade. It is also 
a l assortment for the shoe 
merchant who already has a hosie 





This is the type of hosiery that you We recommend this particular assort- department but is dissatisfied wit! 

can back with the reputation of your ment to stores that wish to offer a the hosiery and service he 

store. We suggest this assortment more comprehensive double- service py TH wae Bees es ore 

for any shoe store just starting to — they could with assortment No. ja ae png = A _ ~ at 
only. An especially valuable assort- 








handle hosiery. The approximate ment for stores catering to medium ocoure a ean ane — 4 bg 
cost of a sufficiently large opening priced trade. The approximate mate cost of this more-than-ordinary 
II bch ctiecceasebesesen $150.00 GE Bis p ovccctvessvcesdeds $300.00 assortment 18........-...+. $450.00. 









The ROLLINS way of getting business is to help the dealer get it. Our Advertising Service 
Department will work with you individually—writing special letters and in other ways aiding in 
multiplying your hosiery turnever. 


ROLLINS HOSIERY MILLS 


DES MOINES, IOWA 


























Salesrooms and Warehouses . Sales Offices 
be Denver St. Louis Cleveland 
902 Medinah Bidg. 1759 Lawrence Street San eee - Seattle 
etroit 
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PLEASING TRIBUTES 


HE numerous unsolicit- 

ed letters of glowing 
praise for Corticelli Silk 
Hosiery which we have re- 
ceived have indeed been 
gratifying. Some of the 
experiences related are so 
characteristic of the extra- 
ordinary service given by Corticelli 
Hosiery that we are quoting them in 
our national consumer advertising. 


They have pleased us especially 
because it has been our sincere aim 
to produce a stocking of the highest 
quality, in keeping with the high 
reputation that Corticelli has held 
with generations of American women. 


We felt that because of our famil- 
iarity with the problems of silk man- 
ufacturing gained through our i85 
years of experience, we could make a 
fine silk hosiery which would combine 





rare beauty with unusual 
service. 


And so _ enthusiastically 
has Corticelli Silk Hosiery 
been received that in two 
brief years it has attained 
national distribution and a 
sales volume which ranks it as one 
of the leading quality brands of 
hosiery. 


Aggressive advertising in the lead- 
ing women’s publications backs up 
Corticelli dealers, and makes Corti- 
celli Hosiery known in every city, 
village and hamlet. 


Our office nearest to you will be 
glad to give you complete details as 
to what this new silk hosiery offers 
you—a fine silk hosiery bearing a 
name which has been a favorite for 
generations. , 
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Tue CorTICELLI SILK COMPANY 
New York, Philadelphia, Baltimore, Boston, Cincinnati 
St. Louis, Chicago, St. Paul, San Francisco 





orticelli 
FINESILK HOSIERY 
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Gelling 
More Hosiery 
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Retail Shoe 
Store 














A DEPARTMENT OF THE Boot AND SHOE RECORDER 
207 South Street, Boston 


What Shall I Buy For Spring? 


these days that a word of caution on the 

subject is in order, lest buyers run away 
with the idea that they are the whole story. The 
Recorder feels all the more at liberty to issue this 
word of warning since it was among the first to 
forecast the strong vogue that chiffons have at- 
tained. The word of warning is simply this: 

Don’t stock chiffons to the neglect of the 
heavier lines or without regard to the tastes and 
buying habits of your customers. 

The general desire of American women to be 
smart and up-to-date in dress tends to create a 
certain uniformity of styles throughout this 
country, so that what is good in New York and 
Chicago is apt to be good in Oskosh and Oskaloosa. 
But there are considerable variations all the same. 


Different Cities—Different Styles 


It is a well-known fact that while some com- 
munities tend to be ultra-fashionable in dress, 
others tend to be conservative. The difference 
can easily be noted by anybody who takes a 
jump from New York, for example, to Boston or 
to Washington, D. C. It may be noted even in 
communities as close to each other as Baltimore 
and Washington. And what is a big selling style 
in one of those cities may not necessarily be big 
in the others. 

Chiffon hose are a case in point. - They have 
been leading sellers during the last couple of 
months in cities as far apart as Chicago and San 
Francisco, while in Boston and Philadelphia they 
have been of minor importance. Obviously the 
weather cannot be responsible altogether for this 


S: much is being talked about chiffon hosiery 


difference; the cause must lie in the differing 
tastes of the average woman in these communi- 
ties. Similar differences may exist between the 
customers of different stores in the same com- 
munity. A store which caters to a certain class 
of customers is apt to have a different experience 
from a store catering to another class. 


How This Difference Works Out 


For example, during the month of February 
the Gotham Hosiery Shops in New York. found 
white to be their third best selling color, while 
department stores had a comparatively negligible 
call for white. Also, while gun metal was ranking 
fifth among colors with the Gotham shops, it was 
running pretty close to first in some other stores. 
There are a very large number of women who do 
not like sheer hose and never will like them, and 
these women are apt to be very much in the 
majority in communities which normally tend to 
be a bit conservative about dress. Furthermore, 
sheer hose go only with certain types of dressy 
shoes, such as black satin or patent leather, and 
this also tends to limit the call for them even 
among the smarter element of a community. 

For these reasons the hosiery buyer should be 
careful not to overstock chiffons. It is safer to 
overstock the more staple styles, because they 
will always be good, whereas the vogue of chiffons, 
like any other whim of fashion, cannot be counted 
upon. Having made these reservations it may be 
stated again that chiffons, generally speaking, will 
be big this spring, and that in communities where 
the vogue for sheer hosiery has already made itself 
felt the buyer can very safely commit hiniself 
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Light wools a good 
bet if Summer is a 
rainy one. 


ke 
ee 


ahead to a reasonable extent on these goods. In 
communities where the vogue has nct yet made 
itself felt, the buyer should confine himself to 
sample orders for display purposes, which will 
enable him to feel out his public. Always he 
should keep a watchful eye on his particular 


public. 
White Hose—and the Weather 


A little word of caution may be spoken also 
regarding white hosiery. The Recorder has 
strongly endorsed white for Spring, and there is 
every reason to believe that we shall have an un- 
usually good white season. White, as a matter 
of fact, is always pretty good in the summer time. 
But it should be kept in mind that the call for 
white depends a lot on the weather. A cool, rainy 
Summer would unquestionably play hob with the 
most promising white season. Of course, there is 
no reason to expect that we shall not have season- 
able weather this Summer, but in view of the pos- 
sibility that the weather may not be seasonable, 
it is better not to anticipate an unusually heavy 
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W ool golf hose in the pop- 
ular diamond pattern, 
imported from England 
by Krueger-Tobin, Inc. 
















call for whites. They should be bought simply in 
normal quantity. 

In other words, as far as his advance buying is 
concerned, the buyer should figare that he will 
have about a normal white season. He should 
not hold off altogether until the season is actually 
under way, because nobody knows how supplies 
will be then. If the Summer turns out to be 
normally fine, there may be such a big demand 
for white hosiery that manufacturers will find it 
impossible to make deliveries in time. On the 
other hand there may be considerable quantities 
of white hosiery carried over from last season. 
Since there are so many uncertain factors in the 
situation, the best policy to follow is to buy in 
moderate quantities, so as to avoid being over- 
stocked if the season turns out unfavorably or 
short of merchandise if the season turns out well. 


Rain May Spell Light-Weight Wool 


Speaking of the weather, one of the things a 
cool, rainy Spring and Summer may do is promote 
a steady demand for light-weight wool or wool and 
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silk hosiery. There is apt to be a considerable 
demand for this class of hosiery anyhow, at least 
until the weather gets very hot. Sports things 
are going to have a big vogue this season, both 
for strictly sports wear and for general outdoor 
wear, and wool or wool-mixed hosiery will fit in 
with it. In this class of hosiery camel color is 
likely to be very good, since it appears that 
camel’s hair cloth will be worn a lot for sports 
skirts, capes, suits and other outdoor apparel. 
Other hosiery styles which will probably benefit 
from the sports vogue, are ribbed lisles in bright 
colors or contrasting stripes, as well as hosiery 
with diamond checks and other fancy effects. 
Many authorities are beginning to look for a 
riot of colors in sports hosiery this season, but the 
indications of this are not yet sufficiently pro- 
nounced to be taken as a safe guide. There is 
evidence, however, of a vogue for certain definite 
color effects, such as bright colored clocks on 
white hose or colored patterns on a plain ground. 


More New Names Than New Colors 


What we are having in the hosiery market just 
now is not so much a riot of colors as a riot of 
queer color names. A man would have to be an 
expert philologist as well as a color expert to guess 
at the meaning of half the names of colors that 
appear in any representative line this season. 
What color, for example, is skyne or piping rock 
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or noisette or fauvette or greve or changre? All 
this is very confusing to the buyer and makes it 
very difficult to tell exactly what colors are sell- 
ing or likely to sell best. 

Of course, if a manufacturer gets out a new 
color, perhaps he has no alternative but to give 
it a new and unrecognizable name; but all the 
same it would be a great boon to hosiery buyers 
if there could be some way found of simplifying 
this color maze. It may be said, however, that, 
apart from black and white, the best hosiery 
colors this spring will probably be the softer 
shades of tan, ranging from medium fawn to 
beige, and the medium shades of gray. These 
gray shades seem to promise particularly well. 
In sheer hosiery, gun metal is likely to be the 
leader, with light gray and beige also in the run- 
ning. For evening wear, white, silver, gold and 
high matching colors are indicated. 


Clockings Probably Good 


There are a number of people in the market 
who believe that there will not be much call for 
fancy effects in silk hosiery this spring. They 
include clocks of all descriptions as well as all- 
over lace and drop-stitch effects. Nevertheless it 
appears very likely that lace or open-work clocks 
will continue in favor and that all-over open- 
work effects will have some acceptance. Em- 
broidered clocks do not look good at present. 





Hostery dominates the approach. You can not pass without conviction that hosiery is a big 
feature in the new Fairbend Shoe Store, Brooklyn, N. Y. 
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Above—A novel com- 
bination of lace clock 
and jacquard effect from 
the Van Raalte Co. 


To the right—A drop 
stitch net effect in glove 
silk from the Shanahan 
Co. 
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For Dress Wear 


Some Fancy Effects 
Achieved by (lock- 
ing and Drop Stitch 
Should Hove T heir 
Place inYourStock 


és 
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For Sport Wear 


Lisle and Silk and 
Lisle— Str ipp ed 
and Ribbed—(an 
Be Had in a VUa- 
riety of (olors and 
Patterns. 


Above—Emery & Beers 
striped silk and_lisle 
sport novelty in various 
delicate colors. To the 
left—Gray lisle in drop 
stitch effect for sports 
and every day wear from 
the same company. 


Issue of March 3, 1923 








194 


HOSIERY SECTION 


Boot and Shoe Recorder 


Some Tips for Hosiery Buyers 


How Successful Merchants Choose Colors, What They 


Think About 
They Make 


N informal conference of department store 
A bees buyers, held recently in New York, 

brought up a number of matters which are 
of practical interest to retail hosiery merchants 
generally. Considering that the buyers who took 
part in theconference camefrom stores of different 
sizes in different parts of the country, it was re- 
markable how much alike their problems were 
and how closely their opinions coincided on the 
subjects under discussion. 

One of the problems which seemed to interest 
them most was the correct selection of hosiery 
colors in advance of the season. A very interest- 
ing little talk on this subject was given by R. F. 
Bradford, the hosiery buyer for R. H. Macy & 
Co., who follows a system that has proved very 
successful. 


Good Color Sources to Cultivate 


In trying to judge the correct colors ahead, Mr. 
Bradford seeks guidance from various sources. 
First he consults with the shoe buyer, who gives 
him the advance leather colors. He gets similar 
information from the buyers of silks and dress 
goods, as well as from all other persons he knows 
who have any authoritative knowledge of style 
tendencies. He reads the advance Paris fashion 
news and the views of style authorities in other 
fields. Then he gets the views of hosiery manu- 
facturers on the color trend. Finally he keeps 
close tabs on what his customers ask for, because 
he has found that some of the smartly dressed 
customers who come into his store are likely to 
have pretty accurate advance ideas about colors. 

With all this information at his disposal, he is 
in a position to make his color selections, and he 
finds that he is usually right on the best color. 
He considers that a buyer cannot go far wrong 
in his color selections if he uses proper judgment 
and avails himself of all the information at his 
disposal. And he believes that the ability to 
select the right color in advance, makes a consider- 
able differehce in the profits of a hosiery depart- 
ment. There is no question about this. A buyer 
who stocks the right colors stands little chance 
of getting stuck with slow moving goods. 


Does Re-Dyeing Affect Durability 


The re-dyeing of hosiery to the wanted shades 
is a phase of the hosiery business which has come 
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‘Re-Dyed Hose and How 


Adjustments 


into considerable prominence of late, but most 
of the buyers at the conference above mentioned 
expressed themselves against it. It was pointed 
out that silk hosiery is necessarily punished to 
some extent in the original dyeing and it is 
punished still more in re-dyeing. In other words 
its wearing quality is impaired. Besides, the 
color is not likely to last. An instance was given 
of a shipment of gun metal hosiery which turned 
a greenish shade after it had been on the shelves 
for some time. Apparently the goods had been 
re-dyed from another color. 

It is the experience of department store buyers 
that most women want ingrain hosiery, because 
it has a higher lustre and retains its lustre longer 
than dip dye goods. Generally speaking, dip dye 
hosiery wears wonderfully well, because it is not 
weighted; but it is apt to lose its silky lustre and 
get a somewhat cottony look after it has been 
washed a number of times. Ingrain hosiery, on 
the other hand, retains its silky lustre after suc- 
cessive washings. But a large proportion of in- 
grain hosiery is weighted in the dyeing, and its 
wearing quality is impaired to the extent of the 
weighting. This means dissatisfaction on the 
part of the customer and probably loss of good 
will on the part of the store. The best policy for 
a buyer to pursue in the matter of ingrain hosiery 
is to buy only pure dye goods or goods with a 
very small percentage of weighting. 


A Good Adjustment Policy 


Since satisfaction for the customer means suc- 
cess for the store, buyers should make every 
effort to satisfy their customers, even if it means 
some loss of immediate profit. For instance, in 
the matter of returns for defects. Some successful 
stores are very liberal in this matter, taking back 
damaged hose without question, except when the 
damage is clearly the fault of the customer. 
They find that it pays, and that the cost of it 
could profitably be charged up to advertising. 
The cost of even such a liberal policy is surpris- 
ingly small. For instance, R. H. Macy & Co., 
who make returns without question, even on 
seconds, find that the returns of damaged goods 
average only about one-quarter of one per cent of 
the sales. This is not much to pay for excellent 
good-will advertising. 
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Of course, in order to follow such a policy 
profitably, it is necessary to buy only merchan- 
dise that is backed by the reputation of its maker. 
Even department stores, which sell a lot of goods 
under their own brands, find that it pays to 
carry a substantial proportion of trade-marked 
or branded lines. 


The Advantage of Trade-Marked Brands 


These lines are widely advertised to the con- 
sumer and are well known to the consumer. And 
even if the consumer does not actually insist on 
having some nationally 
advertised brand, some 
such brand is likely to be 
the standard of compari- 
son by which she judges 
any other lines the re- 
tailer may have to offer. 
The point is that the 
manufacturer stands pub- 
licly behind the quality 
of a nationally advertised 
brand, while the retailer 
himself must stand behind 
the quality of an un- 
branded article. Conse- 
quently he should be 
especially careful about 
the quality of the un- 
branded goods he buys. 

Experienced hosiery 
buyers find that while it 
is bad policy to carry too 
many lines, it is equally 
bad policy to carry only 
the lines of one or two 
firms. Fires, strikes or 
any other causes that 
would prevent or delay 
delivery from a mill 
might cause serious loss to a buyer who was tied 
up to that particular mill. It would at least be 
inconvenient. On the other hand, he cannot 
expect to spread his business out thinly over a 
large number of houses and expect to get the 
best service from all of them. A buyer should 
vary his lines just enough to give his customers a 
fair range of choice. 


Watch Your Step on Seconds 


The hosiery buyer should always be very careful 
about seconds. Naturally a reputable house will 
not sell seconds as firsts, but slight defects occur 
very easily in the knitting of silk hosiery, and 
often a considerable proportion of seconds will ap- 
pear through some inadvertence in a shipment. 
Also many of the lots offered from time to time 
at bargain prices turn out, on inspection, to be 





HOSIERY SECTION 





A pure dye, dipped silk stocking of high quality from 
the “Gordon” line of the Brown-Durrell Co. 
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seconds, although they are not described.as such. 
When hosiery is sold from open stock “‘as is,” it 
is up to the buyer to inspect it carefully before 
he buys. When he orders from sample, he should 
notify the manufacturer if the shipment is un- 
satisfactory in any way. 

It is better for the retail merchant and better 
for the manufacturer if defects in hosiery are dis- 
covered before the customer comes back to kick 
about them. For this reason every sales person 
should be instructed to look for flaws in the 
hosiery she sells, so that as far as possible she 
can avoid selling a defec- 
tive pair. Seconds are a 
good enough proposition 
in themselves.. They are 
often excellent values for 
the price. But they should 
not be represented as 
firsts nor sold at the price 
of firsts. 





Don’t Ask to See Them 


If a customer complains 
that the silk stockings she 
bought from you have 
quickly developed runs 
or holes, ask her as tact- 
fully as you can whether 
she wears tight hose sup- 
porters. A large pro- 
portion of holes and runs 
are caused in this way. 
A pair of silk hose strong 
enough to pull a Pierce 
Arrow touring car may 
not be proof against a hose 
supporter tightly clamped 
on one spot and exert- 
ing a continuous strain on it. If a woman 
is wearing her supporters too tight the chances are 
that she is not ouying the right size in hose. 
Either they are too large, and she is trying to snug 
them up, or they are too short and she is trying to 
make them cover more than they were intended 
to cover. 





How to Put on Hosiery 


If possible suggest to your customers that they 
use care in putting on silk hosiery—especially 
sheer hosiery. Digging a bunch of sharp finger 
nails into the stocking and pulling it on hastily 
over the foot and leg is not quite fair to the 
stocking. The trouble is that a woman is apt to 
blame the store if her hose will not stand this 
ruthless treatment. 
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ei innieiiiamnanediaaiielle — 


Shoes and stockings— 
they belong together! 


Stockings should make profits for shoe dealers as well as 
department stores. 

You may feel that you cannot or do not want to compete 
with department stores for stocking business. Then don’t! 

You don’t have to compete with anybody. You can be ina 
class by yourself — sell McCallum Silk Stockings. 

McCallum Hosiery Company is the pioneer silk hosiery manu- 
facturer of America. McCallum Silk Stockings have been 
nationally advertised for fourteen years. They have a reputa- 
tion for being the highest-quality silk stockings made. This 
prestige has been built up for the benefit of the McCallum 
dealer as well as the McCallum Hosiery Company. 

Not all dealers sell McCallum Silk Stockings. Those who do, 
know that the McCallum name is an asset of their business. They 
carry the complete line of men’s and women’s, starting with $2, 
and they push the $3 and $4 numbers. 

McCallum Silk Stockings are an exclusive line, but not too 
expensive. They sell, and sell well. Write now for information 
on how you can make this name an asset of your business. 


“You Just Know She Wears Them” 


Ss 
McCallum 
SILK HOSIERY 


McCatitum Hosiery Company, NorTHAMPTON, Mass. 
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How silk is wound in a throwing plant. Here individual silk threads are twisted 
and doubled with other threads to give strength. 


How Your Silken Hosiery Is Made 


Part I—the Raw Materials 


has been said that a pure silk thread would 

be as strong as an equal thickness of steel 
wire. In addition it is very elastic and durable, 
and has a beautiful natural luster. It possesses 
high absorptive qualities, which make it easy 
to dye in the most delicate colors. Finally, it is 
a poor conductor of heat, and is consequently 
very warm in proportion to its weight and thick- 
ness.. For these reasons silk is in great and grow- 
ing demand, despite its high cost. 

How costly silk really is, may be seen by com- 
paring its price with that of other textile fibers. 
At the present writing the top quotation for the 
finest grade of extra long staple cotton is 39 
cents a pound, for the finest grade of scoured, 
merino wool about $1.40 to $1.45 a pound, and 


Sis the strongest of all textilefibres. It 


for the finest grade of China silk about $9.15 a 
pound. The reason why silk is so much more 
expensive is not because it is so much more desir- 
able that the demand constantly outstrips the 
supply; it is because the process of producing 
silk is in itself very expensive—so expensive that 
the profitable production of silk can be carried 
on only in countries where labor is cheap. 


The Beginning of a Silk Stocking 


Silk culture begins with the raising of silk- 
worm eggs, or seeds, as they are called. In most 
silk-producing countries, this is carried on as a 
separate industry by experts in the care and 
breeding of silk worms. These eggs weigh between 
30,000 and 40,000 to the ounce. When they are 
hatched, there emerges from each of them a tiny 
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Style No. 1051 


(See other page) 


thdt 


TRADE 


FAMILY TAILORED HOSIERY 








MARK 


We herewith submit for your considera- 
tion four late additions to the Weldrest 
Line. 


Every one of these numbers contributes 
a distinct fashion note, and is sure to 
please early Spring buyers. All are very 
high in quality, yet very moderate in 
price—thus conforming to the Weldrest 
policy of the best possible best for the 
greatest possible number. 


Descriptions of these new numbers will 
be found on the opposite page. 


The Weldrest Line of Family Tailored 
Hosiery now comprises children’s goods 
in fancy socks and three-quarter lengths 
(mercerized and silk), as well as fine and 
heavy ribs; men’s socks in silk, mercer- 
ized and lisle—and of course women’s 
hose in all conceivable styles, grades and 
prices. 


Remember that all Weldrest Hosiery is 
shipped direct from our mills—we have a 
plant equipped to meet any requirements 
you may name. And remember also that 
actual day-by-day consumer use all over 
the United States has proved the Weldrest 
slogan of 


Made Different 
Looks Different 
Fits Different 
Wears Different 


Is Different 
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Meets the Most Exacting 
Demands of Spring Trade 


No. 1502 is a more than ordinarily attractive 
combination of silk and art silk. It has a 19-inch 
boot, and is made with a variety of seams. The 
illustration shows the popular lace back seam, 
but we also knit it with broad, flat, tailored seam 
(List No. 500), with the usual round seam (List 
No. 1000) and with a lace boot effect (List No. 
1503). We price this stocking to sell at $1.00 
retail, and look upon it as one of our very best 
efforts. With its various combinations of seams 
(all selling at the same price), it makes a stunning 
popular-priced leader for any hosiery department. 








No. 867 is a “crack extra” 14-strand silk stocking, 
with broad, flat, tailored seam and extra elastic 
rib top made on 520 needles. This is a crackajack 
number for the woman of slightly heavy type who 
needs a stocking with a little extra “give,” yet 
hesitates to ask for it for fear of sacrificing style. 
As can be seen by the illustration, style, fit, qual- 
ity and comfort are combined in this number to a 
most remarkable degree. Ripping at the knee is 
an impossibility in this stocking. Priced to retail 


Style No. 1502 at $1.95. Style No. 867 


























No. 801—Here’s a $1.50 leader that will stimulate 
Spring buying. It’s “crack extra” silk boot, and 
made with lace clock and round tailored seam. 
A style number of the A-1 sort, and possessing the 
degree of value that the woman who demands full 
purchasing power from every penny will appreci- 
ate. By all means include this number in your 
earliest orders. 


No. 1051—(Illustrated on opposite page.) This 
is a beautiful “crack extra” silk lustrous chiffon, 
with all the snap and “verve” of Paris itself knit- 
ted into every stitch. It (indeed, all Weldrest 
hose does, for that matter) gives style and snug 
fit on even the slenderest woman. Made to retail 
profitably at $1.50 to $1.75, this stocking is one 
you can whole-heartedly recommend to your 
finest trade. 





Style No. 801 


ALLEN HOSIERY COMPANY 


23rd St. and Allegheny Avenue, Philadelphia 
New York City Philadelphia . Baltimore Chicago Dallas 
Textile Bidg. 1009 Filbert St. 100 Eutaw St. 303 W. Monroe St. 2103 Magnolia Bidg. 


295 Fifth Ave. 


OOO OO OOOO OOOO Oooo ooo 
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ROSAINE MEANS 
Right Price - - Best Quality - - Prompt Service 


AND Don’t forget ROSAINE HOSIERY Builds Business by Making Satisfied 


Customers. 


No. 5755—The newest and best in all silk Chiffon Hose with a French 
Tailored Seam. A very dressy stocking, highly recommended for 
sheerness and durability. Colors: Black, Gun Metal, Dune, African. 
Ere: = — 
No. 1210—A Twelve Strand Pure Dipped Dyed all Silk Hose. No 
better stocking can be made, no matter what the cost. Price. ..$21.50 


No. 1209—This is the first popular-priced chiffon made in America. 
Its sheerness and durability are responsible for the success of Chiffon 
Hosiery today. Colors: Black, Gun Metal, Mode, Nude, Taupe, White, 


Gold, African. Dune. Otter, Polo, Cinnamon, Gazelle, Greve, Flesh» 
Changre, Neutral, Med. Gray, Fawn, Silver, Bronze. Price. .$21.00 


No. 1212—A Full Fashioned Chiffon Hose with an &-inch lisle top, 
silk foot. Colors: African Brown, Cinnamon, Gun Metal, Otter, 
Black, Dune, Med. Gray, Polo Gray, Bronze, Fawn, Nude, Silver. 
Price $16.50 


No. 5017— Pure dipped dyed Silk Hose with 8 inch Lisle Top. This 
stocking is made of the finest material only and is-an established heater 


in its class. Price....... 2 eee ce pccmcs ce cece cssccoceees 
Out-Size Af. Brown. Out-Size Black. Out-Size White,. .. .$18.00 


ALL SHADES FOR IMMEDIATE DELIVER Y 


: osenhain Co. Inc. 
290 Sifth clve. New York Cily 
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worm. During the 20 to 30 days of its existence 
this worm lives on mulberry leaves and will eat 
about §0 times its own weight. In Japan alone 
there are about 15,000,000 acres devoted exclu- 
sively to the growing of mulberry trees for feed- 
ing silk worms. The average maximum produc- 
tion of a mulberry tree, which it reaches at the 
age of 20 years, is about 210 pounds of leaves, 
and it takes about 300 pounds of mulberry leaves 
to raise a pound of silk. 

While the worms are being reared, they must 
be attended to with great care. They are easily 
injured by dampness, cold or unequal tempera- 
ture. The rearing house must be kept at an even 
temperature, fresh mulberry leaves must be pro- 
vided regularly, the tray on which the worms are 
laid must be changed and cleaned frequently, 
extreme delicacy is necessary in- handling the 
worms, and every precaution must be taken to 
avoid noise. As the worm ‘develops its glands 
become charged with a gummy liquid. Finally it 
stops eating and starts exuding this liquid in a 
thin filament which hardens immediately on 
being exposed to the air and which it spins around 
itself in the form of a figure 8. The liquid fila- 


ment is raw silk and the shell which the worm. 


spins around itself out of this raw silk is known 
as the cocoon. An average cocoon will contain 
as much as 600 yards of silk filament, and it would 
take about 1000 miles of this filament to make a 


pound of silk. 
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Then They Murder the Worms 


After the cocoon is spun, the worm has shrunk 
to a small dried-up chrysalis, and if left alone it 
will develop in 18 or 20 days into a butterfly, or 
moth, which breaks through the cocoon and flies 
into the sunshine. But in silk- -rearing establish- 
ments all worms, except those needed for breed- 
ing, are killed in the chrysalis stage, usually by 
suffocating in dry air at a high temperature. 
This is done because the tearing of the cocoon 
after the chrysalis has developed into a moth 
breaks the fibres and makes them less valuable 
for textile purposes. But when the cocoon is un- 
broken the fibre can be reeled off in one continu- 
ous thread. 

The process of reeling silk from the cocoons 
involves a great amount of skill and labor. It is 
carried on for the most part in large establish- 
ments known as filatures, although a certain 
amount of it is done by cottagers in their homes. 
Silk reeled in cottagers’ homes is known as hand- 
reeled silk, and it is frequently re-reeled in the 
filatures to make it cleaner and more even. In 
the reeling process the cocoons are immersed in 
basins of hot water to loosen the gum and are 
beaten about in the water by an automatic brush 
known as a cocoon beater. Loose ends of silk 
filament adhere to the brush and are picked off 
by the reeling girl. The outside layer of silk on 
the cocoons is discarded to be used as waste silk. 
Then the reeling girl gathers from the brush a 





= i. 
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Showing the process of reeling the fine silk threads of which the cocoon is male. This is a Fapanese filature 
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Ld e ” 
More chiffons’ ts the order of the day g 
o1 
Spring finds the chiffon stocking firmly entrenched in popular he 
favor—as evidenced in the continued predominance of chif- th 
fons in the orders of hosiery buyers. di 
Gold Seal chiffons first win attention by their sheer beauty = 
and delicate perfection of texture. Their steady gain in = 
favor, however, is even more firmly established on long and pl 
satisfactory service. Pr 
Long-wearing quality and enduring beauty characterize de 
every number in the Gold Seal Line—from the sheerest chif- ” 
fon to the heaviest silk. A 
No. 315—A chiffon number—combines va 
gossamer beauty with flawless texture. ‘ in 
Full fashioned. In colors. St 
Philadelphia Knitting Mills Company ig 


Sixteenth Street and Indiana Avenue 


PHILADELPHIA 
1270 Broadway, NEW YORK 


GOLD SEAL Silk Stockings 


Quality first since 1889 
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number of ends of the inside silk, which she holds 
in her left hand, and with her right she takes as 
many ends as are necessary to make the desired 
size of thread. The number of ends combined 
into one thread may vary from two to twelve or 
more. Six ends usually go to make the standard 
thread of 13-15 denier size most commonly used 
in America. 


How the Thread Is Made 


These ends are combined into one thread by 
passing through a little hole pierced in the center 
of a glass ring above the basin. The thread is 
then twisted around itself about 200 times in a 
long spiral and passes to a revolving reel, upon 
which it is wound into skeins. In order that the 
threads may be distributed evenly on the reel, 
they pass over travelers which move horizontally 
back and forth. These travelers are equipped 
with steam-heated tubes to dry the silk as it 
passes over them. When the silk has been reeled 
it is put up in skeins or hanks of 50 to 100 grams 
each and is then ready to be shipped. 

Raw silk is marketed in a variety of different 
grades. As a rule the grading is done by official 
or semi-official agencies, known as conditioning 
houses. The main factors taken into considera- 
tion in determining the grades of silk are con- 
ditioned weight, size, boil-off, color, cleanliness, 
uniformity, winding strength and elasticity. The 
conditioned weight is the absolute dry weight, 
plus an allowance of 11 per cent for moisture. 
The size of silk is measured by the number of 
deniers to 450 metres of the thread. The denier 
is an ancient French weight equivalent to .o§ 
gram (533 1-3 to the ounce avoirdupois). Boil-off 
refers to the percentage of gum in the silk—which 
varies from about Io to 25 per cent. The wind- 
ing strength is based generally—in the United 
States at least—on the number of breaks occur- 
ring in 30 or more skeins wound on a reel under 
light tension at the rate of about 120 yards per 
minute. 

Several Threads to Make One 


Raw silk thread, as it comes from the filatures, 
is too fragile as a rule to be woven or knitted 
into a fabric. Consequently it must go through 
a further process of twisting and doubling with 
other threads before it is strong enough for ordi- 
nary manufacturing purposes. This process is 
known as throwing. In the throwing mill the 
skeins of raw silk are soaked from Io to 12 hours 
in warm water and soap in order to soften the 
gum, and then are dried out and placed on light 
reels called swifts. From these reels they are 


wound off on bobbins. Because of the compara- 
tively high cost of labor in the United States the 
thread must be wound at a high rate of speed. 
Every break in the thread stops the machinery 
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until the thread is tied by an operator. Hence 
the importance of the winding test, already 
mentioned. 

The bobbins of silk are taken to a machine, 
called a twister, where they are given the desired 
amount of twist, generally 16 turns to the inch. 
Then two or more threads are brought together 
by a machine known as a doubler and are twisted 
again in a reverse direction, usually 14 turns to 
the inch. The result is known as organzine. 
When the single threads are not twisted before 
doubling and the combined threads receive only 
a slight twist of two or three turns to the inch 
after doubling, the result is known as tram. Silk 
hosiery is made with tram silk. 

Only reeled silk is suitable for throwing, and 
all silk that is not suitable for throwing is usually 
known as waste silk. It has been estimated that 
of all the raw silk produced, more than one-half 
is so-called waste silk. This includes the outside 
and inside layers of reeled cocoons, the silk from 
pierced and other imperfect cocoons, as well as 
waste from filatures and throwing mills, such as 
short, broken and tangled threads and the like— 
all of which is classified as raw waste or gum 
waste. There is also a form of waste derived 
from the weaving mills and dressmakers’ establish- 
ments, including clippings of piece goods, loose 
threads and so forth. This may properly be de- 
scribed as silk shoddy. 


Waste Silk Made into Yarn 


All waste silk is spun into yarns, just like 
cotton or wool. Raw waste is degummed either 
by immersion in boiling soapsuds or by fermen- 
tation. Waste silk degummed by the latter 
method is known as schappe, and it is superior 
in glossiness and strength to other waste silk. 
The process used in recovering silk shoddy is 
similar to that used in recovering wool shoddy. 
Raw waste is put through opening and picking 
machines, just like cotton, and the better qualities 
are put through a combing process, which in the 
silk industry is known as dressing. Subsequently 
it is drawn and spun into yarn. 

The finest grades of spun silk are suitable for 
use in the best velvets and plushes, while the 
lower grades are suitable only for such purposes 
as steam-pipe packing and electrical insulating. 
Between these two extremes there are many 
different qualities, some of which are very useful 
and durable. But generally speaking, spun silk 
is much inferior in wearing quality to reeled silk 
and also is very much cheaper. 





Time Fights Against Weighted Hose 


It is important to remember that weighted silk 
deteriorates with time, even if it is not worn. 
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Sheer! 
LOOK! 


Hold any pair of QUAKER ALL- 
SILK CHIFFON Hosiery against 
the light; they’re perfect—not 
a “pick” or clouded streak in 
them—and as sheer as chiffon 
without its fragility. 


How can we do it? 


—By knitting Quaker ALL-SILK 
CHIFFON Hosiery on new, 
special machines—with the finest 
quality of thread silk ever used 
—and by the. knowledge that 
comes of the longest experience 
in the manufacture of Chiffon 
stockings. 


QUAKER 3k 
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Strength! 
PULL! 


Quaker ALL-SILK CHIFFON 
Hosiery will stand the severest 
strain. You need no other argu- 
ment to convince the women who 
buy chiffon hosiery. 


Quaker ALL-SILK CHIFFON 
Hosiery ends their search for the 
best at the lowest price. 




















What do they cost you? See the 
little Quaker box with prices 





and colors. QUAKER ALL-SILK 
CHIFFON HOSE 

The wise buyers will purchase Comes in the following Colors: 

now—while the market is low. Black, _Gun Metal, Paris Cinnamon, 
° ° Silver, Taupe and other wanted shades. 

Deliveries today can be made The three shades starred are particularly 

good for this season. 
promptly. Price $20 a dozen; terms, 2-10-30 extra. 








carros HOSIERY 


QUAKER HOSIERY CO. j. y. satesrooms: 358 Fifth Ave. 
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The H 600 quality 
for evening wear, 
or to suit the pref- 
erence for a stock- 
ing of pure dyed 
silk from heel to 
toe, 





Stands for all that 
is best in a lisle top, 
pure-dyed silk 
stocking. The “‘pio- 
neer” or “original” 
pure-dyed silk 
stocking. 


ordon 


HO STERY 


Safeguards 


There are many safeguards which insure steady 
profits for the merchant who carries the Gordon 
line of hosiery. 


We are the sole distributors for many mills mak- 
ing various numbers of Gordon hosiery exclu- 
sively. This insures not only the durable Gordon 
quality, but, owing to our large volume, also econo- 
mizes in overhead and distribution. 


We carry complete reserve stocks for prompt 
deliveries on telegraphic fill-in orders; so that, 
with the Gordon line, inventories can always be 
kept reasonably low. 


With the Gordon line it is unnecessary to carry a 
number of lines which does away with a difficult 
stock situation, decreasing department overhead, 
and increasing turnover. 


By consistent national advertising, the Gordon 
name and quality are continually kept before the 
public. 

This adds to the high reputation of the name and 


to that of the merchant, and obligates the maker 


to constantly deliver the high quality the adver- 
tising asks the public to expect. 


When you carry the Gordon line, you are pro- 
tected by all the safeguards necessary to protect 
the Gordon name. 


BROWN DURRELL COMPANY 
Gordon Hosiery - Forest Mills Underwear 


New York Boston 
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ago with the statement that the silk hosiery 
market was recovering steadily and was 
likely to reach a higher basis before long, it feels 
somewhat reluctant about pointing out that the re- 
covery is taking place very slowly indeed. The 
progress of the market is reminiscent of the Swiss 
glacier on which Mark Twain once contemplated 
travelling down a mountain until he discovered 
that it travelled at the rate of about two feet a 
year, or something like that. And no doubt the 
feet of some buyers who have been counting on a 
higher silk hosiery market have become as cold 
as if they had actually travelled on the same 
glacier. 
Watch Out for Strong Silk Market 
Nevertheless it must be repeated that, all ap- 
pearances to the contrary notwithstanding, the 
silk hosiery market is steadily getting stronger, 
and it may show a strength that will surprise a 
lot of people before the spring retailing season is 
well under way. There is a good deal of hosiery 
still being liquidated at sacrifice prices, both in 
seamless and full-fashioned lines, and there is a 
keen competition for business which is leading 
many manufacturers to put out lines at what ap- 
pear to be astonishingly low prices. But the 


S INCE the Recorder went on record some time 


amount of good silk hosiery available at sacrifice 
prices has become relatively small, and, further- 
more, a lot of the extraordinary values being 
offered in silk hosiery are not such extraordinary 
values as they are supposed to be. 


HOSIERY SECTION 


Silk Hosiery Market 


Gradually Growing 


Stronger 


A drop-stitch stripe effect inglove 
silk hosiery from the Shanahan 


Company. 


It is proverbially unwise to look a gift horse in 
the mouth; but when a buyer is offered a line of 
silk hose at a couple of dollars a dozen less than 
he must pay for apparently similar lines offered 
by competing sellers then it is time for him to 
get suspicious. His suspicions may not be justi- 
fied. At the same time people are not in the habit 
of giving away merchandise except for very 
compelling reasons. Raw silk now costs on the 
basis of about $9 a pound for double extra cracks 
as compared with about $6.50 a pound a year 
ago, and labor cost generally is higher also. No 
silk hosiery is being priced on the basis of $9 silk, 
but when a buyer is offered goods at considerably 
less than he would have paid for them a year 
ago he should take pains to find out why. 


What to Look for in Silk Hosiery 


What special reasons enable the seller to offer 
goods at such low prices? Is he selling you pure 
thread silk of recent manufacture? Are you 
buying weighted ingrain hosiery which has been 
in stock so long that its wearing quality has seri- 
ously depreciated? Is the hosiery merely silk- 
plaited over mercerized cotton or a mixture of 
natural and artificial silk? Is it pure dye or 
weighted, and if weighted what is the percentage 
of metal in it? Is the seller comparing his price 
on an 18-inch silk boot, for instance, with the 
price made by competing sellers on a 20-inch or 
21-inch silk boot? 
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“Tron Clad” Reputation if 
Is Built on Quality 


The service and appearance which you can 
assure your customers when they purchase 
“Tron Clad” hose is bound to bring them back 
to YOUR STORE for their future hosiery 
needs. Quality and comfort are also reasons 
for repeat sales on “Iron Clad” hose. 





If you are not getting the largest turnover 
possible on your hosiery stock, consider 
the “Iron Ciad” line! It has solved the 
problem for many merchants. 
Here’s a fine Mercerized ‘‘Iron Clad” 
Number for Men 


that’s a Staple Seller! 











“Tron Clad” No. 600. A sheer, gauze weight, mercer- 
ized hose, with high spliced heel, double sole and ex- 
tended toe. In black. Sizes 9 to 12. $3.00 a dozen. 


No. 600 W— White No. 600 AB—African Brown 
No. 600 G—Gray No. 600 CB—Cordovan Brown 
No. 600 N—Navy No. 600 C—Champagne 


COOPER, WELLS & CO. 


Makers of “‘Iron Clad” Hosiery for Men 
‘omen and Children 


250 Broad Street 


oe 


St. Joseph, Mich. 
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Fine chiffon hose in the 
new Cedar shade. 








These are some of the questions which should 
be in the mind of the buyer when he comes across 
what seems to him a very low-priced line of silk 
stockings. By very low-priced we mean a line 
which is priced substantially below the average 
market level. All silk hosiery just now is on a 
low price level considering production cost, and 
some of the best manufacturers, by reason of su- 
perior productive efficiency or fore-handed pur- 
chases of raw material, are able to make excep- 
tionally low prices on their lines. But when a 
buyer is dealing with manufacturers of first-rate 
reputation he is safe enough in taking their word 
for the quality of their merchandise. Their rep- 
utation is back of it. It is in dealing with un- 
identified lines in the general market that the 
buyer must be very careful. Most of the wonder- 
ful bargains one hears about in silk hosiery now- 
adays come from these more obscure sources. 


Sacrifice Sales a Thing of the Past 


Genuine bargains, of course, are still to be had. 
But the day of sacrifice prices on silk hosiery of 
reliable quality seems to be about over. Most of 
the recent epidemic of sacrifice prices on silk 
hosiery appears to have been due to the scare over 
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Fust brought out by the 
Rosenhain Co. 








ingrains which started last November or Decem- 
ber. At that time there were persistent reports 
to the effect that the popularity of ingrain hosiery 
was declining throughout the country, and job- 
bers who were heavily stocked with this class of 
goods began unloading at sacrifice prices. Much 
of this wholesale stock, by the way, was weighted 
hosiery which had been carried over from the 
preceding season and had deteriorated seriously. 
But it has become clear that the popularity of 
ingrain hosiery is not declining by any means, 
that in fact, it is increasing, and in the meantime 
jobbers are reported to have pretty thoroughly 
liquidated their stocks of ingrain goods. 


Why We Think Prices May Go Up 


The fact that stocks have been substantially 
liquidated during recent months is one reason for 
believing that the trend of the market is toward 
a higher price basis. Another reason is the higher 
raw silk market which, as already noted, is now 
on the basis of about $9 a pound for double extra 
cracks. Some interests in the market predict $10 
silk before very long, while others look for a de- 
cline within the next couple of months. But even 
those who are looking for a decline do not expect 
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ad | A Study 


Whoe'er map weabe, Who striveth not 
Into his art For profits more, 
@ secret charm Than that 
That lendeth wings The merits of 
To fancy his goods 
And Romance— Shall justify— 
Is good to know. Shall surely grow. 


As gifts of silken things 
Speak words 
of love, 
Shall not their maker 
breathe 
His blessing too. 


/ Gpon the product of 
| Bis brain 
And skill, 
That it map bear 
Some measure 
Of good will— 
Where’er it go? 
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Che Sheerest Hosiery 
Chis Side of Paris 
at Galf the Price 


HOSIERY SECTION 


For 1923 we offer you three full-fashioned numbers, 


We will gladly forward sample pairs of each of our numbers 


two of which stand out conspicuously as among the 
best hosiery of the times. 


(1) Our No. 2500—A Paris Clocked Hose, Frenchy 
and beautiful, looking for all the world like those won- 
derful imported chiffons, and only half the price. 


$36.00 Per Dozen 


(2) Our No. 1000—This stocking is a beautiful, plain 
42-gauge, all-the-way-up sheer hose of pure thread silk, 
in many colors. Hundreds of American stores and 
shops are using this hose as their standard, as are also 
some manufacturers. We positively believe this hose 
to be unsurpassed in any feature that goes to make a 
practical and satisfactory hose for both seller and 


SIN i ic nt0aG &s Gesccdtingd apa $22.50 Per Dozen 


(3) Our No. 100—A sheer silk hose, with an eight-inch 
lisle top and sole, the most transparent full-fashioned 
hose manufactured to date. A Two-Do lar retai er. 


$16.50 Per Dozen 


to any responsible shoe merchant, for his inspection. 


New York Office of the Dakin Mills is at 267 Fifth Avenue 
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HOSIERY 


Hosiery as the La France and Persian 

Top numbers, which are produced only in 
the finest materials, are but representative of 
the entire line. From the most expensive to the 
lowest priced, Burlington Hosiery is manu- 
factured to give the utmost in service possible 
for each grade. 


S ies widely known values in Burlington 


One of the leaders of the Burlington line at 
a popular price is in fibre and silk mixed, No. 
6720, in black and all the approved shades, at 
$8.00 a ‘dozen. 


The new pointed-heel hose, El Nora, in pure 
silk with mercerized lisle tops at $13.00 a dozen, 
and No. 6725 with a broad seam back, giving a 
novelty effect in fibre and silk at $9.00 a dozen, 
or in all silk as No. 6676 at $12.00, will make 
exceptionally attractive spring leaders. 


A complete assortment of Burlington Hosiery 
is your best possibility for maximum sales in the 
Hosiery Section. 


“ing, 
MARSHALL FIELD & COMPANY 


Manufacturers and Distributers of Standard Merchandise 


CHICAGO NEW YORK 
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Egypt invades the hosiery field 
and makes her influence felt 
in styles. 


materially lower prices until the spring crop begins 
to come on the market about the end of May. In 
the meantime raw silk prices have been on the 
basis of over $8.50 a pound for some months now, 
and manufacturers cannot have much stock on 
hand, purchased below this level. Since they are 
still selling hosiery below replacement cost based 
on silk at $8.50 a pound it is difficult to see how 
they can avoid raising prices on a market at $9 
a pound or higher. 

For another thing, the labor situation is be- 
coming an acute problem for hosiery mills. Even 
with the curtailed production of recent months 
many mills are finding it difficult to secure enough 
help, and they are likely to find it still more diffi- 
cult when the full force of an expanding spring 
demand is felt. This means either a continued 
curtailment of production or substantially higher 
wages for labor—possibly both. That demand 
for silk hosiery this spring is likely to be of un- 
usually large proportions is the opinion of several 
prominent market factors who have canvassed 
the situation throughout the country very care- 
fully, and this opinion is borne out by reports 
from those retail centers in which spring demand 
is already beginning to be felt. With stocks as 
well liquidated as they appear to be and with pro- 
duction cost materially higher, any increase in 
demand seems certain to lift prices. At the very 
least we can thoroughly endorse the remark of a 
well-known retail hosiery buyer that advance 
purchase of silk hosiery can be made more safely 
now than at any time in the last couple of years. 
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Here’s a novelty for men with 
Egyptian motif.{ From Taylor 
and Watson, New York City. ° 


Chiffons Already Have Advanced 


In the meantime a certain stiffening is to be 
noted here and there in the market. Chiffons, for 
example, have been advanced recently about 5 
per cent and are likely to go considerably higher 
if the expected spring boom for these grades 
materializes. Some remarks on the subject of 
chiffons may be found elsewhere in this issue. 
At present chiffon hosiery is difficult to get for 
spot delivery, and few mills have much to offer 
for delivery inside two weeks to a month. Hosiery 
of mixed natural and artificial silk also is some- 
what higher in price. This class of hosiery has 
been in very steady demand for several months, 
and it still appears to be going strong, although 
some interests report a let-up in demand. 

Incidentally, there is said to be a good demand 
for women’s mercerized hosiery retailing at about 
s0 cents a pair. As previously pointed out by 
the Recorder, cotton hosiery is something the 
shoe retailer should be chary of handling as a 
general rule. But the average store can profit- 
ably carry a line of the better lisle and mercerized 
hosiery, both for men and women, in plain colors 
and in bright colored sport rib effects. The latter 
promise to be quite gdod for spring. Prices on 
lisle and mercerized hosiery show an upward ten- 
dency, and an advance of 50 cents a dozen has 
been made recently by most manufacturers on 
220-needle full-fashioned mercerized goods. The 
continued advance of raw cotton promises still 
higher prices for everything made from the staple. 
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HOSTER 
(Cuts Both Ways 


ITH this, the March issue, HOSIERY is 
six months old. In its half year of life, 
HOSIERY has proved itself a dependable 


merchandising tool—cutting clean and true. 


From the first issue, this up-and-coming section 
of the Boot and Shoe Recorder has proved a power- 
ful stimulant and aid to our more than 10,000 
merchant subscribers. It has opened up many 
new hosiery departments in shoe stores. It has 
gingered up departments which were in the rut 
and made them register “profit” instead of 
“deficit.” 


From the hosiery manufacturers’ side we have 
splendid evidence in letters and warm personal 
indorsement that HOSIERY is selling their 


merchandise in shoe stores and selling it right. 


So, at this milestone, it is a pleasure to report 


that HOSIERY is fulfilling its reason for being. 


BOOT and SHOE 


RECORDER 


GREAT NATIONAL SHOE WEEKLY 


Boston 
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FREE—To Shoe Retail- 
ers—An attractively il- 
lustrated, humorous 
booklet, ‘‘Passing Along 
a Business-Building 
Idea.”’ It is full of real 
sales ideas. You'll be 
glad you read it. Write 
for your copy now. 
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OO many bad seasons in the sho business—when 
clerks sit idly about, with nothing to do. It’s only 


logical that far-sighted shoe merchants should add 
a line of hosiery to flatten out the sales curve and 
cut the overhead. 


Shoes and stockings sell naturally together. Two sales 
with two profits—instead of one! But hosiery sells 
more frequently—it brings your customers in every 
month instead of twice a year. 


An Everwear Hosiery department attracts new cus- 
tomers to your store and brings regular buyers in more 
often. Boosts shoe sales, too. Everwear earns profits 
every day—not just occasionally. An inexpensive Ever- 
wear assortment, requiring little space, pays big. Ask 
for proof. 


EVERWEAR HOSIERY CoO. 
Dept. B-5, Milwaukee, Wis. 


Branches 


BOSTON CHICAGO SAN FRANCISCO 
110 Summer St. Textile Bldg., Wells & Adams Sts. 130 Bush St. 






Hosiery 
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A fine illustration of the wide variety to be had in golf hose for men. Here are 

four Beau Brummel champions (left to right) Foe Kirkwood, Walter Hagen, 

Gene Sarazen and Fock Hutchison. The last three are wearing the Pinehurst 
model golf shoe made by Norman & Bennett, Inc., of Boston 


Tips Which Will Make for Better Selling 


Teach How to Care for Hose prolonged considerably if they are washed immedi- 


: ia ane . ately after they have been worn. 
When a customer is dissatisfied with the wear d é 


she gets out of her hosiery, she is likely to blame 
the store and go elsewhere when she is buying 
hosiery again. Very often the trouble is due to 
her own carelessness or ignorance. Try to in- 
struct your customers as to the proper means of 
caring for hose, so as to reduce the number of 
complaints as far as possible. Satisfied customers 











spell success for the store. 


You Can’t Know Too Much SAVERS 
Learn all you can about the hosiery you handle. MAKE HOSIERY WEAR LONGER 
You cannot know too much about it. Ignorance They can be encily attached by anyone. Just moisten 
of your merchandise may lead to unconscious the adhesive strip and hold in place for a minute and it's 
misrepresentation. And nothing hurts a store so aS cane. 
much as misrepresentation. The success of your 
store is built on the confidence of your customers. 


Prolongs the life of any stocking, even though it is of 
the sheerest silk. 


They are made of a soft, long wearing fabric which hangs 
a like a curtain in the heel of the shoe and “gives a 

“et S : S . takes” with the motion of walking, REMOVING AL 
Get amples of High Styles FRICTION. They also relieve the soreness caused by 


It is a good idea to carry at least a sample line stiff counters. For use in Shoes, Pumps, or Oxfords. 


of some of the striking novelties and high colors in 
spring hosiery, if only for display purposes. They 
will brighton up your stock and attract attention. 
And they may arouse a profitable demand. 


If your jobber doesn’t keep them, write us for sample 
and give us his name. 


THE E. T.. GILBERT MFG. CO. Rochester, N. Y. 


a Makers of the GILCO LINE 


. of Stocking Drying Forms, 
When to Wash Hosiery leo for sane con. a the 


As perspiration is likely to cause stains or ee ee 


injure the fibre, the life of silk stockings will be Reta 
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is made in every material and 
style for all members of the fam- 
ily. 

There are so many kinds of 
“Onyx” that if one woman had 
one pair of every grade, color and 
pattern of hose we make in a year, 
and if she wore one pair a day, it 
would take her 4 years, 4 months, 
20 days to wear each pair once. 


If one man had one pair of 
every kind of sock we sell, and if 
he wore one pair per day, he 
would still be wearing new socks 
at the end of 1 year, 9 months, 
14 days. 





And if a child were to start 
wearing one pair of our socks each 
day, starting in at the age of, say, 
4, he would reach the last pair 
when he was 6 years, 8 months, 
7 days old. He would have out- 
grown the first pair before he got 


around to wearing them again. 


Many of these numbers are 
found in our new illustrated cata- 
logue, which includes, for the 
first time in years, “Pointex” 
hosiery for immediate delivery. 
It’s yours for the asking. 


Broadway at 24th Street, New York 
Sole Selling Agents for 


Paul Guenther, Inc., 


Oscar Nebel Co., Inc. 
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IPSWICH HOSIERY 
for Men Women a (hildren 


¢ 
3 








A Real Sales Leader— . 
A PROFITABLE ONE YZ 


Ipswich Styles 725 is such an exceptional value that many Q) 
successful shoe merchants are using it as a dollar sales leader— 
and at a good profit. 


Ask your jobber to show you this distinctive pure silk and fibre 
plaited ladies stocking in the wanted shades, or write us. 
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Immediate ;A few 
Delivery cases 
Guaranteed run6-9E 


Genuine U. mained 


Munson Last Shoes. Guaranteed 
New and Perfect. Tan Army 
Color. 
7-11. 
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Price SMASHED! 


Solid, full ofwear. Over wei ght leather soles 
H leather insoles. Guarenteed counters 


170 






Sizes 6-10, 6-11 and 
E Wide Only. 
TERMS: 

Send $4.00 for Each 
4 Case Ordered 


24Pr 
TO 
CASE 


BRADLEY BOSTON CO. 


DEPT. C BOSTON, MASS., 17 








POSITION WANTED 


GHOE MAN of good experience in wholesale ont 
retail, wishes to make connections as 
sentative for Chicago, with a good line. Can 
nish reference of considerable value. Will highly 
rr your consideration for an interview 
which, , & geantet. I shall be pleased to answer ali 
ation. Address D-840 care Boot and 
Let tee ay 189 W. Madison St., Chicago, Ill. 








ALES MANAGER'S POSITION WANTED 

by salesman now with a large shoe firm. For- 

merly shoe pattern man, then superintendent of 

factory before being salesman. any years with 

mt firm. References. Address D-806, care 

oot and Shoe Recorder, 207 South St., Boston, 
ass. 


ATTENTION 


Manufacturers 








Women’s Shoes 


Since July, 1919, I have had charge of 
styles and sales in an organization then 
unknown to retail buyers anywhere. 
Today these shoes are favorably known 
to the entire retail trade of the country. 
Have personally sold $500,000 annually 
and know the best buyers east of the 
Mississippi. Have just resigned from 
this organization. If you need a live- 
wire man on styles and sales, fully 
qualified to take charge of bothy and 
can pay for pep, ability and results, I 
can qualify 100 per cent. Address 
D-835, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 














LINE WANTED 


"THOROUGHLY experienced shoe man, age 36, 
married, is looking to connect with line, 
having been in shoe business over 20 years, and 
traveling over 16 years—Virginias, Carolinas, Geor- 
gia, Florida, Alabama, Louisiana, Arkansas, Texas 
—having a personal foliowing, need no introduc- 
= 1 above territories. I represented one house 

7 years. Will furnish best of references. M. 
ionko. 2010 Presbury St., Baltimore, Md. 








WANTED—A good line of a manufacturer's or 

jobber’s shoes. Will travel anywhere. Address 

K- a Ne oy Be Boot and Shoe Recorder, 127 Duane 
ew York 





ANTED—Line of boys’, youths , & little gents’ 

shoes for Detroit & Southern Michigan. Give 

full particulars in first letter. Address D-841, care 

a and Shoe Recorder, 207 South St., Boston, 
ass. 





GALESMEN with established trade to sell on 
commission side line of high-grade, soft sole 
leather slippers. Address D-832, care 
Shoe Recorde: 


Boot and 
, 207 South St., Boston, Mass. 





OPPORTUNITY 


ATTENTION SHOE MANUTACTURES— 
Harrisonburg offers ideal location for shoe fac- 
tory. Three railroads, on the Lee Highway, 140 
miles southwest Washington. Cheap power and 
= of a. _ New bui ~— oy? for occupancy. 

w rent. of Com- 
merce, Ra. Va. 











TO LEASE 


For LEASE—Entire second floor for ladies’ shoe 
department, fully equipped with all fixtures and 
chairs for seating capacity of 100 e. De 
ment in large specialty store, well established in 
city of million population, doing a large volume of 
business catering from medium to better trade. 
Wonderful opportunity to right party. Must fur- 
nish first-class references and be financially reli- 
able. Address D-814, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 








FOR RENT 


Modern Fire-Proof 
Sprinklered Buildings 


WORCESTER, HAVERHILL, LOWELL 








Manufacturing space at reasonable 
rents—lowest insurance rates—cheap 
electric power—good transportation 
facilities — ample labor. Spacious, 
well-lighted floors; available in whole 
or in part. Apply 
MASSACHUSETTS CITIES 
cALTY CO. 


77 Franklin St., Boston 
Telephone Congress 4385 
OR YOUR OWN BROKER 














FOR SALE 


For SALE—Live shoe store. $75,000 annual 
business. Fixtures complete, price low. Stock 
at value. Owner going into other business. Ban- 
ner Shoe Store, 530 Market St., Chester, Pa. 


LD-ESTABLISHED SHOE STORE for sale, 

Wilmington, Del. Best location, moderate 
rent. G opportunity. Address D-838, care 
Boot and Shoe Recorder, Philadelphia Office. 


For SALE—Shoe department seating equip- 
ment. A large department store has a number 
of high-backed, leather benches, upholstered in 
black and tan ieathers, just taken off sales floor. 
Will sell very cheap. Address D-837, care Boot 
and Shoe Recorder, 207 South St., Boston, Mass. 


For SALE—Shoe store located in the heart of 
South Bend, Ind. Care 712 Van Buren St., 
South Bend, Ind. 
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Boot and Shoe Recorder is $5.00 a year in ad- 
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““ON GUARD” CRIES THE FENCING MASTER. 


““ON GUARD” THINKS THE SHOE BUYER AS 
HE CANNILY SURVEYS A LINE OF SHOES. 


THAT IS, MOST LINES, HE ACCEPTS FOX 
FOOTERY WITH RELIEF BECAUSE HIS EX- 
PERIENCE TELLS HIM THAT THESE PUMPS, 
SLIPPERS, AND OXFORDS SCAMPER OUT 
OF STOCK LONG BEFORE THE SEASON OF 
MARKDOWNS. 


CHARLES K. FOX, Inc. 
Haverhill, Mass., U. S. A. 


B 54 Lincoln St. New York: Marbridge, Bldg., Broad- 
way and 34th St., Room 632. Chicago: Great Northern Building. 
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The Whitest Whites- 


“*cleans Itke 
a china cup’’ 


WHITE LEVOR GRAIN KID | 


(CABRETTAS) 
in popular priced footwear 


WHITE LEVOR GRAIN GOAT 


(CHEVRETTES) 
in high grade exclusive lines 


TANNERS 
NEW YORK GLOVERSVILLE BOSTON 


Sha t0bcte. Kocese of auorian 
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Fifth Avenue Style 
Notes 


A most winning style 
for Southern wear was 
of all White Kid, with 
slashed quarters, under- 
laid with Fawn Kid 





This graceful 
model is made in 
Standard Kid Col- 
or 70—GRAY— 
with quarterlining 
of the same. 

Also in White, Color 50 
Fawn, Color 51 
Camel, Color 19 

In combinations and 

two-tone effects. 
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GUARAMTEED SELECTIONS 





“Airy Light and 
«Many Hued”’ 


AAS HION shoemaking has become an art where 
delicacy of color and fineness of texture in leather 
play an indispensable part. 


STANDARD KID lends itself particularly to such 
dainty footwear. Its colors are preferred by many 
of the foremost designers because of their unusual 
adaptability to costume harmony. 


Your manufacturer will be glad to co-operate with 
you in securing the effects you desire through 


STANDARD KID. 





The STANDARD KID COMPANY 


Branches in New York, Philadelphia, 
Cincinnati, Chicago and St. Louis 
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Standard Kid Colors 
Comprise 
HavanaBrown Camel 
Golden Brown Bronze 

White Red 
Gray Blue 
Fawn Green 
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Fit is the First Essential 


O matter how beautiful the style, its 
selling value is 90% mange —<f it 


doesn’t fit. 


Consultation with us is the first step toward 
fitting insurance 


UnrTED LAsT COMPANY 


TEN FACTORIES 
BROCKTON ROCHESTER 


+ NEWARK HAVERHILL 
LYNN AUBURN 
CHICAGO ST. LOUIS 


NEW YORK MILWAUKEE 


Affiliated Company 
United Last Company, Ltd, 
ontreal 
with Branch Office at Toronto 


HEADQUARTERS, BOSTON, MASS. 





SIX SHOW{ROOMS 


BOSTON 
212 Essex St. 
CINCINNATI 
Syracuse St. 
ST. LOUIS 
Adv. Bidg., Rm. 303 
CHICAGO 
Wells Bidg., Rm. 406 
PHILADELPHIA 
331 Arch St. 


MILWAUKEE 
10 Metropolitan Bidg. 
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| HIKING BOOTS~»OXFORDS| 
|_YEAR | 


The Spring “Hiking Season” is upon us. “NATIONAL PARKS” 
appeal to Girls and Young Women of discriminating taste, and offer 
the Shoe Merchant an unequalled opportunity to increase sales by 
having on hand a full supply of this most popular of all out-of-doors 
footwear. Lose no time in sending us your order. 


IN STOCK 


No. 16,312—Mahogany Elk, 
14-inch, Goodyear Welt, Moc- 
casin Toe Boot. A-D, 2%-8. 
Pe idesiasanedsdaaeted £6.50 
No. 31,508—Mahogany Eric 
Calf, 14 inch, Goodyear Welt, 
Plain Soft Toe Boot. A-D, 
2%-8. Price......: >... $6.25 


No. 31,508 





No. 16,312 


You can make many “Extra Pair’ sales by showing your 
Customers “NATIONAL PARKS” 


‘*The Best Dressed Girls Wear Them’’ 


Manufacturers of ““Kewpie Twins” and National Park Footwear 


THE JUVENILE SHOE CORPORATION 


OF AMERICA 
MANUFACTURERS 



















































CARTHAGE MISSOURI 
"The Quality is Higher than the Price” 
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The, above reprint in miniature 
will’ appear in eleven different 
magazines—Ladies’ Home Jour- 
nal, Woman’s Home Companion, 
Pictorial Review, Good House- 
keeping, Delineator, Designer, 
Vogue, Harper’s Bazar, Theatre, 
Sunset, and The Outlook. 


“Onyx” 


“Sheresilk” is the name of the 
sheerest grade of “Onyx” Hose 








Combines gossa 
with exception 


So clear is this translucent fabric that you can read 
print through it. Yet it is strong beyond its weight. 
Each tiny silken strand has been especially selected 
for its strength and elasticity. 
with the ordinary square heel.reenforcement, and 
in the “Onyx Pointex’’ style with a heel splicing 
fashioned to enhance the grace of beautiful ankles. 


Emery & Beers Company, Inc. 
Sole Owners =“ + — Distributors 


Most department stores and specialty shops carry ‘‘Onyx’’ 





It is made both 














Ten Million people will see this 
advertisement at the height of the 
Easter season. Such aggressive 
national advertising, reinforced by 
your own local advertising, should 
establish a record in your sales of 
“Onyx Sheresilk.” 


’ Hosiery, 


1107 Broadway, New York City 


Boston — Philadelphia — Buffalo — Chicago — San Francisco — Los Angeles 








NC. 











The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements- 




















March 10, 1923 


BOOT AND SHOE RECORDER 

















(pre 





an 










SU ww 
Gl 



















































































= : 
PLP | ee 


yee 


Easter Styles 
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IN STOCK 


re 







$5.50 


B 579A 
Net 30 Days 


Women’s black Peerless kid quarter and vamp, 
one-strap Selwyn pump, turn sole, Grasmere last, 
perforated vamp and collar, plain toe, 13{-inch 


B 590B 
Net 30 Days 


Women’s black satin quarter and vamp, one-strap 
Selwyn pump, turn sole, Grasmere last, plain toe, 
1%-inch Junior Louis heel. 








Junior Louis heel. ECL. Ne ee 5 to8 
eS 5 to8 RE BETAS Sal. 4% to8 
<0 ea Sees 4% to 8 OEE. SEP OEES 5: 4 to8 
i 4 to8 ° OSS BOE Saher 3% to 7% 
se cca es 3% 07% 


Although both of these styles will be in demand 
throughout the entire summer, they are exceptionally good 


for Easter. 
Both perfect fitters. 
Shipments made promptly on receipt of order. 


“Style Shoes of Quality”’ 





















UTZ & DUNN CO. 





ROCHESTER ~NEW YORK 


NEW YORK OFFICE 
Bush Terminal Sales Building 
130-132 West 42d St., Room 1521 
S. A. McOMBER, Representative 


DENVER OFFICE 
218 Charles Bldg., Denver, Colo. 
TIGER & McNUTT 
Representatives 


LOS ANGELES OFFICE 
709 Forrester Bldg., Los Angeles, Cal. 
G. C. McATEE, Representative 
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_ Out-of-Doors Boots for Sport and Work 


These Styles are Now in Stock Ready for IMMEDIATE SHIPMENT 


Our new “In-Stock” folder, Number X10, is just off the press. 
are showing more than twenty quick-selling numbers for sport and 
work, which are ready to ship. Copy will be immediately mailed to 
you upon request. 


SEND YOUR ORDERS NOW 


Style No. 684—Chocolate Chrome 16- 
inch Goodyear welt Pac, hand-sewed 
vamps, side pull straps, Monarch Oak 
heavy single sole. Price: 
a 
a woe Cele 
Des ne s0 ous aie aon. 
8inch. veces OD 


Style B38—Sixteen-inch Chocolate 
re-tan tipped boot, soft cap, cuff top, 
one-half double sole, nailed and fair- 
stitched. Price: 
l6inch...... 
ee 
0 ES ee 
ee 
6inch. . 


We 


HAND MADE SHOE CO. 


Chippewa Falls, Wis. 
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The Corine 
The Lenore 


The Flirt 


The Opera 


(Brown Calf) 


In Stock 


No. 2875—Tan boarded calf wong Ox- 
ford with wingtip . . $6.50 
No. 53—Silver brocade. . $8.75 
No. 1311—Fancy Persian brocade with 
basiccolorings of orchid,blueandtanger- 


.ine—gold brocade motive thru-out $9.25 


No. 1313—Base of black satin withprom- 
inent design of dull brocade thm-out $9.25 
No. 1319 —Base of gold satin with alight 
floral effect thru-out of silver brocade $9.25 
No. 131 — Fancy Persian procade, with 
catieeune of orchid, mse and canary 
—gold brocade motivethru-out . $9.25 
No. 132—Fancy Pers‘an brocade with 
background of rose, ore vd canary 
—motive of silver broca out $9.25 
No. 54—Black satin douks' strap 

as illustrated . . $8. 
No. 28—Black satin LXV he . $6.75 
No. 29—Black satin baby Louis tee] = L 
No. 30—Brown satin, LXV heel - 

No. 33—Silver embossed . . . pei 
No. 3418—Silver brocade . . . $8.75 
No. 5624—Fancy Persian brocade with 
background of rainbow colorings, and 
motive of silver brocade . . . $9.25 
No. 51—Embossed silver cloth . $7.00 
Alsoin black satin and patentleather $6.00 


Widths AAA to C 
Terms:—net 30 days 


This daringoffering of beautiful Springtime Slip- 


pers will be of welcome interest to live retailers. 
Our Stock Service Department is ready to help 
you build up your style shoe business. A free 
publicity service is automatically supplied, giv- 
ing you matrix for each style bought, and 
suggestion for newspaper advertising. Send in 


k= | 2-2. 2 


your orders now! Quantity on each style limited 


I. MILLER & SONS 


The Opera 


AT FD 


ONE CARLTON AVENUE 


BROOKLYN. NEW YORK 
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Sell Russell’s 
IKE WALTON 


Staunch and Serviceable as a Heavy Sporting Boot 
Flexible as a Moccasin 


Chocolate, chrome-tanned waterproof leather. Its unique 
construction provides four layers of leather between the foot 

ground—more protection than the ordinary street shoe. 
Its light weight appeals to the outdoor man. 


The Russel] quality speaks for itself. So does Russell shoe 
making. 
The Scout Moccasin 


Made of Chocolate elkskin, with soles of flexible, sturdy Maple 
Pac. Natural shape affords every freedom to the foot. 


The ideal of comfort and service in moccasin footwear for dry 
Season wear, apd a sensible “pal” for the growing lad. 





Write for Dealers’ Price and 
Catalog 


W.C. Russell Moccasin Co. 
Berlin, Wis. 
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Buek Suede Shoes 


for the Particular Trade 
are made of Rue-Suede Calf 









Illustrated—one of many 
winning numbers in 
Rue-Suede Calf. 


Nigger Brown Gore Colonial, 
Rueping’s Rue-Suede, Last 
No. 551, medium toe, per- 
forated vamp, quarter and 
tongue, turn square edge, 14-8 
Spanish Heel. Used 
extensively in Nigger brown 
and black. 


Made by 
BUEK & COMPANY 
Philadelphia 


















Ruepings 
Rue-Suede 
CALF 


is the most important specification that you can make 
when ordering suede footwear. Rueping’s Rue-Suede Calf 
combines in fullest measure all elements of salability and 
serviceability. Its rich, velvety nap appeals instantly to 
the eye, as its surpassing mellowness does to the feel. Its 
even thickness and uniformity of fast color insure the ut- 
most satisfaction to the wearer. 





Color cards cheerfully furnished to 
dealers and to manufacturer’s salesmen 







Fred Rueping Leather Company 


Fond du Lac Wisconsin 


Branches: Besten; Cincinnati; Milwaukee; St. Leuis; [New York; 
Chicago; San Francisco; © Montreal: Nerthampten, England. 



















COLORS 


White 
Black 


Nigger Brown Taupe 
Otter Brown Scotch Grey 


Light Otter 
Bobolink 


Snuff Brown’ Mouse Grey 


Tobacco Brown Kangaroo Grey 


Bamboo 
Salmon 
Nude 

















A Buek Gore Colonial 
of Rueping’s Rue- 
Suede, Nigger Brown 


| 


Siennese Drab 
Beige 


Pearl Grey 
Stone Grey 








Mole Grey 
Dark Grey 
Hindu 
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Our Latest Colors 


“Bright As A Sunbeam 
Mellow As Moonlight’ 


ACE BROWN 


A new medium brown 
Boarded 


ACE LYNNWOOD 


A new and slightly darker brown 
Smooth and Boarded 





J. S. BARNET & SONS, Inc. 


Tanneries Salesrooms, 75 Sewth St. 
LYNN, MASS., U.S. A. BOSTON, MASS., U.S.A 


CABLE ADDRESS “TENRAB” 


ce Calf 
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‘Maintains a Standard Reputation”’ 
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LADY ANN 


The One Strap with just 
that style appeal that 
pleases the ‘‘popular 
price trade. 


It has the snap 
that makesyour 
customers feel 
well dressed. 


No. 197—Price $4.50 
vor White Kid Lady Ann, White Kid 
rim, Full Louis Heel, Single Sole 
Euclid Last 


AA to C 











3h 


No. 199—Price $4.50 
Gray Suede Lady Ann, Sag Bagg be im. 
Full Louis real, Sage le, Euclid 
t 


IN 
STOCK 


AA to C 
No. 198—Black Satin. Suede Trim 4.50 


This live-wire number is 
carried on the floor in the 
popular combinations of 
materials that mean volume 
sales. You can get them 
when you need them. 


ORDER NOW! 


No. oT ny ng 
Levor White Kid Lad 
Tri —, . pe a “Sole 
ae 


No. a ‘ay Suede, © Dull hans os 
No. 247—Blax ck Satin, Suede Tr im 4.35 


Thomson-Crooker Shoe Co. 
18 Station Street, Boston 20, Mass. 
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makes shoes look new 


EPCO is a liquid enamel which 
restores that much desired new- 
ness to sole edges and to heels. 


Your customers prefer Repco to any 
other brand of enamel because Repco 
is easily applied without danger of soiling 
hands or clothes. 


Repco contains no varnish, shellac or 
other gummy substance —- but materials 
that protect the leather and prolong its 
life. And, best of all, Repco clings 
firmly and evenly to the surface. It does 
not rub off. 


Repco is made in every stylish color 
~-white, ivory, light gray, dark gray, 
champagne and Havana brown. 















EDGES 


are 


GES OF 
FANCY SHOES 


























Fer sale by Shee Findings Jobbers 
Better order some Repco today 


UNITED SHOE MACHINERY CORPORATION 
Boston, Mass. 


San Franeisco Branch, 859; Mision St. 
J. K. KRIEG COMPANY, New York, N. Y. 


UNITED SHOE) REPAIRING MACHINERY CO. 
Boston, Mass. 
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Here It Is—the 
Sure Sign of Success 


With the MENIHAN ARCH-AID SHOE, plus the co-operation and 
quality that go with it, your SUCCESS is assured. 


Success in Profits! 
Success in Volume! 





















Success in Turn-over! 
Success in Consumer-Satisfaction, which means repeat sales! 


The MENIHAN ARCH-AID SELLING PLAN—-safe, sound and 
original—removes the worry from your shoulders. It provides the 
sinews of war and assures SUCCESS from the word go. 


Already the plan has received the O.K. of hundreds of America’s 
wide-awake shoe merchants. 


If you’re the first to write from your town, you’ll]have the edge on 
the most successful shoe-merchandising proposition ever offered. 


Cast business worry to,the four winds and do yourself the justice of 
learning about this shoe and this plan. 


Doesn’t take any nerve to write. 

Just a little ink—and ambition. 

Match your enthusiasm with ours. 

And SUCCESS will mean just what it spells. 
Investigate! 













MANUFACTURERS & DISTRIBUTORS 


Rochester VW 
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Andrew Geller Shoe Shop, New_York City 


American Interlocking 
Shoe Store Chairs 


fully embody all those ele- 
ments of refinement which 
distinguish shops of the better 
class. 


Their restfulness and beauty 
are among the reasons why so 
many buyers of good shoes 
enjoy being served at the 
Andrew Geller shop. 


Moreover, they are economical 
to install because of their sur- 
passing sturdiness. 


AMERICAN SEATING (OMPANY 


General Offices: 1016 Lytton Bldg., CHICAGO 


Room 707—250 Broad St. 
PHILADELPHIA 


Room 601—119 W. 40th St. 
NEW YORE 
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HILE many rubber manufacturers claim 


‘ " ‘ “We have sold Gold Seal rubber footwear 
quality, few can prove their claims. The for at least 30 years. They possess wond- 


Milli erful wear-resisting qualities. We have 
‘ Goodyear Rubber Company can: Millions customers who oh to purchase any 
of satisfied customers and dealers are our proof! other kind. Sold more Gold Seal rubbers 
Co d ° last year than ever. Cannot recommend 
uld any recommendation be stronger? them too highly.” 
iF. J. KISTLER & SON, East Strondsburg Pa. 
i ryw “T have sold them for 39 years—found 
Leading merchants eve here endorse Goodyear them first-class and recommend them.” 
Gold Seal rubber footwear. For generations they er os > % ay ta — Gens 
° ‘For the past years have sold Go 
have sold Gold Seal goods to their best custo- Seal to the lumbering and mining indus: 
° . tries O orthern innesota. ave foun 
mers. And now they tell a story of satisfaction them always best.”B, LEVIN, Virginia,Minn, 
—of honest profits—of growing sales. A tri “Have sold Gold Seal for 40 years and 
P g g triump 
of quality over price. Proof—that Good have nothing Pt DRSEY CO. Cite, Mad 
: — year .R. * , Md. 
. . “We have sold Gold Seal rubber footwear 
Gold Seal is the finest rubber footwear in the sincecur stare was engeniaed to 185600 
world—bar none! ears ago.) They are the best trade 
Cuilders a merchant can handle.” 
T. W. HAMILTON, Berlin, Wis. 


Make us prove that Gold Seal 
profits are greater. Write. 







The Original and Only Genuine 


GOODYEAR 
RUBBER CO. 


General offices: 787-89 Broadway, New York 
Real Service from these Branches: 


MILWAUKEE, WIS., 380-2 East Water St—ST. PAUL, MINN., 371-7 
Sibley St.—KANSAS CITY, MO., 807 Baltimore Ave.—ST. 3, MO. 
1103 Washington Ave —PORTLAND, ORE., 61-7 Fourth St—SAN 
FRANCISCO, CAL., 539 Mission St. 
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SIDE 








Williamsport, Md. 


MILIAN LUAU |) 





Also Makers of 
Famous Oak Tanned Flexible Inner Soles, Flexible Sides and Bends 


CHROMOK 


LEATHER 














“Chromok” makes better medium priced shoes 
because it is specially made for just this grade 


W. D. Byres & Sons Leather Co. 


o Boston, Mass. 











A sale that does not “repeat” is just so 
much lost opportunity. 

WEBER Union-made SHOES have the 

inherit value that keeps the customer 

coming back each season. 


Weber Bros. Shoe Co. 


NORTH ADAMS, MASS. 


New York Office: 1328 Broadway, Marbridge Bidg., H. Harris, Rep. 


The Famous 


Shoe 2 for: en 


In Stock 


Pfister and Vogel Lo- 
tus Veal Color 104. 
No. 91 Lace Oxford. 
Drake Last. 

C Width Sizes 6-11 
D Width Sizes 5-11 _. 
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Don’t Hesitate to 
Ask Us for Samples 


ON’T wonder where you can get that par- 
ticular kind of shoe you want at any time. 


Tell us your problem and we'll help you 
solve it. 


Chances are we can immediately respond 
with a sample of anything you want. 


priced at an average saving 
of from 15 to 30 per cent. 


We are helping so many shoe men in this very 
way that we feel certain we can “hit the bull’s 
eye” for you. 


| | §S. Rosenberg & Son 
: ‘‘King of Jobs’’ 
| 140-144 Essex St., Boston, Mass. 


at | 








S. ROSENBERG L. ROSENBERG 
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$4.65 
IN STOCK NOW! 


B-C-D Widths 





10X CHERRY RED CALF WHIP LAST GABLE EDGE WINGFOOT HEEL 


MARION SHOE CO. 
MARION, INDIANA 


a —XxirE> et =a: 
Le S| WESTERN QUALITY [EA (aoe 
EASTERN STYLE [BY eee ee 
wee «gb (er 
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$4.65 
IN STOCK NOW! 


B-C-D Widths 


BLACK SEAL TOP WHIP LAST WINGFOOTJHEEL 
12X TONEY RED CALF BROWN SEAL TOP WHIPLAST WINGFOOT HEEL 





MARION SHOE CO. 


MARION, INDIANA 
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Nothing in the shoe 
but the foot 


HOE specialists insist that shoes 
built with Crawford Arch Sup- 
porting Shanks are scientifically correct. 
Such shoes relieve fallen arches and safe- ff 
guard normal feet. They bring health fF 
and happiness to your customers and 
increased business to you. 


E Crawford Arch Supporting 

Shank is built right into the shoe 
—fitted between the inner and outer 
sole and locked to the insole. It pre- 
serves the shape of the shoe, giving sup- 
port to the arch and ease to the foot. 
It cannot abrade the skin. 























To boost your business. sell shoes built 
with Crawford Arch Supporting Shanks. 


















— 





United Shoe Machinery Corporation 


Boston Massachusetts 


Mare 
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JUDGE IT BY ITS USERS 


























Ppr 




















The Clerk Says to the Proprietor 


“Chief, that was a great move you made, having 
those shoes made of NEW CASTLE HAVANA 
BROWN Kid. 


“Customer after customer has spoken to me 
about the leather, and said it was the most beauti- 


ful brown shade they had ever seen. 


“I never knew customers to speak so cordially 
of any leather.” 


New Castle Leather Company 
New York 


NEW CASTLE KID 


a 
y) oe 
/ ome 
= a 
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wetroxroros IN STOCK  peiveries 


This is a real IN STOCK service for Excelsior dealers for Spring, 1923. Each style for 
men’s, boys’ and gents’ oxfords described in this page is a proved big seller for spring and 
carefully selected. We have plenty of these oxfords ready and will make prompt ship- 
ment of mail orders. 


ORDER TODAY— BETTER ORDER BY EXPRESS 
QUICKER TURNOVER AND BETTER PROFITS FOR EXCELSIOR DEALERS 


Th‘s is the story in a few short words of what Excelsior In-Stock service means to the dealer. 
Over 60,000 pairs of new shoes just made, ahead in stock ready for call to take care of Excelsior 
dealers’ needs for spring. We carry this stock for you. We invite you to take advantage of it. 
Send in your order today and size up each week. 








(— ~ Men’s Oxfords ‘Z ™ 
Oxfords 


for Gents and Youths 
In Stock 


Widths A,B,c,D IN STOCK Sizes 6 to 12 


Oxfords Style 867—Men’s 


Brown Elk Sport 


for Boys and Big Boys Blucher Oxford 
Price $4.85 















In Stock 





Style 377—Boys’ Red Ruskin Calf Style 868—Men’s Style S269—Gents’ Smoked Elk 

Bal Oxford. . lf Blucher Oxford. Light weight, 

Price, Boys’, 1 to 6 $3.75 Red Ruskin Ca flexible. 

Price, Big Boys’, 6 pony 8. : : 4.25 Bal Oxford. Price, Gents’, 9 to 1344...... $2.50 
Price $4.85 Price, Youths’ 1 to 2....... 2.85 





Style S374—Boys’ Brown Russia le 273—Gents’ Brown Russia 


Kip Blucher Oxford. Sport style. Style 870—Men’s re Blucher Oxford. 
ay oar yg pe ee Brown Ruskin Price, Gents’, 9 i $2.75 
Price, Bis Bory’ cok a Calf Bal O: Price, Youths’, 1 to 2........ 3.15 
ford. 
Price 
$4.85 





78— 4 i Style S272—Gents’ Brown Russia 
ee Otek a Kip Blucher Oxford. Light weight, 


e A 
riwtenvivs--a8! One Day Service | rrcew.s0is..a» 


Price, Youths’, 1 to 2........ 2.85 
. 
Right Through the Season 
Abou’, (visse Bore’ Oxfords IN MAIL ORDER TODAY —ASK OUR SALESMAN TO CALL Above style of Gents’ Oxfords IN 
Boys’ | to 6 and Big Boys’ 6 to 8 Go over your stock and mail your size-up order today. Order a run STOCK. Cand D widths. Gents’ 
runs. of each style of men’s and the boys’ and gents’ oxfords. We will ship 9 to 134% and Youths’ | to 2. 


your order within 24 hours after it is received. 
Our salesmen are now on their territories with the new complete line 


of men’s and boys’ shoes for fall, 1923. A request will bring our sales- 
a men to your store. 5g 
Write for new broadside showing complete line of men’s and boys’ 


shoes and oxfords, Just off the press and now being mailed. 


EXCELSIOR SHOE CO. 


DEPT. B. S. R. PORTSMOUTH, OHIO, U. S. A. 
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A Beautiful, New Spring Creation 


IN STOCK FOR IMMEDIATE DELIVERY 


RUSSIA CALF SPORT OXFORD 
Zigzag Stitching on Quarters 
Goodyear Welt—Full Grain Leather Counter. Solid Leather 8-8 Mili- 
tary Heel, with Wingfoot Rubber Top Lift 


a ee... os ee 34 to8 
en el OER 
ai ye Fare 


MADE WITH LARKIDE superior 
WEARING SOLE. DRESSY, 


COMFORTABLE, DAMP-PROOF. 
Price, $3.85 
Distributed also by 
A. J. Bates & Co., New York, N. Y. 
Chipman, Harwood Co., Boston, Mass. 
Harper & Kirschten Shoe Co., Chicago, III. 
Paul Brothers, Inc., Philadelphia, Pa. 
Newell & Schneider Co., Pittsburg, Pa. 


Briccs-HutcHisonCompany 


Makers of Women’s Goodyear Welt and 
Turn-Type Footwear 


SALESROOM FACTORY 
10 High Street A and Athens St. 
Boston, Mass. Boston 27, Mass. 
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Gray Nubuck and Black Satin One-Strap 
Pumps— In Stock 








SIZES 
Sere 4% to8 
Plivtesccccessonsd 4 to 
Dbthdens cncnvaGed 3% to8 
nash oncees <eend 3 to8 
ndsendocecouccne 2% to8 
bdvansasdtscnen’ 2% to8 














No. B 425—Black Satin Strap Pum: 
Last, 16-8 Wood Louis Heel .> _ - 


C. P. Ford & Co., Inc. Rochester, N. Y. 


NEW YORK CITY - 127 DUANE STREET 


TERMS: Net 30 Days 


















































READY FOR INSTANT SHIPMENT 
33 Styles of Quality Comforts 


Feature these shoes—first, because of their 
superior fitting qualities; second, because of 
their good appearance; third, because of the 
reliable materials that enter into their manu- 
facture. 










Let us send you our new 
price list—with prices re- 
vised downward. 





. 
me. 201. KID ORFORD. Fn # leather 


quarter and sock lining ber heel. 
$2 


H. K. GARDINER COMPANY 
PITTSFIELD, NEW HAMPSHIRE 


Boston Sample Room 134 Lincoln Street 


No. 402. KID STOCK TIP OXFORD, 128 
rubber heel, A to E. ‘92.7 
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Two 
Spring Sellers 
That Cannot 
Be Overstocked 





Hood Snugs Hood Clincher 


Prouss who were unable to buy arctics this winter 
will know enough to!come in when it rains this 
Spring. Do not allow them to catch you unprepared 
with an insufficient stock. Get your details in early 
for these two popular Hood items. Your jobber 
or a Hood Branch will serve you best NOW. 
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For Easter—Fashion Distinctly 





Says —GRAY 


These are our 


largest selling 








shades in— 

OUR customers of moderate No. 18 

means, who appreciate and want 
the height of fashion, will be greatly FOG 
pleased at the combination of beauty 
and correctness at reasonable price - 
STARBUK affords. No. 39 
Tolman, Dow & Co., Inc. MO] iy 
174 Lincoln Street, Boston, Mass. 

No.9 






GREATER N. Y. 


ST. LOUIS, MO. 
New Castle Leather Co. T. M. Fitzgerald g Co. 
100 Gold St. 1602 Locust St. 


CINCINNATI, OHIO 


ROCHESTER, N. Y. 
Mohr-Holters Sales Co. “ 
902 E. 7th SL Mr. Charles L. Kirk 


22 Andrew Si. 


SILVER 


Starbuk is made in 
W hite and 14 other 


distinctive colors. 
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Twenty Years and Ten Years 





A pioneer in the making of chrome patent 
leather twenty years ago. 


Today, shoe merchants from all parts of the 
country are calling more positively than ever for 








PARAMOUNT 


PATENT LEATHER 








THAYER-FOSS CO. 


BOSTON - - ~- MASS, 
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The Ultimate CLICO 


QR crroes cons 


The Best and Safest Method of 
Attaching Crepe Rubber Soles 


A majority of good shoe manufac- 
turers now concede that the best and 
safest method of attaching crepe 
rubber soles to shoes is by using a 
single unit sole, stitched through to 
the surface. 


i 


at 








Sport Sole 











CLICO SINGLE UNIT SOLES, 
made with our special adhesive for 
cementing to the slip leather sole, 
plus stitching through to the surface, 
gives a soling which will not come off 
in spite of anything. 


Although we make CLICO in both 
single and two unit styles, we recom- 
mend the CLICO SINGLE UNIT 
as the practical, economical and fool- 

- proof crepe sole proposition. Many 
manufacturers know, to their sorrow, 
that a crepe rubber sole simply 
cemented on, without stitching, will 
not stay on the shoe in service. 





ACE RUBBER HEELS 


Previous to the development of CLICO, some crepe soles appeared 

he | 4 ientific rubber . 
hesto—-the sesuit of 15 years’ enpertence in which were too thick to stitch through, in consequence of which these 
pony byt Tape Sy thick soles were split in‘two pieces. One piece was cemented and 


shoe manufacturers in the country. 


stitched to the shoe, and then the second piece was cemented to the 
first. While’ this makes a more permanent job than cement alone, 
the possibilities of airtraps, improper adhesion, and squashing out 
at the sides are considerable. 


Save time, money and trouble 
in your factory by using CLICO 
SINGLE UNIT crepe rubber soles. 


The Clifford Company 


Makers of CLICO Soles and Ace Rubber Heels 


185 SUMMER STREET 
Boston Opp. South Station Mass. 


St. Louis Representative: R. M. HEUCHAN, 1627 Locust Street 
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After Easter 


Sport Shoes and Sandal Effects 
Our Line is Complete 


Individuality at 
Moderate Price 
Our customers don’t waste time 
wondering where they can get 


the very newest style effects 
for moderate pricing 


They Come Direct to Us 


DONN D. SARGENT Co. 


SaLcem, MASSACHUSETTS 


BOSTON OFFICE FACTORIES 
195 ESSEX STREET 407 BRIDGE STREET 





The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 





32 BOOT AND SHOE RECORDER March 10, 1923 


lar Kloth 


The White Shoe Cloth Par Excellence 
ry \ | ee eta i i pe 


, 


‘ RNA) Yl 


Invisible Value 


All white shoe cloths look more or less alike. Whether made from 
short or long staple cotton, two-ply or three-ply, the inferior fabric, 
to a casual observer, will appear to be of about equal value 


0) FNS GORE S| 


is made from long-staple imported cotton, spun into a three-ply fine 
count yarn, and woven into an extremely fine-faced fabric of great 
strength, to produce a shoe of Beauty and Long Wearing Qualities. 








Five Y 
of constantly increasing business have proved the wisdom of 
——wreer weeree and. Fric« Afterward 


Thomas, Lake & Whiton, Inc. 


179 South Street, Boston, Mass. 
Selling Agents 


;} FREED 
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“TRAFFIC” SUPER-SERVICE RUBBERS 


INCREASED PRODUCTION MAKES IMMEDIATE DELIVERIES POSSIBLE 








Made in three styles, 
Over, Mid-Vamp, 
Hi-Vamp 


| CAMBRIDGE RUBBER CO. 


TRAFFIC 


CAMBRIDGE .MASS.U.S.A. 











THIS LABEL YOUR GUARANTEE 
TRADE MARK REGISTERED 


NOTHER Camco success. Five ply 
A double red sole. Triple toe. Triple 
heel. A real rubber for heavy duty 
wear. It has withstood most severe tests 
and has taken its place as a best seller 
in many places. The “Traffic” is only one 


of a number of rubbers carried in stock. 
Jobbers Will Supply You 


CAMBRIDGE RUBBER COMPANY 
CAMBRIDGE, MASS. 


Boston, 186 Lincoln St. New York, 127 Duane St. 


Chicago, 19 South Wells St. 
London, Balfour House, 119 Finsbury Pavement 
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FASHION FOOTWEAR 


FOR 


SPRING AND SUMMER 




























IN STOCK 
These Spring models are 
ready to ship. 
They are right in every | 
way. | 


Style 441 Style 439 








P. sr — Barnet’s No. 68 Russia Calf--Tony Red Calf Trimmed 
“*Mashie” 
Goodyear Welt---8-8 Wingfoot Heel - 
Widths At D--Price $4.65 a ol Hyg artes 43 _ 
A. M. CREIGHTON 
LYNN, MASS. 
ln 
Style 324 : 
'' [BLACK SATIN 


“Sunbeam” 
{14-8 Spanish Louis Heel --French Corded 
Kid Lined---Widths A to D---Price $4.15 
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Men Who Demand Qual ty 
and Appre ‘ 





























The men who constitute the cream of the middle class trade--- 
those who make it a point to be well dressed without disre- 
garding the matter of cost---will flock to the store that offers 
the irreproachable style, quality and value which have made 


GODING Shoes famous. 


No. Y750 No. Y655 

IN STOCK IN STOCK 
Bal oxford, first grade patent Bal oxford, Rueping’s tan 
colt, LaSalle last, Goding all- Calumet Norwegian Grain 
leather construction. B-C-D Calf, Yale last. B-C-D. 


THE GODING SHOE 
COMPANY 


833-855 W. Chicago Ave. CHICAGO 





the Boot and Shoe Recorder will appreciate your mentioning the publication in replies te advertisements. 








36 BOOT AND SHOE RECORDER March 10, 1923 





*, ~~, 


—_ yn 


It's Right | 




























Side Up! 


“The first real innovation 
in rubber heel manufac- 
ture in many years,’ is 
what one big shoe manu- 


facturer said when he saw 
the first sample of the new 


A 7, 
<= 





“U. S.” Spring-Step Heel 
for manufacturers. 

Name, trade mark, and 
other inscriptions on the 
new “U. S.” Spring-Step 
Rubber Heel are right side 
up in relation to the manu- 
facturer’s imprints or 
indentification marks on 
the sole of the _ shoe. 
Correct in every other way. 
Now, more than ever be- 
fore, “U. S.” Spring-Step 
Heels help sell the shoe. 


























United States Rubber Company 
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No. B 814—$4.00 





No. B 576—$1.85 


Hannahsons Leads the 
Leaders 


With fabric footwear leading in popularity 
for spring wear, can you afford not to be 
acquainted with the leading fabric manu- 


facturer and distributor—HANNAHSONS? 
HANNAHSONS Fashionable Footwear 


novelties are in stock—ready to ship in any 
quantity. And HANNAHSONS prices are 


exceptionally low. 


Make this Easter your most profitable one by 
selling HANNAHSONS distinctive novelties. 


Send us your order TODAY. Let us prove 
to you that HANNAHSONS shoes are real 
profit makers. 


HANNAHSONS = co. 
HAVERHILL : - MASS. 


Manufacturers 


me. 


No. B 774—$2.85 


me 


No. B 742—$2.15 











No. B 859—$3.85 


No. B 582—$1.85 


DESCRIPTIONS 


B814—Black Satin One Strap, Tongue and Buckle, 
Brocade quarter, Genuine turn, 14-8 full Spanish heel, 
widths A to D, code “Beatrice”............--+- $4.00 
B813—As above except Satin Quarter, and 16-8 full 
Louis heel. Widths A to D, code “Beatrice” . $4.00 
B774—Black Satin One Strap, Brocade acer, 9-8 
heel, Leather lined, Imitation turn, Widths B to 
code RE 60 ockndcn0sksdnsedouanckeuana $2.85 
B859—Black Satin One Strap, Suede Collar and cut- 
out tongue, Genuine turn, 15-8 full Louis heel. Widths 
A to D, code “Madlyn”..............seee0- $3. 
B576—White Canvas One Strap, Patent Checker 
Board trimmed, Imitation turn, 12-8 Cuban heel. 
Widths B to D, code “Erato”............-+++ $1.85 
B742—Black Satin One Strap, 9-8 Flapper heel, a 
lined, Imitation turn. Widths C to D,code “Inda” 2.15, 
B776—As above, except Leather lined. Width B to D, 
Se RT oa vncccewsctsuanesesesteseneee $2.75 
B786—As above except Genuine turn, Leather lined, 
Rhinestone Button. Widths B to D, code “Clover” 3.10 
B582— White Canvas Patent trimmed One Strap, Two 
ary Imitation turn, 9-8 heel. Widths B to D, code 
TUN does nus oe bkigulveed bia Ge cranes onene si 1.85 
B580—Same as abcve except with 12-8 Cuban heel, 
code “Thelma” . $1.85 


Send “ HANNAHSONS NEWS 
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THESE NEW 


STYLES 


ARE THE 







No. R 3663 





No. R 925 
No. R925—Smoked Elk one-strap, 2 button, Brown Calf No. R3663—F ine Quality Black Satin one-strap, 2 button. 
Tip and Quarter, 8-8 rubber military heel, Welt sole, B, C, trimmed with Black Suede Collar, Apron, and strapand strip 
D widths $3.75 across tip, 8-8 covered Block heel. very flexible sole, A. B. 
C widths. $4.25 


PREDOMINANT 
FEATURES 
FOR EASTER 







No. R 2371 No. R3932 






No. R3932—New Grey Ooze Calf one-strap, Grey Kid 
underlay on small Tongue, all over Silk bound, 10-8 Full 
Louis Covered heel, very flexible sole. A B,C. D widths 

$4.50 


ON THE FLOOR: 
FOR 
IMMEDIATE 
DELIVERY 


No. R2371—High grade Black Satin, Black Suede strap, 
2 button, all over French Corded, 16-8 Full Louis cover 
heel, Turn sole, A, B.C widths $4. 







No. R 2672 

. 
No. R2672—Black Patent Leather Vamp, Grey Nubuck No. R4755—Fine Quality Grey Nubuck, 5 eyelet Oxford, 
quarter, one wide strap, 2 button, 13-8 Covered ay Patent Leather trimmed, 13-8 Military heel, O'Sullivan 
heel, very flexible sole, C, D widths $3. Rubber top lift, Welt soles, A,B,C, D widths. $4.0) 


NOVELTY SHOE COMPANY 


“TRUE TO ITS NAME” 
325 WELLS STREET - CHICAGO, ILL. 
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ALL SOLID 
LEATHER 


WALK AND 
BE HEALTHY } 
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TWO SPLENDID STYLES FOR 
YOUR EARLY SPRING BUSINESS 




















No. R7171 Price $4.15 


Patent Vamp, Grey Nubuck Quar- 
ter, Theda Two-Button One Strap, 
9/8 Wingfoot Heel. All Solid 


Construction. 





IN-STOCK 


B, C and D Widths 
Sizes 3-8'% 


No. R7471 Price $4.35 


Bamboo Nubuck, Chestnut Calf 
Strip Tip and Backstay, Theda 
Two-Button One Strap, 9/8 Wing- 
foot Heel. All Solid Construction. 





IN-STOCK 
B, C and D Widths 
Sizes 3-8\% 


F. M. HOYT SHOE COMPANY 


MANCHESTER NEW HAMPSHIRE 


ee ee i a i i) ie > i SD SS nS Sy SY a Sy 
a a a ee eee 
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WALK AND 
BE HEALTHY 
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PROMPT EFFI- 
CIENT SERVICE 











4l 
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ARE YOU READY FOR EASTER? 


WE CAN SHIP THESE STYLES NOW 





IN-STOCK 
B, C and D Widths 
Sizes 3-81 


No. R 7462 Price $4.50 


Grey Nubuck, Gladys Tongue One 
Strap, Patent Leather Girdle and 
Backstay, 14/8 Celluloid Covered 
Wood Spanish Heel. Light Edge 
Welt. 


F. M. HOYT SHOE COMPANY 


MANCHESTER 


























No. R 7441 Price $3.85 


Grey Nubuck, Circular Vamp 
Oxford, Patent Leather Strip Tip, 
Patent Inlay, 12/8 Covered Wood 
Spanish Heel, Light Edge Welt. 


IN-STOCK 
B, C and D Widths 
Sizes 3-8 





NEW HAMPSHIRE 
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A SHOE LACE THAT OUTWEARS 
jev MONTHS ORDINARY LACES | 
STAYS TIED AND NEVER LooKs| IIH] 
SHABBY. 


























THE LACE WITH THE UNIVERSAL APPEAL 


IT SATISFIES EVERYBODY WHO TRIES IT 


Many Shoe Manufacturers are now supplying ‘‘Cordo- 
Hyde” laces in their Shoes. 
Mr. Shoe Merchant, why not cash in on the prestige of 
Cordo-Hyde by featuring this worthwhile lace in the shoes 
you sell ? 

FOR SAMPLES AND INFORMATION ADDRESS LACE DIVISION 


O. A. Miller Treeing Machine Company - - - Brockton, Mass.’ 











== =L|S|_— =Elq¢wW a= | _Daan]]~LS|= aS LSS SS SV 


Anderson- Owens’ OVER-SIZE Specialties. 























1 as 


IN STOCK You’re passing up a big bet unless 
610—Black Kid 2 Strap $4.25 you are carrying shoes designed to IN STOCK 
615—Brown Kid 2 Strap $4.75 fit BIG women. 
The 2- 600—Black Kid Oxford $4.00 
strap is also made to . . . “ . 
order in 3 to 6 weeks delivery It is easily done with these “STYLE- 605—Brown Kid Oxford $4.50 
sahara o $4.25 FULL OVER-SIZES.” Sizes 3% to 10, C-EE 
Black suede with 13-8 covered : ; 
Cates Hedl.......... Gas Best quality of materials and finest and boots 
We also wahoo one- osrep in above hi ° ° WwW 
combinations and at same prices. workmans Ip im every pair. ve 675—Black Kid Fat Ankle Boot... .$5.00 
cen 56 w CES will GLADLY send specimen pairs 670—Brown Kid Fat Ankle Boot... .$8.75 
NOTE—To sfzes 814 and 9 add 25 cents: for you to inspect. A postal will 650—Black Kid Full Ankle Boot... .$4.75 
936 and 10 add 50 cents bring them. 660—Brown Kid Full Ankle Boot.. ..$5.50 








ANDERSON-OWENS SHOE CO. 
LYNN, nee : sas ici 






Tho Haus and Ghee Gessedar Ol aeguediate pay GET lie Guiieniion te Gils te Ghaaiiaaeann 

















March 10, 1923 BOOT AND SHOE RECORDER 


43 








High Grade 


for 


Welt Footwear 


Women 





A Mark of Quality 
These illustrations are styles 


IN STOCK NOW 





Our Salesmen are 
now out showing 
over 100 new and ex- 
clusive patterns 
among which are 
our— 


EGYPTIAN 
SANDALS 


No. 621—Patent Leather Strap Pump, One Button, 
No. 623—Patent Leather Two-Strap Pump. Phillis | SPOFt wen a Phillis Last, 14-8 AAtoD. Price.........+.. ++ $5.00 
Last, 148 Heel. AA 5. Sew oe t —oxroras 
on. 5 ™ to D. Puts wae No. 622—Same style in Surpass black Kid...... $5.00 
No. 624—Same style in Surpass Black Kid. .....$5.25 


















No. 120—Sunset Brown Calf Sport Oxford—Clico 
Crepe Rubber Soles—Francis Last—AA to D.. 85 














Wecarry21 staple 
numbers in 
stock 
Send for 

No. 302—Black¥Calf Oxford, Tailor Seiched— Sally Catalo gue B i. r. poetry am Leyy bast Onford. Rubber al 
ie Se TCE... ee ee ee 
No. 301—Same as above in Victoria Brown Calf. No. 530—Same style in Brown Russia Calf. Price.$5.00 

DUNG £66 ase ver 28 add Meads cnnsncatetaeeuria $5.00 No. 510—Same style in Patent Leather. Price. .$5.00 


CROOKER & MORSE, Inc., Bridgewater, Mass. 





BOSTON SAMPLE ROOM, 183 Essex St., Room 501 
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Miller Shoe Trees Maintain 
the Merits of the 
Shoes Sold 


REGULAR USE OVERCOMES 
ABUSE. KEEPS SHOES LOOK- 


ING BETTER, FITTING BET- 
TER AND WEARING THEIR BEST. 


YOUR PROFITS ARE PROTECTED THRU 
THE SALE OF MILLER SHOE TREES 


Your Request Will Bring Catalog Illustrating the Compleie Line. 


SHOE TREE DIVISION 


O. A. Miller Treeing Machine Company, Brockton, Mass. 


ORMOND 




















Easter Sunday, April 1 
Order Now 











No. 591 


Tony Brown Calf 
Polo Oxford 
(Harness Stitch) 
A-B. 1 


M. A. PACKARD COMPANY 


BROCKTON, MASSACHUSETTS 
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— 
146—Patent Vamp and Panel Effect Saddle “GRACE” 4 
Oxford. Patent Fenton. Color ‘‘D’’ Grey Ooze graceful lasts, and 144—Color a .. Grey Ooze Calf,” Small 


Calf Underlay Panel and Lace Stay. 3 1-8 inch paramount workman- Tope 188 ¢ eal French Corded All ‘Around 
, Vamp and Foxing. JWa'king Welt. Price $4. ship lend them dis- 





all times. 
7 ; Early ordering is ad- 
Hand Worked ‘Silk Black Satin 2 witches Tie: — d a ye “LILA” 
Vanier hs i ve Reem |—TTS® SOCRY- ane a eS 
P. J. Harney Military Heel Light Welt Price "$4.85 
PRESIDENT 1a same Ste it Above = ia erie! 


























Stock 
A—4)4 to7 
B—3\% to7 
C—3 to7 
D—3 to7 
147—T. Grade Bi “4” in O Ss 2 
——Top Grade ac atin One Strap. “ ” 

Button. 2 Row Stitched Vamp, Strap and To LENORE ‘ 

‘13-8 Satin Covered Wood Military Heel. Light Terms 2% 10 days, aay Sa «Pama dd — ed 
148—All Patent as above, with’ Stitched Ti Net 30 d 3 1-4 inch Vamp. Imitation on Stitched ‘Tip, Vamp 
vam T 8 et ays Strap and Panel Quarter. 10-8 Covered Wood 

ee : set Swe. tae... 0 
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Ready for Immediate Delivery 
for Your Easter Sales 





These eight new crea- 
tions by Harney, 
Tracy, Crehan are 
worthy of any femi- 
nine choice for Easter. 
“PEGG Original patterns, 


10-8 ther Heel. Imitation —- me Wood Military Heel. Light 
$5.00 


tinct salability. 


Thirty years of shoe- 
making experience 
stand in back of every 
shoe produced in our 
factory. Merchant 
buyers are assured of 
quality and value at 








Widths Carried in 








Lymn 


\ 
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Literary Digest 


Another 
March 24, 1923 4 


Full Page Ad 








AT blessed relief!—when you 
push offa pair of tight, burning 
.and your glad toes wriggle—/ree! 
1 that same delightful comfort, 
ith Modified Educators on. 
These shoes fit your feet; they don’t 
force your feet co fit them, 

Trim, good-looking, long-wearing: 
built on Nature’s own perfect lines— 
Modified Educators bring Comfort, 4 
happily wedded with Style. 

High and low, handsome tans and 
blacks. Educator dealers everywhere. 
















DUCATOR 
ont 





Ontess muh 
tlhe me te cater, it 
ant 





6 se Se 
MADE IN NEW ENGLAND BY pa 

: . » ¥ 

RICE® HUTCHINS — * 

Neurree vies ap hess 3 

a5 HIGH STREET ROSTON, 8)". Goo mnae 

. eae) 















Educator advertising reaches all classes of people — all over the country. The above 
message alone will be read by over 4,000,000 consumers. Educator advertising not only 
interests readers—it brings direct results in retail sales. Are you getting these results 
by selling the fastest moving shoe stock in the world ? 


RICE & HUTCHINS 


BOSTON INCORPORATED U.S. A. 
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Important Movement Toward Colors 


Teach the People to Appreciate Red, Blue, 
Green and Yellow as Extra-Extra Footwear 


\ N THAT we are going to say in the next few para- 
graphs is very important to the merchants in 
larger towns and cities, who have not yet felt 
the coming of a new factor in high grade stylish foot- 
wear. A new note has come into high grade footwear 
for the summer of 1923. It made its appearance at 
the southern beach resorts and it has come with a rush 
since that time. It is the item of more color in foot- 
wear. 

The Recorder has maintained that if another color 
were to make its appearance in footwear over and 
above the browns, grays, black and white, there would 
be production enough to keep all machinery at top 
speed, provided the public was taught to appreciate 
that new color as an extra pair of shoes and not one 
to take the place of a type now prevailing. 

In one morning’s mail this week a Brooklyn shoe 
factory received orders for 680 


shoes.”” The call does not come from the merchant 
who figured on tickling his customer with a novelty. 
It comes from the woman customer who had been 
South or had heard of red or green shoes being worn 
with very high colored costumes. Now with the com- 
ing of the Egyptian rage, the splashing of pastel colors 
into footwear receives a greater impetus. There is no 
telling where the “darn”’ thing will end. 

Of this we are sure—that as fast as the specialty 
leather houses can make up the fancy colors, they are 
called for by manufacturers who have orders on hand 
for quick delivery. Sunny weather in April and May 
will bring out these colors to be worn by extremists in 
dress. 

The average merchant will not want to put in fine 
colors because he knows the danger thereof, and yet 
here comes a public demand that cannot be stopped. 

There is no question but that 





pairs of shoes in pastel color- 
ings—red, blue, apple-green, 
putty and yellow, and from 
towns from the size of Raleigh, 
North Carolina, to Chicago, 
Illinois. 

The call for color did not 
flow out evenly from New 
York, but it makes spots on 
the map in practically every 
State of the country where fine 
footwear is sold. 

The call for pastel colors in 
new sandals is as strong in 
Massachusetts as it is in Cali- 
fornia, and seems to be more 
than a mere desire on the part 
of the merchant for “window 





A Card of Thanks 


We are taking this opportunity to thank the 
members of the shoe and leather industry who 
gave generously of their time and money in 
the recent Good Will contest to raise money 
to further the work being done by the 
American Committee for Devastated France. 


It is a source of real pleasure to us that, as a 
result of this contest, Miss Helen M. Haney, 
the shoe and leather industry candidate and 
associate editor of the BOOT AND SHOE - 
RECORDER, will be one of the group chosen 
to visit France this Spring and see what is 
being done to rebuild and make habitable a 
large section of that country laid waste by the 
German invasion and subsequent retreat. 





the makers of fashionable 
dresses are looking with alarm 
at the speed with which Egyp- 
tian designs are appearing. 
They fear that a universal use 
of the Egyptian motif in all 
classes from the highest so- 
ciety to the girl behind the 
bundle counter will destroy 
he style prematurely. 

High color shoes have a real 
fashion value today. Their 
period may be 60 or 90 days 
or a summer season. For the 
merchant who wants to take a 
chance and who has the cour- 
age to ask a real price—double 
the cost—then the new colors 
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offer to him a speculative opportunity. The beauty 
of red, blue, green and the softer pastel colors have a 
marvellous appeal to the woman who can pay the 
price and who is willing to buy costumes to match. It 
is to her that a new distinction in costume is made 
possible by the development of these pretty shoe colors. 

The color expert who serves the Recorder, tells us 
that from now on color will become a more important 
detail in the economic life of business. He points out 
that throughout America not only garments but homes 
are being inspired in their color schemes by the degree 
of artistic good taste that has been developed in the 
past few years. 

All corners of the globe will be studied to bring to 
the eye the pleasures given by color. It was Sic George 
Birdwood who said: 

“Every home in India is a nursery of the beautiful, 
and art permeates the life of the people.” 

Our own authority tells us that the blending of colors 
is being more and more appreciated in America and 
that the beauty of colors will be used more and more 
in business, in costume and in footwear. 


Be Guided in Buying by 
Your Community 


HE great expectation of the month of March is 

that the public will buy and in such volume as to 
clean merchants’ shelves of Easter footwear so as to 
enable the circle (factory, store, public) to be com- 
pleted. 

There has been a healthy buying boom on the part 
of the merchant and he has got plenty of smart shoes for 
the next twenty-one days. A burst of good weather and 
there is no question but that the merchant will move 
shoes at a profit and will be eager to get more. The 
market places of the U. S. A. see an opportunity for 
profit to themselves and pleasure to the public in the 
sale of shoes in March. 

Probably the one big item that makes merchants 
optimistic is the fact that unemployment is almost un- 
known in industrial centers and that the outlook is for a 
real basis of prosperity to the worker through the 
spring months. 

There is unusual activity in the building trades— 
the January expenditures for 160 cities being $194,000,- 
000 or 38 per cent more than a year ago, An enormous 
building program is being laid out for 1923, but with 
materials now almost 20 per cent higher than a year ago, 
from which a 27 per cent shortage of labor does not 
give promise of relief, there is danger that the full 
program will not be carried to completion. Price in- 
creases have been caused by scarcities of raw materials 
like cotton, and the tariff on wools has helped to push 
up the price of clothing. 

Manufactured articles have advanced in price in 
most lines in the last three weeks, but farm products 
have declined. Here is the seat of economic trouble. 
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The farmer needs an opportunity to sell his products on 
a parity with the things that he must buy. He is look- 
ing at the summer and fall of 1923 with considerable 
thought to the wages that he must pay to produce his 
crops. It does not now appear that the cost of living in 
any month of 1923 will go lower. 

It is for that reason that the shoe merchant can hold 
himself open to congratulation on the fact that prices 
have not materially increased on standard footwear. 
When it comes to high style footwear we see new classi- 
fications of leather such as ‘“Extra-Extra Special” — 
being in the nature of a superlative that gathers 10c a 
foot with each “extra” and a quarter with each“Special.”’ 
The costs are going upward in high quality materials 
and the public is not prepared for Extra-Extra prices. 

There is no need for a stampede into buying shoes 
simply because of possible price advances. The 
speculative value of finished shoes is not as high as it 
was three years ago, for then, by holding on to shoes, it 
was possible to have them appreciate in value. Today 
the reverse is true. Style shoes are good for sixty or 
ninty days and then become valueless. Many a smart 
Colonial having a high tongue looked good to the buyer 
at the prevailing prices of six months ago, and yet today 
is not profitable merchandise in some communities. 

There is a style trend which develops and is pretty 
well defined for a period of sixty to ninety days dura- 
tion, after which time it is fell to throw them on the 
bargain table. We are speaking of high style footwear 
and not of more staple and standard patterns. 

And yet with the plain oxfords for both women and 
men it is not safe to buy them in volume simply be- 
cause of the possibility of a rise in the market. The 
merchant should buy what he thinks he can sell ir- 
respective of what he is told as to where prices are going. 
He should be guided in his buying not by the wholesale 
price trend but by the needs of his community. 

Business conditions in his community and his esti- 
mate of their probable constant change for the better is 
a safer signpost than a feeling that if he gambles on a 
price advance and wins he will be able to get an exorbi- 
tant profit on his footwear. 

The start of every era of inflation is always specula- 
tion in commodities. It is poor business with styles 
dancing in as rapidly as they are, with newer patterns 
and leathers, to be venturing good money because of a 
uspicion of a general price advance in all industries.s 
Buy shoes on the market and buy them in good style, 
for the latter is by far the most important. The public 
with money in its pocket is appreciative of good style 
and is not particularly concerned with a 50c or $1.00 
difference. 

The indications point upward—the public will buy 
for it is getting the money—and it remains for you to 
have it spent in footwear rather than in any other com- 
modity. It is the competition of other items, even the 
radio, that is taking the money out of the shoe store, for 
the American public has not yet come up to the level 
that it should in the numbers of pairs per person. 
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Boot and Shoe Recorder CREED 


Getting More Shoes Sold Right: not only “more” but ‘ right; sold for the right purpose, to 
the right wearer, in the right fitting, for the right price, at the right profit. This is the great 
problem of the retail shoe merchants. The chief purpose of the Boot and Shoe Recorder is 
to help solve it; for this is the basic problem upon which depends the progress of the 
entire allied industries relating to shoes and leather; their production and distribution. 
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Ain’t It a Grand and Glorious 
Feeling? 


There’s a tremendous satisfaction in 
accomplishing some thing worthwhile. 


The March 3rd issue of the Boot and Shoe 
Recorder has evidently been regarded as a 
great achievement by our many friends in 
the trade. Compliments are coming to us 
from all quarters. 


A retail merchant writes, “It’s the best 
issue of a shoe paper I have ever seen.” 


A manufacturer writes, “The Recorder 
is setting a new pace in business literature. 
Our industry should be proud to have such 
a splendid publication represent it.” 


And so the good words come and we are 
happy. 
Ain’t it a grand and glorious feeling? 
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Danger in ‘loo Many Colors, Says Slater 


They Present Quite a Problem When Their Number Is Multiplied 
by the Number of Patterns and Sizes 


ETAIL shoe merchants have been over-styled 

the past 18 months, and they don’t wish to be 

“over-colored,” according to John Slater, presi- 
dent of the National Shoe Retailers’ Association, speak- 
ing on “Color Co-operation Between Industries” be- 
fore the Textile Color Card Association’s annual meet- 
ing at the Hotel Astor, February 28. 

“When color and style come in,” Mr. Slater said, 
“they force a great problem on us shoe retailers. 
Ladies, in demanding colors, must realize that the shoe 
retailer possibly may not have just what the customer 
is demanding. I will tell you the reason. 

“There is no business that deals with as many units 
as the shoe business. Take a high grade store. It has 
to carry between 65 and 85 pairs to insure having one 
pair of a size that may be demanded in the ordinary 
course of the day’s business. That does not supply all 
the sizes. I was looking over the list a while ago of a 
certain St. Louis retail merchant who carries 200 pairs 
of a size. Of course that is extraordinary, but the 
ordinary business makes it necessary to carry between 
65 and 85 pairs. 

End Sizes Multiplied 

“Now if you take these numerous colors and mul- 
tiply them by 65 or 85 pairs, you have a great amount 
of goods in stock which are not likely to be called for, 
and yet you may sell your whole stock in the first hour 
you open for business. With those colors, once you 
sell one pair your whole stock is impaired. That makes 
it very difficult for all these colors to be carried in stock 
even though the ladies demand them.” 

Mr. Slater said that the Joint Color Committee rep- 
resenting the Allied Shoe and Leather Industries in 
their February meeting, held in co-operation with the 
Textile Color Card Association, resolved that in the 
future when shoe and leather associations issue style 
programs, where colors are mentioned it would be 
well to use the names of these colors and show on the 

official color card the consensus of opinion of those 


present. 
Making It Easier to Identify Colors 


“The feeling was unanimous,” Mr. Slater continued, 
“that we are now beginning to reach a point where 
the color card program for the spring and winter 
season has become crystallized to such an extent that 
it will serve the purpose for which it was intended in 
all branches of the industry. 

“In adopting this resolution we are endeavoring to 
fix it so that when the shoe retailer orders from the 
travelling salesman, particularly colors, he will use 





the words “Adopted by our Association”; that he will 
match up with the tanner’s numbers or the tanner’s 
name so that when we say, for instance, Log Cabin, 
which is one of the names that we adopted at the last 
meeting, it will be immediately matched up with the 
leather made by some certain manufacturer. Now 
these tanners may use numbers or they may use names 
but when the order is written out, the color card name 
will be used in conjunction with the other. 


Hooking Up with Hosiery 


“We are doing that for this purpose—that we want 
the sales people of all the various stores to become 
familiar with the color card names and when the cus- 
tomer hears the name, providing they want hosiery, 
they will have the shoe color name and when they go 
to the hosiery counter or somewhere else, they can say 
that they just bought shoes of this color and want 
so-and-so to match it or for contradistinction. We 
think that we are going to help the color card associa- 
tion in establishing their work and we trust that this 
will be followed out by the rest of the trade. 

“The secretary of our association just telegraphed 
that the Canadian Retailers’ Association would like to 
co-operate in promoting the fall shoe colors to appear 
on the fall color card, and they would like to have the 
color cards to supply their membership throughout 
Canada. This shows the great co-operation on the 
part of the retail shoe men all over the United States 
and Canada.” 


Regular Endicott-Johnson Dividends 


Endicott, N. Y., March 5.—The directors of the 
Endicott-Johnson Corporation declared the regular 
quarterly dividends of $1.75 on the Preferred Stock 
and $1.25 on the Common Stock, both payable April 
2 to holders of record March 17. 

At the annual meeting of the stockholders all the 
present directors were re-elected. 

At the organization meeting of the directors all the 
officers were re-elected as follows: 


President, George F. Johnson; Ist vice-president, 
Chester B. Lord; 2nd vice-president, George W. John- 
son; 3rd vice-president, Charles F. Johnson, Jr.; 
treasurer, John E. Paden; Ist assistant treasurer, 
C. M. Firch; secretary, Maurice E. Page; Ist assistant 
secretary, Bruce L. Babcock; 2nd assistant secretary, 
F. L. Demo; auditor, W. F. Dickson; Ist assistant 
auditor, J. C. Merle. 
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Sandals Absolutely Safe 


The Problem Is Not in the 
Pattern but in the Wide 
Variety of Colors 
This Season 






A band of blue Kid with the rest 
of the shoe in white with which can 
be worn blue hosiery. 





In henna red—a sandal with a 
scarab for top fastening and a 
Sphinz stitched | in color of the vamp. 
A turn Erwin M. Cone, East 
Boston, Mass. 





White calf with red front line and 
band with cut-outs. A sandal of 
salability by Duttenhofer-Stevens Co., 
Cincinnati. 


R 











A yellow shoe with a band of brown 
to get two-tone value such as those 
prevailing in gowns, By Designer 
Clem of the Dunbar Pattern Co., 
Boston. 





In and out the lace of patent leather 

goes over the throat line of an all 

white Kid slipper designed by 

ee Clem of Dunbar Pattern 
0. 
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Mid-West Farmers More Optimistic 


Less Complaint About Price Inequalities, Report Delegates Attending 
Convention of Iowa Retail Shoe Dealers’ Association 


HE 200 retail shoe merchants and the 150 shoe 

travelers registered at the 13th annual conven- 

tion of the Iowa Retail Shoe Dealers’ Associa- 
tion, are optimists on conditions and are bulls on Iowa. 
No other State in the Union looks so good to these 
shoemen, and even though the farmers and stock 
raisers of the State have had severe bumps, faith in 
the State of Iowa has not been weakened. 

What the merchants of Iowa are asking for is a fair 
deal from the Legislature. They are opposed to legis- 
lation which will shift to the shoulders of business a 
burden of taxation that is over heavy, fearing that 
such a burden will increase retail prices and make 
the going harder. Other than this the merchants have 
no fear of meeting outside competition or no expecta- 
tion of other than an excellent 


over more than once or twice a year. Profits can be 
made only on quick moving stuff and a healthy con- 
dition of business can be obtained only through stock 
turnover. 
“Buy what you need when you need 
it, and no more than you are sure you 
can pay for when the bill is due. Place 
orders far enough in advance so that 
the manufacturer will have time to 
make the shoes right and get them to 
you on time. Buy shoes according to 
their style hazard. Style shoes should 
not be bought over 90 days in advance. 
Know your business well enough to 
figure out in advance with fair accuracy 
the proportion of 





business for the spring and 
summer season upon which 
they are entering. 


Business Good in Larger Cities 


In the larger cities, business 
has been good and indications 
are that it will continue so. A 
year ago and until within the 
past few months the merchants 
in the smaller towns have had 
to meet the argument of the 
farmer that prices of products 


son, Des Moines. 


Griswold. 





Iowa Officers 


The following are the newly elected 
officers of the Iowa association: 

President, T. F. Jaquis, Des Moines. 

First vice-president, Harry Jacob- 


Second vice-president, 
Hardy, Winterset. 

Directors, Chris Larson, Marshall- 
town; A. H. Lamb, Cedar Falls; Wil- 
liam H. Gernes, Ames. 

Secretary-Treasurer, 


staple shoes and style 
shoes which you are 
selling and play safe 
on sizes.”’ 

R. E. Smith, president of 
the J. P. Smith Shoe Manu- 
facturing Company, Chicago, 
spoke on general business con- 
ditions. Optimism tempered 
with conservatism was the 
central thought of his most 
excellent talk. “All ihforma- 
tion collected by statisticians, 


Fred C. 


Ira Welch, 








which he buys are out of pro- 

portion to the prices which he receives for what he 
sells. Iowa farmers are working out of their financial 
difficulties and are beginning to see daylight ahead of 
them, and in consequence, there is less complaint about 
prices and less discussion about the inequalities of 
price distribution. 


Much Stock Is Dead 


For eleven years Frank Nebe served the Iowa asso- 
ciation as secretary and during the past year has ably 
filled the office of president. In his opening address, he 
reviewed, to some extent, the activities of the associa- 
tion and pointed out the rocks which have been avoided 
in retail shoe merchandising through the action of 
both State and National associations. He advised the 
merchants fo talk in terms of net profit and not 
markup. In his opinion, there is vastly more danger 
in being overstocked than in being understocked. Ac- 
cording to his observation the average merchant is 
doing 75 per cent of his business on 25 per cent of his 
stock. From 65 to 75 per cent of the merchandise on 
his shelf is, therefore, dead weight and not turning 





colleges and business organi- 
zations spells optimism. Wages per man are 80 per 
cent greater than a year ago. Basic materials are 
higher and the shoes on your shelf, if bought right, 
are all good buys. More money is lost on wrong styles 
at the wrong time than through price changes. Dis- 
count rate in Federal Reserve Banks was raised to pre- 
vent speculation. Shoes are not commodities upon 
which any man should speculate, because of style 
conditions. I believe we will continue to have 60 to 
90 day buying in many factories and in many stores 
overhead has reached a point where it is absorbing all 
the profit.” 


Increase Volume—Cut Overhead 


The most satisfactory way to reduce overhead is to 
increase volume, but if it can’t be done in this way 
the only other alternative is to have less men and have 
each man do more work. If merchants would be more 
frank to tell the truth to manufacturers and bankers, 
to take these men into their confidence and talk over 
their affairs with them, there would be less trouble and 
more profit. 
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Report on Production of Boots and Shoes for January, 1923 


Washington, D. C., March 2, 1923—The Department 
of Commerce announces the following information with 
regard to the production of boots and shoes in January, 
1923, based on reports received by the Bureau of the 
Census from 1161 manufacturers. 

The total production of boots and shoes during the 
month of January, 1923, amounted to 29,994,245 pairs, 
as compared with 27,853,268 pairs produced in Decem- 
ber, 30,076,128 pairs in November, and 25,119,911 pairs 
in January, 1922. The total production for December 


and November, 1921, amounted to 24,133,100 and 
23,534,821 pairs, respectively. 

The January production included 8,954,126 pairs of 
men’s shoes (high and low cut, leather), 1,890,941 pairs 
of boys’ shoes, 9,396,060 pairs of women’s shoes, 
3,573,218 pairs of misses’ and children’s shoes, 2,420,372 
pairs of infants’ shoes, 841,287 pairs of athletic and 
sporting shoes (leather), 813,570 pairs of shoes made of 
canvas or other textile fabric, and 2,104,674 pairs of 
miscellaneous footwear. 


PRODUCTION OF BOOTS AND SHOES: JANUARY, 1923, DECEMBER, NOVEMBER, AND JANUARY, 1922, 
AND DECEMBER AND NOVEMBER, 1921 





NUMBER OF PAIRS 





Kind January December November January 

1923 
... 29,994,248 27,853,268 30,076,128 25,119,911 24,133,100 23,534,821 
. 26,234,717 23,901,740 25,349,862 22,821,056 21,673,391 20,436,877 


Boots and shoes, to 
High and low cut Gentes}, total. . 


Boys’ and youths’. . 


et mage gna BR REE 8,954,126 8,235,090 8,700,335 7,770,631 7,455,218 
cial 1,890,941 1,738,486 1,986,075 1,945,332 1,851,177 1,869,934 


December November 
1922 1922 1922 1921 1921 


6,780,253 


Women’s. . cece cececesescseccccccscses 9,396,060 8,379,200 8,937,732 7,976,125 7,747,926 6,875,146 
Misses’ and children’s................-.0-s+seee0e- 3,573,218 3,297,671 3,440,536 3,198,410 2,802,788 3,150,263 
0 REE Serer Terre ror 2,420,372 2,251,293 2,285,184 1,930,508 1,816,282 1,761,281 
Athletic and sporting (leather)...................2..- 841,287 735,931 875,531 584,996 501,184 607,181 
Canvas and other textile fabrics'.................+++ 813,570 645,631 742,699 469,798 314,983 152,212 


All other (slippers and miscellaneous footwear)? . . 


2,104,674 2,569,966 3,108,036 1,244,061 1,643,542 2,338,551 


1 Excludes rubber-soled footwear with canvas and other textile fabric uppers. 
* Includes slippers for house and evening wear at home, barefoot sandals and play shoes, moccasins, and all others not specified 


above. 





“The shoe business from tanner to retailer is a 
partnership business, and when one partner neglects 
or refuses to discuss problems with the other, there is 
little chance of happiness or prosperity in the business.” 

A round table discussion on how many seasons there 
are in a shoe year, brought forth some pointed ideas 
on buying. In the opinion of Ed Hertzler, of Burling- 
ton, there is no chance of a return to the old system 
of two seasons. Certain classes of merchandise should 
be bought every 60 days, he argued. Other classes 
can be bought in 90 day periods, but the merchant 
who trys to buy twice a year and has all the goods 
purchased for a given season to come in at about the 
same time and pay for it all at once is a poor customer 
for a factory, because he is pretty sure to go broke. 


Don’t Carry Too Much Stock 


“At no time,” said another speaker, “should the 
stock on a shelf represent more than one-fourth the an- 
nual sale. At other times it should be as low as one- 
sixth of the total annual business.” 

At the Tuesday afternoon session, Chase Smith, 
representing the insurance department of the National 
Association, explained to the merchants what a saving 
of 25 per cent on their fire insurance really meant to 
them. 

The principal address of the afternoon was delivered 
by Curtis K. Johnson, Rush City, Minnesota. He took 
for his topic “The Road to Happiness.” He divided 


the people into two classes—heroes and zeros—the 
fellows who do things and build up the communities 
and the fellows who do nothing and thereby tear them 
down. 

“Don’t be alarmed or worried if somebody knocks 
you. If people are not knocking me, I’m a dead one. 
One of the greatest assets a business man has are 
enemies made along the right lines. The five charac- 
teristics that go to make up American success are en- 
thusiasm, ambition, optimism, efficiency and service.” 


How Men’s Trade was Increased 


The latter part of the session was devoted to a 
style discussion under the management of George F. 
Brecht, general chairman of style committee. C. F. 
Hardy, of Winterset, conducted the discussion on 
men’s style stop in the absence of C. E. Whitticar of 
Cedar Rapids. The discussion of women’s shoe styles 
was conducted by E. C. Logan, Boot and Shoe Recorder. 

A. B. Crandall of Des Moines, a year ago was selling 
four pairs of women’s shoes to one pair of men’s. Now 
he is selling one pair of men’s to each two pairs of 
women’s. The increase in men’s business he attributes 
to playing more styleful shoes for men. 

Harry Jacobson who has recently opened up an ex- 
clusive men’s shop in Des Moines, is also of the opinion 
that a volume business in a man’s store can best be 
obtained through taking chances on some more extreme 
patterns and putting them across with the young men 
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in the community. It developed that in college towns, 
black is predominating over colors, but in other towns 
tans are selling more readily than blacks. The square, 
French toe effect is the better seller in styleful shoes, 
while in the more conservative patterns medium round 
toes prevail. Merchants in larger towns expect to 
sell a larger proportion of oxfords for the coming fall 
than ever before. 


Heavier Leathers for Next Fall 


It is their plan to make summer oxfords light in 
weight and appearance, and then for fall to switch to 
heavier materials and heavier soles so as to make a 
distinctive division between the seasons. 

In women’s styles it was brought out that Russia- 
calf oxfords are beginning to slow up; ooze and gray 
and the wood brown shade are gaining in popularity 
and will continue to be among the best sellers until 
hot weather, when whites advance to the stage. Black 
satins will continue good throughout season and will 
be sold in both low heels and high heels. 


In whites, strap effects will supercede 
oxfords and sandals; effects for mid- 
summer look good to the merchants in 
the college towns and in the larger 
cities. 


The traveling men’s auxiliary did themselves proud 
in providing entertainment for the visiting merchants 
and the ladies who accompanied them. Monday night 
the ladies were entertained at a theatre party and the 
men attended the Shriners Circus in a body. The 
Elwell Field Shoe Company entertained at a dinner 
for R. E. Smith of the J. P. Smith Shoe Company, 
Chicago and Charles Williamson, president of the Ault 
Williamson Company of Auburn, Maine. The mem- 
bers of “the Big Eight,” an organization consisting 
of one man in each of the principal cities of the State, 
were also guests at the dinner. The evening was spent 
in the discussion of general merchandising topics. 

The 13th annual convention of the Iowa association 
will go down in history as the best and most profitable 
meeting ever held by this organization and the last 
day of the session, which frequently peters out to 
nothing, will be remembered as the most profitable 
day of the three-day session. Immediately following 
the community sing which opened the morning session, 
Ed Hertzler of Burlington, Iowa, spoke on ““Nineteen 
Twenty-Three Success.” 

The keynote of the talk was sane optimism. “Think- 
ing optimism doesn’t get you any place. Optimism 
and action is all that counts.’’ He proposed the slogan 
“Tt’s up to me in twenty-three.” 


It's Up to Me 


“You must have a goal and work for the goal but 
don’t fool yourself. Things won’t be done unless you 
do them. Face every condition squarely and honestly 
with the gray matter of your brain and the sweat of 
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your brow. Set for your goal volume of sales, but also 
bear in mind stock turnover and overhead expense. 
With proper supervision, the reward for reaching the 
goal will be net profit.” 


Address by Sam Davis 


Sam Davis, field secretary of the National Shoe Re- 
tailers’ Association, gave some pertinent advice and 
some outstanding examples of success. The necessities 
of business require that you mentally fit yourself for 
better business. 

“First analyze yourself, the business and the social 
conditions of your community. A stock of merchandise 
is not an asset but a liability until it is sold and con- 
verted into money. Then it is an asset. The old adage 
of goods well bought are half sold, should be changed 
to goods all sold are well bought. Successful service 
must be sensible service. Good stock keeping is the 
basis of successful merchandising. Do you know what 
percentage of your stock has been on the shelves three 
months, six months, or a year? Special sales may 
move merchandise but they breed a waiting list of 
hungry bargain hunters. What is the average sale in 
each department and how many sales people keep up 
to the average. Sales through suggestions add ma- 
terially to the total volume. They show up on the 
sales slip and enable the merchant to designate between 
the efficient and inefficient sales person. Profits are 
the goal of business, but no sale is profitable unless 
seller and buyer alike profit by the transaction. Do 
not overlook the necessity of handling complaints to 
the satisfaction of customers. 


What Salesmanship Really Is 


One of the most inspirational and educational ad- 
dresses of the convention was delivered by Professor 
J. P. Ryan, head of the Department of Public Speak- 
ing of Grinnell College, on Salesmanship. 

He defined salesmanship as an art, traced the his- 
tory of salesmanship from early Biblical times down 
through the centuries to the present and said: 

‘““We are now living in the third stage which is the 
constructive service rendering period in which we recog- 
nize the moral responsibility of the salesman.” The 
first step of making a sale is to get your own will 
started; second, getting the interest of the customer; 
third the desire being aroused in the customer; fourth, 
conviction of getting the judgment of the customer; 
fifth is action both on the part of the salesman and 
the customer, and sixth is the conclusion or final of 
the sale. 


Resolutions Adopted 


Resolutions were adopted accepting the code of 
ethics adopted by the N. S. R. A., at Chicago; second, 
accepting the resolution of the national, relative to 
rapid change of styles; third, deliberation of Board of 
Directors to be published in monthly bulletin follow- 

(Continued on page 57) 
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How Can We Make a Substantial Profit? 


This the Problem Put Up to Delegates at Ohio Valley Convention— 
Merchants See Good Business Ahead 


ETAILERS of footwear in every section of the 
Riau of Ohio, West Virginia and the upper part 

of Kentucky gathered together in healthy num. 
bers at the Southern Hotel in Columbus for the Thir- 
teenth Annual Convention of the O. V. R. S. D. 
Association, March 5, 6, 7. The spirit displayed by 
merchants from both large and small towns in this ter- 
ritory was one of optimism. 

Basic conditions in the wide range of industries that 
are to be found in this Mid-West section never ap- 
peared more favorable. In fact it is beginning to be 
said that the retail shoe industry has 
just about reached the point of nor- 
malcy again. Having arrived, the 
question arises: ““What must we do 
to make a substantial profit through- 
out the swing of changing economic 
conditions?” The first business ses- 
sion of the convention developed in a 
broad way the answer. It is this: 

**4 more thorough personal 
analysis of your business 
based upon more adequate 
trade information through 
the media of your trade as- 
sociations, both national 
and state, and your trade 
journals.” 

The convention was called to 
order by L. Bamberger, chairman of 
the convention committee, and after 


the address of welcome by the mayor 
of Columbus in which the key to the 
city was extended, President Seaton Alexander gave his 
annual message in which he said in part: 


The Causes of Failure 


“G. W. Hafner, industrial engineer of Chicago, says 
that an analysis of the reports sent out by Mercantile 
Agencies leads to the very definite conclusion that while 
some business failures may be accounted for by lack of 
capital, unwise credits, extravagance and fraud, the 
vast bulk, the overshadowing majority of business 
mortality, is caused by this one thing alone:—Lack of 
adequate, accurate and complete information relative 
to business facts. 

“By our own observation we know this statement to 
be disturbingly true of the retail shoe business, and we 
also know that the condition is growing better from 
year to year because of organizations such as the 
0. V. R. S. D. A., No school, no technical books, no 





‘air ‘ i d Cc. B. KLINGENSMITH 
the usual singing, invocation, an Newly elected president of the Ohio Valley 


Retail Shoe Dealers’ Association, 


high brow discourses can do as much for us toward 
continued improvement as will these meetings where 
we get the combined thought and experience of num- 
bers who are in direct contact with the problems every 
day, and who in these heart to heart exchange of con- 
fidences truly ‘help one another.’ 


Buying Advice for Merchants 


“I personally believe it will be good business to con- 
fine our buying to those manufacturers whose styles 
most nearly conform to the recommendations of the 
joint style committee, passing up the 
fly-by-night fellows who in order to 
get business find it necessary to show 
a freak production that without add- 
ing anything to the comfort or hap- 
piness of the consumers, leaves the 
dealer with a lot of most undesirable 
tag ends. I also feel that considera- 
tion should be given the manufactur- 
ers who realize that salesman must 
visit us more often than under the 
old order and who does not expect 
his salesmen to take all of this addi- 
tional expense on his shoulders.” 


Accomplishments of the Year 


In his annual report Secretary 
Henry Hagemann pointed out the 
various accomplishments of his of- 
fice during the past year. One among 
them was the organization of an 
Ohio Council of retail merchants, a 
body including five state associations 
covering the hardware, drygoods and shoe fields. The 
function of this body is to fight legislation which is 
destructive to healthy merchandising. During the year 
past, the secretary also was instrumental in the or- 
ganization of the shoe group at Youngstown, Ohio which 
is at present functioning well. And another point dis- 
playing the progress of the Ohio Valley Association is 
its increase in membership. At the 1922 Convention 
there were reported 548 members, today the organiza- 
tion enjoys 650 members. The fire insurance feature of 
the association was again emphasized, it being pointed 
out that every merchant should take advantage of the 
25 per cent saving it affords. 


Praise for John Slater 


C. K. Chisholm, former president of the National 
Association, told the Ohio Valley merchants that few 
retail merchants throughout the country realized the 
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Blue silk 


uilting with Egyptian colored 
braid and fancy silk binding. Note high 
back and front. From the line of the 


Chipman- Harwood Co., Boston. 





Style in Comfort Slippers 


Here Is Proof of Style Penetration 
Into Lines Which for Years Were 
as Standard as Salt 





A leather comfort slipper with novelty cut- 


outs in two tones of brown As soon 
as a style appears in fine footwear, it is 
translated into slippers. From the 
Best-Ever Slipper Co., Brook 








great service John Slater, the new president of the 
National has been to the shoe business in years past, 
and that by virtue of the office he holds today, he will 
not only continue, but increase the value of his service 
to the retailer and to the trade at large. “And just 
since he has been in office,” said Mr. Chisholm, “Mr. 
Slater has accomplished something our National has 
been working for for years, namely, co-operation be- 
tween all the branches of the entire shoe industry. He 
has paved the way for better understanding between 
each and every group, thus for stronger and more val- 
uable organization work. I predict, therefore, that the 
next National Convention at Chicago will be the most 
successful one ever held.” 

Sam Davis, field secretary of the National, painted a 
masterpiece on the “Spirit of Get Together” out of 
which has developed the trade association with its 
powerful influence for the welfare of its members. 
George M. Spangler also emphasized the importance of 
membership in the National, by briefly outlining the 
work it is doing and expects to do. “Having shown 
Washington,” said Mr. Spangler, “that retail shoe 
merchants are not profiteers, that hides should be 
on the free list, that we should not be subjected to a 
sales tax, as well as many other things the association 
has accomplished, retailers should not now get the idea 
thet their business is no longer subject to attacks by 
evil influences. The time is here when we strengthen 
our organizations to the utmost.” 


Condemns Comparative Prices 


R. M. Mound, manager of the Columbus Better 
Business Commission, in speaking on Honesty in Ad- 
vertising, advised the delegates against the use of 
comparative prices in their ads, also to go out of their 
way to tell the truth in their advertising copy. 

The open forum, led by Vice-President C. B. Klingen- 
smith, dealt with the subject of how to clean out odd 
lots. C.S. Seidenfeld said that he put a special tag on 


each pair and placed them on a sale table where his 
customers could get full benefit of the reduction. Paul 
Crawford, however, contended a merchant’s profit is 
usually tied up in the last few pairs of a line. So his 
procedure is to watch a line very carefully right from 
the first and if it is slow, he puts a P.M. on it. His next 
step is to reduce the price and if the line is still slow to 
move he increases the P.M. His final step is to shift 
the line over the basement department. Mr. Crawford 
said: 

“Don’t become so wrapped up in style just because 
you bought it, that you won’t admit your error until it 
is too late.” 


Using the Dollar Day Plan 


J. Henry of Huntington, W. Va. said: “I get enough 
profit in the first place so that the shoes left over don’t 
cost me enything. Then twice a yeer we have a dollar 
day under a co-operative merchandising plan including 
stores of all types. Here is where we get rid of our odd 
lots, but they are usually sold to people other than our 
regular customers.” 

A man from a town of 1000 population pointed out 
that it was ruinous for him to conduct a dollar day sale, 
simply because the shoes sold in such a sale would have 
to be purchased by his regular customers, who, if they 
found they could buy shoes at such a low price would 
wait for such saies. 


Odd Lot Department Urged 


Seaton Alexander presented the plan of an odd lot 
department, which he has just instituted in his own 
store. He has this department in the back of his store. 
He shows samples from it in his windows, and devotes a 
part of his ad to it each day. He finds that in his case it 
brings into his store a new class of people, that it is the 
means of selling two pairs to a customer often times. 
Mr. Alexander believes that with careful buying, one 
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can continuously clean out his short lines by the use of 
such a department. 


Style Demonstration 


Monday evening from seven to nine, a styie demon- 
stration was held at the Southern Hotel. In it shoes 
were displayed on models by the following concerns: 

The C. & E. Shoe Company, The Shukraft Company, 
The John Fenton Shoe Company, Lunn & Sweet Com- 
pany, The Riley Shoe Company, The Bradford Shoe 
Company, The Friedman-Shelby Shoe Company, The 
McGovern Shoe Company, A. E. Little Company and 
The McLaughlin-Conway Company. 

The C. & E. Shoe Company and The Shukraft Com- 
pany were fortunate in being able to have their styles 
exhibited on the feet of Miss America, who was chosen 
as the most beautiful girl in this country. 





Mid-West Farmers More Optimistic 
(Continued from page 54) 


ing the meeting; fourth, to take a decided stand agains} 
practice of manufacturers taking orders for deliveries 
for specific dates, when they know at the time the 
order is placed that delivery will be delayed; fifth, 
opposing legislative action now proposed in the State 
which will shift the burden of a large percentage of the 
taxes from the farmer to the business man, and conse- 
quently increase retail prices and drive manufacturing 
enterprises from the State; sixth, condemning the 
practice of manufacturers and jobbers of circularizing 
the trade with folders and other advertising matter 
upon which the wholesale prices are exposed to the 
public eye; seventh, expressing sympathy to the 
family on the death of Oliver Ingeldue of Marshall- 
town, a loyal member of the association; eighth, felici- 
tations to the Traveling Men’s Auxiliary, local shoe 
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men and wholesalers and ladies for assistance rendered 
in the conduct of the convention; ninth, recommending 
that Iowa shoe retailers place insurance with the 
National Shoe Retailers Mutual Insurance Company. 


Traveling Men Entertain 


On Wednesday evening there was a banquet attended 
by both men and women. The entertainment was fur- 
nished by the Traveling Men’s Auxiliary of the lowa 
Shoe Retailers’ Association. 

More than 150 shoe travelers attended the annual 
meeting of the Iowa National Shoe Travelers’ Associa- 
tion, March 6, when the following officers were elected 
for the ensuing year: 

President, Tod Gallagher with H. C. Godman Com- 
pany; vice-president, Roy L. Cooper with Nunn Bush 
and Weldon; secretary-treasurer, Mervin V. Simons, 
with Central Shoe Company. 

Frank B. King, past president of the National Shoe 
Travelers’ Association, complimented the Iowa travelers 
on the way they are co-operating with the retail mer- 
chants in the successful conduct of the convention. 

Charles Williamson, president of the Ault William- 
son Company, who traveled Iowa for a number of 
years before entering the manufacturing business, told 
the shoe travelers it was like getting back home. 





Advertising Error Corrected 


Through an error the wrong shoe was pictured and the 
wrong price quoted in an advertisement of the Brook- 
lyn Slipper Company appearing in the February 24 
issue of the Boot and Shoe Recorder. The shoe pictured 
was a plush trimmed Juliet priced at 95 cents. This is 
not the corréct price, prices on this type of footwear hav- 
ing advanced considerably since the first appearance of 
this advertisement several weeks ago. The price at 
present prevailing is over one dollar per pair. 








Bright Colors in Dress Accessories 





Color runs riot even in women's dress accessories. Kerchiefs, hand bags, neckwear and even parasols run 
the gamut of barbaric coloring -- bright hued colors in the middle of the spectrum being favored. These 
designs were sketched in Miami, Florida, at the height of thé winter season. 
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Setting the Stage for a Big White Season 


The ‘Recorder’ Ad-Visor Plans White Advertising 
Which Any Merchant Is Free to Use 


One day last week a merchant who sells hats covered 
the field of advertising when asked the very trite ques- 
tion ‘How's business?” 

It was in his shop. 

He began with an off-hand remark, “Pretty good,” 
said he. 

“Of course,” he continued, “I'm equipped to do a 
much bigger volume, and if I had the nerve to advertise 
right along I| believe I'd do it. 


“You see, there's a period between advertising and 


COOL! 


as a breeze from the ocean 


Your Name Hiere 


So ol ft eens Ad - pe: 7 





(This Ad Runs ™ Col. 7 Inches) 


White Kid with Patent trimming. The glint of 
<ton a crisp, white field. 


The one strictly harmonious combination for any 
summer frock. It's the sort of shoe everyone gets 
enthusiastic over, it has such a wide variety of uses 
and appeals to quiet taste equally as 
well as to the ultra-fashionable. 

Limber and shapely, too. Perfect 
fitting—and light in weight as well as 
looks. You will appreciate its quality. 
And its shape will NEVER wear 
clumsy—that is our absolute promise 
o which you may hold us accountable. 





returns on advertising that sticks you; it’s hard to know 
just how much advertising pays and my close margins 
don't allow for any doubt. 

“I've advertised and I see new faces all the time; 
sometimes a person will even mention having seen my 
ads. This off-season when others were dull I was 
selling. 

“Yet I can’t actually see where any one bit of adver- 
tising brought any returns. There are indications here 
and there, and they're growing, but it takes nerve to 
keep on spending money.” 









“DAZZLING- 


- (Yes, it’s so) 
OUR WHITE FOOTWEAR 
OPENING 


il 


___ Your. Name Here ___ 


Street ‘Town 














(This Ad Runs 2 Col, 7 Inches) 


From all the fashion centers come stories of the 
unusual popularity of White Footwear—Paris, 
New York, Southern Watering Places. 


A profusion of color in apparel and WHITE 
as a sparkling complement. 

One feels cool as they enter our 
shop. It is a beauty of white to 
create an atmosphere of cool freshness 
—every one experiences its delight- 
fully buoyant effect. 

Never before has the vogue of white 
brought forth so much enthusiasm, 
both for summer comfort and har- 
mony with prevailing modes in 
apparel. 
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How closely his case parallels that of many merchants 
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Setting the Stage for a Big White Season 


An opening season will supplement one’s nerve in the 


—the fact that it’s hats makes little difference. His matter of advertising. If you never advertised before 


ogre is in not being able to SEE AND COUNT HOW 
MANY SALES THIS AD BROUGHT—HOW MANY 
THAT BROUGHT. Yet indirect indications made him 
“feel” that advertising paid. His only doubt is as to 


how much advertising pays. 


A white crepe paper back- 
ground (on back wall) with 
cut-outs in black, represent- 
ing South and France. 

A middle panel might 
have the lettering as follows: 

“From Sunny South" on 
one side with black and white 
ribbons (narrow and wound 
around one another) running 
to the shoes on display 
“From Sunny France” to go 
on the other side with ribbons 
as suggested above. 

In the center a panel with 
black letters on a white back- 
ground enclosed with a black 
circle or panel as shown in 
sketch reading: 


you would now, so make it the kind of advertising 
which stands a good chance of paying in which case you 
will keep it up—and if you keep it up you'll profit by 
this very procedure. Consistency is the base ingredient 


of profitable advertising. 
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LATEST ADVICE 
FROM FASHION CENTRES 





“Latest Advices from Fash- 


7 ion Centers i. White 
4+ 4 Takes First Place in New 


York and Paris (larger). 





FROM — SOUTH 








This window might be used 








in conjunction with the ad 
oo on paper ci page 
showing fad Preeti ~g ing 
and entitled * P 

For the Aaa p ie 
use black velour draped in 
some fashion to relieve its 
severity.4 

















White 


Footwear 
Kid ¢ Calfs Satin 















































(Copy for Ad at Right) 


White flashes on us like a breath 
from the North bringing renewed zest 
on sluggish days. 

When you begin to melt and your 
spirits lag, put on a pair of our white 
shoes, and Presto! you're transformed. 

There's a new snap to your step—to 
others you'll always appear cool and 
prepossessed. 


Cross-straps with moderate heels—a 
dainty tribute to shapely ankles—slend- 
erizi i in ew general effect—and 


"=e a with black. Just 
— black to emphasize the pearly 
white. 


Cut-outs smacking of faraway Egypt. 
Red underlays. 


Our White Display is at its finest 
TODAY. Come in. 


(Copy for Ad at Left) 


Invigorating as a tonic. Here and 
there white is beginning to dot the 
Avenue. 

It’s a lively note in a veritable fairy- 
land of fashions. 

White, crystal-like in its intensity. 
Clever trims and cut-outs. 

You'll revel in our showing of White 
Kid, Calf, Satin, and Canvas. The 
best we were able to procure in style 
and quality. 

Before selections become depleted is 
the time to get best satisfaction. 


Nothing that you need has been fore 
gotten--our service in fine footwear to- 
day leaves nothing wanting. 





—_— 
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YourNameHere , 
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Sixty Per Cent Black Satin, Say Travelers 


That the Consensus of Opinion Among Members of Indiana Association 
Who Stage Buyers’ Convention at Indianapolis 


EPRESENTATIVE shoe lines from practically 
Rew manufacturing center in America were ex- 

hibited at the Indiana Shoe Travelers’ Associa- 
tion’s first annual buyers’ convention, which was held 
in Indianapolis, March 5, 6 and 7 at the Claypool 
Hotel. The convention, one of the most unique ever 
held by the association, attracted hundreds of retail 
shoe merchants from all parts of Indiana and prac- 
tically all of them predicted that 1923 will bring forth 
a “healthy business” for shoe merchants, manufac- 
turers and salesmen. 


The entire seventh and eighth floors of the hotel 
were devoted to displays of the season’s latest fashions 
in footwear and other commodities that are sold in 
connection with shoe stores. The exposition was 
unique in Indiana trade meetings, as it had no set 
program or session, practically all of the three days 
being given over entirely to the placing of footwear 
orders. The only “Shop talks” indulged in were 
around the noon luncheon tables. 


Gray Satins in the Aflernoon 


The shoe men attending the affair, predict that 
about 60 per cent of women’s footwear is going to be 
black satin slippers, both for street wear and formal 
occasions. Gray satin slippers will be worn in the 
afternoon. Included among the displays were some 
KingT ut sandals which, according to the salesmen, will 
be “all the thing” for girls and women in 1923. The 
sandals are trimmed in greens, reds, pinks, blues and 
black and white. 


Interest in the immediate surroundings of the shoe 
dealer and alertness to advance the interests of the 
shoe craft in general were urged by Richard B. Kirby, 
of Indianapolis, a member of the association, at the 
noon luncheon Monday. He also explained the pur- 
pose of the buyers’ convention, saying it afforded the 
salesmen an opportunity to return the many courtesies 
that have been extended to them in the past by the 
retailers. 

“In the past it has been the custom to require a 
visiting merchant to pay an entrance fee if he wished 
to enjoy the privileges of this convention,” said Mr. 
Kirby. “This time the travelers have determined 
that the privileges of the convention shall be free to 
the retailers, hoping in this way to create more interest 
in these gatherings among the retailers, thereby mak- 
ing them more profitable affairs. Whether or not these 
affairs will be continued will depend largely upon the 
way this one is received by the retailers. The manu- 
facturers, wholesalers and their representatives, the 


salesmen, will do their part if we receive the encourage- 
ment of a hearty response from the retailers. Other- 
wise it is apparent to all thinking men that it will not 
be profitable to continue these affairs.” 


Study of World Conditions Valuable 


“If I may be permitted to offer a suggestion to the 
retailers and travelers, let us devote a little attention 
to world conditions in general and not confine our 
thoughts and efforts to our own particular world, 
which is bounded by individual localities and individual 
territories. Shoe merchants’ organizations cannot 
prosper if their aims are based upon a desire for frivol- 
ous entertainment or selfish profit only. We may 
boast of some few minor achievements in the legislative 
field, but that will profit us little, unless we do some- 
thing for humanity, so to both organizations, might 
this not be a good time to suggest that they endeavor 
to do something in the humanitarian way for the 
benefit of their membership?” 

“Some travelers, like some merchants, meet with 
misfortune and are unsuccessful. The credit reports 
of the mercantile agencies say that in most towns, 
only about two or three merchants in any one line are 
highly successful, so would it not be well for each 
organization to think of low cost insurance of various 
kinds, not only insurance on merchandise but health 
and accident insurance as well as to make an effort to 
care for the unfortunate in their organization and to 
be alert at all tithes to advance the interest of the 
shoe craft in general?” 





’ V. K. Jones Dead 


Valorous K. Jones, president of V. K. & A. H. Jones 
& Thomas, shoe manufacturers, Lynn, died at his home 
in Lynn, Monday, March 5, of heart trouble, at the 
age of 76 years. 

He was born in Burnswick, Me., learned to make 
shoes by hand in his boyhood home, learned to operate 
a McKay machine, one of the first models, in Lynn, in 
the early sixties, served in the Civil war, and, after the 
war, with his brother, A. Henry, started the shoe 
manufacturing firm of V. K. & A. H. Jones. That was 
45 years ago. 

In 1920, the firm of V. K. & A. H. Jones & Thomas 
was formed, Harry B. Thomas, who was with A. E. 
Little & Co., becoming an active member of the firm, 
and E. Russell Moulton and Charles A. Littlefield, of 
Littlefield & Moulton, box makers, beoming business 
partners. 
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‘Local Color’”’ 






of the Orient 


The Success of This Display of the Olds, Wortman & King Co., Portland, 
Oregon, Demonstrates the Selling Value of Symbolizing the 
Origin or Use of the Articles Shown 


HE human interest element is always a factor in 

window trimming that may be relied upon to 

strengthen selling. Some uncanny thing seems to 
urge people to buy—when the appeal has been put up 
to them in a “‘different”’ manner. 

The Olds, Wortman & King Co., Portland, Oregon, 
put this human interest appeal into a window designed 
to dispose of a special buy of Turkish slippers, and a 
thorough clean-up was the result. 

Not every shoe dealer has the huge, life-size papier 
mache camel and driver, to be sure, but the clever 
corner suggestive of a Turkish harem can easily be con- 
ceived with a smaller tent—and dolls, if the figure is too 
large. 

Small palm trees are always easily available. This 
alone, if nothing else, suggests the oriental atmosphere. 

A practical suggestion for the display man who likes 
this idea and cannot work it out with the lifelike figures 
would be to work out the same or a similar idea in hand- 
painted cut-out figures, or ina flat painted background. 

For the display man who is prolific the variations of 
this suggestion are many. The mere fact that this 
huge sale, put on by the Olds, Wortman & King Co. 
in the early spring, was a shouting success speaks well 
for the power of the feature display. Try one—once in 
a while. They’re worth while. 





A feature trim that made a quick clearing of a large special — of Turkish Slippers for the Olds, Wortman § King Co., of Portland, 
regon 


For some time ahead, list the items you intend to 
push through your window displays. Study them care- 
fully—their origin, their material, their color, design 
or pattern—for “local color” or other human-interest 
points that suggest symbolic eye-catchers. Frequently 
you will find that the locality in which the article is 
made or the environment in which it is used provides 
an interesting theme for symbolic treatment. If you 
can afford features such as the camel and figures used 
in this instance, they will greatly strengthen the dis- 
play; but you needn’t go to any great expense to get 
“local color.” For example, a homemade miniature 
windmill and some wooden shoes would suggest Hol- 
land ; Indian blankets and baskets would suggest Ameri- 
can Indians, and so on. Scenic panels with appropriate 
pictures can always be ordered at small cost from a 
local sign shop or an artificial flower house. Your in- 
genuity, if you call upon it, will find a way. 





Get Samples of High Styles 


It is a good idea to carry at least a sample line of 
some of the striking novelties and high colors in spring 
hosiery, if only for display purposes. They will brighten 
up your stock and attract attention. And they may 
arouse a profitable demand. 
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Interior and exterior views of the new Hurley Shoe Store in Boston 


Here’s a Store with a Pilot. House 
in Its Display Window 


center of the men’s shoe store district, 268 

Washington Street, Boston, on Saturday, March 
3. This is the first store of the Hurley Shoe Stores 
Company to open in the Hub. There are already six 
other Hurley stores, all located in New York City. 
The first one was started a great many years ago; 
others followed, and so successful has been the move- 
ment in the big metropolitan city that it was decided 
to invade the Boston field. 

W. B. Kingman, general manager of the Hurley Shoe 
Stores Company, had this store built according to his 
own ideas, and it is not his intention to stop with this 
latest achievement, but to extend the series into other 
sections of New England, with the store at 268 Wash- 
ington Street as New England headquarters. The 
store manager is Frank E. O'Neill, a Boston man, who 
for a great many years was with the former Jewel Shoe 
Store on Federal Street, and later, a member of the 
sales force of the Jordan, Marsh Co. 


fk Hurley Shoe Store made its debut in the 


Unusually Large Display Space 


The new store had a very auspicious opening. 
There were many floral tributes, and Messrs. John and 
Will Hurley were on hand to greet all visitors and 
customers at their first New England store. M. 
Lambert came over from New York to take part in the 
big event. 

The store is well located. It stands at the corner of 
Washington and Water Streets, and has fifty-six run- 
ning feet of window space, which is quite unusual for 
a store of its size. The interior is 20 feet wide and 85 
feet deep. 





On the Water Street side, large panels, attractively 
filled in with colored illustrations of the three special- 
ties manufactured and sold by this firm—the G. A. 
Gripsem Arch, the A. C. Combination Shoe and the 
A. A. Athletic Shoe, make a very pleasing feature. 


The supporting columnsof the exterior of the building 
have been faced with mosaic tiling and the foundation 
of the building has been finished in black and gold 
Italian marble. Black and gold Italian marble also 
forms the baseboards of the interior. 


A Unique Window “ Key” 


The windows are harmoniously trimmed, the soft 
tussah silk draperies gracefully looped back, adding a 
pleasing touch of color and decoration to the ensemble, 
and as one stops for a moment to look at same, his 
attention is at once drawn to a unique panel effect. 
Upon entering the store, the observer will note that 
this is a veritable little corridor, or a “key” to easy 
entrance to the windows. The boys in the store call it 
a “pilot house,” and truly it has been well named. For 
the walls of this corridor are composed of seven little 
wooden panels, each one topped by a glass panel; each 
wooden panel has on each of its four corners a device 
which when turned removes the panel and the salesman 
has entrée to the window from any or all of the seven 
vantage points which he may choose. 


Time Clock for Lights 


A time clock regulates the window and interior 
lights; this clock automatically turns on the lights at 


5.30 P.M. and turns them off at 10.30 P. M. Besides 
(Continued on page 64) 
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The Sweat of the Foot and Its Relation to 
Returned Shoes 


By F. A. HOWARD 
Shoe Chemist and Director of Research, Korite Products, Inc. 


trouble that causes shoes to be returned is found in 

the insole and its various connections with the 
shoe. The insole being the foundation of the shoe, any 
weakness or defect either in it or its connection with 
the upper or vamp will soon undermine its stability. 
That nightmare of “Returns” hits every grade of shoes 
from the highest to the cheapest, because the trouble as 
a rule is not with inferior stock or workmanship, but 
with the man who wears the shoe, who honestly 
believes that he has bought a defective shoe when in 
reality he has unconsciously caused that defect himself. 
It is true that the manufacturer is not always too 
particular about the stock that goes into his insoles as 
they are out of sight, but he is bright enough to realize 
that it is a mighty poor place to cheapen a shoe and 
maintain any reputation. It is also true that it is 
impossible to prevent occasionally an imperfect sole 
slipping in where thousands of pairs are put through 


ik is generally conceded that a greater part of the 


the factory each day. But neither of the above condi- 


tions would account for the many pairs of shoes that 
are returned from customers. 


Fibres Destroyed by Sweat 


We must look into the shoe to find the cause; the 
effect is plain to be seen. Hard and brittle and black 
is the way the insole looks; the grain is like tin and the 
edges of the inevitable cracks which appear across the 
ball are as sharp as a knife blade, cutting the thread of 
the shoe and the stockings of the wearer. The crack or 
break does not stop with the grain (in fact, in many 
insoles the grain is skived or buffed off), but goes 
through the sole because the leather has changed from a 
fibrous, flexible, tough mass to a solid brittle condition, 
the fibres having disappeared as if burned by fire. The 
microscope shows what has happened but not how it 
happened. 

From many years of observation and study, I am 
convinced that a majority of the defects that cause 
shoes to be returned to the manufacturer is due to the 
sweat of the wearer’s feet. You will immediately say, 
if that is a fact, why are not all shoes affected instead of 
only now and then a pair. There is only one answer. 
And that is there is so much difference in the com- 
position of sweat that one will injure the leather and 
another will not. 


A Scientific Explanation 


In the first place, what is sweat? 
Sweat is moisture exuded from the skin, an excretion 
containing from one to two per cent of solids, consisting 


of sodium chlorid, formic, acetic, butyric and other 
fatty acids, neutral fats and cholesterin. 

The sweat is secreted by sweat glands, coiled tubular 
masses beneath the skin with tubules terminating on the 
surface. The tube is about 1-870 of an inch in dia- 
meter. The coils or glands vary from 1-125 to 1-12 of 
an inch in diameter. The number of sweat openings 
varies on different surfaces. The palm of the hand has 
2736 to the square inch, the back of the hand 1490, 
the sole of the foot 2685, the top of the foot 924. The 
number of sweat glands in the body is estimated at 
381,248 and the aggregate length of the tubules as 
2 1-3 miles. 

The Function of Sweat Glands 

The function of sweat is to keep the skin moist and 
soft and at the same time eliminate waste matter. As 
no two persons are alike, so neither is the sweat of 
two persons of the same composition. In fact the 
sweat of any individual person might vary with diet, 
health or conditions. 

It is my belief that the inside of a shoe is rarely if 
ever badly injured by normal sweat; also that practi- 
cally all shoes showing that dark burned look, brittle 
and cracked condition, are the result of the action of 
sweat from an abnormal condition of the foot. The 
same holds good when applied to the rotten lining and 
thread. Sweat from this abnormal condition often 
penetrates through lining and upper, making a per- 
manent stain just back of the box. 

It seems hardly fair that the honest dealer should be 
open to suspicion of selling inferior goods and the 
manufacturer put to the trouble and expense of making 
good or losing a customer, when the cause lies wholly 
with the wearer. 





Shoe Cleaning Machine 


“Drop a penny in theslotand get your shoes cleaned.” 
That’s among the new signs in public places. A ma- 
chine does the cleaning. A round brush, in the foot 
of the machine, starts to revolve the moment a person 
drops a penny in the slot, for the penny starts the 
motor going. The motor is hitched to the nearest elec- 
tric lamp socket. The person puts his shoe under the 
brush, and bends his foot at various angles, so that 
the revolving brush will clean all the dust and dirt off 
the leather. One cent will clean a pair of shoes. Now 
if some genius will find a way to apply dressing to 
shoes, then the shoe shining machine will be added to 
the thousand and one conveniences that make life 
worth while. 














‘Joe’ Pietzuch Gives Up Shoe 
Merchandising 


Cincinnati, Ohio—Joe Pietzuch, the designer of the 
Flex Shank shoe, made by the Thomas G. Plant Com- 
pany, and for 15 years in the retail shoe business here 
under the name of the Joseph Pietzuch Company, dur- 
ing which time he acted as distributor of this popular 
orthopedic footwear, has decided to concentrate on his 
heel business. 

Mr. Pietzuch has therefore severed his connection 
with shoe merchandising and has entered with a zest 





JOE PIETZUCH 


Of Cincinnati, who is specializing on rubber-heel 
improvements and a patented innersole 


into the promotion of the three distinct patents which 
he controls for improvements on rubber heels, and a 
patented innersole on shoes, which he claims to be 
most important features of corrective shoes. 


A. N. Blake Re-elected President 


Boston, March 2—At a meeting of the directors of 
the National Shoe and Leather Exposition and Style 
Show, Inc., held in Boston, February 28, Albert N. 
Blake, of the Watson Shoe Company, Lynn, was 
unanimously re-elected president of the corporation 
for a third term. Herbert T. Drake, of the Emerson 
Shoe Company, Rockland, Mass., Herman E. Lewis, 
of Haverhill, and Arthur W. Wellington, of the United 
States Leather Company, were chosen vice-presidents. 
These, with Messrs. Charles C. Hoyt, Charles T. 
Cahill and Thomas F. Anderson constitute the Execu- 
tive Committee. 

Mr. Blake's re-election will give great satisfaction 
to the entire trade, as he has made a splendid record 
as the directing genius of the annual “Boston Show” 
and has contributed much to its general success. 

General Manager Chester I. Campbell reported that 
more than 85 per cent of the available space in the 
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1923 Exposition, to be held in Mechanics Building, 
Boston, July 9-12, has already been sold. Everything 
indicates that this year’s Exposition and Style Show 
will be the best of the series. 

There was a general discussion of Exposition Week 
plans, the details of which are to be worked out by the 
Executive Committee. 

The directors voted to approve of the suggestion 
made by the traveling salesmen that the annual out- 
ing, complimentary to visiting buyers, be held on 
Tuesday, July 10, with a shorter program than usual. 

President Blake will shortly appoint the usual com- 
mittees on Exhibits, Style Show, Publicity and Hos- 
pitality. 





Here’s a Store with a Pilot House in Its 
Display Window 
(Continued from page 62) 


the window lights, there are four indirect lights suspend- 
ed from the ceiling inside the store. The windows are 
finished in genuine Circassian walnut with an oak 
parquet floor. 

The color motif for the windows, as well as for the 
interior, is a soft tone of brown. On the inside, there is 
a rubber tiled floor, relieved by velvet runners in a 


* mosaic pattern in which brown shades predominate. 


The wood work of the interior is American walnut. 


Balcony on Three Sides 


The balcony is in statuary bronze and extends 
around three sides of the room. It is used for reserve 
stock, a directors’ room, and a reception room. That 
portion which extends around the front of the store is 
decorated with ferns and other living-room adornment. 

The shelves on the left hand side of the store are 
used for men’s shoes, arranged five cartons to a row; 
those on the right are used for women’s shoes and are 
arranged six to a row. Individual chairs in a dark 
shade of American walnut are used for fitting. 





Veteran Shoe Merchant Dead 


Chicago, March 5—Max H. Baskin, one of the oldest 
shoe merchants on Roosevelt Road, passed away Sun- 
day evening, March 4, after a few days’ illness. He had 
just returned from a five weeks’ stay at Hot Springs, 
Arkansas, and immediately upon his return to Chicago 
contracted influenza which resulted in his death. Mr. 
Baskin was well known in shoe circles having operated a 
retail store at 1209 West Roosevelt Road for the past 
17 years. He was 57 years of age and leaves a widow, 
five sons and two daughters. Funeral services were held 
from his residence at three o’clock Monday afternoon. 

Mr. Baskin was a man of high ideals and was held in 
great esteem by all who knew him. His death was a 
shock to his host of friends and a loss to his community. 
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Schmidt Calf Leathers 
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in turns and fine welts 


CARL E SCHMIDT & CO Inc 
Janners of the Schmidt Calf Leathers 
DETROIT MICHIGAN BOSTON MAss 


RepresentutLwVes 


H B ALTENDERFER AJ& JR Cook 
Philadelphia San ‘Francisco 




















All Schmidt Calf Leathers are full grain 
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White Eve (loth One Strap, Two Button, 
22 Last, 13-8 (overed (uban Heel, Welt 


Tt braid stitching is a new feature shown exclusively in 

this model. Styles may be supplied in stitching of any color. 
Shoe illustrated above is white throughout with black and white 
braid stitching. Never before have we produced a similar fabric 








shoe. 


P. J. Harney Shoe Co. white shoes enjoy an excellent reputa- 
tion with the large buyers of whites, and these customers are 


our best advertisement. 








DJ.HARNEY SHOE CO. 

















<8 MASS. 
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TRAIL BLAZER SHOES 
Endorsed by 


The Women’s Foundation for 
Health 

















Here are some of the most repre- 
sentative merchants in America who 
have stocked Trail Blazer Shoes. The 
Trail Blazer presents an opportunity 
to live merchants everywhere neve: 
before known. 

Organized American womanhood 
stands behind this effort. The shoe 
dealer that takes advantage of the op- 
portunity offered now may have the 
most valuable shoe property in his 
city or his district.} 
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TRAIL BLAZER SHOES FOR WOMEN 
DESIGNED BY WOMEN 


For Better Feet 


The Women’s Foundation for 
Realth:—Its Aim and Purpose. 


The Women’s Foundation for Health is an organiza- 
tion that correlates the health activities of the largest 
national women’s organization in America. It includes 
a membership of millions of women. 

The object of this organization is the advancement 
of the great cause of woman-and-child welfare. With 
this tremendous membership and such a splendid 
cause, the Women’s Foundation for Health is coming 
to be one of the greatest movements of modern times. 

One of the first efforts of this organization has been 
to solve the foot problem, since so many of our women 
and children are being crippled by improper shoes. 

To this end they have produced a health shoe whose 
style and comfort are unsurpassed inthe history of 
American shoe making. And no wonder, for they have 
had at their command the finest laboratories, the best 
of medical resources, and the combined expert advice of 
America’s foremost shoe designers. 

They have called this shoe The Trail Blazer—the 
Women’s Own Shoe. 

The Trail Blazer is a triumph of shoe designing and 
manufacture. It is a shoe that will completely satisfy 
not only the millions of women who have already en- 
dorsed it, but other millions who have been longing 
for a comfortable shoe with style features combined. 





Foundation Sales Corp. 
341 Classon Avenue 
Brooklyn, N. Y. 


This label appears on the inside of every 
Traii Blazer Shoe, and is a guarantee 
that it meets with the specific require- 
ments and approval of The Women’s 
Foundation for Health. 








And Better Health 


What Trial Blazer Shoes Mean 
to the Live Dealer 


In Trail. Blazer Shoes the dealer has three distinct 


selling points: 

Style—the first consideration with the majority of 
women—such style as is obtained only when a shoe is 
designed by artists who knew how to lead a fashion 
rather than follow it. 

Comfort—the Comfort that is secured through 
making a shoe of fine flexible leather on a last that fol- 
lows the natural shape of the foot instead of torturing it 
into abnormal position. 

Health—the definite step toward foot health gained 
through a shoe that supports the arch, fits the heel, 
follows the straight inside line of the foot, and gives 
plenty of room to the toes. 

And in addition to all this there is the fact that these shoes 
have the stamp of approval of the largest national women’s or- 
ganization in America! 

There is a Trail Blazer Shoe for every occasion: (1) Health 
(2) Walking, (3) Afternoon, (4) Evening Dress. These shoes are 
developed in the fashionable browns, blacks, and whites in Kid, 
Calf, Satin, Patent and Suede. 

Every one of these models is a triumph of comfort, and at the 
same time satisfies the most exacting woman’s demand for smart 
footwear. 

It is not surprising that dealers everywhere are reporting tre- 
mendous enthusiasm for this new shoe. 

If you will send in the attached coupon, we will be glad to 
send you full information about the Trail Blazer. 





Foundation Sales Corp., 
341 Classon Ave., Brooklyn, N. Y. 


Gentlemen: 
Please send complete information about 


Trail Blazer Shoes and Co-operative Merchan- 
dising plan. 
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Constant 77 Quel? ty 


The greatest hazard of retail shoe It was introduced as a shoe satin 
buying today is, asamerchantex- _with a lustre, strength, and per- 


pressed it recently, “shifty qual- manence far in advance of any 
ity.”’ To sift the good from the 


. rae? other satin fabric. 
not-so-good is a man’s job. 


Cedar Cliff Satins have a phe- It has proven to be such a satin. 
nomenal popularity—with both 


the — merchant and the shoe jx, quality has never been lowered 
manutacturer. from that initial standard. 


We think the basic reason for this at 
is that Cedar Cliff is constant in Cedar Cliff Satin’s best adver- 
quality. tisement is— 


(onstant in Quality—The Lystre Lasts 


“Ve CEDAR CLIFF 
SILIC COMPANY 


251-255 FOURTH AWE. 
NEW YORIK 





seamen fi 


SHOE SATINS 


_<>- > Oy 
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In Stock 


No. X901 No need of waiting for smart 
emates lace oxfords to be made up. We 
can supply you with a number 
of this season’s most popular 
lasts and patterns right out 
of stock. Full run of sizes and 


widths. 











Have you the latest 
in-stock catalog of 
No. €857 Certified Shoes? If 


Yale last, sport pattern, P. & V. Black Velour Calf, Apron 
Gallun's Black Norwegian, corded tip, rubber heel, $5.25 


No. 856—Same in Tan, $5.25 not, write us. 





The Certified Shoe is the only 
shoe thatis strictly hand lasted 
and fitted, with A-fine inner 
and outer oak soles, at pop- 
ular prices. 





Twenty-two styles IN STOCK. 


No. 741 
P. & V. Black Velour Calf, plain toe, 44 leather box, per- ° 
SS GUED OD TEND cen ncceesrrrceccnntanes. 9825 Write for Catalog. 


No. 858—Same as above, in Tan Gallun’s Viking, color 
No. 4, $5.25 





























THE STONEFIELD - EVANS 
oe SHOE COMPANY 


Rockford - - - Illinois 
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are being considered and in quite a number of the 
same states “Shoe Tag” bills are also receiving 
attention at the hands of the law makers. 

The alleged object of such legislation is, of course, to 
protect the public from fraud and deception. This 
most fondly desired result is to be obtained by having 
every shoe tagged or labeled. The proposed law re- 
cently introduced into the Wisconsin legislature pro- 
vides that “Such label, stamp or tag shall state the 
kind of leather in the counters, heels and inner soles, 
the other articles or substances constituting a part of 
such shoe or other article of footwear and a true and 
exact statement of the composition thereof.” _, 

Just what the author of the bill means by “the kind 
of leather in counter, heels and innersoles” would be 
hard to determine. It would also be practically im- 
possible to make a “true and exact statement of the 
composition of the other substances constituting a part 
of such shoe.” 

Mr. Holly, the author of the bill, has been a butcher 
and admitted to a delegation composed of tanners, 
shoe manufacturers and retail merchants that he “knew 
all about hides and leather,” but the reason he intro- 
duced the bill was that he had been “stung” in buying 
footwear for his family. 

Although the delegation of shoemen who met with 
the legislative committee showed by means of a number 
of exhibits the varying quality and value of sole leather 
found in the same hide and the impossibility of getting 
uniform quality in any given number of hides because 
hides are a natural and not a manufactured product; 
and even though they pointed out the impossibility 
of any one complying with the provisions of the law, 
yet the legislative committee “could not see why it 
could not be done.” 

S. J. Brouwer, chairman of the delegation of retail 
shoe merchants from Milwaukee, defied the committee 
or any one whom the state might appoint to tag the 
shoes in his store or any other store in accordance with 
the terms of the law. 

The delegation from the shoe industry found out a 
whole lot about how laws are made. The lawmakers 


iz twenty state legislatures ‘““Truth in Fabric’ bills 


~ sof 


in every state seem to be obsessed with the idea that it 
is their duty to regulate by law every business, trade, 
and craft in the state. Bills are strewn around like 
autumn leaves after an October windstorm. 

The height of ambition of the average law maker, 
especially if he is newly elected, is to have a bill of some 
sort bearing his name enacted into a law in order to 
show the folks back home that he has a tremendous 
influence in the law-making body. 

Law-making often becomes mere political horse 
trading—“You vote for my bill and I will vote for 
yours”—not a question of the necessity of such a law 
or the righteousness of its application, but a means by 
which the legislator can hold his popularity at home 
and secure re-election. 

Unfortunately, legislators are not selected because 
of their fitness but most frequently because of their 
alignment with some faction of their political party. 

Who is the representative from your county? Who 
is the senator from your district in your state legisla- 
ture? Do you know these men? Could you even name 
them? What do you know of their qualifications? 

It is really surprising that laws come out as well as 
they do. It is surprising that business is not more law- 
ridden and “more regulated,’’ when it is considered 
that there are so few real business men among the men 
who manufacture the bills and convert them into laws. 

The man who introduced the “Shoe Tag”’ bill in the 
Wisconsin legislature is not the type of man you would 
hire to run your business for you, according to the - 
estimate of the members of the delegation of the shoe 
industry who met with the legislative committee, and 
yet he has it in his power through “political horse 
trading” to place your business in a precarious posi- 
tion. 

Give him credit for being honest in his methods and 
sincere in his intentions; give him the benefit of every 
doubt and yet that does not endow him with the 
ability and reliability so much needed in legislative 
halls. 

You think the average intelligent business man 
thinks he cannot afford to go to the legislature; the 
pay is insufficient and he cannot afford to take the 
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Here’s,Where They Grain Grape Fruit Instead of Calfskin 





Where R. E. “Bob’’ Roberts, secretary of the Carl E. Schmidt Company of Detroit, is spending a winter vacation. The estate, owned by 


Mr. Roberts’ son, known as “Bob. 


, Jr.” is at.Deland, Florida, and is devoted to the raising of grapefruit. It is generally reported that 


Mr. Roberts is striving to raise a Color K grape fruit which will be placed on the market either embossed or smooth to suit the taste of the 
purchaser. Overwork resulled a few weeks ago in a partial breakdown from which Mr. Roberts is now recuperating. The best wishes of 
his many friends are extended for an early and complete recovery. 





time away from his business. This may be true; you 
can’t do all your business yourself, you have to have 
somebody to help you. You hire somebody to sell your 
merchandise and probably hire somebody to buy it, 
and before you hire them you learn all you can about 
their ability and their reliability, but when it comes to 
making the laws that regulate your social and business 
activities you are content to hire a man whom you 
never have seen and probably have never heard of 
until you saw his name on the ballot. 

Why should you expect him to have any interest in 
your business when he knows nothing about it or about 
you? Don’t you think he really has a reason to doubt 
you? Maybe you have been advertising ‘$10 and $12 
shoes for $3.98.” 

This legislator whom you hired on election day 
(either by voting or staying away from the polls), is 
going to make laws if possible that prevent him, his 
family and his friends from being cheated when they 
come to your store. 

He knows nothing about manufacturing or retailing 
garments or shoes, but when you advertise $10.00 
shoes for $3.98 he thinks you must have been making 
an enormous profit at $10.00 because you must still be 
making a profit at $3.98 or you could not continue in 
business. He wants protection—that’s the point— 
and because he does not know business methods he 
frames a law that is impractical, if not idiotic. 

The crux of the matter is that there are too few good 
hard-headed business men in the law-making bodies 
of the country. 

If you are thoroughly convinced that you cannot go 
personally to make and pass the laws under which you 
live and do business, then do the next best thing—get 
into politics to the extent of having a hand in selecting 
the man who will represent you and your interests. 

Then get acquainted with him; tell him about your 
business; work with him—he is your hired man. 





Brown Shoe Co. Men Get Together 


St. Louis, March 5—About 325 representatives of the 
Brown Shoe Company, St. Louis, including the entire 





sales force, officers, department managers, superin- 
tendents, and staff, attended the salesmen’s banquet 
held at Hotel Chase, Tuesday evening, February 27. 

Frank James, sales manager of the company, acted as 
toastmaster and presided in a most creditable manner. 
His wit kept the meeting in roars of laughter through- 
out the evening. He lauded his salesmen for their 
splendid accomplishments in 1922. James stated that 
the company had sold 3,000,000 pairs more in 1921 
than in 1922 and from present indications there would 
be another big increase in 1923. For the first three 
months of the fiscal year, $8,000,000 worth of business 
has been closed. With this record continuing, it was 
anticipated that in 1923 there would be a $7,000,000 or 
$8,000,000 gain. The house was back of the sales force 
to the fullest extent and the utmost confidence was held 
in the sales force to make the year 1923 the biggest 
ever, he asserted. 

John A. Bush, president of the company, impressed 
upon the selling organization the responsibility each 
salesman had, in that he represented the Brown Shoe 
Company. To live up to the reputation enjoyed by 
the company as to character and business integrity was 
one of the prime functions of the sales force. 

Tables were arranged for the grouping of certain 
salesmen accomplishing some particular feat in a con- 
test laid down by the company. Jack Anderson led 
the sales force in shipments with David Brill of Cleve- 
land second. H. C. Wick opened the most new accounts 
during 1922. H. L. Roe had the smallest amount of re- 
turned goods, and M. Ferrell carried off first honors in 
having the smallest credit losses. J. J. Ferrell led the 
loyalty and line-reducing squad. J. C. Johnson was 
leading man in the sales per capita race, while A. G. 
Hill sold the most Dixon factory shoes. Practically the 
entire sales force was called upon, each responding with 
some pertinent thought on the line or how to get more 
shoes sold. Gold watches were presented to the follow- 
ing salesmen for the greatest gains of their quota of 
Buster Brown shoes: 

H. C. Tye, F. L. Kellmeyer, H. G. Beaston, J. C. 
Huff, and J. McD. Scott. 

P. M. Fahrendorf, advertising manager, and Clark 
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Gamble of the sales division were responsible for the 
entertainment and arrangement. 





St. Louis Shoe Retailers’ Association 
and Manufacturers Join Hands 


St. Louis, March 5—At the regular monthly meet- 
ing of the St. Louis Shoe Retailers’ Association held 
Wednesday evening, February 21, at Hotel Jefferson, 
fifty of the city’s most prominent shoe manufacturers 
joined hands around the festive board as guests of the 
retail merchants’ association. Perhaps in no other city 
does real fellowship exist between manufacturer and 
merchant to the extent that it does in St. Louis. At 
least three or four times each year this spirit is mani- 
fested by a love feast such as was rendered on this 
eventful evening. 

The genial president of the St. Louis Shoe Retailers’ 
Association, Al. Lutz, acted as toastmaster, and ac- 
quitted himself well. The introductory feature, one of 
the hits of the evening, was a sketch presented by em- 
ployees of the Swope Shoe Company, depicting scenes 
in the average shoe store. 

Beverly Jones, of Roberts, Johnson & Rand Shoe 
Company, was the first speaker. 

After the humorous part of his talk, he warned the 
retail shoe merchants to watch their step on the 
women’s style trend. He stated that it was so easy to 
get in over their heads before they knew it. How work 
in the cutting-room of big manufacturers was being cur- 
tailed, due to congestion in the stitching-rooms, caused 
by the labor involved on fancy shoes, was also explained. 
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He lauded the St. Louis shoe merchants for supporting 
the local market. In 1910 he estimated that there were 
probably $500,000 worth of shoes sold, while in 1922 
the volume, he felt, was close to $3,000,000. Chas. E. 
Williams spoke of the recent meeting of the N.S. R. A., 
and the new convention dates selected at a meeting of 
the executive of the organization in New York. 

John Bush, president of Brown Shoe Company, 
spoke on the growth of the St. Louis shoe market and 
the pride both manufacturer and retail merchant took 
in its advancement. Also were the manufacturers proud 
of the newcomers to the market. Bush, in speaking of 
the expansion of the market, stated that twenty-six 
years ago he entered the shoe business at three dollars 
per week. 

Paul Allen Ebbs, secretary of the Missouri State Re- 
tailers’ Association, stated that the convention of that 
organization would be held in conjunction with the St. 
Louis Pageant of Fashion in August. The tentative 
dates selected for the convention were August 10, 11, 12. 
It is intended to invite retail shoe merchants throughout 
this territory to attend the style show, which will have 
as a special feature an unusual display of St. Louis-made 
shoes. Al. White, of Brown Shoe Company and one of 
the veterans of the shoe style committee of the style 
show, stated that plans were under way for the greatest 
fashion show that has yet been attempted. 

Chas. Strayer, of Johansen Bros. Shoe Company, and 
vice-president of the St. Louis Shoe Manufacturers’ and 
Wholesalers’ Association, responded in the absence of 
John H. Wilson, president of the organization, who was 
unable to be present. 





Flashlight photo taken at gel-together meeting of the Brown Shoe Co. sales force 
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CHICAGO 


February Business Shows Gain 


Better Than Last Year Both in Merchandise and in Money 
Volume—Clearance Sales About Over 


OMPARISON of sales in a number of 
C Chicago retail shoe stores shows 
that the volume of business done in Feb- 
ruary, 1923 surpasses that of 1922, both 
in dollars and cents and the number of 
pairs sold. The weather during the month 
was more or less erratic, as is usual, and 
sales were influenced greatly by weather 
conditions. 

When the thermometer hovered around 
zero, heavier footwear sold well. When the 
streets were covered with slush and snow, 
galoshes came in for their share of popu- 
larity. And when the sun shone, and the 
cold was less intense, light-weight foot- 
wear predominated in sales. All in all, 
the prudent buyer and merchandiser has 
had an opportunity to clean up on winter 
merchandise and not have to carry the 
burden of fall and winter purchases into 
the spring months. 


Clearance Sales About Over 


Clearance sales have ceased to be the 
dominating thought in the minds of mana- 
gers and their attention is now centered 
on new spring merchandise. Both win- 
dows and interior store decorations have 
taken on spring-like appearance. 

Window space is devoted almost en- 
tirely to showing new models in spring 
footwear. Occasionally a small space in 
one corner is devoted to marked down 
merchandise—still a few baits held out for 
bargain hunters, but on the whole the 
woman to whom merchants are appealing 
is the woman who wishes to dress up and 
have her feet correctly clad for early 
spring. 

Black Satin a Prime Favorite 


All told, satin is probably the leading 
material in the lighter types of footwear, 
although in some stores beautiful designs 
of all over patent, or patent in combina- 
tion with other materials, have kept this 
leather to the forefront. Ooze in gray and 
several shades of wood brown are proving 
themselves trade winners in both the light 
effects, with turn soles and wood heels 
and in welt soles with Cuban and box heels 
of the sport type. 

In some stores, sales on medium and 
light shades of gray have been a little dis- 
appointing, due, it is believed, to the fact 
that gray does not lend itself so well in 
color combinations with dress materials 
that are popular at the present time. 


Price the Last Consideration 


Heels and patterns are a first consid- 
eration with the average woman in select- 
ing her footwear, and harmony with suits 


or gowns is the next thought. Materials 
are an after consideration, with the last 
thought to the actual price of the mer- 
chandise. At any rate this is the way 
several leading merchants and depart- 
ments managers have the buying habit 
figured out. 

In several stores there is an increasing 
demand for better quality merchandise. 
One department manager, for instance, 
says he has noticed this tendency to such 
an extent that he has graded up mer- 
chandise in his stock and is getting ex- 
cellent returns from the venture. In his 
opinion, there is an opportunity for every 
merchant to sell a little better grade of 
merchandise if he will only take the 
trouble to explain to his salespeople and 
to his customers the advisability of the 
customer purchasing the better shoes. 


Straps Holding Their Own 


In most stores the demand is centering 
on heels ranging from 12-8 to 15-8 in the 
lighter types of footwear and 8-8 to 12-8 
in the welt sole variety. 

Low-cut oxfords, and oxfords with 
slashes or cut-outs on the sides, are good 
sellers, but straps are still holding their 
own. The small dainty straps are good, 
but indications are that they will be re- 
placed by wide instep straps, some of 
which have four eyelets and tie, and 
others having cut-out designs or fancy 
stitching. 


Mail Orders Heavy in Whole- 
sale District 


A pleasing note of optimism prevails in 
the wholesale district on Wells and Monroe 
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streets. Some of the houses already have 
sent their men out with new lines of sam- 
ples, while other are preparing a line which 
will go out to the men during the next 
week. A surprising volume of mail orders 
are being received. While most of these 
are sizing orders, in many instances they 
call for new merchandise, and frequently 
selection is left to the discretion of the 
house salesman. 

The sunshine which has prevailed for 
the last three days has been responsible 
for a nice volume of business placed by 
local merchants in the outlying sections of 
this city. 

One of the shrewdest credit men in the 
wholesale district is of the opinion that 
merchants in the smaller cities and towns 
in the middle west have cleaned up un- 
usually well on their winter purchases, 
from the way collections are coming in 
and the tone of the letters which accom- 
pany remittances. 


Don't Overbuy Because of 
Advancing Prices 


The sales manager of one of Chicago’s 
largest factories will start his men on the 
road with their new line the latter part of 
next week. From his observation the 
slight advances which have been neces- 
sary during the last few months have had 
the effect of stimulating buying on the 
part of merchants rather than retarding 
it. 

" Still further advances in prices are in- 
evitable, because of the increasing price 
of leather. The traveling men representing 
this house will be instructed not to over- 
sell a merchant or to try to induce him to 
buy more than he can dispose of in a 
reasonable time, becauseof price advances. 

There is grave danger, in the opinion 
of this sales manager, that merchants will 
overload themselves in order to get in on 
the lower price levels. Few styles can be 
considered absolutely staple and over- 
buying usually entails a loss. 





ST. LOUIS 


Greys and Satins in Close Race 


Retail Trade Not Overly Good But Expected to Be When 
Weather Lets Up 


Oe a normal week (that ended 
March 3) was reported with no defi- 
nite tendency toward any particular style. 
True, greys are selling but the weather has 
been the big factor in holding back sales on 
this color. There is a line of demarcation 
on the grey situation. There are the luke- 
warm advocates who have played grey 
lightly and hope to “nish with them at 
least a week after Easter. In stores where 
this condition is discernable not many 
sales are being reported on grey—that is, 


in comparison with other styles and types. 
Usually styles are played in other leathers 
and materials than grey, and on the order 
sheets grey has not had the prestige of 
either black satin or sand ooze. 

The other type of retail shoe merchant is 
he who has played grey for all it is worth. 
In these stores you will see grey prominent- 
ly displayed and particularly one promi- 
nent store has made good use of one of 
the windows on a busy street to display 
the newest patterns in grey. Reports from 
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these stores tell an entirely different 
story. 
Grey and Satin Almosi Neck and Neck 


Figures which have been exhibited indi- 
cate that grey and satin are close, with 
satin a slight favorite. One of the largest 
operators in the down-town “shoe belt” 
who is a strong believer in grey, looks for 
this color to hold well through the month 
of April. Greys have been bought in good 
quantities by this store and the manager 
stated that grey was dividing honors with 
satin. Spring oxfords are attracting atten- 
tion and volume business is being reported. 
Two-tone effects of tan calf and biege ooze 
are popular in the display. Grey and gun 
metal is another effect. which is stopping 
window shoppers. 

Saturday proved to be the jynx for the 
retail shoe business. This day above any 
of the other previous days of the week was 
expected to hold the sales for the week at a 
fair level. A slow drizzling rain started in 
the early afternoon and continued through- 
out the day until closing time. A visit to 
about ten stores found most of them with 
the clerks discussing vital problems of the 
day among themselves. 

Usually the men’s end of the buisness 
holds well on days of this character but in 
this department the depression was also 
noted. Retail shoe merchants lamented 
the fact and added that with nice spring 
weather it would have been impossible to 
wait on customers wanting to be fitted. 
There is a debateable question as to what 
will sell, starting May 1. Of course all 
agree that white will be the biggest seller 
for the summer. But to what extent will 
sandals and sport oxfords cut into the 
white business. This is a question which 
many of the retail shoe merchants are 
concerning themselves with today. 

Sandals last summer were big and prac- 
tically all those who placed orders ex- 
hausted their supply early in the vogue. 
A decided shortage was apparent. Even 
the local manufacturers were unable to 
supply the demand. It again looks from 
all indications as though sandals will be 
a big bet. But what everyone wants to 
know is how big and what will it do to the 
white business. 


Walk-Over Store 
Redecorated 


The Walk-Over Olive Street store is re- 
decorating the women’s department on the 
second floor of its building. All the shelv- 
ing as well es the walls and ceiling are 
being given a spring garb. The color com- 
bination of two-tone grey has been worked 
out effectively. 


Weibel Made Manager at 
Weil’s 


H. H. Weibel of Weil’s has been made 
manager of the shoe department of that 


store according to Geo. Steuber, manager oi 
the retail stores of the Senac Shoe Com- 
pany, who operate the shoe department at 
Weil’s. 

Weibel is well known in the local 
retail field having been connected with the 
Swope Shoe Company for ten or twelve 
years. The I. Miller line of shoes is carried 
at Weil’s and the very latest styles of that 
company are always shown. 


Shoe Mart Will Open New 
Store March 10 
The Shoe Mart will occupy the new store 


recently leased at 709-711 Washington 
Avenue about March 10. Plans are being 


BOOT AND SHOE RECORDER 77 


arranged to have the formal opening on 
that day, according to M. M. McCain, 
manager of the store. With the new fronts 
and complete alterations throughout the 
store it is predicted that it will be one of the 
finest retail shoe stores in the city. 


Vogue Boot Shop Issue 
Spring Catalog 


The Vogue Boot Shop have issued a 
spring catalog which has gone out to its 
large mailing list. Grey shoes were featured 
and inclosed in a handsome three fold, 
finely printed, booklet. All of the shoes 
shown were short vamp shoes, which this 
store carries exclusively. 








MILWAUKEE 


Spring Rush May Be Late 


History of Christmas Trade Expected to Repeat Itself at 
Easter Time—Merchants Interested in Egyptian Motif 


OCAL merchants have been sounding 
out the trade here for the past few 
weeks, preparatory to going after spring 
business in earnest. Asa result, shoe manu- 
facturing firms have been receiving some 
nice orders for the new novelties. Mer- 
chants here are placing a great deal of 
faith in the Egyptian trend in footwear. 
Buckles decorated after the manner of 
old King Tut and his period, are finding 
great favor with the Milwaukee mer- 
chants. 

Red and green slippers are being pur- 
chased in conservative quantities by local 
merchants who believe they will be good 
for a limited time this year. 


Expect Belated Rush 


At the present time, general merchan- 
dising is slow. Spring business thus far 
seems inclined to follow the lead set by 
Christmas business this year. Merchants 
are more and more inclined to believe 
that when the spring buying does come, it 
will come with a rush, much as did the 
Christmas business. Present indications 
all point to that occurrence as being most 
probable. 


Prominent Tanner Dies 


Charles Willard Peake, 64, prominently 
associated with the business of the N. R. 
Allen’s Sons Company of Kenosha, Wis., 
died suddenly at his home in that city, as 
the result of an acute attack of diabetes. 
Mr. Peake was long connected with the 
traffic department of the company. He 
was a prominent Mason. 


Manufacturing Activity 
Continues 


Production at local shoe factories is well 
maintained. No dearth of orders to work 


on is reported from any plant in this dis- 
trict. Manufacturing activity is not con- 
fined to Milwaukee, but is general through- 
out the states. Leather prices are such 
that tanners are increasing production to 
meet the growing demand. Tanning has 
been only moderately active for the past 
months, but is now showing signs of re- 
newed vigor. 


Hall Buys Property 


J. A. Hall, proprietor of the Ashland 
Shoe store, Ashland, Wis., has purchased 
the building at 419 Second Street, West 
in that city, occupied by the Bowron- 
MurrayCompany. Mr. Hall contemplates 
no change in his business as a result of the 
sale, although the Ashland Shoe store may 
eventually occupy the property. 


Pioneer Merchant Dies 


Lars Rasmussen, 82, who has con- 
ducted a shoe store at New London, Wis., 
since 1865 died at a hopsital at Tampa, 
Florida, following an operation. The 
body was brought to New London for 
burial. Mr. Rasmussen left recently for 
Tampa, apparently in good health. He 
had been a member of the Odd Fellows’ 
lodge for more than 50 years. 


Prepare for Style Show 


Appleton, Wis., will be the style center 
of the Fox River Valley if plans being for- 
mulated for a big style week, March 12-17, 
go through. About 50 persons are slated 
to appear in a style pageant which will 
depict styles in the city from Indian days 
to the present. No other city in the Val- 
ley has thus far promulgated so ambitious 
a program as has been mapped out for the 
spring style show at Appleton. 
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Holeproof Employees 
Entertain 
Employees of the Holeproof Hosiery 

Company, Milwaukee, gave a program 
at Blue Mound Tuberculosis Sanitarium 
for the benefit of the patients. Piano 
duets, vocal solos, quartette numbers, 
dancing and instrumental musié were 
presented by the entertainers. The Help- 
ing Hand Club of the company par- 
ticipated in the event, and arranged the 
program. 

Enters School Race 

Albert T. Jenkins, president of the 

Milwaukee Shoe Retailers’ Association 
has applied for nomination blanks to be 
circulated in his behalf for the position df 
school director. Mr. Jenkins is a prom- 
inent figure in Milwaukee and Wisconsin 
civic activities, and one of the leaders of 
the Progressive Republican party in his 
city. 

Partership Dissolved 


Notice has been given that the partner- 
ship formerly existing between Jacob E. 
Howard and Isidor Lestz, doing a whole- 
sale shoe business under the firm name of 
the Howard-Lestz Shoe Company, 232 
Broadway, Milwaukee, has been dis- 
solved. Isidor Lestz retains all the assets 
and assumes the liabilities. 


Racine to Have New Store 


Articles of incorporation have been 
filed with the register of deeds of Racine 
county, by the Racine Cloak Company 
with a capital stock of $75,000. The com- 
pany will deal in suits, cloaks, shoes and 
millinery. Incorporators are Herman, 
Ralph and Julius Feiges, all of Racine, 
Wis. 


Enters Shoe Business 


D. H. Richards of Ladysmith, Wis., 
has resigned as editor of the Ladysmith 
News-Budget and will engage in the retail 
shoe business in that city. Mr. Richards 
has been on the News-Budget for several 
years and is one of the best known of 
Northern Wisconsin newspapermen. 


Warns Against “Bell-Ringers” 


D. A. Caldwell, secretary of the Wausau 
(Wis.) Chamber of Commerce has issued 
a warning to the people of that city, not 
to purchase any hosiery sold by the 
house-to-house canvasser until a thorough 
investigation, both of the salesman and 
of the product has been made. Unfavor- 
able reports concerning a certain middle 
western hosiery company now selling in 
Wausau, led to the warning. Practice of 
selling hosiery by the above mentioned 
method has increased enormously within 
the past few months. 
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Neenah Firm Reorganized 


Harrison Smith of Neenah, Wis., for- 
merly vice-president of the Hardwood 
Products Company, has resigned to be- 
come president of the Neenah Shoe Com- 
pany, one of the city’s oldest industries, 
which has been reorganized. H. K. Bab- 
cock, former president, becomes vice- 
president, and A. F. S. Lyons, secretary- 
treasurer. 


MacLean New Sales Manager 


Norman L. MacLean, formerly a mem- 
ber of the Klau-Van Pieterson- Dunlap 
Advertising agency, has been appointed 
sales manager of the Everwear Hosiery 
Company, Milwaukee. Mr. MacLean 
succeeds Carl Huntley, who resigned a 
short time ago to associate himself with 
the Wovenright Knitting Company of 
Cleveland. Kurth Tapke has been 
named assistant sales manager at Ever- 
wear. 


Weyenberg Entertains 
Salesmen 


Eighty salesmen of the Weyenberg 
Shoe Mfg. Company, Milwaukee, were 
guests of the company at an annual din- 
ner, February 26, given at the Hotel 
Wisconsin. Speakers of the evening were 
Walter J. Booth, vice-president of the 
company, R. J. Dempsey, credit manager, 
and Harry Fitts, Portland, Oregon. 


Dealers Elect President 


Joseph W. Dolister has been elected 
president of the Downtown Business- 
men’s Association of Racine, Wis., to suc- 
ceed John Semon. The election of officers 
followed a reorganization meeting and 


banquet held at the Association of Com- 
merce dining rooms. Monthly meetings 
will be held by the association through- 
out the coming months. 


Retires From Business 


C. J. Melaas, one of the owners of the 
Big Daylight Store at Stoughton, Wis., 
has sold his interest in that house to a cor- 
poration composed of J. F. Melaas, Tollef 
Ericksmoen, H. Lundgren, Alfred Eliason 
and Isaac Lovejoy, and will retire from 
business. The change also brings about 
the consolidation of the Big Daylight Store 
and the Eliason & Lovejoy store in 
Stoughton. 


Help Wanted Sign Out 


Additional girls to work in the large six- 
story addition recently built by the 
Phoenix Hosiery Company, Milwaukee, 
are being advertised for by that company. 
Phoenix already employs more than 4000 
persons and will increase that number 
greatly within the next few weeks. An 
unusual feature of the ad for girls was that 
it was’not printed in the regular classified 
advertising section, but was printed in 
the display advertising section of Mil- 
waukee papers. Thead was also enclosed in 
the regular Phoenix decorative border, 
such as is used in the Phoenix ads in 
magazines of national circulation. 


Kill Cobbler Bill 


The “shoe cobbler’’ bill providing for a 
shoe repairers’ board which would require 
a two-year apprenticeship of all cobblers 
before granting them a state license, was 
indefinitely postponed by the assembly, 
in session at Madison, Wis. Under terms 
of the bill, every cobbler in the state 
would require a license. 





CINCINNATI 


New Styles in Sample Lines 


While Factories Are Busy on Easter Shoes, Other Patterns 
Are Being Designed for Late Summer and Early Fall 


HILE the production departments 

of the local factories have been 
rushing to complete orders of shoes for 
delivery prior to Easter, the style builders 
of this market have created a new line of 
samples for retail selling during mid 
summer and early fall. And it is not amiss 
to say that many of the new offerings por- 
tray an unusual amount of ingenuity. 
The manufacturers here today are build- 
ing more samples and building them far 
more frequently than ever before. The 
purpose of the leaders in this market is 
to have every shoe made here possess such 
a splendid resale value that it will quickly 
move from the retail merchants’ shelf. 
And assuming the quality up to the usual 


Cineinnati standard, style is being recog- 
nized as the dominant factor for the 
present. Therefore, in order to keep pace 
with the more rapid developments that 
are and have been taking place in style 
tendencies, it is essential that manufac- 
turers make frequent additions to their 
lines. A prominent style builder here says: 


Sandals Well Into the Fall 


“Tt is dead certain that sandal effects 
will prevail during mid-summer months 
and probably well into the fall. Egyptian 
suggestions with straight lines and square 
angles, cut-outs of various sizes and 
shapes will provide the decorations. Both 
button and buckle fastenings will be good. 
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“This to some extent is the revival of 
the Sally Sandal idea. However, in the 
new presentations the cut-outs will be 
from counter forward to the vamp seam. 
Heels on this type of footwear, of course, 
will be low and broad. 

“It appears that patterns on lasts 
carrying 12-8 heels will show fewer cut- 
outs, and still fewer will be used on 15-8 
Spanish and 16-8 Louis heels. 

“At present, white footwear is being 
given lots of attention in the Cincinnati 
factories. It is generally conceded that 
they will make up the greater portion of 
the retail sales from the time the weather 
gets warm enough to popularize them 
until about July 4 in the more northern 
climates, and later in the South. Satins 
apparently have become established as all- 
year-around favorites. 

“Beige ooze cut-out and trimmed with 
tan calf, welt sole, 8-8 box heel will be a 
big bet for August or I am a poor guesser.”’ 


Deliveries Discussed at 
Potter Store Meeting 


The last two Tuesday morning meet- 
ings of the Potter Shoe Company have 
been devoted to the question of deliveries. 
Miss Hartman, in charge of the mail order 
department, has acted as chairman of 
these meetings. Actual demonstrations 
have been given, for the benefit of the 
sales force displaying the various details 
connected with a proper delivery service. 
Emphasis was laid upon the fact that 
accuracy on the part of the sales person 
in making out the sales ticket is most 
essential. 

It was pointed out that a shoe store’s 
delivery service should be considered as 
one of the chief factors in the success of 
the business. Miss Hartman laid before 
the sales people a list of sources of error 
which result in loss of time and money. 
Among these were the following: 

Writing not plain; initials wrong; name 
wrong; address wrong; clerk’s number left 
off sales slip; clerks number left off address 
slip; wrong size; wrong lot number; no 
size on shoe; price misquoted; shoes mis- 
mated; wrong amount of money accepted; 
wrong code number; no reference on blank 
check. 

All of these are cause for delay and are 
points which the clerk in the average shoe 
store should watch. 


Wolf with Cincinnati Last 
Company 

Arthur F. Wolf has become general 
manager of the Cincinnati Last Company. 
Mr. Wolf was for 27 years with the Day- 
ton Last Works and for the past three 
years was with the Rehbun Last Com- 
pany. He is well versed in all the prob- 
lems of the last game, and is expected to 
make a success of his new connection. 
The Cincinnati Last Company does only 
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last remodeling. At present Mr. Wolf is 
moving the plant to its new home, 2421— 
2427 Gilbert Avenue. The new location 
affords a floor space of 5000 square feet. 
Mr. Wolf announces that he will have one 
of the most modernly equipped last re- 
modeling plants in the country. 

The Cincinnati Last Company has a 
new patented process of remodeling which 
involves a complete replacement of the 
toe of the last and which enables the 
shoe manufacturer to have the same last 
remodeled a number of times. 


Shoe Travelers Hold 
Meeting 
Regular monthly meeting of the Cin- 
cinnati Association of National Shoe 
Travelers was held at the Shoe & Leather 


Club on Tuesday of last week. At this 
meeting the newly elected officers were 
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installed. E. “‘Mannie’’ Peck is the new 
president; George Schuette the new vice- 
president; J. Jaffe, treasurer; Charles 
Mueller and George Aftel, directors. 
Wm. K. Harrison retains his office of 
secretary. 

Former President Frank Weber con- 
ducted the installation. Mr. Weber stated 
that the various associations in the Na- 
tional body could greatly increase their 
strength and influence by adopting a 
policy which requires each member to 
get one new member during the year. At ° 
this meeting he not only admonished but 
charged each man present to do this one 
thing for his association. 


J. Eppstein Recuperating 


J. Eppstein, sales manager of the Bett- 
man Dunlap Company, after a spell of 
illness is now at Atlantic City recuperating. 





CLEVELAND 


March Opens Up Well 


Warm Weather Helps Retail Trade Tremendously—Women 
Buying Satins and Two-Tone Effects 


HE month of March opened like a 

“Jamb,” the traditional lion being 
out of sight, much to the delight of shoe 
merchants in this city. The rays of the 
sun, which has been behind dreary clouds 
the most of February, beamed down on 
this city the first few days of March and 
gladdened the hearts of the consumer as 
well as the shoe merchants. 

The women were delighted to get off 
their galoshes which they had been wear- 
ing steadily since the first of the year. 
The shedding of the overshoes disclosed 
well worn low shoes in thousands of in- 
stances, and of course, they went to the 
shoe stores and purchased new footwear. 

The warm sun, the balmy air, and the 
merchandising efforts of merchants did 
increase business the first week of March. 
The third day of the month was an ex- 
tremely busy Saturday, one of the best 
that has been experienced since the first 
real snow storm of the last winter caused 
a rush to stores for galoshes and radio 
boots, etc. 

General Business Improves 

The opening of March found industrial 
and business conditions better than they 
were in the opening of February. The 
automobile factories have increased their 
production on account of the nearness of 
spring. Steel mills here and in the imme- 
diate vicinity are busier than they have 
been since 1919 and 1920. There has been 
a tendency to increase prices of food- 
stuffs, but there has not been a notice- 
able increase in the cost of shoes. 

The number of employees was greater in 
100 factories surveyed March 1 by the 


Chamber of Commerce than on February 1. 
The shoe merchants along with other local 
retailers appear to be in line for a spring 
season that will compare in volume of 
sales with any similar season in the his- 
tory of the city. 


Satins and Two-Tone Effects 


While the buying for spring wear has 
not approached the volume that will come 
later yet it has progressed far enough to 
give some indications of what the con- 
sumer will like for footwear. 

Satins in these early sales have been 
as strong as ever, and the dealer is count- 
ing on a good sale. The plain mannish 
toes are being played strongly in this 
city and the people have responded 
liberally, these toes predominating in the 
sales that have been made. Two-tone 
effects in tan and black and tan also are 
extremely popular with the plain toes. 
Black buck with the small tongue effect 
has been another good seller. The new 
effects in straps such as figured and lattice 
designs have been received well in this 
city. 


New Chisholm Store Opens 


The new Chisholm store opened on 
Wednesday, March 7, at 10,405 Euclid 
Avenue, the opening being a complete 
success and the store making a great hit 
with the people in the eastern section of 
the city. 

The new store is near the intersection 
of East 105th Street and Euclid Avenue, 
one of the busier of the districts in the 
residential sections of the city. It has a 
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frontage of 18 feet on Euclid Avenue and 
a depth of 80 feet. 

Fred Rush, who has been with the 
Chisholm organization in the Euclid 
Avenue and East 12th Street store, is the 
manager of the new store. 


Father and Son with Peters 


W. A. Miller and W. W. Miller, father 
and son, have arrived in Cleveland and 


have taken over the agency for the 
Peters Shoe Company in Cleveland and 
vicinity. The two came here from Min- 
neapolis, where they represented the 
Endicott-Johnson line of shoes. They 
have moved to this city, and have taken 
a home in Clifton Boulevard. The office 
of the Peters Shoe Company here is at 
253 The Arcade. They succeed F. W. 
Hasey, who resigned to accept another 
position. 





SAN FRANCISCO 


California Plans Big Convention 


Retail Shoe Merchants Back of Officers 100 Per Cent—Styles 
Run to Gray for Spring 


HESTER HEROLD of San Jose, 

President of the California Shoe 
Retailers’ Association and Louis Weggen- 
man of San Diego, one of the directors 
have secured practically the unanimous 
support of the retail shoe merchants, 
throughout the State, during their tour on 
behalf of the annual convention which 
will be held in this city, June 11, 12, and 13, 
at the St. Francis Hotel. 

Active work on behalf of the Association 
is in progress here. Beginning with March 
2, meetings are to be held weekly, in order 
that the various committees may co- 
operate in mapping out their campaigns. 
A number of the 125 booths that are to be 
a feature of the convention have already 
been sold to manufacturers. Al Katschin- 
ski is chairman of the Booth Committee. 
Max Sommer, chairman of the Program 
Committee, is reported to be making ex- 
cellent progress; Frank Moore, chairman 
of the Entertainment Committee is plan- 
ning excellent entertainment for guests 
and members. J. H. Rogers, chairman of 
the Style Show Committee is planning to 
have models to show the newest patterns 
in footwear to the best advantage and 
Carol Wells, chairman of the Reception 
Committee, will be there to extend a wel- 
coming hand. H. A. Ballentine, chairman 
of the Convention, is taking akeen interest 
in all the arrangements now in progress to 
ensure its success. 

Melville Kaufman, Secretary of the 
Association, expressed satisfaction, as did 
several of the other officers, at the unani- 
mous support pledged by the Los Angeles 
and southern California shoe retailers at a 
meeting held in Los Angeles recently and 
addressed by Chester Herold, Louis Wag- 
genman and H. A. Ballentine. “There 
were dealets present from other parts of 
Southern California in addition to a very 
representative gathering of Los Angeles 
retail merchants and they pledged their 
support 100 per cent to the Convention” 
said Mr. Kaufman. One of the officers 
who expressed satisfaction at the favorable 
attitude of the Southern California shoe 


retailers toward the convention, was Al. 
Katschinski. 


Work Begins on New 
Walk-Over Store 


The end of February saw the interior of 
344-350 Market Street demolished and, on 
March 1, reconstruction work began in 
order to transform the two stores into one 
big establishment for the Walk-Over Shoe 
Company. 

“This will be the finest Walk-Over Shoe 
store on the Pacific Coast,”’ said Harold B. 
Cornwell, the newly-arrived Walk-Over 
Manager. “The store will probably be 
ready for opening about April 20.” 

Harold B. Cornwell, who has arrived to 
succeed the late Clinton F. Taylor as 
General Manager for the Walk-Over for 
San Francisco and Oakland, was formerly 
manager of the Walk-Over Store at 40th 
and Broadway, New York City. Asso- 
ciated with Mr. Cornwell is Fred O. 
Greenlee, formerly with the Jesberg chain 
of Southern California Walk-Over Stores. 


Philadelphia Branch Nears 
ompletion 
Al Katschinski stated that work was 


being rushed on the new branch of the 
Philadelphia Shoe Company in the Mission 


district. A tentative date of March 15 
had been set for the opening and if the 
present fine weather continues, everything 
will probably be quite ready by that date. 
B. Katschinski, founder of the Philadel- 
phia Shoe Company, and Mrs. B. Katschin- 
ski have returned from an automobile 
trip to Southern California and to Tia 
Juana in Old Mexico. 


Styles Run to Gray for 
Spring 

The early spring displays at leading 
stores are featuring gray, both in one-tone 
and in combination with black. One of 
the earliest advance showings of styles was 
made by the White House, Manager Harry 
Gibson, of the shoe department having a 
window devoted to gray, largely Olivia, 
Babette and Bobette shoes, hand, custom- 
made, each in nine different styles. Some 
were in gray suede with saddle of the same 
color; others were in combinations with 
black, especially black saddles. These 
French gray slippers were shown both with 
and without buckles. Included in the 
window display were also some shoes of 
beige, and the new French shade, mordore. 


Painted Shoes Shown by 
Werner 


Shoes painted to match the customer’s 
gown are being featured by the Frank 
Werner Company in an early showing of 
spring styles. The saddles, straps, and in 
some cases, all the upper part of the shoe 
are painted in wreaths or conventional 
floral designs, tiny bunches of roses, forget- 
me-nots and other flowers being used. The 
store has an artist employed to do this 
work and shoes can be left for floral de- 
signs to match the color scheme of the 
costume, a fee of $3.50 being charged for 
the painting. This is something new in 
San Francisco. Gray is especially featured 
by this house. Blue and red leather shoes 
are also shown. 

The Emporium is showing a good many 
sport styles, especially in white and com- 
binations of white with colored leather, 
red, blue, etc. Gray however is the 
heaviest seller for Easter at the Emporium. 





DETROIT 


February Business Unsatisfactory 


Spring Trade Held Back by Weather Conditions—Easter 
Trade to Be Large 


EBRUARY has kept up its reputa- 

tion as a poor month for the shoe 
business. Clearance sales were practically 
over early in the month, and spring busi- 
ness was held back by unseasonable win- 
ter weather. Prospects for a revival of the 
old-time business are better than ever. 
Easter business will be large, but some 


fear that it will be crowded into the latter 
part of March to the detriment of service 
and volume. 

Grays are making an important show- 
ing in the spring windows. In some win- 
dows unit displays of grays are seen, while 
in others they form a considerable por- 
tion of the stock shown. At R. H. Fyfe 
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io & Co., Ross D. Filion, manager of the Makes Shoes in Window 
hing high & ade womens’ shoo department, is R. H. Fyfe & Co., had a shoemaker in 
late showing a pearl gray, laceless oxford, : 
. ‘ : ; one of the Woodward Avenue windows 
adel- goring taking the place of the lacing, f thele ctash 9 coal a 
hin- which is trimmed with black patent strips. - sndrens genie: di oe The 4 bess 
obile At Carrington, Inc., a darker gray pump a oe tag at. d “ a the 
Tia with medallion tongue, is favored by stration was prmeriy to « vertise t - Fa 
Frank J. Casey, manager. repair department of the store, which is y 
quite an éxtensive plant occupying one . 
Egyptian Sandals to Be Good of the upper floors of their ten-story ‘ws 
R. S. Doolittle, manager women’s shoe _ building. The demonstration was made \ 
department, S. L. Bird & Sons, expressed more effective by showing shoes in the NY 
, a belief that Egyptian sandals would process of repair, an entire new sole and 
ding again introduce a low heel vogue and that _ heel of crepe rubber being added to the ‘ 
jone after Easter high heels will be largely re- old shoes. By means of various cards the St 
e of placed by the lower type. While this ex- repair department was boosted as well as =r - 
—_ treme view is not taken of the possible the new rubber soles and heels. {UU Lil Wp 
subd relative value of low and high heels by Many new decorative features have been : 
a other department managers and mer- added to the spring window displayJat 
a chants, there is a feeling that they might fyfe’s. Among these are a number of 
: bulk largely in the season’s sales, especially ay satin banners trimmed with gold lace ° 
= if Detroit women take up the Egyptian mse prsinc which form a hana for You, Too, will 
a dress fad. a beautiful wicker wall pockets filled with Admit It 
i In stores where men s shoes are handled, bright and pleasing spring foliage. i 
ith it is noticeable that business in these lines The first guns in the spring advertising “Breaking in” a new pair 
the is increasing. It would appear that the campaign were fired by the Fyfe Com- ——— pw _ = 
of yee who stopped hay first, when the pany on February 19, when the first an- pleasant part of buying 
-. slump came, are the first to resume nor- jouncement of spring styles were made. new footwear. 
mal buying again. Since that date a continual string of ad- Ov on teste 
ae ditional lines have been offered and spring and you will soon in- 
Inspect New Shoe business is seid to be opening up with satis- crease sales to your present 
Department factory sales. —— as eee 
t's Many expressions of approval were R. H. Fyfe & Co., and the Royal Shoe You can do it by stocking 
nk made by members of the Detroit Retail Co., the only two concerns in Detroit that shoes soled with Flexoak. 
of Shoe Dealers’ Association, who assembled handle the Arch Preserver shoe, will co- _ 
on to inspect the new shoe department of the operate with the manufacturers by special 
be Ernst Kern Co., March 1. The new de- ®4dvertising, demonstrations and in other Sf20o 
al partment is located on the fifth floor of the W4YyS during National Arch Preserver a... <8 
e original building occupied by this com- Week, March 12-17. oe 
is a - Qn taspinas ds - regen _ pooeeee of tsaniog whit 
ratoit. Light coming from two sides = 7 . ideally preserves the native 
a gives the department a light and airy ap- Shoe Firm Re-Organized Me Be Ban Bo 
mt pearance. The shelving and fixtures are Owing to the purchase of the lease of finished eather a degree of 
. mahogany. A heavy pile carpet in a the building occupied by Wilson’s Shoe flexibility heretofore un- 
d dainty old blue and gray design, covers Den the stock of this firm was placed on ss es Dre br 
“ the entiré department. Single, comfort- the market and sold in block. Later ar- > eng A se “breaking 
able chairs are arranged in convenient rangenients developed so that the base- io.” Bb sempende to every 
y groups throughout the department. ment occupied by this firm could be again foot movement as readily 
a One of the new features of the depart- obtained, so a new firm was formed, to be ~ ‘ orange 8 = 4 will 
: ment is a shoe shining stand for women, knownas Wilsonand Woodlock. March 9, — illiterate 
“ where there are accomodations for ten at the new store was opened and an entirely 
‘ one time. The patron reaches her chair new stock placed before the patrons. By a _ Se nana goat 
by two steps which neta her the wr W. A. Woodlock, the new member of 3 why hipeseue pte ca 
elevation for the convenient working of dee Gum ben teen Geel ott tte oe to apeaily Dlencak: Gales to 
the operator. , ae Wilson since the opening of the Shoe Den Bay the shoes you buy. 
After the enapectson the association were some time ago, acting as his assistant. Sb 
prt esti sey Mi B en ane tam C. G. Fleckenstein Co. 
of the department, at a splendid luncheon S33 
. served from the cafeteria of the store. A Riding Boot “‘Ad”’ Pulls ee ee ee 
pleasing feature of the luncheon was a oH 
cake, beautifully iced and decorated with A single line in an omnibus advertising Bey 
candies, in the form of a shoe. card has brought considerable business to Bo 
7 Among the speakers at the luncheon Carrington, Inc. The line reads, “Riding : REG. U.S PAT.OFF. 
were Nicholas J. Schorn, general manager Boots—Ready-to-Wear or Made to Meas- 
of the Carl E. Schmidt Co., Inc., tanners, ure,” and was inconspicuously sand- 
and J. M. Hieshetter, of the Scholl Mfg.Co _ wiched in the midst of the advertisement. an Gul OP ttncdions emi 
Mr. Burman was showered with con- This firm is doing a very large business in seceliasiehaie ga 
gratulations at achieving a wish of many _ riding boots, featuring an English model 
years’ standing—a shoe department inthe with moulded calf which is manufactured 





main part of the store. in the United States. 
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Style by Style 
All the While 
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Bleecker’s 
Getting Better 
and Better 


For Immediate 
{ Delivery 


HOt Women's Finest Patent Colt® One 
Strap Two Button Pump with One Row 
French Silk Binding on Vamp and Quarter, 
and Cut Out on strap as illustrated. Black 
French Corded throughout. 16-8 Full 
Breasted Spanish Heel. Finest Brooklyn 
Turn. Widths AA toC. Sizes 2% to 8.$5.50 


7006—As 7704 in Round Toe with 17-8 Full 
Breasted Spanish Heel. Widths AA to C. 
BY Ge WP Gh cehcddecéivcscnsesees 


7005—As 7004fin' Top Gradef Black Satin 
with Silk French’ Binding on Vamp, Quarter 
and Strap. Black French Corded throughout. 
Widths AA toC. Sizes2}4to8........ $5.50 


7007—As 7005 in Round Toe with 17-8 Full 
Breasted Spanish Heel. Widths AA to C 


OR eee 


Always Ready fo Serve 
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be—BLEECKER SHOE CO.Inc. 


THE LIVE WIRE HOUSE 


LITETTPTNTT LPP ULETE EET UVANN vv 
Py SOvlists inator. 


138-140 DUANE ST. 


TOV VNNYVENV YY 
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SNEW YORK CITY 


Boston Office, 214 Essex Street 
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SALT LAKE CITY 


Retail Sales Holding Up Well 


Stocks Down to Good Merchandising Basis—Strap Patterns 
Expected to Be Better Than Tongues 


LTHOUGH February’s business will 
fall behind that of January, it is 
better than it was a year ago, the usual 
between-season slump not being so ap- 
parent this year. No doubt the great im- 
provement in the economic situation dur- 
ing the past 12 months has had a great 
deal to do with this. A year ago the 
Mayor of the city urged the people to do 
their best to find work for the unemployed, 
but today every one appears to have a job. 
Taking the shoe merchants of the city 
as a whole, stocks are down to the best 
merchandising basis on which they have 
been for some time. There is a decided 
tendency to “clean up” regardless of 
original costs. As soon as a style begins 
to lose “cast” it is being placed on the 
bargain counter and disposed of at a 
greatly reduced price. This plan seems 
to be working out very satisfactorily with, 
at least, one store. A Boot and Shoe Re- 
corder correspondent was informed that 
in spite of the fact that the firm in ques- 
tion sold many pairs of shoes at a dollar 
during the past 30 days, a profit of 32 per 
cent was averaged. The manager of this 
concern takes the position that women’s 
shoes are as perishable as produce and 
should be handled on the principle, 
“Mark Down at the First Sign of Decay.” 
He maintains that no one can make money 
in the shoe business today who permits 
his shelves to be cluttered up with slowly 
moving merchandise. “Better sell at a 
loss and use the money to buy some new 
stuff,” is his motto. On the other hand, 
another experienced shoe man, who knows 
the novelty business about as well as any 
one in the city, maintains that the mer- 
chants are making a mistake by marking 
their shoes down immediately they feel 
the popularity of the style is passing. 
He holds that a fair price should be put 
on them instead of being thrown on the 
bargain shelves, they should be placed in 
a prominent position in the window and 
the salesmen asked to talk them up. 
The gentleman advancing the latter 
theory, of course, agreed that to carry 
out this plan every shoe merchant in the 
city would have to fall in line. 


What Will Sell Best 


It is‘too early to say what is going to 
be worn by the well-dressed women of 
this section during the spring months. It 
is certain, however, that strap pumps are 
going to be in demand. Tongues, too, 

. will be sold, but they are not expected to 
be so popular as straps, or nearly so. 
Plain black suedes are likely to be good 
with almost any kind of heel, though just 


now French heels are selling well, accord- 
ing to, at least, one prominent merchant. 
The Junior Proms have been helping the 
sale of grays of late, and one or two lead- 
ing firms have been doing well with white 
kid, bench-made shoes from Brooklyn, 
$17.50 per pair. A lot of fancy oxfords 
are being bought at some of the stores; 
almost anything that is novel and “dif- 
ferent” is in demand. 


New Equipment Added 


Speicher’s Economy Shoe Company, 
Main and Broadway, has enlarged its sell- 
ing space and store room about one-third 
in order to take care of their growing 
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business. New equipment is being added 
and the place will be very smart and up 
to date when completed. This firm 
doubled its business during January, 
while February sales are holding up well. 
Another firm to make improvements is 
Florsheim’s on Main Street. They have 
put in new equipment, and are planning 
to make their already attractive store the 
last word in men’s exclusive shoe stores. 
They are enjoying a nice business these 
days. 


Gifts Stimulate Trade 


Albert Jacobsen, manager of ‘‘Albert’s”’ 
on East Broadway, says he has found the 
giving away of cheap toys to children a 
great asset in promoting their juvenile 
department. Mr. Jacobsen has a good 
assortment of nearly everything to de- 
light the heart of a little child and he 
says the cost is very small, from about 
two cents up when bought in fairly large 
quantities. 





DES MOINES 


Warm Weather Will Bring Rush 


All That Is Needed, Say Retail Merchants —White Buck, 
Cream Colored Kid and Black Satin Popular 


ECAUSE of the very cold weather 

we have had during the last two 
weeks, the spring trade has not yet 
started. Shoe merchants are expecting 
business in a very large volume with the 
beginning of warm weather. 

The greatest number of sales in the 
most expensive line of shoes that are now 
being made are in evening dress wear. 
One of the outstanding novelties being 
shown by the De Arcy Boot Shop is a 
white satin pump with a jeweled heel set 
in blue and white stones. Popular num- 
bers are white buckskin oxfords, cream 
kid pumps and black satins. Gray suede 
and hose of the same color seem to be 
about to make another big splurge. 


Novel Window Display 

Much attention has been attracted to 
the display of the White Shoe Company 
this week. The entire front window has 
been given over to a novel display of the 
Foot Fitter shoes in line with the national 
advertising campaign of the company. 
The materials and making of the shoes 
are being shown. 


Returns From the East 


What seems to be the fastest work of the 
season in the way of a buying trip was 
done by H. L. Barlass, buyer and manager 
of Younker Brothers shoe departments. 
Mr. Barlass visited St. Louis, Columbus, 
Cincinnati, Philadelphia, New York and 


Boston, as well as stopping in Chicago. 
This long trip was entirely completed 
within two weeks. 


New Lighting Effects 


In line with the recent advertising of Des 
Moines in the Saturday Evening Post as 
to the well lighted conditions of our 
streets, several new and novel lighting 
effects have been arranged in several of the 
larger downtown stores. Experts have 
been engaged by the large department 
stores in order to increase the attractive- 
ness of the window trims. 





Endicott-Johnson St. Paul 
Retail Store Sold 


The retail shoe store owned and oper- 
ated by Endicott-Johnson Corporation in 
St. Paul, Minn., has been sold, the lease 
having been transferred only recently. 
Endicott-Johnson will discontinue business 
at this store on April 1. 

This statement is pursuant to the an- 
nouncement made some time. ago that 
Endicott-Johnson would dispose of stores 
in this section as soon as practicable. 





Enthusiasm for one’s work is like the 
rum used in making punch in the; days 
B. P.—if there is any question about 
whether enough is put into it, there isn’t. 
—December Korrect Shape News. 
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This remarkable machine gives 
rubbers the same test for wear 





mosphere. 
Here the actual “length of life” 
of “US.” Rubbers is subjected 
to the most rigid examination 


can undergo 
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so we built rubbers to 


HEY will kick their rub- 

bers off—dig toe into heel 
and “scuff”’ them loose. They 
do it when they’re eight—and 
they’re apt to do it when they’re 
forty-eight! Nothing seems able 
to change that habit. 


So we’ve designed and built j 


“U.S.” Rubbers and Arctics to 
stand just such treatment. 


The construction of ““U. S.” 
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Woman's “U.S.” 
Foothold 


| We couldn’t change their habits 


suit them 


Rubbers is the result of 75 years 
of experience—from the mak- 
ing of the first successful rub- 
bers ever turned out down to 
the manufacture of the master 
brand that bears the “U. S.” 
trademark today. 


In stocking “‘U. S.”” Rubbers 
and Arctics you are identifying 
your store as the home of the 
best in waterproof protection. 


United States Rubber Company 


U.S. Rubbers 
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Clean Up Your Rubber Stocks 


Be Sure to Keep Ahead on Women’s Footholds, and Men’s Low Rubbers 
—Wash Rubbers Clean—One Exception to the Egyptian 


N | OW that gentle spring is almost 
here, gaiters are giving way to 
rubbers, and soon the popular 

four bu*kle and novelty varieties of ga- 

loshes will disappear entirely from win- 
dows and shelves to make room for the 
little rubber shoe. 

Not so many years ago at about this 
time the storm rubber was the favorite 
with the ladies, but nowadays, the croquet 
is the most popular number, especially in 
the East, while New York City the former 
stronghold of the storm rubber, is fast being 
converted to an extensive use of the 
croquet. 

Again in women’s lines, the foothold is 
a universal favorite. For the men folks, 
the self acting clog is a big seller, as well as 
other lines of low rubbers. 

That retail shoe merchants are alert 
to the present situation is evidenced by the 
fact that the factories are receiving some 
very good orders on light rubber goods. 

While waiting for the new stocks to 
arrive, stores throughout the country are 
cleaning up on rubber shoes, left over from 
last season. A case in point was recently 
noted by one of our correspondents, who 
dropped in one morning last week to visit a 
leading shoe store and watch how rubbers 
are being merchandised in March. 


Selling Rubbers with Shoes. 


The retail salesman had just sold a 
young woman a pair of oxfords. 

“We have” said he, “some rubbers, 
which we are offering at clearance, and I 
think we have just your size.” 

“But,” protested the young lady, “the 
snow is almost gone, and the streets will 
soon be dry. I thought I could get along 
without rubbers.” 

“Yet you know,” replied that clerk, 
“that we have much rain in the spring, and 
that it is better to keep your shoes dry.” 

“Perhaps I had better buy a pair. My 
old ones are worn out. And I will need 
rubbers next fall, anyway.” 

Commonplace the instance may be. 
But it only goes to show the way that this 
particular merchant, and others, are clean- 
ing up on rubbers this spring. 


Wash Rubbers Clean 


Tell customers to keep rubbers clean. 
Wash them when they get soiled. The 
advice costs nothing. And it adds to the 
wear of rubbers, and helps to keep them 
good looking. Oil and grease from auto- 
mobiles, and from oil roads, get mixed up 
in the snow, and soils rubbers that are worn 


in the snow. Besides, there is salt, sprin- 
kled on the sidewalk, which also is bad for 
rubbers. Even mud isn’t what it used to 
be. So tell customers to keep their rub- 
bers clean, and wash them when dirty. 
It is a bit of advice that costs nothing, 
but that adds to life of rubbers. 


A Rubber Work Shoe 


For heavy work, there is a rubber shoe, 
having a tire tread, a thick rubber upper, 
with a bellows tongue, the tongue having a 
re-enforcing layer over its instep. This 








A new number in the line of the United States 


poe Fern, Eee heen seg es 
lar Felt a felt up; presse 
felt sole and heel. Iti. — worn under heeny rubbers 
or arctics. The a ae is in yy blue 


and is 12 inches in hea 
heel re-enforcement and 
binding. 


There is a leather 
FO 





boot laces through jumbo eyelets with 
leather thongs. It is for wear with woolen 
stockings. It is intended for men who do 
rough work out of doors in the winter time. 


Thick Tread Rubbers 


In Boston and vicinity, where the snows 
were deep, and the going hard, many men 
turned from light rubbers to rubbers with 
heavy soles and rolled edges, even the tire 
tread rubbers. Traveling salesmen were 
among them. They had to do a lot of 
footwork, during the winter, and so bought 
rubbers that would stand hard wear. 


- One Exception to the 
Egyptian 
In so far as is known, the rubber trade 
has escaped completely any connection 


with Tut-Ankh-Amen and the Egyptian 
vogue, though, doubtless the “Tut-Tut 
Rubber Sandal”’ or tennis shoe will soon 
be here, if it has not already appeared. 
But no picture of history on the walls of 
the tombs of the Valley of the Kings 
mentions rubber in any way. Poor Tut- 
Ankh-Amen! He had a king’s wealth in 
gold and precious stones, but not a rubber 
tire for his chariots, not a rubber heel for 
his sandals. 


Ventilated Rubber 
Footwear 


Credit the novelty, rubber boot, or the 
flapping arctic, with one good point, that 
of ventilation for the feet, for the open top 
of such boots permits the air to flow in and 
out and thereby ventilate the feet. It 
happens, in this period of footwear fashions 
that there is a deal of interest in ventila- 
tion for the feet. The Egyptian sandal, or 
ventilated shoe, is one instance of it in the 
leather shoe trade. The open top rubber 
boot is. another instance of it, to be found 
in storm footwear. 

There are, let it be remembered, folks 
who insist that rubbers sweat the feet too 
much. Indeed, one may find, in text 
books, arguments that rubbers “tend to 
keep the stockings damp, and the feet un- 
comfortable.” But, the rubber shoe 
whose open top permits the free flow of air, 
helps to keep the stockings dry and the 
feet comfortable. 


Crepe Rubber Soles Promise 
ell in Portland, Ore. 


A sport oxford with a “crepe rubber” 
sole has been received at the Walk-Over 
shop on Broadway and promises to be one 
of the most popular models of the coming 
season. Mr. Skidmore, manager states, 
“We have ordered large stocks of the 
shoes in various patterns for both men 
and women for our Easter selling and 
expect them to go very well. Satins are 
unusually popular, he states, and there is 
a coming demand for gray. Straps are 
going well and Colonials are also good at 
this shop.” 





A man who has just reached the mature 
age of 100 ascribes his Jongevity to eating 
just what he likes and laughing heartily. 
Can you buy a laugh? You say, “No.” 
Then What? Would suggest you stop 
frowning and make room for a laugh.— 
From Indiana Shoe Traveler Live Wire 
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TRADE MARK REGISTERED 


FLEXIBLE ARCH SHOE 
Sor Every Woman 


One big Pacific Coast dealer says: 


‘““Formatives are the best fitting 
shoes we ever had in the store.” 


Style 98 


BLACK KID ONE STRAP 
With Two Buttons 


Fits perfectly even with the strap un- 
buttoned. Unusual Style and Comfort 
are combined in this new spring model. 
Combination Last. 


13-8 Heel with rubber top-lift 
AA to D, 3 to9 


IN STOCK 
$5.00 


18 STYLES IN STOCK. SEND FOR CATALOG AND ADVERTISING PROPOSITION 


Mae y COTTER itn LYNN 
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Comparative Leather and Hide Prices 


Upper Leather (Price Per Foot) 


eak October, 1921 Today 
Calf, suede top 4 bes seasegseccooese $1.40 @$1.50 $0.65 @$0.75 $0.60 @$0.65 
Calf, smooth colored, top grade - 40@ 1.50 45 55 45 48 
Calf, smooth, black, top grade 1.30@ 1.40 45 50 wen 45 
Side leathers, colors, top grade -75@ 1.00 .26 .30 .28 32 
Side leather, black, top grade...... 65 90 24 -26 26 -22 
Gemeen BUM... «.<c0s<4ke0ssss0 1.40@ 1.60 65 80 -70 80. 
White buck, top grade (side lea.)........ -.90@ 1.00 35 40 35 43 
Elk, heavy Ree iniincceivenkse 65 -70 24 -26 -28 .30 
Kids, colors, best fancy........... 1.40@ 1.65 .80 -90 -80 -90 
Kids, colors, top = beneneesenen 1.35@ 1.60 -70 80 -70 80 
Kid, ‘black, CEP GPRD. cccccccccese 1.35 1.50 -60 -70 65 -75 
Kid, medium, <r -70@ 1.10 35 55 35 55 
Kid, = black 60M 1.00 30 50 35 50 
Kid, Si odtitnekeh pheceseesnvesesces -20@ .36 - 18 “s -20 
Chrome, patent sides and kip........... 85@ 1.05 45 48 45 50 
ke eaeintpartinariaeeye a: anaes ie 1.40@ 1.60 -70 80 65 -70 
Sole Leather (Price Per Pound) 
ee I iiiiiisccccensncccocsenned $0.32 @$0. 33 $0.56 @$0.58 34° - $0. 31 
pedegsede 546066066066 socnseneese ° 90 46 50 vant 
i A ccncicnaseeeesecéeeses .38 39 92 95 55 58 -60 
©. 1 oak bends, shoe mfrs.’ use........ 46 AT .98@ 1.05 60 65 75 
No. 1 oak bends, GREET GIB. ccoccseees 48 1.15 1.25 -70 .80 85 


‘Raw Hides and Skins (Price Per Pound) 


(1913 Av.) 
Native steers, as used in sole leather, 
pEBicccvccgsccapesecescesess -- @$0.18% $0.52 @$0.55 a 14 @ .20 
Heavy Texas steers, for sole leather. ..... ai 18 ae 50 on 14 17K 18 
Light native cows, for as wu leather... .. 17 ‘a 62 12% 12 15 
Sakhaeetticia 8 see tf PM ond B 
°. s, for heavy sidelea. .. ° d d é -l 
as 1 Chicago y valfekine for fine calf 
Seeccepcogecooococeeseseeseee e« 4 17 80@ 1. + 15 -20 12 18 
Kips ee SEE TERING, « os cccccvccosees on 16 65 13 18 14 17 
B.A. hides for sole leather bectescosesens --@ .30 42@ 36 14% 15 18 18% 











Suede and Buck Finishes Popular 


leather. Receipts from the tanneries 

are being well taken up and prices 
are steady. In upper leather the best call 
centers around suede and, buck finishes. 
The call for smooth calf is normal although 
the best demand is for plump weights. 
The medium and light weights are not in 
such good demand. 

The sole leather situation is much the 
same as it has been for the last month. 
Prices show no material change, although 
they are firm and sole leather tanners are 
not disposed to make any concessions. 
The outlook is very good this year for 
all grades of sole leather and there is 
no expectation of lower prices. Sole 
leather tanners have in the past few years 
lost a great deal of money and they are not 
disposed to let any leather go at prices 
which will not admit of a profit. Even at 
the best, prices of sole leather are not as 
high as they should be to yield a profit. 


Hides Are Higher 


Heavy native steer hides are quoted at 
20c to 2114c per pound. The same hides a 
year ago were selling at 15c to 15)%c. 
-Other hides are on approximately the same 
basis. Sole leather has not shown an ad- 
vance in keeping with these high-priced * 
hides. The situation in upper leather hides 
is much the same so far as side leathers are 
concerned although calfskins and kips are 
nearer to the taw stock basis which pre- 
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"[ectier is a good average demand for 


vailed a year ago. For example: Raw calf- 
skins are today quoted from 12c to 1814c 
as against 10c to 174c a year ago. Kips 
which bring from 1lc tol7 4c today were 
quoted a year ago at 10c to 154c. 


Good Call for Calf 


The market for calf upper leather is 
quiet, although there is a very good busi- 
ness in suede calf. The prices on this 
range from 50c to 60c per foot for colors, 
down to 30c to 45c according to quality 
wanted. Full grain finished calf brings 
45c to 48c for the top grades of colors; 40c 
to 45c for seconds and 35c to 40c for the 
third grades. Blacks are quoted at 2c to 
3c less per foot. Cheaper grade calf 
leathers are quoted down as low as 25c 
per foot and off stock even lower. The 
heavier and plump weights are going 
mostly into men’s shoes and while some 
light weight calf is taken for women’s 
shoes, the sudden turn to suede leathers a 
few weeks ago is taking precedence over all 
other upper leathers. 


Side Upper in Fair Demand 


Side upper leathers are in fairly normal 
call. There is usually a good business in 
snuffed leathers at around 20c and less 
and the demand for heavy side leathers is 
good at prices ranging from 20c to 30c per 
foot. There is an active call for buck 
leathers in colors and white, prices ranging 
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from 35c to 45c per foot and cheaper selec- 
tions down as low as 25c. The call for 
gray buck is larger than it has been for 
several years at this season. The demand 
turned suddenly a few weeks ago although 
there has been no advance in prices which 
range from 35c to 45c per foot. The call 
for veal, kip, and elk is normal, and elk 
leathers for sport shoes are active and 
firm at prices ranging from 30c to 44c per 
foot. 


Patent Leather Call Normal 


The patent leather demand is not as 
strong as it was a year ago at this time 
which is accounted for by the larger use of 
suede leathers. There is no especially large 
accumulation of patent leather, however, 
and japaners are reported busy. Prices 
are unchanged for the past few weeks with 
45c quoted as the top price for patent 
chrome, 50c as the top for kips and 60c to 
65c for the best grades of patent kid. 


Better Demand for Glazed Kid 


The demand for glazed kid is more satis- 
factory than it was a few weeks ago. Tan- 


. hers are operating at fair capacity, and the 


prices of finished stock are very firm in 
view of the difficulties in securing raw goat- 
skins. The top selections of white glazed 
kid are quoted at $1.00. The average 
high-grade colors bring from 65c to 80c 
and from here the prices range downward 
to the cheapest, according to quality. 
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TEXELECT 





The selected white fabric on White 
Shoes. 


A distinctive cloth with a distinc- 
tive name. Worthy successor to 


Beechtex---the Ideal Shoe Fabric. 


Originated and 
Manufactured by 


J. Einstein, Inc. 


9 Spruce Street 
New York, N. Y. 


Boston, 34 South St. Cincinnati, 
St. Louis, 4201 Forest Park Blvd. 224 National Bank Building, 


Montreal Office, Milwaukee, 
152 Notre Dame St. W. 450 E. Water St. 
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PHILADELPHIA 


Business at New High Level 


Better Now Than It Has Been for Three Years—Spring 
Trade Outlook Is Good 


CCORDING to the State Employ- 
ment Agency here the demand for 
both skilled and unskilled labor is greater 
than the supply. Tinners, roofers, plumb- 
ers, and heater and range men are excep- 
tionally scarce. Practically all of the 
skilled industrial trades are asking for more 
men than are available. Moulders and pat- 
tern makers are still scarce. Railway track 
laborers are in heavy demand. Several 
local chemical and fertilizer plants are ask- 
ing for two hundred common laborers. 
According to the Philadelphia trade re- 
view of R. G. Dunn and Company, there 
have been very encouraging increases in 
advance spring orders of virtually all lines 
of staples. Prices are increasing. Dealers 
in men’s clothing report very good trade. 
Electrical supply houses are busy with 
practically all classes of their stocks. 
Radio supplies continue to be very active. 
Automobile dealers report demand for all 
classes of cars very satisfactory. Lumber 
dealers say business is good and the out- 
look for spring favorable. 


Great Increase in Business 


Business is better here than it has been 
for more than three years. Demand for 
some goods has become so strong that for 
the first time since 1920 their markets are 
in the sellers’ favor. Big booking of orders 
for next fall is announced, though many 
manufacturers have been unwilling to sell 
that far ahead in view of possible price 
changes. 

The above statements are made in the 
monthly review of trade conditions by the 
Federal Reserve Bank of Philade'phia. 
Trading in some lines is so brisk and prices 
have risen to such an extent that fear is 
expressed by this review that any further 
marking up of goods might curtail buying. 
Retail sales in February exceeded those of 
a year ago. There is a shortage of labor 
which is expected to become acute in 
spring. Many plants are at present pre- 
vented from operating to capacity by a 
shortage of labor. Out of twenty-seven 
lines reporting, thirteen have granted 
wage increases. Out of thirty-five lines 
which reported as to prices thirty-three 
reported the trend was higher. 


Kid Prices Stronger 


Perkins and McNeely report present 
glazed kid business rather quiet. This 
firm is shipping against its contracts, but 
reports there is very little new buying. 
The trade in general seems to be uncertain 
as to what it wants and so long as this 


condition continues buying will not be very 
brisk. Prices are unchanged. 

Howard S. Rue and Company reports 
its leather trade fair. Factories are work- 
ing on fancy shoes. This firm is of the 
opinion that much of the fancy work being 
done by factories now will be a thing of 
the past after Easter. Black kid prices 
may advance shortly if trading becomes 
more brisk. The cost of raw skins and of 
labor is very high. 

Burk Brothers expect fancy shoes to fall 
off in demand after Easter. They are look- 
ing for good business in April and May. 
Prices have a tendency to advance. 

Factories Busy on 
Fancy Shoes 


John C. McKeon of Laird Schover and 
Company reports factories working almost 
entirely on fancy shoes with only enough 
work being done on staples to fill in where 
dealers have let themselves run dry. The 
coming season will be a big white season 
with a lot of brightly colored trimming. 

Mr. McKeon states that the scarcity of 
cutting and fitting-room help in the fac- 
tories is due to the time consumed in cut- 
ting the novelty many-piece patterns. 
The necessity of becoming accustomed to 
this sort of work has caused great con- 
fusion. When the cutting and fitting- 
rooms become used to it, however, the time 
required to turn out these fancy shoes will 
be considerably reduced, though they will, 
of course, require more time than seamless 
pumps. Prices will remain unchanged for 
some time to come. The labor situation is 
firm and prices for high-grade material are 
high. 

Ferris Shoe Company reports Easter 
business good. Novelties will be popular 
for some time to come. Combinations in 
gray and black kid are popular. Prices re- 
main unchanged. 


Wholesale Trade Good 


Wholesale shoe people report good trade 
in Easter novelties. Prices are firm with a 
tendency to advance. Staples are quiet 
though there has been some increase in 
sales of orthopedic shoes. Rubber goods 
have been active during the past few weeks 
due to the unusually heavy snows. 


Sole Leather Prices Firm 


Sole leather prices are firm. Advances 
are looked for very shortly. There has 
been an increased demand for light leather 
during the past week. The demand for 
light leather has been very slight for some 
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Where to Buy 


Women’s Shoes 














J.W.BARNARD & SON 


Andover - - Mass. 
Makers of the 
CELEBRATED 
BARNARD 
COMFORT 
SHOE 
for Ladies 
IN STOCK 













FINE TURN NOVELTIES 


We are now prepared, in our new 

factory, better footwear, quicker 

deliveries and increased service. 
Latest Models, All Leathers and Satins 


FELSTINER-O’CONNELL SHOE CO., INC. 
162 Winter St., Haverhill, Mass. 








STOCKBRIDGE SHOE COMPANY 





HAVERHILL, MASS. 
USA 








BLEECKER STYLES 


Are the last word in footwear 
for stylish women 

















Phillips-Cram Corp. 
Makers of 
Women’s Turn 
Slippers 






276 RIVER STREET 
Haverhill, Mass. 
Boston Office 
207 Essex St. 








FASHION FOOTWEAR 


Women’s Fine Turns 
and Novelties 
Our new models for Spring are attracting most 
favorable attention. Hand turn slip; and 
pumps in the latest designs and finest leathers. 
TESSIER & BOWDOIN 
2 Washington St., Haverhill, Mass. 



















E. A. & M. C. Witherell Co. 
Manufacturers 
Women’s Turns, 
Bootsand Slippers 


Fa 
Haverhill, Mass. 


Boston Office 
Rice Bldg. Reom 406 








Black Satin One-Straps, one or two 
buttons, made with 15-8 full Louis, 14-8 
Spanish full Louis or 9-8 Cuban heel. 
Samples charged'at regular prices. Write 
for prices. 


ORIENTAL SLIPPER COMPANY, Inc. 
118 Phoenix Row HAVERHILL, MASS. 
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Where to Bu 


Men’s Shoes 
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().. A. PACKARD CO., Makers 














Shoes of Worth 


NETTLETON 


A. E. NETTLETON CO. 


Syracuse, N. Y., U.S. A. 
MEN'S FINE SHOES EXCLUSIVELY 





























Commonweatth Snot & Leatuer Co. 








BOSTONIANS 


Famous Shoes tor Men. 


WHITMAN, MASS. 














One Pair 
Sells 
Another 


T.D.Barry Co. 


Brockton, Mass. 


ABOVE ALL 














time and this picking up has had a tend- 
ency to make the whole market a little 
firmer. Heavy leather continues to be 
scarce and to bring a good price. Some 
dealers have had to turn down orders for 
heavy leather because of their inability to 
procure it. 


No One Dominant Style 
at Retail 


Retail shoe merchants here are getting 
ready for their spring openings. They are 
unanimous in stating that the season is not 
likely to produce one dominant style, but 
will be featured by the selling of a little of 
everything. There will be tongues and 
straps, and the variations of these will in- 
clude about everything imaginable. Prac- 
tically all colors, including white, gray, 
red, green, and blue, will be offered. 

The Walk-Over store here is offering 
for spring, gray suede pumps with small 
tongues and side bands at $12. Winkle- 
man’s report strap slippers their best 
sellers. Tongues are slipping. Cut-outs in 
black and gray are popular. Red kid is a 
good seller. Prices are the same as last 
year. Recently this store showed five new 
styles in one day. This store is firmly con- 
vinced that the keynote of the shoe trade 
for some time will be good-looking shoes. 
Give the public good-looking shoes and 
they will buy them. 

Claflin’s are offering a combination 
tongue and two-strap pump in tan or 
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black russia for $12.50. Geuting’s are 
featuring sandal effects showing the in- 
fluence of Egyptian styles. They are in 
various combinations of patent or satin 
with gray, beige, and fawn suede. 


Straps and Colonials at $7.50 


Snellenburg’s are offering women’s 
spring strap pumps and tongue Colonials 
at $7.50. The Colonials are in gray suede, 
black suede, tan calfskin, and gun metal 
calfskin. The one-strap, two-button 
pumps are in all-patent coltskin and pat- 
ent colt vamps with gray suede quarters. 
All of the models have Spanish Louis heels 
and turned soles. 

John Wanamaker is featuring “Margot,” 
a new afternoon sandal. It is made of 
black patent leather with cut-out front of 
gray suede. The suede is cut in open 
squares and ribbon laced up the front 
through three eyelets. It has a medium 
rounded toe and shortened vamp, and @ 
Spanish heel and turned sole. The price is. 
$12. This store also features a sale of a 
large lot of cross-strap, center-strap, Theo- 
tie, and one-strap pumps at $4.90. They 
are offered in black satin, patent leather, 
and ooze leathers. They have turned 
soles and Spanish Louis heels. Another 
leader of this store is a shipment of 
women’s calfskin oxfords for spring at $5. 
They are offered in tan and black calf- 
skin, have perforated lines, plain or per- 
forated toes, Cuban or military heels. 





LYNN 


Egyptian Style Themes Many 


These and Higher Prices the Chief Topics of Speculation im 
Lynn as Spring Begins 


GYPTIAN styles and higher prices 

are the chief topic in Lynn as spring 
comes along. Most Easter shoes have been 
made and delivered. Tardy buyers, who 
did not place orders for shoes until Febru- 
ary, were here early in March, asking to 
have the making of their shoes expedited. 
Many buyers are taking advantage of 
stock shoe departments, whose resources 
are more ample, in styles and run of sizes, 
than ever before. Sport shoes are selling 
better than a season ago and orders for 
white shoes, both all white, and white and 
color-trimmed shoes, are coming in. 
People putting off their overshoes and 
rubbers, evidently want smart apparel for 
their feet, on the bright and sunny days 
of spring. 

Lasts show new varieties, a circum- 
stance quite welcome to many manufac- 
turers, for there has been a tendency 
among buyers to stick to a few lasts, ignor- 
ing others, with the consequence that 
shoes in the making have been jammed on 
a few lasts in the factories, which has re- 
tarded production. New dress lasts are 


stagey, with round toes, a bit high, and 
high French heels, a snug fitting style, 
and, also, new lasts show developments of” 


. low heel styles, especially 8-8 heels, on 


brogue, sport and walking models. In 
patterns, strap styles continue good, and 
so do oxfords, especially sport and novel- 
ty dress oxfords, but Egyptian patterns 
are the most interesting, and get the most 
attention. 


Egyptian Shoes in Many Lines 


Possibly, no theme in footwear fashions 
has been developed as quickly, and as 
extensively, as this theme of Egyptian 
shoes. Most every firm in Lynn is showing 
samples of Egyptian styles. And inter- 
pretations of Egyptian styles range all the 
way from the broad, low heel sandal, which 
looks as if it might have been made over a 
slipper last, to the typical American high 
heel last covered with patterns conveying 
the Egyptian vogue in design. 

Horace Murray, of Brophy Bros. Shoe - 
Co., has developed the Isis, the Aukh- 
Amen, the Mepthys, the Lotus, and the - 
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Ra sandals, all expressive of Egyptian 
designs. The Isis, for instance, is a one- 
strap shoe, on whose vamp and quarter is 
stitched a pattern copied from the wings 
of Isis, as portrayed by pictures from the 
walls of tombs of Egyptian kings. A 
patent leather shoe has such figures, in 
red silk thread, on its vamps and quarters. 
A white shoe is likewise adorned with Nile 
green thread. The Ra shoe, named for one 
of the Egyptian sun gods, has a pattern 
from an Egyptian idol of the sun. This 
pattern is stitched on the vamp. In one 
shoe it is perforated through the vamp. 
These types of Egyptian shoes all carry 
high heels. Besides, Mr. Murray has de- 
veloped some low heel Egyptian sandals, 
with Egyptian straps and cut-outs. 


Three New Sandals 


Mr. Lally, of the Mitchell Shoe Co., 
took out on the road, last week, three new 
types of Egyptian sandal, of patent leather 
black satin and white kid. They have 
heels 8-8 high and 12-8 high, some of 
leather, and some of wood, covered. Most 
inquiries are for 8-8 heels, by the way. 
Quick deliveries is the specialty of Mr. 
Lally. 

Mr. Gorman, of Murphy, Gorman & 
Waterhouse, has some new Egyptian 
sandals of elk, in tan and pearl colors, as 
well as of patent, black satin, and white 
leathers. These sandals have Egyptian 
straps, and some have cut-outs of Egyp- 
tian pattern, underlaid with red or green 
leather. Open shank shoes there are, too. 
Also Mr. Gorman continues to sell gray 
suede and gray buck shoes, some plain 
and some trimmed with patterns of con- 
trasting colors. And white shoes are gain- 
ing day by day. There is quite a demand, 
by the way, for shoes with 8-8 heels. 


A Conservative View of Boots 

There are manufacturers who challenge 
the familiar story that boots are dead in 
the big city trade, and who insist that 
more boots could be made and sold, to the 
advantage of the trade, as well as the 
shoe-wearing public. One of these manu- 
facturers presents the plain argument that 
some boot business is to be won on plain, 
staple style boots. He says that boots 
were knocked out of the ring by an excess 
of style, and, to illustrate, he points to 
the high heel, long pointed toe, novelty 
boots, made during the inflation period, 
which are still a drug on the market, and, 
worse still, which have put a fear of boots 
into the heart of many a merchant. This 
manufacturer insists that there are still 
millions of women, especially women of 
conservative taste, who would welcome 
and wear good boots, not excessively 
styled, but moderate in points of fashion, 
and neat, smooth, and comfortable on the 
foot. 

Also, this manufacturer dares to say 
that, if this winter had been cold and dry, 
instead of stormy, in many sections, that 


there would have been a scarcity of good 
boots. 
Spreading on Lasts 

In the matter of promoting friendly re- 
lations between manufacturers and re- 
tailers there comes up the question of 
spreading on lasts. For instance, a Lynn 
firm added five new lasts to its line this 
spring. They all looked good. But, by 
some chance of sales, its customers bought 
heavily on one last, and ignored the four 
others. So, when the orders were started 
through the works, the lasters called for 
one style last and the other four sets of 
lasts lay idle in the bins. Shoes have to 
stay on lasts a while to shape, so it was 
with great difficulty that the manufacturer 
got out all the shoes that were wanted on 
the one last that the buyers picked. 

Possibly, it was the fault of the sales- 
men that buyers bunched their orders on 
one last. At all events, this firm has told 
its salesmen that they must spread out 
orders over all the lasts on which the 
samples are made. 


More Egyptian Styles 


The Watson Shoe Co. has some hand- 
some adaptations of Egyptian designs in 
its welt line. Also fine sport shoes, some 
with leather and some with crepe rubber 
or fibre soles. It, too, notes the demand 
for low heel shoes. 

Cruise, Sullivan Co. has an Egyptian- 
strap style shoe. One model of it, made of 
patent leather, has the Egyptian front 
strap, which fastened to a strap that 
passes around the foot the back stay. Up 
from the shank springs a V-shape strap, 
wings being down to the shank, and its 
point is fastened to the strap that passes 
around the foot. It is an open shank shoe. 
There is a space of an inch and a half be- 
tween the vamp and the quarter. The shoe 
carries a high Louis heel, with rather a 
slender neck. 

Expensive Egyptian Sandal 

One of the finest sandals made in Lynn, 
a show shoe, is an Egyptian sandal of golf 
kid. The kid cost $2.20 a foot, and it took 
a 3-foot skin to make the shoe. So there 
was a cost of $6.60 for the upper leather. 
The Egyptian straps are fastened with a 
gold buckle. The heel is covered with gold 
kid. The edge of the sole is finished in 
gold, too. Also, the shoe is gold lined. 
The leather, by the way, is not dyed gold, 
but is covered with gold leaf. 


Paisley Colt the Latest 
A new leather, for summer shoes, is a 
patent colt. A Paisley figure, embossed on 
the leather before it is given its patent 
finish, appears on the surface of the 
leather. 


Lacing Through Cut Outs 


Some new oxfords are laced through 
cut-outs on the oxford flies, either long 
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Where to Buy 


Men’s Shoes 

















HOWARD & FOSTER CO. 
Men’s and Women’s Welts 


Address all Communications to the 


BROCKTON, MASS. 








FREDERICK S. PECK 


Worcester, Mass. 
Men’s and Women’s 
Sport and College Shoes 


Boston Salesroom 


207 Essex Street 


Factory at 


WORCESTER 





eee a 
SMITH BRISCOE 
Shoe Company 
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Lynchb&irg Virginia 


PULLMAN TRAVELING 
better*than ever oT 
r.ownery of Thede 
CABERET poe 
GLAZED KIT $18. 7 as 
Colorr Black and Srown 
full sizes 3 toll in Stock 
M. GUSTIN WoO, 
Wwise st a 




















Men's SHOES ~Hanp TAILORED 


NorHING MapeTueBesr 
But THE all MaN 
Best Mave © s/ KnowsHow 


When East Visit Us 


WHEN IN Your Town We WiLL Visit You 








Stock Dept. 5 


Is at Your Service 


THE STETSON SHOE CO. (Inc.) 
South Weymouth, Mass. 


HENRY LILLY CO. 
88-90 Reade St. New York 


AUCTION TRADE SALES 


SHOES AND RUBBERS 
Every Wednesday and Friday 
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Where to Buy 


Men’s Shoes 

















CRAIG -REED & EMERSON INC of 
: BROCKTON MASS 


Boston Office: Room 214, United States Hotel 


‘TROMPson BROS . SHOE 
FINE SMNOEMAKERS - 
BROCKTON 
MASS. 


USA 
































Where to Buy 


Men’s and Women’s Slippers 





BEST-EVER 
Soft-Sole Leather 
Boudoirs and Novelty 
Kimona Sandals 


Write for Prices 
BEST-EVER SLIPPER CO., Inc., BROOKLYN, N.Y. 

















FELT SLIPPERS 


BLUM SHOE MFG. CO. 
Dansville, New York 


Turkish Slippers 
IN STOCK AGA 

No. 101.—Sofia Turk- 

ish Sli Im- 












ported from \- 
stantinople. All 

and ‘or 
Immediate Delivery 


K. M. STONE CO. 
12-14-16 E. 22d St_.N.Y 

















Imported Satin Brocadesand Metal Cloth 
pair 


-T QUST INC NEW YORK 


Largest manu- 
facturers of 
soft sole leather 
slippers. 


Send for Catalogue 


MAID-RITE SLIPPER CO., Inc. 
35 York St., Brooklyn, N. Y. 
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slotted cut-outs, which give a lattice effect 
to the front of the oxford, or through dia- 
mond shape cut-outs. Often, the laces 
have tassels on the ends. 


The Rise in Prices 

Every little bit added makes a whole lot 
more, or words to that effect, as the popu- 
lar phrase has it. Costs of shoemaking, 
especially style-making, keep climbing up 
bit by bit, and that is what starts Lynners 
to talking about higher prices for novelty 
style shoes. Some of the advances are of 
the invisible sort. That is, they are not 
readily to be seen on the surface of things. 
It is easy enough to see that if leather 
goes up five cents a foot that prices of 
shoes should go up correspondingly. But 
it is not so easy to see that costs of swiftly 
changing lasts and patterns add to the 
expense of making shoes. It takes at least 
$1,000 worth of lasts, patterns, and dies to 
put a distinctively new style shoe on the 
market. And, unless the volume of busi- 
ness on that one style is large enough to 
pay for the expense of the new lasts and 
patterns, then the manufacturer has to 
take a loss. 

Besides, there is the complexity of some 
styles. For instance, one firm made 2,000 
pairs a day of staple styles in shoes, and 


made them with ease. It swung over to 
novelties, and its stitching-room produc- 
tion fell off to 1,500 pairs a day. Simply 
it took more time to stitch the fancy pat- 
terns. The firm had to put in additional 
machinery and employ additional opera- 
tors to get its production up to its stand- 
ard of volume. 

Many like instances might be cited of 
increases in costs of making novelty 
shoes. They all lead to the same argu- 
ment that if buyers wish novelties to be 
developed they should be more liberal in 
paying for them. 


Satin Novelties Selling 


Satin shoes continue to sell in familiar 
strap pump and oxford patterns, and, also 
in the new Egyptian patterns. Plain black 
satin has been followed by novelty satin, 
such as satin with woven stripes and 
brocades. 


Brocading Process Patented 


Frank B. Ballou has taken out patents 
on a process for making brocade, or Egyp- 
tian designs on leather, and some tanners 
are starting to make suede calf leather by 
the new process, and it will be used for 
shoes. 





BROCKTON 


Men’s Styles More Conservative 


Perforations and Pinkings Giving Way to Stitching—Two- 
Tone Effects Being Talked Of 


HOUGH opinions may differ widely 
on men’s shoe styles, South Shore 
manufacturers are almost unanimous in 
agreeing that stitching is to supercede 
perforation and pinking all along the line. 
Herbert T. Drake—presidentof the New 
England Shoe and Leather Association — 
of the Emerson Shoe Company, Rockland, 
predicts a big sale of men’s patterns with 
stitching effects. “Stitching will have a 
decided demand over perforations,” he 
said. “The Emerson Company is follow- 
ing the call for cherry red calf, light shades 
of tan calf, black calf, patents, and black, 
brown and tan kids. Scotch grains are 
also being used to some extent. Modified 
brogue, semi-French and conservative 
lasts have been used for the manufacture 
of spring and summer oxfords. Plain toes 
are popular.” 


Oxfords More Conservative 


Paul S. Jones, of the Commonwealth 
Shoe and Leather Company, with its plant 
at Whitman, says: “There is a marked 
general tendency toward less perforating 
and more stitching in men’s styles. 
Oxfords are being made along more con- 
servative lines. We are sold out until 
April and business is good.” 


Frank S. Farnum, of the Churchill & 
Alden Co., Brockton, states square toe 
effects on men’s oxfords are characteristic 
of style features. ‘Orders from the larger 
cities demand lighter shades. Golf shoes, 
patterned in two tone leathers, will be 
worn by others besides golf players and 
the crepe rubber sole will be a feature of 
the sport styles.” 


City Styles versus College Styles 


“There are two distinct divisions of 
style in men’s high grade shoes—one 
might be called city styles and the other 
college styles,” J. A. Munroe, vice-presi- 
dent of the E. T. Wright & Co., Inc., 
Rockland, declares. He says: ““The shoes 
of the city type for the most part are made 
over the French or square-toe last, medium 
widths. Perforations have given way to 
fancy stitchings. Medium shades of tan 
calf skin leathers are selling best, but an 
increase in the trade on lighter colors is 
noticeable. Patents colts in the lighter 
type of street shoes are being sold in 
quantities in the larger cities, as also are 
black calf with a dull finish. Of the newly 
designed patterns the seamless and temple 
oxfords are best liked.” 

Explaining what he terms the college 
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styles, Mr. Munroe says: ““These college 
types are made from the heavier leathers 
with Scotch grain predominating. In the 
plain-toe shoe, blacks and medium light 
tans have the largest call. Black cordovan 
is also in demand in this shoe.” 


Tendency Toward Two-Tone Effects 


A tendency toward two-tone effects in 
tan shades of men’s oxfords, is a marked 
feature in the style trend, according to 
John F. Teehan, of the Dunbar Pattern 
Company, Inc., Brockton. “Stitching 
predominates over perforations, but per- 
forating is being used to good advantage 
as a factor in bringing out eyelet rows and 
effects on quarter designs,” Mr. Teehan 
says. It is his opinion that in many in- 
stances perforations on tips are miniature 
designs that have been used recently. 

“Narrow toes on lasts are extensively 
applied. The plain toe effect on blucher 
oxfords is stressed by stitching row 
effects,” Mr. Teehan states. Black and 
white for men’s sports and also combina- 
tions of tans are materials for sport styles. 
Calls for smoked and gray elk are per- 
sistent. 


Cut-Out Sandals for Women 


Cut-out sandals made from several 
colors of elk are popular among the 
women’s styles. Ooze calf and buck in 
gray and other shades with alligator and 
shark skin or calf trimmings to match, 
predominate in leathers used for the 
women’s latest styles. Strap patterns 


are proving a feature. 


Shoe Shipments Show 
Increase 


Total shoe shipments for the first eight 
weeks of 1923 were 86,676 cases compared 
with the 84,209 cases for the correspond- 
ing period in 1922, which shows an in- 
crease of 2467 cases. This excellent gain 
at the beginning of the year is a good 
omen for a further increase in shoe ship- 
ments and a larger amount of footwear 
for 1923 than has been shipped since the 
after-war production of 1919 and 1920. 


Purchase Land for New 
Factory 

Stacy-Adams Company, one of Brock- 
ton’s oldest established shoe manufactur- 
ing houses making men’s fine welts, and 
occupying a plant at the corner of Center 
and Montello Streets, has purchased a lot 
of land 100 by 300 feet, in anticipation of 
building a new factory at some future 
date. The lease of the factory which 
Stacy-Adams Company now occupies 
will expire within two years. The land 
purchased is located on Court Street, 
directly adjacent to the railroad, with 
spur track facilities available. It adjoins 
the large modern building owned by the 


Brockton Factory Association, which is 
occupied by several concerns manufactur- 
ing shoes and kindred lines. 


Former Brockton Man is 
Store Manager 


The Hurley Shoe Stores of Massachu- 
setts, Inc., is the title of a corporation 
formed to open shoe stores in New Eng- 
land. John J. Hurley and William H. 
Hurley of the Hurley Shoe Company, 
Rockland, Mass., both of whom are resi- 
dents of Brockton, are respectively 
treasurer and clerk. M. Lambert of New 
York is president of the new corporation. 
William B. Kingman, formerly of Brock- 
ton, is vice-president and general manager 
of the corporation. He will be in charge 
of the retail shoe stores to be established 
in New England, the first of which was 
opened on March 3 in Boston, at the corner 
of Water and Washington Streets. 


New Orthopedic Shoe 


Craig, Reed & Emerson Co., manufac- 
turers of men’s welts in Brockton, have 
introduced a new orthopedic shoe called 
“Rite-Under-Foot.” This shoe, which 
was designed by Mr. Reed of the concern, 
carries a long counter, an especially heavy 
steel shank and an orthopedic rubber heel. 
It is made up on a Specially designed 
last. President Emerson of this concern, 
who recently returned from a trip through 
the principal cities of the Middle States 
says that the business outlook is excellent 
and that the factory output during the 
present season will show a substantial in- 
crease over that of a year ago. 


Shoe Manufacturer in 
Egypt 

Vice-president, Myron L. Keith, of 
George E. Keith Company, recently sent 
a cable from Cairo, Egypt, announcing 
his arrival with Mrs. Keith at that point. 
Mr. and Mrs. Keith, who are making a 
tour around the world, are enjoying their 
trip and are in the best of health. 


W. A. Straub with 
T. D. Barry 


W. A. Straub, formerly with the Conrad 
Shoe Co., has now taken on the T. D. 
Barry & Co. line for Chicago, Indiana, 
and Southern Illinois. 


Le Favor Returns — Covers 
Texas with T. D. Barry Line 


Harry Le Favor, who at one time sold 
the T. D. Barry Co’s shoes, and who has 
recently traveled for Zeigler Bros., has 
now returned to his old love and will 
cover Texas with the Barry line. 
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Children’s Shoes 














‘Bonita: Shoe * Baby 











Soft Soles and Moccasins 


Ask your Jobber for our 
Goods. We DO NOT sell 
the retail trade. 


Newcomb-Anderson Shoe Co. 
ROCHESTER, N. Y. 











“ELAM” 
Flexible Turn Shoes 


For the Jobbing Trade Exclusively 


F. S. ELAM sg co. 


ROCHESTER, N. 
Boston Office, 181 a Street 
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Ballet Slippers 




















WM. SUMNER SMITH CO. 
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Shoe Illustrations 
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Where to Buy 
Wanted Styles 


An Extra Editorial Service to 
‘‘Recorder” readers, free for the ask- 
ing, with authentic information on 
current problems. 
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A Shee fer Boys 
That Wears 


Marston & Tapley Co. 
DANVERS, MASS. 




















ATLANTIC PRINTING CO. 


Shoe Printers 

Tear out this ad and mail for —— of 
our Special Printing Service 
the Boot and Shoe Trade 

201 South Street, Boston, Mass. 
Telephone Beach 4960-4961 
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O matter what policy you may 
pursue in selling to the shoe 
trade, nevertheless, you need the 
Boot and Shoe Recorder 
All the Time 











HAVERHILL 


Continuous Production Assured 


Agreement Between Employers and Employees Means 
Prompt Shipments of Haverhill Footwear 


EMBERS of the Haverhill Shoe 

Manufacturers’ Association and the 
Haverhill trade in general, believe that 
through the signing of an agreement by 
the officers of the association and those 
of the Shoe Workers Protective Union, a 
long step in the right direction has been 
taken. Factory conditions will be favor- 
able to the continuous production of foot- 
wear, and merchants buying Haverhill- 
made shoes will be assured of prompt de- 
liveries and satisfactory merchandise. 
Joseph C. Kimball, president of the Shoe 
Manufacturers’ Association, says in regard 
to the new agreement: 

“The fact that the new agreement calls 
for no cessation of work pending arbitra- 
tion of any labor questions, is most im- 
portant. Also, that we shall have over- 
time work in the factories when necessary, 
which is another favorable development 
and one which will be of great assistance 
in the production of goods for the Easter 
and after Easter trade. There is a better 
understanding between the manufacturers 
and employees than before this agree- 
ment was signed. I feel optimistic in re- 
gards to the favorable influence which it 
will have upon the future production and 
sale of Haverhill shoes.”’ 


Style Simplicity Not Favored 


Referring to Secretary Hoover's message 
to shoe manufacturers at a recent meeting 
regarding the adoption of simplified prac- 
tice in the production of shoe styles, a 
Haverhill manufacturer of women’s turn 
footwear said: 

“If Mr. Hoover wants to simplify many 
shoe merchants out of added sales and 
profits and to simplify some shoe manu- 
facturers out of business, there can be no 
more effective way of doing it than by 
abolishing novelty styles and curtailing 
production in that line. As a matter of 
fact, merchants always have and today 
more than ever are making additional 
sales through novelty styles in footwear. 
The demand for novelties in women’s 
wearing apparel is insistent on the part 
of the consumer and it is the business of 
the manufacturer and the merchants to 
supply this demand. Haverhill manu- 
facturers have always been and are today 
prominently identified with the produc- 
tion of novelties in women’s shoes. There 
will be no favorable reaction to Mr. 
Hoover's suggestion on the part of mer- 
chants or manufacturers. Haverhill manu- 
facturers, will continue their efforts as re- 
gards the production of novelties, while 
shoe merchants will adopt these novelties 


as a means of interesting the consumer 
with consequent additional sales and 
profits.” 


Egyptian Style Motive in 
Shoes 


Egypt is influencing styles in women’s 
garments and footwear. The latter, in 
which Haverhill is particularly interested, 
is appearing in the sandal effects typical 
of footwear worn several thousand years 
ago. One of the earliest concerns in 
Haverhill to typify the Egyptian idea in 
footwear patterns is the Rickard Shoe 
Company. This concern, which is iden- 
tified with the production of women’s 
high grade welts, has created a model 
called “Isis,” named in honor of the best 
loved Egyptian goddess. The Rickard 
Company believe that this model is des- 
tined to fill an important place in the 
wardrobe of women of fashion. The cut- 
out design is drawn from the petals of 
the Lotus, while Isis buckles of intricate 
pattern fasten the strap. This unusual 
sandal is -to be carried in stock for the 
convenience of merchants and will be 
ready for delivery on March 15. It is 
made up in genuine white buck, with white 
kid instep strap and collar and ivory sole. 
It is also carried in Sterling patent colt. 


Death of Box Manufacturer 


George A. Hoyt, a leading manufacturer 
of boxes for the shoe and kindred trades, 
died at his home in Haverhill, February 22, 
at the age of 67. Mr. Hoyt came to 
Haverhill as a young man, learning the 
box making business and working in his 
father’s plant. Later he established his 
own business and for many years con- 
ducted it successfully in Haverhill. Re- 
cently, Mr. Hoyt has taken no active part 
in the business, his son, Edson B. Hoyt, 
having the management. Mr. Hoyt was 
affiliated with numerous fraternal organi- 
zations and was a leading figure in Haver- 
hill social and business life. 


Joins George C. How 
Company 


W. A. Ramsdell, for the past 17 years 
with Hazen B. Goodrich & Co., has asso- 
ciated himself with George C. How Com- 
pany of Haverhill, manufacturers of 
women’s turn shoes, and one of the city’s 
oldest houses in that line. Mr. Ramsdell 
has purchased a half interest in this con- 
cern and will devote his time and efforts 
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to designing and selling the products of 
the factory as well astoits general manage- 
ment and development. James B. Tilton, 
for several years past the sole owner of 
George How Company, will continue in 
charge of production. It is the intention 
of Messrs. Tilton and Ramsdell to main- 
tain in all respects the reputation which 
this concern has for many years enjoyed 
as a producer of turn shoes of the highest 
grade, and to substantially increase pro- 
duction. On Mr. Ramsdell’s retirement 
from Hazen B. Goodrich & Co., he was 
presented by Frank J. Bradley of that 


concern with a substantial testimonial 
from executives and employees. 


Some Materials Show 
Advanced Prices 


Haverhill manufacturers are confronted 
with advanced prices in many of the 
materials which go to make up the shoes 
produced in this city. Satins, which con- 
stitute a very important factor in the pro- 
duction of Haverhill-made footwear, have 
been substantially advanced, in some 
grades as much as 15 cents a yard. 





BUFFALO 


Men’s Business Better Than Average 


Winter Just Past Has Been Marked by Preponderance of 
Oxford Sales Over Boot Sales 


EN’S shoe dealers in Buffalo say 

that business is going at a better 
than average rate for this time of the sea- 
son and the call for shoes of medium prices 
is a feature of the trade. Not so many of 
the cheapest grades of footwear are being 
called for and also there is not so much of 
a demand for the very expensive shoes. 

One of the outstanding changes in the 
men’s shoe business in the last two seasons 
is the marked increase in the wearing of 
low shoes or oxfords in the winter by men 
who have heretofore bought high shoes for 
cold-weather wear. Another, and probably 
associated change, has been the increased 
use of buckled arctics in place of the long- 
established low overshoe or rubbers. 

Whether the marked gain in the wear- 
ing of arctics is a correlated effect of the 
increased wearing of low shoes, or whether 
the converse is true is not entirely deter- 
mined, but their connection is more or less 
obvious. The sales of oxfords for winter 
wear and the sale of high arctics have been 
most unusual this season. 

One enthusiast in the matter of low- 
shoe wearing for winter, declares that low 
shoes keep the feet warmer because they 
do not restrict the circulation in the 
ankles as the laced or buttoned high shoes 
do. Whether this is true or not, there is no 
question but that the wearing of low shoes 
for winter is increasing rapidly among the 
male inhabitants of the city. 


New Store to Open 
March 17 


The Feltman & Curme Shoe Co., Stores 
of Chicago, have secured the lease on the 
premises at 515-517 Main Street, and will 
open a branch in this city on March 17. 
Extensive alterations are being made 
which, when completed, will give Buffalo 
one of the largest and most modern retail 
shoe stores in the downtown shopping 
district. 


The new store will specialize in $5 and 
$6 footwear for men and women. On 
opening day a pair of men’s silk hose will 
be given free with each purchase, while 
two pairs of women’s hose will be given to 
women purchasers. 


Vogue Boot Shop to Close 


The Vogue Boot Shop, 479 Main 
Street, which has been operated for several 
years by a syndicate of local business men, 
has sold its lease and will retire from the 
local retail field on May 1. The stock, 
comprising women’s footwear, exclusively, 
is being disposed of at reduced prices. 


Two Former Merchants 
Dead 


Death claimed two retired Buffalo shoe 
dealers during the week of February 19, 
as well as one active member of the trade 
in Bath, N. Y. 


Mortimer M. Mabie, who until a few 
years ago conducted a shoe store, which 
was founded by his father, Moses T. 
Mabie, on Main Street, died on February 
21 at his home here. He was seventy 
years old. He was a member of Parish 
Lodge, 292 F. & A. M. 


John Huesinger, seventy-two, for years 
in the retail shoe business at 280 Syca- 
more Street, died at the home of his sister 
here, on February 23. He retired from 
business in 1914, 

David Conine, sixty-two, for the past 
twenty years one of Bath’s most successful 
retail shoe merchants, succumbed to heart 
failure on February 23. He had been ill 
for several weeks, but was apparently 
convalescent. He was an active member 
of Centenary Methodist Church and 
superintendent emeritus of the Church 
school. He was also a member of Ko- 
hocton Lodge of Odd Fellows. 
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Shoe Ornaments 














Colonial Tongues the Fashion 
Always up-to-the-minute with the 
latest styles in shoe ornamentation 
either in beaded, leather, metal or 
Fabrics. Edw. E. Kahn Co. says: 

“Dame Fashion” ‘demands Colon- 
jails. Wehave them. Your sam- 
ples ready upon request. 

EDW. E. KAHN CO. 

291 Adams St., Brooklyn, N. Y. 

















KAHN&BUIC 
291293 Adams Street 
BROOKLYN, N.Y. 
we specialize in Artistic 
Women 8 Shoes. Samples 


sent on request. 
Inquire Department A 
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600d shoe buckles 
ever since 1905 
-ALTERSON &' CO. “axe 
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1O2 W 34 St., New York | 








AND NOVELTY 


PARISIAN BEADING WORKS 
1028 Arch Street, PHILADELPHIA. 











D. W. COULTAS CO. 


Manufacturers 


Rhinestone Buckles 
BIG DEMAND 











Write for Samples 
PROVIDENCE - - - R.I. 
Especially for 


Shoe Manufacturers 


For good covered 
Buckles and Leather 
Bows write to the 
Vanity Novelty Works 
1261 Atlantic Ave. 
Brooklyn, N. Y, 








“Just Enough Better Te Be Thoreaghly Worth While” 


BONGIOVANNI BROS. 
Largest Rhinestone Buckle 


Manufacturers in America 
High Class’ Buckles at Popular Prices 
2927 3RD AVENUE NEW YORK CITY 


INFORMATION 


for Shoe Merchants 


“WHERE TO BUY” constitutes a 
source of knowledge so that he who 
ome Specs these pages may read 
—an 























Your Usual Sale from an Unusual Angle 
By ERNEST A. DENCH 


HE conventional type of sale, with 

prices slashed right and left, and 

the same old familiar stunts, has 
begun to pale on the public. 

If you cannot have a different type of 
sale, at least give it a different name and 
exploit it with a more or less degree of 
originality. 

There are so many Sales by retailers in 
a city during the course of a year that it 
takes a lot of gray matter to make the 
public become wildly excited over them. 

I have been accumulating a bunch of 
unusual sale stunts from all over the 
country with the object of providing you 
with some new and unusual ideas on the 
subject. 

An Expansion Sale 


The striking window display policy 
followed by A. S. Lemieux, Display 
Manager of the Bon Marche Dry Goods 
Company Lowell, Mass., contributed in 
no Small measure to the success of their 
recent Expansion Sale. Occupying most 
of the rear space of four expansive show 
windows was a huge billboard sign, 
executed in cream, with the lettering in 
bold, black script. The billboard sign 
was a regular one in every particular. 
“Expansion Sale’”’ was the brief but per- 
tinent message that it contained and the 
message could be read from across the 
street. While all the four billboard signs 
were the same in every window, the dis- 
play arrangement down in front was varied 
in a more or less extent. In one window 
a little girl figure was drawing a baby 
carriage; in another display a small boy 
was drawing a pushmobile filled with 
package groceries. At the corners of each 
window was a neat grouping of several 
Sale offerings, the prices of which were 
given on cards. This got away from the 
crowded sale window and at the same 
time avoided going to the other extreme. 
Mr. Lemieux reports that this proved one 
of the best sales the store ever held. 


The Price Safety Zone 


No need to present the price appeal in a 
conventional manner when you can be 
original. The Burnside Hat Shop, Seattle, 
Washington, introduced a novel window 
display feature. This was the life-size 
cardboard cut-out of a traffic cop, stand- 
ing beside a safety zone sign in a busy 
street. 

“The Safety Zone—Safety from High 
Prices’’ was the admirable message that 
the cut-out presented. 


The Departmental Managers’ Sale 


The big or medium-sized store, with a 
number of departments, can take its cue 
from the Fifth Street Store, Los Angeles, 
California, in capitalizing the personalties 


of its departmental managers. The win- 
dow attraction in connection with the 
Departmental Managers’ Sale conducted 
by this Los Angeles establishment con- 
sisted of life-size bust photos. Each 
photo was attached to the top of a realistic 
cardboard ‘body of a man, about a foot 
high. A striking, although a little gro- 
tesque, effect was produced, but it was 
sufficiently unusual to attract attention. 
One of these combination photo-cut-outs 
was placed in every window devoted to 
the goods to be obtained in the particular 
departmental manager’s section. 


Bucket Dumping Stunt 


Located in a small Montana town, Linn 
& Smart found themselves with a_sur- 
plus of a certain article just after the 
holiday season. In slashing the price on 
this article, they got the point home to 
the people by a clever window display. 
At the center of the display was a large 
bucket, the bottom of which was removed. 
The bucket was tipped to show thai it was 
bottomless. The featured goods were 
strewn about the floor near the bucket as 
if they had fallen out of it. A large card 
served to announce that: 


“The Bucket Bottom Has Fallen 
Out of Prices.” 


Below the caption came the prices of 
the various grades of the featured articles. 


4 Monday Morning Treat 


Week-End Specials, Holiday Specials— 
all sorts and conditions of specials are 
always with us. But who ever heard of 
applying it to that dull period—for some 
kinds of retail stores—known as Monday 
Morning? At “‘Dan’s Place,” Cleveland, 
Ohio, business is stimulated on Monday 
morning by window cards and streamers 
bearing the following announcement: 


“Our Monday Morning Treat.” 


Who will now come forward to deny 
that a brand new idea is not born every 
minute of a business day? 


No Prices on Surprise Day 


A bargain day without bargain prices 
was the interesting experiment tried by 
The J. W. Knapp Company, Lansing, 
Michigan. It was getting long toward the 
end of their Surprise Sale when the Lans- 
ing newspapers carried a whole page ad on 
a certain Friday. No fewer than twenty- 
three items were individually boxed-in 
and described. All departments were 
represented. Here is a typical boxed-in 
announcement: 

“SURPRISE SALE NO. 1—SHEETS? 

**You’d never guess the price I’ve 
put on 72x90 well-made, good cotton 
bed sheets. 
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It will surely make them fly when 
women learn about it. Come early— 
the Friday price is tempting, indeed.” 
The ad certainly had the people guess- 

ing and appealed to the curiosity streak 
that is in most human beings. But to 
ensure that the price concealment stunt 
was not carried too far, a few plainly 
priced bargains were described and dis- 
tributed among the bargain surprises. 


Sugar Bag Publicity 

Another sale stunt employed with good 
effect by Knapp’s, Lansing, Michigan, was 
the distribution of a cleverly folded paper 
bag, five pounds capacity, toevery Lansing 
household. Door-to-door distribution was 
made and housewives who found the bags 
on their doorstep and in letter boxes 
simply had to unfold them to see what the 
object was. The message printed on the 
bags was as follows: 


“GOOD FOR 
5 Pounds of Granulated SUGAR 
for ONE CENT Ic ONE CENT 
during Knapp’s Big Saving Sale with 
a purchase of $5.00 or more. This 
bag must be presented when calling 
for sugar. 
J. W. KNAPP CO., 
Lansing’s Reliable Store.” 
The sugar distribution stunt has been 
worked times out of number, but to Knapp 
belongs the credit of giving it publicity 
in a strikingly original way. 


Bringing In the Sail Boat 
When one sees a large sail boat in the 
window of a store where toys are not sold, 
the natural impulse is to stop, look and 
investigate. The rigging of the sail boat 
in the window of the Harmonee Shop, 
116th Street and St. Nicholas Ave., New 
York City, was lined with different colored 
electric light bulbs, which made the win- 
dow resemble a fairyland at night. A 
card announcing a specified price reduc- 
tion was hung from each electric light 
bulb. The middle of the sail boat was 
adorned with the card as below: 
“We Are Having a Sail Here Today.” 


A Comparison Sale 

A Comparison Sale was held by Guil- 
ford’s, Philadelphia, Pa. The purpose of 
this sale was conveyed on window cards 
and in newspaper announcements by first 
giving the original price of the article, 
then the reduced price, followed by the 
one word: 

“COMPARE: For example take this 

item $8.50 Jersey and Broadcloth 

Shirts—$5.95 COMPARE!” 


Being Nezt To a Bank 
The Factory Outlet Shoe Store, Wil- 
mington, Delaware, is located next door 
to one of the leading local banks. So the 
large banner over the doorway was singu- 
larly appropriate in its sales message: 
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“Buy your shoes here and deposit 
the saving next door.” 


“How Do They Do It?” Sale 

“How do they do it?” is a question 
many a person asks another when they 
tumble up against a genuine price reduc- 
tion. This everyday question was em- 
ployed with good effect by Brager’s, 
Baltimore, Md., for the name of a recent 
sale. “How Do They Do It?” sale was 
the caption on every newSpaper ad and 
window price card during the sale. 


A Dollar Day Magnifying Plan 

The Dollar Day has become such a 
popular merchandising event that it is 
only fitting that it should yield some 
unusual display ideas. An attention 
compelling display was made by Swan- 
son’s, Chesterton, Ind. The central 
feature of the display was a huge dollar 
cut from yellow cardboard. The Liberty 
head and lettering were painted in Indian 
ink. The dollar was placed on a plateaux 
draped with dark blue velvet. Yellow 
ribbons were attached to the back of the 
dollar and were run to each article of mer- 
chandise on display. This tied up the 
goods both literally and figuratively, with 
the central motif. An attractively-let- 
tered sign bore the legend: “Let Dollar 
Day Magnify Your Dollar.” 


Stretching the Dollar on Dollar Day 

Another angle to the Dollar Day Sale 
was to be found in the window display 
of Lews Department Store, Belfast, Maine. 
The various sales offerings were neatly 
grouped on a number of crepe paper- 
covered shelves in stepladder formation. 
Behind the groups were several genuine 
dollar bills, which were pasted together 
to give the effect of money being stretched 
from end to end. A central sign read: 
“DOLLAR STRETCHERS Today Only.” 

(Ali Rights Reserved) 





Anticipates Good Demand 
for Dressy Shoes 


New York, March 6—“My conclusions 
on ‘style,’ said Louis W. Gordon of New 
York recently, “‘are basedon the encourag- 
ing fact that in our business we have ob- 
served unmistakable signs that the de- 
mand for good looking shoes is persistently 
growing more active and more extensive. 
These are signs of the times! There is no 
doubt in my mind but that a good busi- 
ness awaits the merchant who is particu- 
lar in keeping his stocks right up to date 
with the season’s offerings. 

“‘And these offerings are certainly many 
this year. There are new patterns as 
well as attractive new shades of tan 
leathers, also the various designs of stitch- 
ings give every indication that the idea 
that there is ‘nothing new under the sun’ 
is another popular fallacy. 

“Surely it has been a long and severe 
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winter all over. But now that Jack Frost 
is taking his belated departure, there is 
one sort of havoc which he has left behind 
which we find solace in, and that is the 
havoc done to countless pairs of shoes 
which have spent most of the winter 
hibernating under rubber overshoes, of 
one sort or another. Rubbers and leather 
never were friendly, and now that both 
men and women emerge from their en- 
forced shoe coverings they'll quickly real- 
ize that their old shoes are old indeed, 
and a fine andexceptionally good business 
should result from their immediate needs. 

“I have studied the trend among 
many of our customers with whom I 
have come into personal contact, and it 
seems to me that light and medium shades 
of tan are bound to predominate. As the 
season advances this preference should 
grow stronger, though it also seems cer- 
tain to me that good black gun metal 
will make an early season showing that 
will be gratifying. Patent leathers will 
undoubtedly be very popular again this 
season, although I do not look for the 
large demand of last spring. We are an- 
ticipating, also, a big season in sport 
styles. Never have so many new and de- 
sirable sport shoes been in evidence, 
though it has long been apparent that each 
season has enhanced the general recogni- 
tion of sport models in footwear for men 
and women of all ages. 

“We are prepared for big things! Our 
plans have been built only along the most 
optimistic lines, and I do not think I am 
overly sanguine when I say that the de- 
mand and the activity in 1923 spring 
and summer footwear will be the best 
we have seen since the good old pre-war 
days.” 


Where to Buy 


Shoe Store Supplies 






































Where to Buy 


Miscellaneous 














Service Complete Copy to Mailing 
F. S. ROOT COMPANY 


Boston, Mace, Multigraphing 
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Trade Pullers 


that are 


No. 304 
Misses’ Patent Leather Two Button Instep Strap j a e O e ' ~ 
Slipper, Single Sole, McKay, C and D, Sizes 





1144 to 2. pei 

Child .8%toll a . 1.70 e 
fafemts St0%.. ae These Wobst Leaders Attract Volume Business 
Growing girls’, 244 to 8........ sexe’ 











on price --- and repeat business on quality. 














No. 431 No. 434 
Geontns Girls’ Patent Leather Grey Elk One Growing Girls’ Patent Leather, Mat. Calf, 
Strap, No. 5 Last, C & D, 9-8 Rubber Heel, Saddle Oxford, No. 5 Last, C, and D, 9-8 No. 442 
PP Docccccvececesevecocecevceeseeses $2.80 Rubber Heel, 244-8.................:- $2.80 Growing Girls’ Brown Kid Colonial, No. 5 
Women" ty No. 37 Last, AA to E, 13-8 Rubber Women’ 's, 37 Last, AA to E, 13-8 Rubber Heal, Last, C and D, 9-8 Rubber Heel, 2 44-8. . .$2.80 
Heel, 24-8, Also made with Mat. Calf Strap Disttsesnecseeknentanmunsastcank Women’s, No. 37 Last, AA to E, 13-8 Rubber 
at same Price... 22... ceeeeeeeter ees — Misses’, 11 14-2, Toe Room Last, C and D. 248 Heel, 234-B......-. 0... seer evenness 
Children’s, 834-11, Toe Room Last, C and D Also made in patent leather at same price. 
2.25 


Infant's, 5-8, Toe Room Last,C and D.... 1.90 
Also with gray elk saddle at same price 





No. 436 





Growing Girls’ Patent Leather, One Strap, 





Grey Elk Saddle, with or without Imt. Tip. Ne. 685 

No. 5 Last, C & D, 9-8 Rubber Heel, 244-8 $3.00 . Women’s Choc. Side Full Quarter Oxford, 
Women's No. 37 Last, AA to E, 13-8 ag x No. 640 Single Sole, McKay, 13-8 Rubber Heel, No. 37 
Heel, 214-8 Women's Patent Leather Mat. Calf, Saddle PE Pc cwserengepectencar seed $2.45 
Misses’, 11 14-2, Toe Room Last, C & D.. — Three Eye Tie, No. 37 Last, AA to E, 13-8 Also made of Gun Metal or Black Kid... 2.45 
Children’s 8! Toe Room Last, C & D 2.45 Rubber Heel, 2}4-8............--..++. $2.80 Patent Leather or Brown Kid.......... 2.65 
Infants’, 8 Foe I Room Last, C & D . 2.05 Growing Girls’, No. 5 Last, C and D, 9-8 Growing Girls’, Misses’, Child’s and Infants’ 
Also th sy with Mat. Calf at same price. Sy GD ES 0 cccccdeceasdicada 2.80 made on our Toe Room Last. 


Delivery in about Thirty Days 


WOBST SHOE CO 


411-421 Vliet Street, Milwaukee, Wis. 








The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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(This Department is conducted by Helen M. Haney, Associate Editor) 


Frank C. Mahar Travels for Lunn & Sweet Co. 


His Territory Is New York State—Member of R. A. T.S.S., 


RANK Mahar travels New York 
Fsece for Lunn & Sweet Company 

of Auburn, Maine, and distributes 
“Ye Olde Tyme Comfort Shoes” and 
“Sweet Sally Lunn” welts and turns to a 
large group of customer-friends. Frank is 
“a real fellow,” and is very popular with 
the trade of the big Empire State, which 
he has covered for the Lunn & Sweet 
Company for the past ten years. He is a 
member of the R. A. T. S. S., the Buffalo 
Association of Traveling Shoe Salesmen 
and the N.S. T. A. His home is in Troy, 
N. Y., which is brightened by a charming 
wife and five children. 


The “Why” of the Story 


For some time C. H. Greeley, sales 
manager of Lunn & Sweet Company has 
been desirous that one of his good co- 
operators in rolling up dollars and prestige 
for the Lunn & Sweet line should be official- 
ly entered for a leading story in the 
Shoe Traveler Department of the Recor- 
der, but Frank C. Mahar has been very 
modest and reluctant to come to the rescue 
with any data which might assist in the 
aforesaid story’s preparation. Sales Mana- 
ger Greeley has kept on insisting, however, 
and so, as Frank did not wish to disap- 
point his beloved chief, he recently “got 
busy” and wrote from Troy, N. Y., under 
date of February 8, as follows: 


“Frank” Writes Autobiography 


“Story of my life!” Sure it’s not an 
obituary. Has the millennium come for 
me when I have become famous enough to 
be asked to write the story of my life? 
And I want to be so unassuming, too. 
Well, here she goes. 


B.A. T.S.S. and N.S. T. A. 


Retail Shoe Store Experiences 


“After leaving the high school, | 
worked at various occupations and finally 
started my shoe career by working in 
Daniel Broderick’s retail shoe store as a 








FRANK C, MAHAR 


Who travels New York State for Lunn § Sweet 
mpany 





clerk (and a green one too) and went from 
there as buyer for the shoe department in 
Quackenbush & Company’s department 
store, Troy, New York. I remained here 
about four and a half years. Not liking 
the idea of having four walls around me, I 


started my road career with the shoe 
specialty house of E. T. Gilbert & Co., 
Rochester, New York, for whom I worked 
about two and a half years, covering all 
the principal cities from Montreal to New 
Orleans, and Boston to Denver. 

“T left the Gilbert Company to take the 
line of men’s and women’s shoes made by 
Charles Case of Worcester, Mass., as 
specialty man, covering the large city 
trade. After about two years with this 
concern, I joined the selling force of Lunn 
& Sweet Co., and you know the rest. 


Prominent in Athletics 


“Played foot-ball on my school team 
and my old friends give me credit for 
being ‘some pitcher’ on the base ball 
field. My only ‘hobby’ is my home and 
family, and my chief concerns are my 
health, hard work and a desire to make 
more money each succeeding year for 
myself and the Lunn & Sweet Co.” 


A High Grade Man 


After reading the above, we are sure 
that our readers will agree that Frank C. 
Mahar’s aims in life are all most com- 
mendable and that this very high-grade 
man is a credit to the selling profession, to 
his customers and to the house he so ably 
represents. 


William Beck with 
A. S. Kreider 


William Beck, better known as “Bill,” 
formerly with the G. E. Thing and Com- 
pany Buffalo, steps into “Jim’’ Stelley’s 
shoes as representative for the A. S. 
Kreider Company. 
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Style No. 310 - - - - $6.50 


Tony Brown Calf Oxford, on the Andover Last. 
Widths AA-D 


Style No. 210 - - - - $6.50 
Same as 310 in Black Imported Boarded Calf. 


Six Styles of Oxfords In Stock 


lo secure these custom-class shoes at our prices is an uncommon opportunity, made possible 
by having six styles that sell steadily instead of sixteen, ten of which are shelf-warmers. 




















Just get a line on these values by placing a sample order for the numbers mentioned here. 


This, really, is your opportunity to make a minimum investment, pull maximum business at 
substantial profits. Every demand of young men’s trade can be answered with an assort- 
ment of these six “Just Wright” models. Our stock department, like a right arm to you, 
will hand out fill-ins as your lines get broken, so your stock complement can be kept up. 


Every style represents a super-grade shoe. Just think, “A’’-grade leather goes into them. 


“A’’-grade leathers are not commonly used in ready-to-ship shoes. Plump single soles and 
Wingfoot heels, together with the finest fittings, place these “Just Wright” stock styles on 
the bargain counter at the price. Determine their merchandising merits for yourself, by 
sending your order forward at once for sizes on our Numbers 210 and 310 illustrated above. 


Send for Catalogue “B”’ 


E. T. WRIGHT & CO. 


Makers of The Arch Preserver Shoe for Men 


ROCKLAND, MASS. 














The Beot and Shee Recorder will appreciate your mentioning the publication in replies te udvertisomente. 








=) 








March 10, 1923 


Frank Weber Predicts a 
Big 1923 


Frank Weber, of Cincinnati, president 
of the National Shoe Travelers’ Associa- 
tion, visited Cleveland the last week in 
February, and in conversation with E. F. 
Buzek, secretary of the Cleveland club, 
predicted that 1923 would be one of the 
biggest years, from the standpoint of 
volume of business, in the history of the 
shoe industry. 

Industrial and business conditions in the 
new year all point to a steady growth of 
business, he said. 

Buzek. and Weber conferred about 
matters of interest to travelers. One point 
under discussion was that of the fight 
being made to have the surtax taken from 
the Pullman charge. This is a charge that 
is now most displeasing to travelers. Al- 
though they were perfectly willing to pay 
the extra money while the war was in 
duration, they considered that it was then 
a patriotic duty, but with the war over the 
travelers want the charge taken off. 

Plans to continue the fight to compel 
the railroads to grant the reduction on 
mileage books ordered by the Inter-State 
Commerce Commission were also laid. 
The members of the Cleveland club are in 
touch with their representatives and also 
with the two Ohio senators on these ques- 
tions. 


Buffalo Membership to be $5.00 


The efforts of local traveling salesmen 
to increase annual dues to five dollars a 
year are in line with recommendations 
made by the president of the National 
Shoe Travelers’ Association. The dues to 
the club here have been $3.50 a year, 
but at the last meeting the members in 
attendence took kindly to the suggestion 
of President Lou Hall that a voluntary 
contribution of $1.50 be made for the 
present year, thus making the total pay- 
ment for the current year $5.00. With 
the advent of the next fiscal year, the 
provisions of the constitution with respect 
to increasing dues will be observed and 
then the annual payments will be estab- 
lished at $5.00. For the present, the 
extra $1.50 is a voluntary matter. 

Mr. Weber stated that Cleveland is 
practically the only local that has kept the 
annual dues down below $5.00. 


Two Foxes Now Sell Barry 
Shoes 


T. R. Fox has been engaged by T. D. 
Barry Company to represent that line in 
the State of Pennsylvania. John L. Fox, 
a brother of T. R., has been for many years 
a Barry salesman.. With the hand of 
Brother John to guide him, T. R. will no 
doubt be heard from right through the 
season with a substantial amount of 
business for the Barry line. 


R. L. Lovelace, Sr., 
““Knocks "Em Loose” 


R. L. Lovelace, Sr., travels for the 
Robert Wise Co. and writes from Franklin, 
Ky., as follows: 

“T have made a wonderful showing with 
a truly wonderful line of shoes. During 
my first season, I more than tripled the 
volume which was turned over to me; I 
also added over fifty new accounts my 
first season. How is that for knocking 
them loose? I regret to tell you, however 
that i was off the road for about two weeks 
on account of illness, but I am now back 
on the job, full of ‘pep’ and feeling like a 
million dollars.” 


Introducing R. L. Lovelace, Jr. 


We said R. L. Lovelace, Sr.—Be it 
known, that there is also an R. L. Lovelace, 
Jr., who is just as full of “pep” as is his 








FRANK WEBER 


President of the N.S. R.A., who pre- 

dicts that 1923 will be one of the big- 

gest business volume years in indus- 
try’s history 





father and who wishes a non-conflicting 
line to the one carried by ““Dad”’ and for 
the same territory, Kentucky, Tennessee, 
Alabama, Arkansas and Mississippi. The 
senior member of the family is helping the 
junior member to get properly “landed,” 
and moreover will supervise him on the 
territory at all times for the first two or 
three years. 


Scruggs Calls on National 
Secretary 


C. W. Scruggs of Chicago, who travels 
for Feder-Gregg Shoe Co. was in Boston 
during the past week, getting a line on 
Eastern novelties. Mr. Scruggs is an 
active member of the N. S. T. A. and 
dropped in at the National Office, 183 
Essex, to see what the boys were doing on 
the coming convention, which is. to be 
held in Boston in January, 1924. 
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H. L. Robbins is Dead 


Buffalo’s shoe trade was deeply shocked 
by the sudden death in a Buffalo hospital 
on February 18, of H. L. Robbins, who 
traveled this territory for the W. L. Doug- 
las Company for the past twelve years. 
He was stricken with bronchial pneumonia 
while on one of his periodical visits here 
and passed away after a few day’s illness. 

Mr. Robbins enjoyed a wide acquain- 
tance, not only among the retail merchants 
but with the traveling men. He was an 
associate member of the “B. A. T. T. S.” 
and frequently attended their meetings 
when in this city. His pleasing disposition 
made friends for him everywhere. His 
remains were taken to Boston for burial. 


Stelley Travels for Rice & 
Hutchins, Inc. 


James H. Stelley, who has been con- 
nected with A. S. Kreider and Company, 
for several years as their representative in 
New York .state, has succeeded Charlie 
Hahn and will feature Educator shoes for 
Rice and Hutchins, Inc., in Western 
New York and Northern Pennsylvania. 

Charlie Hahn has forsaken the road for 
an inside job with Sattler’s retail shoe 
store, 998 Broadway, Buffalo. 

Straub Will Travel for 
T. D. Barry Company 


W. A. Straub, recently with Conrad 
Shoe Company, and before that for several 
years with N. B. Thayer & Company, will 
cover the states of Ohio, Indiana and 
Southern Illinois the coming season for 
T. D. Barry Company. Mr. Straub has 
had many years of retail experience, which 
coupled with a pleasing personality and 
footwear knowledge, are certain to make 
him a winning salesman for the Barry 
house. 


Two New Walk-Over Men 

Two new salesmen have joined the 
Walk-Over selling force. George Steele, 
who for several years has done faithful 
work in the upper leather buying depart- 
ment, will go to Illinois territory for his 
first trip. 

J. V. Spadea, a Brockton boy, graduate 
of Brockton High School and later Har- 
vard College, will go out with Charles H. 
Keith to assist in handling New York and 
Pennsylvania territory. 

LeFavor Joins Barry Forces 

Harry W. LeFavor, one of the real old 
timers among traveling men, and well 
known by salesmen and retail shoe mer- 
chants, will blaze the way for the T. D. 
Barry Company line of shoes through the 
State of Texas, this season. Harry is 
enthusiastic over the Barry styles and is 
lining up for a substantial business in the 
Lone Star State. 
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Sa 7 ' _ “NORWALK” 1-STRAP 


meen OA ” SHOES IN-STOCK 


* April Delivery from _ 


The Answer to Selling Problems Boston—New York—Chicago 


| VWVOMAN'S familiarity with the QUEEN QUAL- “GROWING QUEEN” 


| Style of these trade-marked shoes—her certainty of =; Style 6885 
Value and Satisfaction—have resulted ina demand $ yrFanowLARK BROWN 
that is concentrated wherever QUEEN beri se _ PRO-BUCK WITH BUCKLE 








| shoes are sold. aes ti Dark Mahogany Calf Trim 
| It is this concentrated demand, founded on oe familiar “hae 10-8 Rubber Top Heel 
' tame and sustained by a quarter-century of national adver- Welt at Comet Toe 
tising, that quickens turnover—producing a broader demand A 4-7. B 3-7 cS 24-7 
on stocks of uniform ecco iP — to your own D 24%-7 ee 
name the consumer-g and loyalty by which 
_ Price $4.25 | 


sands of other merchants have profited. 


THOMAS G. PLANT COMPANY, BOSTON: 20, 


NEW YORK Ee 
125 Duane Street bes 
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M. N. Arnold Salesmen 
Hold Semi-Annual Get 
Together 


The M. N. Arnold Shoe Company’s 
salesmen held their semi-annual conven- 
tion during the last days of February and 
the first few days in March. The opening 
gun of the convention was fired on Tues- 
day morning, February 27, and after 
luncheon in the executives’ lunch room at 
the factory, the salesmen were addressed 
by W. Percy Arnold, president and general 
manager of the company, who made a re- 
view of last season’s business. He spoke on 
market conditions and prices, emphasizing 
the fine progress made during the last six 
months in the marketing of the Arnold 
Glove Grip shoe, laying special emphasis 
on the large number of very high class 
stores throughout various parts of the 
country that are featuring the Arnold 
Glove Grip shoe. At this meeting the 
many features and strong points of the 
fall sample line was presented by B. L. 
Wales. 

Advertising Is Discussed 


The next day’s meeting was devoted to 
advertising with B. L. Wales, advertising 
manager, presiding. National advertising 
was discussed, addresses being made by 
A. E. Andrews and C. A. Gilman, repre- 
senting the N. W. Ayer & Son, Philadel- 
phia. A very broad and comprehensive 
advertising policy has been planned for 
the spring and summer of 1923. C. O. 
Tyler, credit manager, spoke on credits 
and credit conditions. 

At Thursday's meeting the special 
speaker was G. D. Hannah, of the Babson 
Statistical organization, who spoke in a 
very interesting and convincing manner on 
business prospects and territorial condi- 
tions, using during his talk charts and 
maps, showing results worked out by very 
well known business organizations. 


Co-operative and Educational Work 


The results accomplished during the 
past season in the way of co-operative and 
educational work were discussed by Dr. 
Edward I. Thaler, who has charge of the 
educational department, and who travels 
all over the country, educating the public 
on the merits of Arnold Glove Grip shoes. 

At the Friday meeting the subject of 
quotas and sales contests was discussed by 
W. Percy Arnold. The subject of stock 
shoes and stock catalogue was discussed 
by B. L. Wales, manager of the stock 
department. The question of salesmen’s 
reports, orders, etc., was discussed by Miss 
A. L. Glidden. 


Enjoyable Banquet Closes Program 


The busy week was concluded Friday 
night with a banquet with a_ special 
“Glove Grip” menu, at Youngs’ Hotel, 
Boston, Mass., for the executives, sales- 
men, foremen and others. One amusing 
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feature of this banquet was a series of car- 
toons of each salesman, showing each in 
his work selling Glove Grip Shoes. 


Prizes Awarded 


After the banquet prizes for the season’s 
work were awarded as follows—W yatt M. 
Walker, Ohio, largest total sales. W. L. 
Goodwillie, Pacific Coast, sales quota con- 
test. C. N. Fitch, Missouri, Iowa, new 
account contest, W. J. Lovejoy, New Eng- 
land sales contest, stock and women’s 
shoes. 

The following salesmen received Class 
A prizes, W. M. Walker, W. J. Lovejoy, 
W. L. Goodwillie, E. J. Mattison, C. N. 
Fitch, T. G. Fitch, A. V. Rooney. 

Gold fountain pens, suitably engraved 
were presented to salesmen eligible to 








W. PERCY ARNOLD 
President of the M. N. Arnold Shoe Co. 





membership in the 100 percent club, as 
follows:—W. L. Goodwillie, W. W. Arnold, 
W. M. Walker, H. L. Githens. 


Greetings from James Arnold 


Greetings and congratulations were 
received by wire from James D. Arnold, 
treasurer of the company, who is at present 
in California. All the salesmen are now 
in their territories and a continued growth 
of the large business on the company’s 
specialty ‘““‘The Arnold Glove Grip Shoe” 
is expected. 

Those Present at Banquel 


Those present at the banquet were: 
W. Percy Arnold, Wallace M. Arnold, 
Malcolm Arnold, W. Percy Arnold, Jr., 
B. L. Wales, W. M. Walker, W. J. Love- 
joy, T. G. Fitch, E. J. Mattison, H. L. 
Githens, A. V. Rooney, F. G. Feitsch, E. S. 
Bearce, Gregory Stone, C. A. Gilday, Fred 
Wallace, D. Edward I. Thaler, L. L. 
Fitch, A. E. Andrews, Edward Crane, W. 
L. Lewis, Victor F. Rochefort, Ernest 
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Wineberg, Ed. Arnold, A. L. Everson, J. 
Clements, Fred Wheeler, James Flannery, 
Thomas Arnold, A. E. Bates, Joseph Clapp, 
A. B. Dyer, James Edson, Rupert Lewis, 
Edward Turner, Louis Wheeler, Stanley 
Blanchard, E. E. Turner, A. G. Sherman, 
C. O. Tyler, H. P. Sherlock. 


“Rob” Doyle Sells Hurley 
Shoes 


Robert F. Doyle of the Doyle, Mullins 
Company, located in the new Ideal shoe 
factory at Campello, will cover southern 
territory the coming season for the Hurley 
Shoe Company. He will handle the entire 
south for the Hurley brothers from Wash- 
ington, D. C., to Texas west and to New 
Orleans south. This is his old district, 
from which he has been absent several 
seasons, but as one of the successful 
Brockton salesmen there is no question 
about what he will do there with the Hur- 
ley line. 

Mr. Doyle retains his full interest as a 
partner in the Doyle-Mullins Company, 
but will put in his active time during the 
selling season on the road for the Hurleys. 
Before entering the manufacturing game 
himself he was with the T. B. Barry Com- 
pany, for a number of years in south 
teritory. 





Walk-Over Sales Force 
Meet 


With the beginning of March, the semi- 
annual meetings of the Walk-Over sales- 
men have been on. There were addresses 
by W. T. Card upon Sales-Advertising; 
Harry Dunbar upon Upper Leather; 
Ralph Fish of the Y.M.C.A. upon Healthy 
Salesmen; A. J. Chase upon Department 
Six; and W. M. Littlefield upon The War 
Cry. 

The development of Zone Selling was 
discussed by E. A. Burrill, H. E. MacKin- 
non and H. W. Copeland, with merchan- 
dise demonstrations by W. D. Leach, F. 
E. Packard and W. A. Farley. There were 
addresses by Vice-Presidents Geo. H. 
Leach and Chas. E. Moore, Ernest B. Carr 
for the salesmen and then the President’s 
address by Harold C. Keith. 

These meetings head up the intensive 
work by the salesmen through the past 
week or more when they have been mighty 
busy with their samples. Incidentally, the 
salesmen are thoroughly pleased with the 
quality of their merchandise—both their 
new lines and shipments that have been 
going out of the factories for some time. 

There is a fine spirit in the sales force 
which is an important factor with respect 
to sales outlook and, of course, sales out- 
look is manufacturing promise. 

All traveling men representing George 
E. Keith Company, have their new lines, 
and are making preparations for a thorough 
and active trade canvass. 
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IMMEDIATE SERVICE 


MEN’S SHOES OF THE HIGHEST GRADE 


THE TWO STYLES OF BANISTER SHOES 
SHOWN IN THE ANNOUNCEMENT ARE LEAGUE LAST 
UNITS OF AN IN STOCK SERVICE THAT 2216 TAN NORWEGIAN OXFORD $8.25 


INCLUDES ALL WANTED LEATHERS 


2316 BLACK NORWEGIAN OXFORD $8.25 


AND A NUMBER OF VERY ATTRAC- 


TIVE MODELS. 


THE VERY CORDIAL RECEPTION AC- 


SPRING. 





370-386 ORANGE ST. 











‘Lest Shoe For The Least Money | 











White Cabretta Egyptian Sandal, 42 Last, 
Single Sole, Covered 8-8 Heel. Also in Pat- 
ent Leather and Colored Cabre.tas. 


M-C M*Kays 








IMTS AT 











CORDED OUR IMMEDIATE SERVICE 
FEATURE DURING THE PAST SEASON 
HAS LED US TO AUGMENT IT FOR THE 


| JAMES A. BANISTER CO. CHIROPODIST LAST 


NEWARK, N. J. 2813 BLACK KID BLUCHER 


LD qMCy Zollar ati atrakratr nar at 
he ook UU 


The Big Shoe for After 
Easter 
Three to Four Weeks’ Delivery 


This new number by our organization of 
stylists is especially suited to Spring 
needs. It has the Egyptian motif, and in 
addition to that the high-grade work- 
manship for which our line is favorably 
known. 


Though we are well prepared for a sweep- 
ing demand, we strongly suggest that 
you get your order in NOW! 


R. H. MITCHELL CO. 


FACTORY BOSTON OFFICE 
Lynn, Mass. 72 Lincoln Street 


March 10, 1923 
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A Timely Word of Advice 


Our line this year is very long, and it will be neces- 
sary for us to withdraw certain Styles from sales as 
soon as our capacity on these novelties is exhausted, 
as we cannot make further inroads into the produc- 
tion of our staples. 


We therefore urge those Dealers who feel that they 
must have the new designs to order at once while 
we have the room for making these special Styles. 


Be on the safe side this year by having enough 
Daniel Green Comfys and Boudoirs, as many Dealers 
were disappointed in 1922 due to our inability to fill 
the late orders. 


Sold only by the Factory Salesmen. 
We do not have a Jobber. 


Daniel Green Felt Shoe Company 
Dolgeville, New York 


New York Sales Office Chicago Sales Office Boston Sales Office 
116 East 13th St. 189 W. Madison St. 10 High St 


{ GjDaniel Green) 
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Sampled by the leaders 


“TYREN- 


(Aniline 


Another notable 
new line of aniline 
which has given 
they have long 


May we send 


**Lawrence Leathers A. cs LAWRENCE 


Are 
Reliable Leathers’’ 210 SOUTH STREET, 
NEW YORK PHILADELPHIA 
ROCHESTER CINCINNATI 


WO 


ee, eee a | 





— ———————e a 
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the minute we showed it 





- & oe eee 


Dyed) 


addition to our 
dyed calfskins 
the trade what 
been wanting. 


you a sampler 


LEATHER COMPANY___ 


BOSTON, MASS. 


CHICAGO ST. LOUIS Vs y 
MILWAUKEE 
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GRAY SUEDE 


Demand continues heavy— 
_It is the season's most pop- 
ular shoe—We have them 


IN STOCK 


Ready to Ship 


Also a total of Over — No.3103—Graysuede 
40 In-Stock numbers {24 “Saan" anc 









| 
| 
| 
| 








No. 3506 —Giray suede 
calf, full Louis heel, 


A-B-C . oe $5.00 

No. 3509—Same style as above, white kid, nme. NOTICE: A free a 
newspaper cut will 44-.. $4.85 

be given with every 

36-pair purchase of 

Stock numbers. 





[_ ———————} 


ROGERS BROS. 
SHOE CO. 
59 LINCOLN ST. 
BOSTON, MASS. 


No. 3505—Giray suede novelty shoe wholesalers 


-_. a > peenee satin, Pacific Coast Branch AA- 
: wed ‘ . A Fe 
widthe, ¥ 4 ne en py" 135 Bush St. rw he 3915—Same cay as Pee 8-8 eovesed bee, 


San Francisco, Cal. 


Hhceceernnieeieneenteeennaaimmamemmemmmmmiaeeamn eaimaieaeaiammaiieaaalaas 


No. 3916—Gray suede, full Louis heel, byt 
Cc. 








Gilco Stocking Saver 


Profit 


for You! 





Here’s a specialty that appeals instantly to your 
women customers. You can sell Stocking Savers 
with practically every sale of shoes or hosiery. ON OCEAN FRONT FIREPROOF 


GILCO STOCKING SAVER protects the fine, ex- 


pensive hosiery which all women wear to-day at 

the point where friction wears it out first. The Breakers 

Easily attached in a moment by moistening ad- it a 

hesive surface. Atlantic City, N. J. 
American and European plans. 


Comfortable, airy bedrooms. Luxurious lobbies 
with spacious verandas and sun parlors overlook- 
ing the ocean. Hot and cold running sea water in 
all baths. Ideal for those seeking either rest or 


E. y * GILBERT recreation. Afternoon musicales and teas, with 
MFG co evening concert feature. Dancing. 


New Golf Club Privileges Fireproof Garage 
Ico 228-36 South Ave., Rochester 7 r . 
cecorenen New York JOEL HILLMAN, Praprietor 


If Your Jobber Hasn’t Them, Tell Us 
Wh3 He Is and We’ll Send Samples 
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Your Name and 


Trade-Mark Here 


Here’s the last touch of distinction for 
your shoes! Heels made according to 
your own specifications and design. 
Stamped with your name and trade- 
mark. As individual as your shoes 
themselves. 


Orders Filled Promptly 


We are equipped to make immediate 
shipment of these high quality heels. 
Write us your requirements. Let us ex- 
plain our proposition to you in detail. 


The Republic Rubber Company 
Youngstown, Ohio 


REPUBLIC RUBBER HEELS 


Heels Tailored to Your Shoes 











A CHEAP country hide may 
be “dolled up” to look like 
sole a million dollars. 





oe But what happens when it’s worn—the 


from High Grade “‘dolling up” process has eaten the life 
Well Cured , 

Hides right out of the leather. 

Ashland Oak The customer hollers—or goes to your competitor. 


is made from 


Packer Stoc x 
only SQN. «ASHLAND LEATHER CO. 


BOSTON : CHICAGO - ST.LOUIS 
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B 300—Gray Suede, Gra ~_" Trim, 16-8 
Spanish Covered Wood Heel, igh-Grade 


B yy Satin, Black Suede Trim, 
16-8 Spanish Covered Wood = La 
Grade GedTen...... ooue .. $5.75 


B 305—Gray Charmooz Suede One Strap, 
Gray Kid Strap, Imitation Te. 1 — Hee 
with Rubber op Lift, Weilt.. . 84.85 


JOY, CLARK & NIER, Inc., Riiieeinens N.Y. 


They’re - 


B 308—A Two-Buttoned Strap Pump, in all 
ae ae Colt with Gray Kid Strap and A ° 

Underlaid with Patent Colt. 10-8 Leather Hee | 
with Wingfoot Rubber Top Lift. Welt. .$4.90 


B 301—All Black Kaffor Kid Blucher Oxford 

New York Last, Trouser Creased Vamp and 

Tongue, Rolled Edge Sole, One-inch Heel 

Rubber Top Lift. Welt...............$4.75 

B 302—Same in Sunset Russia Calf Welt. $4.75 
AA. . 44-38 Ss, 
B, Cc, D.. , . 2438 


B 311—Beige Su 


a backstay, 10-8 Stet: with Rubber Top Lif ~ u J 
$5.3. 


“y 


Stock 


*“TROUSER ; 
CREASED” 
VAMPS 

















Russia Trim, tip Cenmee Net 30 Bese 

















New York Office, 127 Duane Street, Murray Klein, Representative J 

















NEW YORK HOTEL 


—Ask These Questions: 


1. Are the things I want to do within doing 
dustance 

2. Are the sleeping rooms quiet enough to sleep 
in and pleasant enough to wake in? 

3. Is the food served worth remembering and 
are the prices easy to forget? 

4. Is the service above par in promptness and 
courtesy ? 

S. Can these soe-good-to-be-true things be found — 
all in one New York hotel as low as $2.50 a day? 


THE MARTINIQUE 

Answers YES! 
From sub-cellar to solarium it is designed and 
conducted as a guest would do it were he the 
manager 

Prices at a Low Level 

Rooms are $2.50 and up. With bath $3.50 up. 
Restaurant prices in proportion. For instance : 
Club breakfasts: 45¢ to $1.00. 


MARTINIS 


Broadway at 52” Street. New York 
Prenk & Jago ~ Resident Manager 


Acros the 

street from 

Hotel Mc Alpin 
and under the same 
management. 


UE 




















No. 32217 Basket filled with 
flowers, each $.75, per dozen 
$7.50. 


Our Spring Catalogue 
No. 32 


Illustrated in colors of Arti- 
ficial Flowers, Plants, Trees, 
Vines, Baskets, etc., 


Mailed Freefor the Asking 


Frank Netschert, Inc. 
61 BARCLAY ST. 
New York - N. Y. 

















High Grade Wooden Sole 
Boots and Shoes 


Full Oil Grain 
Waterproof Leather, 
Sole Leather 
Counters. High-cut 
Buckle Shoes $2.25 
High-cut Boots $4.25 
Riemer’s Steel 
Sole 


A. H. RIEMER SHOE CO. 
MILWAUKEE, WIS., U.S.A. 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies te advertisements. 
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C.H.ALDEN CO 


Us 


An Alden Style 


that can be 
delivered promptly 


Made in 
Gallun’s No. 4, 
also Black, 
Ato D 








ONCENTRATION of our 
“ efforts has enabled us to offer 
that which the times and the trade 
require. 


ooo°9o08 0 


—best quality of Stock with our Standard _of 
Workmanship, at prices lower than could 
have been accomplished in any other way. 


ooo3o 0 


We are also able to give quick deliveries on 
certain lines. But this is not in any way an 
in-stock proposition. 


C. H. ALDEN CO. 


FACTORY BOSTON OFFICE 
ABINGTON, MASS. 10 HIGH ST. 
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T 
I can show you app 
syles at a price of t 
that will deserve soci 
your business, a 
SHOE TRADE Send for sample. Bol 
HEADQUARTERS es 
. Em 
INGLE rooms or double rooms can * e 33 Haverhill, Mass. tain 
now be had at marked reductions. nd 

50 (P. & B.) rooms, $2.50 single; $4.00 i 
double. 60 (R. W.) rooms, $3.00 single; a ~_ 
$5.00 double. 60 (bath), $3.50 single; as 
$600 double. 75 Annex new (bath), Enc 


Save Money 
ON THREAD 


$5.00 to $10.00 on each 
case of thread you buy- 


When you can the F 
best for less why not 


$4.00 single; $7.00 double. 75 other An- 
nex rooms (bath), $5.00 single; $8.00 
double. Reductions also on sample rooms. 
Make the “Essex’’ your headquarters 
when in Boston. 


The Essex Hotel Co. 











J. J. McCarthy, Pres T. J. McCarthy, Treas. bey fe? Beny peey Pe 
4 4, - counts toward profits rae 
hos “ in selling. Let us send the 
f t ' 3 , you samples of Meyer " 
/ vs lk thread for a practical Swe 
~ f r a test part of t 

»_ v my) if operating repair de- 

< 1 55 : A Me fry gorenenss - ao use 
64 JOHN C. MEYER THREAD CO., Lowell, Moss. U.S.A. : 
joir 














Specials for Immediate and Later Delivery Cor 


Mahogany Lotus Play Oxfords 
and Barefoot Sandals, Grain 


APPROVED BY 
MEDICAL MEN 








Leather Insoles and Counter; W 
Asa ote support for the ankles of Oak Outsole. 
get children and as a fully venti- — 
sod shes, the Burkle Ventilated Foot Oxfords, Infants’, 5-8, 72 4c — 
Developer is unexcel celled. ell-known per pair; Child's, $%-1i, 82 bse 
surgeons recommend its ay per pair; Misses’, 11 14-2, 92 ee f 
pan Make your stock of per pair. a 
ah oy A Sandals, 5-8, 67}4e; 834-11, 
our order today. 77 Ye; 114-2, 87 Ke per pair. 
Brockton 2133 Terms, 2% Ten Days, N B 
: ° : » = ys, et 
for immediate action. 3 hirty ess 





BURKLEY 
SHOE CO. 


1156 No. Main St. 
Brockton, Mass. 


Send for samples of other styles 


THE BROOKLYN SLIPPER CO. = 


Retaile $2, $3.50 
409 OSBORN ST. BROOKLYN, N. Y. 























WANTED TO PURCHASE WANTED TO PURCHASE 














WANTED TO PURCHASE | 
| 


CASH PAID 


for shoe stores or surplus stocks of shoes or 
for other mercharidise. Leases taken over. 
We will send a representative to investigate 
and make offer upon request. 


Kalter Cerf. Mercantile Co., Inc. 


591 Broadway, New York City 
Phone Spring 5160-5161-5162 


SHOE STORES 
BOUGHT FOR CASH 


Leases taken over 


DAVE KOCH -- 908 Putnam Avenue 
Brooklyn, N. Y. Tel. 3225 Bushwick 


CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other merchandise. Any quan- 
tity. Prompt attention given. 


KIRSCH-BLACHER CO., Inc. 
293 Church St., New Tosh, N. ¥. 
Phone Canal 0679 

















THE NEW YORK EXPORT 
PURCHASING CORPORATION 


596 BROADWAY, NEW YORK, N. Y. 
PHONE—SPRING 9965 


WILL SLOW SELLERS” FOR 
BUY (ENTIRE stocks” | CASH 


ains in shees al hand for sales 
Barg a ways en Srqune 











DO YOU CONTEMPLATE 


Retiring or going out of business? 
I will pay value for your entire or surplus 
stock of shoes. Leases ha a short term 
to run taken over. Established 25 years. 


I. OLENICK 


413 Broadway, New York Tel. 9531 Canal 








HIGHEST CASH PRICES PAID 
stocks. also 
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Shoe Traveler Notes 


Philadelphia Appoints 
Committees 


The following committees have been 
appointed by James L. Scanlon, president 
of the Philadelphia Shoe Travelers’ As- 
sociation;—Membership, Messrs. C. R. 
McClellan, Herbert W. Brandauer,Charles 
N. Pifenberg, Joseph I. Martin, and W. E. 
Bolen; Welfare, Paul Lippincott Jr., 
Arthur C. Earle, and Horace L. Githens; 
Employment, I. Frank Oberfield; Enter- 
tainment, L. B. Wood, David W. Hirtz, 
and Horace F. Cunningham; Styles, Wil- 
liam D. Delamater, Ralph W. Gibbon, 
and Albert W. Meley; Building, L. Lester 
Enow; Legislative, Clarence B. Lanning. 


F. A. Eaton with 
T. D. Barry 


F. A. Eaton, formerly with the Dia- 
mond Shoe Co. will now cover the Pacific 
Coast for the T. D. Barry Co. This was 
the territory formerly covered by Harry 
Sweitzer. 


Melvin Kelly with 
Hamilton-Brown 
Melvin J. Kelley of Brockton, has 
joined the sales staff of the Hamilton- 
Brown Shoe Co., and will cover Southern 
Connecticut. 








WANTED TO PURCHASE 








We buy quick and pay highest cash price 
for retail and wholesale stocks of shoes or 
any other merchandise. Quantity no object. 

or 30 years our specialty. 

Bank and mercantile reference. 


BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER, Proprictor 


610 Broadway, Brooklya 
Phone Stagg 1757 














MISCELLANEOUS 








Milbradt Rolling 
Step Ladders 


are made in a great many 
styles to suit all kinds 
of stores and shelving. 
They will enable you to 
get along with less help, 
save the wear and tear 
on your shelving, and 
help the appe nce of 
your store. —y~ sub- 
ject to approva — sat- 
isfaction guaranteed. 


ome tam Times 
wing styles 
ladders as well as other 





Tha 





s* 


*- 

aS 
« 
a 

a 


cf 
A 


Milbradt 
Manufacturing Co. 


2416 No. 10th Street 
ST. LOUIS, MO. 
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MISCELLANEOUS 





MISCELLANEOUS 











PLAN YOUR SALE NOW! 
Overloaded? Need Cash? Our special 
money raising sale conducted at your 
store will convert your stock into cash. 
Proving successful everywhere. Flat 
rate or commission basis. For general 
outline of plan, list of recent successes, 
references, etc., write or wire KING 


— SYSTEM, 134 W. 32d St., New 
York 

















BINDS aswell as SUPPORTS |} 
The Front Arch H 


The common sense principle of | 
binding and supporting appeals to 
the Foot Sufferer. 


IT SELLS ITSELF 


Above Trade-Mark is a facsimile of de- 
monstration device we furnish you. You [ff 
will be enthusiastic about it, too, when we 1] 
= how customers are attracted. Write | 
‘or 


C. R. ACFIELD, ‘Dept. K.L. 1328 Broadway 


“Tl New York City 
















Metal Shoe Fitting Stools 


and Floor 
Mirrors 






No. 141 
Wein je THECHICAGO 
and Pries WIRE CHAIR CO. 


621 N. La Salle Street 
Chicago, Ill. 








SHOE STORE 
CHAIRS 
SETTEES 









WINDOW DISPLAY FIXTURES 


The OSCAR QNKEN CO. 
1181 4th St. CINCINNATI, OHIO 


























FAMOUS GLASS 
FIXTURES 
Shown in Catalog G. F 


Wood Fixtures 
Catalog No. 14 


Artificial Flowers 
Catalog No. 19 


Window Valances 
In Stook—Ask for 


Window Rugs an "Plush 
Samples Sent 


The Hecht Fixture Co. 
Medinah Bldg. Wells and Jackson 





NEW YORK SHOW ROOM 
70 West 36th Street 
Just East of Broadway 


Chicage 











Neatest, strongest, lightest and most 
convenient fitting stool on the market. 





Finished Golden Oak or 
gany 


Price. ............-@8.50 each 
Carried in stock by all wholesale shoe and 


findings houses. If your jobber cannot 
supply you, order direct from us. 


MILBRADT MFG. COMPANY 
2416 N. 10th St., St. Louis, Mo. 


For thirty-five years manufacturers of 
Milbradt Rolling Step Ladders 

















Bicycle 
STEP 
LADDERS 


are made 
im many 
styles and 
to fit all 
kinds of 
shelving. 

Send for cata- 


full 
aectption 
and 





THE BICYCLE 
STEP LADDER 
COMPANY 
67 Ramdelpm S 
 tetcomeae 
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is ue: 

Space ltime 7 times 13 tim 
lin........$5.00 $4.00 $3.50 
2 in.. . 10.00 8.00 7.00 
3 in........15.00 12.00 10.50 
4in........20.00 16.00 14.00 


Recorder rates for space less than one-eighth page per 


es 26 times 52 times 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


ITIONS WANTED—Four cents per word for each insertion. 
Minimum amount 
_““Want” advertisements, seven cents per 


$3.00 $2.50 edvertisers desire answers to come in care of this office, twelve words 
6.00 5.00 must be allowed in each advertisement for address. When advertisers 
9.00 7.50 desire replies forwarded direct to their addresa, word of the 
. ’ address must be counted in the advertisement and paid for accordingly. 
12.00 10.00 Answers to ads must be sent under letter postage. 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 


pm up to noon on Tuesday of week of publication date. When 


|, seventy-five cents. For other 
word for each insertion. 
. $1.25. Ads Seder this heading will be 














SALESMEN WANTED 





SALESMEN WANTED 


SALESMEN WANTED 





ALESMEN, experienced with following among 

large department store trade, to handle manu- 
facturer's line of quilted satin, felt and leather soft 
sole slip; Can condense line to dozen volume 
sellers. oid case lots only. Write full putin, 
territory covered, etc. A dress K-718, care Boot & 
Shoe Recorder, 127 Duane, St., New York. 





ALESMEN wanted for Southern and far West- 

ern territories to carry a str line of women’s 
Goodyear and hand turns as a side line on strict! 
commission basis. Address K-719, care Boot 
Shoe Recorder, 127 Duane St., New York. 





ALESMEN WANTED—First-class men with 

established trade in North and South Carolina, 
North and South Dakota, Nebraska, Iowa and the 
North-Western States to carry our well known 
line of soft soles and infants’ and children’s turns 
in connection with present lines. Line is well ad- 
vertised. We pay highest commission and will con- 
sider applications only from men with established 
trade and a t record. Give full particulars in 
first letter. J. J. MacMaster, Rochester, N. Y. 


ANTED—Salesmen having established trade 

to sell our line of women’s popular price welts 
to large retail, department and chain stores, on 
commission basis. Territory m in Illinois, lowa 
Michigan, Missouri, Indiana, Ohio, Pa., New York 
and New ‘England States, also Pacific Coast. Give 
references and full particulars in first letter. Ad- 
dress D-848, care Boot & Shoe Recorder, 207 South 
St., Boston, Mass. 


WANTED Saleemen with established trade in 
non-conflicting lines to carry 15 styles men’s 

lar-priced welt shoes and oxfords, ® retail at 
$3 , —— — ae the floor. Com -_ 
commission tr selli ition. vera 
open territories. ro - S Box 1080, Milwau- 
kee, Wis. 


ALESMEN for a real snappy condensed specialty 

line ~y-y ty ladies’ silk hosiery. A. = L 
guarantee to the goods, shoes and special 
shops throughout : Easily conied. 
State terri covering > ond ine now "handling 
Address K-713, care Boot and Shoe Recorder, 137 
Duane St., New York. 


ANTED—Salesmen to sell our line of men’s 

fine welts to retail at $5.00, made in the Brock- 
ton district. Several nu ts in stock. 
M. F. Kelley Shoe Co., Stoughton, Mass. 


S*eMasanchi with established trade, wanted by 
assachusetts manufacturer of men’s popu- 


lar-briced welts. Write, giving full — to 
Co., 42 Lincoln St., Boston, 


oo EN—Side line 




















commission, no 

t will stock it. 
Diana Manufactur- 
ing Co., Uniontown, Pa. 


WANTED 
High-Class Salesmen 


By large Cincinnati manufacturer 
of ladies’ shoes. One for Ohio; another 
for all of New York and New Jersey; 
another for New England; another for 
Illinois, Michigan and part of Indiana. 
Please state age, experience and former 
connections in first letter. Absolutely 
confidential. Address D-842, 810 Sec. 
National Bank Sid. Cincinnati. 
Ono. 








Here Is an Opportunity for a Real Salesman 


Selling the largest and best established line of moccasin footwear in the United States. 


THE FAMOUS “SAWYER” BRAND 





covered at least six times each year. 





Backed by fifty years of ful facturing. Only REAL salesmen needed. Will 
pay liberal commissions to the right men. Several good territories now open in the Lake 


States, all states in Mississippi Valley and the Pacific Coast States. Territory must be 


If interested, write at once to F. H. Washburn, care Sawyer Boot and Shoe Co., 21 Columbia 
St., Bangor, Maine, giving reference, line carried, if any, and territory covered. 








WANTED salesmen - ee < yt 
Popular Priced dress sty 
ane “aq - 4°-y— Pager ae eae 


y high powered 
apply. } Ma OT Bradley & 
etcalf Company. Milwaukee, Wis. 


pe pee WANTED —Live-wire salesmen 

established trade on a straight commission 
basi of & par cent on 0 om te line of men's work 
and dress shoes; also bo All numbers carried 
in stock. Old establi ine, Wonderful oppor- 
tunity for the right man in the following territories: 
West Virginia, Eastern Pennsylvania, Western 
Pennsylvania, Minnesota, Arkansas, Michigan. 
New York, and Ohio. Give references and al 

iculars in first letter. Address D-803, 
and Shoe Recorder, 189 West Madison St. 

Chicago, Ti 








Highest Grade Baby Stockings 


Immediate shipment against orders. 
Commission sales and mail 
orders. Samples fit your pocket. Sales- 
men selling i and * de- 

partments should investigate, All 
correspondence confidential. Address 
D-844, care Boot and Shoe Recorder, 
207 South S St., Boston, Mass. 














POSITION WANTED 





GALESMEN WANTED—Shoe salesmen to carry 
as side line on Wor basis best medium- 
iced line of spa’ m shoes, woolskin slippers, 
ther and cau eggi We invite replies 
from all parts of the Uni States. Tell us what 
territory you cover and send references in first 
letter. We pay liberal commissions and our goods 
are priced to sell. Apply The Brown Warner Mfg. 
Co., Franklin, Ohio. 5 


AreY ou the Man 
: + 7 


who is now successfully 
selling a good line of 
men’s shoes and would 
be able to handle a fine 
grade of women’s welts to- 
gether with same. Short 
line of samples, novelties 
and staples to retail at 
$5 and $6. Many styles in 
stock for prompt ship- 
ment. Full details in first 
letter. 


Address D-847, Care Boot and 
Shoe Recorder, 127 Duane St., 
New York City. 




















UYER and MANAGER—Open for position 

April l. At present buyer and ner in one 
of the smartest ladies’ shops in Middle West. 
Know the game. 35 years of age. Address D-849, 
care a and Shoe Rooae, 207 South St., Bos- 
ton, Mass. 





MARRIED MAN—Age 40, resident of South 
Carolina, with 20 years experience as sales- 
man and buyer for a large mercantile business, de- 
sires to make a - Sy and would like to represent 

rg gly , territory, South Carolina. 
J. E. olm, ‘— , & C. 





SALESMAN | covering Southern territory desires 
line to sell in conjunction with high grade line 
of Brooklyn turns. Would consider Coast territory. 
Box D859. 623 Powers Bidg., Rochester, New York , 





GHOE | BUYER and MANAGER of 24 B= ad 
experience is for position, capable of doing 

anything pertaining to > experience, also of 

| ee help. A-1 references. Box 116, Plymouth, 
Pa. 





RETAIL SHOE MAN, 30 years of age, married, 
15 years’ experience window trimmer and ad 
ap would like to cones Y- reliable concern 

Pp y of ager. ory Wi ition any- 
wm Na if terme are A —- A-l 
reference as to character a’ er i 


sonal bond if necessary. 717, — ot 
and Shoe Recorder, 127 Duane St ” New York. 








~~ MANAGER'S POSITION } gd 





care 
Boot and Shoe Recorder, 207 South St., Boston, 
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OPPORTUNITY 





OPPORTUNITY 











is imbued with real “‘go-get-it”’ ambition. 


determined to become a big salesman. 


con 





EXCEPTIONAL OPPORTUNITY FOR YOUNG MAN— 
PREFERABLY RETAIL SHOE CLERK 


Massaghusetts Shoe Manufacturer has an opening for an exceptional young man who 
He must be preferably not over 25, a thorough gentleman, clean cut, unusually quick and 


He must be willing to devote himself fanatically to this business. 

He must be able to give a sufficient amount of time to learning the fundamentals of the 
business properly, at a small salary. From the outset he will be continually associated 
with the head of the business and his future will be direct representation of the house 
with the largest and finest trade, and responsibility for style with one of the most success- 
ful manufacturers of women’s stylish shoes in the country. 

If he is successful in “coming through” he will be a dominant factor in this business in 
a very few years and his remuneration will be unusually large. 

A long prior business experience is not necessary. 

Reply in your own handwriting, stating age, nationality, religion, whether married or 
single, business experience, education and any other facts you think pertinent. 

Replies will be opened only by the head of the concern and will be held in the strictest of 


nce. 
Addres D-846, care Boot and Shoe Recorder, 207 South St., Boston, Mass. 








ATIENTION SHOE MANUFACTURES — 
Harrisonburg offers ideal location for shoe fac- 
tory. Three railroads, on the Lee Highway, 140 
miles southwest Washington. Cheap power and 

lenty of 4" ¢ building ready for op 
Lew rent. . Ch oO! 
merce, BLL, 








MANAGERS WANTED 


GHOE STORE MANAGER WANTED—A man 
with chain store experience ferred. State 
experience and give references, advise if able 
to invest , and if so, how much. Give full 
details first letter; qqoageenal “Boot and for 
right man. Address D-825, care t and Shoe 
Recorder, 207 South St., Boston, 








SUPERINTENDENT WANTED 


WANTED~—Superintendent for shoe factory 
making 600 pair per day. Middle aged man 

referred. Write stating yo age, salary. 
| sons L. Hurlburt, Jackson, Michigan. 








LINE WANTED 


LINE WANTED—Men’s-Women’s welts, Mc- 
Kays or turns. Are not jobbers. Territories 
New York, Havana, Canada, Chicago, South. Ex- 
ceptional opportunity. Knickerbocker Shoe Com- 
pany, 238 =! 236th St., New York City. 


XPERIENCED SALESMAN with established 

trade, desires line of men’s, women’s or boys’ 
shoes for Connecticut, Weschester County and 
Jersey. Address K-72i, care Boot and Shoe Re- 
corder, 127 Duane, St., New York. 











SALESMAN covering New Jersey and New York 
State looking for manufacturer's line of men’s 
or women’s. Address K-720, care Boot and Shoe 
Recorder, 127 Duane St., New York. 


WANTED—Line of ry — ouths , & little gents’ 

shoes for Detroit & thern Michigan. Give 

full particulars in first letter. Address D-841, care 

a and Shoe Recorder, 207 South St., Boston, 
ass. 








FOR RENT 


WANT to share half office with other New York 
representative. Possess own furniture. Fea- 
turing women’s comfort and semi-dress line. Con- 
sider party with ~~ ition. Ad- 
dress K-701, care Boot and ecorder, 127 
Duane St., New York. 








FOR SALE 


GHOE STORE FOR SALE—Good location, clean 
stock, established business. Will sell quickly 
for about sixty cents on dollar. C. W. Irvin, 
Greensboro, Cc, 





FOR SALE 


OR SALE—A going retail shoe business—Stock 

—Fixtures and Store building, also fine dwelling 
in best location of city. Will lease store building 
if preferred. This is a good proposition, no agents 
or traders, if interested address owner. F. H. 
Marty, Baraboo, Wis. 








HERE'S a real opportunity for someone that 
wants to go into business. Store for sale, good 
established business, good clean stock, good. loca- 
tion. We handle shoes and gent’s furnishings. 
Want to retire from business. For information 
write to Wilmington, Fll., Box 151. 








SHOE STORE FOR SALE. 


Good locality, good location, Illinois town. Oil 
and agriculture. Concrete road, National highway 
Chicago to St. Louis, Indianapolis. 


CASH—NO TRADE. 


Between $13,000 and $14,000. Clear or with good 
security might be able to handle with $7,000 cash. 
= in good shape but can be reduced. Address, 

, care Boot and Shoe Recorder, 207 South St. 
~~ Mass 








PROPOSAL 


PROPOSALS FOR INDIAN SUPPLIES: De- 
partment of the Interior, Office of Indian Affairs, 
Washington, D. C., March 7, 1923. Sealed Pro- 
posals, plainly marked on the outside of the sealed 
envelope: ‘Proposal for Hardware’’ (or other 
class of supplies, as the case may be), and addressed 
to the “Commissioner of Indian Affairs, 310 Elm 
Street, St. Louis, Mo.,” will be received until 10 
o’clock A.M. on each of the following dates, and on 
the class of supplies specified, and then opened: 
Shoes, ov oes, etc., April 16, 1923; hardware, 
April 30, 1923; furniture, May 4, 1923; harness, 
leather, etc., April 23, 1923; tinware, stoves, 

May 7, 1923; J my oils, etc., » April 23, 1923, —— 
cal supplies, il 26, 1923; carbide, etc., April 30, 
1923. Schedules covering all necessary informa- 
tion for bidders will be furnished upon —- 
to the Indian Office, Washington, D or the 
U.S. Indian Warehouses at Chicago, St. Louis, and 
San Francisco. The tment reserves the right 
to reject any or all bids or any part of any bid, and 
to post tentative overs OnE ea subject to cor- 
rection. CHAS. H E, Commissioner. 








MISCELLANEOUS 








Manufacturer wishes to dispose of 
lasts, dies, patterns, and equipment 
for women’s McKay sandals, 
juliets and comfort oxfords. Will buy 
about $50,000 yearly in above merchan- 
dise on a jobbing is, allowing pur- 
chase price of above eq 

same. High labor costs force us to job 
exclusively. Address D-845, care Boot 
and Shoe Recorder, 207 South St., 
Boston, Mass. 











Information for Shoe Merchants 


“Where to Buy” constitutes source 
a AF OP R - Ls 4 
pages may read—and learn. 
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Boot and Shoe Recorder 


PUBLISHED WEEKLY IN THE INTEREST 
OF THE RETAIL SHOE MERCHANT BY THE 


BOOT AND SHOE RECORDER 
PUBLISHING CO. 


(Incorporated under Massachusetts Laws) 
CAPITAL $150,000 
OFFICERS OF THE CORPORATION 


CHARLES G. PHILLIPS, President 
EVERIT B. TERHUNE, Treas. and Gen'l Mer 
GEORGE W. R. HILL, Ist Vice-President 
H. WALTER SCOTT, 2d Vice-President 
ARTHUR D. ANDERSON, Secretary 
SWAIN, CARPENTER & NAY, Counsel 
73 Cornhill 


ARTHUR D. ANDERSON, Editor 
E. C. LOGAN 
OWEN A. THOMAS 
HELEN M. HANEY 
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PUBLISHER'S NOTICE 


SUBSCRIPT she os for in $5.00 1 price of the 
Boot and Shoe 00 a year in ad- 
vance, which aa in the United 
States, Cuba, Hawaiian Phili 


Islands, Virgin Islands, Alaska Canada, ex- 
ico, Costa ica, Dominican Ropebt ic, Hon- 

. va Argentina, 
Bolivia, x Cx Ecuador, Peru, 
{eaguay, Spats pees. Te Balearic Islands and the 


FOREIGN SUBSCRIPTSON~Thp pulse to all 
foreign countries except the _ ays is $10.00 
5 ees are payable in advance. 

ADVERTISING RATES—Card of Advertising 
Rates furnished on application. For rates 
for Wants, For Sales, etc., see Want Page. 


tion is taken by the BOOT AND 





publishers reserve the right to reject any 





advertising or reading matter which is not in 
line with this policy. 
OFFICES IN 


BOSTON OFFICE, 207 South Street. 
BROCKTON OFFICE: 224 Moraine St. Gee. 
Ww. ‘elephone 5 


Hill, Manager. T: 507. 
CHICAGO OFFICE: 189 Ly 4 Madison 8t. 
Telephone Main 1089. B. C. Bowen, Manager. 


ST. LOUIS OFFICE: 1627 Locust St. B.C. 
Bowen, Manager. 

as 2 YORK OFFICE: Room 101, Graham Blidg., 
¥ 27 Duane St. H. Walter Scott, Manager. 


PHILADELPHIA OFFICE: Suite 1420, Widener 
Building. H. Walter Scott, Manager. 


HAVERHILL OFFICE: Chamber of Commerce. 
R Haverhill National Bank Bldg. Geo. 
w.R. |» Manager. 


CINCINNATI tg 810 Sepend Netjene 

Bank B . wen, Manager. 

phone Canal 4426. 

ROCHESTER OFFICE: 623 Powers Bidg., 
Rossiter L. Seward, Western New York Repre- 
sentative. Telephone Main 969. 

LYNN OFFICE: Fred A. Gannon. 

MILWAUKEE OFFICE: Leonard E. Meyer. 


. C. Bowen, M ), 405 Broadway. 
SRINGTON OFFICE 
WASHINGTON OFFICE: William L. Daley, 
26 Jackson Place, N. W. 
PARIS qerece: 2 Rue des Italiens. L. Hub- 
bard, Manager. 


LONDON OFFICE: John C. Curtiss, Manager, 
tlhe ag pk my a ogy 


Melbourne. G. Jervis Manton, Manager. 

CONTINENTAL OFFICE: William Salzman, 
Manager, Wasagasse 2, Vienna, Austria. 

ARGENTINA: Buenos Aires, Rivadavia, 2721, 
P. Sabazzini, Gerente. 

BRAZIL: Gerente. on S. Fitch, 88 Rue 
General Camara, 88 

CHILE: Santiago, to B Rosas 1123-1127. Otto 
Fuhrimann, Gerente. 

CUBA: Mr. H. Gomes, Corrales, 2A Havana, 

JAPANESE OFFICE: Yokohama. J. F. Wager, 
Manager. 


SPAIN: Gerente, Leoncio de Miguel, Librere. 
Editor, 20 Fuencarral, Madrid. 
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ADVERTISERS ISSUE 





BOOTS AND SHOES 


Alden, C. H., Co., Abington, Mass... ’ lll 
Allen-Goller Shoe Co., So. Boston, Mass... .123 
Anderson-Owens Shoe Co., Lynn, Mass . 42 
Arch-Aid Shoe Co., Rochester, N. Y 15 
Bancroft-Walker Co., Boston vs 


Banister, James A., . Newark, N. J 104 
Barnard, J. W. & Son, Andover, Mass 89 
Barry, T. D.. Co., Brockton, Mass 90 
Best Ever Slipper Co., Brooklyn, N. Y 92 


Bleecker Shoe Co., New York City 82-89 
Blum Shoe Mfg. Co., Dansville, N. Y 92 
Briggs-Hutchinson Co., Boston 25 
Brockton Co-operative Shoe Co 91 
Brooklyn Slipper Co., Brooklyn, N.Y... ... 112 
Burkley Shoe Co., Brockton, Mass 112 


Cambridge Rubber Co., Cambridge, Mass.. 33 


Churchill & Alden Co., Brockton, Mass. 
4th Cover 


Clapp, Edwin H., Co., E. Weymouth, Mass. 90 
Commonwealth Shoe & Leather Co., Whit- 


man, Mass 
Cotter Shoe Co., Lynn, Mass............... 86 
Craig, Reed & Emerson, Inc............... 92 
Creighton, A. M., Lynn, Mass sce OO 
Crooker-Morse Co., Bridgewater, Mass...... 43 
Elam, F. S., Shoe Co., Rochester, N. Y . 
Ensign Shoe Co., Belfast, Me .. 94 
Excelsior Shoe Co., Portsmouth, Ohio 24 
Felstiner-O’Connell Shoe Co., Inc .. 89 
Ford, C. P. & Co., Rochester, N. Y......... 26 
Foundation Sales Corp., Brooklyn, N. Y .68, 69 
Fox, Chas. K., Co., Haverhill, Mass iene 
Gardiner, H. K., Co., Pittsfield, N. H 26 
Goding Shoe Co., Chicago eae Oe 
Goodyear Rubber Co., Milwaukee, Wis «oa 


Greeley, A. W., & Co., Haverhill, Mass 112 
Green, Daniel, Felt Shoe Co., Dolgeville, 
N.Y. ; ..105 
Gustin Co., M., New York City . 91,92 
Hamilton-Brown Shoe Co., St. Louia, Mo. 
Front Cover 
Hand Made Shoe Co., Chippewa Falls, Wis. 8 
Hannahsons Shoe Co., Haverhill, Mass 37 
Harney, P. J., Co., Lynn, Mass 67 
Harney, Tracey, Crehan Co., Lynn, Mass.. 45 


Hood Rubber Products Co. Bavewresyen 
Mass. - . 
Howard & Foster Co., Brockton, Mass . 91 


Hoyt, F. M., Shoe Co., Manchester, N. H.40, 41 


Johnson, Stephens & Shinkle Shoe Co., St. 
Louis, Mo........ 2nd Cover 


Joy, Clark & Nier Co., Rochester, N. Y 110 


Juvenile Shoe Corp., Carthage, Mo 5 


Kirkendall Shoe Co., Omaha, Neb 3rd Cover 


Lilly, Henry, New*Y ork City 91 
Maid-Rite Felt Slipper Co., Inc 92 
Marion Shoe Co., Marion, Ind 20, 21 
Marston & Tapley Co.. Danvers, Mass . 4 
Martin, A. H., Rochester, N. Y...... . 
Miller, I., & Sons, Inc., Brooklyn, N. ¥..... 9 
Mitchell, R. H., Co., Lynn, Mass...........104 
Nettleton, A. E., Syracuse, N. Y............ 9 


Newcomb-Anderson Shoe Co., Rochester... 93 
Novelty Shoe Co., Chicago, Ill.............. 38 
Olenick, I., New York City. rere 112 


Oriental Slipper Co., Inc., Haverhill, Mass. 89 


Packard, M. A., Co., Brockton, Mass... . .44-90 


Peck, Frederick S., Worcester, Mass. esuiae 
Phillips Shoe Co., Haverhill, Mass.......... 89 
Plant, Thos. G., Co., Boston.. , . 102 
Reynolds, Bion F., Brockton, Mass.... . 91 
Rice & Hutchins, Inc., Boston........... 46 
Riemer, A. H. Co., Milwaukee, Wis......... 110 
Rogers Bros Shoe Co., Boston.............. 108 


Rosenberg, S., & Sons, Boston... . 
Russell, Wm. C., Moccasin Co., Berlin, Wis. 10 


Sargent, Donn D., Salem, Mass 
Smith-Briscoe Shoe Co., Lynchburg, Va... 91 


Smith, Wm. Sumner, Chicago 93 
Stacy-Adams Co., Brockton, Mass . 9 
Stetson Shoe Co., So. Weymouth, Mass 91 
Stockbridge Shoe Co., Haverhill, Mass...... 89 
Stonefield-Evans Shoe Co., Rockford, Ill.... 72 
Stone, K. M., Co., Inc., New York City..... 92 
Teeple Shoe Co., Waupun, Wis............. 10 
Tessier & Bowdoin, Haverhill, Mass... .... . 89 
Thompson Bros. Shoe Co., Brockton, Mass 92 
Thomson-Crooker Shoe Co., Boston........ 13 
United States Rubber Co., New York City 36-84 
Utz & Dunn Co., Rochester, N. Y.......... 7 
Wall, Doyle & Daley, Inc., Brockton, Mass. 90 
Weber Bros. Shoe Co., No. Adams, Mass..... 18 
Whitman & Keith, Brockton, Mass......... 90 
Wobst Shoe Co., Milwaukee, Wis........... 98 
a E. A., & M. C., Co., Haverhill, 
Pas ccbsescurveussecsauedestasweete 89 
Wright, E. T. &Co., Rockland, ee 100 
[FINDINGS AND SHOE STORE SUPPLIES 
American Seating Co., Chicago, Ill deadaa ae 
Acfield, C. R., New York City... . éacuomee 
Alterson, L. & Co., New York City......... 96 
Bicycle Step Ladder Co., Chicago. ..... 113 
Blog Shoe Finding Co., Inc., New York City 97 
Bongiovanni Bros., New York City... .. 96 
Chicago Wire Chair Co., Chicago.... . ..- L13 
Coultas Co., D. W., Providence, R. 1... . % 
Ellis, W. E., Co., Haverhill, Mass........... 95 


Gilbert, E. T., Mfg. Co., Rochester, N. Y.. . 108 


Hecht Fixture Co., Chicago, Il... — 
Kahn & Buick, Brooklyn, N. Y............. 96 
Kahn, Edward E., Co., Brooklyn, N. Y . 6 
Milbradt Mfg. Co., St. Louis, Mo ; 113 


Miller, O. A., toning Machine Co., — 
ton, Mass 2-44 


Netschert, Frank, Inc., New York City.....110 
Onken, Oscar Co., Cincinnati.............. 113 
Parisian Beading Works Co., Philadelphia... 96 
Vanity Novelty Works, Brooklyn, N. Y...... 96 


HOSIERY 
Emery & Beers Co., Inc., New York City... 6 


LEATHER AND OTHER MATERIAL 


Ashland Leather Company, Boston........ 109 
Barnet, J. S., & Sons, Inc., Boston....... 12 
Beggs & Cobb Co., Inc., Boston............ 95 
Byron, W. D., & Sons, Leather Co., Boston 18 
Cedar Cliff Silkk Co., New York City 70-71 
Chamberlain, B. F., Boston... ... , . % 
Clifford Co., The. Boston... ébineweee 
Creese & Cook Co., Boston eS ee . % 


Fleckenstein, C. G., Co., Muskegon, Mich.. 81 
Einstein, J., Inc., New York City.......... 88 
Jones Co., F. E., Boston. we oc ne 


Lawrence, A. C., Leather Co., Boston. . 106-107 


Levor, G. & Co., Inc., New York City. . 2 
New Castle Leather Co., New York City.... 23 
Republic Rubber Co., Youngstown, O..... . .109 


Rueping, Fred. Leather Co., Fond du Lac, 
Wabsadsanésnx (deeerekestesaeccks Me 


Schmidt, Carl E., Co., Inc., Detroit, Mich65-66 


Standard Kid Co., Boston : 3 
Surpass Leather Co., Boston. . “ 95 
Thayer, Lake & Whiton, Boston......... 32 
Thayer-Foss Co., Boston............... 
Thomas, Lake & Whiton, Boston.......... 32 
Tolman-Dow & Co., Boston............... 28 


MACHINERY, LASTS, MFRS. SUPPLIES, 
DRESSINGS, ETC. 

Meyer, John C., Thread Co., Lowell, Mass. 112 

Tubular Rivet & Stud Co., Boston......... 118 


United Fast Color Eyelet Co., Boston....... 117 
United Last Co., Boston........ 
United Shoe Machinery Corp., Boston. . .14-22 


Wiechman Pattern Co., Cincinnati......... 95 
Wind Insole & Counter Co., Inc., Campello, 
DNs cicthcccdeyecenvesibcetluveriedes 95 
MISCELLANEOUS 
Atlantic Printing Co., Boston............. 4 


Breakers Hotel, The, Atlantic City, N. J... .108 


Brooklyn Purchasing Syndicate........... 113 
Calderwood & Preg, Inc., Boston.......... 93 
Glauberg, Max, New York City............ 112 
ee ee 
Hotel Martinique, New York City..... ... 10 
Howard Print, Inc., Brockton, Mass........ 4% 
Kalter Cerf. Co., Max, New York City... ... 112 
Kirsch-Blacher Co., Inc., New York City. . .112 
SSF ee 112 
New York Ex t Purchasing Corporation 
PN EE eb deek Keeese se ccwes de 1! 

Root, F. S., Company, Boston............. 97 
Tolman Print, Brockton, Mass............. 94 
University Electrotype Foundry........... 4 
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These 
advertisements, 
appearing in all 
classes of publica- 
tions, are creating a 
ready acceptance and 
an increased demand 
for 
Diamond Brand 
(Visible) 


Fast Color 
Eyelets 
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INOR points of excellence in 
footwear are often evidence 
of inbred quality in every detail of 
the shoe itself. 
For example — Shoe Lacing Hooks. 





The Beet and Shee Recorder will appreciate your mentioning the publication im replies te advertisements. 
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No. 6297 R 


No. 6297 R---You Show It and 
pe You Sell It---That’s All 


a Fifty-one thousand five hundred sixty-eight pairs shipped from our 
é factories in the past twelve months. 


Always in style—always in season—always in stock! Favored by all 
sorts and conditions of women in every state in the union. 


A trade getter—a trade builder—a constant repeater. And the 
reasons for its success are the fit, the comfort and the wear which are 
the result of skillful design, high grade materials and the regular 
Grover craftsmanship. 





Fashioned of soft black]kid on Number 316 last. Plain, medium 
width box toe. Galloon-bound top and straps. Straight vamp 
seams on side, turn sole carrying a 114 inch heel with rubber top. 





IN STOCK: AA-A, 4 tof9; B, 3§14 to 9; C, D, E, 2%4j to 9.. $3.65 


J.J. GROVER’SSONSCO. -- Lynn; Mass. 


Established 1865 


EEN RES tangy TI Yet ah dR EG GEIS Taste, as 
St rant Pa teh ars ‘ ten} ~ ye 
Ce Paar eatin A > Co Nec Mamas Nee vee 


Soft Shoes for Tender Feet 


BOSTON OFFICE CHICAGO OFFICE 
Little Building NEW YORK OFFICE Kesner Building 
80 Boylston Street Marbridge Bldg., 47 W. 34th St. 5 North Wabash Avenue 








Vol. 82, No. 26. Published every week by the Boot and Shoe Recorder Publishing Company, 207 South St., Boston, 
Mass. Entered as second class matter April 15, 1922, at the Post Office at Boston, Mass., under the Act of Congrese 
ef March 3, 1879. Subscription price, $5.00 a'year. Printed in U. S. A. 
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STYLE 456—WELT 
Tan R 


¥, Sport 
ber 


STYTE 386. E3se--Sis. it Last 24, B, C, D. $2.95 
STYLE 456—11 };-2 Last 24, B, C, D.$3.35 


STYLE 450—WELT 
Patent igen Tee G00 


id Sock Lining, Welt 
STYLE ; pedis 11, Last 26, Spring Boe, 


StYis 555—WELT 


4, Blucher 
elets, Soft Toe, 


Burdett Salesmen 
Are Off For 


Their Territories 


The coming season will 
be a big and profitable one 
for the live merchants who 
feature Burdett TURNS 
and WELTS for Little 
Folks. 

Good Lynn workmanship 
stands out in every sample 
of the new line. Leathers 
of national reputation certi- 
fy to the wearing qualities 
of each number. The 
prices we offer mean a quick 
turnover. 

Our new color catalog 
will give you an idea of the 
IN STOCK Spring Styles. 
Write for it. 

The Burdett Boys areoff. 
If you are not being called 
on, write us, and we will 
make arrangements for you 
to see the line. 


STYLE 5—TURN 
Patent Leather Ankle Strap, Whit 


STYtE 6-44, Last 34, a 
cel 


STYLE 431—TURN 
Patent Leather Verna Instep Strap, Cut 
Out Quarter, Perforated Vamp, Gray Kid 


sTY E331—8-11 34, Heel, 
es -11,Last Boring Hoa, 
sryie 431—1134-2, Last 26, 6-8 Heel, 


STYLE 225—TURN 

Tan Russia Calf ” Two Strap Buckle Bare- 
Sandal, Tan Kid . 

At Se 125—2-5, Last +» 

3 +¥ie “$464.8 baat’ ii: si ogee Hoot 








“LEN”? BURDETT—Southern 
**“HAP”? BURDETT—New England and Middle West 
C. ARNOLD—Middle West and Pacific Coast 
“CHARLEY” QUIMBY—Middle Atlantic Coast 
SAM GUTMAN—Cuba 








BURDETT SHOE 1, COMPANY? 


LS PP, Po 


Boston Office changed to es yout St. 
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Novelty Shoes 
Gray Suede 





Ne. 3922—Patent feather @ and i gray, turn 8-8 leather 


No, 922—Putent leather and gray, tara 84 or Satin 





3505—G ede calf, brocaded satin, 
Are the best sellers for inka, full covered heel, widths A-B-C...... 85.00 


this season. We are the 
largest women’s specialty 
shoe wholesalers in New 
England. We have the 
shoes shown on this page 


ocr" IN STOCK 
, AND READY TO 
SHIP AT ONCE 





No. 3916—Gray suede, full Louis heel, turn, Ae -C 
No. 3915—Same style as above, 8-8 covered heel, 
B-C. $4.50 


also a total of 40 in stock 
numbers. 


This is important to you 
with Easter so near at 
hand. 





A free newspaper cut 
given with every 36-pair 
purchase of Stock Num- 
bers. , 


No. 3506—Gray suede calf, full Louis heel, A.B.C. 
$5.00 


Bo. 3509—Same style as above, white kid, A-B-C. 
$5.00 





WwW ‘ | — No. 3914—Black satin, full Louis heel, turn, ren 
€ wil welcome a visit <> 2 3910—Same style as above, White — 


at our new store in the 
heart of the shoe district. 


ROGERS BROS. 
SHOE CO. 


59 Lincoln Street 
Boston’ - - Mass. 


| 





No. 3928—Black satin, Junior Spanish heel, turn, 





ee a Bee ee Seed $4. 
Pacific Coast Branch: 135 Bush Street No. 3918—Same style as above, Cuban heel, en i} 
San Francisco, Cal. No. 3917—Same style as above, 8-8 heel, A-C.$3.90 | 
l 
SS gee eee ———— Se ——— "I 
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Ctea. PARK 
| HIKING BOOTS~eOXFORDS}| 
i YEAR ROUND WEAR. | 


Constant, ever increasing demand—from every state in America— 
proves the great popularity of “NATIONAL PARKS.” The 
merchant who has not stocked this line is overlooking this year’s 
greatest selling opportunity. 


The style, the quality, the fit—every thing about them appeal to 
young women who want to look their best in outing costume. 





Orders Filled 
Promptly 


IN STOCK 


No. 16,312—Mahogany Elk, 
14-inch, Goodyear Welt, Moc- 
casin Toe Boot. A-D, 2-8. 
No. 31,508—Mahogany Eric 
Calf, 14 inch, Goodyear Welt, 
Plain Soft Toe Boot. A-D, 
2%-8. Price. oc cce see 


No. 16,312 No. 31,508 


You can make many “Extra Pair” sales by showing your 
Customers “NATIONAL PARKS” 


‘*The Best Dressed Girls Wear Them’’ 


Manufacturers of ‘‘Kewpie Twins”? and National Park Footwear 


JHE JUVENILE SHOE CORPORATION 


OF AMERICA 
MANUFACTURERS 


ENG LITTLE PIES 


[rend 


» Se: 0-8 
~~ 











CARTHAGE MISSOURI 
"The ma an — tne Price 2j 








win 



































BOOT AND SHOE RECORDER March 17, 1923 














Spring Styles Re-emphasize 
the Trade’s Confidence in 


GALLUN 
LEATHERS 


Because forward-looking manufacturers and merchants recognize the 
American demand for positive quality assurance, they naturally look 
to GALLUN LEATHERS as 


‘Always Standards of Excellence’’ 


You will see this fact more than ever unmistakably expressed in the new 
spring styles. 


We are prepared to furnish 


AZTEC CALF 


in six colors and in weights suitable for men’s and women’s shoes. 


NORWEGIAN 
Veals and Calf 


A heavier type of skin, in boarded finish, is a pronounced favorite for 
sport and brogue effects. Black and 3 colors. 


VIKING CALF 


will also be available in all weights. 6 colors and black. 


“A. F. GALLUN & SONS CO. 


MILWAUKEE, WIS. 
A. F. Gallun & Sons, Inc., H. A. Ely, Mgr., 11 East St., Boston 
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BLACK CALF 


BLACK SEAL TOP 
12X 


TONY RED CALF 


BROWN SEAL TOP 


ne PEEL TTT] r TEXT 
VAM Wal — it 

i ‘UND > eal 

ye) iy “a yD 

ASU Le 

hhh ert 


IN STOCK 


B-C-D Widths 


I: 


CaR 
WE: 
AIA 
DATE 
jE 
| 

\, 
AE 


SUD 
lit 


SELL EVERY CUSTOMER 


Feature these two snappy styles and make more 
money. If you can’t fita man tell him that, “Marion 
carries these oxfords In Stock. They're centrally 
located and you can get his size in a day or so. 
Whip last. 12 edge. Wingfoot heel. Order the sizes 
now that give you a quick tumover. Order the end 
sizes as you need them. 


UN jas ay 
N 
°. 33 ) 
f | yee 
tl 


ih 


‘Mi. 


ee 
co ME NL A 
SQUAT |) 


z Sa UMD] speseress 
ae ou 

its a Yay 
em LL 


Top 
ye 
' 


MARION SHOE CO. 
MARION, INDIANA 


Lk WESTERN QUALIT (S= 
= <a = © SM s 
[SSS eee | EASTERN STYLE aN eS I oes SS Se 
a Labs (Qe 
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218 Charles Bldg., Denver, Colo. Bush Terminal Sales Building =4 = 

TIGER & McNUTT 130-132 West 42d St., Room 1521 79 Forrester Bldg., Los Angeles, Cal. £4): 

Representatives S. A. McOMBER, Representative G. C. McATEE, Representative a 

22 png gg Shile Shoes (I Eup nN NNR gn SE 
= all hs rie alli either ULDRTLTTs inneansihis a aoe “ott itt seostlt! Hiavhse) 


IN STOCK MARCH 20th 


Ceara) 


Kither Style 


$60 


Net 30 Days 










B0687Z B0684L 





Woman's Otter Brown Delhi Calf quarter and vamp 
Coronado Oxford, Bengal Brown Russia Calf tip, heel 
stay and lace stay, 6 blind eyelets, Welt, Cumnock last, 


Woman's Otter Brown Delhi Calf quarter and 
vamp, | strap Oakmont Sandal, Bengal Brown Russia 
Calf collar and straps, perforated Russia Calf tip and 


heel stay, Welt, Cambridge last, 1 4 inch military heel 1% inch military heel with rubber top. 
with rubber top. 
AAS to8 
AAS to8 A4 to8 
A 4',to8 B4 to8 
B4 t0o8 C4 toT’ 
C 3'etoTle D3%to7 


Made from beautiful shades of Materials that 
harmonize perfectly. (It is impossible to truly 


picture them with Printer’s Ink.) 


Utz & Dunn Shoes of the highest order. 











Less 


If you want some, you'll have -to hurry. 


: 
LL 


than 1000 pairs of each in stock. 





TEE 
ATL 


— 
TTT 


VA 


wget 
Hitt 


‘ eee 


UTZ & DUNN CO. 


ROCHESTER « NEW YORK. 


al 








pouypasgen 


= 
Stee see HEE 


~ 


DENVER OFFICE NEW YORK OFFICE 


ie 


ee 


LOS ANGELES OFFICE 





Duality SS = 

















—_—. 
ee 
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p 
} { 
, 
: ae th 
4 Children’s hosiery is no longer foot and leg cov- 4) 
4 ering. It represents a demand for distinctive 9 
q styles; some types for boys, some for girls. i 
(h 
y The department needs constant attention in A 
4 keeping behind this style demand. The Gordon 4 
+ . line constantly furnishes new ideas and styles, y 
, For and its ~_ is sO _ as to suit any require- a 
} Children ments of an up-to-date department. q 
All numbers are stocked so that small purchases re 
+ represent large assortments, insuring frequent : 
+ turnover of stock investment and a consequent : 
M increase in profit. M 
\y ° . \ 
, The Gordon name on children’s goods insures Y 
; children’s acquaintance and confidence, and , 
/) . . ° 
¥ makes it easier to sell Gordon hosiery when they 
“ grow up to be men and women. 
WY 
yi 


y BROWN DURRELL COMPANY 


, GordonHosiery - Forest Mills Underwear 
New York fa ™® Boston 








‘v 


| 
Established 1872 
| 





oe. wee, 
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Knox Last 
B,C, D 
5 to 11 


R1040'%—Tony Red Calf Oxf. $4.85 R1039%—Tony Red Calf Oxf. $5.00 R1030%—Tony Red Calf Oxf. $4.85 


Yonkers Last 


B,C, D B, C, D B,C, D 

5 to 11 5 to 11 5 to 11 
++ Sa wag Tin ous °:+*ORGS 2089%—Koko Side Oxt...... $8.65 7034%—Choc. Kid Oxf...... $4.86 
asanit codtebe + lp a 355 3039%—G. M. Side Oxf...... 3.65 2034%—Koko Side Oxf...... 3.56 






Cade 
B, 
7 


t Last 
C,D 
to 6 
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Essex Last 
B,C, D 
5 to 11 


Essex Last 


Junior Last 
B,C,D 
1 to 6 


March 17, 1923 








Badger Last — 





X24%—Boys Koko Side Oxf $3.16 X29%—Boys Koko Side Oxf $3.23 X21%—Boys Koko Side Oxf. $3.15 





The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Gentleman 





Essex Last 






Essex Last 
‘ Last ’ 
o¥ B,C, D is 3 
5 to 11 


R139%—Tony Red Calf Oxf. $5.00 CK133% Choc. Kaffor Kid Oxf. $5.00 KK539% Blk. Kaffor Kid Oxf. $4.85 

(Corded Tip) KK139% Choc. Kaffor Kid Oxf 4.85 

7033%%4—Choc. Kid Oxf...... 4.85 
(Without Corded Tip) 


(Orange Stitch—Bevel Edge) 






Essex Last 


Harvard Last 
B, C, D 





B,C, D 
5 to 11 5 to 11 
M1032%—Mahog. Calf Oxf...$4.25 .132—Smoked Elk Sport Oxf. $5.50 539%—Pat. Lea. Oxf........ $4.85 
(Tan Calf Apron—Crepe Sole) 






Broadway Broadway 
Last Last 
B,C, D a y B,C, D 
5 to 11 a gl 5 to 11 





CR1038% Tony Red Calf Oxf. $5.00 5138%—Black Calf Oxf....$4.25 PR1039% Tony Red Calf Oxf. $4.85 
(Corded Tip) M1038%—Mahog. Calf Oxf... 4.25 


New Spring Styles—At Once Delivery 
ROHN SHOE MANUFACTURING CO. 


DISTRIBUTING BRANCH 
For Illinois and Indiana 414 Fourth Street 


CHICAGO, ILL. , ’ 
303 W. Monree St. Milwaukee, Wis. 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 











EVERYBODY KNOWS 





THIS 


ken 
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Shoe Company 
Saint Louis U.S.A. 


ills 
Shoes 


REG. U.S.PAT OFF. 


America’s Biggest 
Little Shoe 
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NOVELTY SHOES | 


For Advance Spring Business 


You will find these fill the gap in 
your stock for the early purchaser 


ii 





ee 





No. 248—Price $4.35 
Levor White Kid Lady Ann, 
Newport last, Military Wood 

Heel, AA to C 
No. 247—Same in Black Satin. 





Catalog 

Sent on 

Request 

No. 197—Price $4.50 No. 198—Price $4.50 
Levor White Kid Lady Ann, Black Satin Lady Ann, Beach 
White Kid Trim, Full Louis Suede Trim, Full Louis Heel, 
Heel, —— eres wae Last. Single Sole, Euclid Last, AA toC 
to 


Thomson-Crooker Shoe Co. 
18-26 Station Street, Boston 20, Mass. 





The Beot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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is nothing like Leather 


The old saying, “There is nothing like 
leather,” is as true today as it ever 
was and will remain true for all 
time to come. 


eae HSE EONS S BER J eer Sot Os ae | SS. ; Cit 
3 ge ae 
af y . “i 
a 
4 (Mt f / 4 


= 


s TEP BY 
Vo 
afiles 4 ae © i r. 
eat See BER 


SPP ROT TE 
Se hs Paige = 


Substitutes for leather come and go, 
but makers of quality shoes adhere 
firmly to the material which the test 
of time has proved and proved again 
to be beyond all successful imitation. 


a Ct ee 
= Nora + ase 


The United States Leather Company 


New York Chicago Cincinnati St. Louis Richmond 


The United States Leather Co. of Mass. 


Boston 


SELLING AGENTS 
McADOO & ALLEN A. J. & J. R. COOK 
Philadelphia San Francisco 


The Boot and Shee Recorder will appreciate your mentioning the publication in replies te advertisements. 
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west of Texarkana is Paris, Tex. 

Located midway between two of 
the biggest oil developments of recent 
years—the Burkburnett Field of Texas 
and the Eldorado Field of Arkansas— 
Paris has experienced all the business 
fluctuations that have marked the oil 
business during these years just past. 


| Be than a hundred mile s north- 


DD to that the sudden change 
from extreme prosperity to ex- 
treme depression experienced by 

the cotton growers and farmers who 
make up the great bulk of the population 
throughout the trading territory of Paris, and 
one obtains a very fair conception of what 
business changes Paris has just passed through. 


HE latter part of 1922, however, saw a 

gradual recovery from these fluctuations, 

a growing business stability benefiting 
business generally. But the Famous Shoe Store 
of Paris, Texas, faced a new complication. 


ITH a stock of some $75,000 of shoes 

and hosiery on hand—bought largely 

for normal winter trade—they passed 
through month after month of the fall and win- 
ter season with weather, as they expressed it, 
“of spring-like character.” 


S the winter drew on, this put up to the 
Famous Shoe Store the problem of mov- 
ing out this heavier stock which every 

principle of sound merchandising required to 

be sold at the earliest possible moment. 











HEY got in touch with Kelly Service, and 
after an interchange of correspondence, 
arranged for a special Kelly selling drive. 


out the stock it was desired to -sell—has 
accomplished this at a very good level of 
prices and on a most economical basis. 


aa campaign just completed has moved 


N brief, it has accomplished these results in 

I the very manner you would desire. Whether 

it would be to reduce your stock, to close 

it out, or to conduct a selling drive to secure a 

permanent expansion in the volume of your 

business, a Kelly campaign is your logical 
choice. 


N inquiry of Kelly Service, accompanied 

with a statement ~as to the size of your 

stock, will secure full information re- 
garding Kelly selling plans, and this informa- 
tion is both confidential and free. 
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A SCORE OR MORE OF 
MENIHAN ARCH-AID SHOES 
STOCKED FOR QUICK FIRE 


SIZES 1 to 12 WIDTHS AAAA to EE 


There probably is a chance that you may secure the exclusive agency for 
the MENIHAN ARCH-AID SHOE in your town—if you act promptly. 


Get the details of the extraordinarily liberal and helpful MENIHAN 
ARCH-AID MERCHANDISING PLAN—the investment of 2 cents in a 


red stamp may be the turning point in your business. 


Stock No. 117. Price $5.85 
Black Kid Blucher Ox- Stock No. 337. Price $5.85 


ford, 10-8 Solid Leather 143 Gena Leather te 
Heel with Wingfoot Rub- with Wingfoot Rubber 


ber Top. Top. 





















SIZES IN STOCK 
AAAA 4to12 AAA3to12 AA2to12 





Stock No. 917. Price $6.00 A114 to 12 Bi1toil12 C 1to 12 Stock No. 607. Price $5.85 
Sterling Patent Colt Four- D1 to 12 E 3 to 12 EE 4 to 12 Vinette Tan Calf Lace 
Strap 13-8 Solid Leather Oxford Color No. 8, 12-8 
Heel with Wingfoot Rub- Note: Sizes to 10 only on Style 337 and Style Solid Leather Heel with 
ber Top. 917 Wingfoot Rubber Top. 








MANUFACTURERS & DISTRIBUTORS 


mes ——sdeochesfer SV-D- 
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SHOE 








THE GREATEST TRIUMPH 
IN PRESENT-DAY 


CONSTRUCTION 


A method of shoemaking as 


applied to children’s shoes that has set 
the Pied Piper line entirely distinct and apart from 


any other line of juvenile shoes on the market. 


So thoroughly does this process 
mold quality into shoes, that Pied 


Pipers are positively without comparison in 
smoothness, flexibility, comfort and long wear. It is 
the fastest growing quality line of children’s shoes in 
America. 


Thus, aided by “real value” 


prices, Pied Piper Shoes hold a great 
merchandising opportunity for high class stores 


where large volume sales count a big figure. 


Manufactured Exclusively by 


WAUSAU 


WISCONSIN 


PIED PIPER 
S H OE S i nsses"“crowine cunts 
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FRANKLIN 


WOOLEN HO SIERY: 


HE beauty of Franklin Silk-and-Wool Golf 
Hose makes it your irresistible magnet for 
the best trade. It combines lightness and dura- 
bility so many men demand. 
Franklin Wool Golf Hose is heavier, more 
sturdy; equally attractive in patterns and 
colors. 


The Complete Franklin Line 
Women's stockings and men’s half hose in Wool and 
Silk-and-Wool; seamless and full fashioned; in solid colors, 
fancy and heather mixtures, with and without c’ 

Men's Wool and Silk-and-Wool Golf Hose. 

Boys’ and Girls’ Wool Golf Hose. 

Children’s Wool Hose in black and heathers. 


Leading Wholesalers Sell Franklin 
SULLOWAY MILLS, Franklin, N. H. 


E. M. TOWNSEND & CO., Sole Agents 


345 Broadway, New York 
Boston Philadelphia Chicago 
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From How Many Sources Do You Buy? 


Why It Pays to Concentrate 


When you are offered a line of merchandise already 
wanted, already in demand, a line where turn-overs 
are assured and profits with them, it doesn’t seem 
good business to shop around. 


We Build for Your Best Market 


Through Mary Lee we are in touch from day to day 
with the women who compose your best market, those 
who can afford to buy and who do buy more shoes per 
year than any other class. These women have told 
Mary Lee what shoes they want and we are making 
them. Thus we are supplying a definite demand, thus 
we are giving you wanted merchandise to buy from 
your wholesaler. 


Your Own Wholesaler Carries 
Mary Lee Shoes 


He is ready to supply you with the complete line 
quickly in a full range of sizes and widths. You can 
always get “‘fill-ins’ from him. Thus you are assured 
of quick service, low stocks, rapid turn-overs and good, 


clean profits. 


If you don’t know about the Mary Lee plan 


write us at once 


HARRISBURG SHOE MFG. CO. 
HARRISBURG, PENN. 


New York City Boston 
127 Duane Street 183 Essex Street 


San Francisco 
141 Drum Street 


(1923, Harrisburg Shoe Mfg. Co. 


The Boot and Shoe Recorder will appr 
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Nut calf and nude suede oxford. 
Goodyear welt, 12/8 military heel. 





FAIRFAX 
Gray Suede one button strap sandal. 
Goodyear welt, 8/8 covered heel. 
Imitation square winged tip and fox- 
ing. Perforated around collar and 


strap with design on toe. 









| 
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No. 452R—Best Quality Black Kid Perforated 
Oxford, 11-8 Wingfoot Heel, Combination Last. 
In Stock, Auburn and St. Louis, AAA-A to B-D 

$3.75 
No. 852R—Same Style in Havana Brown Kid. 
In Stock, Auburn and St. Louis, AAA-A to 
B-D.. $4.00 


id 


No. 78R—High Grade Black Kid Oxford, 13-8 
Wingfoot Heel. In Stock, Auburn and St. 
Louis, A to D $3.35 
No. 778R—Same style in Havana Brown Kid. 
In Stock, Auburn and St. Louis, A to D .$3.60 





No. 144R—Best Qualit Black Kid Two- 
Strap Pump, Imitation Perforated Tip, 13-8 
Wingfoot eel. In Stock, Auburn and St. 
Louis, A to D seat pabekvosd 
No. 744R—Same Style in Havana Brown Kid. 
In Stock, Auburn and St. Louis, A to D.$3.75 





No. 456R—Black Kid Plug Oxford, 10-8 Wing- 
foot Heel, Combination Last. In Stock, Auburn 
and St. Louis, AA-B to C-E... . $2.85 


























UL 


= yp 


MI * ntti gL 
BLACK & BROWN COMFORT 
KID TURNS 
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Quality Pays! 


In Comfort Footwear, more than in any 
other, the element of quality plays an all 
important part. When your customer finds 
real comfort, she wants it to last. ‘“Con- 
stant Comfort”’ shoes are built to fill this 
want. You can’t afford to handle shoes 
that don’t make repeat customers. 


For other styles, please consult your 
March 3rd Recorder. Complete lines of 
oxfords, strap sandles, boots and juliets 
always IN STOCK. 


AULT - WILLIAMSON 
SHOE COMPANY 


Manufacturers 


AUBURN |: 1 1 MAINE 


BOSTON OFFICE, 139 LINCOLN STREET 
LOS ANGELES BRANCH, 109 E. 8th STREET 
ST. LOUIS BRANCH, 414 NORTH 12th STREET 


March 17, 1923 



































pm 


AMERICA’S BEST COMFORT SHOE 
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Children's Flexible Turns 


IN STOCK 


We manufacture for the retail trade a complete 
line of Children’s Flexible Turn Shoes; sizes | to 
5 Mock Heels, 3 to 5 Spring Heels. A trial order 
will convince you of their superb style, workman- 
ship, and wonderful fitting qualities. 
















Our 1923 Stock Catalog of Spring and Summer 
Styles is just off the press. 46 Numbers In Stock 
ready for immediate delivery. 





IN STOCK 
No. B 127—Patent Leather Ankle-Strap Red Kid Inlay Red Milo Buttons. 
eo ra Mee ot Ae tera oa an place eRe oI $1.05 
No. B 117—Patent Leather Sandal, Buckle. Sizes 1 to 5. Price.... 1.05 
No. B 105—White Kid Sandal. Price...........................-- 1.00 


No. B 144—Patent Vamp, Smoked Cabaretta Sally. Sizes | to 5. Price 1.00 


No. B 109—Mahogany Kid Vamp, Foxing and Perforated Céllar Field 
Mouse Top Milo Buttons. Sizes | to 5. Mock Heels. Price........ 1.20 


Staud Shoe Corporation 
ROCHES7ER, N. Y. 


Maker to Retailer Direct 


No. B 127 No. B 117 No. B 144 
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“I’m strong for your leathers 
because | have faith in 
your Company.” 


Another much appreciated state- 


: ment from a retailer who ts un- 
E could not have received usually expert in his knowledge 


a finer tribute. of shoes and leather. 


This buyer’s experience with 
Creese & Cook leathers is prin- 
cipally with 


TONY RED 


(Reg. U.S. Pat. Of.) 


He appreciates, however, that ‘‘There’s a Whole TONY 
TONY RED is typical of Family.” 

every specialty we produce, and TONY RED 

pre ec each Rage is bn TONY BROWN 
steadfast purpose to maintain ‘TONY TAN 


the standards of this company. TONY BLACK 


Creese & Cook Company 


SALESROOMS 
95 SOUTH ST., BOSTON 


P. A HENRY & CO. 
706 Broadway, Cincinnati, O. 
LeatherT rades Bidg., St. Louis, Mo- 


SAMUEL WOLFENSTEIN 
39 SPRUCE STREET 
NEW YORK CITY 
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_LVERSHARP 
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100,000 


Dollar and a Half 









Pencils YS 
& The Latest Hexagon 
. Shape 
| To »%& , 
Be Given 
to 
Shoe Retailers and 
Repairers 
with 
The Stiffened Small x ye 
Braid Forms e i a Wy 
its No Metal 











One (1) Certificate Packed with Every Gross of Laces 
Five (5) Certificates Redeemed for an Eversharp 


You are Not Limited to One—Equip yourself, your employees and the 
folks at home with an Eversharp. There is no expense to you. 

The cost of Natural Tip Laces remains the same. The Eversharp 
is our gift. 

The jobbers listed here are co-operating with us in the distribution of 


this product. Order now for Spring from one of these reliable sources, 
No, 400 Tubular No. 200 Round (No Filler) 


THE HUTMACHER BRAIDING COMPANY 
Braiders of Natural Tip Shoe Laces 








Clay and Chestnut Streets 
Paterson, New Jersey 

East of the Mississippi River Between the Mississippi River Pacific Coast 
Albany, N. Y. Herbert L. Marx Co. and the Rocky Mountains Leo Angeles, Caltf. 
Baltimore,Md. P.H. Volk & Co. Suter, Pee Morgan & Baker 
cent Mass. ap: jounF. Travers Shoe Co. aa agagher Co. . The George Lawrence Co. 
Chicago, Il. Den ’ 

po Kleine & Co. 3. P. Dunn Shoe & Leather Co. Sacramento, Calif. 

Guicage Shoe Store = Supply A Herbert H. Merrill The Van Voorhies-Phinney Co. 
Cincinnati, Ohio Binacapete, Sian Dolilner &’ Bro. 

; ieenandpen 6c Cis. J. H. Martin & Co. - mn. 

Cleveland, Ohio Pueblo, Col. — 

The Fetzer & Spies Leather Co. The P. Mayer Leather Co. Salt Lake City, Utah 

The Thomas Urbaneky & Sons Co. ian sin Salt Lake Leather & Findings Co. 

er- ther m . Louis, 

Detroit, Mich.  W.H. Atkinson Co., Inc J. W. Scileemam Leather Gs. StS con te Gens, tnd. 
Indiana Ind. Nutz & Grossk St. Jesenh. a —_ Ce. Wash 
Jacksonville, Fla. ——— Henry E. Bragg ther — Co. 
Milwaukee, Wis. C. Trieschmann Co. Wash. 
Philadelphia, Pa. P.P.Lagomarsino & Co. F. Kuchera & Sons Co. 
Pittsburgh, Pa. Weinman Brothers Co. 
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These 
advertisements, 
appearing in all 
classes of publica- 
tions, are creating a 
ready acceptance and 
an increased demand 
for 
Diamond Brand 
(Visible) 


Fast Color 
Eyelets 








923 








March 17, 1923 


BOOT AND SHOE RECORDER 


25 








IF SO— 











TYLISH STO 


U 
OuT SIZES 


TRADE MARK 





Reg. U. S. Pat. Off. 


ARE YOU ONE OF 
5000 RETAILERS CARRYING 


STYLE B 260? 


IN STOCK 





Style B 260—Black Glazed Kid Cross Strap 
Sandal, Medium Recede Toe, 14-8 Wingfoot 
Cuban Heel. Glazed Kid Quarter Linings, 
Leather Counters and Box Toes. Goodyear 
Welt Construction. Price.......... $4.75 
Widths A to EEE Sizes 2' to ll 


you will take pleasure in learning that this wonderfully popular number 
is now available with Rubber Heels. 


IF NOT: 


consider a few of the features which have made the slipper the biggest 
selling low shoe in the entire W. B. Coon Co. line. 


The slipper fits comfortably on All feet and proves 
particularly interesting to women who, because of 
extremely wide or large feet, have heretofore found 
it impossible to secure a strap slipper that was right. 


The reinforced built-in steel arch-supporting shank 
holds the heaviest woman and prevents the slipper 
gaping at the sides. 


With simple adjustments the straps set properly over 
any instep—High or Low, Slim or Stout—and 
conceal unsightly “bulges” or “‘pin-cushion”’ effects 
through the instep. 


Due to a clever arrangement of the straps there is a 
uniform draw on both quarters giving a degree of 
support seldom experienced in strap slippers; in fact, 
as much support as a boot or oxford. 


Style 260 will Save many a sale that looks Hopeless 


YOU NEED IT 


WE STOCK IT 


Your order will be shipped immediately 


upon receipt 





ROCHESTER, N. Y. 


Chicago office: 506 Security Building, 189 W. Madison Street 


Note: Sizes 8% and 9 are 35c. extra; 9% and 10, 50c. extra; 10% and 11, 75c. extra. There is a packing charge of 


25c. per pair on all orders of less than three pairs. 
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LIST OF MEMBERS 


Each has subscribed to 
and is maintaining the 
highest: standards of 
practice in its editorial 
and advertising service. 


Advertising and Selling 
American Architect & 
Architectural Review 
American Blacksmith, 
Auto & Tractor Shop 
American Exporter 
American Funeral 
Director 
American Hatter 
American Machinist 
American Paint Journal 
American Paint & Oil 
ealer 
American Printer 
American School Board 
Journal 
Architectural Record 
Automobile Dealer and 
Repairer 
Automobile Journal 
Automotive Industries 


Baker’s Helper 
Baker’s Weekly 
Boiler Maker (The) 
t and Shoe 
Recorder 
Brick and Clay Record 
Building Age & The 
Builders Tesenah 
Buildings and Building 
Management 
Building Supply News 


Canadian Grocer 

Canadian Machinery & 
Manufacturing News 

Canadian Railway & 
Marine Worl 

Candy and Ice Cream 

Chemical & Metallur- 
gical Engineering 

Clothier and Furnisher 

Coal Age 

Concrete 

Cotton 


Daily Metal Trade 
Domestic Engineering 
Dry Goods Economist 
Drygoodsman 

Dry Goods Reporter 


Electric Railway 
Journal 
Electrical 
Merchandising 
Electrical Record 
Electrical World 
Embalmers’ Monthly 
Engineering and 
Mining Journal-Press 
Engineering News- 
ecor 


Factory 

Farm a ement News 

Fire and Wane 
Engineering 

Foundry (The) 

Furniture Manufacturer 
and Artisan 


Garment Weekly (The) 

Gas Age-Record 

Good Furniture Maga- 
zine 

Grand Rapids Furni- 
ture Record 





BUYING 


as affected by 


SELLING 


ip IS to your interest to know that goods 
are well yvold, as well as well made. 
You have to pay the cost of selling just as 
you have to pay for the cost of manufac- 
turing. Think it over. 


And the cost of selling is no small item. 
In some cases it costs more to sell goods 
than to make them. The seller who clings 
to antiquated, expensive methods of selling 
is no more entitled to your patronage than 
the one who runs an out-of-date factory, 
because you have to pay the additional 
costs in either case. 

If the waste is to be squeezed out of sell- 
ing, the buyer cannot escape a share of the 
responsibility of bringing it about. 

THIS means recognizing the efforts of 
those sellers who have adopted modern, 


economical methods of selling, and one of © 


these beyond any question is good adver- 
tising in good Business Papers. 


Advertising not only cuts the cost of sell- 
ing, but it increases production volume 
and lowers manufacturing costs. It stan- 
dardizes quality, and is a guarantee of 
good faith. 


You are invited to consult us freely about 
Business Papers or Business Paper Advertising 








LIST OF MEMBERS 
(Continued) 
Haberdasher (The) 
Hardware Age 
Hardware & Metal 
Heating and Ventilat- 
ing Magazine 
Hide and Leather 
Hospital Management 
Hotel Monthly 
otel Review 


Illustrated Milliner 
Implement & Tractor 
rade yo, 

Industrial Arts 
Magazine 

Industrial Engineer 

Inland Printer 

Iron Age 

Iron Trade Review 


Lumber 
Lumber World Review 


Manufacturers’ Record 
Marine Engineering & 
Shipping Age 
Marine Review 
oy anil Saemmaaaad 
Mill Supplies 
Modern Bie ical (The) 
Motor Age 
Motorcycle and 
Bicycle Illustrated 
Motor Truck 
Motor World 


National Builder 
National Cleaner & 


yer 
National Laundry 
Journal 
National Miller 
National Petroleum 
News 
Nautical Gazette 
Northwest Commercial 
Bulletin 


Oil News 
Oil Trade Journal 


Power 

Power Boating 

Power Plant 
Engineering 

Printers’ Ink 

Purchasing Agent 


Railway fee 

Railway Electrical 
Engineer 

Railway Engineering & 
Maintenance 

Railway Mechanical 
Engineer 

Railway Signal 
Engineer 

Retail Lumberman 

Rock Products 

Rubber Age 


Sanitary & Heating 
Engineering 

Shoe and Leather 
Reporter 

Shoe Retailer 

Southern Engineer 

Sporting Goods Dealer 


Tea and Coffee Trade 
Journa 
Textile World 


Welding Engineer 
Western Contractor 
Wood-Worker (The) 





THE ASSOCIATED BUSINESS PAPERS, Inc. 


HEADQUARTERS: 





JESSE H. NEAL, Executive Secretary 
220 West 42nd STREET 


NEW YORK CITY 
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ALL OUTDOORS— AND 


There’s an eight-months’ stretch of 
outdoors ahead of your customers. 


So this is the time to show your 
sport model shoes made with the 
new Goodyear Sport Bottoms. 


A window display of them will 
catch the roving eye of the golfer, 
the hiker, the motorist, the yachts- 
man. 

Every outdoors man, and woman, 
too, will note at a glance the per- 
fected design of these shoe bottoms 
for both street and sport wear. 


The tread buttons lie just right for 
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a perfect stance, for a sure-footed, 
light-footed grip on turf or pedals, 
boards or asphalt. 


There’s resilience and there’s water- 
proofness in the Goodyear Wing- 
foot Heels and Nedlin Soles. 
There’s style in the combination. 
And there’s wear. 


So put your Goodyear Sport Bot- 
toms on exhibition. They will 
arouse the demand. If you haven’t 
your stock in yet, do not delay 
another day, but get in touch right 
now with your manufacturer’s 
representative. 


Goodyear Means Good Wear 


RT BOTTOMS 








The Beot and Shee Recorder will appreciate your mentioning the publication in replies to advertisements. 





BOOT AND SHOE RECORDER March 17, 1923 














The Romeo Sandal 


Fashioned 
BY 


BRAUER 


Egyptian in every detail, the “Romeo”’ Goodyear 
Welt Sandal, in White Elk, Green Kid trimmings, 
is proving the fastest selling number on the 
market today. 








ef) tm kk 





Write for Descriptive Fashion Card 


BRAUER BROS. SHOE. @. *U2a!* 
Factory located within walking distance of all leading hotels 
Fashioners of Women’s Novelty Welts and Turns 
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cast, have set the stamp of their approval on red and brown. Make sure that 
your shades are exactly right. Specify 


“ATTA” Brown 61 and “ATTA” Red 71 


or any of the following popular colors in 


BROWN’S QUALITY CALFSKINS 


| | No. 14 (Medium Brown) No. 21 (Dark Brown) No. 31 (Light Tan) 
| Black and Brown Suede Seneca Dull Calf 


= 


CD BROWN & Co. INC. 


SS” 


ROCHESTER, N.Y 





:: 50 South St. 


Se f 


| 
| 
WA A 
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Tt ts a Pleasure to be Able to Publish 
this List of MANUFACTURERS 
who have Standardized on Rajah Soles 


JOHNSTON & MURPHY, 
Newark, N. J. 


A. G. SPALDING & BROS., 
Brooklyn, N. Y. 


JAMES A. BANISTER & CO., 
Newark, N. J. 

E. T. WRIGHT & CO., INC., 
Rockland, Mass. 


RICKARD SHOE CO., 
Haverhill, Mass. 


THOMAS H. LOGAN CO., 
Hudson, Mass. 


HARNEY, TRACY, CREHAN CO., 


Lynn, Mass 


FREDERICK S. PECK, 
Worcester, Mass. 


WALL, STREETER & DOYLE CO., 


No. Adams, Mass. 


J. E. FRENCH CO., 
Rockland, Mass. 


THE MENIHAN COMPANY, 
Rochester, N. Y. 


N. B. THAYER & CO., 

E. Rochester, N. H. 

CONDON BROTHERS & CO., 
Brockton, Mass. 


E. E. TAYLOR CO., 
Boston, Mass. 


R. P. HAZZARD CO., 
Gardiner, Me. 


GALE SHOE MFG. CO., 
Manchester, N. H. 


| 
| 
| 





We have said that 
RAJAH is made 


for those who ap- 


preciate the best in 
shoes. 


The names of these 
makers of Quality 
Footwear whose 
Ideals are the high- 
est, are a conse- 
quent tribute to the 
standards we have 
set for RA JAH— 
‘Prince of Soles.” 


L. L. BEAN, 
Freeport. Me. 


J. E. DAYTON CO., 
Williamsport, Pa. 





HEYWOOD BOOT & SHOE CO., 


Worcester, Mass. 


PRESTON B. KEITH SHOE CO., 
Campello, Mass. 


UPHAM BROS. SHOE CO., 
Stoughton, Mass. 


EMERSON SHOE CO., 
Rockland, Mass. 


BARNEY, CAPEN & DENHAM CO. 
Brockton, Mass. 


CHURCHILL & ALDEN CO., 
Campello, Mass. 


A. J. BATES CO., 
Webster, Mass. 


WALL, DOYLE & DALY, INC., 
Brockton, Mass. 


P. J. HARNEY SHOE CO., 
Lynn, Mass. 


B. A. CORBIN & SON CO., 
Marlboro, Mass. 


C. S. MARSHALL CO., 
Brockton, Mass. 


BUCKLEY SHOE CO., INC., 
Brockton, Mass. 


CROOKER & MORSE, INC., 
Bridgewater, Mass. 


ALFRED HALE RUBBER CO. 


ATLANTIC, MASS. 
Founded 1837 
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McKAY INSTEP STRAPS—Plain Toe McKAY OXFORDS, STRAPS and 2 STRAPS 
RUBBER HEELS 5-8 814-11 11}¢-2 244-8 RUBBER HEELS 5-8 84-11 114-2 2448 
610 Gun Metal Instep Strap, 210 Gun Metal Ox., wide toe wedge 1.15 1.40 
wide toe, wedge 1.05 1.25 a Gun peetet Se ae » ride toe 1.40 by _ 
600 Gun Metal Instep Strap, aed . - ad . 
wide toe 1.25 1.40 212 Patent Ox., wide toe, wedge 1.40 1.65 
. 202 Patent Ox., wide toe 1.65 1.90 
1202 Patent Ox., English toe 1.90 2.20 
612 Patent Instep Strap, wide toe, 6 & o —— 13s 15 
e ahogany Ox., wi wedge x J 
wedge ; 1.15 1.35 204 Mahogany wide toe 1.50 1.70 2.00 
602 Patent Instep Strap, wide toe 1.35 1.50 1.75 1204 Mahogany Ox.. * English 1 toe 1.70 2.00 
1602 Patent I Strap, English t 1.50 1.75 
eaten tans - 216 Black Kid Ox., wide toe, wedge 1.25 1.50 
206 Black Kid Ox., wide toe 1.50 1.75 
614 Mahogany Instep Strap, wide 1206 Black Kid Ox., English toe 1.75 2.05 
toe, wedge 1.10 1.30 
. 218 Nut B Ox., wid ed BJ d 
604 Mahogany Instep Strap, wide toe 1.30 1.45 1.70 208 Nut Brown Ox. wid t7y sie - Lee 1.85 2.15 
1604 Mahogany Instep Strap, English toe 1.45 1.70 1208 Nut Brown Ox., English toe 1.85 2.15 
616 Black Kid Instep Strap, wide 
toe, wedge 1.15 1.35 
606 Black Kid Instep Strap, wide toe 1.35 1.50 MEDALLION PERFORATED 
1606 Black Kid Instep Strap, English toe 1.50 1.75 
STITCHDOWN 


5-8 814-11 114-2 2%-8 














A222 Pat. One-Strap—Wedge 1.20 1.40 
A 202 Rubber Heel 1.40 1.60 
A 102 English Toe, Rubber Heel 1.60 1.90 
B222 Pat. Two-Button—Wedge 1.20 1.40 
802 Tan Grain Sandal B 202 Rubber Heel 1.40 1.60 1.90 
70 80 .90 B 102 English Toe, Rubber Heel 1.60 1.90 
A224 Mah One-Strap—Wedge 1.15. 1.35 
\ fon - -4 ~yee 1.35 1.55 
Hagerstown Shoe & Legging Co., Inc. A 104 English Toe, Rubber Heel 1.55 1.80 
D202 Pat. Two-Strap—Rubber Heel 1.40 1.60 
HAGERSTOWN, MARYLAND, U. S. A. D102 English Toe, Rubber Heel 1.60 1.90 




















Wi a gioot * pub- 
per heel. 







No smarter style at any price 

No better value to retail at $5 to $8 
UNION MADE 

WEBER BROTHERS SHOE CO. 


North Adams, Mass. 
New York Office: 1328 Broadway, Marbridge Bidg. H. Harris, Re>. 


iii neal 
























123 
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SCHERERS 


‘FLOWER CITY°KID 


‘6 


BRONZE 


BELGIAN BLUE oo. eoccese sae 
No. 24 SIF = ae ree No. 34 


MAPLE BROWN HAVANA BROWN 
No. 12 No. 10 


LIGHT BROWN 
No. 8 


BOOZIE BLUE 
No. 38 


JADE GREEN 


es BEAUTY BROWN 
No. No. 5 


CHAMPAGNE 


ROYAL PURPLE 
, No. 18 


No. 15 


TERRA COTTA 





CARDINAL RED 
No. 19 No. 3 
CANARY WINE 
No. 30 No. 6 
CHANTICLER SEA-GULL. GREY 
No. 36 No. 23 
IVORY Tar EE MIDNIGHT BLUE 
No. 11 Rah tes (te — No. 14 


TO see the range of SCHERER colors 
is a fascinating and convincing expe- 
rience. 


Fascinating in the variety, warmth, and 
softly glowing sheen of the colors. 


Convincing in their exquisitely soft tex- 
ture and inimitably beautiful shades pro- 
duced by “master hands.” 





OSCAR SCHERER & BRO. Inc. 


ORIGINATORS OF AND LEADERS IN FANCY COLORED KID 
290 SPRUCE ST., NEW YORK 


FACTORY AT NEWARK, UTM: J- 
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HE Mock-Moccasin is pat- 
terned after the latest de- 
velopments of our Rangeley 
Moccasin. It has the roominess 
and easy fitting qualities of that 
style. It avoids the expensive 
hand seam and puts in its place a 
strong machine sewed lap seam. 


It is not a true moccasin because 
an innersole is a necessary part of 
its construction. For all purposes 
for which stiff-soled moccasins are 
used the Mock-Moccasin is well 
adapted, not so light in weight, 
No. 1743W—Women’s Chocolate Elk Mock-Moccasin, 8-Inch, 
Straight Tongue, Single Tan Duflex Sole, 5-8-Inch Rubber but stronger. 


Heel, Kennebago Last. Stock, 214 to 8 D, to order, 244 to 8 B 


| to E. Price : eundetcenaneant obo ccan 























KK RK 


Send for further infor- 
mation about these 
| Mock - Moccasins, also 
for catalog showing full 
line of Moccasins and 
Bass Shoes of Hard 


Service. No. 1741—Men’s Chocolate Elk Mock-Moccasin, 5-Inch, 





Straight Tongue, Single Tan Duflex Sole, Rubber Heel, Good- 
year Welt, Scout Last. Stock, 6 to 11 E, to order, 5 to 12 D 
CPE We bi cc bre sets ndadeeesee dlstecssiecteast $3.90 














G.H. BASS & CO. Shoemakers Wilton, Maine 
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MARY JANES! 


Ask Your Wholesaler 


He knows that once you buy our Mary Janes 
from him, you'll certainly come back for more 
another season. 


That’s because we have been specializing for 
years on better and better Mary Janes for the 
money. 


The more we make, the more value we can give, 
and as this is our record year so far—a word 
to the wise should be sufficient. 


Lyons & Hershenson, Inc. 
Chelsea, Mass. 


Boston Salesrooms 207 Essex Street 
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SUPER-SERVICE SH 














Oxford-Time Calls for 


oo HERMAN’S 
Oxford-days are “Outdoor” days—when folks walk 


more than ever, and comfort becomes an every-hour 















necessity. 
And that’s why Herman’s “‘shine’’—and sell—in Spring! ial 
F { Hidden within their sane, smart lines isja natural nt. 


foot-free comfort unknown in any other type of shoe. 
For the skill and know-how that made the name 
Herman famous on millions of pairs of “service” shoes, 
have played their part in making the Herman Super- 
Service Oxfords equally notablejfor marvelous ease. 


JOSEPH M. HERMAN SHOE CO. 


BOSTON and MILLIS, MASS. 


Write for NEW 
Stock Catalog — 
Just off the press 

















STYLE 474. .$4.35 


Our Dark Tan Calf “E-Z Walker” on 
the popular Hoover last is a typical 
“business-man's” style. With simgle 
Oak sole and Wingfoot rubber heel: it 
is an amazing example of HERMAN’S wa, 
Quality to retail at a popular price. ew _— 


A, 6%-11; B, 611; C to E, 5%11 
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' STYLE 458. .$4.75 
Our “O-So-Easy”’ Oxford 
of Brown Vici Kid on the 
m Munson |: 


an ap y 
substantial business men. 


ford you'll be proud to 
sell to your highest-class 
trade. 


B, 64-11; C, 6-11; 
D and E, 54-11 








STYLE 440 .$3.40 


is just another example 
of HERMAN’S high 
value at moderate cost. 

Officer's Oxford of fine Cordo lea~ 
ther on popular Cadet last; rubber 
mid-sole and rubber heel. A le 
that makes an instant “hit” with 
your younger, well-dressed trade, 
5-9, 6-9, 7-9, 6-10, 6-11. Dand E 
Widths, Packed 12 pairs to a case. 
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STYLE 451. .$3.40 


Traditional Navy excel- 
lence, with smart lines 
for civilian wear. In 
Gun Metal Calf on the 
easy Cadet last—it is an 
unusual shoe for the man 
who demands comfort and 
appreciates style. Oak 
single sole and rubber 
heel make this a rare 
shoe for wear. 


5-9, 6-10, 6-11, 6-9, 7-9 
D and E Widths 


Packed 12 pairs to each 
case 


1 


STYLE 447. .$4.25 


This Black Vici Kid 
~ p” Model on 
the genuine Munson 
Army last is wonderfully 


. r 
and counter. 13-Iron 
single oak sole and Good- 
ear-Wingfoot rubber 
eel. This popular model 
creates ready sales in 
every store. 


A, 74-11; B, 64-11; 
C, 6-11: D and E, 54-11 
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The Certified Shoe 


THE SHOE FOR GENTLEMEN 


Typifies Luxury and Ease 


the appearance of the Certified 
Shoe, but in the way it feels on 
the foot. Day by day, in every way, 
the wearer more and more appreciates 


Tite op is real luxury not alone in 





bodiment of the best in 
shoe materials and shoe 
making. 


Twenty-two Styles 
IN STOCK. Write 
for Catalog. 


No. 741 


P. & V. Black Velour Calf, plain 
toe, 4 leather box, permanent 


GUEED UP VED. .usacceeee- «3  STONEFIELD-EVANS 


No. 858—Same as above, in Tan 


Gallun’s Viking, Color No. 4.5.25 SHOE CO. 


ROCKFORD — ~- ILLINOIS 




















its true worth as the em- 
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% ALL READY TO BRING YOU & 
BIG EASTER SALES 


‘Get Them Today! 


3 W’s In Stock Service is 
rapid and dependable. All 
orders receive instant at- 
tention. Goods are right. 
Prices are reasonable. 


When Easter draws near, 
parents plan to make the 
’ little folks look their best. 
Stylish footwear comes 
on the list. 3 W’s quickly 














" — No. 6535 ° . A 
win the appreciation of Sizes and widths run in 
: P Chrome, I McKay, Leno ‘ : 
parents and build up sales. tee eo ee eS 
6538 5-8 E 1.70 
6537 844-11 D&E 1.90 Spring heel 
6536 84-11 D&E 1.90 rubber heel 
114-2 D&E 2.10 rubber heel 
2%6C,D&E 2.60 rubber heel 
1134-2 Pippinlast 2.10 rubber heel 
(Narrow Toe) 
No. 6360 - 
Nut Brown Calf, ss Oxford, Lenox Hand Turn 
ast 
6363 5.8 E 1.80 nnens 
6362 844-11 D&E 2.00 Spring heel Child’s instep strap patent chrome turn 
6361 844-11 D&E 2.00 rubber heel 7066 3-8 D&E 1.35 no heel 
6360 1144-2 D&E 2.20 rubber heel 7067 15 D&E 1.25 no heel 
4723 246 C,D,&E 2.75 rubber heel 6441 814-11 1.75 Spring heel 


Early ordering is now the watchword. Wide-awake merchants need no 
warning. If you are determined to make money this Easter and gain cus- 
tomers whose future patronage will count, wire us today. Get these three 
live numbers in your window and capitalize them before the other fellow 
does. 


SESeeeeeggggaRRBBPGBGBBBBa 


Yours for the Biggest Easter Ever 


Weimer, Wright & Watkin Co. 


35 South Second Street - Philadelphia, Pa. 


PIII II III II III III IY 
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The way up-to-date mer- 
chants have investigated 
**Jel-Dels” indicates that 
real quality and value are 
going into these shoes. But 
the big feature: Succession 
of sizes to “guide the growing 


STOCK foot” is what wins the grat- 


itude of parents. 





STYLE 43—Welt . . : 
Sterling Patent we ey Susp Pump. Pér- A flourishing business can 
a orate amp an trap . . 
dei Ge tens i be built with “‘Jel-Dels,” for 
8-11 Last 23 Spr. Heel es ‘ ‘. r 
gs ee Ye cae maximum support is given 


the “‘Jel-Del”’ merchant. 


e_ Jelly Delan 


ey § hoe Co, 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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THE GROWING 


There’s an extra profit every 
time a pair of “Jel-Del”’ 
Shoes are sold—the profit of 
increased good will. A 
double increase, in fact, 


because the parents are 
as much pleased with the 


price and long life of the 
shoes as the youngsters are 
with their easy comfort and 
sMart appearance. You can 
get these profits. Our In 
Stock Service will show you 
how. 


Write at once for details. 


FOOT 
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STYLE 31—Welt 
ia Calf Lace Oxford. Medium'g Shade 
a Vome—Laws Row and Quarter 4 
24-7 Last 20 7-8 Heel AA-D 
11%- 2 Last 21 Low Heel A-D 
8-ll Last 21 Spr. Heel B-E 


IN 
STOCK 





Lyin, Massachuse 








The Beot and Shee Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Punch 5O® 
instead of JO 
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Selling Dyanshine is a good 
business proposition for any 
merchant. 





The product itself is better—it does things ordinary polishes 
will not do. For besides shining shoes, it preserves the leather, 
restores the color, brings back faded spots and conceals the 
ugliness of scuffs. 


You get three to five times the volume you have been ac- 
customed to on the ordinary shoe polish sale—for Dyanshine 
sells readily at fifty cents instead of ten. 


A better product and bigger profits have made Dyanshine 
one of the “best sellers” in the shoe polish field. Consistent 
national advertising gives dealers profitable assistance. 


If you are not carrying Dyanshine order now—punch fifty - 
cents instead of ten. 


Order through your jobber or dire€t from ihe fattory, designating the job- 
ber through whom you wish it te come. 


BARTON MANUFACTURING CO. Dyanshine is available in the 
WACO, TEXAS, U. S. A Etientes eslemm 


Black Cordovan Brown 
Light Tan Nut Brown 
White Kid White Canvas 


=V-V-banel bs 


DYANSHINE 


DOUBLE SERVICE SHOE POLISH 








The Boot and Shoe Recorder will appreciate your mentioning the publication in replies te advertisements. 
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Never before has the Hapytoz line contained such 
a splendid and exclusive assortment of distinctive 
There are both novelty and staple 
items that are sure to increase your Spring 


numbers. 





1923 
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ROCHESTER QUALITY TURNS 


NEW HAPYTOZ NUMBERS 
IN-STOCK---IMMEDIATE DELIVERY 


business. 


Imperial Children’s Shoe Corporation 
ROCHESTER, 


” 


Hapytoz is a complete line of children’s turns, 
sizes | to 5, 3 to 5, and 5 to 8. They are manu- 
factured completely in our own factory, and are 


GUARANTEED ALL LEATHER 
Write for catalogue of 1923 Spring and Summer styles. Also new Spring display cards. 


N. Y. 









































No. 533B—Sizes 5 to 8. Spring heel, turns, 
wheeled edges. D width only. ‘Patent 


leather ins strap, white kid apron. 
Perforated. Milo buttons. 
Price per pale. ........cccccccces $1.70 





No. a 5 to8. Spring heel, turns, 
wheeled edges. D width only. ‘Patent 
leather barefoot sandal. Buckle. 

PURO PED GEE oe 6s 6 ccc cc sasaccenes $1.65 








The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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alesmen on the road 


Five Wonderful New Lasts—Varied in 
design, with fitting qualities that 
are confined to Roth Shoes. 


Fortified with the very latest conceptions in captivat- 
ing novelties for young women, the Roth salesmen 
are ready to depart from the home office. 

b 


From the standpoint of permanent customer-satis- 
faction and profit, it will pay you well to see the 
many new jaunty effects which will be available this 
season only under the Roth and May Manton labels. 
You’ll agree that never have you seen a line so 
original in conception, so flavored with style, so 
salable. Do not make the mistake of ordering until 
you “‘have a look.” 





H SUCCESS ADVANCES 
; TO MEET YOU 






4 GUSINE SS 





eNideinlese” §=9owhen you push the famous B. W.—a gracefull y-styled, 
CoOMa:naTion wonderfully-fitting Roth Combination Last that 
Last injects new life into any shoe business. 


TRAOE MARA 








\ There are no shoes better than Cincin- 
nati-made shoes; there are none so 
good as ROTH'S. 


























ROTH SHOEM2 


- CINCINN 
° 3S 
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Laindin, 


Your 
“Young Man” 


Customer 


buys far more than his elders—cultivate 
him. Youth demands up-to-the-minute 
fashions in footwear. Show him a Lundin 
shoe and you sell him the style. The Lun- 
din line is replete with the newest, snappi- 
est fashions. 


= 


Lundin shoes, made to retail at the popu- 
lar prices of $5, $6 and $7, feel good from 
the first, look well to the last—and Jast. 
And REPEAT. 


_ If there is no Lundin dealer in your town, 
write for our plan. 


THE LUNDIN SHOE 


The Shoe of Constant Quality 


LUND-WILLIAMS SHOE CO. 


ST. LOUIS Manufacturers U.S.A. 


The Beot and Shoe Recorder will appreciate your mentioning tke publication in rephes to advertisements. 
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B 1491 
Red Boarded Calf. 
Creased Vamp, Gabled 
Edge Oxford, 
Bogey Last. 
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For Young Men 


Style R 21 


There is a general and pro- 
nounced preference for a square- 
toed shoe among young men in 
all localities. 


Sensing this preference, we have 
added to our Dept. 5 stock this 
season two new numbers. 


Style R 21—shown above—is 
made of Tony Red Calf. Style 
R 22—its companion—is made 
of Black Kaffor Kid. Advance 
sales on both these shoes prove 
that retailers agree with us that 
both will prove popular. 


These two numbers are made 
on the L’Etoile last. The 
straight foxing and vamp lends 
a racy appearance that appeals 
to the snappy dresser. 

Both are ready for immediate 
shipment in large or small quan- 
tities and are illustrated in the 
Supplement to Stock Book No. 
32 B. 

A copy of the Supplement to 
Stock Book No. 32 B is ready 
for you if you want it. 


Company, Inc. 


South Weymouth 90, Mass. 








The Stetson Shoe 





LINE FOR LINE 
THE BEST IN THE SELLING END 


ULa-EU 
“Playboy ” 


_ Sport and Outdoor Wear 





= So 
Goodyear welt, smoked elk uppers, lace- 
to-toe pattern, no lining, single chrome 
sole, wedge heel. 


In Stock—C, D and E widths. 


A clean-cut flexible shoe for sport and outdoor 
wear, and— 


the secret of their “customer approval” lies in 
the fact that they are made with a thorough 
understanding of the uses and expectations of 
a shoe of this kind. 


A shoe made for a purpose that fills every 
possible demand. 





We shall be glad to submit samples. 





Witchell Sheill Co. 


Boots, Outing and Athletic Footwear 
DETROIT, MICHIGAN 











jiate your mentioning the publication in replies to advertisements. 
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Sell Your Community 


Through Its Children! 


Put your children’s department on a quality 
basis-that produces steady repeat sales. 























The quality that brings the mothers of your 
community back to buy children’s shoes again, 
will induce them to buy their en shoes 
from you as well. 


The Sinbac Helthy-Fut Line for young folks 
of all ages sells on quality and repeats on 
merit. It has withstood the test of 54 seasons 
—and is steadily growing in popularity. 


Why not cash in on this popularity, quality 
and steady sale? 


A postal puts you on the list for a copy 
of our Spring and Summer catalog. 





SINSHEIMER BRO. 4 & 
2111-13-15 W. MONRO 


CHI CAGO 





ve. 


NW , 
Wp 


Nei 
| Ls nat 





The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Egyptian Sandals are 
the vogue for 1923-— 
don’t fail to see ours 








when our represent- 


ative calls nations 





A Mark of Quality 





We shall carry 


IN STOCK 


for delivery in 
April, May and 
June TUT 
sandals in pa- 
tent, coffee, elk 











oh AAD it Sandal, Selly 00, | and white Nu- | iirashed AAD $800 
No. 352—Same style in White Nubuck. AA- buck. The strap on “Tut” Sandals may be worn around 
Ws citakexdensssenevenencctaneiacenrel $5.25 the ankle or under the shank. 








Stock No. 120—Sunset Brown Calf Sport Ox- 
ford, Clico crepe rubber sole and heel, Francis 
ee eee are $5.85 


IN STOCK NOW 





Exclusive patterns in light 
weight welts, novelties, 
sport oxfords and straps 














Wecarry21staple 
numbers in 





Stock No. 530—18 Brown Russia Calf Oxford, 














rubber top lift, Lucille last, 12-8 heel. AA-D stock 
$5.00 
pe 510—Same style as above in — Sond tor Stock No. e2— Patent Leather One-Strap Pump, 
COC CECH OE ES EEEEOSEE SES ESESEEESS is last segeceese es $5.00 
Stock No. 520—Same style as above in Surpass Catalo gue B Stock No. 622—Same style as above in Surpass 
I id sdudaniKinanebiadewenn tants $5.25 Black Kid $5.00 
iNSTOK Now ti‘<‘“‘<‘i];*é‘<‘ ‘ i‘ :S;!C”C*;C*;*‘é@i ne Kid. ek sedans saanar’*=*** 





CROOKER & MORSE, Inc., Bridgewater, Mass. 


BOSTON SAMPLE ROOM, 183 Essex St., Room 501 











The Beet and Shee Recorder will appreciate your mentioning the publication in replies te advertisements. 
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A list of representa- 
tive shoe manufac- 


turers regularly 
cutting Rueping’s 
Seminole is yours 
for the asking. 


Color cards cheer- 
fully furnished for 
shoe dealers and 
travelers. 
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Nunn-Bush & Weldon, 
Milwaukee, use Rueping's 
Seminole Calf, color No. 32, 
in this and other smart 
oxfords.. This is their Style 
No, 2922. 





















Smartness in Shoe Styles 
Calls for Smariness in Leather > 


RUEPINGS SEMINOLE (ALE 


Color No. 32 





is the finest grained, smoothest calf—the most 
mellow to the feel—that can be put into a shoe. 
This leather does not necessarily add to the cost 
of a shoe but does add to its worth and to the 
satisfaction which the wearer derives from it. 


There is nothing more important about the shoes 
you order than the leather—therefore nothing 
more important to Specify. 


FRED RUEPING LEATHER CO. 


a FOND DU LAC, WIS. 


Milwaukee St. Louis New York 
Montreal Northampton, England 


Boston Cincinnati 
Chicago San Francisco 


BRANCHES: 
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8 
ts here - 
inside 
between the 
A leath Sor and 
- ” the backbone 
of the shoe- 


the counter 








You can’t see it any more than you 
can see your own backbone or the other 
fellow’s, but you know it’s there. 


A man without a backbone stands up 
in the battle of life about as well as a 
wet dish rag—same way with a shoe. 


Backbone is the invisible support, giv- 
ing shape, strength and character. 


Be sure the shoes you buy have a real 
backbone. 


Mousamt 
the backbone of the shoe 


FP SASSOON 











ROGERS 


FIBRE 


121 Beach St. 
BOSTON 


MASS 


CG 














The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Style 
3415 








Style No. 
1401 


Ways to Sell Slippers 
Any Month in the Year—— 


CosyToes slippers in felt, satin, leather and brocade are ready 
for you—ready to make money for you every month in the 
year. 


An early delivery means a splendid turn-over for you as our 
felt line is sold with an October 1 dating discount off. Felts 
as well as slippers in the other materials are year ’round 
sellers if displayed and energetically offered’ to your cus- 
tomers. 


In line with our policy to help you sell more slippers, we are 
from time to time offering “‘selling hints” as they come to us. 
We pass them on to you for what they are worth. The first 
appears below. 








pay. 





indoors. 


Sales Hint No. 1 


Suggest to each customer who comes in your store the use of 
CosyToes for any member of their family who may be confined 
Thousands of people at this time of the year are now 
afflicted with the Flu, Grippe, colds and other ailments. CosyToes 
will make pleasant their convalescence. 
this use in your daily paper. 


Advertise CosyToes for 
It is a timely appeal that ought to 

















If you desire to order before our representative calls, we will gladly forward 


samples at your request. 


Cosyfelt 


New York 


115 East 23rd Street 


Cosy Ioes 


The Restful Slipper 


CosyToes are sold direct to the retail trade. 


Cosysatin Cosyleather Cosybrocade 


STANDARD FELT COMPANY 
West Alhambra, California 


Chicago 
404 S. Wells Street 


San Francisco 
693 Mission Street 

















The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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No. 1700 — Chrome 
Patent, One Strap, 
Buck Chrome _ sole, 
spring heel. In Stock; 
-8 C, D 







— 


“Tl Take 
These!” 


Hundreds of mothers are thus buying 
these popular Acrobats every day in 
storesjlike yours. ® And next Fall 
they will be in again with the chilx 
dren. For these patented Double 
Welt, triple stitched, all-leather shoes 
give the wear that satisfies and 
delights every mother. 


CROBA? 


CHILDREN’S 


_SAOES 


PATENTED DOUBLE WELT 
Every season Acrobat Dealers prove 
our claims, with the proof that 
counts—continued and _ increased 
orders. The Acrobat agency is a 
money-maker! Write at once for 
samples and proposition. 





No. 1150—Brown Bear, full quarter Blucher Ox- 
ford. In Stock: 3-8 C, D, with Buck Chrome Sole, 
Soft Toe, spring heel. 844-11 B, C, D, with Oak 


sole, Imt. tip, spring heel. 1134-2 B, C, D, with 
Oak sole, Imt, tip, 6-8 heel. 
. 


Shaft-Pierce Shoe Co. 


216 3rd St., Faribault, Minn. 
Specialists in Children’s Good Shoes Since 1892 
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**THE CLIMAX” 


Pattern 95. — 
suede, patent leath- 
er tip. 160 last, 16-8 
Spanish heel. Also 
in patent leather 
and satin. 


The style value—not to speak of the excellent Brooklyn 
shoemaking, apparent in our footwear, is the result of 
tremendous hard work and application of skilled shoe- 
making. 

Our product has made our reputation and this same 
roduct will build business for you—high-grade, profitable 
usiness. 


SAMPLES OF THIS AND OTHER MODELS OF OUR 
LINE SUBMITTED ON REQUEST. 


Factory and Sales Rooms 
351-353 Jay St. Brooklyn, N. Y. 





BOUDOIRS! 


I can show you 

syles at a price 

that will deserve 
yeyour business, ' 






Send for sample. 


A. W. GREELEY :: Haverhill, Mass. 

















ES 


No. 32217 Basket filled with 
flowers, each $.75, per dozen 
$7.50. 


Our Spring Catalogue 
No. 32 


Illustrated in colors of Arti- 
ficial Flowers, Plants, Trees, 
Vines, Baskets, etc., 


Mailed Free for the Asking 


Frank Netschert, Inc. 
61 BARCLAY ST. 
New York ~ N. Y. 
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No..241 RADIO Last, Spanish Red Calflt> 
ted four rows close to match. “Blind Eyelets. 
Leather Lined Quarters. Leather Heel Pad. 
Goodrich Rubber Heels. Widths B, C, D. 
Price $3.50 less 4% 20 days. Also Gun Metal 
Calf, Patent Leather and Mahogany Calf. 


Next open date of delivery for orders placed 
at once, April 15th. 


MADE everypart SOLID LEATHER 
Ee a, : 
Begnricr \ 

» & as ; 
: a at Te 6a 
Se AND 4 


Specialty Manufacturers of 
MEN’S AND BOYS’ 


GOODYEAR WELT DRESS SHOES POPULAR PRICED 
Nashville, Tennessee 


Our salesman will call without obligation on your part. Write or wire. 





The Boot and Shoe R der will appreciate your mentioning the pubiwation in replies te advertisements. 
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Increased sales always result when 


2 Biss: 


eee vst a 


Boarded 
Sides 


are ,the leathers used. 





Prove it Yourself. 


; C. D. Kepner Leather Co. 
139 South St., Boston, Mass. 


212 W. Lake St., Chicago, Ill. 


10 Spruce St., New York 
308 Leather Trades Bldg. St. Louis 











“CLIFTON” 
YOU 
can now sell your cus- Gem D uck 

tomers Cinderella 


Satin Slipper Dyes in Has Stood the Test of Years 


— a, — Used with our wet process, it pro- 

ty be d “ h duces a perfect innersole, as it is 
easily be dyed to mate easily formed in, and hugs the lip, 
any color gown. producing strength where strength is 
most needed. 


























The Trade Prefers 
“‘Clifton’’ Gem Duck 
when once tried 


Over 100 slipper manufac- 
turers mail order Cinderella 
Silver Slipper Cleaner. Are 
you cashing in on Cinderella 


in packages for retail trade? f ; 
’ “Clifton” shoe covering cloths, also 


“Clifton” backing and plumping 
cloths give satisfactory results. 


CLIFTON MFG. CoO. 
For Profit i, A — By Out 


oft, Mak BROOKSIDE AVENUE, JAMAICA PLAIN 
iy ccceic nanan BOSTON 30, MASS. 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 


Produced by 
EVERETT & BARRON CO. 


Providence, R. I. 


Makers of highest quality 
footwear finishes 
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Skinner's 
Shoe Satin 


We have letters from shoe dealers 
throughout the United States and Can- 
ada asking the names of shoe manufac- 
turers who use Skinner’s Shoe Satin. 


Manufacturers and merchants who want 
their slippers and shoes to have greatest 
possible sales value as well as wearing 
quality, specify Skinner’s Shoe Satin and 
tell their customers about it. 


Skinner’s Shoe Satins are 36 inches wide and made in four 
different qualities to meet all the requirements of the trade 


WILLIAM SKINNER & SONS 


New York Chicago Boston Philadelphia 


Mills: Holyoke 
Mass. 








Established 1848 


“Look for the Name in the Selvage”’ 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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YG Ready To Ship Styles! NY 
































by titer can order from our advertisements with every 
confidence of getting shoes of uniform standard. 
Each number brought to your attention through 
advertising is a proven seller. If you have never 
sold the Crawford shoe, we suggest you stock these 
numbers and see how well they sell. A trial has 
revealed new sources of profit to others. Why 
not you? 


FOR EASTER 
TO BE SHIPPED 
AT ONCE ooo 












$6.00 $6.00 


Stock No. B 966 Ovation Last, Code Dome, Men’s Stock No. B 964. Belmont Last, Code, Everett, 
Foxed Oxford, Barnet’s Van Ruba Calf Vamp, Top, Tip, __ Men's Oxford, Barnet’s Van Ruba Calf, 6 spaced rows 
Foxing and Eye, Stay, Single Sole, Rubber Top Lift. of stitching, Single Sole, Rubber Top Lift. Widths 
Widths A to D. ; A to D. 


Stock No. B 864. Same as 964, Code Hallett, 
Made of Imported Black Calf. 


New Spring Catalogue Ready March 25th 











AN - CHARLES A. EATON COMPANY ats 


“The Sterling Shoemakers of New England” 
BROCKTON, MASS. 
BOSTON—207 Essex Street NEW YORK—127 Duane Street ATLANTA—238 Peachtree Arcade 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Royal Nile Styles 
HESE fresh creations reflect the artis- = 
try of old Egypt. Allen-Goller designers = 
have cleverly prepared them for the modern : 
women of taste. Always first among the = 
style leaders, always ready to deliver top- = 


grade quality. These are exclusive Allen- 
Goller features. Volume buyers can secure 
the best sellers from Allen-Goller salesmen. 














ee ee ee ee ee ee eee ee ee ee a ee er ry ey eer yy ery er i Ll dd ad ok col ole ale ol oc el leak 





_ ALLEN, GOLLER SHOE Co 
60 K STREET, SOUTH BOSTON, MASS. 


ia it 
th "AMMAN AUN 
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BOOT AND SHOE RECORDER March 17, 1923 








Post Graduate Course in Practipedics 
Goes Over Big in Detroit 





Above is a reproduction of a part ot the class of 140 attending the Post Graduate Class in Practipedics at Hotel Tuller, 
Detroit, March 5th to 9th. 


No Shoe Dealer or Salesperson Can Afford to Be 
Without This Instruction 


The retail shoe trade is today realizing more than ever before the value of special train- 
ing in scientific shoe fitting and the rendering of an efficient foot comfort service. 
Detroit’s whole-hearted response speaks volumes for this great educational force. 


Make Your Plans Now to Attend One of These Classes 


Evening classes will be held in the following cities: 


Cincinnati, Ohio Mar. 19th-23rd. Hotel Sinton 

St. Louis, Mo. Mar. 26th-30th Hotel Statler 
Kansas City, Mo. Apr. 2nd-6th Hotel Baltimore 
Omaha, Nebr. Apr. 9th-13th Hotel Fontenelle 
Battle Creek, Mich. Apr. 23rd-27th Hotel Post Tavern 
Grand Rapids, Mich. Apr. 30th-May 4th Hotel Pantlind 
Flint, Mich. May 7th-Ilth ’ Hotel Durant 
Toledo, Ohio May I4th-18th Hotel Secor 

Akron, Ohio May 21st-25th Hotel Portage 
Zanesville, Ohio May 28th-June 1 Ho Bate Reo Me 
Dayton, Ohio June 4th-8th (Location on request) 
Chicago, Ill. July 9th-20th (2 wks) 1327 N. Clark St. 
New York, N. Y. July 23rd-Aug. 3 (2 wks) Hotel Pennsylvania 


Other classes are being arranged in other localities, continuing throughout all of 1923. 
If you cannot attend any of the classes listed above, write for complete list, dates and 
full particulars. Address. 


Educational Department 


THE SCHOLL MFG. CO. 


213 W. Schiller St. 62 West‘'14th St. 
Chicago New York, N. Y. 








The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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“KEEPS THE FOOT WELL” 


P iP AVA 


Nature plans that the Civilization demands The Arch Preserver 
foot rest on heel, ball that heel and arch be Shoe satisfies both Na- 
and outside arch. raised. ture and Civilization. 


Six Years of Proot! 


When we say that the Arch Preserver Shoe actually gives 
a measure of foot happiness never before known in shoes, and 
that it affords smart styles to please the most fastidious 
buyers, we point to six years of unusual success to prove our 
claims. 
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During this time the Arch Preserver Shoe actually has 
changed the ideas of the nation regarding shoes. It has 
shown women they need not have foot annoyances. It has 
demonstrated that they need not wear “health” shoes to 
be comfortable. 


amt 
a o 
$$ = — a 077 2 ———_—_— ——— 


Hundreds of thousands of women who had foot aches and 
annoyances—but who had well feet—are today wearing . 
the Arch Preserver Shoe, and they have found perfect foot 
happiness. 


mr fol WON Ee 


MUTT 


Hundreds of dealers have been able to build solid business 
which they can hold in the future. 


Six years of proved superiority should convince you that 
the Arch Preserver Shoe offers an exceptional opportunity 
—that it is the most valuable selling franchise in the shoe 


industry. 


PARSE SS SEL 


The Selby Shoe Company, Portsmouth, Ohio 


Sole Makers of the Arch Preserver 
Shoe for Women and Misses 


RCH RRFSETOVER 


The Shoe that Changed the Ideas of a Nation 
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For speedy, positive action-- 


the new 





GHOE stretching is a little art in itself. 

The Repco Shoe Stretcher is designed 
scientifically and stretches shoes easily, 
quickly and without injuring them. 


The Repco Shoe Stretcher contains no 
springs, arrows or other troublesome parts. 


The blocks—shapely and carefully finished 


Repco Shoe 
Stretcher 


March 17, 1923 









Repco Shoe Stretchers 
are made in nine sizes— 


No. 000 down to No. 6. 


Each stretcher is packed 
in an individual carton. 
Corn and bunion plates 
come with each stretcher 











—are made of fully seasoned maple and 
held together at the back by a strong steel 
hinge. The toggle-jointed mechanism is 
controlled by a square-threaded screw of 
large pitch. 


For up-to-date shoe stretching use the new 
Repco Shoe Stretcher. 


For Sale by Shoe Findings Jobbers. 


UNITED SHOE MACHINERY CORPORATION, Boston 


San Francisco Branch, 859 Mission Street 


J. K. KRIEG, 39 Warren Street, New York 
UNITED SHOE REPAIRING MACHINE COMPANY, Boston 
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Stock No. 532 


BROADCAST LAST 
Imported 107 Dark Brown Round Quarter Blucher 
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—‘* Depend on Our Stock Department for 
Choice Spring Styles Ready.” 


y 


Stock No. 528 


BROADCAST LAST 
Imported 112 Light Brown Cubist Oxford 


Oxford 


Wingtoot Heel 


Ato D 


Single Sole 


Wingfoot Heel 


AtoD 





Single Sole 


Every Dalton Is A Delight 





The Dalton Company, Inc. 


Makers of Fine Shoes for Men and Women 
BROCKTON, MASS. 


NEW YORK 


BOSTON CHICAGO 
183 Essex Street 651 Marbridge Bldg. 706 Security Bidg. 


» 
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ook for the name 


MEN’S SHOES 


OF 
". ULTRA QUALITY 
one NO. 2218 MEDIUM TAN me he IN STOCK Quality Shoes far 


STYLE NO. 2316 BLACK RUSSIA Ox. 
FORD $8.00 en and Women 
BANISTER GRADES IN A QUITE 


CONSIDERABLE RANGE OF 
STYLES CAN BE FURNISHED IM- 
MEDIATELY UPON RECEIPT OF 
ORDER. WE ILLUSTRATE TWO 
STYLES. 




























SAMPLES WILL BE SENT ON 
APPLICATION 









.“ WALCOTT” 









STYLE NO. 2212 BROWN KID 
BLUCHER OXFORD $9.00 


JAMES A. BANISTER & #7 STYLE NO. 2312 am we 


BLUCHER OXFORD 


| 370-386 ORANGE ST. NEWARK, N. J. atinthiediiei eae 


me CLL 
Broadway at 20th SE. WEW YORK CITY 


Where Shoe and Leather 
Men Entertain 


Breslin Food bespeaks satisfaction. In the 
distinctive Restaurants the diner will find 
selections leasing to his taste, and moderate 
in price. e quality is that demanded by a 
discriminating class of travelers—the shoe and 
leather men. 

Rooms comfortabl i i 
at your disposal. The tavitt te on Sy ee ae the 
Breslin you are in the heart of New York’s fashion cen- 


ter, yet a stone’s throw f 
i, yet oo w from your objective—the 
































The Shoemen’s 
Headquarters | 

















EDWARD C. FOCCG WARREN M.GOODSPEED | 
MANAGING DIRECTOR RESIDENT MANAGER 
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A consolidation of old friends 
under an old and familiar name 


The businesses, interests and properties of 


Emery & Beers Co., Inc. 

Paul Guenther, Inc. 

The Paul Guenther Knitting Co. 
The Wharton Textile Company 


All heretofore allied in the distribution and manufacture of 





Reg VS Pat orice 


have been united in one corporation to be known as 


“Onyx” Hosiery, Inc. 


There will be no change in personnel, policy or 
management. The same men who created the 
“Onyx” brand and who have made it the best 
known hosiery in the world will continue to 
uphold its quality and spread its fame. 
“Qnyx”’ will continue to lead the field as the 
world’s fastest selling brand of hosiery. 


“Onyx”’ Hosiery, Inc. 


Broadway at 24th Street, New York 


CHICAGO, 36 South State Street BOSTON, 31 Bedford Street SAN FRANCISCO, 77 O’Farrel St. 
PHILADELPHIA, 1033 Chestnut St. BUFFALO, Mutual Life Bidg. LOS ANGELES, Union Bank Bidg 
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Stock No. 119 
Black Satin “Elfjn” 


Black Ooze collar and overlay 
15-8 LX eel 









































Stock No. 118 Ready Now. $5.75 Net. Stock No. 129 
“ Arbutus” > White & “Alexandria” 
va. 31 Gray Ooze vamp and quartet, wot mid quarts! qbatforated vamp and 
eS. Leather collar, + b. - Less than 3 pairs of oe 25c. shipping charge. 12's S aaieh ee pee 
: J e | : x ~ eel, 
Ready Now- ccs tence AA 4 -8 —___Ready Ow. $5.50 Net. 
——O—O————— A 3 -8 
B 2%-8 
Cc 2-8 


Like other Goodrich products we unhesitatingly guarantee these styles to be 
made of the finest materials in a way that will be creditable to our customers 
and ourselves. Every effort will be made to keep sizes complete but for 
your own protection we recommend immediate action on your requirements. 


HAZEN B. GOODRICH & CO., : HAVERHILL, MASS. 










POCONO 


No. 79 . 
Women’s Pearl Elk Russia 
Saddle Lace Oxford 
Rubber Golf Sole 
ABC D—3 1-2--7 








No. 82 
Men’s Tan Norwegian 
Saddle Lace Oxford 
Red Golf Sole 
Cc D—+-11 





No. 83 





abele Tan Ute Out a es 
CReibhe Ben Too” READY 
Cc D—6-ll 
M. A. PACKARD COMPANY 
BROCKTON, MASSACHUSETTS 
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Two Ways to Build 
Year Round Profits 


EALERS who are enjoying year 

round profits in felt footwear must 

do two things. First, feature a line in at- 

tractive display for every season of the 

year. Second, stock a reliable brand which 

will win and keep the satisfaction of your 
trade. 


Dolgeville Felt Footwear is the ideal line. 
The smart colors, superior quality and 
genuine service identified with the Dolge- 
ville name and trade-mark is your guar- 
antee of trade satisfaction and year round 
profits. 


DOLGEVILLE FELT SHOE COMPANY 
Dolgeville, New York 
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INFANTS AND CHILDREN'S 
FOOTWEAR 


Turn Shoes - - In Stock 


ORDER NOW—FOR EASTER 








“‘Customers kid me but they 
can’t get my goat. I’m little, 
but I’m wise to Whittemore 
Shoe Polish. Jolly as they 
may, I know when shoes are 
polished right.”’ 








There are people who want to do things 
quickly. Others willing to take time. 
We make it easy for you to please 
everybody on shoe polish. “‘Shuclean” 
is a favorite with fast workers. “‘Albo” 
satisfies the slower worker. They both 
give pleasing results. While the white 
season is on, keep your stock of Whitte- 
more white shoe beautifying prepara- 
tions up front, in sight of the customer. 





It pays. No. B 2506 
. No. B 2536 Patent Leather Ankle 
White Moccasin with Strap, Black Button and 
Pump Bow. Can also be 


White, Pink or Blue Rib- P 1 
bon and French Knot - had in Tan Patent or White 


mings. id. 
$9.00 a Dozen Pairs Sizes 0 to 4... .$6.50 Doz. 


© BED © Se Be 0 Bee w fem 0 Se 0 ae Ba of 0 Be 0 fw aw em oD 0 Be Sam o fe fe Be « Sea oe o> o fee em of - be feeb fame 


| Waitemore’s 


oe Polishes 


© 0 0 0 0 0 cc Be + Be & Be « BS 0 So HD eo Oe o Sa o E> e 


ARE SUPERIOR 





No. B 147 No. B 382 
Patent Leather Instep All Tan Calf Oxford, Tip, 
White Kid Apron, Turn Sole. 
4 to 8, Spring Heel $1.70 
1 to S—Half Sizes. .... We 8} to 11, Spring Heel, 2.10 


Write for New Illustrated Catalog 


© S=> 0 G=> ° => o => 














Send for Catalogue and price list 


WHITTEMORE BROS. 
CAMBRIDGE MASS. 


When your jobber can’t supply you, write us 


J -J - Mac MASTEI 
ROCHESTER .N-Y. 


> -Be - - et 
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COLORED 








CHROME SIDES 





\ 


AMERICAN 
HIDE &, LEATHER CO 


<2 a2 





TAN ROYAL 
CALF 


A Leader of Chrome Calf Leathers:— 
Unsurpassed in color, desirable grain, 
smooth character. 


Service and Comfort for the wearer. 


No shoe making is too fine for Tan 
Royal. 


Produced in several popular colors. 










































NEW YORK BOSTONCHICAGO ST.LOUIS CINCINNATI 
WORICANHIDE & LEATHER CO., Ltd., Northampton, England 


CALF AND SIDE UPPER LEATHER TANNERIES 
Peabody . Woburn 
Baliston Spa Curwensville 


Lowell Chicago 


Sheboygan 
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66 


BOOT AND SHOE RECORDER March 17, 1923 




















maa Vationa 
ee Mas - 
> ‘ . 
i i baseline 
ee | a 






Instantly 
Interested Readers— 


Housewives, physical culture enthusiasts, 
| agriculturists, people of the - educational 
| world, and physicians. Advertising to them 
| is like sewing seed on fertile ground. It 
produces results. These people form a 
gieat part of the consumers of “the fastest 
selling shoe stock in the world”—Educators. 










RICE & HUTCHINS 
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Is It Strange That Children Want Style? 


Serious Subject Bearing on Stocks on Shelves and 
Future Buying Policies 


year to consider children’s footwear than right 

* now. Precisely the same change is taking place 

in children’s shoe departmenis as has revolutionized 

the merchandising of women’s footwear and is likewise 
influencing the sale of men’s shoes. 

There was once a time when a children’s department, 
quite “like Topsy” just naturally grew up. It was 
given no attention, the buying was perfunctory, and 
the selling a matter of indifference. Most merchants, 
off hand, said their children’s shoe department was a 
nuisance. 

We have this spring come to the parting of the ways. 
The children’s department that continues to “mark 
time’’ with old types of merchandise and old methods 
of merchandising is on the road out. 

This season is the critical point in the operation of 
children’s shoe departments. It is impossible for a store 
to continue to “mark time.” 


‘iex is no better time in the entire cycle of the 


dren with better than ordinary style in footwear. When 
a store like that of Joe Robinson’s of Kansas City 
creates 25 per cent of its entire volume through service 
to children, it stands out conspicuously as being suc- 
cessful and one of the most important indications of 
what the future holds for the merchant who seriously 
considers “‘getting more children’s shoes sold right.” 

The older generation of shoe merchants, and we speak 
of men who have been operating stores for ten years or 
more are likely to believe that footwear for children is 
nothing more than a matter of foot-covering. They are 
entirely wrong. 

Not only have styles in footwear changed, but chil- 
dren themselves have changed. No better explanation 
can be given than that by George Ade. “Did you ever 
stop to think that the children now coming into action 
get the entire accumulation of 50 years at one dose, and 
take it without blinking? Just as a Chinese infant eas- 

ily picks up a language which 





Today children’s shoe depart- 
ments must be encouraged, 
and they must be given a 
greater proportion of mer- 
chant attention. 

This statement is not going 
to be generally believed, but 
children’s shoes must be styled 
up close to the standards of 
the adult lines, and must be 
priced so that volume will 
make the profits rather than 
the mark-up per pair. 

There are gradually appear- 
ing in many parts of the coun- 
try merchants who are mak- 
ing a specialty of serving chil- 


itemized. 


by a vote of 51 to 34. 


added burden. 





Merchants approve legislation that will 
eliminate fraud but they certainly protest 


laws which encourage fraud. 


A dangerous bill is before the Wisconsin 
Senate making obligatory the marking of 
shoes, each substance and each composition 


The Wisconsin Assembly passed the bill 


Wire your protest, arm your merchants, 
and kill this bill before it becomes law. 


Merchants and manufacturers have 
enough business handicaps without this 


the missionary cannot learn in 
twenty years, so the absorbent 
little ones shouting in the 
school yards take on, without 
conscious effort, a mighty 
cargo, whichincludes the whole 
array of inventions, the re- 
sults of the war, the compli- 
cated developments of the si- 
lent drama, a working know- 
ledge of sports and pastimes, a 
list of the modes and fashions, 
all the popular songs which 
pour out on the phonograph, 
and the’ myriad facts of exist- 
ence which are lined up along 
the motor routes and trolley 
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lines. We have smothered them with riches and blinded 
them with revelations and then we are surprised be- 
cause they differ from the gawks and ignorami who cir- 
culated around the schoolhouse back in Hickory Creek. 
Is it any wonder that the rising generation is blase? Is 
is strange that the wealth of worldly knowledge which 
they inherited all in a lump, has somewhat gone to their 
heads and given them the usual conceits and preten- 
sions of the newly rich? 

With all these wonders, is it strange that footwear 
too progresses in material, pattern and style? Is it to 
be expected that children would always be satisfied with 
plain, simple boots in button and lace, in black and tan, 
in oxfords in patent, tan and black, making very few 
types for a very wide range of children. We are making 
no plea for mere style—heaven forbid—but we are pic- 
turing truthfully the fact that style is penetrating chil- 
dren’s lines with extreme rapidity and it is a serious 
subject, bearing on stock now on your shelves and shoes 
you expect to buy for advance selling. 

Most parents today gratify the whims of their child- 
ren when it comes to attire. For this reason a little 
boy or girl carries the decision, and usually makes it 
after having seen something new and novel worn by 
some other child. There are just enough of the novel- 
ties appearing now to make uncomfortable the old- 
fashioned store with its sturdy, simple shoes for pre- 
cisely the thing which affected women’s and men’s foot- 
wear has also changed children’s. The situation exists— 
what are you going to do—sit tight or get the 
business? 

We are in an age of specialization, so that every store 
must have some trained employee capable of special- 
izing on children’s footwear. The constant argument 
is that the cash taken in per sale is so small that it 
doesn’t justify a real effort on children’s shoes. The 
answer to this is being told in hundreds of cities where 
trained sales people permit one good pair of shoes to 
be bought by the customer and the second rough-and- 
ready-pair is sold by the salesman under the theory 
that good shoes demand good treatment and that the 
second pair acknowledges the fact that boys will be 
boys and will be rough on footwear. 

There are indications that merchants who are engi- 
neering their business—so that they can get every 
profit out of it—are establishing children’s departments 
of a new order and are putting competent workers 
therein with the ability to bring volume and thereby 
profit on the investment. 

The children of this day and age are so far in advance 
of the children of ten years ago in their apparel wants 
that it is well for the shoe merchant to look ahead a 
few years to get a general idea of what the character- 
istics of the junior growing public is to be in its newer 
freedom, its important place in sports as well as in 
school, and in society, as well as on the streets. 

Just so sure as the boy of ten will grow up to be a 
customer for young men’s shoes at the age of 20, so to 
is the likelihood of his being made a friend of the house 
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in his youth so that as he grows older he continues to 
stick to the store that has served him well. 





Greater Buying Power of 
Farmers 


ARM credit legislation enacted at this session of 
Congress will undoubtedly exercise considerable 
influence over sales of merchandise to 7,000,000 farmers. 
Financial authorites believe that the farmers’ economic 
conditions will be strengthened as a result of recent 
legislative action. In other words, the retailers may 
anticipate an increase in buying power in their territory. 
The high rates for financial accommodation have 
increased sales resistance in rural communities. The 
Federal Reserve Board believes that during the past 
year the farmer emerged from the depth of an unusually 
severe depression and that the time is now opportune 
for improving the credit machinery at his command. 
Prices of practically all agricultural commodities, how- 
ever, were higher in 1922 than in 1921, and in this re- 
covery better industrial conditions, reflected in in- 
creased consumption by industrial workers, were an 
important factor. 

Much has been said of the need of financing the farm- 
ers. It is obvious that any improvement in his economic 
condition, would increase the opportunities for sales of 
shoes, dry goods and furnishings. 

Developments of the last two or three years have 
brought out the fact, that additional facilities are re- 
quired to finance the farmer’s current long-term opera- 
tions, lasting from six months to three years. 

The Federal Reserve Board reviewing the world 
credit situation says, “During the past year the farmer 
regained some of the ground he lost during the years of 
liquidation, and this improvement is attributable in part 
to the advance in prices and in part to the larger volume 
of crops in 1922 compared with the preceding year.” 

One of the important short-term credit needs of the 
farmer is for the purpose of carrying his crops after they 
are harvested, in order not to flood the market and not 
to break the price of his products. Agriculture is an 
industry with only one turnover during the year. 

In the legislation affecting world credits which has 
passed the Senate, there is an amendment which pro- 
vides that the Federal Reserve Banks may discount 
acceptances drawn for agricultural purposes with a 
maturity up to six months, provided the acceptance is 
secured by a warehouse receipt for readily marketable 
staples. This amendment will make it easier for farmers 
to obtain credit for carrying their crops. 

The development of a system of intermediate farm 
credit on a purely business basis is recognized as one 
of the important needs of the country and the bills un- 
der consideration at the present time provide machinery 


‘ for the granting of this type of loans. 


The prosperous farmer is always a good customer. 
The difficulty is to get him on his feet financially. 
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Boot and Shoe Recorder CREED 


Getting More Shoes Sold Right: not only “more” but “right; sold for the right purpose, to 
the right wearer, in the right fitting, for the right price, at the right profit. This is the great 
problem of the retail shoe merchants. The thief purpose of the Boot and Shoe Recorder is 
to help solve it; for this is the basic problem upon which depends the progress of the 
entire allied industries relating to shoes and leather; their production and distribution. 
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Bright colors vie with one another for atten- 
rte in stylish footwear displays 
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egg be in most every part of the country 
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(16 pages of inspiration) 
How a Baby Carriage Changed a Business 
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Now Comes the Seven-Eighths Sock 
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A Chicago Store for Kiddies Only 
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Tri-State merchants, in altendance at an- 
nual convention, voice real optimism 


Some Pointers on How to Merchandise 95 


Gleaned Paseo one of the sessions of the Ohio 
Valley Association 





Acorns and Oaks 


There are two kinds of letters which are 
particularly welcome in a business paper 
publisher’s office—those from new stores— 
asking to become subscribers and those 
from old stores which have always been 
Boot and Shoe Recorder subscribers. 

A new concern at Centralia, Washington, 
subscribes and writes: 


**You will notice that Iam a new addi- 
tion to the list of retail shoe dealers 
and I feel that I can gain a great deal 
in suggestions and style forecasts from 
reading the ‘Boot and Shoe Recorder.’ 
Please enter my subscription as soon 
as possible as I do not want to miss 
any copies.”’ 


Thus another acorn takes root in the 
Boot and Shoe Recorder forest. 








¢ Jast Visiting wilh the Pubhsher 
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Never Were Shoes More 


Bright Colors Vie with One Another for Attention in 


EW YORK— Way back in the seventies the 
| \ most popular topical song opened with this 

rollicking swing: “If you have a pretty foot 
show it at Lanigan’s Ball.” Since that time trim ankles 
are an added attraction to maids, matrons and to 
grannies when seen with a covering of silk hosiery. 

Recently a woman of advanced years, exact age not 
in evidence, paused to gaze at a pair of small red sport 
shoes posed in the window of a shop on an avenue 
frequented by the rich. 

“Have you that shoe in 4-E>”’ she asked of the sales- 
man who approached. Answered in the negative, she 
continued her search for sport footwear. She just had 
to have them. 


Tongue Types Will Sell—If Pushed 


It will be recalled that Colonials came up about a 
year ago, overshadowing straps and then lost some 
ground, being out-classed by a return engagement of 
straps. * 

The Colonial, with the large buckle or the tongue, 
intensifies the size of the foot—whereas, if the tongue 
be reduced to the smallest possible formation consistent 
with carrying a decoration, one has a product of much 
trimmer appearance. 

Adaptations from various forms of sandals will no 
doubt have attention because of the comparatively 


Have you ever featured “*Milady’s 

Foot-Wardrobe?”’ Shoes for every 

occasion by Stern Bros., N. Y., to 

encourage women to buy more 

pairs, new sandals, high throats 
and cut-out oxfords. 





Beautiful 


limited covering for the foot favored by the Egyptians 
who now are in the center of the stage so far as popular 
comment is concerned. 


The Sandalmaker Deluxe 


Every observant student of the progress made by 
American manufacturers of footwear knows that 
progressive manufacturers of today have put the shoe- 
makers of the Egyptians so far in the shade that 
comparisons are impossible. 

As for solid colors in leathers, it may be said that 
Almond, Apple Green, Ruby, Blue and Havana 
Brown are well thought of. Grays are in the stores to 
be pushed before Easter. 

After all is said and done, shades of brown still hold 
first place, in so far as colors are concerned, and notice 
is here given that with the arrival of autumn months: 
shades of brown will be leading in fashion and in 
footwear. 

Many velvet mills have sold their fall production 
with dyeing orders placed for browns principally. The 
color-year is here—make the most of it. 

It may be here stated that with the exclusives, the 
tendency towards theadoptionof pastel colors has come, 
due to the interest in primary and secondary colors 
such as blue, red, yellow, green, orange and violet. 

(Continued on page 94) 
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Stylish Footwear Displays 





923 


ans 
ar 


ry 
at 


at 


ja 








March 17, 1923 BOOT AND SHOE RECORDER 


























SSS SS 





























usual hy G00 


USOC S lor fas CY 


—— 
If the Weather Is Good 


From practically every section of the country come 
encouraging reports of materially bettered industrial con- 
ditions. In other words the “full dinner pail” is with us 
again. Retail trade is on the increase and, weather per- 
mitting, pre-Easter shopping should develop almost a 
“boom.” This is not only our opinion. It is held also ‘by 
many leading retail shoe merchants. On the following pages 
you may read their telegraphic replies to a query sent out by 
the Recorder. 
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UBLIC buying lightly. Business improving in 
this community. Last week about 90 per cent 
of same week 1921. Farm conditions much more 
settled and farmers better satisfied with prices. Easter 
business prospects very good—Roy E. Stevens, Ottum- 
wa, Iowa. 
* * ~ * 


February Business Showed Gain 


Public buying sparingly. February business better 
than year ago. City very prosperous, lumber business 
responsible. Weather very bad right now for Easter 
business and retards building which promises to be 
immense—George J. Turrell, Seattle, Washington. 


* * * * 
Public Already Buying Freely 


Public buying freely. Business with us during 
January and February 30 per cent ahead of last year. 
Last week also 30 per cent ahead corresponding week 
last year. Looking for still better business as soon as 
weather conditions clear. Price of cotton large factor. 
Feeling generally much better than has been true for 
two or three years. Prospects for Easter never better. 
We are counting on 1923 for our banner year—Zellner 
Shoe Co., Memphis. 

* + * « 
Prospects Are Promising 


The public is buying better shoes. Business outlook 
for spring is good. Volume small increase over year 
ago. General conditions, including oil industry, re- 
sponsible for increase. Prospects for Easter business 
promising. Young men’s business much improved.— 
O. S. Poe, Little Rock, Ark. 


* * * * 


Easter Trade Should Be Large 


Public buying generously when weather permits. 
January and February this year show slight increase. 
Volume last week was 12 per cent more than same week 
last year. Responsible factors are bright farming pros- 
pects and improved local money conditions generally. 
Easter business should be large provided weather is 
good—Napier’#Booterie, Omaha, Nebraska. 
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**We are counting on 1923 for our banner 
year” —From a merchant in the South. 


March 17, 1923 


Good Report from Mobile 


Public buying sparingly but trade slightly improved 
over same time last year. Novelties in our line respon- 
sible for increased trade. Prospects for Easter business 
encouraging—Simon Shoe Co., Mobile, Ala. 


* * * * 


Good—if Styles Are Right 


Weather was favorable last week and business showed 
a decided increase over last year. We believe mer- 
chants prepared with wanted merchandise will enjoy 
good Easter business—William Hahn and Co., Wash- 
ington, D. C. 
~ ~ * * 
Optimistic over Prospects 


Business 25 per cent better than corresponding week 
of 1922. Weather has been factor in holding back 
volume buying. Optimistic over prospects for Easter 
business.—Fred S. Fenner, Providence, R. I. 


~ * * * 
Season’s Business Good 


Public is buying necessary -merchandise only and 
business generally is quiet. Sales last week 10 per cent 
behind last: year’s record. Cold weather and the con- 
tinued use of arctics éxplain slow business. Assuming 
good weather prevails Easter business will be big and 
season’s business good—Gould, Lee and Webster, 
Rochester, N. Y. 


* * * * 


Weather Will Be Dominant Factor 


Easter buying has not started. Retail shoe business 
in this city very slow. Sales past week and one year 
ago, about same. No apparent reason for slackening 
demand. Labor being fully employed. Weather con- 
ditions will absolutely control Easter sales—C. E. 
Williams Shoe Co., St. Louis, Mo. 


Business Will Be Big 


The public is buying better than year ago. Volume 
last week much better. Everybody employed. Re- 
cords in building broken. All jobbing and manufac- 
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turing big. If weather conditions right, business will 
be big—Will Knight, Portland, Oregon. 


* * * & 
Normal Easter in Vermont 


Public buy lightly. Business in store and commun- 
ity for February slowest in years. Volume last week 
ahead of the same week a year ago. This is due to 
large sale of rubbers during a three-day thaw. Ex- 
treme cold weather and a large amount of snow have 
kept roads in the surrounding country closed all win- 
ter. With good weather for Easter, look forward to a 
normal Easter trade—Hendee and Davis, Burling- 


ton, Vt. 
~ - *~ ~ 


What New Orleans Says 


Business dull most part of February. This past 
week big improvement. 20 per cent increase over last 
year same week. Anticipate big Easter business ‘if 
good weather prevails—Albert Wachenheim, New 
Orleans, La. 


* * * * 


Large Spring Trade Expected 


Public is buying good footwear. Business has in- 
creased each week substantially. Look forward to 
large spring trade due to enormous building operations 
—Caspari and Virmond Co., Geo. R. Virmond, Sec. 
and Treas., Milwaukee, Wisconsin. 


* * * * 


Detroit Looks for Good Business 


Business better than a year ago. 14 per cent increase 
last week over year ago. Galoshes have hurt the sale 
of footwear. Everybody employed in our community 
and we anticipate good Easter business—R. H. Fyfe 
and Company, Detroit, Michigan. 


* *+ * * 


May Be Reaction Afterwards 


Our business is fair due to high pressure efforts. Same 
may be said for community. Our volume in dollars 
last week good as last year. As everyone in community 
working believe reason for business not being big is 


** Public buying better shoes. 
much improved.””—From an Arkansas merchant. 
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Young men’s business 


due to flu, income tax time and city being sale-ridden. 
Believe Easter business will be as good as last year but 
fear reaction immediately after on account of early 
Easter. Look for good May and June business—A. 
Katschinski, San Francisco, California. 


* * * * 


The Best Ever 


Mild weather for a few days stimulated buying al- 
though volume last week not up to a year ago. Low 
shoes an ali the year round proposition not conducive 
to volume. With good weather we are anticipating the 
best Easter business ever—New Haven Shoe Co., New 


Haven, Connecticut. 
* ok a * 


Good Spring and Summer 


Some increase in buying last week. Mining is look- 
ing up, which I think, in connection with prospect of 
steel plant, is having effect on buying. Look forward 
to good spring and summer trade if good weather pre- 
vails. Think a spirit of optimism, apparent among 
people, all that is needed. Crop prospects good. If 
fair prices maintain, things will soon be normal— 
Arthur Robinson, Salt Lake City, Utah. 


* * * * 


Business on Upward Trend 


We believe that business is on upward trend. The 
public seems to be in‘a little better buying mood due 
no doubt to better working conditions throughout the 
entire Pittsburgh district. Last week we had a gain 
in dollars and cents over the same week a year ago of 
about 15 per cent. Fine weather on Saturday helped 
considerably. We are about 10 per cent ahead in 
January and February in dollars and cents. We are 
Jooking forward to a fair Easter business—C. Lrde- 
buehi of P. Ludebuehl & Son, Pittsburgh, Pa. 


* * * * 


Exceptionally Bright Prospects 


Public is not buying. Business in our store and com- 
munity below 1922. Volume last week 20 per cent be- 
hind same week last year. Weather main factor re- 
sponsible for buying conditions. With good weather 





74 BOOT AND SHOE RECORDER 


hopeck or Eus er 


Look forward to good Spring and Summer 
trade, weather permitting—From the West. 


prospects for Easter business exceptionally bright— 
Percy E. Hart, New York City. 


* * * * 


Expect Good Easter Trade 


Moderately fair for this season. 32 per cent better. 
Melting. snow—big rubber business. Expect good 
Easter business—Lincoln C. Haynes, Springfield, Mass. 


* * * * 


Public Already Buying in Atlanta 
The public is buying. Volume 
25 per cent increase over same week last year. Biggest 
building program and real estate trade cause everybody 
to be optimistic. Expecting a good Easter business— 
Fred S. Stewart, Atlanta, Ga. 


* * * * 


Business is good. 


Not So Good in Arizona 
Public is not buying liberally. Business in our store 
and community about 75 per cent normal, due to fact 
public has not recovered from losses sustained in cot- 
ton and mining industries during past few years. Do 
not anticipate big pre-Easter business—H. A. Diehl 
Shoe Co., Phoenix, Arizona. 


* * * * 


Good Easter Trade Expected 
Public is buying. Business is fair in our store and 
community. Our volume was considerably larger last 
week than a year ago. Reasons present styles and wea- 
Expect Easter business to be big if 
F. E. Foster and Co., Chicago, 


ther conditions. 
good weather prevails 
Hl. 


* o* * * 


Warm Weather All That Is Needed 

The inclement weather which we have had for the 
last two months has used up all the old shoes and worn 
out all the new ones and the prospects therefore for the 
coming Easter are very favorable if the weather con- 
ditions are at all Easter-like. The month of February 
seems to have been quiet with most retailers. The two 
mild warm days last week showed a most substantial 
increase in business over the preceding year and plainly 
indicate that warm weather would stimulate the pub- 
lic to buying spring footwear and therefore cause the 







expected good business which we all look for this 
spring—Jesse Adler, Presidert Adler Shoe Co., New 
York. 
* * * ok 
No Boom in Sight 

Business: remains quiet and I don’t see what is in 
sight to make a boom this year. The farmer is in bad 
and as long as that condition prevails, there is no pros- 
pects for any big business. All must come from the 
soil—John Muffley, Kalamazoo, Mich. 


* * * * 


Making Gains Every Day 

Conditions improving. Made gains every day for 
two weeks over last year—Henning Shoe Co., Denver, 
Colo. 

* * * * 
Easter Prospects Fair 

Public not buying. Business fair. Last week busi- 
ness 20 per cent better than last year. Easter pros- 
pects fair —Wolcott’s Walk-Over Boot Shop, Billings, 
Mont. 


* * * * 


Business Continuing Good 

Business is continuing good in Los Angeles because 
of this city’s rapid growth in population and the enor- 
mous amount of building. Our business about same as 
last year. Easter business should be good, especially 
children’s. Women are buying spring shoes now. 
Weather always good at Easter time here—Vandegrift 
Shoe Co., Los Angeles, California. 


* * * * 


Prospects Very Good 
Last week’s business 10 per cent behind year ago. 
Unseasonable weather the cause. Easter prospects 
very good—Schuler Shoe Co., Minneapolis, Minn. 


* * * * 


Much Better Than Last Year 
January and February better than last year. March 
so far better and look for much better March than last 
year. Look for fine Easter business. People seem 
more settled as to price reductions which stimulates 
buying—J. E. Brecheisen, Muskogee, Okla. 
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How a Baby Carriage Changed a Business 











Now the Robinson Store, in Kansas City, Having Put Brains into 
Its Children’s Departments, Is Pulling Profits Out of It 


By EARL C. LOGAN 


WENTY-FIVE per cent of the total sales volume 
of the Robinson Shoe Company, Kansas City, is 
juvenile shoes and Robinson’s is a big store. The 
normal sales force in the children’s department is ten 
people with four to six extra clerks on Saturday. The 
department occupies the entire second floor, 25 feet by 
100 feet. It stands on its own feet and makes a nice 
clean profit. 


“As youngsters grow up they retain the memories of 
childhood days,” says J. C. Robinson, head of the firm. 
“The underlying reason for the existence of a real child- 
ren’s store as a part of this institution was the realiza- 
tion of the fact that the average shoe store and depart- 
ment store have always looked upon children’s business 
as a nuisance. 

“Sales people did not want to sell children’s shoes; 
were not trained to wait on children; and did not know 
how. They would turn their back on the woman with 
a child. Many a mother has gone home on Saturday 
night, tired and heart sick because nobody would wait 
on her for children’s shoes. When we opened this store 
in 1901, we put in a good line of boys’ and girls’ shoes. 
For the first few years we did a fair volume but the de- 
partment didn’t grow as fast as the men’s and women’s 
departments. 


Don’t Hide Your Children’s Department 


“One day I found out the reason. We had a pile of 
children’s sandals in the window marked 25 cents. A 
frail little woman came down the street pushing a baby 
carriage. I happened to be out in front and she asked 
me about the sandals. ‘Sure we have all the sizes; just 
step inside,’ I said. She pushed the baby carriage in- 
side but when I pointed to the children’s department 
back under the balcony at the rear of the store, she 
said, ‘I don’t believe I will try to get back there—,’ and 
she turned and walked out. 

“Of course she couldn’t push that baby buggy back 
through the store among all the seats, fitting stools, 
customers and sales people; it was unfair to expect her 
to doit. Right there I realized one thing that was ham- 
pering our children’s business and before I went home 
that night the children’s shoes were moved to the front 
of the store; boys’ on one side and girls’ on the 
other. 

“Then the business began to grow but it needed man- 
agement and watching. Shortly afterwards a little girl 
came in looking for a position; she had never sold shoes 
but she was sure she could sell them. I was sure she 
could, so she was hired and placed in the children’s de- 





partment with instructions that, no matter how busy 
the other part of the store became or how little was do- 
ing in the children’s section, she was to stay there any- 
way. Pretty soon it was necessary to add another girl. 
Then we put a young man in the boy’s section. 


“We Train Them Our Way” 


“In each instance, we hired people without experi- 
ence and trained them our way. We teach them about 
feet. We have them realize the moral responsibility 
involved in correct fitting. We impress upon them— 
but why go into all of this. There are no secrets about 
it, no magic or mystery, but some store-keeper may go 
and buy a stack of children’s shoes, try to ape us, ruin 
a lot of children’s feet and in the end go broke because 
he will be looking only at the immediate profit he can 
extract from the business. He will build on sand in- 
stead of digging down to the bed rock principle of 
service. 


The Value of Friendliness 


“One of the biggest shoe merchants of New York 
came all the way out here a few years ago to see this 


_store and later admitted he could not understand it. 


Anyway it grew until in 1908 we were compelled to 
put an in elevator and move the department to the 
second floor. The opening day of the second floor 
children’s department was an event in our history. 
On that day, we gave away over 10,000 toys and every 
day since we have given some sort of a toy or trinket 
to each child customer. 


“Do Children Appreciate Souvenirs?” 


“I happened to be up here one day when a woman 
completed a purchase. In some way the sales girl 
overlooked giving her the toy; she asked for it, saying 
she would not dare go home without it since the little 
boy had told her to be sure to buy his shoes at Rob- 
inson’s so he would get a toy.” 


Good Merchandise Obligatory 


The dominating thought in the selection of merchan- 
dise is service and comfort, but the style element is not 
overlooked. The Robinson store caters to the great 
middle class or medium high grade. The merchandise 
in the children’s department is of parallel quality. 

In the smaller runs foot-form lasts are used almost 
exclusively, but in the larger runs of both boys’ and 
girls’, some real dress lasts are carried. In the growing 
girls’ section for instance, patents and satins in strap 

(Continued on page 96) 
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A big doll house that children 
might live in, a green garden 
with swings and slides and a 
spacious filting floor and plat- 
form for shoe service oats 
_ a profitable — of the 
A. Posner Shoe Depar 

ak in the new Fairbend Rhos 
Store, Brooklyn, N.Y. 
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National Styles Report on Children’s Footwear 


Study Carefully the Selection of Children’s Footwear in This Section and 
Compare It with the Official Styles Report for April, May and June 


IN JUVENILE STYLES broad 
toes will continue to prevail with 
orthopedic effects predominating. 

FOR SC HOOL 
Patterns 

Both Blucher and straight lace, 

oxfords and strap effects. 
Leathers 

1. Tan calf, grain, brown, beige, 

and smoked elk. 

2. Black calf and plump kid. 

3. Patent leather. 

SPORT EFFECTS FOR PLAY 

S HOES 
Patterns 

Straps, oxfords with saddles over 

the insteps, and bare-foot sandals. 
Leathers 

1. White and colored buck, elk 





to 


and fabrics in combination 
with tan, patent or blending 
colors. 


. Tan calf, brown, beige, and 


smoked elk. 


. Patent leather. 


FOR DRESS OCCASIONS 


Patterns 
One straps and oxfords. 


Leathers 


9 
3. Patent leather combined with 


A patent leather san- 
dal with double row 
stitched aloft on sole; by 
E. J. Ramsey Company, 
Brooklyn, New York. 


. Patent leather and kid. 


White buck and fabrics. 


colored kid or ooze. 


. Medium tan calf and combina- 


tions with harmonizing colors. 


The Barefoot Sandal 
and Its Stylish 


Sister 


Low cut strap patterns will be 
a reflection of the women’s styles 
recommended. 


GROWING GIRLS 


Growing Girls’ shoes will follow 
the trend of the women’s styles 
both as to patterns, leathers and 
materials. Lasts will be medium 
round toes, heels, box and broad 
Louis from one to one and one- 


half inch. 


BOYS’ AND YOUTHS’ SHOES 


Boys’ ‘and Youths’ shoes fol- 
low the trend of the men’s styles. 
Winged and center perforated 
tips with perforations in general 
are in much demand. 







Patent leather san- 
dal with cutouts in a 
turn; by Burdett Shoe 
Company, Lynn, Mass. 


\| 
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More Style in 
Soft Soles 

















A colonial in while 
kid with black patent 
under tongue; by Grieb 
Shoe Mfg. Co., Philae 
delphia, Pa. 


1 (wo strap soft sole 
with fancy scalloped 
outer sole, pom pom at 
throat, by Ideal Baby 
Shoe Company. Dan- 
vers, Mass. 









A smoked elk mocas- 
sin with fancy brown 
fringed leather collar, 
elk soft sole, by C-Saw 
Shoe Co., Inc., Roches- 
ter, New YorR, in SSS Ta 


-- 
a) 
(a 








A blue gray bootee 
White kid soft sole with ventilation holes at 












with patent trimmings the lip, heavy chrome 
and white silk bow, by sole effect, silk corded 
J. J. MacMaster, Ro- lace, Carpenter Shoe Co. 






chester, New York. Rochester, New York. 
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Sturdy Footwear with 
New Selling Points 







A medium tone of 
brown in a soft elk fin- 
ish with five cutouls on 
vamp, S. Waterb ¢ 
Son Co., Brooklyn, New 
York. 





Misses’ patent leather 
two button strap, gray 
kid under on strap 
and throat, Dr. A. Pos- 
ner Shoes, Inc., Brook- 
lyn, N. Y. 


Gray calf with darker 
7 = saddle in an 

tc spring heel; 
shoe by Peters Shoe Co., 
St. Louis, Mo. 





Smoked horse with 
tan saddle and back 
stay; by Roberts, John- 
- ¢ Rand, St. Louis, 


Smoked elk blucher 

oxford with crimped 

vamp and imitation sad- 

dle strap, stitched in a 

dark thread; by Excelsior 

an Co., Portsmouth, 
io. 





J 





Gucte 20 Bie 
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Universal Call for 
Straps for Girls 
















Two tones of tan calf A pearl elk welt with 





~ ina low heel welt fancy ‘Zl field mouse trimming in 
- perforations and tip or- a growing girl's novelty 
4 nament; Dugan § Hud- one strap; by Senbac, 
7 - Co., Rochester Chicago, Ill. 
Misses’ Russia calf 
welt, one strap with two 
par ig eer el 
i 
J. Lattemann, 
} BT, NM. Zs 
r = 
d J . 
All patent leather in Patient leather with 
- a growing gul’s one : ow, suede collar and 
— strap with single point effect, rubber heel; 
4 8 wntay wd by Jelly- eimer, Wright 
» y Shoe Co., Lynn, x ee Ince., Phil- 





Mase adelphia, P 
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A Fancy Sandal 
Season Ahead 
in Colors and 

Patterns 






This is the queen of ene Bis 
our style section. It is in 
red calf, lined in white 
kid and having while 
buttons and stilchings; 
by J. Edwards Co., 
Philodelphia, Pa. 






A growing girl's gray 
suede sandal bound in 
silk braid, a peg wood 
covered heel; siyle by the 
Davis Shoe Co., Lynn, 
Vass. 


Patent leather sandal 
effect with a _ taupe 
trimming in a growing 
girl's shoe with rubber 
heel; by the Bradford 
Shoe Co., Columbus. 
Ohw. 





Patent leather stitch- 
down sandal with light 
tan lining and all lea- 
ther but the buckles; by 
Louis Plitkin § Co., 
Brooklyn, N. Y. 


A patent leather san- 


dal with cutouts, flexible 
sole and rubber heel; 
McGovern Shoe Co., Co- 
lumbus, Ohio. 








| =~ 
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Patent leather vamp 
and quarter with fancy 
embossed leather top 
and strap. Two tones 
of gray appear in the 
embossed leather; The 
A. S. Kreider Co., 


Annville, Pa. 





/ 
Many Novelty 
Leathers and 
Materials Give 
Diversity to 
ilch- Children’s Shoes 
light Brown brocaded cloth 
lea- quarter and strap over a 
3 by patent leather forepart, 
Co., a heavy edge turn; by 
Herbert Humphrey 
Son, Marblehead, Mass. 

A fancy shoe in our 
exhibit in Ulella calf 
with brown calf trim- 
mings, cutouts and pink- 
ings; by Schreier a Ve- 
nor, Rochester, N. Y. 

in- 
ble 
el; 
We SSS ee 





Patent leather welt 
sole strap sandal; by 
McElroy SloanShoe Co., 





St. Louis, Mo. 










Patent leather with 
red inlays in a child’s 
turn; H. Malkin’s 
Sons, New York City. 
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Now Comes the Seven-Eighths Sock ° 
for the Children 


By HELEN M. HANEY 


spring and summer will be the seven-eighths, or 

knee length, so worn that the bare knee will be 
exposed. The popular yarns will be mercerized lisles, 
or cotton, in light shades of beige, champagne, or 
French tans. Plain colors, as usual, will be the volume 
sellers, although many beautiful fancy effects will be 
shown and bought. The top, in most cases, will be 
rolled, or in cuff effect. 

There are two lengths of socks which have been worn 
extensively by the kiddies during the past two years— 
namely, the half sock and the three-quarters lengths; 
these lengths will also be re-adopted this spring and 
summer, but the new feature, the seven-eighths length 
—which made its appearance during the past season 
in a small way, will burst into full bloom with the com- 
ing spring, and will be chosen by mothers who wish to 
have their children appareled according to the very 
latest advice of Dame Fashion. 


ji big feature of children’s hosiery styles this 


Style an Important Factor 


Not so very many years ago, there was not much 
fuss made about children’s hosiery styles. There were 
blacks and whites and tans, of cotton or wool. These 
models came well above the knee and were designated 
simply as stockings. There was never a thought given 
to style in hosiery. But now, the little folks, or their 
fond mothers, or auntie, or big sisters noting with de- 
light their darlings’ one straps and two straps; their 
cut-out effects and buckle-trimmed Colonials, have 
very logically concluded that the kiddies could not 
possibly wear such pretty shoes if they did not have 
correspondingly pretty hosiery. 

And so, as one hosiery buyer sums up the situation, 
“The Children’s Hosiery business for the past two years 
has seen a great many changes, and the next two 
years will doubtless bring about a great many more 
changes, resulting in better and bigger sales, as the 
style element enters more and more into the manu- 
facture and merchandising of hosiery for the little 


tots.” 
Golf Hose for School Wear 


About two years ago, golf hose were made and sold 
in large number to school children. Golf hose will be 
much sold this spring and in some of the new stock which 
is just coming into one high-grade children’s depart- 
ment of a big city’s exclusive shoe store, there are some 
beautiful designs in buff ribbed lisle with a cuff top of 
brown and gold. Another combination noted in ribbed 
lisle was in red and brown with a brown top. Broad 
cluster ribbed effects in mercerized lisle, and in colors 


of cordovan, with gray and champagne tops; or royal 
and gold; or red and green; or royal and cordovans, in 
golf stockings, for school wear, were noted in the new 
models. 

Besides the ribbed, there are checks—such as tan 
with white and black; royal and black; gold and green; 
champagne and black; cordovan and royal; gold and 
black; or gray with black and cordovan; also white 
with black; and cordovan with gold and green, all with 
the cuff top. Golf hosiery will be much worn by girls of 
from eight years and up. 

In a cotton hose, an English derby ribbed was noted 
and referred to as a durable stocking for girls and boys. 


Cluster and Broad Ribbed Models 


In misses’, girls’, boys’ and infants’, there are cius- 
ter ribbed mercerized lisle thread in blacks, whites, 
cordovans, tans, grays, or buck, which are very smart. 
Many have seamless feet and legs. There are also such 
colors as black, white, tan or cordovan in a broad ribbed 
mercerized lisle; or in tan, gray, or pongee; also a fine 
ribbed in extra quality cotton, in the same colors. 

The pure thread silks are very lovely and while these 
will not be sold as largely as are the mercerized, they 
are nevertheless favorites for party and full dress wear. 
Some of the new spring numbers had fashioned feet 
and were in either broad or fine ribbed in black, or 
white, light blue, or pink, African brown, cordovan, 
gray, champagne, fawn, orchid, or buttercup. 


Imported Lisles Popular 


It was noted that there is a strong tendency to buy 
imported, full fashioned styles from Germany, as it is 
claimed in many of the stores visited that they can be 
bought at a very low figure and are of excellent work- 
manship. An imported white lisle, with a black em- 
broidered clox, full fashioned, was very effective, as 
well as in other fashionable colors and combinations of 
color. 

But one of the most fascinating models, intended for 
a child of from two to five, was an American-made pink 
silk sock. And here the retail shoe store man used 
some of his Yankee ingenuity and good taste to produce 
an effect that was both dainty and as “chic” as one 
might expect to see in an exclusive Paris shop. Just 
below the ribbed top was a hand-embroidered design, 
showing two black kittens, each one tied with a black 
silk cord, the ends of which reached to the light of a 
lamp post. The kittens had “blueeyes.” The lamp post 


was worked in black silk. 
(Continued on page 96) 
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N the Children’s Department the selling is done 
iT to two interested parties. The transaction is a 

three-cornered one always, with the mother and 
child assuming parts which vary as the age of the 
child changes until it is seen in actual every day 
practise that the Children’s Department is closer to 
the grown-up’s departments than one would think. 


Plotting the Direction of Advertising 


Advertising the Children’s Department is ticklish 
work because of the appeal to opposite natures at one 
time. Each ad must be directed to reach the mother, 
the mother and child, the child and mother, and in 
just this order according to the size of shoe advertised. 
Each ad must be constructed on a policy that is to 
becarried out when motherand child present themselves 
at the store in answer to advertising. The windows 
must carry a message coincident with the newspaper 
advertising. The procedure in selling an infant’s shoe 
is different from that of a growing girl’s. Sentiment 
has its place, durability its place, fitting qualities must 
never be forgotten, and style is important at every 
stage and as style ideas begin to manifest themselves 
they must be given a place. 


The Infant 


Even before the time-honored stork performs his 
mission preparations are made for the new arrival. 
Extensive plans are made in which layettes figure 
prominently. For the first year every attention is 
showered on the new Master or Miss. Presents are 
numerous from friends of the family. The mother and 
her friends are interested in everything pertaining to 
babyhood and up to the first birthday they are the ones 
to whom baby’s shoes are sold. 

From then up to the age of seven, youngsters de- 
velop a lively interest in the things that affect them. 
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It is said that at the age of only ten months a liking 
for pretty things it wears appears so that it soon be- 
comes necessary to consider the child mind. 


Advertising Soft Soles and the First Walking Shoes 


Such advertising is directed to mothers. Frilly ads 
and sentiment mixed with common sense on the im- 
portance of fit in the very first pair of shoes may be 
combined in every ad. 

From the very start it is necessary to show mothers 
clearly that you specialize in the proper fitting of little 
feet. During the first year of every baby’s life there 
are several relations and friends who are interested in 
a friend’s or relative’s new born and it is customary 
to buy gifts. 

Cost enters but little into such a purchase and the 
field is a lucrative one, offering as it does, another op- 
portunity of interesting customers in one’s service 
and of attracting buyers to the store who might not 
come otherwise. The mother at such a time is interested 
in baby’s health, therefore a book on baby’s health, com- 
piled by a local M. D., which can be gotten up inex- 
pensively, might be a good thing to feature as a draw- 
ing card. The importance of fit even in a baby’s shoes 
before it starts to walk could be featured along with 
the relation of shoes to health. Such things prove of 
absorbing interest to mothers. Perhaps the district 
nurse will agree to give talks on baby’s health one or 
two afternoons a week. 


The Friendly Age 


Between two and ten might be termed the “friendly 
age.” Friendships formed with children of this age 
never pass entirely out of the child’s memory. Most 
everyone remembers some place or other where their 
parents were in the habit of bringing them for clothing 
when young, and if this were traced the reason more 
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Window at Left. 


Designed for its attention value and to pro- 
vide atmosphere. 

Very striking background can be cul out of 
crepe paper. 

Lettering on card: 
Our Shoes.” 

Show shoes in pairs with one sole toward 
front of window. Mark in pencil the outline 
of the foot to show, “Room for Every Toe.” 


“Their feet are Safe in 


Copy for Ad at Bottom 
Like clay in the potter’s hands, those 
little feet are what you make them 
strong and vigorous or cramped and 








i 








weak. 








often than not would rest ‘n the fact that the merchant 
had shown an interest in the child itself, either through 
a kind word or some inconsequential gift, not through 
any memory of how well the shoes wore. The mother is 
the principal to whom the selling is done, but the child 
cannot be ignored. The fittings of the department, o 
a simple gift must be used as a medium for obtaining 
the child’s friendship. In this way you put all timidity 
out of the child’s mind and make the entire work of 
fitting easier as well as tocause thechild toremember you. 


Advertising Ought to Reflect the Helpful Altitude of Service 


Children are born imitators and the merchant who 
neglects to consider this fundamental part of a child’s 
make-up will conduct a very ordinary department for 
those between the age of 7 and 14. 

In advertising copy one must take the child’s 
side of the case in footwear selection to the 
mother. She will be quick to see one’s analysis 
of the child’s mind and also to see the prom‘se 
of unusual service in getting what will suit 
her and the child. It is a question of great 
importance as to who to direct advertising to at 
this period. Many merchants get the “Oh Boy!” 
juvenile slant into their illustration and copy, 
but. we should rather keep this purely boy copy 
for strictly boyish articles such as air rifles, 
bicycles, etc. 

The mother is the one who reads clothing ad- 
vertising and she is the one to whom one must 
talk for proper results. 

In the window and during the sale it’s different. 

Here one is carrying out the very policies which 
interested the mother in the advertising. 


Imitative Age 


Between 7 and 14 years the child becomes a 
positive factor in the purchase of all its apparel. 
At these ages the importance of the child’s ideas 
and whims about equals the mother’s influence. 
Taking this into consideration it is reasonably 
easy to see where any steps taken during preced- 
ing years to make a friend of the child will make 
it easier to win it over to the ideas of the mother. 





The very first pair must fi/—must 
be flexible, too, and— pretty. 

Our service takes of all these impor- 
tant things in baby’s shoes. For your 
own or a friend’s youngster they make 
admirable gifts. 


The child is governed by desire rather than reason 
and the size of the parent’s pocketbook makes little 
difference when a thing is wanted. Oftentimes a 
child’s attitude is embarrassing to the parent, in 
which case an understanding of the child will enable 
the salesman to help both child and parent to a satis- 


factory solution. 
From the time the first walking shoes are sold 
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Window at Right 


When shoe bills begin to mount mothers begin 
to realize whal a solid shoe means to their pocket- 
book. A display of the “ingredients” of a shoe is 
advisable often as a means of showing the worth of 
shoes. The hide at back of window suggests tough- 
ness. The stump at front can be made of a round 
hat bor covered with crepe paper. Card might be 
lettered as follows: ‘Good Old Oak Tanning for 
Strength.” 





Copy for Ad at Bottom 


Our first thought is to get every 









Goughened in Sun 
Wind and Rain 
of the Plains 

















part of our ch'ldren’s shoes as near 





wear-proof as possible. In this way 














we can offer you the greatest sav- 





ings. 

Next we accept the lasts which 
have proved best for growing feet. 
This in itself is worth all any of our 
our shoes cost. They let the child- 
ren’s feet grow hardy. 

Then we finish them in a way that 
reflects good taste. 

They are the very types you will 
delight in having your children seen 
wearing. 


up to the age of seven a definite program of friendly 
things to be done for the youngsters ought to be 
carried out. 

It needn’t be a costly one either. Little attentions 
or remembrances count for a great deal. In fact, it costs 
less to make a big impression in the children’s depart- 
ment than in either of the others. 

One will rate only second to Santa Claus when 
one presents a husky young appetite with the joy of a 
luscious chocolate. When the wild flowers are 
thickest they’ll make a fine decoration for a store 











For Sturdy 








SOLID as the, OAR 

















See Our Windows for Money saving Values 


Your NAME HERE 


Street Tow re. : 











as well as remembered gifts for each little miss 
who gets a pair of shoes. There are many things 
which may be done in addition to having excellent 
appointments for a steadfast friendship can be 
developed under almost any surroundings and 
every merchant can afford to do the little things. 

Story-telling hour featured many issues ago 
in the Recorder is without limit in the matter of 
providing a common ground of interest between 
merchant and child. 

Focus your advertising copy on durability and 
fit for now the question of upkeep is becoming a 
real one for the parent, yet do not forget the child 
itself. And here is where the window can be made 
to work with the ad. If special announcement of 
“Children’s Day” is carried in the papers it will 
result in much shopping being done that would 
otherwise be postponed. If the window carries 
something of childish interest pertaining to the 
event advertised the child will complete the 
action started by the newspaper advertising. 


Important Age Just Between Childhood 
‘ and Manhood 


Beyond the age of 14 the influence of parents 
becomes less than ever. The child’s ideas as to 
style are beginning to “‘set.”” The mother is still 
concerned with proper fit along natural lines 
while the child, particularly a girl, is keen for 
the latest fashions. The desire to imitate older 
folk, evident between the age of 7 and 14, 
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Window at Left 


























Like! 





A bit of salesmanship in a window is good. 
Give the passerby something to think about rather 
than a display. Style should be the ——2 the 
window showing shoes for children n the 
ages of seven and fourteen. For the mother a sign 
reading, ‘‘ Youngsters Take Pride in Good-Looki 
Shoes—Take Better Care of Them.” For the child, 
whose opinion is a valuable one, show a grown-up’s 
model of the same sort of style as in the other shoes. 
A card reading, “‘Like s” and “Like Mother's” 
will have its effect. 


Copy for Ad at Botiom 











Style in our Children’s shoes is so nicely com- 
bined with Nature Lasts and endurance that 
mothers find it a pleasure to buy all their child- 








4 ren’s shoes of us. 





becomes at the age of 18 the one attribute that 
recommends a shoe. The child stands first in the 
matter of a choice with the parent advising and 


counseling. 


The confidence of the parent is essential to a 
successful termination of a sale, and yet the shoe 
must be acceptable in point of style. The mother 
reacts favorably to an exposition of quality and 
fitting values. The youngster is satisfied with 
what it sees so the value of style in growing girls’ 
and youths’ cannot be overestimated. 


Keeping Store Spirit Eternally Young 


All this time the merchant will have kept in step 
with the changing child mind until when the 
youngster is on “his own” a loyalty has de- 
veloped that makes an old established business. 


Each generation may be educated to regard a 
business, or the relation of a business to its wants, 
in just the way which offers the most to customer 
and merchant. No business can outlive its use- 
fulness that keeps a strict eye on fast-growing 
youth the needs of which multiply with the 
passing of each year. 





Sell Seconds as Seconds 


If yot offer seconds for sale, don’t neglect to 
state plainly that they are seconds. Otherwise 
you are abusing the reputation of the manu- 
facturer who sold them in good faith as seconds, 
and abusing the confidence of the public who 
buy them in good faith as firsts. 


They are economical because they are built 
right and because they look so well the youngsters 
take particular pride in keeping them tidy which 
adds to their wear. 

Our Children’s Department is one of the most 
important features of our store. Extreme care 
is taken in fitting properly (every last is on 
natural lines) for one — of shoes wrongly fitted 
may ruin the feet for life. 
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Kidland, Chicago, is a 

shoe store designed and 

operated for kiddies and 
no one else. 











Here’s a Shoe Store for Kiddies Only 


An Enterprising Merchant in an Outlying Shopping 
District of Chicago Draws Trade from All Parts of 
the City by Specializing in Children’s Shoes. 


HIS is an age of specialization. Each year the 
" T \sxecite store is more and more in evidence. 

There are stores for corsets—siores for hats— 
stores for knit goods—stores for this and that article of 
apparel or household utility. Getting nearer home, 
there are stores galore for men’s shoes and stores 
galore for women’s. Why not for children’s? 

Ah, there’s the question—why not a children’s 
shoe store? Not exactly a new one, but in general it 
has been answered in the negative. “The sales checks 
are too small.” “It takes too long to make a sale.” 
“The children’s business . alone 
wouldn’t pay the overhead.” On 
the surface, there are plenty of 
objections toembarking on a venture 
of this sort. The idea has not yet 
taken hold—that is, in general. 

Neverthless, this field has been 
pioneered successfully. 

Five years ago Mr. J. Silverstein 
opened at 3503 W. Roosevelt Road, 
Chicago, a store devoted to child- 
ren’s shoes only. At that time other 
merchants predicted, “He’ll soon 
change his policy or quit.” But he 
didn’t. Neither did he “burn up the 
town.” As Mr. Silverstein himself 
puts it, he “had to crawl before he 





Now Kidland, as the store is named, has moved to a 
better location at 3445 Roosevelt Road. The new 
store is cleverly “dressed up” to please the little fotk. 
On the walls are scenic panels illustrating nursery 
rhymes. There are balloons, snappers and other 
souvenirs to make the kiddies happy. The souvenirs 
prove a strong drawing card. 

The interior cabinet work was executed by the 
Shapiro Fixture Co., Chicago, in accordance with an 
outline drawn up by the officers of Kidland. The 
window display fixtures were made to harmonize in 





could walk.” He picked up speed Cy itren’s hosiery is prominently shown with the shoes in this window. The display 
slowly, but pick it up he did. fixtures are particularly pleasing in design. Note the juvenile set in the center. 
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design and color, under the direction of R. W. Lob of 
Hugh Lyons & Company, Lansing, Mich. The chairs, 
by Heywood-Wakefield Co., Chicago, are also in 
harmony with the fittings. The general color tone is a 
light walnut, with embellishments in blue and gold. 










5 


av) 
8a 
e i 
Ee 


12 4. 


ind 






« 


Oh, yes, indeed—there’s a regular hosiery department, 
just like in the “‘grown-up” stores. 


The “Why” of Kidland 

Asked to assign his chief reason for opening an 
exclusive children’s shoe 
store, Mr. Silverstein said: 
“Where men’s, women’s and 
children’s lines are handled, 
usually at least one line will 
be slighted. This is generally 
the children’s. Consumers find 
it harder to get just what they 
want in children’s shoes than 
in either men’s or women’s. 
This fact indicated to me the 
existence of a sizable market 
for a children’s shoe shop. I 
sought that market and was 
not disappointed.” 

Jack M. Kogen, vice-presi- 
dent of Kidland, which is 
now incorporated, points out 
that the exclusive children’s 
shoe store is better able to 
secure correct fitting, which 
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Wall cases and mirrors 

placed at regular intervals 

add to the attractiveness of 
the interior. 











is of great importance. He says: “Half the shoe 
clerks you meet haven't the patience to properly fit 
children’s shoes and most of the remainder haven't 
the ability. In the exclusive children’s store they get 
more drilling in the fine points of this work and learn 
to take particular pride in it.” 

The hosiery department of Kidland is a marvel for 
compieteness. There are dainty little stockings to 
match the color of every pair of shoes in the house. 
There are as clever designs in hand embroidered clocks 
as you see on any women’s hose. The prices range 
from 50c to $1.75. These stockings, bearing the Kid- 
land label, are made by the Sterling Hosiery Co., 
Chicago. 

The name of every customer is taken for a mailing 
list. 





The management of Kidland credits this billboard with drawing a great number of new 
customers. 
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Will the Children’s Shoe Store of the Future Have Radio Chairs? 








2 BOOT AND SHOE RECORDER 


March 17, 1928 


Prosperous Year Ahead in Cotton Country 


Tri-State Association Merchants Expect to Break 


Business 


HE Tri-State Association is growing, is progres- 

sive, and the sixth annual convention, held this 

week in Little Rock, Arkansas, was the largest 
gathering of shoe merchants ever held within the bounds 
of Tennessee, Arkansas and Mississippi. One hundred 
and twenty-four new members have been added to the 
organization during the past year, and the majority of 
these new members, with approximately 150 more of 
their retail brothers, registered on the first day of the 
convention. 

Approximately 100 lines of shoes were on display. 
Shoe merchants and travelers co-operated through the 
year to build up both the retailers’ organizations, and 
that of the traveling men, and co-operated in the con- 
duct of the convention. 

Promptly at 11 o’clock, Monday morning, March 12, 
the meeting was called to order, by President O. S. 
Poe. The visiting merchants were made doubly wel- 
come, first by Mayor Brickhouse, and second by 
Honorable Thomas C. McRae, Governor of Arkansas. 


1923 to Be Prosperous 


President Poe in his message to the convention, ex- 
pressed his optimism, which is truly in evidence among 
the merchants. Business so far this year has been 
better than for the corresponding months of last year, 
in almost every section covered by the Tri-State or- 
ganization. Nothing but unexpected failure of the 
cotton crop will prevent 1923 from being one of the 
most prosperous years in the history of Southern retail 
merchants, was the prediction of President Poe, and 
it was seconded by all of the merchants at the conven- 
tion. 

Ex-Governor Charles H. Brought, in a short address 
pointed out some of the things in which Arkansas leads 
the country and urged upon the merchants the neces- 
sity of sensing their opportunity for bettering the com- 
munity and the business conditions in their various 
localities by working with the civic bodies, and other 
organizations of public welfare. 


From $5,000 to $125,000 


“Ike” Kempner, the founder of Kempner’s Shoe 
Store and general manager of the Gus Blass Company, 
drew a Comparison between the retail shoe business 
37 years ago, when he started in the business, and when 
$5,000 was sufficient capital for a well-regulated retail 
shoe stock and today,—when $125,000 is barely enough 
to stock the same store. 

“One happy condition of those days,” said the 
speaker, “was that stock at inventory time was worth 
from 95 cents to par, while today even the fastest ex- 


Records 


press is too slow to get shoes into your house before 
they go out of style. Already enterprising men of busi- 
ness are forming companies to transport shoes by aero- 
plane in order to keep ahead of style changes. Women’s 
shoes at the end of the season are worth possibly 60 
cents on the dollar, and the man who inventories them 
at more than that is kidding himself, and putting him- 
self in position to be kidded by his creditors.” 


Who’s Responsible for Style Changes 

Henry L. Nunn, President Nunn, Bush and Weldon 
Shoe Company of Milwaukee, the next speaker on the 
program, took issue with Mr. Kempner on some of the 
things the former said in his talk. In his opinion, the 
manufacturer is not wholly to blame for the rapid style 
changes, because the manufacturer is endeavoring to 
make only what the retail merchant demands. He was 
in accord with Mr. Kempner’s opinion that style 
changes were too frequent, both for the manufacturer 
and the retail merchant. He pleaded for more human- 
izing influence in the shoe business. Too little attention, 
he said, has been given by last makers, as well as manu- 
facturers and retail merchants, to shoes that fit pro- 
perly and keep the feet in strong, healthy condition, 
the style element having apparently usurped the place 
of judgment. “The element of good will is an asset too 
infrequently capitalized by both manufacturers and 
merchants. Many merchants value the good will of 
their customers and take great pride in the confidence 
which the community places in their stores, but fre- 
quently the same merchants undervalue the good-will 
of the firms from whom they purchase their merchan- 
dise and the banks with whom they do business. Make 
accurate statements. and give truthful information of 
sales and financial standing of the business and credit 
conditions will be greatly improved. Good-will plays 
a great part in getting shoes made right. Factory opera- 
tors naturally build into the shoes the thoughts that 
are in their minds. Some manufacturers think that 
they have an inherent right to the good-will of their 
employees, but only the application of the Golden Rule 
in factories can produce shoes as they should be pro- 
duced.” 

Grays and Browns Will Sell 

A. F. Herdon, chairman of the women’s style com- 
mittee, read a carefully prepared report in which was 
embodied his own opinion and that of the other mem- 
bers of his committee. In the opinion of the committee, 
gray and the varied shades of wood brown ooze will 
be popular sellers until Easter and in some combinations 
until May 1. Satins will go through the season. Whites 
will be as strong and stronger than ever, both plain 
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white and white on white. Strap effects will prevail 
and small tongue patterns will be good. Heels will run 
from 12-8 to 15-8 for dressier occasions while for street 
wear heels from 8-8 to 12-8 of the box wood type. 
Sandals in various types and shapes will be very popu- 
lar during the mid-summer season. Neither Mr. Her- 
don nor his committee cared to predict what would 
follow whites. 
Men’s Styles Discussed 


Robert Lovet, of Memphis, chairman of the men’s 
style committee, read letters from the various mem- 
bers of his committee which he compiled into a report 
showing that in last, brogue and semi-brogues for 
young men, conservative broad and medium toes for 
middle aged, with close fitting heels and snug fitting 
arches would be good. 

In leathers, Norgwegian in medium and light shades 
are the best bet, with black a close second. Light weight 
calf in black and medium shades of tan should follow 
for later spring, with a sprinkling of black and brown 
kid. Close stitching and few perforations are recom- 
mended. 


Sincerity Only Real Business Foundation 


The Tuesday morning session was opened by a 
talk by Jackson Johnson, chairman of the board of 
directors of the International Shoe Company, St. Louis. 
Mr. Johnson was born in the South and spent the early 
part of his life on a farm. At 16 he entered a country 
store as a clerk, was afterwards in the retail business 
for himself and later was in the wholesale business 
before moving to St. Louis. He is, therefore, familiar 
with merchandise conditions in the South and attributes 
the success of the concern, of which he is now the head, 
to his intimate knowledge of Southern conditions and 
his knowledge gained through close contact with con- 
sumers—a knowledge which it was impossible for 
Eastern competitors to obtain first hand. Early in his 
business life, he declared, he learned not to discredit the 
customer’s opinion. The customer did not know as 
much about the shoes when the sale was made as the 
merchant knew but when they were worn out the cus- 
tomer knew a great deal more about them. “The 
foundation of every successful business must be hon- 
esty, sincerity,” he said, “and a desire to serve the 
customer in the best possible manner. He who serves 
best profits most.” 

*‘No man can depart from right busi- 
ness principles without suffering the 
consequences. He may stray off on to 
the wrong course, discover his mistake 
and eventually get back, but he has lost 
the time spent on the detour. 

**Nobody ever made a permanent suc- 
cess by selling cheap merchandise at a 
high price. A satisfied customér is the 
best advertisement and a dissatisfied 
customer is continuous walking propa- 
ganda against your business.”’ 
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“The shoe world is more or less crazy about novel- 
ties. Some merchants handle this class of merchandise 
successfully, but in the average store the real profit is 
made on the more staple merchandise. Constant 
changes in lasts, patterns and materials add consider- 
ably to the cost of merchandise all the way through 
from the tanner to the retail merchant. It is difficult 
to add on enough mark-up to novelty footwear in the 
smaller stores to overcome the loss. Rapid style 
changes have simply grown up and no individual 
branch of the industry is responsible for their existence, 
but each branch should do what it can to bring about 
more stabilized conditions. 

“Successful merchandising under pres- 
ent conditions must be based upon 
maximum volume on a minimum in- 
vestment. The increase in volume low- 
ers the percentage of overhead and 
makes for more net profit.”’ 

“In 1922, the International Shoe Company did 
business on a less percentage of overhead than in 1913 
even though rent, salaries and other overhead expenses 
were greater. 

“St. Louis was formerly a jobbers’ market and the 
manufacturing business has practically all been built 
within the last nineteen years. Previous to that time 
most of the shoes were made in New England. Now 
more shoes are made outside of New England than are 
made within it. Business follows the lines of least 
resistance. The population center has moved westward 
and with it manufacturing enterprises to supply its 
needs.”’ 

Address by Sam Davis 


Sam Davis, field secretary of the National associa- 
tion, made a strong talk on organization in which he 
pointed out the great benefit which merchants all over 
the country had derived from the activity of national 
and state associations. “In order that business can 
grow and the associations become more efficient it is 
necessary for merchants to put themselves in an 
expectant attitude,” he said. “Expect something better. 
Work for something better and something better is 
sure to result. The pull-together of a group of men is 
much stronger than the single pull of the same number 
of men working individually.” 

Mr. Davis suggests as a slogan for the shoe business 
“better wear a better pair.” 


Officers Elected 

The following officers were elected at the last day’s 
session : 

President, O. S. Poe, Little Rock, Ark.; vice-presi- 
dents, Morris Ellis, Nashville, Tenn.; Howard Berg- 
man, Greenville, Miss.; and Sam Katzenstein, Pine 
Bluff, Ark.: secretary-treasure, Abe Kempner, Little 
Rock, Ark.; directors, H. H. Watson, Texarkana, Ark.; 
Joe Hart, Helena, Ark.; Robert Love, Memphis, Tenn. ; 
W. T. Carr, Nashville, Tenn.; J. D. Elliott, Greenwood, 
Miss.; A. L. White, Jackson, Miss. 
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Never Were Shoes More Beautiful 


(Continued from page 70) 


Evening Slipper Season Approaches 


The printing of colors on the reverse side of a piece of 
satin was adopted because of the general tendency 
towards pastel colors for evening costumes—since it 
would obviously be bad form to wear a costume in 
pastel colors with footwear in striking contrast. 

As for the uppers, plain silver and gold fabrics are 
neglected. Such have made room for jacquard figures 
in various colors matching the mother of pearl buckles, 
together with the gold and silver. 

One French manufacturer has brought out a pump 
made of an old fashioned Prunella cloth. This slipper 
has a gore on the instep over which a decoration is 
supposed to be posed. 

In brocaded slippers the brocade matches the gown 
with which the brocade slipper is supposed to be worn. 
Lighter colored brocades will be more generally worn 
from now on due to the increased vogue for pastel 
colors. 

Occasionally a brocaded silk fabric is printed in 
colors, the same being applied to the reverse side of the 
satin. This is done so that only a faint presentation of 
the color appears on the right side. 


A Letter from Paris 


Style Report from Leon Lesage, Representing Laird, 
Schober Co., at 10 Rue Saulnier, Paris. 

The season’s demand for footwear in Paris has up to 
the present writing been heavyon FASHIONABLE low 
cuts. There is a good demand for plain staple oxfords 
in patent colt leather and some in glazed kid, the glazed 
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Group your styles so a woman can 
see her entire shoe needs. Advance 
types of sport footwear with every 
stylish material in uppers and 
soles by Stern Bros., N. Y. 


kid in black only; a limited showing of brown kid and 
staple tones of calf leather. 

Among the newer models now are oxfords in negger 
brown and in Grisons, ‘“Nosiette’’ and colored kid. 
Some of these oxfords are with cut out quarters and 
lizzard skin inserts although I do not believe that 
lizzard skins at present will appeal to you. Very few 
styles in staple boots are being sold as yet, although at 
times there is considerable talk of novelty boots. 

In the fashion class, there is today a preponderant 
use of tongue effects, particularly plain types and of 
every size, and with which are growing into popularity 
all sorts of buckles, even rhinestones. Strap patterns 
are still receiving many calls. 

Regarding colors, suedes in gray and light and dark 
brown will be very popular, but, not much demand for 
combinations with patent leather, these lizzard skins 
being used very freely, particularly for trimmings and 
vamps. 

Plain slippers in black satin and dark brown are still 
selling very well for evening wear, and the silver 
brocades are very much in favor. 

Regarding the question of lasts, there is very little 
change. The height of heel is moderate and the full 
Louis very much in vogue. The Cuban Louis is at 
present not much in demand. 





George D. Ormiston Is Dead 


Arkansas City, Kas.—George D. Ormiston died 
suddenly February 13 of heart disease at the age of 75. 
Mr. Ormiston was the head of the Ormiston -Shoe 
Company of this city. He was Vice-President of the 
Home National Bank and Treasurer of the Local 
Building and Loan Company. He leaves a widow 
and one son, Guy A. Ormiston, who succeeds his 
father in business. 
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Two models who showed Shu Kraft shoes at the Ohio Valley Convention in Columbus. On the left is Mary 
K. Campbell, chosen as “‘Miss America’”’ in a recent beauty contest. On the right is Miss Evylin Ruh 


Some Pointers on How to Merchandise 


(Continued from last week’s account of the Ohio Valley Convention at Columbus) 


HE second session of the convention opened 
[Tin an address by A. E. Dodd, manager of the 

Domestic Department of the National Chamber 
of Commerce, dealing with the growing importance of 
distribution of goods as a factor in the cost of them at 
retail. Mr. Dodd displayed a series of interesting 
charts on living costs, wholesale prices for the past 
hundred years, the course of failures and the relative 
costs in various lines of business. He pointed out that 
there is a shoe store for every 748 people in this coun- 
try, and that the only way to eliminate waste in busi- 
ness through poor production, distribution and failures, 
is to educate the business man. 

The open forum session, dealing with the subjects of 
right buying of sizes and the selection of styles, was 
conducted by Harry Savitz of Columbus. Harry 
McLaughlin of Cincinnati said the proper selection of 
styles comes out of a close observation of the factors 
which mould the public demand. He cited for example 
the widespread Egyptian propaganda which will cause 
the sandal to go over big. With reference to the pur- 
chase of the right sizes he suggested the plan of buying 
shoes in groups of one pattern, then buying a full run of 
pairs from 24 to 8 on the one material that is going to 
sell best. Leave off the end sizes on the less popular 
materials. 

Buying from a Size Chart 

L. J. Bergman of Columbus said that he bought 
according to a size chart based on the previous six 
months sales. Benton Orr of Cincinnati stated that he 
buys from a perpetual stock book and that he buys a 


bigger run of sizes on staples than on style patterns. 

Sol Mayer of New York added that style is beauty 
with dash of newness and that a style is fashionable 
until it becomes too popular. Therefore, it is not safe 
for too many merchants to hang their faith upon one 
style. “If you talk too much about this Egyptian san- 
dal it will make it too common and thus kill it before 
you get any action,” said Mr. Mayer. He related that 
colored kid shoes had come out in New York last week 
and that there is danger of getting stuck on them if 
retail merchants are not very careful in their purchas- 
ing. If town merchants. are going to follow Fifth 
Avenue styles they have got to get quick action, Mr. 
Mayer stated. 

Open forum of Wednesday’s session treated the 
subject of accounting and stock records—meeting 
led by John J. Baird. Mr. Baird said that his system 
of records was taken from that suggésted by the Har- 
vard Bureau, that with it he could tell from day to day 
exactly what styles are moving. He considers a check 
on styles and number of pairs more valuable than a 
check on sizes. 

Seaton Alexander displayed a journal form he has 
used for 30 years. It shows a complete record of the 
day’s proceedings such as cash received, pairs sold in 
women’s and men’s classified as to style, the weather, 
shoes received, returns, findings sold, hosiery sold, etc. 


Departments Provide a Check 


Ed Neal of Warren, Ohio, has departmentized his 
store, keeps a complete stock book on pairs for each 
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department and figures turn-over for each separate 
department. He says a merchant’s buying ability 
depends on a knowledge of the number of pairs sold. 

With reference to mark up, the general opinion was 
expressed that retail merchants must have a better 
mark, else they will slip back into the old rut of narrow 
net profits which they were in before the war. 

R. Rosenbach of Chicago, vice-president of the 
National, pointed out that retail merchants do not 
actually get a 40 per cent mark up, for out of a 100 
they do not sell more than 60 pairs at that mark up. 


Officers Elected 


New President C. B. Klingensmith; first vice-presi- 
dent P. W. Crawford; second, C. E. Petot; third, 
Charles Seidenfeld; secretary, Henry Hagemann; 
treasurer, L. M. Wright; Director one year, Seaton 
Alexander. Directors for three years—J. J. Baird, John 
Raab, J. J. Henry. 





How a Baby CarriageChanged a Business 
(Continued from page 76) 


and tongue effects with turn soles and low wood heels 
are prominently featured. 

“We consider proper fitting of prime importance,” 
said J. A. Cox, buyer and manager of the department. 
“Tll-fitting and improperly constructed footwear has 
ruined the health and efficiency of many a man and 
woman. We are thoroughly convinced that it pays big 
dividends in the future to have children grow up with 
good, strong, healthy feet. 

“Width is as important as length in fitting growing 
feet. 

“Our width range is as follows: 


5 -8 B-E 

84-11 A-E 

ll -2 A-E 

244-7 AA-D 
Soft Soled Shoes Carried 


Many shoe stores have ceased to carry infants’ soft 
soles, having abandoned the field to department stores 
and apparel stores selling children’s garments. Not so 
the Robinson store, for it has a handsome mahogany 
cabinet at the front of the store which is used for both 
display and stock of soft soles. 

“The individual sale is small and it often takes con- 
siderable time to sell a pair of soft soles,” says Mr. 
Robinson, “but nothing is too much bother for us if 
it pleases the mother. Even the smallest of them are 
going to wear bigger sizes pretty soon. Then we reap 
the harvest of what we have sown.” 

In the rear of the children’s store is a playroom fitted 
up with a merry-go-round and teeter-totter with which 
the children amuse themselves. Not infrequently, 
women bring the youngsters to the store, put them on 
the elevator and go about their shopping while they 
entertain themselves in the play room. 
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Now Comes the Seven-Eighths Sock for 
the Children 


(Continued from page 84) 


Embroidered “Choo Choo” Design 


Another design thought of by the same resourceful 
inventive genius was the representation of a train of 
“choo choo” cars. The merchant placed one of the 
dainty models in his window and it was readily sold to 
a woman who desired the hosiery as a gift for a neigh- 
bor’s child—and the price—$5—was most cheerfully 
paid. The merchant asked his American manufacturer 
to find for him a clever needlewoman, and the embroid- 
ery was easily and quickly executed. 


Polka Dots Are Attractive 


Polka dot effects will be popular this spring, in va- 
rious sized dots, and in such combinations as Cordovan 
and black and white. There will also be some white 
lisles with clox in pink or other colors; as well as Roman 
stripes and it is stated in many quarters that there will 
be more fancy tops sold this season than ever before. 

Besides the mercerized cottons or lisles and silks, 
there will also be some light weight wools sold for 
camping and vacation use, and as the number of boys’ 
and girls’ camps are increasing yearly, it would not be 
a bad idea to put in a good-sized order for these light 
wool numbers. 

Infants’ Styles Staple 


As to infants’ styles, these are and have ever been 
almost staple. There are white cashmeres, white silks 
and white mercerized lisles; there are also the light 
pinks, blues and other dainty colors, in cashmeres and 
silks and cottons. The infants’ field has not yet 
been invaded by novelties. But there have been so 
many innovations hosiery-wise during the past two 
years that it would not be an entirely illogical supposi- 
tion that babies would always remain immune from the 
“infection of the style bug.”” Who can tell? 

Once more to refresh our memories as to the proper 
sizes in children’s hosiery, we are presenting the follow- 
ing table, giving the size of the shoe which a child should 
wear at a certain age, and also the corresponding size 
in hosiery: 


Shoe Age Hose 
SE. : icilene wes aaa EE nav ecdade eas 4 
EE” ~~» aipecanie hacen WOE Sok ssceee see 44 
34% hiees ean pee ea iekdeens 5 
an §“~eabaskenoeae ee 20 eae 5% 
a. * geeeisvasaeee wae”  Sesater aches 6 
ee. "eee See |” Sevueeccated 6% 
| Re e- 5-6 years 7 
11%-124.........:...7-8 years .1% 
eee 40) we@as ciededee 8-10 years ............8 
14%-2% er | 8% 
34% $9.4¢600000.0% - he PED: So. oslew neds 9 
Ge | nabbdvracuee 15-16 years «2.660.605 91% 
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Leather 
Carl E.Schmidt & Co. Inc 


Detroit, Michigan 
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James 8S. Coward Dead 


Was One of First Retail Merchants in the 
Country to Make a Specialty of 
Accurate Fitting 


New York, March 14—James S. Coward, veteran 
retail shoe merchant, whose name is known all over 
the country in connection with comfort footwear, died 
at his home in Bayonne, N. J., on Sunday night, March 
11, following a short illness of pneumonia. At the 
time of his death Mr. Coward was in his 75th year and 
for more than 40 years he had devoted practically all 
his time and attention to his store, said to be the 
second largest exclusive shoe retail shop in the world, 
at 164-274 Greenwich Street. The store occupies con- 
siderably more than half a block in New York’s down- 
town section and is housed in several adjoining build- 
ings which were taken over or built as occasion re- 
quired, to keep up with the expanding business. 

Mr. Coward entered the shoe business at the age of 
13, in the employ of B. McCloskey at 217 Greenwich 
Street, not far from the site where the large Coward 
store now stands. Later he entered partnership with 
McCloskey and still later bought out his partner. 

Surviving Mr. Cowar dare his son John M. Coward, 
who has been associated in business with him for many 
years and who will continue the business, a daughter, 
Mrs. Harriet Woodruff, and seven grandchildren and 
two great grandchildren. 


Early in his career as a retail shoe merchant, Mr. 
Coward made a specialty of fitting feet that other 
merchants could not fit. This meant the carrying of 
the widest possible size ranges, but he soon established 
a reputation for perfect fitting which, with the modest 
and dignified advertising he did, soon brought in a 
growing volume of business. In addition to fitting, 
Mr. Coward paid special attention to the quality of 
the footwear handled in his store, and his reputation 
for this feature soon became as great as that for per- 
fect fitting. 

A large adjunct of the regular shoe business was the 
making of shoes for people with deformed feet. At 
present the store has a large space devoted to the manu- 
facture of this kind of footwear, located in a new annex 
which was completed only last year. 

It was said of him that for more than 40 years, with 
few exceptions, he took the 6:32 train every morning 
from his residence to his place of business. This record 
he kept up until a few days before his death. In his 
long career he had few vacations, these consisting of a 
few days’ fishing excursion each year. 





New Shoe Stores 


H. and M. Weger, Brockton, Mass. 


Durnil-Chandler Dry Goods Co., 105 North 2d Street 
Muskogee, Okla., shoe department. 
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Mileage Books on Sale May 1 


Boston—The office of the National Shoe Travelers’ 
Association is in receipt of the final and supplementary 
report on the Interchangeable Mileage ticket investi- 
gation to the effect that the Interstate Commerce Com- 
mission has ordered that a non-transferable, inter- 
changeable mileage scrip coupon ticket be issued May 
1, the same to be available at all first-class railroad 
offices in the country. 

To obtain these tickets at minor stations, the pur- 
chaser must give at least three days’ notice, excepting 
Sundays and holidays. The ticket must contain a 
photographic signature, witnessed contract, coupons 
and cover, each bearing the name or initials of the 
issuing carrier and the same form and consecutive 
serial number. 

The limit of scrip book is for one year from date. 
Coupons of scrip books must be exchanged at ticket 
offices. Scrip books of the face value of $90 will be 
sold for $72. 


William Henry Keene Dead 


William Henry Keene, for many years connected 
with the shoe business of New England, more especi- 
ally with the Davis Shoe Co., of Lynn, and the Vic- 
toria Shoe Co., of Boston, passed away March 13, on 
the 83rd anniversary of his birth, at Hingham, Mass., 
where for the last 12 years, he had lived with his son, 
Henry W. Keene. Mr. Keene was a lieutenant in 
Co. D, 8th Mass. during four years of the Civil War. 
He also was a former president of the Oxford Club of 
Lynn, a member of Mt. Carmel Lodge, A. F. & A. M. 
and past president of the Boston Shoe Associates, of 
which he was a charter member. Mr. Keene was well 
known through the South among the wholesale trade 
where he traveled for years. 








Everwear to Have New York Office 


To further improve service to eastern merchants and 
those visiting New York, the Everwear Hosiery Com- 
pany on or about April first, wil! open a sales and stock 
room in New York City. The location is now being 
arranged for. A complete line of samples and a large 
stock of all numbers of Everwear Hosiery will be carried 
at the new branch. 

The New York branch will be in charge of A. L. 
Eller, for many years connected with the sales organi- 
zation of the Phoenix Knitting Works of Milwaukee. 


To Test Sole Leathers 


Washington, March 10—Negotiations are now under 
way with one of the largest shoe manufacturers with 
reference to furnishing the Bureau ‘of Standards here 
with samples for tests to determine the wearing qualities 
of sole leather. The experiments will be conducted for 
a period of six months. The Bureau recently designed 
a special apparatus for the testing of leather soles. 
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Every ° ‘Sporty Boy Wants Crepe Soles 


This shoe will swell your profits. 


IN STOCK NOW 


Gallun’s No. 4 Norwegian, Plain Toe Oxford 


SCOT LAST 


Full Crimp Vamp—Crepe Sole 
Price $6.15—12 pr. lots. Less than 12 pr. orders, 
extra charge 35 cents per pair. 


MEN’S LADIES’ 
Stock No. 200, Widths Stock No. 100, Widths \ 
B, C, D. Sizes 7-11 B, A, B, C. Sizes 4-714 A 
6-10 C & D. 34-7 B & C. 





The Preston B. Keith Shoe Co. | 


Makers of Keith's Konqueror Shoes for Men and Women 
Prockton, Mass. Campello Station | 
Boston Office, 207 Essex Street 
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Striking Straps for Spring 
IN STOCK 


Terms 5% 10 days 





Stock No. B-310—Gray Nubuck vamp and 
quarter. Patent collar and strap, 14-8 Spanish 
Louis heel. A, B,C, Widths.......Price $5.00 


Stock No. B-360—Same pattern as above in 
Black Satin with Black Ooze collar, Satin in- 
MG, Milky My Dy Goo cece . ice 





Stock No. B-330—Pat. 2 button one-strap. Stuck No. B-300—Gray Nubuck one strap. 
Fancy Gray stitching, 14-8 Spanish Louis heel. Patent collar and mel 14-8 du ~~ Louis 
Price $4.50 heel, A, B, C, Widths... . Price $5.00 


COLLINS & STAPLES 


GEO. H. LEWIS, Southern Representative 
GENE RICKER, Boston Office, 183 Essex Street 





Stock No. B-355—Black t -strap. 

Two rows of black silk braid. | Satin covered E. J. WILLIAMS, 189 West Madison Street, Chicago, III. 
8-8 Mili heel. On the “Fl ” ’ 

A, B, C. wi senate Oe esse Price $4.28 Address all correspondence to the factory 











The Boot and Shoe Reorder will appreciate your mentioning the publication in replies to advertisements. 

















makes shoes look new 


ates is a liquid enamel which 
restores that much desired new- 
ness to sole edges and to heels. 


Your customers prefer Repco to any 
other brand of enamel because Repco 
is easily applied without danger of soiling 
hands or clothes. 


Repco contains no varnish, shellac or 
other gummy substance --- but materials 
that protect the leather and prolong its 
life. And, best of all, Repco clings 
firmly and evenly to the surface. It does 
not rub off. 


Repco is made in every stylish color 
--- white, ivory, light gray, dark gray, 
champagne and Havana brown. 
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For sale by Shoe Findings Jobbers 
Better order some Repco today 


UNITED SHOE MACHINERY CORPORATION 
Boston, Mass. 


San Francisco Branch, 859 Mission St. 


J. K. KRIEG COMPANY, New York, N. Y. 


UNITED SHOE REPAIRING MACHINERY CO 
Boston, Mass. 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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That is the underlying thought behind EVANS LEATH- 
ERS. 


To achieve the highest possible degree of quality that 
speats itself in skin after skin, the EVANS Plant is di- 
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MUS Patent Leather the highest atuainment in patent 
leather development. 
MAXIMUS is veritably “the steel hand in the velvet 
glove.” It has an inherent endurance that with 
And on the wearer’s feet it gives a measure of comfort that is 
decidedly unusual, 
nitely 
No n 
can be made than from MAXIMUS 
We’d like to have you convince yourself of this, knowing full 
well that if you once make the test, your trade will never cease 
shoes we ever wore.” 
JOHN R. EVANS & CO 
aoe New hl 
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The New 
ARMORTRED “CUSTOM” HEEL 


Allows the Shoe to set flat and 
e il _] tread flat 


By graduating the heel from back 
to breast (% inch thick at back 
and 7-16 inch at breast, as shown 
above) a perfectly flat striking sur- 
face is afforded. 
















This illustration shows how Ar- 
mortred CUSTOM Heel helps to 
give ~_ whole shoe a perfectly flat 
trea 


This illustration shows how the 
ordinary heel tends to rise and 
strike at the breast, but mot at 
the top. 





Another Important 
ARMORTRED Improvement 


Originated by Quabaug Rubber Co. 


Notice the next line of samples shown you by 
the salesman and see if they tread flat. If they 
don’t, ARMORTRED CUSTOM HEELS will 
correct this fault. Be sure to say “CUSTOM.” 


Quabaug Rubber Co. 


North Brookfield, Mass. 


ARMORTRED 


RUBBER REELS 
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Can You Get Four Stock Turns a Year? 


_ HAT are out of style, broken lots, odds and 

ends of shoes in retail stores worth, Jacobs?” 

I asked this question of a job lot buyer. 

A merchant had asked us to find a buyer for the “‘tips 
and tails” in his stock. 

“Well, maybe one dollar; maybe fifty cents; maybe 
twenty-five cents; maybe ten cents. It all depends on 
styles and sizes.” 

“Doesn’t quality count for anything?” I asked. 

“Quality?}—Well, maybe. If they are too rotten they 
are not worth anything. Sizes. That’s the worst thing. 
Say, I don’t know what some of these buyers are think- 
ing about. And styles; say, they cling on to them like 
they were mummies of their grandmothers. 

“A few months ago I was in Philadelphia. I had 
finished the business I went for and was just looking 
around. I saw a great big store and something told me 
they had some odds and ends to sell. The merchandise 
man and the buyer showed me a batch of shoes which 
they had inventoried at $8,400. I bought them for 
$135.00 and they packed and shipped them for me. 

“Quality—some of those shoes cost them seven, 
eight, maybe ten dollars a pair; but styles, say, some of 
those shoes had been there ten years or more and no- 
body but a Mexican or a Chinaman could wear them: 
and that fellow didn’t have any Mexican or Chinese 
trade. Why they ever bought them I don’t know and 
why they kept them so long I don’t know. 

“What are odds and ends worth? Well just a few 
weeks ago K sold four thousand pairs to a man on the 
Mexican border for eighteen cents a pair. Some of 
them I had paid thirty-seven cents a pair for; but they 
were all little sizes and most of the narrow widths. He 
is welcome to his bargain.” 

A few weeks ago Dan Cohen, of Cincinnati, who has 
grown wealthy by cashing in on other men’s mistakes 
was retailing women’s shoes at twenty-five cents a 
pair. Somebody or probably several somebodies, 
suffered appaling losses on this merchandise. Some of 
the shoes in the lot had cost $6.00 to $7.00 a pair to 
make. Neither the quality of material nor workman- 
ship was at fault; styles and sizes that nobody wanted— 
that’s the reason. 





The Philadelphia concern, to have made a respect- 
able profit, should have got just about one hundred 
times as much for the batch of shoes they junked as 
they actually received for them. It will take the net 
profit on several thousand. pairs sold in a regular way 
at a normal markup to overcome that loss. 

Excessive markup does not solve thes problem of 
profit. True it is that the original markup should be 
wide enough to provide for some mark-down, because it 
is very seldom, especially in merchandising women’s 
shoes of the more fancy types, that the entire lot can be 
sold at the original marked price. 

On the other hand, however, an excessive mark-up 
may so militate against rapid selling that a large per- 
centage has to be sold at a loss and the profit made on 
the few sold at the high price is more than wiped out. 

One of the most successful merchants in the Middle 
West says he has figured all sorts of mark-up on mer- 
chandise. Sometimes when a pattern is unusually 
clever and the material in high favor, he has tacked on 
75 per cent to the cost and for a time would think he 
was getting away with it but pretty soon the com- 
plaints would begin to come in and a large part of the 
excessive mark-up would be dissipated. 

About the best he could figure in the end was fifty 
cents a pair net profit. He decided, therefore, that his 
goal was to sell a maximum number of pairs on a 
minimum investment and make a maximum number of 
sales at fifty cents net profit. 

It has not been his aim to sell all the shoes consumed 
in his city but to serve a given class or grade of men and 
women who want styleful shoes at a medium price. 

His rate of mark-up would seem suicidal to some 
merchants but his large volume of business on his 
small investment and his unusually high rate of stock 
turn have solved his problem. 





An Advertising Error Corrected 


In the ad of the Riley Shoe Company, Columbus, O., 
on page 70 of our February 24 issue, their Arch Relief 
shoe was illustrated under number 6001. The number 
should have been 6011. 
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CHICAGO 


Easter Buying Starts Off Well 


First Day of Sunshine Sees Retail Merchants Busy; No One 
Style Far in the Lead 


HE weather man has turned on the 

spring weather, covered the earth 
with sunshine, and challenged the retail 
merchant to make as good a showing as 
he has. The attractively trimmed win- 
dows in the State Street stores bear 
evidence of their noble efforts. The 
gorgeous displays of new materials and 
spring wearing apparel all show the in- 
fluence of Ancient Egyptian Art on the 
minds of modern designers. Dress mater- 
ials bear the designs, and patterns found 
on Egyptian columns and walls, and the 
combinations of colors are indicative of the 
days of the Ancient Pharaoh. 

With the advent of spring weather 
comes the usual spring fever, and with 
spring fever cones the realization that the 
clothing that has been worn all winter is 
shabby, and a strong desire manifests it- 
self to replace it with some of the new 
styles and brighter colors that are being 
shown. 


Easter Buying Has Started 


After two months of only fair business, 
the retail merchants are anticipating three 
weeks of good business up to Easter. The 
rush has started and merchants are very 
optimistic, for from all indications there 
will be much buying done. 

A general survey tends to show that 
everything is selling. In some stores, 
plain and brocaded satins in straps, and 
satins with patent or suede trimming in 
slashed effects are still holding first place, 
closely followed by patents, and suedes in 
grays and the different shades of brown, 
trimmed with either patent or darker 
colors in kid or calf. In other stores 
patents are still holding their own, while 
in still others, suedes take the lead. Re- 
tail merchants are looking for a good 
amount of business on this material for the 
next six or eight weeks, for as soon as the 
warmer weather sets in, the demand de- 
creases for shoes made of these leathers as 
well as any material that has a heavy or 
wooly appearance. 


Early Showing of Bright Colored Shoes 

Bright colored kid shoes have made 
their appearance in several of Chicago’s 
leading stores. Attractive broad cut out 
instep straps, dainty fancy straps and 
tripple ties have appeared in lipstick red, 
apple green, bright blue, canary yellow, 
and less conspicuous tans and grays. 

While these are decided summer semi 
sport shoes, and can be worn to advantage 
with white or harmonizing colored sport 
costumes, those stores showing them re- 
port several sales at this early date; and 
from the? interest shown, and the orders 


taken for special colors and special styles 
to be delivered later, the prediction is that 
they will be extremely popular for summer 
wear. 


Varied Types of Egyptian Sandals 


These displays of solid colored shoes 
will be followed in seasonable time by 
whites with bright colored trimmings in 
low cut oxfords, straps, and many and 
varied types of Egyptian sandals. The 
Egyptian sandals are believed to be the 
big bet for summer wear, and orders have 
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been placed for this type of footwear in 
many combinations in whites as well as 
patents with bright-hued leather trimming. 


Children’s Styles Closely Fol- 
low Grown Ups 


Children’s shoes follow very closely the 
design of mother’s and big sister’s. In 
the children’s departments may be found 
slashed patent oxfords, patents trimmed 
in beige or gray suede, both in oxfords and 
fancy strap effects for dress wear. For 
school and sport wear may be found tan, 
calf, and pearl and tan elk trimmed in 
gray and darker shades of smoked elk. 
both in oxfords, straps and sandal effects. 
From all indications for Easter trade 
patents with the different trimmings, or 
plain patents, will be the leading sellers 





CINCINNATI 


Warmer Weather the Only Need 


Merchants Have the Shoes and People Have the Money, So 
It Looks Fine for Easter 


ETAIL business among the Queen 

City stores is exceptionally spotty. 
The between-season lull has not passed as 
yet. Sales and special prices have lost 
their pulling power, and all that seems to 
stand in the way of active buying on the 
part of the public is more favorable 
weather. Retailers of ladies’ footwear find 
that during the past week the women are 
shopping quite a bit, but it is agreed by all 
that more spring-like weather is needed 
really to break the lull. 

Although Easter is but three weeks off, 
local merchants still are optimistic over 
the outlook for a good volume of pre-Eas- 
ter business this year. The most obser- 
ving merchants are confident that with 
the quickened movement of spring wearing 
apparel, shoes will come in for their usual 
share. But, in addition to this, it is hoped 
that the weather will be warm enough, 
early enough, so that the white season can 
get well into healthy volume during April 
and May. Then the stage will be more 
satisfactorily set for the exploitation of 
the sandal patterns, in combinations of 
beige and tan calf, as well as new offerings 
in sport oxfords. 


Warmer Weather Needed 


“Business will be good as soon as the 
weather gets warmer,” says Mr. Latham, 
manager of the John Shi'lito shoe depart- 
ment. Mr. Latham reports that on the 
whole the buciness ir. his department has 
been fairly good. He feels that the sand- 
colored beige will be good this spring. He 
also thinks that gray will be a good seller 
for early spring. Satins are holding their 
own at the Shillito department and are 
considered more or less a staple by Mr. 


Latham. This week the John Shillito 
Company is celebrating its 93d Anniver- 
sary, and upon the occasion they are offer 
ing special values in two tone brown welt 
oxfords, another oxford in gray ooze 
trimmed in black calf, and a wide one 
strap beige with brown calf trimming, and 
an 8-8 heel. The new ba-ement depart- 
ment of the John Shillito Co. is doing a 
rapidly growing business, according to 
Manager Barney Wold. Mr. Wold re- 
cently took charge of the department, 
having previously been connected witb 
Stix, Baer and Fuller, of St. Louis, and 
pr-or to that with Carson, Pirie and Scott, 
of Chicago. This-department is handling 
a full line of stylish footwear at prices up 
to $6.50. 


J. P. Orr in Florida 


J. P. Orr of the Potter Shoe Company, 
is spending a pleasant winter vacation in 
Florida. Mr. Orr is quite a fisherman, 
and naturally some pretty good stories 
come back to his store now and then. He 
is expected back in Cincinnati in the early 
part of April, in time to see the opening 
game of ball at Redland Field. Mr. Orr 
is a director of the Cincinnati Base Ball 
Club. 


Makes Plea for Smaller 
Merchant 


Harry McLaughlin of the Potter Shoe 
Company, and chairman of the National 
Styles Committee, states that he was 
very much pleased with the program of 
the recent convention of the Ohio Valley 
Retail Shoe Dealers’ Association. He 
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thinks the program was full of good sub- 
stantial information, which is exception- 
ally valuable to the larger merchants, but 
he feels that it is somewhat doubtful 
whether the smaller retail merchant gets 
as much out of the conventions as he 
should. Mr. Mclaughlin feels that every 
local and state association should make it 
a point to direct its meetings more and 
more for the benefit of the smaller mer- 
chant. He believes this can be accom- 
plished through better organized open 
forum sessions. 


W. A. Julian May Go on 
Southern Board 
Recent gossip in political circles has 
named W. A. Julian chairman of the board 
of directors of the Julian & Kokenge Com- 
pany, as a likely possibility to fill a va- 
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cancy on the board of trustees of the 
Southern Railway. Mr. Julian was 
formerly president of the Duckworth Club 
of Cincinnati, a Democratic organization, 
and in 1920 he was Democratic candidate 
for the United States Senate. 


New Hosiery Shop Opened 


Mrs. W. H. Long recently opened an 
exclusive ladies’ and children’s hosiery 
shop at 23 Arcade. 

R. Rosenbach of Chicago, and A. N. 
Blake of Boston, were visitors in the city 
during the past week. 

W. N. Schafstall, local agent for Ein- 
stein’s satins and white Texelect cloths, 
is now handling the line of lasts of C. C. 
Kempton & Sons, Inc., of Philadelphia. 





ST, LOUIS 


Good Business Is Reported 


Federal Reserve Bank Notes Continued Increase in Volume 
with Scarcity of Skilled Labor 


HE monthly review of business con- 
ditions in the Eighth Federal Reserve 
District just issued, reports production 
and distribution of merchandise during 
the past 30 days as relatively larger in 
volume than usual at this time of the 
season. The report in part follows: 
“Production and distribution of mer- 
chandise in this district during the past 
30 days according to reports of leading 
interests in the lines investigated, was 
relatively larger in volume and showed 
heavy gains over the corresponding 
periods during the two preceding years. 
The demand for all varieties of commodi- 
ties is active, and in some important lines 
notably textiles and iron and steel, busi- 
ness was restricted by inability to turn 
out or procure goods to forward on the 
deliveries specified in orders offered. Re- 
tail stocks generally are light, both in the 
city and country, and wholesalers and 
jobbers report an abnormally heavy 
volume of small fill-in orders for immediate 
shipment. This is construed as meaning 
that retailers underestimated their re- 
quirements and demand of actual con- 
sumers have augmented with increased 
employment, improved conditions and 
higher prices in the markets for farm 
products. 
Wholesale Trade Brisk 


“The number of buyers at the whole- 
sale establishments in the large cities 
during the late January and the opening 
weeks of February, was larger than any 
similar period since 1920. While their 
purchasing still indicates caution and 
conservatism, the size of orders placed 
and variety of goods taken reflect a greater 


degree of confidence in the near future at 
least. Committments for forward delivery 
are steadily increasing, and in most lines 
are close to levels recognized as normal 
in pre-war years. 

“The recent cold weather has served to 
stimulate the movement of winter mer- 
chandise such as heavy clothing, rubber 
footwear, fuel, etc., which had lagged 
somewhat earlier in the season. From 
some sections come complaints of a slow- 
ing down in retail trade, due to snows, 
rains and heavy roads which prevented 
farmers coming to town and kept shoppers 
indoors in the cities. Reports, direct and 
indirect, bearing on manufacturing indi- 
cate increasing activity. Replies to ques- 
tionnaires from virtually all leading in- 
terests show heavier outputs than a year 
ago and a number point out that their 
production would have been larger but 
for the fact that they were unable to 
secure labor and raw materials sufficient 
to employ more of their plant capacity. 


Skilled Workers Scarce 

-“A scarcity of skilled workers is re- 
ported in the boot and shoe, iron and 
steel, and several other industries. Com- 
ment is made, especially in the South, of 
the heavy movement of farm labor to the 
industrial centers and apprehension is felt 
that a shortage may develop in the cotton 
section next spring. The trend of wages 
continues upward, though no actual scale 
advances were reported in any large in- 
dustry during the period under review. 

Price movements were somewhat irre- 
gular, but the upward tendercy in certain 
groups of commodities noted in the pre- 
ceding issue of this report continue in 
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force. Boots and shoes were steady but 
changes noted were mainly slight upward 
revisions. Collections in all parts of the 
district were reported good. Wholesalers 
in large centers report their customers 
are taking advantage of discounts al- 
lowed for prompt payments.” 


Retail Business Improved 


Indications during the past six days 
are that the retail shoe business is on the 
upward trend. While reports from a num- 
ber of stores present a spotty condition 
throughout the “shoe belt,” still there 
were enough who claimed increases in 
business to justify the statement that 
business was improving. What hampered 
what purported to be a very good week 
was the rain on Saturday. It started 
about two o’clock and continued until 
closing time. This stopped the buying 
and turned what would have been an 
unusual day in point of sales, into only a 
mediocre one. 

However, one of the biggest stores ,re- 
ported that it had one of the best Satur- 
days experienced in a long time. This 
could not be said of a majority of stores. 

Gray suede continued to be good with 
increased prestige during the past week. 
The figures from the largest store which 
were given the Recorder correspondent 
are as follows: Tan calf walking oxfords, 
25 per cent; satin, 35 per cent; suede, in- 
cluding both beige and gray, 40 per cent. 
Straps, also, outnumber the small tongue 
effects by a good majority. All-over gray 
has a better cal) than the trimmed shoes. 
This does not apply however to beige, 
which is forging ahead rapidly, the call 
for which is being heard more frequently 
each week. After gray it appears very 
much that beige will have its fling. 

Sandals are the big bet looked forward 
to, after the Easter business. May 1 is 
anticipated by most retail shoe merchants 
to be the time for the debut of this popu- 
lar number for summer selling. 


C. E. Williams Makes Address 


C. E. Williams of the C. E. Williams 
Shoe Company addressed the sales force, 
department managers and officials of the 
Roberts, Johnson and Rand Shoe Com- 
pany during their sales conference which 
was held during the past week. Williams 
impressed upon the salesmen their respon- 
sibility in representing the largest hose 
manufacturers in the world, and that they 
were the contact between the house and 
the customer who would receive his im- 
pressions of the organization through the 
individual] salesman. 


Weber Shoe Co. Opens New 
Store 


The Weber Shoe Company, one of the 
oldest retail shoe stores in the city, estab- 
lished in 1869, opened March 10th, their 
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downtown store at 414 North Seventh 
Street. The company formerly operated 
a store at 4226 Olive Street. The present 
downtown location is in the heart of the 
retail shopping district and alterations 
and improvements have transformed the 
store into one of the finest in the city. 
The interior is finished in blue and ivory 
with shelving of Circassian walnut. There 
is capacity for 7000 boxes with additional 
room in the basement for surplus stock. 
A hosiery and findings department will 
be placed in the front of the store. Chairs 


~ 
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of walnut with blue velour upholstery will 
be used throughout. A reception room 
for the women has been installed in the 
rear of the store. The office will be 
located on the balcony, which has been 
built across the width of the store in the 
rear. The store will carry men’s, women’s 
and children’s shoes. Its women’s line 
will be replete with novelties as well as 
staple shoes. Six sales people will be em- 
ployed in addition to the two proprietors, 
John and Vincent Weber, who are experi- 
enced shoe men. 





MILWAUKEE 


Retail Volume Steadily Increases 


Factories at Top Speed, Also, and Outlook Is Decidedly 
Encouraging 


ORE cheerful is the composite re- 

port of Milwaukee retail shoe mer- 
chants concerning current trade. The 
complexion of business has improved, and 
clearance sales publicity has disappeared, 
putting the local trade into the position of 
looking after spring business with all the 
force at their command. Trade is becom- 
ing increasingly more active with the ap- 
proach of Palm Sunday and Easter and 
volume is assuming very satisfactory pro- 
portions, all departments sharing in the 
activity. 

Children’s Goods Move Well 


During the past week a feature of trade 
was the early demand for footwear for the 
boys and girls of the denominations which 
observe Palm Sunday as confirmation day, 
requiring new apparel. The bulk of this 
business is expected, as usual, to come 
during the present week. In the week 
following merchants look for a strong con- 
tinuance, on the basis of Easter dress-up 
requirements, not only for children, but 
people of all ages. 


Factories al Top Speed 


The boot and shoe factories in Milwau- 
kee and elsewhere throughout the state of 
Wisconsin are running at maximum ca- 
pacity and still their unfilled orders have 
increased in the past two or three weeks. 
This is due to the tendency of many mer- 
chants to wait until the last minute to 
place orders for final allotments of spring 
stocks, and it will probably be truer this 
year than ever before that disappointments 
over inability to obtain all the merchan- 
dise needed will be great. Were capacity 
even larger than it is, and competent help 
in greater supply, it is believed | ardly 
likely that Milwaukee and Wisconsin fac- 
tories could possibily fill all orders for 
delivery by April 1 on time. 


Style Show Season Opens 


Spring business is about to experience 
a decided stimulant in the form of the 


annual spring style shows, individual and 
collective, of retail merchants in all lines 
of wearing apparel. The coming week 
will witness such activities in Milwauke 
and generally throughout the state. More 
small communities than ever before have 
arranged style weeks, either by the ef- 
forts of the principal shop or by a group 
of merchants. The value of these activi- 
ties has been demonstrated strongly and 
the idea consequently is becoming wide- 
spread in its adaptation. 


Makes Important Improve- 
ment 


The Western Leather Co., 878 Marshall 
Street, Milwaukee, manufacturing leather 
heeling, insoling heels, counters and welt- 
ing stock, is undertaking important im- 
provements in its plant. The power 
house will be enlarged first and contracts 
are now being let for construction and 
equipment. Charles F. Pfister is presi- 
dent; August H. Vogel, vice-president; 
Albert O. Trostel, secretary-treasurer, and 
F. H. Fielder, managing director. : 


Oshkosh Stores Merged 


An important business transaction is 
the purchase of the S. Heymann Co., of 
Oshkosh, Wis., by the Henderson-Hoyt 
Co., of the same city, which united two 
of the largest dry goods, boot and shoe and 
general department store concerns. The 
deal involved $500,000. The Henderson- 
Hoyt Co., which intended to erect a large 
new store building, has postponed the 
project, having been able to secure addi- 
tional space to enlarge the Heymann store 
building, where the consolidated business 
will be conducted. 


Phoenix Has Good Year 


The effect of general improvement in 
business is reflected in the first consolidated 
income account statement of the Phoenix 
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Hosiery Co., Milwaukee, formerly the 
Phoenix Knitting Works, and now re- 
garded as one of the largest producers of 
hosiery in the world. Earnings in 1922 
were equivalent to 48 per cent of the 
$4,000,000 cumulative preferred stock 
outstanding, and $9.20 a share on 175,000 
shares of common, after deducting fixed 
dividends on the $4,000,000 preferred and 
$500,000 second preferred. The corpora- 
tion is in a strong cash position, with total 
assets of $12,192,332 and total current 
liabilities of $2,869,992. 


Fine New Hotel Opened 


Of interest to shoe travelers and of pride 
to the boot and shoe manufacturing indus- 
try of Fond du Lac, Wis., is the formai 
opening of the new Hotel Retlaw, which 
has been erected and equipped at a cost 
of over $600,000 by Milwaukee and local 
capital. This gives Fond du Lac one of 
the largest and finest hotels in Wisconsin. 
Fond du Lac is the seat of the large Fred 
Rueping Leather Co. and the Menzies 
Shoe Co., besides other extensive indus- 
tries closely affiliated with the boot and 
shoe trade. 


Joins Jung Road Staff 


Henry V. Nelson of Waupaca, Wis., 
has accepted a position on the traveling 
force of the Jung Shoe Co., Sheboygan, 
Wis., and assumed his duties March 15. 
Mr. Nelson is moving his family to Ste- 
vens Point, Wis., where he will make his 
headquarters. 


A Tip to Advertisers 


“Never use slang in advertising copy,” 
was one of the principal points about ef- 
fective advertising related to the Adver- 
tising Club of Madison, Wis., by W. L. 
Miller, a prominent local advertising 
expert who was guest of honor at the regu- 
lar bi-monthly luncheon. “Slang in ads 
is rude and coarse. Doubtless current 
slangis forceful, spicy and often convenient, 
but those who use it usually have a limited 
vocabulary.” Concerning the need of sim- 
plicity, Mr. Miller said, ‘Not only is a 
confused reader less likely to act favorably 
on buying, but simplicity means economy 
of time and energy on the part of the 
reader. Short words, short sentences, 
short paragraphs, each carrying a punch, 
make up the best advertisement.” 


Partnership Is Dissolved 


B. O. Smith has retired as a partner in 
the retail shoe firm of Smith & Kaltenacker 
Wisconsin Rapids, Wis., and the business 
will be continued by F. J. Kaltenacker, 
George J Bronson, head salesman, and 
Charles E. Johnson, in charge of the repair 
department, remain with the concern. 
Mr. Kaltenacker will continue to feature 
the Utz & Dunn, Nunn & Bush and G. 
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Edwin Smith lines and Black Cat hosiery. 
The store slogan is “Style Shoes of Qual- 
ity.” 


Form Business Men’s Clubs 


The growing tendency among business 
men in the smaller communities to or- 
ganize commercial clubs is reflected further 
by the formation of Chambers of Com- 
merce at Bloomer and Spooner, two thriv- 
ing villages in Northern Wisconsin. Ways 
and means for encouraging farmers to 
trade in these communities rather than 
sending orders to metropolitan mail-order 
systems are principal objects. J. D. 
Thomas was elected president of the 
Spooner Club, and J. A. Morrison of the 
Bloomer Association. 


Kill ““Cobbler’s Bill” 
The Eber Bill introduced in the Wis- 
consin Legislature, aiming to create a com- 
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mission to supervise the business of shoe 
repairing and requiring a two-year ap- 
prenticeship, has been killed by the lower 
house despite a favorable recommenda- 
tion from the committee on manufactures 
and commerce. The bill aroused strong 
opposition, especially among proprietors 
of retail shoe stores maintaining their own 
repair departments. The public generally 
was opposed to it on the point that “there 
already are too many commissions in 
Wisconsin.” 


Conducts Reorganization 
Sale 


The C. G. MacNish Co., a leading re- 
tail shoe concern of Stevens Point, Wis., 
has just concluded a successful sale and 
the direction of the King Sales Service, 
Minneapolis, Minn., represented by L. R. 
Fairbanks. It expects to make definite 
announcement soon regarding future mer- 
chandising policies. 





LOS ANGELES 


Whites Beginning to Move 


But Shades of Gray and Light Brown Still Hold Their Own; 
Satins Good for Dress 


F the weather continues as warm and 

balmy as now there is no doubt but 
that the next few weeks will see a record 
amount of white shoes sold. Already they 
are appearing on the streets and shoe mer- 
chants state they are having many calls 
for them. At present the various shades 
of gray and light brown are outselling 
everything else. Beige and bamboo are 
not so popular as gray but are among the 
much wanted shades. These are most 
frequently seen in combination effects and 
in sports shoes. Satins are still very good 
for the more dressy occasions. The local 
department and clothing stores are having 
their spring openings and the windows are 
dressed appropriately with the new modes, 
in which the shoe stores join. The streets 
are thronged with tourists and business is 
reported good everywhere. 


Lattice Tongue Pumps 


Among the new shoes Mr. Bush, of 
Wetherby-Kayser’s, brought home on his 
last trip are lattice tongue pumps, in white 
kid and in black satin. The tongue in 
this instance is an enormous affair, as Mr. 
Bush says they are either very large or 
very small. Lattice work and overlays 
are decidedly the smartest thing shown 
here. Black and white combinations are 
again coming to the fore, especially in kid 
shoes. 


New Last Popular with Men 


A new man’s shoe which is exciting quite 
a bit of comment is the Rocker last, shown 


by Hamilton’s, the Stacy-Adams Store. 
The men are not so slow to adopt this 
shoe either, judging from the fact that 
Hamilton’s have put in a good-sized re- 
order on them. This shows that men are 


109 


at heart just as keen on novelty footwear 
as the ladies, if it is only presented to them. 
This style is shown in black and tan lea- 
thers and in low and high shoes. Other 
shoes shown by Hamilton’s include the 
fringe seam effect, trim and outside apron. 
The soft toe is a popular feature of this 
class of shoe. 


Buyer Heads for East 


George Mudgett, of Mudgett’s, is start- 
ing East to look over the style situation. 
Since moving into his new location busi- 
ness has increased wonderfully and he 
handles nothing but high grade novelty 
shoes and hose. 


Banquet for Mr. Keith 

On his recent visit to Los Angeles, 
Harold C. Keith, President of the Geo. E. 
Keith Company, was banqueted by the 
local Walk-Over organization. This was 
Mr. Keith’s first visit in six or seven years, 
and although the city has grown tremen- 
dously since that time still he recognized 
some old landmarks. Mr. Paul Jesburg, 
head of the Walk-Over stores here, is busy 
with his style committee and plans for the 
state convention in June, which will be 
held in San Francisco. Details are not yet 
ready for publication, but plans are well 
under way for a great gathering of shoe 
men. 

Among the novelty hose being sbown 
locally is a gray silk with black French 


seam. 





CLEVELAND 


Oxford Types Selling Freely 


Buying at Retail Continues Good with Easter Footwear 
Sales Not Yet in Evidence 


HE retail shoe business in Cleveland 

during the week that ended March 10 
kept up the pace that it took on suddenly 
the first of March, when the weather was 
so mild that persons began to discard 
their galoshes. Oxfords have been the 
leader in this March patronage. The 
real buying for Easter has not started; 
Merchants are agreed that trade is much 
better in March this year than it was in 
the same month a year ago. 

Industrial conditions here continue to be 
favorable for big business. The factories 
are going at a normal rate and the build- 
ing trades will soon get into full swing 
with many thousands of highly paid 
skilled workers going into the market 
much stronger than they have been dur- 
ing the dull months of winter. 


Beach Boot Shop Opens 


Mose Sperro, local representative for the 
Central Shoe Co., reports that the Beach 


Boot Shop has been opened at St Clair 
avenue and E. 152nd street in this city. 
The proprietors are Matthews & Borgers. 
They opened their first store in Waterloo 
Road a year ago, and their trade has 
grown to such an extent that they have 
enlarged their business holdings. 

Both are young men, who clerked in 
local retail shoe establishments for many 
years. They are well known to the trade; 
are energetic, honest and reliable. 

Sperro, who moved his offices some 
time ago from the 7th floor of The Arcade 
to 349 The Arcade has taken on a helper, 
Donald Naismith. This step was taken so 
that the offices may be open at all times 
through business hours and to better take 
care of the growing patronage. 


Sandal Boom Predicted 


Gray has continued to be a good color 
and combinations with gray are popular in 
this city. Sandals are counted on by 
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several merchants interviewed to be 
certain for a good run of business this 
spring and coming summer. Cut outs in 
any leather are the biggest and best 
prospects. Sandals in sport leathers also 
are counted on for good run of business. 
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The sandals are expected by some to cut 
into the demand for sports this year, al- 
though with two new gold courses being 
prepared for play this year, other dealers 
say that the sales of this model this year 
will equal the volume of a year ago. 





COLUMBUS 


Gray Suedes Most Popular 


Sport Models Favored for Spring if It Comes Early; Men 
Buying Black Plain Toe Patterns 


eo MER weather is what is 
needed.”’ This assertion by one 
of our leading merchants was proven true 
with the arrival of three nice balmy days 
in succession, when business boomed. But, 
with the weather changing suddenly, the 
demand for footwear dropped off. 

Gray suedes are proving very popular, 
according to reports. Merchants say 
that the demand for grays are very good 
and that patent straps trimmed with gray 
suede are also forging to the front in some 
of the stores, while in some of the other 
shoe departments this style is not moving. 
All the retail merchants agree that satins 
are slowly giving way to the new styles of 
novelties. The opinion among the local 
merchants is that with an early spring, 
sport models will be in demand. 


Men Buying Blacks 


Men’s black oxfords are in great demand 
according to information from merchants. 
This color in plain toe, with the creased 
forepart, is the leader at this time, accord- 
ing to J. J. Kaltenbrun, proprietor of the 
Crawford Bootery. Next to this style is 
the new brogue pattern in black. Tans 
are not selling as well at this time as ex- 
pected. 


To Open New Junior Depart- 
ment 

Within the next week, remodeling of the 

Junior department of the A. E. Pitts Com- 

pany, of which Jobn J. Baird is president 

and general manager, will be completed. 


This department, when finished, will be 
one of the finest decorated and arranged 
departments of its kind in this part of the 
country. 


Mrs. W. O. Jamieson Dies 


It is with regret that we announce the 
death of Mrs. W. O. Jamieson, wife of the 
proprietor of the Walk-Over Shoe Com- 
pany of this city. Mrs. Jamieson had been 
iil only a short time. 


A Savings Profit as Well as a 
Living Profit 

At the annual banquet of the Ohio 
Valley Retail Shoe Dealers’ Association, 
F. A. Miller, president of the Godman 
Shoe Company, was one of the principal 
speakers. Mr. Miller emphasized one 
point in which every retail shoe merchant 
in attendance was especially interested. 
He said that the merchant not only is 
entitled to a living profit, but he is also 
entitled to a savings profit. 


Orthopedic Shoe Going Well 

The Riley Shoe Company reports a very 
satisfactory business for the first few weeks 
of 1923 on their Arch Relief Shoe. The 
demand for this shoe as indicated by their 
production, is showing steady increase 
from month to month. They began 
manufacturing the shoe in 1919. In 1920 
they showed a gain of 100 per cent over 
the previous year. 1921 showed a gain 
of 300 per cent over 1920, and 1922 showed 
a gain of 95 per cent over 1921. 





ATLANTA 


Wholesalers Report Good Increase 


Entire Southeastern District in Good Shape, Say Reports; 
No Tendency to Overbuy on Part of Retail Merchants 


CCORDING to the last monthly 

report of the Federal Reserve Bank 
of Atlanta, covering retail, wholesale and 
general business and industrial conditions 
in the Southeast, the district at this time 
is in the best shape, financially and other- 
wise, that it has been since the inflation 
period immediately following the war, 


with the outlook giving every promise 
that 1923 will prove an unusually pros- 
perous year for all lines of business and 
industry in the section. 

The bank advises that it has just re- 
ceived a definite report of sales made by 
the wholesale shoe jobbers in the district 
during January, and that a compilation 
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of the records of 12 of the leading jobbers 
shows a decidedly healthy tone to the 
shoe business. These 12 reports are 
widely scattered, including three jobbers 
in Atlanta, and the others from jobbers 
in Birmingham, New Orleans, Nashville, 
Knoxville, etc. The three Atlanta jobbers 
report a gross sales increase in January 
of 25 per cent over December, while the 
other nine reports from other cities 
showed only a comparatively small in- 
crease in January over the previous 
month. The average increase for the 12 
jobbers reporting was 9.5. Among the 
three Atlanta jobbers and increase of 46 
per cent was shown in January sales as 
compared with the same month in 1922, 
and as in the above case a lesser increase 
in the other cities. The average increase 
for the whole district was 26.6 per cent. 


Shoe jobbers advise that there is no 
tendency on the part of the retail mer- 
chants to over buy, but that they are 
making their purchases on a conservative 
basis in spite of these increases. This is 
due to the fact that it is practically cer- 
tain the next few months will witness an 
unusually prosperous period for the retail 
sboe stores, due to the excellent condition 
of the district and the fact that there is 
plenty of employment. Agriculturally 
the South has passed through one of the 
greatest years of prosperity in its history, 
and this means much to the betterment of 
Southern: business. 


Farmers Are Prosperous 


Where the farmers a year ago were in 
low financial straits, this year they are 
decidedly prosperous, with a buying 
power at least 100 per cent greater than 
it was at this time in 1922. Cotton has 
maintained high prices for many months, 
and in Atlanta spot prices passed the 31 
cent per pound mark the first week in 
March, the highest price in the past three 
years. Furthermore, this is by far the 
highest price cotton has ever reached in 
the past 35 years outside of war times, 
and it means a substantial profit to the 
growers. Naturally such a condition re- 
flects to the welfare of all lines of Southern 
business, and trade has been unusually 
good, especially in the smaller towns and 
communities where the dealers are more 
dependent on rural custom than elsewhere. 

As to jobbing shoe sales in February, 
no definite figures are as yet available or 
will be before the end of the present 
month, but the jobbers state they are 
looking for the figures to show a very 
substantial increase over the same month 
in 1922. 

Collections Much Easier 


Another evidence of the remarkable 
business improvement the district has 
experienced, is shown in the reports of 
jobbers, not only in the shoe field but 
elsewhere as weli, that collections. now 
are the best uhey have been in a number 
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of years. Many merchants are regularly 
discounting their bills and during the past 
three or four months have been able to 
practically wipe out their old debts, with 
the result that it is now believed by job- 
bers in Atlanta that retailers now owe 
less than they have in several years. 

In the Atlanta retail shoe stores, spring 
merchandise has been on display for the 
last two or three weeks, and with warm 
weather beginning to show up some spring 
buying of footwear is being done. As yet, 
however, the demand is comparatively 
slack as compared to what it will be in 
another two or three weeks, though most 
of the dealers state business as a whole 
right now is considerably better than it 
was at this time in March, 1922. Most 
of the dealers, and especially those in the 
smaller towns, are carrying substantially 
larger stocks of spring footwear this 
season in anticipation of a big volume of 
business, probably the largest stocks they 
have carried ir the past three seasons. 


Many New Stores Opened 


Another evidence of business improve- 
ment is shown in the unusually large 
number of new stores that have been 
established in this section the past month 
or so, a larger number, the banks report, 
than in some years over this same period 
of time. Among the new firms established 
than handle footwear are the following: 

The Brock & Spight Co., formed with 
$200,000 capital, at Decatur, Alabama, 
by William R. Spight and associates, to 
establish a new department store in that 
city. 

The Seymour Langford Company, 
formed with $15,000 capital, to establish 
a general mercantile store at Mobile, Ala- 
bama, William D. Seymour heads the 
company. 

Charles H. Davis, president of the 
North Knoxville Business Men’s Club, 
states that a new dry goods and shoe firm 
is to shortly establish in Knoxville, having 
a capital stock of $50,000. 

Campbell Shoe Company formed at 
Montgomery, Alabama, to establish a new 
retail shoe store; capital stock is $35,000. 

In addition to the above, there have 
been several mercantile establishments 
formed in smaller towns and communities, 
and a number of already established firms 
are planning to build. 

Eisman’s, of Atlanta, one of the city’s 
oldest clothing and shoe stores, is estab- 
lishing a new store next to the George 
Muse Clothing Company, in downtown 
Atlanta, investing $50,000 in remodeling 
a building at 56 Peachtree Street, to re- 
place the Eisman store destroyed by fire 
some months ago. 

The Effird Department Store Company, 
of Charlotte, North Carolina, operating a 
chain of several stores in the two Carolinas 
is building a new $100,000 store building 
in Charlotte, six stories in height. The 


J. B. Ivey Company, of Charlotte, is also 
constructing a new department store 
there of the same number of stories as the 
Effird store. 

Announcement was made the early 
part of March by J. Blach & Sons, operat- 
ing a large department clothing store at 
Birmingham, Alabama, that a new build- 
ing is to be constructed this year that will 
represent an investment of nearly 
$1,000,000 when completed. 

The Keely Company, of Atlanta, a de- 
partment’ store, is remodeling its shoe 
department, and when the work is finished 
will have a department about twice as 
large as the present one, and what the 
company claims will be one of the largest 
shoe departments operated by any store 
in the South. 


To Go after Cuban Trade 


A group of several jobbers and manu- 
facturers of Atlanta, including represen- 
tatives of Atlanta’s two principal shoe 
factories, the J. K. Orr Shoe Company, 
and the M. €. Kiser Shoe Company, will 
make a trade trip to Havana, Cuba, the 
early part of April, the purpose of the trip 
being to further stimulate trade relations 
between Cuba and the manufacturers of 
the Southeast. Atlanta factories now sell 
approximately $1,000,000 worth of their 
products to Cuba per year, a large part of 
which is shoes and leather products. 


Plan Co-operative 
Advertising 


The Atlanta Retail Merchants Associa- 
tion is planning to carry out this year a 
determined publicity campaign, directed 
to the Atlanta buying public, the funda- 
mental idea of which will be to thoroughly 
acquaint the Atlanta public with the 
opportunities the city offers as a trading 
center; it will also be directed against the 
itinerant merchant who is here today and 
gone tomorrow, and who is more or less of 
a thorn in the side of the legitimate 
dealers. 





Shoemen Like Lectures on 
Foot Anatomy 


Detroit, Mich—That shoemen are 
keenly awake to the desirability of know- 
ing foot anatomy and scientific shoe fit- 
ting is clearly shown by the fact that 141 
students representing 60 stores enrolled 
for the Post Graduate Course in Practi- 
pedics held at Detroit, March 5 to9. This 
course also will be given in a number of 
cities during the spring and it is certain 
the attendance will be very large. The 
lectures, delivered by a specialist in foot 
correction, cover five evenings and are 
without charge. The Detroit shoemen 
declared the course was most interesting 
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and helpful. It dwelt not only on the 
mechanical consideration of the foot, but 
included an instructive clinic and ex- 
cellent lectures on salesmanship. 

The American School of Practipedics, 
founded by The School Mfg. Co., has 
graduated many thousands of students 
who have found the course exceedingly 
practical and profitable in its application 
to selling shoes and providing foot com- 
fort. 





Southern Merchants Calling 
for Shoes 


Severe winter conditions which have 
prevailed in the northern parts of the 
United States during the past three 
months, have seriously handicapped the 
sale of leather footwear. Advices re- 
ceived by Brockton manufacturers from 
salesmen and customers are to the effect 
that the bulk of sales in retail stores during 
the past 90 days have been rubbers and 
overshoes. With the least let up in 
weather conditions, merchants say there 
will be a tremendous amount of buying of 
seasonable leather footwear. They have 
the stocks in hand, and with the Easter 
trade approaching, are looking forward ‘to 
a substantial business in leather shoes. 
Although the manufacturers of leather 
footwear have felt some loss of business, 
yet the merchant through his cash sales in 
overshoes in is a good position to pay for 
his Spring goods. In the Southern States 
Spring trade has already opened well. 
Brockton manufacturers are receiving 
calls for additional shipments in footwear 
for the Easter trade. Southern merchants 
are below the line of ice and snow, which 
is so strongly marked in the Northern 
States. They have anticipated Easter 
trade by large sales of goods already 
received and are now urging manufacturers 
for further deliveries to replenish stocks 
for Easter. All that is needed now in the 
Northern States is a relaxation of Winter’s 
grip to develop similar conditions, with 
reorders for made-in-Brockton footwear. 
It is now barely two weeks to Easter 
Saturday, the “big day” in retail shoe 
merchant’s sales. Brockton factories are 
congested with goods which represent 
last minute shipments. 





Hirschfield with Port Ches- 
ter Store 


Irving E. Hirschfield, for the past two 


- years manager of the Shirley Shoe Shop, 


New York, is now in charge of 1. Gold- 
berg & Sons shoe department of Port 
Chester, New York. 





Charles Rogers 


Charles Rogers of Minneapolis, will 
cover the Northwest for A. M. Creighton 
of Lynn, Mass. 
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RECORD BREAKING SALES OF 
OUR STOCK STYLES 
STALL DELIVERIES 


Not anticipating such demand for our in-stock lines, we 
have been unable to supply our customers as promptly 
as we desire. However, we are doing our best, and will 
ship in-stock orders as fast as our plant will allow. On 
some numbers we can deliver in seven days. On others 
we can ship at once. 


No. 823—Patent Chrome 
one strap. Spanish Junior 
Louis full breasted cellu- 
loid covered heel. Im. Fr. 
Cord binding. Leather 
quarter and sock lining. 
Solid leather grain counter. 
High grade sole. Ocean 
Pearl buttons. Sizes 2 '« -8. 
B, C. 














Price 
$3.75 


No. 713—Like 823 in black -. Full breasted Spanish Junior Louis 
covered heel. Sizes 244-8, B, C Price $3 75 


ORDERS FILLED IN ROTATION 


No. 506—Two-button one 
strap, same as 513, with 
9-8 Military covered heel. 
Sizes 214-8, B and C. 


Price 
$3.90 


No. 513—Two-button one 
strap, Ocean pearl buttons. 
Patent leather vamp and 
inlay. Gray Buck quarter, 
13-8 Spanish Junior full- 
breasted covered heel. Im- 
itation French cord silk 
binding. Leather quarter 
and sock lining. Solid 
leather grain 
counter. High- 
grade sole. Sizes 


214-8, B and C. 
Price 
$4.00 


TO ASSURE RECEIVING THESE POPULAR STYLES 
EARLY AS POSSIBLE WE ADVISE ORDERING NOW 


KARELIS ::-=: 


WOMEN’S TURN SHOES OUR SPECIALTY 
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AN EASTER SPECIAL 


| | 
} 


This model will unquestionably prove a big seller for 
Easter. It is something really new in infants’ footwear. 
The novel idea of the patent interlacing collar lends a 
note of distinction and daintiness to the shoe. 


IN STOCK 


No. 300—Patent Chrome, White Kid Top, Lace, Patent Interlacing 
Collar, Turn, Plain Toe. 4-8 . $1.75 
No. 301—Patent Chrome, Red Kid ‘Top, Lees, ‘Pates ° Interlacing 
Collar, Turn, Plain Toe. 4-8 — . $1.75 
No. 302—Patent Chrome, Champagne Kid Top, L ice, ‘Paten: *Inter- 
lacing Collar, Turn, Plain Toe. 4-8 . $1.75 


BERNSTEIN SHOE CoO. 
200 Church St. New York, N. Y. 

















Shoe Laces: 
“OLD RELIABLE” Brands 


Mercerized and Cotton 





‘*RADCLIFFE”’ Narrow, Flat, Tub, Mercerized 
**YALE,”’ Round, Mercerized 
“DUDLEY” and “C,”’? Round 


Your Jobber Can Supply You 


FRANK W. WHITCHER CO. 


Boston, Mass. MFRS. Chicago, III. 








The Beot and Shoe Recorder will appreciate your mentioning the publication in replies te advertisements. 
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‘Giet-tocstr-telcanel o¥-ta-Vela-)s 
are ekouretsvetooelt Rerehathaets 
of Watson footwear-only 


dete styles change 


WATSON 


BOSTON OFFICE -1835 &sser St Factones at 
NEW YORK OFFICE, Barclay Bldg LYNN 
cor of Broadway EDuUane St C Massachuselts 
A.G.SMITH !IN CHARGE 
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Superior Stock Department Service 





Edge Construction. B, C 
and D widths. Sizes 3-8. 


AND 
BOYS’ SHOES 





F. M. HOYT SHOE COMPANY 


MANCHESTER NEW HAMPSHIRE 


y y 
Y We Can Deliver These Women’s Styles LY 
i IMMEDIATELY 4 
+ y 
j : 
No. R7247 _—- Price $4.00 | 
¥ Tan Norwegian Calf, Iona Collar v 
L Oxford. Smoked Elk Collar, 7-8 ay 
° Wingfoot Heel. B, C and D widths. . 
¥ Sizes 3-8. v 
¥ Y 
y L 
¥ a No. R7462 Price $4.50 v 
¥ saaay ona Gray Nubuck, - Gladys % 
; es Tongue One Strap Patent ; 
¥ “—— Leather Girdle and Back- - 
+ MEN'S, stay, 14-8 Celluloid Covered 

i WOMEN’S, Wood Spanish Heel, Light 
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Vv 
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j Shoes of all Solid Construction y 
v Keep Your Stock Moving ¥ 
y Y 
v ay v 
4 No. R7441 Price $3.85 Y 
y Gray Nubuck Circular Foxed Ox- Ry 
. ford, Patent Strip Tip and Patent ‘ 
v Leather Inlay. Light Edge Construc- in 
L tion, 12-8. Covered Wood Spanish L 
; Heel. B, C and D widths. Sizes 3-8. ° 
Y S 
Y L 
4 ¥ 
‘ No. R7458 Price $4.35 * 
Vv TIE UP WITH 
OUR Bamboo Nubuck Kitty 
-_ pe One-strap, Brown Calf Strip 
FOR YOUR Tip, Overstrap and Back- 
a stay, 8-8 Military Leather 
AND Heel. Wingfoot Rubber Top 


BOYS’ SHOES 


Lift. B,C and D widths. 
Sizes 3-8. 


F. M. HOYT SHOE COMPANY 


MANCHESTER NEW HAMPSHIRE 
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Cold Facts About Warm Goods 


John G. Magaw, of the Hood Rubber Products Company, Gives Statistics 
Based on Review of Four Buckle Gaiter, Selling Conditions 
and Potential Consumer Demand 


OME people say that women’s low 

shoe styles have’ brought about the 

increased demand for women’s four 
buckle gaiters. I maintain that while the 
women’s low shoe styles have helped to 
bring about this increase, the fact that 
women have found out that for a five dol- 
lar bill or less, they can secure the most 
serviceable and comfortable pair of foot- 
coverings they ever enjoyed, is the biggest 
factor. How often now-a-days do you 
bear that old joke about “‘wifey putting 
her cold feet on hubby’s back”’? 


Cannot See High Shoes 


There is noindication insight of women’s 
high shoes returning to style favor. If 
they do—when they do—the return will 
commence with cut-out effects. Cut-out 
effects are now in extreme style favor and 
women’s hosiery styles were never prettier. 
Women will not return to a style that re- 
quires much lacing or buttoning-up to con- 
tend with. When you combine a fad with 
common sense, assuming the wearing of 
four buckle gaiters is a fad, you leave in 
its wake numerous people who stick to the 
fad or habit from a common sense stand- 
point. 

Figures Are Presented 

Quoting round figures, the United States 
population is about 112,000,000; more 
females than males and approximately 
60,000,000 females. 

We estimate in that portion of this 
country, where climatic conditions make 
it a gaiter-wearing section, that there are 
24,000,000 women, misses and children. 

Estimating 40 per cent of 24,000,000 
women, misses and children as prospects 
for the sale of a pair of four buckle gaiters 
makes a conservative potential market for 
over 9,000,000 pairs of women’s, misses’ 
and children’s gaiters. 

As near as I can find out the total pro- 
duction capacity of all the rubber foot- 
wear factories in the United States for 
1922 (300 working days) on all four buckle 
gaiters; heavy weight and light weight, 
mens’, boys’, youth’s, women’s, misses,’ 
and child’s, was about 4,000,000 pairs. 
(60 per cent of this production was on 
women’s.) 

An Optimistic Estimate 


The most optimistic factory man I have 
talked to tells me the production of all the 
factories in this country on all four buckle 
gaiters, men’s, boys’, youths’, women’s, 
misses’, and child’s can be raised to 


7,000,000 pair for 1923. Personally, I do 
not think that the production can be in- 
creased to this amount. 

Prior to the winter of 1921-1922 there 
had been estimated a total normal con- 
sumption of 3,000,000 pair of gaiters. 
The United States and the Canadian mar- 
ket on four buckle gaiters has been cleaned 
up this season as never before. 


20 per cent Safe “‘Carry-Over’’ 


20 per cent is a safe estimate as a carry- 
over from one season to another to replen- 
ish stocks, to do business on a normal basis 
and no such carry-over exists this season. 

I am one of those who believe that the 
low shoe style is rapidly turning into 





Demand—8,000,000 Pairs. Produc- 
tion—7,000,000 Pairs 


If 40 per cent of rubber footwear 
sales are dependent upon the weath- 
er, with no carry-over this season 
and 20 per cent a fair estimate as a 
stock carry-over necessity, the 
figures quoted in this article show 
a conservative estimate of an 8,- 
000,000 pair demand against a most 
optimistic estimate for production 
of 7,000,000 pairs.—John G. Magaw. 











men’s shoes. In high grade lines this is 
apparent now. Furthermore, the Ameri- 
can women, having found out the service 
and comfort in a pair of four buckle gait- 
ers, will buy these for the youngsters and 
children. 

Not enough men’s, boys’, youths’, 
misses’ and children’s four buckle gaiters 
were available the past season to permit 
of any increase in the sale or wearing of 
them. Look out for this increase next 
season and advise your customers to pre- 
pare for it. 


Total Estimated Market 10,000,000 Pairs 


With an estimated market for 9,000,000 
pairs of women’s, misses’ and children’s 
four buckle gaiters, assuming there are 
20,000,000-men, boys and youths in the 
gaiter-wearing section of this country and 
that only 5 per cent (1,000,000) are pros- 
pects for four buckle gaiters, this makes 
a total estimated market for 10,000,000 


pairs. 


Uniued States Rubber Annual Report 

The United States Rubber Company 
bas issued its annual report to stockhold- 
ers, signed by C. B. Seger, Chairman, 
showing that sales for the year 1922 
amounted to $168,786,350, being an in- 
crease of $4,079,729, compared with the 
sales for 1921. Because of the lower range 
of selling prices, comparison of dollar 
volume of sales with previous years is not 
fairly indicative. 

Considered on a basis of tonnage or 
units, the volume of business for the year 
1922 was substantially in excess of that 
for 1921 in all principal products. Net 
profits from operations for the year 
amounted to $12,662,111. Interest on 
funded indebtedness amounted to $4,970,- 
072, leaving net income for the year of 
$7,692,039, after all interest and other 
charges. This compares with net income 
of $492,811 for the year 1921. 


Cambridge Rubber Sales 
Corporation Organized 

For the purpose of better service to the 
retail trade the Cambridge Rubber Com- 
pany has organized the Cambridge Rub- 
ber Sales Corporation under the laws of 
Massachusetts. The main office is located 
at 186 Lincoln Street, Boston. Branches 
have been established at 127 Duane Street, 
New York and at 19 South Wells Street, 
Chicago. The Cambridge Rubber Com- 
pany is the firm who achieved a great 
success in making and marketing a special 
type of rubber shoe which they named 
“Radio Boots’. Through registration 
the company claims exclusive rights to the 

word “Radio” as applied to footwear. 





Whittemore Introduces 
Smiling Sammy 

Whittemore Bros., of Cambridge, Mass, 
have created a character symbolical of a 
shoe shine because of its bright, cheerful 
nature. It portrays a little fellow, wearing 
a Whittemore hat, and the shineman’s 
aproz. Aloft he holds a shoe that explains 
the reason for the broad grin on his coun- 
tenance. Smiling Sammy, as the little 
fellow is called, has been breaking out in 
print with some wise sayings. One could 
reasonably look upon him as a prodigy, 
wise as he appears to be to the times, trade 
and people. By the time he’s grown up, 
Smiling Sammy ought to be a valuable 
asset to the Whittemore organization, 
being pushed to the front as he is. 
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Styles of Great Demand 


Ready To 







Business 


No. 4824—Gray “Nubuck” Oxford, Patent tip, Apron and 
back stay, Goodyear Welt, 8-8 heel, rubber top lift. Ex- 
actly as illustrated. Band C widths. 2% to 8....$3.85 
No. 4822—Same style as above in Tony Red Calf, patent 
Sinn nn0sk0geeescsbuncnnstisaeeecesseene $3.50 
No. 4820—Same style as above in Russia Calf, Tony Red 
Gee WI co cccececcnkancsceceedesenvasanuaw $3.50 





No. 3740—Pearl Elk Oxford, Patent tip, Apron and back 
stay, it. Baac Welt, White welting, ¥ heel. Rubber 


top lift xactly as illustrated. A, B and C Widths. 
See OP ieee ceneendueesseeseecendbesnesésaaaseeds $3.85 
No. 3741—Same style as above in Olive Elk....... $3.85 


er RSE ATP 


oe BREA roe 





No. 2805—Pearl Gray Ooze Calf, high Throat One-Stra 
Pump.t Throat trimmed with patent collar, French Corded, 
Flexible Sole, 16-8 full Louis-covered heel. A brand new 


greg’ Exactly as illustrated. A, B and C wes 
Be UP Di cccccccccceceeenscecstcceceeecepensses 

No. ALS same style as above in Patent ng 
Gray Ooze Throat and Quarter.............seeee0. $4.85 
No. 2809—Exactly same style as above in Black ate 
et CN GUNN Sa ic cond ioviascccduccoduceeeves $4.50 


NOVELTY FOOTWEAR 
1312 Washington Avenue 


By Tober-Saifer 
Order Today 


For Easter 


TOBER-SAIFER SHOE CO. 


MANUFACTURERS AND DISTRIBUTORS 


Ship 


No. 1274—High Grade Gray “Nubuck” Oxford, Patent 
tip and Apron, Medium Weight, Goodyear Welt sole, 8-8 
heel, rubber top lift. Exactly as illustrated. A very at- 
tractive sport model. A, Band C Widths. 2% to 8. $4.50 


No. 1276—Same style as above with Olive Elk tip and 
$4.50 





No. 1272—Gray “Nubuck” Wide Two Button, One Strap, 
Patent tip and Apron, Goodyear Welt, 8-8 heel, Rubber 
topjlift, French Corded. Exactly as illustrated. "A, B and 
Ce Se tcennsadeesaneasdescsedeetegasecues $4. 

No. 1270—Same style as above in Smoked Elk, Olive Elk 
We Ge Sinden. cccceeccectseccoscoceccqpeennes $4.35 





No. 2806—Gray “Nubuck” Wide Two Button Strap 
Pump, Patent Re tip, collar and strap, Gray inlay, 
Flexible Sole, wood-covered pan Exactly as illus- 
trated. A, B A. GC We. Fe GP Gacccaccccess $3.85 
No. 2804—Same style as above in Patent Gray strip aye 
GENT GRE GIBED. cc ccccccccccccecenccscuccocovene 

No. 2812—Same style as above in Black Satin, Black 
Ooze strip tip, collar and strap............+e+e00: $3.85 


IN STOCK 
St. Louis, Mo. 
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Comparative Leather and Hide Prices 
Upper Leather (Price Per Foot) 
War Peak Cue, I — Today 
Calf, suede top Bei cccovcescoccccess $0.32 @$0.35 $1.40 @$1.50 $0.65 $0.60 @$0.65 
Calf, smooth colored, top grade......... 28@ .30 1.40@ 1.50 .45 #073 45 
Calf, smooth, black, top grade.......... .26 -28 1.30 1.40 45 -50 ons 45 
Side leathers, colors, top grade.......... 18 -22 -75@ 1.00 -26 30 -28 32 
Side bay black, a 16 20 65 90 -24 -26 26 22 
red sheen 640 00:0:0060 046 45 50 1.40@ 1.60 65 .80 -70 80 
White | tech. is Lop grade (side lea.)........ .28 .30 -.90@ 1.00 35 -40 35 43 
DP PT cds cebeccececescoce.ce 24 .26 65 .70 -24 -26 -28 30 
Elk. for sport — enChpdessesteees -30@ .44 
Kids, colors, best fancy..............+- 35 40 1.40@ 1.65 80 -90 -90@ 1.00 
Kids, colors, top grade............-.--- 28@ :30 1.35@ 1.60 70 "80 70@ .80 
Kid, black, top Pisedceccestecences -28 .30 1.35@ 1.50 .60 -70 65 -75 
I, MEE ccc cccccccoceccese -20 -24 -70@ 1.10 35 55 35 55 
Kid, medium, black 18 -22 60M 1.00 .30 50 35 50 
Bid, GROGD... 2. ove ccccccccccccccccces .06 12 .20 .36 - 18 es -20 
Chrome, patent sidee and kip........... -25 .30 85@ 1.05 45 48 45 50 
EE ian acchncubsscsesaaeds 40 se 1.40@ 1.60 -70 .80 65 70 
Sole Leather (Price Per Pound) 
Benes TBs Gabe. ...cccccecccsccccoceses $0.32 @$0.33 $0.56 58 .34 $0.31 .33 
ROTI TTT TT TTT TT ‘ .36 -90 46 50 52 55 
BE, 5 GEE DOERR. ccccccsccetoccccsecss 38 .39 92 95 55 58 50 60 
No. 1 oak bends, shoe mfrs." use... ..... 46 7 -98@ 1.05 60 65 -75 
No. 1 oak bends, finders’ use............- os 48 1.15@ 1.25 -70 ‘80 75 85 
‘Raw Hides and Skins (Price Per Pound) 
(1913 Av.) 

Native steers, as used in sole leather, 

DarMess, O06....02 sc cccccccccsccccces on 18% $0.52 @$0.55 os 14 @ .20 
Heavy Texas steers, for sole — —S haisiaivet ts 18 “a 50 si 14 17% 18 
Light native cows, ett wl - 17 “<s 62 12% 12 15 
Branded cows, for — sole leather...... ad 17 <n 50 - 10% 13 
No. : buffs, for ae and sidelea. ..@ .15 45 50 07 d 12% 13 
5 nee Ss ity roa ins for fine calf 

eaeSESGCCoo@eeesocceeeeseoe ® g 17 80@ 1.02% 15 -20 12 -18 
= upper leather..........-+++++- oe -16 65 80 13 18 14 17} 
B.A. hides for i , e Leseeseooesese --@ .30 42@ .26 14% AS 18 18% 











Volume of Leather Sales Increases 


LARGER volume of leather busi- 
, is evident as shoe manufac- 
turers are busy on orders for Easter 
trade and spring. Trading, however, is 
spotty to some extent and tanners are 
endeavoring to secure lower prices on 
raw stock while the hide and skin markets 
are inactive. What may be considered 
normal times of big volume business have 
not yet returned to the leather industries 
and the general production is probably 
not over 60 per cent of normal. 

There is practically no change in leather 
values and prices are steady on about the 
same basis as those of the past few weeks. 
The outlook is considered good and tan- 
ners are looking for at least even trading 
for some months to come. There is a 
slow but steadily expanding call for shoes 
and leather which gives encouragement. 
The handicap to big volume is the small 
export trade more of which is needed to 
take care of the large productive capacity 
of our shoes and Jeather factories and 
tanners. 

The novelty shoe business calls for 
good colored leathers and designs which 
help out on certain lines, particularly in 
sport shoes and the various novelties. 

In the upper leather market the prin- 
cipal activity is noticeable in novelty 
leathers and the better grades of calf, 
suede and kid. There is also an active 


business in patent leather, in full grain 
sides and patent kid. 


Average Call for Calf 


Calf leathers have not changed in price 
and the volume is about the average of 
the past few weeks. Top grades of stand- 
ard tannages are selling chiefly in plump 
weights, colors and blacks being quoted 
as high as 48c per foot. The volume of 
business is on first grades at 45c, second 
grades at 40c and third grades at 35c. 
The light weights of calf are bringing 
about 5c lower per grade. Suede leathers 
are still very popular although the busi- 
ness recedes a little as the manufacturers 
are getting well supplied, or are finishing 
their orders. Top grades of fancy ooze 
calf bring from 50c to 60c, medium grades, 
45c and down as low as 25c, according to 
the selection and Jeather. 


Fair Demand for Side Upper Leathers 


The side leathers show much the same 
situation, although the manufacturers of 
heavy footwear are taking larger quanti- 
ties of full grain leathers and heavy water 
proof and elk leathers for working men’s 
and heavy shoes. Top grades of full grain, 
chrome colored sides, are quoted at 26c to 
30c per foot—the lower grades 20c to 22c. 
There is also a fair call for snuffed leather 
according to selections, with quotations 
ranging from 14c to 22c. The call is 


excellent for elk in the grades for sport 
shoes ranging from 30c to 44c per foot. 
The general volume is more satisfactory 
than a year ago. 


Patent Leather Demand Keeps Up 


The call for patent leather is not as 
large as last year, but large quantities are 
taken for use in combination with other 
leathers and also for all patent leather 
shoes. Prices are urchanged, ranging 
from 45c, 40c and 35c for the three selec- 
tions of patent chrome sides. Patent 
kid is quoted as high as 65c and 70c per 
foot for the best selections and patent 
kips at 45c to 50c. The weather has 
been a handicap to japanners and finishers. 


Kid Sells Welk—Raw Stock High 


There is a very fair business in glazed 
kid. Tanners have their principal diffi- 
culty in getting replacement valves on 
account of the difficult conditions in raw 
stock. Prices of raw goat skins are highly 
inflated as compared with the finished 
product. This is the principal handicap 
in the business. Colors of top selections 
of kid bring from 65c to 80c. Very choice 
leather in white and colors brings from 
90c to $1, medium 40c tu 60c and down 
as low as 20c, according to quality. A 
good call is noted for black kid, not only 
in the cheaper grades but in the medium 
and better selections. 




















No. 252—Patent, with Gray Suede oy and 

* No. 334—G 5 
Overlay. Cel. Spanish Heel. B-D. 34.00 Spanish Full Lou 
No. 253—Same Pattern Gray Suede, with Pat- 
ent Strap and Overlay. Cov. Spanish Heel, 
B-D 34.00 


No. 258—Patent vom. Gray Suede Quarter, 
Cov. Cuban Heel. C-D.............. $3.75 






564 ATLANTIC AVENUE - 
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EASTER SPECIALS—IN STOCK 


a. Style 371 L 




















No. 371—Brown Satin Tongue Pump, Checker- 


-" Heel. Turn. A-C. .$5.00 


No. 329—Gray Buck Strap, Cov. Junior Heel. No. 372—Patent Vamp Tongue Pump, Bla; : 
WE. Bc ccccccese $4.50 


No. 328—Same Style, Full Louis Heel... 4.50 No. 370—Bronze Kid Tongue Pump, Full 
$5.00 


uck Strap, Cut-out Sides, Cov. way Brocade Quarter, Full Louis Heel. Turn. 
5.00 


Satin Checkerboard Quarter, Full Louis H= 
Turn. B-C 


Louis Heel. Turn. A-C 


No. 333—Black Satin Theo Tie with Tassel- 


te. 326—Patent, Gray Suede Sup and Collar No. 339—Black Kid Beaded Strap, Vamp, Cut- Checker Quarter, Full Louis Heel. Turn- 
sel. Junior Heel. Turn. A-C........ $4.50 out Sides, Cov. Junior Heel. Turn. A-D $4.00 Sn tck 55 Gi marnonrse eusnaiedenseecs $1.50 


SEND FOR CATALOGUE OF EASTER STYLES IN STOCK 


THE BOARDMAN SHOE CO. 


- BOSTON, MASS. 
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HARD TOE BALLETS 





a No. 606—Black Glazed Kid 
“FOOT-LITE”’ 1s to. esate 
BALLET B, C and D Widths 
SLIPPERS 


Satins on- Order 
IN 


STOCK 


SUPERIOR PRODUCT THROUGH 
LONG EXPERIENCE 


SOFT TOE BALLETS 







No. 601—Black Glazed Kid 


0 eee 1.35 
11% to 2 1.40 
9 Sy Seer 1.50 


C and D Widths 





BROOKS SHOE MEG. CO. 


1731-41 N. SIXTH ST., PHILADELPHIA 
CHICAGO BRANCH, 119 S. WABASH AVE. 


Largest Makers of Leather Gym Shoes 
in the United States 











Season Ahead 


indicates a heavy de- 
mand for 


GILCO 
RETAINERS 


They help you to fit shoes better and enable you to 
make an extra profit. 


PREVENT PUMPS FROM SLIPPING AT HEEL 


Colors : Black, White and Tan 


Sold for 25 cents everywhere. Cost to you $1.75 a 
Dozen Pairs. Ask your jobber for them. If he can’t 
supply you, send us his name. Don’t Delay, 


WRITE FOR CATALOGUE OF 
SHOE STORE SPECIALTIES 


E. T. GILBERT 
MFG. CO. 


228-36 South Ave., Rochester 


New York 


Ico 
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NEW YORK 


Colored Kid Moving at Retail 


Despite Winter Weather, New Fancy Types Being Worn for 
Dress Occasions Indoors; Sandals Appearing on the Street 


THROW-BACK of winter weather 
last week put an effective check upon 
the opening of spring footwear business 
in this locality. Despite the adverse 
weather, however, there was sufficient 
business to give the retail merchants here 
encouragement for a good spring season. 
From the style standpoint the leading 
features at present are the growing vogue 
for colored kids and the increasing sales of 
sandal patterns in women’s shoes. 
Colored kids are being worn not only 
at Southern winter resorts, but have en- 
joyed good sales for indoor wear as semi- 
evening or afternoon dress shoes to fashion- 
able dressers who have not visited the 
Southern winter playgrounds. 


Bright Colors in Kid 

So far the demand for colored kids has 
been centered chiefly on fancy strapped 
patterns with high heels, but calls for 
lower heeled models in more conservative 
patterns are beginning to come in, accord- 
ing to some retail merchants, who are 
preparing to stock models of this type. 
The chief colors are red, green, bright 
blue and yellow. Putty shade also is hav- 
ing a good run and a few gray shades also 
are in demand. Demand for gray shoes, 
however, is stronger in ooze or buck than 
in kid, most of the merchants report. 

Sandal patterns of a number of varieties 
are not only attracting but are being 
worn on the streets here in increasing 
numbers. Many showing the Egyptian 
influence and bearing Egyptian names are 
being advertised and shown in window 
displays. 


To Fight Formation of State 
Trade Commission 


Shoe associations here are taking great 
interest in the proposed legislation at 
Albany to create a State Trade Commis- 
sion with such broad powers that associa- 
tion work and even private business will 
be seriously hampered, in the opinion of 
association executives here. Attempts 
are being made to organize opposition to 
the bill. The first gun in the shoe trade 
was fired last week at the annual dinner 
of the Wholesale Shoe League, which 
comprises about 98 per cent of the shoe 
wholesalers in this district. Louis M. 
Taylor, secretary of the organization, in 
bringing the matter before the association, 
asserted that “this trade commission is an 
insidious monster creeping on us un- 
awares, and it is up to the businessmen 
to awake to the danger. If this tegisla- 
tion goes through we will be at the abso- 
lute mercy of the five men on the com- 


mission. We will have no appeal to the 
courts; their judgment will be final. They 
will have the power to decide what is a 
proper profit and what is competition.” 
Mr. Taylor urged action in writing to 
representatives in tbe State assembly. 
The fact that the dinner was a social 
affair precluded the passage of a resolu- 
tion condemning the bill, although such 
action was suggested by many of the 150 
wholesalers present. Discussing current 
conditions in the shoe trade, Mr. Taylor 
urged the wholesalers to stop selling credit 
and confine their activities to selling 
shoes. He quoted statistics showing that 
shoe experts have dropped from 8,500,000 
pairs in 1921 to 5,000,000 pairs in 1922, 
but said that this indicated a much 
healthier condition in the industry. In 
reviewing the work of the League, which 
was organized in 1911 principally for 
credit work, he cited the following facts: 
The League, since its inception, has 
acted as trustee in 942 cases of financial 
embarrassment among shoe retailers, 
mostly small merchants. Total liabilities 


in these cases totaled about $3,000,000 


and cash dividends paid to creditors 
amounted to about $1,750,000, or 55 per 
cent of the liabilities. In ordinary bank- 
ruptcy cases, as near as can be ascertained 
in. the shoe field, the cash recovered 
usually runs about 10 per cent, Mr. Tay- 
lor said. 
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The League issued over 68,000 credit 
reports last year. An interesting side 
light emanating from the reports is the 
fact that at the outset of the League’s 
activities, the average retailer was buying 
shoes from 16 wholesalers, whereas last 
year the average was reduced to nine. 

J. Harry Tregoe, executive secretary of 
the National Association of Credit Men, 
addressed the dinner on credit conditions. 
He cautioned the shoe men against the 
over extension of credit at this time, as- 
serting that every business depression in 
our commercial history has been caused 
by the too free granting of credit. In a 
recent survey made by his association, 
said Mr. Tregoe, it was found that fully 
65 per cent of the business failures were 
due directly to over extension of credits. 

Daniel T. Merritt, of Merritt & Elliot, 
recently elected president of the League, 
presided at the dinner. 


Women’s Lines Discontinued 
at Ward Store 


That the selling of women’s shoes in a 
store which has built up a reputation as 
an exclusively men’s shop, is not success- 
ful, is demonstrated by the discontinuance 
of the women’s department in the upper 
Broadway store of John Ward. The store, 
located on Broadway between 38th and 
39th Streets, was the only one of the 
Ward chain to handle women’s shoes. 
The department was inaugurated in 1917 
to fill in the gap caused by the falling off 
of the men’s business when so many men 
went into the army. The remaining stock 
of women’s shoes are being closed out at 
$1.95 and $2.95 a pair. 





PHILADELPHIA 
Fancy Shoes After Easter 


Novelties Will Continue in Demand, Several Manufacturers 
Believe; Easter Footwear Orders Practically Completed 


CCORDING to the monthly survey 
of employment conditions made by 
the Industrial Relations Committee of the 
Philadelphia Chamber of Commerce, em- 
ployment in Philadelphia in February 
showed an increase of 4 per cent over the 
previous month. This gain is considered 
especially favorable because there usually 
is a slowing up of industry in February. 
This increase was distributed over seven 
large basic industries and a group of mis- 
cellaneous industries. The largest gain 
was shown in the vehicle industry, which 
increased its employment 11 per cent in 
February. Chemicals ranked next with 
a 4 per cent gain. After that in order 
came iron and steel with 3.8 per cent, 
textiles 3 per cent, leather 2 per cent, 
varied industries 1.7 per cent, and food 
products 4 per cent. Only two industrial 


lines showed a decline in employment. 
They are the paper industry with a fall 
of 6.5 per cent and the tobacco industry 
which declines 8 per cent. 


Municipal Building Active 


Municipal construction is extremely 
active. Some of the construction projects 
which the city has under way are the new 
Germanton Town Hall, two new high 
school buildings, a stable, office, and shop 
for the Bureau of Highways, a new recrea- 
tion building, and a swimming pool and 
comfort station. 

Increased demand for farm hands in 
anticipation of spring work was the feature 
of the labor market here last week. The 
supply of farm help is not very great, due 
to the big demand for labor in industry 
generally, laborers holding on to their 
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Where to Buy | 


Women’s Shoes 




















Black Satin One-Straps, one or two 
buttons, made with 15-8 full Louis, 14-8 
Spanish full Louis or 9-8 Cuban heel. 
Samples charged at regular prices. Write 
for prices. 

ORIENTAL SLIPPER COMPANY, Inc. 
118 Phoenix Row HAVERHILL, MASS. 











J.W.BARNARD & SON 
Andover - - Mass. 
Makers of the 
CELEBRATED 
BARNARD 
COMFORT 
SHOE 

for Ladies 
IN STOCK 

















FINE TURN NOVELTIES 


veries 
Latest Models, All Leathers and Satins 


FELSTINER-O’CONNELL SHOE CO., INC. 
162 Winter St., Haverhill, Mass. 








STOCKBRIDGE SHOE COMPANY 


HAVERHILL, MASS. 
ZU SAS 








BLEECKER STYLES 
Are the last word in footwear 
Sor stylish women 


divers Reacty [2 
BLEFCKEE 
JHE LIVE W 
rites: Th 

















FASHION ‘FOOTWEAR 


Women’s Fine Turns 
and Novelties 
Our new models for Spring are attracting most 
favorable attention. Hand turn and 
pumps in the latest designs and finest leathers. 
TESSIER & BOWDOIN 





2 Washington St., Haverhill, Mass. 














E.A.& M. C. Witherell Co. 
Manufacturers 
Women’s Turns, 
Bootsand Slippers 
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jobs instead of taking short time farm 
work. 


Factories Looking Beyond 
Easter 


Most of the factories here have finished 
work on their Easter shoes and are taking 
a look just beyond that period. The 
majority of the manufacturers believe 
that this summer will be a very good 
sports season and that novelties will con- 
tinue to sell way ahead of the more con- 
servative styles. They admit, however, 
that the peak of the novelty business will 
probably center around Easter. A few 
more staples may be made after April 1, 
but the big call will be for fancy shoes. 

Grieb Shoe Manufacturing reports it is 
working about 85 per cent. This firm 
believes fancy shoes will keep right on 
going strong until fall. Staples will 
occupy the attention of manufacturers 
only incidentally. Sport shoes will be 
popular. Tan, elk, and grays will be 
good. This company is of the opinion 
that all-white sports shoes will be in 
bigger demand than whites trimmed with 
red, blue or green. Factories generally 
are experiencing a lot of trouble and delay 
in getting novelties through their fitting 
rooms. 

Hallahan and Sons, Inc. say they can- 
not find anyone who is willing to predict 
the return of staples. Fancy shoes will be 
good all summer. The chief requirement 
these days is that the shoes be different 
from any others which preceded them. 
Prices are very firm. Collections are fair. 
After Easter this firm will get into the 
white game very extensively. A number 
of requests are coming in from buyers for 
the stock catalogue of this firm. 


Wholesalers Awaiting 
Factory Deliveries 


Wholesalers report good demand for any 
kind of fancy shoes. Prices are firm. 
They are experiencing trouble, however, 
in getting shoes through the factories. 
Patterns are changed so frequently and 
fitting rooms are so congested that delays 
in shipments are very frequent. Con- 
siderable trouble is also being caused by 
railroad delays. Cut-out effects are the 
leaders. Other features in the wholesale 
market here are combinations of patent 
and gray and of satin and black suede. 
Tongues are in only moderate demand. 


Glazed Kid Trade 
Looking Up 


The glazed kid trade is looking for 
better business now that factories have 
finished their work on Easter shoes and 
are contemplating the future. Many of 
the people in the glazed kid trade are 
quite certain that much of the work on 
staples which has been crowded to one 








side by the novelties will be resumed in 
two or three weeks. 

One manufacturer states that glazed 
kid has advanced about five cents a foot 
on the top grade and two or three cents 
in the lower. Another glazed kid man says 
he sees no signs of advances as glazed kid 
manufacturers have been putting their 
product into stock during the dull period 
just passed, and will have ample finished 
goods on hand to take care of any boom 
which may come along. 


Plans for Shoe Travelers’ 
Building 

Considerable progres: was made dur- 
ing the past week towards the realization 
of the dream of the Shoe Travelers’ Asso- 
ciation to have a building in which the 
trade could be housed. Headed by James 
L. Scanlon, the president of the associa- 
tion, members inspected the building 
located at 327 Market Street and occupied 
by Markovitz Brothers. Markovitz 
Brothers have asked them to have plans 
drawn of the kind of building they want 
erected. If the association can then 
secure 20 or 25 tenants Markovitz Brothers 
will erect the building for them. Mr. Scan- 
lon thinks the required number of tenants 
can easily be secured as a number of 
people connected with the trade in vari- 
ous ways have already expressed a desire 
for space in such a building. 


New Store Doing Well 


Mrs. Kathryn Dugan, proprietress of 
the Kathryn Footwear Shop, 1627 Ortho- 
dox Street, reports trade very satisfactory. 
Mrs. Dugan opened this shop about 
three months ago. She handles only 
ladies’ and children’s shoes. One novel 
feature of her merchandising plan is the 
fact that she personally fits every one of 
her customers. Her assistant unbuttons 
the customer’s shoes, Mrs. Dugan fits the 
new shoes, and the assistant then puts on 
the customer’s shoes again while Mrs, 
Dugan goes on to another fitting. At the 
present time this shop is featuring tongues, 
cut-outs, gray and patent combinations, 
beige pumps, radio boots, galoshes, and 
slippers for house wear. Prices range 
from $6 to $10. Mrs. Dugan was formerly 
with Lindeman and Company at 2231 
North Front Street and with the shoe 
department of John Wanamaker. Prac- 
tically all of her shoes are put up for her 
under her own name by Philadelphia 
manufacturers. 


Some as High as $25 


Strawbridge and Clothier are featuring 
several very high class models from 
Laird, Schober and Company. One of 
these is the LaMosa pump. It is fashioned 
of chestnut-brown Russia calf with under- 
lays of fawn buckskin in the paneled 
quarters. It has two instep straps, welted 
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soles, and covered military heels. The 
price is $15. Another model is the Navarre 
of brown ooze calf, with openwork paneled 
quarters, an instep strap, and covered 
French heels. The price is $19. Adelphia 
pumps are offered at $20. They are of 
black ooze calf and openwork trimmings 
of patent leather. They have small 
Colonial tongues and French heels. The 
Luxor pumps at $25 are made of rich 
brocade, sandal-strapped after the Fzyp- 
tian, with French heels and trimminys of 
gold-leaf kidskin. 

Sorosis Shoe Company is offering a new 
walking pump for spring. It is a two- 
instep strap pump in patent, dull black 
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John Wanamaker is featuring gray 
suede slippers for Easter at $7.75. They 
include gray suede one-strap pumps with 
gray kid trimmings, gray suede tongue 
pumps with gray stitching or inlays of 
gray kid, gray suede lattice oxfords with 
fringed silk laces, and gray suede and 
black patent leather combination one- 
strap pumps. Most of these styles are 
offered also in black suede, black patent 
leather, or black satin. This store is also 
featuring sandals of silver gray suede 
with rounded toe, Spanish heel, and light, 
flexible, hand-turned sole. The price is 
$15. 

Gimbel Brothers are offering 400 pairs 





calf and medium shade tan. It has a of women’s Russian boots in patent 
medium toe and Cuban heel. The price leather, worumbo fawn, and colored kid 
is $8.50. at $7.65. 

BOSTON 


This Is Between Seasons 


Windows Most Attractive with New Spring Styles; In- 
clement Weather Retards Buying 


HE week opened with snow and rain, 

and customers a little slow in buying 
Easter footwear. Attractive store win- 
dows and interiors have beckoned most 
alluringly, but it is a fact that during bad 
weather people do not like to buy. This 
does not mean that the retail shoe business 
of the city could be termed as absolutely 
dull, for as a class, Boston people can usu- 
ally find some money tucked away some- 
where. And this is what A. Silverman, 
buyer for Hovey’s shoe department thinks, 
for he says that ‘“‘any style that is pretty 
sells well.”” Moreover, he says, he is doing 
the volume of his business on high-priced 
shoes. Mr. Silverman is much pleased 
with the way business is going in his de- 
partmert. He finds that gray, also beige 
and various shades of tans are good sellers 
and that one-straps, and two-straps and 
a Junior Louis, or Spanish Louis in cross 
straps, are all favorites in the I. Miller 
line which he handles. 

Assisting Mr. Silverman is M. Plaut, 
who came over here last November. He 
was formerly at one of the I. Miller stores 
in New York. 

He accounts for the fact that trade has 
been so good by pointing out the home-like 
atmosphere of the department. “Our 
customers really enjoy trading here,” said 
M. Plaut. “The Hovey ‘shoe store’ is well 
lighted and spacious, with about 125 run- 
ning feet of baseboard wall mirrors, and 
well arranged interior show cases in which 
the past week preliminary Easter trims 
were shown beside the pictures of noted 
actresses who have actually worn the I. 
Miller footwear—especially if these fa- 
vorites of the boards happen to be in 
Boston playing. 


New Jordan Marsh Departments 


Another department store which has 
much improved and increased its various 
shoe depactments is the Jordan, Marsh 
Company. J. A. Manning is in charge of 
these “shoe stores” and the arrangement 
of the new homes of the different groups 
was made entirely according to his plans. 

The women’s shoe department, formerly 
located on the third floor, has moved into 
commodious quarters on the fourth floor. 


Special Care Given Children 


The children’s department, from in- 
fants’ soft soles up to the high school girl, 
has been expanded, so that the little tots 
can be fitted entirely out of sight of the 
big girls, the latter sometimes being a bit 
sensitive if it is brought to their attention 
that they are actually being fitted in the 
same section that they were “way back 
in the dim, dark ages of their childhood 
days.” 

The kiddies’ section is next to five big 
windows, where they can find ample 
amusement in looking out at the busy 
scenes on the street below. 

In the size range, in the children’s de- 
partment the sections run from 24% to 
5; from 5 to 8; from 8% to 11; from 114% 
to 2; from 2% to 7. 

The children’s department is light and 
airy and the floor man can stand in the 
broad aisle and watch selling and the sales- 
men from every angle. The salesman or 
woman is also in full sight of the customer 
at all times, and much time of the sales- 
men is saved, by moving in straight lines, 
as “a straight line is the shortest distance 
between two points.”” The stock, too, is 
not more than 20 feet away from the cus- 
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tomer being fitted, which is also a time 
saver. No effort has been spared to make 
shoe buying a big event in the juvenile 
mind. An eight foot aisle carpet in green 
velvet makes a pleasing contrast to the 
woodwork. The atmosphere throughout 
not only in the children’s department, but 
in the women’s, the new boys’ department, 
with its four big windows on the Washing- 
ton Street side of the building, and the 
men’s shoe department on the first floor, 
is one of refinement. 


Retail Salesmen Meet 


The March 5 meeting of the Boston 
Retail Shoe Salesmen’s Association, which 
was held in one of the dining rooms of the 
Hotel Dreyfus on the first Monday of this 
month, was a most auspicious affair. The 
attendance was the largest during the past 
year—87 in all. There was a fine dinner, 
during which an orchestra, led by Harry 
J. Seymour of the R. H. White Shoe De- 
partment kept things lively; community 
singing was also enjoyed and also the sing- 
ing of an impromptu quartet. 

After the festivities, the business meet- 
ing commenced with a roll call by Presi- 
dent Hollis. 

The slogan of the next meeting, which 
will be held the first Monday in April, is 
“150 members”, each member to be pres- 
ent and to get a new member. 

There were applications for membership 
from five new members. 


“Whither Are We Going?” 


“Whither Are We Going?” was the sub- 
ject of a talk by Herbert E. Currier of the 
Walk-Over Shop. 


1920, °21 and ’22— How about '23? 
Said he, “In 1920, with high prices, you 
had a big year. In 1921, when volume 
increased and prices dropped slightly, 
your sales total equaled that of 1920. In 






1922, when prices dropped still more you 
increased the numbers of pairs sold by 
33% per cent and thereby equaled the 
sales total of 1921. In 1923 thus far, how 
do you stand? The question of greatest 
importance to our employers, right now, 
is how they are going to equal the record of 
1922. It is of still more importance to 
you. That raise or increase of earning 
power is tied up in this question. 

“In spite of rising wholesale prices, shoes 
are slightly lower at retail, showing the 
effort our employers are making to in- 
crease sales, numbers of pairs sold. If you 
are to equal 1922, you must increase sales 
about 10 per cent. If you are to hold the 
pace, what about the increase? You are 
*way behind after two months of poor 
business. 

“The answer is almost entirely up to us 
as to what we are going to do about it. 
We are on the fighting line. It’s our job 
to sell the goods, as we are the connecting 
link between the employer and the con- 
suming or buying public.” 


Pollock Talks Association 


C. W. Pollock, store manager of Thayer, 
McNeil Co., gave a splendid talk, review- 
ing the formation of the Boston Retail 
Shoe Association, and presenting plans for 
rebuilding or injecting new life into the 
atsociation. He proved his case by stat- 
ing the converse of the proposition, giving 
10 ways of satisfactorily wrecking any 
association. He stressed personal effort 
as the necessary requisite for renewed in- 


terest and suggested that last meeting’s | 


performance be repeated by every member 
being obliged to bring a member with him 
at the next meeting, and if he cannot 
bring an old member to go and get a new 
one. 

The talk of Harry C. Copeland of Jor- 
dan Marsh Co.’s shoe department on 
“PM’s, Their Uses and Abuses” was most 
instructive. 





‘HAVERHILL 


What the Egyptian Sandal Means to the 
Shoe Manufacturer 


F anything were needed to demon- 

strate the skill of Haverhill pattern 
deSigners and factory workers,” said a 
manufacturer, “the present Egyptian 
sandal craze would do the trick. These 
sandals with their cut-out vamps, front 
straps, aprons and open sides, require 
vastly more care in cutting and stitching 
than other patterns. If the straps are 
not properly placed, they will fit unevenly 
on the foot. If the’side openings are too 
large or improperly designed, the sandal 
will bulge at the sides as the foot bends in 
walking. If the straps and cut-outs are 
not substantially backed, they will 
stretch and get out of shape. It is the 


manufacturer’s problem to study these 
faults and endeavor to eliminate them. 
He knows that although a sandal design 
may be practical yet if the uppers are not 
properly put together the shoes won't fit.” 


Valuable Tips for Shoe Merchants 


“If every shoe merchant and shoe 
clerk,” continued the manufacturer, “who 
is selling Egyptian styles of sandals, 
could see the paper patterns of these shoes, 
he would obtain useful knowledge. Well 
fitting sandals of this type must have 
upper patterns cut into numerous pieces. 
The more elaborate the pattern, the 
greater the number of pieces required. 
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Here, for instance, is our newest Egyptian 
sandal. This is its paper pattern. It is 
not the fussiest pattern in the world, yet 
it has no less than nine pieces for each 
upper, or 18 pieces for the pair. Putting 
these together after the manner of as- 
sembling a puzzle (and it would be a 
puzzle to many), we see how they are 
brought into proper relation with each 
other. Fewer pieces in this pattern would 
mean less flexibility, with increasing 
bulges and twists. Unless the delicate 
parts are firmly backed they will soon 
weaken and stretch. This is another 
detail which requires the manufacturer’s 
attention. These points combined go to 
make this Egyptian sandal not only look 
well but fit well. Without the fitting 
qualities this sandal is not profitable 
merchandise. I will finish as I began by 
saying that Haverhill designers and shoe- 
makers are delivering the goods in well- 
fitting Egyptian sandals.” 


Easter Shoes Shipped 
Promptly 


This year, to a greater extent than ever 
before, Haverhill shoe factories have 
shipped Easter orders promptly. Inquiry 
among the local plants develops the 
information that fully 90 per cent of the 
shoes designed for Easter trade, left the 
factories in season to avoid disappoint- 
ments to merchants. This excellent 
record was made by the adoption, on the 
part of Haverhill manufacturers, of a 
policy by which late orders were refused 
or not sent to the cutting rooms. In other 
words if factory conditions were such as to 
make it plain to manufacturers that 
certain orders could not be put through in 
season for Easter delivery, the merchant 
was so notified before the shoes were cut. 
This plan, quite generally adopted by 
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Haverhill shoe manufacturing concerns, 
brought satisfactory results. Thousands 
of additional pairs of shoes for the Easter 
trade could have been cut in Haverhill. 
However, remembering previous experi- 
ences, manufacturers adopted the con- 
servative course. Goods received when 
needed always look good to merchants. 
Haverhill manufacturers are in right with 
the trade at Easter time this year. 


Two Concerns Take Factory 
Space 


A. W. Bradley Shoe Co. has moved to 
the factory formerly occupied by the 
Gale Bros. Corp. The Bradley concern is 
to increase its output of women’s medium 
grade turns to 1000 pairs a day. The 
Colcord Co. have also taken space in the 
former Gale factory. This concern, of 
which Arthur T. Colcord is manager, was 
recently established. With him is asso- 
ciated W. H. Butler who looks after the 
buying, with Clifford Balch in charge of 
production. The concern is now producing 
about 300 pairs daily. 


Good White Shoe Business 
Expected 


Following the Easter business which is 
now practically concluded at local factories 
Haverhill manufacturers are booking 
substantial orders for white shoes in kid, 
cabretta and fabrics. The after Easter 
trade on this class of goods will undoubted- 
ly be large. Letters from merchants in 
various parts of the country are to the 
effect that the white shoe trade during the 
next two months, is expected to break all 
previous records. Haverhill is_ well 
situated to réspond to the demand for 
this class of goods, and manufacturers are 
thoroughly alive to the opportunities in 
these lines. 





BUFFALO 


Arctics a Disturbing Factor 


Blamed by Retail Merchant for Loss of Shoe Sales During 
February—February Business Sub-Normal 


HOE merchants report that February 

business can be designated only as 
“fair.” Sales in most of the stores have 
been on a parallel with a year ago. If any- 
thing the number of pairs of shoes sold 
have been a trifle larger than in February 
of 1922, but as prices have averaged a 
little lower the total in dollars has not 
shown any increase. 

“We cannot honestly brag of a business 
gain last month,” said the manager of one 
of the city’s leading shoe stores to the 
Boot § Shoe Recorder representative. ““We 
have sold a few more pairs of shoes than 
we did in the same period of 1922—but the 
increase has been in bargain sales at re- 


duced prices so that the net sales’ total in 
money is no higher. It is fair to say, how- 
ever, that we had a big gain in February 
last year over February in 1921, so this 
year we had a considerably higher mark to 
equal—and we have done that. 


Blames It on the Arctic 


‘Apart from the severe weather and the 
prevalent epidemic of bad colds, I have a 
notion that the popularity of the arctic 
overshoe this year has had something to do 
with keeping the shoe trade in women’s 
lines a bit quiet. Nine out of ten women 
are wearing galoshes this year and with 
them, they can wear most any kind of 
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shoe underneath. The opportunity the 
arctics have afforded to wear out summer 
and fall shoes has been taken advantage of 
in a pretty general way. 

“But, as soon as the weather causes the 
galoshes to be laid aside, I look for a good 
deal of a rush to buy new footwear. The 
conditions as I see them are shaping up 
for a wonderful spring trade.” 

The prediction that a buying rush 
would come with the first hint of Spring 
was fulfilled during the first week of March 
when Old Sol put the snow and ice to rout 
on the city’s main thoroughfares. The 
shopping district has not borne such an 
animated appearance since the holidays 
and to use the words of one dealer “they 
bought everything.” By this he meant 
that all of the Spring footwear was in de- 
mand and if any partiality was shown it 
was toward satins. Most dealers have 
stocked heavily on satins and from early 
indications it would appear that their 
judgment has not been faulty. 


Two New Stores Opened 


Harold M. Himmele, for the past six 
years associated with Edward P. Zahm, 
who conducts a retail shoe store at 1233 
Jefferson Avenue, has gone into business 
for himself in a new block at the corner of 
Glenwood Avenue, 1416 Jefferson Street 
being the exact location. Mr. Himmerle 
carries a complete line of moderately 
priced footwear for men, women and 
children and believes there is plenty of 
business to be had ir the community which 
he is prepared to serve, and in which he 
has built up a wide acquaintance. 

Opening their second branch store in 
Buffalo within a year, R. Forsyth & Son, 
whose main store at 57 Seneca street has 
been in existence for over a quarter century 
are rapidly assuming the proportions of 


chain operators. At the time when this 
firm opened their first branch store last 
summer at 2131 Seneca street, in the 
Cazenovia district, it was announced that 
a policy of expansion had been decided 
upon which it was hoped would enable 
Buffalonians, within a short time, to 
patronize the Forsyth stores no matter in 
what locality they lived, by placing 
branches in every promising community. 

In furtherance of this policy R. Forsyth 
& Son launched their second branch store 
at 297 West Utica street, near the corner 
of Grant street, one of the busiest spots on 
the west side of Main street out of the 
downtown shopping district. Forsyth 
service is here available, on a smaller 
scale, just as it is in the main establish- 
ment. Popular priced footwear for man, 
woman and child is featured, augmented 
by a full line of high quality hosiery. The 
store is in charge of H. L. Langohr, who has 
had a wide experience in catering to 
particular people, and has mastered the 
game from beginning to end. 


Sterling Store Re-Modeled 


Alterations which are nearing com- 
pletion in the Sterling Shoe store, 509 
Main street, will give this chain establish- 
ment one of the most attractive windows 
in the downtown district. The windows 
have been made deeper without, however, 
sacrificing any of the floor space or seating 
capacity as the store now extends the full 
length of the building, taking in one half 
of the office space. The offices have been 
shifted to one side of the store in the rear, 
instead of extending completely across 
the building. The entrance is an arch 
effect and its depth will permit shoppers 
to view footwear on display without 
standing on the crowded sidewalk and 
without either entrance or exit to or from 
the store. 





LYNN 


Conservative Patterns Stronger 


Growing Volume of Quality Staple Shoes; White Shoes Lead 
in Business Placed for After-Easter Delivery 


NE feature of the Lynn trade is the 

strong development of the conserva- 
tive types of footwear, which, in brief, 
may be described as shoes of quality that 
sell right along, season after season. This 
development is going on constantly, of 
course, for well-to-do people are always 
buying better shoes. But it happens that 
just now the development of shoes of 
quality is notably strong. 

Lynn manufacturers are getting a good 
volume of orders for after-Easter delivery. 
White shoes continue to show strength. 
They are of many sorts, being made of 
white buck, both the genuine deerskin 
and the cowhide, buck, calf, kid and 


cabretta, and also of fabrics. Some are 
trimmed with leathers of contrasting 
colors. White is good in the novelty styles 
including Egyptian sandals, and, also, in 
the sport-style oxfords. Sport oxfords are 
also made of the tan leathers, and of 
black and pearl leather. Light grains 
are on the leathers of some sport shoes. 
One firm will use crepe rubber, another 
fibre, and a third leather for soles of sport 
shoes. Genuine kangaroo and fine black 
kid is selling in some lines. Satin, which 
has had a run of two years, is evidently 
in for another season. 

New features of lasts are the “stagey” 
style in dress shoes, and the broad ball 
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style in sport shoes. Heels 8-8 high are 


good style again. 


Some New Spring Shoes 


Williams, Clark & Co. are strengthen- 
ing their stock lines for spring and sum- 
mer, and, also, are preparing new samples 
for next fall and winter. Salesmen will 
start out with the new samples right after 
Easter. Embossed grains, Russia calf 
and black kid are chief among the leathers 
used in the fall and winter lines. Boots, 
as well as low cuts, are among the samples. 
During the winter season now closing, the 
firm made heavy shipments of black 
kid shoes, both boots and oxfords, from 
its ste :k department. Also, some snappy 
styles in turns, for street and dress wear, 
all with wood heels, are being developed. 

A gun metal pump, two-strap style, 
with black suede trimmings, is among the 
new shoes, for spring, in the stock depart- 
ment. It has vamp and quarter collar, 
said collar passing over the throat to the 
shank, and thence up from the shank 
around the quarter. On the side of the 
shoe, and between the lines of the collar, 
is a lattice of black suede, with an inlay 
of gun metal. A similar type shoe is 
made of white fabric, with a collar and 
lattice of white kid. The heel, 14-8 high, 
is of the Spanish-Louis shape. 

A brogue style oxford, of a medium tan 
shade of calf leather, carrying a 9-8 heel, 
is another stock shoe, and all white 
fabric oxfords, carrying a 14-8 Cuban 
wood heel is another. Also, there are 
several oxfords of Russia calf leather, and 
some strap pumps of patent leather. 

Among the “‘to order” shoes are smart 
blucher oxfords, made over military tread 
lasts, carrying military heels, and having 
soft toes. These are of genuine white 
buck, that is, leather made of deer skin, 
genuine kangaroo, and fine kid and calf 
leathers. Some of them have crepe rubber 
soles. Also, there are sport style oxfords, 
having a one-piece tip and saddle, a good 
golf style, and another oxford that has a 
novel tip made by overlaying a strap, 
with wings, over the forepart in such a 
manner as to secure an imitation tip 
effect. 

The Copley, a new number in the Rest 
Cure line, presents some interesting points 
in shoemaking, for, aside from the health 
features that are characteristic of the 
Rest Cure line, is of the clean cut, con- 
servative style that is admired by refined 
women. It is made over a combination 
last, that is, for instance, a last having an 
A heel measurements, and B, or better, 
measurements on the forepart. The ball 
is a bit broad. But the toe is round and 
graceful. The instep, moulded to the 
last, wili hug up on the inside of the in- 
step, to provide support for the inside 
metatarsal bones. At the same time 
there is ample room for the outside meta- 
tarsal and cuboid bones. The upper is of 
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fine grain, black, kid leather, and the sole, 
welt sewed is quite “meaty.” Visiting 
buyers, who chanced to see the first 
models of this new Copley shoe, being at 
the factory when they came to the office, 
ordered them at once. They will be 
stocked in sizes No. 214 to No. 10, widths 
AAA to E, for April delivery. 


Sandals for Growing Girls 

Burdett Shoe Company is adding Egyp- 
tian sandal styles to its growing girls line, 
the shoes having Egyptian front straps, 
and Egyptian cut-out designs, and being 
made of patent leather and of tan and 
white leathers, too. They are, by the 
way, made over a new sandal style last 








Lynn Shoe Manufacturer 
Dead 





VALOROUS K. JONES 


Whose death was noted in our issue of March 10. 
r. Jones was the senior member o, .K. ¢ 
H. Jones and Thomas of Lynn 








which presents a broad ball and broad, 
flat-heel tread. Also, the firm has Grecian 
sandals for misses and children. White 
shoes it is making in plenty. 

A new satin shoe, having several points 
to commend it, is made over a neat grow- 
ing girl’s last, and by a one-strap pattern, 
the strap fastening with two birds eye 
buttons. The heel is of wood, 8-8 high, 
with a good broad tread. Incidentally, 
the top lift is fastened on with brass nails. 
Young ladies, whom some term flappers, 
have taken to the new satin shoe so much 
that the company has difficulty in build- 
ing up a supply in its stock department. 
The comfort of the forepart, the shoe 
being turn made, the lightness and the 
firm tread of the wood heel, as well as the 
satiny style of the shoe, makes it a 
favorite for the young ladies who dance. 
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Another Burdett shoe, that is getting 
attention, is a sport oxford, blucher style, 
made over a snappy last, of Norwegian 
grain leather, and a crepe rubber sole. 
The welt, which is reinforced with a 
leather tap, is stitched around the heel. 
The vamp is plain. It has a soft, flexible, 
leather box, which provides for a soft 
toe, but at the same time holds the toe 
in shape. An imitation saddle is stitched 
and perforated on the quarter. 


Sandal and Sport Shoes 


Harney, Tracey & Crehan are adding 
new sandal styles to their lines, making 
them of patent leather, white kid and 
white calf, some of one color all over, and 
some trimmed with red and green calf. 
They have Egyptian front straps, and 
cut-outs of various Egyptian designs. 


Heels are chiefly 10-8 and 13-8, some of 
wood and sole of leather. Sport style 
oxfords are made of white, tan and pearl 
gray calf, with white rubber soles, having 
spring heels 8-8 high. Orders have been 
booked for brown suede shoes for after 
Easter. 


White Footwear Favored 


Mr. Lennox, of P. J. Harney Shoe Com- 
pany speaks in favor of white footwear 
for after Easter, forming his opinions 
from orders booked and inquiries received. 
His samples of white shoes show both 
strap pumps and oxfords, some white all 
over, and some white with trimmings of 
contrasting colors. Whitefabrics and white 
cabretta and white buck are all used. 
Soles are of leather, or of rubber, with a 
larger interest in soles of leather. Heels 
are 8-8, 10-8 and 13-8 high. 





BROCKTON 


Many Oxfords in Fall Lines 


Samples Going Out from Brockton Factories Show Large 
Proportion of Low Cut Footwear 


N the samples which are being gotten 

out by Brockton shoe manufacturing 
concerns from medium to high grade in 
both men’s and women’s lines, the oxfords 
make a strong showing. The proportion 
of oxfords range from 50 to 80 per cent, 
the latter especially applying to the high 
grade lines. In the latter, one of Brockton 
concerns, Whitman & Kieth Co., are 
featuring men’s oxfords in their Fall line. 
Lasts in the men’s samples range from 
medium narrow to wide, the tendency 
being toward the narrow toe. The newest 
last is about half the width of the so called 
“Brogue” toe. This last has a vary flat 
tred, with a wide ball, thus giving the 
room of the old Brogue last, with a 
narrower toe effect. All lasts carry from 
7-8 to 1 inch heels. Stitching is a featvre 
and wing tipsare utilized quite extensively. 
The right and left short wing tip is a 
compromise between the long wing and 
the shield or wave tip. A new ball strap 
has the wing effect. It sets higher on the 
vamp and its front marks the tip line. 
Edges are wider on all men’s shoes. 
Colored leathers are prominent, ranging 
from the light No. 3 Russia to the darker 
Shades. Pigskin is among the featured 
leathers in the heavy oxfords. There are 
plain toes, some of them showing the so- 
called trouser crease effect. Sport shoes 
in the men’s oxfords are shown in various 
combinations with crepe rubber soles very 
much in evidence. 


Women’s Welts in Many Sport Styles 


The showing of women’s welts in the 
Whitman & Keith Co. line is practically 
confined to oxfords and pumps, there 


being but three boots in the entire sample 
line. Lasts range from medium to wide 
toes, the narrow toes being few and far 
between. Patent leather constitutes a 
large part of the line with suede, black 
grain and gun metal prominent. Gray 
suede with patent leather or gun metal is 
a favorite combination. Pigskin will be 
a good selier in the women’s as well as in 
the men’s welts. The variety of color 
combinations in sport shoes is almost 
unlimited. Vamps and quarters and 
contrasting colors are combined with 
collars and straps of other shades. The 
effect obteined is one of contrasting 
harmony, in white, gray, brown and black 
and other color schemes. In the multiplic- 
ity of sport styles, one almost loses sight 
of the more conservative effects which 
constitute the “‘bread and butter’’ styles, 
so to speak. Yet there are plenty of these 
for the merchants’ sales, all representing 
Brockton’s best efforts in style designing 
and shoemaking, a8 worked out through 
many years of experience in the manu- 
facture of well made and well fitting 
footwear for men and women. 


Leather Concerns 
Consolidate 


Thompson-Field Co., manufacturing 
shoe fillers and box toes, has purchased the 
business of Garrett Drislane Leather Co., 
manufacturers of rands and innersoles. 
Mr. Drislane, who has been in the leather 
business for 25 years, goes with Thompson- 
Field Co. as superintendent. Under the 
consolidation, Thompson-Field Company 
has increased its capitalization from 
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$50,000 to $75,000 and has plans to 
substantially enlarge its output. The 
plant has been removed to Montello 
street, Campello District, where 4800 
square feet of floor space is available. 
The officers of Thompson-Field Co. are: 
Errol M. Thompson, President; Walter P. 
Field Vice-president and treasurer; Frank 
E. Gardner, Secretary. 


Opening New York Office 


O. A. Miller Treeing Machine Co. has 
opened a New York office in the Bush 
Terminal Building, 42nd Street. This is 
done for the purpose of serving the trade 
in New York City and vicinity as regards 
their purchases of Cordo-Hyde laces. 
The Miller concern is conducting a 
special advertising campaign in a New 
York daily newspaper and the newly 
opened office will cooperate closely with 
this publicity as an additional service plan. 


Death of Heel Manufacturer 


John G. Ross, one of the leading manu- 
facturers of wood heels, died at his home 
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in the neighboring town of Easton 
March 6, in his 91st year. He was born 
in England in 1831 and at the age of 21 
came to the United States and worked at 
shoemaking. He founded the Ross Heel 
Company in 1882, which developed into 
one of the largest of its kind in the United 
States. The Ross Heel Company was 
originally located in Saco, Maine. Mr. 
Ross sold his interest to a company of 
Easton men in 1884, which soon after was 
transferred to South Easton, Mass. 


Shoe Shipments Ahead of 
Last Year 


For the past month shoe shipments from 
Brockton were 51,413 cases. This brings 
the total output of the city’s shoe factories 
for the first nine weeks of 1923 to 102,463 
cases. This is a substantial gain over the 
Same nine weeks in 1922 when shipment 
totaled 98,261. Heavy shipments for the 
Easter trade are going forward from all 
Brockton factories. If these continue 
through March and April, the shoe ship- 
ments will show a substantial lead over the 
first four months of 1922. 





PROVIDENCE 


Rhode Island Merchants Mect 


Annual Session Held at Providence; 


Officers Elected; 


Prominent Speakers Attend 


ETWEEN one hundred and fifty and 

two hundred attended the fourth an- 
nual meeting of the Rhode Island Shoe 
Retailers’ Association held at the Turks 
Head Club, Providence, on Tuesday, 
March 6, 1923 at 4 P. M. President 
Fred S. Fenner opened the meeting and 
gave his report of association activities 
for the past year. The treasurer’s re- 
port showed that the association is in 
excellent financial condition. The secre- 
tary’s report was one of progress. The 
following officers were elected: 

President, Fred S. Fenner; vice-presi- 
dent, J. A. “Bert’’ Thomas; secretary, 
Frank Kenyon; treasurer, Joseph Vero- 
neau. Board of Directors: W. P. Butler 
of Pawtucket as Chairman, with George 
E. Peirce, Fred Sherman, E. S. Lafayette 
and M. Casterlin. 


Address Made by Governor and Mayor 


The “big feed” was served at 7.30 P. M. 
Governor Joseph Flynn, representing the 
state, made the address of welcome, in 
which he wished success to all present and 
to the various towns from which they came. 
After some vocal entertainment by Law- 
der and Kinney, Mayor Joseph Gainer, 
representing the city, advocated a greater 
interest in civic progress in general and in 
the retail shoe business in particular. He 
urged Co-operation and honesty. 

The address of John Slater, N.S. R. A. 


president, complimented the R. I. S. R. D 
A. on their activity and progress which 
manifested itself in many ways. He said 
that activity was what the National Officers 
wanted to emphasize and augment. The 
need and the desire for co-operation be- 
tween state and national organization was 
clearly defined. He paid a tribute to the 
shoe business upon which so much of the 
comfort and efficiency of the people de- 
pend, and stressed the responsibility, 
which the shoe business entails. Because 
the day is past when the industrial business 
man can, single handed, accomplish much. 
Mr. Slater said the necessity for a strongly 
knit body which is truly representative of 
every retail shoe man in America is easily 
seen. It is also a protection against dras- 
tic laws, which might be detrimental to the 
interests of the shoe man. In fact, the 
existence of a national organization pre- 
vents many moves. Mr. Slater also dwelt 
on the consolidation with the New Eng- 
land Federation of Shoe Retailers’ Asso- 
ciation and asked for co-operation from the 
Rhode Island Association, who bad al- 
ready at a meeting held Febrvary 6, en- 
dorsed same and instructed President 
Ferner to co-operate in helping to make it 
a reality. 

“Henry E. Hagan, of Boston, told of the 
benefits of belonging to the national asso- 
ciation and reminisced on the first na- 
tional meeting at Philadelphia 13 years 
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ago. He said, “because members of your 
state and national associations, gvie your 
time, capital, enthusiasm and eulogies, 
also attend your local association meet- 
ings. For as you give, so shall you reap.” 

Guests present incleded Governor Flynn 
and Mayor Joseph Gainer of Providence, 
John Slater of New York; Henry E. 
Hagan, Boston; Daniel J. Sullivan, Fall 
River; Nelson Street, Secretary Chamber 
of Commerce; James H. Stone, Editor of 
The Shoe Retailer, and Frank Butterworth 
of Boston; William Reynolds, Jr., Frank 
E. Ballou, James Stevens, representatives 
of the H. B. Goodrich Co., H. C. Sherman, 
representative of Cornell Shoe Co., Brook- 
lyn; George*Hall, J. Abowitz of Lax and 
Abowitz, Brooklyn; George E. Peirce, Jr., 
representing the sixth generation of 
Thomas F. Peirce and Son, the pioneer 
shoe store of Providence, Peter L. Casey 
and James J. Connelly, representative of 
the Recorder. The Committee of Arrange- 
ments consisted of George E. Peirce, Roy 
Whitmore and D. B. Hughes. 
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ROCHESTER 


How to Make Bigger Profits 


Speaker Before Rochester Meeting Says Merchants Should 
Take More Active Part in Designing Lasts 


HE largest crowd that ever attended 

ameeting of the Rochester Retail Shoe 
Dealers’ Association greeted President 
Don Burke when he called the first of the 
monthly evening meetings to order at the 
Rochester Club on Thursday, March 9. 
The principal speaker of the evening was 
Frank Guinivan, of E. P. Reed & Co., who 
spoke on “Flexible Arch Shoes vs Stiff 
Arch Shoes.” 

In opening his speech, Mr. Guinivan 
stated that on the average, the retail shoe 
merchants of the country did not make 
the money that they should make. This 
condition he attributed to lack of proper 
turnover and excessive selling costs, also 
to lack of judgment in buying. 


Educating the Last Maker 


To remedy this condition, Mr. Guini- 
van suggested that the retail merchants 
who knew feet and what the public needed 
should tell their manufacturers the type 
of shoes that they must have to serve their 
customers intelligently instead of buying 
as they do now whatever the manufacturer 
and last maker offered. In the opinion 
of Mr. Guinivan, it was up to the mer- 
chants of the country to educate. the last 
makers of the country to make lasts that 
have the wood in the proper place to meet 
certain requirements and other lasts with 
different specifications to meet the needs 
of other types of feet. 

Speaking of the two types of shoes—the 
flexible and stiff arch types—Mr. Guini- 
van stated that they both were ideal and 
both served a real purpose, but that it 
was essential that they be properly ap- 
plied. 

How to Measure Feel 


In the measuring of feet Mr. Guinivan 
advocated that measurements be taken 
without the persons weight being on the 
feet and that these sizes be allowed in fit- 
ting. 

After Guinivan’s talk an informal dis- 
cussion of the merits of the two types of 
shoes was held and the interest was so 
great that not a man left the room until 
the meeting adjourned. 

An interesting side issue was brought 
out by Mr. Pidgeon, who stated that of the 
34 men present at this meeting there were 
10 men who were present at the organiza- 
tion meeting held in 1911. The following 
members who were instrumental in organ- 
izing the association and are still active 
are: William Pidgeon, Jr.; William Pidgeon 
Sr., George Snyder, Harry Philan, Philip 
Leckinger, Jim Plmstead, Harry Chase, 
A. F. Smith, Florense Cook and John H. 
Schmanke. The next meeting which will 


be held in April will be addressed by Mr. 
J. V. Lobel of the Steele-Lobel Company. 


McCurdy’s Have Interesting 
Display 

Jim Olmstead, manager of the shoe de- 

partment at McCurdy & Company, de- 
partment store, has arranged an interesting 
window of footwear to feature his new 
spring patterns of Egyptian and Oriental 
types. 
In addition to the newest women’s foot- 
wear, Mr. Olmstead has displayed in his 
windows a collection of shoes from the Far 
East, many of which are thousands of years 
old. 

Included in the display are Chinese 
Bridal Shoes of the 15th century, Greek 
shoes, Persian, Afghanstan shoes of the 
10th century, Chinese shoes, Afghanstan 
Tribal boots, Japanese boots, Netherland 
wooden shoes, Russian boots, Roman 
shoes, Chinese high clogs, Persian sandal 
clogs, Arabian boots and Turkish golden 
shoes. 


‘Retail Business Fair 


The cold weather of the past week put 
a crimp in the spring business of local 
stores and as a result business, up to the 
10th of March, has been rather dull. Buy- 
ers and managers who have just received 
their new spring patterns are enthusiastic- 
ally exploiting them, and there is a feeling 
everywhere that once the weather gets 
warm that business will pick up materi- 
ally. 

Wm. Eastwood & Sons Co., are fea- 
turing the “Garcia,” a woman’s tongue 
slipper in eight styles at $8, made with 
light turn sole carrying either straight heel 
or Spanish wood covered heel. 


Gould, Lee & Webster 
Feature Biltrite Shoe 
Gould, Lee and Webster are devoting 
considerable newspaper space to featuring 
the Biltrite shoe for men, selling at $6.50, 
$7 and $7.50. 


Miller Store Ready for 
Easter 
The new store at 86 East Avenue, which 


will be occupied by W. E. Miller, is rap- 


idly nearing completion and Mr. Miller 
hopes to be in the new location in time for 
Easter business. Women’s Ease-All shoes 
manufactured by the Utz & Dunn Co., 
are to be featured in the new Miller 
store. 
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First In Style |. 


The Appeal of the Sandal 


The Sandal was the world’s first shoe. It was designed entirely for 
comfort and protection. Yet it has a certain graceful beauty that 
makes it a popular favorite even today. 

Now the dead kings of Egypt are rising from their graves to proclaim 
the attire of their people the mode for 1923. Creighton designers, 
anticipating the Egyptian trend in footwear, have designed the 
attractive sandal illustrated here. 


This will bring business to your store. Place your order today subject 
to immediate shipment. 






ALL WIDTHS 


ALL SIZES 


Style 441 
PATENT LEATHER 
“* Babbitt” 


Goodyear Welt, 8-8 es Heel. Widths A-D. 
> ane . . .$4.65 





Style 323 
BLACK SATIN Style 330 
“Sunbeam” WHITE ROYAL KID TRUDY PUMP 


Flexible McKay, 8-8 Cuban Heel. Widths A-D. Flexible McKay, 16-8 Louis Heel. Widths A-D. 
Price...... ee Price. . weve e G4.75 





The Beet and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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First In Service 


Immediate Delivery Guaranteed 


No matter how excellent the line a manufacturer offers the 
trade unless you can get the shoes when you want them, 
many sales are lost. The productive capacity and highly 
systemized methods of our new factory make it possible 
to give our customers a stock service they’ll appreciate. 


The kind of shoes you want are ready for at-once ship- 
ment. Send in your orders—we’ll deliver the goods. 


A. M. CREIGHTON 


LYNN, MASS. 


FOLLOW THE 


a 





Make this modern factory the source of your shez supply 





The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Palm Beach foretells 


a greater vogue of 


WHITE KID 














Dame Fashion’s preferences are keenly observed at 
Palm Beach and carried North for Summer modes. 
This year she cares little for sports apparel, but 
smiles brightly upon dressy costumes with snowy, 
dainty glazed white kid pumps. Always favored by 
the most carefully dressed women, this year white 
kid footwear is imperative with “all-who-count.” 


THIS IS A WHITE KID YEAR 


A few far-sighted dealers will have sufficient white 
kid shoes to start the season fairly. Others will call 
for hasty replenishments. Orders will carry rush 
tickets—no time to manufacture even with the quick 
shipments of Amalco White Kid for which this firm 
is noted. Benefits of the demand will be reaped in 
larger part by forehanded manufacturers who can 
ship from stock. 


Call upon us now to forward immediately any 
needed quantity of Amalco—the improved, absolutely 
pure white kid; mellow skins with unusually good 
cutting value, which go through the factory clean 
because they have 


THE GLAZE THAT STAYS 





Amalgamated Leather Companies, Inc. 


rons Ze 20-24 NORTH STREET PHILADELPHIA, PA. 
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(This Department is conducted by Helen M. Haney, Associate Editor) 


Georgie S. Sterling Is ‘““The Cinderella Woman”’ 


Covers Texas and Greater Part of Louisiana for 


RS. GEORGIA S. STERLING 
M has the distinction of being the 

only woman member of the South- 
western Shoe Travelers’ Association. Ac- 
cording to the boys who cover Texas, there 
is no more popular traveler on the road 
than Mrs. Sterling, so the Southwestern 
Shoe Travelers’ Association, who have 
their “‘bailiwick” in the “Lone Star State” 
decided that they would confer every 
honor possible upon this “real fellow’’ and 
have consequently made her an honorary 
member of their association. 


A Large Following 

Another distinction that this brave little 
woman has attained is that of having as a 
territory the biggest state in the Union 
and a large portion of Louisiana thrown 
in, just by way of good measure. Mrs. 
Sterling has traveled for a number of years 
and has won, not merely business accounts 
in every city and town, but real friends. 


Recipe for Success 


Mrs. Sterling, when asked her recipe for 
success, said “Love your work, Know your 
line, and Don’t be afraid to go after the 
business.”’ From her splendid sales revord 
one knows that she has practiced what she 
preaches. One also knows, however, that 
her personality has had much to do with 
her success. She is small, has brown eyes, 
beautiful gray hair and smiling expression. 
And optimistic beyond description. More- 
over, if she doesn’t land her customer at 
her first effort, she gives warning, “I'll get 
you yet.” And most always she does. 

Mrs. Sterling says confidence in a sales- 
man or saleswoman is the only basis for re- 
peat sales. She believes that it never 
has, nor ever will, pay to disregard the 
Golden Rule. 


Everett & Barron Company 


Women Make Good Salespeople 


Mrs. Sterling believes that women are 
well adapted to sell certain lines. She 
states that woman’s experience and know- 








MRS. GEORGIE 8S. STERLING 
Or “The Cinderella Woman” 


Who sells polishes and brushes for the Everett 
¢ Barron Co. in Teras and greater part of 
Louisiana. She is an honorary member of the 


Southwestern Shoe Travelers’ Association. 








ledge in the use of certain articles are a 
decided asset to the scientific distribution 
thereof. Mrs. Sterling finds that the 
the general public, and her customers and 
fellow travelers in particular, are the most 
interesting and interested friends. 


At the Texas-Oklahoma Meet 


It was just like a grand re-union when 
she arrived at the Texas Hotel during the 
Texas-Oklahoma Shoe Retailers’ and 
Southwestern Travelers’ Joint Convention 
February 12-14. She knew them all, from 
the youngest traveler to the veteran and 
her sample room had some of the appear- 
ances of a receiving line, during a Presi- 
dential inaugural. 

And because she knew that a word 
spoken, or a suggestion made, may often 
mean a future sale, and just because she 
also felt that all present were her genuine 
friends, and her interests their interests, 
she showed her fellow travelers what was 
new in her line. 


“The Cinderella Woman” 


If perchance, some one forgets her name 
for the instant, while she is passing by, 
you will hear the remark—‘‘Oh, there’s 
the Cinderella Woman.” 

She immediately affirms her identity 
and tells them that there are thirteen 
members of her Cinderella family. The 
mention of Cinderella will start a conver- 
sation, any time any where. She can tell 
a more interesting story than the old story 
of the distressed little mistreated damsel, 
Cinderella who blossomed into gaiety for 
atime. She also tells the wonder and the 
changes that Cinderella Polish will achieve. 


Believes in Her Line 


Mrs. Sterling sells polish and brushes 
made by the Everett & Barron Company. 
She believes in her line, knows how to tell 
about it and how to show it. No matter 
where she goes or when or where it is 
always possible for her to bring from 
unseen pockets jars and bottles of polish 
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Investigate Dr. Posner’s New 
Spring Numbers 


In our art catalogue are shown many examples of 
our two hundred styles in welts and turns constantly 
carried in stock. Dr. Posner’s smart footwear for 
children has long enjoyed an enviable reputation as 


a profit-maker. 











PAT. LEATHER TURN SPEAR PUMP 


No. 58-S 3.8 $2.15 
No. 60-S 814-11 2.55 

















During the last few months 
we have been busy planning 
many new youthful effects 
for the spring season. Two 
of our most approved designs 
are shown on this page. 











PAT. LEATHER WELT OXFORD 


No. 3063 6-8 $3.00 
No. 3065 814.11 3.25 
No. 3067 1114-2 3.60 
No. 3069 2146 4.50 




















Write today for our combination brochure and 
stock book which gives in detail listings, sizes and 
prices. 


Dr. A. Posner Shoes, Inc. 


140-142 West Broadway 
New York City 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 














23 





March 17, 1923 











Cc. T. FOREMAN 


Who covers Indiana and Michigan for Creel, 
Mauldin ¢ Chambers, Inc. 


Creel, Mauldlin & Chambers, 
Inc., Roster 


The roster of the Creel, Mauldin & 
Chambers, Inc., salesmen for fall, 1923, 
and territories covered by them, is as 
follows: E. L. Bass, Mississippi and Ar- 
kansas; T. J. Becker, Missouri and Kan- 
sas; W. H. Brockway, Wisconsin and 
Minnesota; C. F. Denman, Kentucky and 
Tennessee; C. T. Foreman, Indiana and 
Michigan; P. W. Hardman, Virginia and 
West Virginia; R. C. Herbert, Oklahoma 
and Northern Texas; G. W. Hewitt, Illi- 
nois; J. A. Lord, Jr., Alabama, Florida, 
and Georgia; F. C. McGriff, Pacific Coast; 
H. J. Noe'l, North and South Carolina; 
John E. Roach, Texas and Louisiana; C. 
H. Shoop, Ohio and Western Pennsyl- 
vania; K. C. Wert, Iowa and Nebraska. 
The new men on the force are: Noell, 
Roach and Shoop. 

All of these “‘live-wires”’ are now in their 
territories, with their new line of samples 
for fall, 1923. Without exception, they 
are expecting a record volume of business. 
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CHARLES F. DENMAN 


Who covers Kentucky and Tennessee for Creel, 
Mauldin ¢ Chambers, Inc. 





and in a very few moments there is a 
demonstration of tne Cinderella Polish. 


Frank Hurlehy Is Dead 


Frank Hurlehy, one of the most widely 
known and popular citizens in social and 
business circles of Northern and Central 
Ohio, died suddenly at his home, 1150 5th 
Street, Lorain, Ohio, Sunday afternoon, 
February 25. Death was due to pneu- 
monia. He was ill only 26 hours when 
death came. 

Probably no man in Lorain had a wider 
circle of friends than did Mr. Hurlehy. 
He had been a resident of Lorain for 25 
years. His happy and friendly disposi- 
tion, and his kindly attitude toward his 
acquaintances had made for him a multi- 
tude of friends, to whom his death comes 
as a distinct shock and a cause for most 
sincere sorrow. 


Former Retail Merchant 


Mr. Hurlehy was in the retail shoe busi- 
ness in Lorain for five years, with a store 
at 632 Broadway. After retiring from the 
retail business about 18 years ago, he be- 
came a traveling shoe salesman and for a 
time just previous to his death he repre- 
sented the F. Mayer Boot & Shoe Co. in 
a section of Northern Ohio. 


A Prominent Elk 


Mr. Hurlehy was also a prominent 
member of Lorain Lodge, No. 1301 Beno- 
volent and Protective Order of Elks. He 
was a member of the board of trustees of 
the order and was included in the member- 
ship of the building committee, which has 
charge of the erection of the Hotel Ant- 
lers, the Elk’s enterprise in Lorain. He 


also took an active interest in other Elk 
affairs. 

The deceased man is survived by his wife, 
Mrs. Myrtle Hurlehy to whom he was 
married 20 years ago. A daughter, Miss 
Geraldine Amelia Hurlehy also survives. 
Other surviving relatives are his aunt: Mrs. 
Harriett Keefe of Fostoria, and two uncles, 
Elmer and Lafayette Wise of Willard, 
Ohio. 

Every Honor Shown Body 


Funeral services were conducted Wed- 
nesday afternoon, February 28, from the 
First Congregational Church with the 
Rev. L. C. Grant in charge. The Elks 
also participated in the service, conduct- 
ing their ritualistic services. The body 
was removed from the home at 10.30 
Wednesday morning to the church, where 
it laid in state and was viewed by friends 
until the time of the public services. 
Burial was in Elmwood Cemetery. 


Louis Lelyveld with Hannah- 
sons 


Louis Lelyveld, who has had long ex- 
perience in the shoe business, has recently 
joined the Hannahsons sales organization, 
and will represent that popular line in 
Boston, and Northeastern and South- 
eastern Massachusetts. 

Mr. Lelyveld is particularly well 
equipped to be of real service to shoe mer- 
chants in this section, having engaged in 
the retail shoe business himself, as well as 
conducting a wholesale house. 

His acquaintance is large, and he is look- 
ing forward with much pleasure to the op- 
portunity to interest his many friends in 
the Hannahsons line. 


“Jim” Stoner Says Southern 
Outlook Bright 


Jim Stoner of the Boyd-Welsh Shoe 
Company has recently returned from a 
trip to the South, where he attended 
the Convention at the Texas Hotel, 
Fort Worth, of the Texas-Oklahoma 
Shoe Retailers’ Association and South- 
western Travelers’ Association. 

“Jim” states that this was one of the 
largest conventions ever held and that 
they all derived much benefit from the 
meetings, due to the fact that many 
questions regarding styles, materials, etc. 
were thrashed out between the manu- 
facturers and the retailers. 

He says that the outlook from the South 
is very bright, as the merchants had a 
wonderful season and due to the nice 
weather have sold more novelty footwear 
than ever before in the history of the shoe 
business. 

The merchants claim that they are not 
only doing a larger business, due to so 
many fancy patterns, but are making a 
larger percentage of profit than ever before. 


Small Town Merchants Progressive 


“It was unanimously agreed,”’ said Jim, 
“‘that the merchants of the smaller towns 
had to be just as up-to-date as the ones in 
the large cities because of automobiles. 
flying-machines and the radio, which 
enables the girls of the small towns to be 
posted on fancy patterns, styles and 
materials as well as their city cousins. 

“Owing to the advance season, all 
indications show that fancy patterns, 
sandal and sandal effects, and new strap 
patterns would be the big bet in satin 
and white id, kand other materials.” 
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IN STOCK 


Six New Spring Styles that will 


Increase Your Easter Business 





Dependable Quality ----Excellent Values----All Turns 








No. 932—Patent Vamp, Grey Buck 
Quarter, nine cut-outs underlaid with 
Patent, 4 rows Grey stitch on vamp, 
14-8 Cuban heel. Widths AA to C. 





No. 935—Black Satin Vamp & Quarter, 
Black Ooze Strap and collar, Four open 
cut-outs each side. 14-8 Spanish heel. 

coos GD 


Widths AAtoC. Price 





No. 939—Black Satin Gore Pump, 
Small Tongue and Saddle of Black 
Ooze underlaid with Satin, 10 Last, 
14-8 Spanish Louis heel. Widths 
AAtoC. Price ...... 3.75 


Pe ccssessasececcestcucesess $4.50 





wt 


No. 931—Biack Satin, Two Button 
Strap, Black Ooze Strap, Nine diamond 
cut-outs on each side also cut-out on 
Strap, underlaid with Satin. Full 
Louis heel. Widths AAtoC. Price4.60 


i 


No. 934—Black Satin Vamp and 
Quarter with Patent Strap and Collar, 
16-8 Full Louis heel. Widths AA to C 
Pe icctetennhkteseseuseacens 4.25 








No. 929—Black Satin Pump, narrow 
underlay of Black Ooze. Widths 
Big OE Ge WU cb hec ce cccens 3.75 








Terms 2% 10 days; net 30 days 


ELLIS, EDDY CO. Shoemakers LEWISTON, MAINE 











The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Commonwealth Shoe and 
Leather Salesmen Hold 
Conference 


On Monday, March 5, the sales force 
and factory executives of the Common- 
wealth Shoe & Leather Co. held the first 
of the week’s conferences on plans for the 
new season’s selling. Charles H. Jones, 
president of the company, addressed the 
gathering Monday morning on “General 
Business Conditions and Their Problems.” 


President Jones Sees Better Business 


Mr. Jones’ address was aimed largely at 
the broad industrial and financial swing 
which the country faces today and its di- 
rect application to the shoe business in 
general. He pointed out that every indica- 
tion gives evidence of a gradual up-swing 
for the balance of 1923 in general business 
conditions. 

The problem of increasing prices, which 
very forcefully meets the shoe manufac- 
turer under such conditions, was thor- 
oughly discussed and plans made to mini- 
mize its effect so far as the company’s prod- 
ucts are concerned. 

In the afternoon a general discussion of 
the week’s conference subjects was de- 
bated in open meeting. 


Advertising and Merchandising Studied 


Tuesday morning, James G. Berrien, 
of Goode & Berrein, New York, the firm’s 
advertising counsel, laid before the meet- 
ing outlines of the advertising and merchan- 
dising plans which will gradually be put 
into effect the next few seasons. An inter- 
esting dicussion followed, in which it was 
unanimously agreed that the new plans 
were eminently suited for today’s prob- 
lem and would be a potent factor in still 
further increasing the business and prestige 
of the Commonwealth and. its product. 
Wednesday morning the same general dis- 
cussion was continued, particularly in re- 
ference to out-door advertising. 


New Samples Discussed 


The salesmen’s sample lines were spread 
in lower Town Hall and every afternoon 
during the week the time has been spent 
getting familiar with the newer styles. 
The morning sessions for the week were 
occupied by a detailed discussion and ex- 
planation of each new style and its rela- 
tion to the general tendency in shoe styling 
today. 

The conference continued until March 
12, when the activities terminated in the 
annual sales dinner, attended by the fac- 
tory executives and sales force at Young’s, 
Hotel on Monday nigbt, last. 


Oplimism Prevails 


The factory executives were very opti- 
mistic, as were salesmen, over the record 
of the past 12 months. The Common- 
wealth factory ran full every business day 
of 1922 excepting two very brief periods 








F. F. HANES 
Who has successfully sold shoes for many years 
in the Northwest, now represents the Marion 
Shoe Co., in Iowa. He recently made a trip to 
the Marion factory, and is now on his territory 
with a specially selected line of samples. Mr. 


Hanes has been writing good orders every week 

and says that his combination of ** Western Qual- 

ity and Eastern Style” will put Marion Shoes 
“on the map” in Iowa. 





for inventory. For the coming season the 
plans are for an even greater production. 
The cutting room has started already at 
a higher rate than last season and business 
is now booked ahead for several weeks 
production even though the salesmen have 
not as yet had opportunity to send in any 
business. It is confidently expected that 
1923 will be even better than 1922 in point 
of production and continuity of work. 


Williams with Collins & 
Staples 


E. J. Williams has been engaged by 
Collins & Staples, manufacturers of 
women’s turn shoes in Haverhill, to repre- 
sent, with assistants, this concern’s line in 
the North Middle West. Mr. Williams 
will have his headquarters at 189 Madison 
Street, Chicago, Ill., and will carry a full 
line of retail samples from this house. 


Melvin Belcher’s Father Is 
Dead 


Augustus Belcher, aged 64, for many 
years a resident of Brockton, Mass., is 
dead. He lived with a son, Melvin W. 
Belcher, a salesman for the C. A. Eaton 
Shoe Company. Mr. Belcher had beed 
ill for some time. He has another son 
and a daughter in Chicago. His wife 
died some years ago. 

The prize, hand-tailored, gelatine derby 
goes to the gink who thought a shoe coun- 
ter was a new kind of adding machine.— 
December Korrect Shape News. 
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Arch Preserver Shoe Sales 
Convention Big Success 


Never before in the history of the E. T. 
Wright Company, Inc. organization has 
there been such a display of enthusiasm 
and optimism as was manifested at the 
recent sales convention which was held 
at the factory February 26 and 27. 

The Wright sales represetatives from 
all over the United States were in attend- 
ance. They were called into this special 
session for the purpose of discussing the 
new intensive selling and advertising cam- 
paign which is to be inaugurated immedi- 
ately on the Arch Preserver Shoe for Men. 


Aggressive Advertising 


The most important feature of this cam- 
paign is a continuous series of large adver- 
tisements in the Saturday Evening Post, 
the first of which is to appear on March 24. 
Supplementing the Saturday Evening Post, 
full color advertisements are to be used in 
the World’s Work, Atlantic Monthly, Re- 
view of Reviews, Scribner's, Harper’s and 
Century. This advertising schedule is one 
of the most aggressive in the men’s shoe 
field, and expresses the confidence of the 
Wright organization in this patented shoe 
which has shown unusual sales-progress 
during the six years it has been on the 
market. 

The theme of the national advertising, 
“The Man’s Shoe with a Real Chassis,” 
is unique in shoe advertising, and aptly 
expresses the muchly discussed and 
exclusive features of the Arch Preserver 
Shoe. 

At this time, the Wright executives also 
announced a complete program of dealer 
co-operation, which work includes a large 
assortment of “helps” which have been 
prepared with great care and at large 
expense. 

Business Conditions Good 

The sales representatives reported busi- 
ness unusually good, and quite promising 
for the future. The men from the “firing 
line’”’ also reported unusual enthusiasm 
on the part of dealers regarding the smart 
styles which the Wright designers have 
created in the Arch Preserver Shoe. This 
shoe now is made in a line of styles which 
embrace every desirable shape and pat- 
tern dictated by Fashion. 

Special plans also were made for ex- 
panding the dealer organization. Hun- 
dreds of new dealers now can be accom- 
modated, and these will be added immedi- 
ately to the dealer list. 


J. A. Munroe Talks “Franchises” 

‘“‘We have proved to our own satisfac- 
tion that the Arch Preserver Shoe is one 
of the most valuable selling franchises in 
the shoe industry,” said J. A. Munroe, 
Vice-President of the Wright Company, 
who is in charge of sales. “In fact, many 
of our dealers declare that they prefer it 
to all other franchises! 
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HANNAHSON S 








In Step with Style 





No. B 859 $3.85 


B 859—Blacx Satin One Strap, Suede Collar 
and Cut Out Tongue Turn, 15-8 Full Louis 
Heel, Widths A to D, Code “Madly n”... $3.85 
B 861—Black Satin "One Strap, Suede Collar 
and Cut Out wee Imitation Turn, 12-8 
Cuban Heel, Widths B to D, Code “Sylvia” 

$3.15 





No.5 B]742E $2.15 


B 742—Black Satin One Strap, Button, 9-8 
Heel, Black Drill lined, Imitation turn, widths 
OP es EE UNE coccccneccsevenee $2.15 
B 786—Black Satin Wide One Strap, 9-8 
Flapper Heel, Rhinestone Button, Genuine 
Turn, Leather lined, Widths B to D code 
PETE” cccsees $3.10 


B776—. As above | except imitation turn, Code 
“Edaa”..... $2.7 


Have you read the story of Old King Turn- 
Em-Over? 4t's in HANNAHSONS NEWS. 
Send for it. 





No. B 774 $2.85 


B774—Black Satin One Strap, ¥ Brocade 
Quarter, 9-8 Heel, Leather lined, Imitation 
Turn, Widths B to D, Code “Conny” 


Every picture tells a story of profit. 
HANNAHSONS shoes are in step 
with style . 





Buy your Fabric Footwear. from the 
leading manufacturer— HANNAH- 
SONS. You can make more money on 
a smaller investment by sizing in as 
you size out with these Fashionable 
Fabric Novelties. 


HANNAHSONS SHOE CO. 
HAVERHILL, MASS. 


Manufacturers 





No. B 813 $4.00 


B 813—Black Satin Tongue and Buckle One 
Strap, Genuine Turn, 16-8 Full Louis Heel. 
Ato D. Code “Beatrice”’.......... . $A. 

B 814— A. above, except ‘Brocade Quarter, 
14-8 Full Spanish Heel, Code “Bernice”. . $4.00 





No. B 60 $1.60 


B 560—White Canvas One Strap, Imitation 
Turn, 9-8 ~ = ad Heel, Widths B to D 
Code, ““Dandy” ; $1 





No. B816 $3.75 


B 816--Black Satin One Strap, Satin Covered 
Buckle, Brocade Quarter, Genuine Turn, 16-8 
Full Louis Heel, Widths A to D, Code, 
WORSE ns nahecaess desnscensaegnee $3.75 





No. B 800 $3.15 


B 800— White Satin One Strap, Leather Lined 
14-8 Louis Heel, Widths B to D, Code Beets 
3.15 


Acard to us will bring a HANNAHSONS 
Salesman to you. 





No. B 1110 $3.19 


B 1110—Black Satin One Strap, 16-8 Half 
Louis Heel, Leather lined, Genuine Turn, 
Rhinestone Button. Widths A to D, Code 


ME ceceeedeenssens cncstrrcecneswe $3.10 
B 1145—As above omens, with 12-8 Baby 
Louis Heel, Code “Beulah”............ $3.10 
B 1715—Same as above except 12-8 Cuban 
Beeek, Code “Mamey.cccvcccccccsce Se $3.10 








IN, STOCK 





IN STYLE 
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N. G. NELSON 


Who covers one of the territories of the Rice § 
Hutchins Chicago Company in the “Windy City 
on the Lake” 





“This fact explains why we are today 
buying for this shoe its rightful place on 
the market, investing many thousands of 
dollars in advertising space and materials 
so that the story of this shoe will be carried 
to every possible buyer, and also so that 
the dealer may be able to cash in on the 
publicity work as it affects his community. 

A Real Preserver 

“The biggest thing in regard to this shoe 
is that it is for the normal foot. Many 
shoe men appear to have the idea that the 
Arch Preserver Shot is for cripples only. 
It may be superior for weak feet, but it is 
also superior for normal feet, for, as its 
name implies, it ‘preserves’ the foot. 

“We predict an unusually good year in 
the shoé business, and with our newly in- 
augurated national adverising campaign on 
the Arch Preserver Shoe, indications al- 
ready point to sales records which will 
leave far behind all previous high marks.” 


D. Burton Blanton on Trip 


D. Burton Blanton, who travels the 
South for Richards and Brennan Com- 
pany, has his trunk of samples all packed 
and is starting forth to call on the trade 
in his territory. D. Burton is a Recorder 
subscriber and says that he reads it 
thoroughly each week. 

Ryan with Simplex Shoe 

P. H. Ryan who formerly covered Kan- 
sas, with the Kropp Shoe Company line 
of Columbus, will cover Western Ohio for 
the Simplex Shoe Co., of Milwaukee, Wis., 
this season. Mr. Ryan has his new lines 
on display at the Columbus Convention 
of March 5, 6 and 7. 


A Tribute from South- 
western Boys 


B. McWhirter, Secretary of the South- 
western Shoe Travelers’ Aassociation, writes 
that the boys on the road are very appreciative 
of the Recorder's Shoe Traveler Depart- 
ment’s service and has sent the following re- 
solution passed by this association at its re- 
cent annual convention. 


Fort Worth, Texas, 
February 13, 1923. 
Whereas: “‘The Boot and Shoe Re- 
corder and the Shoe Retailer have 
shown their interest in shoe travel- 
ers, especially members of the 
N.S. T. A., by devoting a special 
section in their valuable columns to 
the dissemination of news concern- 
ing them and their work, be it 
Resolved, that the Southwestern 
Shoe Travelers’ Association in Con- 
vention assembled, extend to the 
staff of these journals a vote of 
thanks for their consideration and 
generosity. 
Respectfully Submitted, 
Tom. D. Collins, 
Lee Lasseter, 
P. M. Harris, 
E. M. Pinckard 
W. T. Mitchell, 
Resolutions Committee. 




















Ohio Shoe Travelers Meet 


On Saturday, March 3, at 11 o'clock 
A. M., a meeting of the members of the 
Ohio Shoe Travelers’ Association was 
held in their new quarters, rooms 315-316 
Commercial Building, Columbus, Ohio, at 
which time nominations on the Blue and 
Red tickets were made. 

From now until election day, which is 
to be Saturday, June 16, a lively pre-elec- 
tion campiagn wi'l be waged by the oppos- 
ing factions for the honor of serving as 
officers of this organization for the year 
beginning July 1. 


Election Day June 16 


Following is a list of the nominees: 

Blue Ticket: A. L. Carlisle, president; 
A. E. Victor, lst vice-president; P. H. 
Ryan, 2d vice president; Geo. F. Scholl, 
secretary-treasurer. 

Directors: J. Frank Burns, R. V. Zart- 
man and E. A. Butler. 

Red Ticket: P. J. O'Neil, president; 
Chas. W. Steuber, Ist vice-president; 
Geol H. Brackney, 2d vice-president; 
E. C. Bigelow, secretary-treasurer. 

Directors: H. S. Drake, Perry W. Smith 
and A. W. Tornes. 

Two new members were admitted at 
this meeting, Leonard C. Dudley of the 
Ferris Shoe Company, Philadelphia, and 
Edward J. Hott of the Shukraft Company 
of Columbus were the two new members 
admitted. 





GREGORY E. STONE 
Who traveis the South for the M. N. Arnold 
Shoe Co. 





‘.regory Stone with M. N. 
Arnold 


Gregory E. Stone, who for the past 
seven and a half years has traveled the 
South for Lunn & Sweet Company and 
before that for Upham Bros. Shoe Co., 
Stoughton, Mass., left Boston on Friday 
evening, March 9, to show the M. N. 
Arnold Shoe Co.’s line to his many friends 
in Dixie Land. Mr. Stone joined the Glove 
Grip boys in time to attend the big semi- 
annual sales convention of the M. N. Ar- 
nold Shoe Co., which was recently held 
during the last days of February and first 
of March, and which Mr. Stone pro- 
nounced emphatically—‘“The most in- 
spiring affair I ever attended.” 

Gregory will remain ‘neath Southern 
skies until the ‘Merry Month of June,” 
at about which time, he will rush back 
home and says that he will surely be on 
hand for the Shoe and Leather Exposition 
and the annual outing of the Boston Shoe 
Travelers, whether it be held at Pember- 
ton, or some other equally delightful spot. 


Van Sickle Sells J. W. Carter 
Line 

R. S. Van Sickle, left on March 10, with 
his new line of samples of the J. W. Car- 
ter Company, Nashville, Tennessee. Mr. 
Van Sickle will cover his former territory 
of Ohio and his many friends and cus- 
tomers will welcome him with his new line, 
which he had on display at the Columbus 
Convention of March 5-7. 


The place to winter a hog is in the smoke 
house.—Farm Journal. 
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No. 583X—Black Satin Susan, 9-8 Mannish 
Heel, 42 Last, Half Dollar Toe, widths AA-C, 
at once delivery from Newburyport, Code 
SR” Wea cavecscconsnanased $4. 





No. 749X—Black Satin Vamp, Black Satin 
Brocaded Quarter Behrl, 13-8 Cuban Heel, 46 
Last, Dime Toe, widths AA- C, at once delivery 
from Peaves- Code ‘ *Jealousy.” Price....$4.50 
No. 749 —Same as No. 749 only 41 Last, 
Quarter = widths A-D, at once delivery 
from New York, Code “Dazzle.” Price. . $4.50 





Attractive 


Tongue Pumps 


and 


Sandals 


of all kinds have the call. The 
ones shown here are the more 
refined and conservative mod- 
els which the bulk of your 
trade demand. These will not 
die over night—you can clean 
them up toa pair. That means 
profits for you. 


Our National advertising and 
dealer help makes sales easier. 
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No. 1844 X—Brown Calf Susette, Bei . Suede 
Trimmed, 14-8 Spanish Louis Heel, 38 Last, 
Dime Toe, widths AA-C, at once delivery from 
et Code “Scamp.” Price....$6.15 


—Beige Suede adh. with Patent 

Trimming, 14-8 Spanish Louis Heel, 40 Last, 
Dime Toe, widths AA-C, April 1 delivery from 
FHS. 0.000 $6.50 


Sheteune, Code “Zelda. 





No. 827X—White Kid Mavis, 14-8 Spanish 
Louis Heel, 40 Last, Dime Toe, widths AA-C, 
at once from Boston, Montgomery, Newbury- 
port, Kansas City, San Francisco and Denver, 
pecs 1 delivery from Chicago, Code “Baby.” 
Te iatteneeedds-chhitcebante ued eal 
No. 828X—Same as No. 827X only 37 Last, 
Dime Toe, 16-8 Louis Heel, at once from all 
seqeeias except New York, Code “Cupid.” 
DN sia oe 0a AO ee ena 


-90 
No. 833X—Same as 827X only White Beach- , 


tex with 14-8 Spanish Louis Heel, at once from 

a ery, code, ““Dawn.” Price..... $4.60 
0. 834% 8 Same as No. 833X only with 16-8 

Sosnish Louis Heel, 44 Last Nickle Toe, at 

once from Montgomery, Code “Thorn.” 

DE cavivntiaduntnns+ceswelbiirndnes $4.60 





NATHAN 








No. 824X— Sine Brocaded Dolly, 14-8 Louis 
Heel, 38 Last, Dime Toe, widths AA-C, at once 
delivery from New York, Code “Vanity.” 
Price. . Perr — 

No. 821X—White Satin Brocaded Dolly, 14-8 
Louis Heel, 40 Last, Dime Toe, widths AA-C, 
at once delivery from ees Code 
FM” Sc cccciesvestineseeuel $5. 





D. DODGE SHOE COMPANY 


Newburyport, Mass. 


IN-STOCK DEPARTMENTS 
Boston, Mass.—179 Lincoin St., 416 Albany 
Bidg. 
New York, N. Y.—108-110 Duane St. 
San Francisco, Calif.—770 Mission St., 
— Bldg. 
Mo.—Ninth and Main Sts., 
Kos 13 Sleigh ley Bidg. 
Chicago, I1l.—19 So. Wells St., 310 Lee 
Bidg. 


Montgomery, Ala.—105 Bibb St., Cotton 
Exchange Bldg. 


Denver, Colo.—Corner Arapahoe and 15th 
Sts., Room 414-415 Mercantile Bidg. 


Newburyport, Mass. 


OTHER OFFICES 
Philadelphia, Pa.—929 Chestnut St. 
Seattle, Wash.—2716 Warren Ave. 
Pittsburgh, Pa.—Hotel Henry. 
Indianapolis, Ind.—424 Saks Bidg. 














No. 831X—Black Satin Mavis, 14-8 Spanish 
Louis Heel, 38 Last, Dime Toe, widths AA-C, 
at once delivery from Montgomery, Gode 
VE I etc nab na beeé bbametuud 

No. 832X—Black —— Mavis, 16-8 Spanish 
Louis Heel, 37 Last, Dime Toe, widths AA-C, 
at once delivery from Montgomery, Code 
PNG PU ose sccdvisccnedsevéed $5. 
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‘WILCON mark 


TRADE JEWED 
Stampt on the Sole 


Easy to 


Make & Sell 
Better to 
Wear & Repair 


Easy to Sell—because Wilson Sewed shoes 
have the same qualities of lightness, flexi- 
bility, and style that have tempted women 
to abuse Turns—yet they are free from 
tacks and ridges of waxed stitches under 
the wearer’s foot. They cost less. 


Better to Wear—because they stand street- 
wear like Welts, retain their shape under 
trying weather conditions, and satisfy the 
style-desire for any occasion. 


The Wilson Sewed mark, stampt on the 
sole, means customer-comfort and satisfac- 
tion, better business, and no adjustments. 





Use Wilson Sewed footwear for the benefit 
of your business. 


Made by leading manufacturers 
in United States, Canada, 
England, and 
Australia. 


To Manufacturers 


Wilson Sewed’Manufacturers 
are guaranteed 
USMC Machines and Service 





Address all Inquiries 
Wilson Process Incorporated 
Canadian Pacific Building 
City of New York 
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) HORT 
.» fMITCHES 


The Egyptian Queen Hat-shep-set 
had that picture carved on the wall 
of Thebes as a sort of front-page 
advertisement for her sandal manu- 
facturer years before King Tut- 
ankh-Amen’s father ever wore a 
tab-teb. 





But nothing much happened to 
disturb the trend of fashion until 
King Tut reopened: his Luxor 
department store and began broad- 
casting Spring Style Suggestions 
for everything from headgear to 
footwear. 
# 

The difference between Queen Hat 
and King Tut—as I see it—was 
this: she advertised sandals in 
general—just a general line of 
footwear—but he told the world 
that he, King Tut of King Street, 
had exceptionally fine golden 
sandals—gem-studded, one-strap, 
cut-out, combination gazelle-skin- 
and-gold sandals that were 
different. 


King Tut’s sandals had ‘“‘talking- 
points,’ selling features, unusual 
value. His salesmen enjoyed 
extraordinary success because they 
told their customers all about 
these unique qualities. 


# 


See for yourself what happened. 
The whole Shoe and Leather trade 
paused, took off its hat, and joined 
the international style-chorus in 
singing, ‘““Hark from the Tomb!” 


# 


And the point I want to make is 
this: that nothing helps a sale so 
much as simple, honest, and 
apparent “reasons why.” 


¢ 


Today Wilson Sewed shoes possess 
more honest, logical, and effective 
selling features and service-values 
than any light, stylish types of 
footwear made by the older methods. 
They are “golden sandals’’ to those 


_ who “sell” the full significanceYof 


the Wilson Sewed mark, stampt 
on the sole.—H. L. A. 


P.S. 
Send for a copy of 
Booklet B 
Illustrated selling facts 
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Introducing A Well Known Manufacturer 
With New Ideas 


i the organizing of Benjamin Rothman, 






ul) Inc., retail shoe merchants can secure high- 
A &)|| grade footwear for women, according to 

==!) specification and at attractive prices. Mr. 
Louis Kessler, an expert designer, will give his entire 
attention to the creation of original style effects. 
Mr. Rothman, whose experience in the shoe business 
covers a period of twelve years as a former organizer 
of a successful Brooklyn factory, will see that every 
pair produced is as near 99% perfect as the sample. 
Capacity 350 pairs of turns daily. 


THREE TO FOUR WEEKS’ DELIVERY 





White Kid, Colored Kid 


ny ier hon Benjamin Rothman, Inc. 


and any style of heel 


or la. 43-47 West 16th Street 
New York City 



























A New Kind of Cleaner 
D> For the Great White Season 
Just Ahead 


Manufactured by Joseph Pickering & Sons of 
England. Retail shoe merchants can secure this 
in handy boxes for counter display in their stores. 


Blanco liquid white cleaner is the only liquid 
cleaner in the country which meets the needs of 
consumers who desire a dependable liquid dressing. 
It can be applied to white shoes of all kinds 
without harmful results to the material. 


The old, dependable cake dressing for white 
shoes can still be had, of course. Also khaki and 
web colored. 


LAING-HARRAR & CHAMBERLIN 


Sole Agents for the U. S. A. 
PHILADELPHIA, PENNSYLVANIA 


WHITE CLEANER 


for cleaning while 
buckskin. canves or 
peds, sun helmets. 
and al! similar goods. 
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**Master Shoemakers”’ 








Mem en ren nem miren it 


SU TT MTT Te TMT eM MUM MM enuMMiemnniireniininnenniiineniniiniiem innit stti 











r 
n 
THE EGYPTIAN SANDAL 
Pearl Elk Vamp and Quarter, Green 
Kid Trim. Cut out in Vamp and 
Quarter. 11-8 Block Heel. 
of 
is 
5. 
d 
‘ THE DUTTENHOFER-STEVENS Co. 
; Makers of 
WOMEN’S HIGH GRADE FOOTWEAR 
CINCINNATI 
‘*‘Master Shoemakers”’ 
| TMM OMMMMNNOMNOMN NOM NOOO 
\ 
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TURNS 


PH REY 








Patent Leather Sandal with Cut-Outs 








Get ready for a 
record-breaking season. 
Leading jobbers ‘stock 
Humphrey Turns. See 
your wholesaler today. 
Many new Spring 
numbers ready. 








o> oe oe 





HERBERT HUMPHREYS SONS 
MARBLEHEAD , MASS. 





White Kid One Strap. Inlayed Quarter. 
Perforated Vamp and Quarter. 


UMPHREYV 


TURNS 


March 17, 1923 








You’ve been waiting 
for this opportunity — 





Geecceeevevece 








**After’’ 


**Before’”’ 


Here’s your chance to turn poor sellers into 
good sellers. Those old-style boots and low 
shoes you can’t sell at any price—can be re- 
made into models of latest design which will 
be pleasing to the eye of any woman. 


We do this work at reasonable cost and can 
make early delivery. Best of workmanship. 


Give us an opportunity to show you what we 
can do by sending a few samples at once. 


BROOKLYN SHOE REMODELING CO. 


205 ROCHESTER AVE. - - BROOKLYN,N. Y. 




















APPROVED BY 
MEDICAL MEN 


As a sturdy support for the ankles of 
i and as a fully venti- 
entilated Foot 


our order 
for immediate action 


BURKLEY 
SHOE CO. 


1156 No. Main St. 


Retails $2, $3.50 Brockton, Mass. 


| eeenenelel 














GROPING IN THE DARK 


Time was when the purchase of advertising space was 
a “blind groping in the dark.” Advertisers had no means 
of checking a publisher’s statement of circulation and 
often these figures were unreliable. 


In six years the Audit Bureau of Circulations has 
solved this perplexing problem. By a systematic analysis 
of distribution and methods this organization is able to 
supply just the data an advertiser needs. The darkness 
is dispelled and the bright light of verified facts takes its 

lace. Space buyers no longer find it necessary to grope 
in the dark. 

There are no dark spots in the Boot and Shoe Re- 
corder circulation. Our records are audited by the Audit 
Bureau of Circulations. 
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No. 9558 





No. 9518 











Registered U. S. Pat. Off. 


Growing girls need the type of shoe that permits and tends to pro- 
mote the normal, healthy growth of the foot. An essential feature 
of such shoes is anatomically correct lasts that fit up in the arch 
smoothly and allow the proper toe room. You “play safe” on this 
when you order STICKLES KO-REC-TOE. 


Growing girls want shoes that have style. They clamor for them 
insistently. Stickles KO-REC-TOE Shoes combine correct fitting 
qualities with the new seasonable and attractive patterns. 





They have a two-sided appeal that gets ’em going and coming. 


No. 9518—Black Pat. One Strap, Two No. 9558—Tan Calf with Mahogany 
Button, Gun Metal Cut Out Stra Calf Trim Goodyear Welt construction, 
Pattern and Tip Trim. Goodyear box 8-8 Rubber Heel, 477 Last. Sizes 
construction, 8-8 ar oo 2\%to8,AAtoD. Price........ $4.50 
REC-TOE Last 444. Sizes 336 - 7 
eS | rs $4.15 
No. 9519—New Sand Shade Buck with 
Brown Calf Trim Goodyear Welt 
No. 9557—Grey Buck with Grey Elk construction, 8-8 Rubber Heel, (Same 
Trim (Same pattern as above) on 477 Pattern as above) on KO- REC-TOE 
Last as illustration No. 9558. Good- Last 444. Sizes 2% to 8, AAA to D. 
Ee Welt construction, 8-8 Rubber Pecbentdevcarecchateodenves $4.50 
eel. Sizes 24% to 8, AA to D. eas 


Our In Stock Catalogue ready Arril Ist 


Ko-Rec-Toe Shoes 
**“Made Their Way By 
The Way on Made” 


x 
\ 
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THE L. O. ‘STicKLes Suyoe Co. Reo Wins, 


MANUFACTURERS MINN. 

















March 17, 1923 Me 


BOOT AND SHOE RECORDER 















Place a Fisher comfort oxford into the hand of a 
woman customer. Then, observe the pleased 
expression as she notes the scientific construction. 
Everything is designed for her comfort. The 
price, too, is planned for her convenience. 


FISHER FAT ANKLE SELLERS have proven 
a steady source of profit for many progressive 
dealers. Get them in your store and make money. 


FLEXIBLE MCKAY 
EEE Wide, Fat Ankle Last. Sizes 
2% to 9. Reinforced Steel Shank 
(3 rivets). Long Arch Supporting 


Sole Leather Counter. ‘‘Wingfoot’’ 
Rubber Heel. Carried in Black and 
Brown Vici. 
° Dy SHER KK ON IN STOCK $2.50 
BOSTON OFFICE CHICAGO OFFICE 



















nde. 201 

Factory: 264 Broad Street, Lynn, Mass. 60 South 8t. 189 W. Madison St et 

Yo 

= =) 
‘ a | 
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as 








SHOES FOR 
EASTER TIME 


IN STOCK NOW 10 


Fairy 140 





White Calf Grecian Sandal 
White Sheep Quarter Lined 
90 Last, Plain Turn 
Fairy 40-Infants’, No Heel, D 1-5 
Fairy 140—Children’s, Wedge Heel, C-D 3-8 ....... J 
Fairy 240—Children’s, Spring Heel, C-D 8%-I1...... 
Fairy 340—-Misses’, Low Heel, C-D 11%-2......-+. 


$3.60 
Heel, 


Fairy 2139 er 
Patent Leather, One-Strap Sandal, 10-8 Rubber 
Goodyear Welt 
A-D, 2%-8 





These two numbers have just the necessary style and snap 
to fit in with the mode requirements of the season and at the 
same time are conservative enough to be safe—But 


IW Ge 


TRADE MARK 


for growing girls, misses and children are always safe— 
because back of their style is quality, good workmanship 
and correct fitting. 

There are a number of styles in stock beside these—Send 
for our catalog and see them. 


Grieb Shoe Mfg. Co. 


309 Arch Street 
PHILADELPHIA, PA. 
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Little Shoes For Big Business 


1923 





JQ 
IA 


2 Self-Starter 


Reg. U. S. Pat. Off. 


The Practical Intermediate Infant’s Shoe Between 
Soft Sole and Hard Sole 


Flexible Durable 





200 S Tip—In-Stock, Tan or 


201 S Tip—In-STOCK, Patent Black Calf. 


Kid Top. 
The question of proper foot- 
wear for Infants ceases to be a 
problem. The “Self Starter” 
fills a need known in every 
shoe store. 


You can be of real service in 
your community by carrying 
a line of ‘‘Self Starters” that 
enable Infant’s feet to develop 
as nature intended. 


Practical 
Comfortable 





“The House Without a Competitor 


Mothers say they make walking 


easy for Babes 


200S—In Stock White, Choc., j 105 S—In-Stock, Gra’ 
Y -§ 3 y, Tan, 
Bik. Kid “ “a Black Elk and Patent. 





The method of constructing ‘‘Self-Starters’’ is patented and owned 
by the Carpenter Shoe. Company, Inc., of Rochester, N. Y. 





License papers have been issued to the Kalb Shoe Mfg. Co., Inc. of 
NO | ICE Rochester, N. Y., C. H. Hawker & Son, Inc., of Rochester, N. Y., and 
The B. & B. Shoe Co. of Chicago to build ‘‘Self-Starters.”’ 











fe ARPENTER SHOE (OMPANY cfc 





a | Om + 
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Two Dependable Spring Patterns 
In Stock 


Two styles so attractive, so in- 
dividual and distinctive that 
their rapid sale is assured. 




















Sizes and Widths 

eee ae | 

ee 

C—O 

ae 

eer, 

ee a 
No. B 102—Two-Strap, with Patent 
Leather Vamp and Brocaded Satin Quarter, No. B 101—All Patent Leather Two-Strap. 
14-8 Covered Brocaded Louis Heel. Turn. T ¥ : Jt. aay 
oa — roc - a we . iesened 4 Terms: Net 30 Days 14-8 Leather Heel. Welt. Price $5.80 


D. ARMSTRONG & CO, Ine. 


ROCHESTER, NEW YORK 














ae 
Ces Se BOOST YOUR PROFITS 


Sell Chandler's 
“Silver Style ” Rhinestones 


Pin Ornaments 


Easy to Attach—Easy to Sell 
Priced from $4.50 to $18.00 per dozen pair 
Send for assortment No, | 1 dozen pair $7.00 
No. 2 1 dozen pair $10.50 


Strap Slides or Cover-Up Ornaments 
Bian See in ye ae ; 
ew tian effects, ex: ve designs 
Priced from $4.50 to $20.00 per dozen pair. 
Popular assortment big sellers | dozen pair $6.50. 
Deluxe assortment | dozen pair $10.50 


Rhinestone Lace Ends 
For ribbon ties—silk laces plain or tasseled ends 
Exclusive patterns—all winners 
$7.50 to $18.00 per dozen sets 





Steel—Rhinestone—Fancy metal colonials, and 








other novelty shoe trimmings, in stock. 





aS ——SF__ Ss YS OE EE A 


Send For New Style Folder. 


W. K. CHANDLER, INC. 
125 Summer St., Boston, Mass. 


SS SS. (SH S— EF 




















SS — 

















1923 
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ee Stock 





300—Gray Suede, Grey Kid Trim, 16-8 
nish Covered Wood High-Grade 
BE cacecescsccsecncsenuae 

B 303—Black Satin, Black Suede Trim, 
16-8 Spanish aees ae Weed = oh B 308—A Two-Buttoned Strap Pump, in all 
Grade Hand Turn. Patent Colt with Gray Kid Strap and Apron. 
Underlaid with Patent Colt. 10-8 Leather Heel 
with Wingfoot Rubber Top Lift. Welt. .$4.90 


B 301—All Black Kaffor Kid Blucher Oxford 
New York Last, Trouser Creased Vamp and 
Tongue, Rolled Edge Sole, One-inch Heel 
Rubber Top Lift. Welt. . A - $4.75 


B 302—Same in Sunset Russia Calf Welt. $4.75 








me 




















AA. . . 4% Bisse @ 
B, Cc, D. . 243 
B 305—Gray Charmooz Suede One Strap, B 311—Beige Suede, Sunset Russia Trim, tip Termes ‘Net 30 Daye 
Gray Kid Strap, Imitation Tip, — ans and Bashetey, 10-8 Heel with Rubber Top Litt 
with Rubber ‘op Lift, Welt.. Wen00.006660600b60600605040beC8Nees $5.3. 


JOY, CLARK & NIE, Inc., Rochester, N.Y. 


New York Office, 127 Duane Street, Murray Klein, Representative 


) 














GROPINGIN THE DARK 


Time was when the purchase of advertising space was 
a “blind groping in the dark.’’ Advertisers had no means 
of checking a publisher’s statement of circulation and often 
these figures were unreliable. 


In six years the Audit Bureau of Circulations has solved 


this perplexing problem. By a systematic analysis of dis- 
tribution and methods this organization is able to supply 
just the data an advertiser needs. The darkness is dis- 
pelled and the bright light of verified facts takes its place. 
Space buyers no longer find it necessary to grope in thedark. 


There are no dark spots in the Boot and Shoe Recorder 
circulation. Our records are audited by the Audit Bureau 
of Circulations. 


The Beot and Shee Recorder will appreciate your mentioning the publication in replies te »dvertisemente. 
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WANTED TO PURCHASE 








THE NEW YORK EXPORT 
PURCHASING CORPORATION 


596 BROADWAY, | Ay N.Y. 


PRI 
WILL | SLOW, SELLERS FOR 
WiLL | SURPLUS ‘Stocks| .\0H 


Bargains in shees always en hand fer special sales 
and ain basements 








DO YOU CONTEMPLATE 


Retiring or going out of business? We will 
pay value for your entire or surplus stock of 
shoes. Leases bavian a short term torun taken 
over. Established 25 years. 


FECHTER-OLENICK MERCANTILE 
CORPORATION 


650 Broadway, New York Tel. 0095 Spring 














MISCELLANEOUS 





\ 


D> 


a 
T 
} 





ANitil 


STORE METHODS 





Vine Lappe 














To provide adequate 

storage tecikiies for shelf 

stock — to make it accessible 

and convement for clerks and 

stock men to handle with absolute 

safety to imsure quick service for 

wholesale or retail trade—imstal] one 

or more MYERS NOISELESS 

— — a LAD. 

. Deep steps, length 

hand grips, rubber tires, overhead track system, 

firm construction throughout, eliminate vibration 

and noise and produce a of 

ane for a, convenience and efficiency. 

le neat of f design attr: 
fo height — easily 





















Milbradt Rolling 
Step Ladders 


are made in a great many 
styles to suit all kinds 
of stores and shelving. 
They will enable you to 
get along with less help, 
save the wear and tear 

on your a and 


help the ap 

your store. Shi =F 4 

ret to approval and sat- 
isfaction guaranteed. 


Write for our latest cata- 
log showing 18 styles of 
ladders as well as other 
store fixtures. 


Milbradt 
Manufacturing Co. 


2416 No. 10th Street 
ST. LOUIS, MO. 














No matter what policy you may 
pursue in selling to the shoe trade, 
nevertheless, you need the 


Boot and Shoe Recorder 
All the Time 











Changes in Business 


Current Events in Failures, Suspensions and Activities in the 
Shoe and Leather Trade 


FAILURES 


Boston—Breger Bros., leather and findings, re- 
ported petitioned into bankruptcy 

West Newbury, Mass.—Leroy L. Pitkin, wood heel 
manufacturer, reported petitioned into bank- 
ruptcy. 

Brunswick, Ga.—Stephens-Lorentzon & Sheffield, 
shoes, etc., reported offering to compromise at 
25 per cent. 

Douglas, Ga.—G. & A. Shaheen, shoes, etc., re- 
ported petitioned into bankruptcy. 

Eastman, Ga.—Moses Pearlman, shoes, etc., re- 
ported ‘petitioned into bankruptc y. 

Centralia, I1l.—Max S. Rosenberg (Shoe Market) 
= x een offering to compromise at 50 


South Yo Ind.—H. G. Fedder, shoes, reported 
receiver appoint y 
Chicago, Ill. —Leonard-Morton & Co. (1433 S. Wa- 
bash Avenue), shoes, etc., reported petitioned 

into bankruptcy. 
Jake Weiser (1328 S. 
etc., reported assigned. 

Joliet, Ill.—Mid-West Stores Co., Inc., shoes, re- 
ported petitioned into bankruptcy. 

Marion, tnd. —Indiana Shoe Corporation, shoe 
manufacturers, ted receiver appointed. 

Saco, Maine—The Saco Shoe Co., Inc., shoe manu- 
facturers, Franklin R. Chesley appointed tem- 
porary receiver. 

Port Huron, Mich.—A. Pollock, shoes, etc., re- 
ported offering to compromise at 20 per cent. 

Kansas City, M. .—Morris Klutchnik, shoes, re- 
ported petitioned into bankrupcy. 

Hanover, H.—G. A. Goodhue, & Son, shoes, re- 
ported Geo. A. Goodhue offering to compromise 
at 25 per —. 

Newark, N. J.—Joseph Metzger (425 Springfield 
Avenue), (798 Broad Street), shoes, reported 
meeting of creditors called. 

Joseph Scopp (365 Springfield Avenue), shoes, 
reported meeting of creditors called. 

Brooklyn, N. Y.—Cury Department Store, Inc. 
(1246 Broadway), shoes, etc., petitioned into 
ft tcy. 

~— York City—Isaac Wedeen (1003 2d Avenue), 

cole Pal *titioned into bankruptcy. 
wake 1& a ee. (3617 say shoes, 
Rol p Rm ay 1787 First Avenue), shoes, 

etc., reported closed by sheriff or execution. 

Salem, Ohio—The Economy Store, shoes, etc., re- 

receiver appoint 

Tulsa, Okla.—Rachael Skuy, shoes, etc., reported 
petitioned into bankruptcy. 

Bethlehem, Pa.—Charles Lowy, shoes, reported 

petitioned into bankruptcy. 

Piladelphia, Pa.—Sol Berman, shoes, reported 
Pauline Moses petitioned inio bankruptcy. 

Aiken, 8S. C.—Jacob Wolfe, shoes, etc., re 
offering to compromise at'25 cent. 

ton, Texas.—M. 8S. Acuff, shoes, etc., reported 
petitioned into bankruptcy. 


. Kedzie Avenue), shoes, 


CHANGES 
Boston—Ginsberg & Rosenthal (31 Albany Street), 

a shoes, recently commenced business 

re. 

Watson Cut Sole Co., -_ soles, increased au- 
thorized capital to $100,0( 

John West Thread Co., , manufacturers, 
increased authorized capital to $1,150, 

Standard Slipper Co., Inc., manufacturers, 


William 
illiam R. Rawlins, Co. leather, recently com- 
business; incorporated with authorized 
engmel of $30,000. 

Fall River, Mass.—Teddy’s Shoe Stores, Inc., 
shoes, increased authorized capital to $150,000. 

Marlboro, Mass.—Nathan Carman, Inc., shoes, 
recently commenced business; incorporated with 
authorized capital of $25,000. 

Salem, Mass.—The Ballou Co., leather, recently 
commenced business; incorporated with autho- 
rized capital of $15,000. 

Lynn, Mass.—National Shoe Co., shoe manufac- 
turers, increased authorized capital to $50,000. 
Los Angeles, Cal.—Robert F. Foaming (3619 Maple 

Street), shoes, succeeded by Pa okotek. 

Los Gatos, Cal.—Frank Greco (22 West Street), 
shoes, succeeded by Robert Thomson & William 
Radcliffe. 

Ray City, Ga.—Simon & Levine, shoes, etc., dis- 
solved partnershi 

Cijeses, ll.—The » Faye: Shep (375 E. 61st Street), 

oes, re’ 

Waukegan, Il. ly —— (910 McAlester 
Avenel, shoes, reported sold out. 

x Stern ons 10th Street) shoes, etc., re- 
gute sold ou 

Annapolis, ~Ma.~-Guilford Shoe Co., shoes, etc., 


Baltimore, ‘Md.—Newten Shoe Co., wholesale shoes 


incorporated with authorized capital of $50,000. 


Hagerstown, Md.—Van Lin Shoe Co., shoe manu- 
facturers, incorporated. 

Vassar, Mich.—William H. Parry, shoes, etc., suc- 
ceeded by George Reichle Co. 

Springfield, Mo.—Southwest Tanning Co., leather, 
incorporated with authorized capital of $100, 000. 

Salem, N. H.—Morrison Shoe Co., shoe _——< 
turers, recently incorpo- 
rated with eutheniaed capital of $50, 000. 

Randolph, Neb.—Peter Liewer, shoes, etc., out of 
business. 

Orange, N. J.—Benj. Berlow & Sons, shoes, etc., 
incorporated with authorized capital of $50,000. 

Elizabeth, N. J.—Sadie Cohen (149 Ist Street), 
succeeded by David Cohen. 

Charles Nieder Co. (225-233 Emmet Street), 
leather, incorporated with authorized capital of 

250,000. 

Willner’s Army & Navy Store (9 Clinton 
Street), shoes, etc., incorporated with authorized 
capital of $10,000 

Brooklyn, N. Y. Sauls Saretsky (143 Smith 
Street), shoes, reported selling or out. 

Joseph Fram (1441 Myrtle Avenue), shoes, 
discontinued here—removed stock to Ozone Park. 

mo Huber (1096 as Avenue), shoes, 

selling or sold ow 
njamin Ly tay (8218 18th Avenue), 
shoes, removed to Elizabeth % & 8 

E. J. Ramsey Co. (967 Atlantic Avenue), man- 
ufacturers of =r, and shoes, jhame changed 
to Ramsey's “ Cannot Rip.” 

J. Scliiveo & ., shoe manufacturers, in- 
corporated witht authorized capital of $6,000 

New York City.—Bernard iy ¥ --* Tre- 
mont Avenue), shoes, succeeded 

Yonkers, N. Y.—Minnie cain oo etc., 
succeeded by Max Grossman. 

Morganton, N. C.—Valdese Shoe Corp., shoe man- 
ufacturers, incorporated authorized capital, 
$100,000. 

Churches Ferry, N. D.—Churches ~ Mercan- 
tile Co., shoes, etc., succeeded by A. O. Blegen Co. 

Warren, Ohio.—The Ben Martin Shoe Co., shoes, 
authorized capital of $5,000. 

Muskogee, Oklahoma— Fashion Plate Boot Shop, 
Inc., shoes, etc., sale was advertised for March 
12, last. 

.—— Pa.—Max Goodman (Fifth and Huey 

ts), shoes, re selling or sold out. 

Potevine Pa. bmnith Sample Shoe Store (° ‘Smith 
Bros.”’) (314 N. Center Street), shoes, succeeded 


by Sonnte a Smith. 
Charlotte's S. C.—Burt Shoe Co. (R. Malever & 
), 6 E. Trade Street), shoes, G. Levy retires. 
Waxahachie, Texas—Rose ee. shoes, etc., suc- 
ceeded b by Rose Dry Goods C 
eee ews, Va.—Samuel s “Dorf, shoes, suc- 
ee Phillip Peskin. 

Netole a.—H, Sandler (736 Church Street), 
leather and sot. on succeeded by I. Sandler. 
Huntington, —Stone Dudley Co. (8th 

Avenue and 20th Street; 424 14th Street), shoes, 
— ; 1. ated under name of the Stone De- 
tores, 
HilifaxsN “N. S.—Robert Taylor Co. (Corner Duke 
and Albemarle Streets), wholesale shoes, ad- 
Vertising to sell out. 








A Sunshine Recipe 


We all have our grim days, and if we 
haven't a lot of grit, these grim days will 
get us down. There are two things we 
can do on grim days: First, look in a 
mirror and grin at yourself, and even though 
it hurts your face, keep on grinning. After 
a little while, it will amuse you. A grin 
is the finest thing in the world for that 
grim feeling. 

Second, pick out the hardest job ahead 
of you and go to it with all your might. 
Usually the rest of the day will take care 
of itself; if it doesn’t, repeat the mirror 
exercise until you get your muscles in 
your face limbered up, and just keep on 
keeping on with that mean job.—From 
the Indiana Shoe Traveler Live Wire Bulletin 


March 17, 1923 
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FOR RENT 


POSITION WANTED 





MISCELLANEOUS 





FoR RENT—Space to let, about 200 to 400 
square feet. itable for stock shoes. Rent 
moderate. Apply F. M. Bedell, 20 Hudson St., 
New York. 





FOR RENT 


NEWLY EQUIPPED WOMEN’S SHOE 
DEPARTMENT 
The very center of Albany’s Shopping 
District 
MUHLFELDER’S, INC. 
55 North Pearl St. 
Albany, N. Y. 








BUYER and manager of shoe department, at 
present employed in Southern department 
store, open for change of position. Have fifteen 
years’ experience and am acquainted with Eastern 
markets. Would prefer Pacific Coast or the South. 
Not a chair-warmer, but a good style picker, sales- 
man, and a producer. Address D-862, care Boot 
and Shoe Recorder, 207 South St., Boston, Mass 





GHOE MAN, thoroughly experienced, seeks buy- 
er’s, managerial, or salesmanship position. 
Fourteen years’ experience. Can furnish more 
i | on interview. Address K-722, care 
oot and Shoe Recorder, 127 Duane St. New 
York. 








FOR SALE 


For SALE at a great sacrifice, one ten-foot ver- 
tical electric sign with word S-H-0-E-S on each 
side, so same can be read from both 1 up and down 
the street, P d with flashing motor, 
lamps, hanging braces, etc. Only used one year. 
Cost $500. Reasons for selling, store moved to 
other location, where sign couldn’t be hung. If 
interested, address D-861, care Boot and Shoe 
Recorder, 207 South St. Boston, Mass. 


R SALE—Clean, up-to-date shoe stock oak 
fixtures; about $6,000; best location; low rent. 
Sam Miller, Keokuk, Iowa. 














HERES a real opportunity for someone that 
wants to go into business. Store for sale, good 
established business, good clean stock, good loca- 
tion. We handle shoes and gent’s furnishings. 
Want to retire from business. For information 
write to Wilmington, Ill., Box 151. 








SHOE CLERK WANTED 


HOE CLERK—A live wire. One who can con- 








duct sales and do ad writing, etc. Salary and 
commission. Economy Shoe Store, Adrian, Mich. 
MISCELLANEOUS 








PLAN YOUR SALE NOW! 
Overloaded? Need Cash? Our special 
money raising sale conducted at your 
store will convert your stock into cash. 
Proving successful everywhere. Flat 
rate or commission basis. For general 
outline of plan, list of recent successes, 
references, etc., write or wire KING 
— SYSTEM, 134 W. 32d St., New 

or 











WANTED TO PURCHASE 


SHOE STORES 
BOUGHT FOR CASH 


Leases taken over 


DAVE KOCH -- 908 Putnam Avenue 
Brooklyn, N. Y. Tel. 3225 Bushwick 














CASH PAID 


for entire shoe stocks or surplus stocks of 
or other merchandise. Any quan- 
tity. Prompt attention given. 


KIRSCH-BLACHER CO., Inc. 


293 Church St., New York, N.Y. 
Phone Canal 0679 








HIGHEST CASH PRICES PAID 
for entire shoe stocks. We also buy your 
surplus or slow sellers. Quantities no object. 
Retail or wholesale. term leases taken 
off your hands. Wire or phone us. Corre- 
spondence confidential. Established 1890 
MAX GLAUBERG 
52 yo A Street, New York City 
We also purchase ing, —— furni: 
goods, etc. Phone Canal 963. 





FAMOUS GLASS 
nes nn 
"Weed ies 
Catalog No. 14 
Artificial Flewers 
Catalog No. 19 


Window Valances 
In Stook—Ask for Samples 
Window Rugs “and Plush 


Samples Sent 


The Hecht Fixture Co. 
Medinah Bldg. Wells and Jackson 





“eas | Chicas 


Just East of Breadway 











CASH PAID 


We will send a capecsemtative to investigate 
and make offer upon request. : ue 
Kalter Cerf. Mercantile Co., Inc. 
591 Broadway, New York City 
Phone Spring 5160-5161- 5162” 











Ww ighest cash 
for Saat St y-7+}-- : Fr Ay: po 
oe, anthy no obo 
Bank and 
BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER tor 
610 Broadway, yn 
Phone Stagg 1757 











SHOE STORE 
CHAIRS 
SETTEES 







WINDOW DISPLAY FIXTURES 


The OSCAR QNKEN CO. 
1181 4th St. CINCINNATI, OHIO 











‘The Most Popular 
Size Stick 


“VARNUM” 


Trade Mark 


Made in Three Styles, 
No. 1, 2, 3 






With Standard Measures, 
English, French, 
American 


Price No. 3 
$1.50 Each 


“Varnum” Size Sticks 

are made of Extra 

Quality Maple Wood, 

with Nickel Plated, 
Trimmings. Makes an attrac- 

tive fixture for the store, also 

along wearing and useful one 

as well. 


Write Us Direct if Your Dealer 
Cannot Supply You 


Frank W. Whitcher Co. 


Manufacturers 


{[BOSTON, MASS. 
BRANCH, CHICAGO, ILL. 











Every Shoe Store Needs 
“MANCHESTER” 


(Trade Mark Reg. U. 8. Pat. Off.) 
CURVED JAW CUTTING 


NIPPERS 


The only nipper 
made which is just 
the right shape to cut 
out tacks on the in- 
side of shoes. 


‘‘Manchester”’ 
Trade Mark Reg. U. 8. 


are made of 
high-grade tool steel, 
ckel pl ated with a 
pool jaw that en- 
ables you to cut the 
tacks close to the in- 
tre 
e sure and s' y 
Genuine 
“MANCHESTER” 
curved jaw when or- 
derin 


Write us direct if 
your dealee cannot 
supply you. 

Price, $4.00 


Frank W. Whitcher Co. 


Patenteess and Manufacturers 


Boston, Maas. 





Branch 
- Lake &. 
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is-ue: 
Space 
, ear 5.00 $4.00 $3.50 
icra kens 10.00 8.00 7.00 
Sere 15.00 12.00 - 10.50 


SEs cvces 20.00 16.00 14.00 





Recorder rates for space less than one-eighth page per 


, time 7 times 13 times 26 times 52 times 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


ITIONS WANTED—Four cents per word for each insertion. 
Minimum amount 
“Want” advertisements, seven cents per 


Minimum amount 


$3.00 $2.50 


received up to noon on Tuesday of week 
advertisers desire answers to come in care of this office, twelve words 
must be allowed in each advertisement for address. When advertisers 
my forwarded direct to their address, each word of the 





6.00 5.00 
9.00 7.50 oe 
12.00 10.00 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 


Answers to = must be sent under letter 


|, seventy-five cents. For other 

word for each insertion. 
3 ‘under this will be 
of publication date. When 


. J. 


d in the advertisement and paid for accordingly. 
ter postage. 











SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 





NE {W YORK jobber desires the services of a high- 
class man, capable of purchasing jobs. Must 
be an excellent salesman and able to dispose of 
what he may purchase in addition to regular lines. 
Good opportunity for right man. Answer with full 
sastleans, Address D-860, care Boot and Shoe 
tecorder, 207 South St., Boston, Mass. 





ALESMAN WANTED for the central and east- 

ern section of Pennsylvania carrying a Phila- 
delphia jobbing line, also full line of rubbers and 
tennis. Prefer a man to live in territory. Trade 
already established. Address D-859, care Boot 
and Shoe Recorder, Suite 1420, Widener Bldg., 
Philadelphia, Pa. 


GAL sESMEN with established trade for Pennsyl- 
vania manufacturer's line of misses’ and grow- 
ing girls’ welts and McKay shoes, carried in stock. 
Good commission payments. Available territories 
are Chicago, Indiana, Michigan, Minnesota, Mis- 
souri, Tennessee. Give references when writing. 
Address D-858, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


ALESMEN with established trade to sell on 

commission side line of high-grade, soft sole 
leather slippers. Address D-857, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 














covered at least six times each year. 





Here Is an Opportunity for a Real Salesman 


Selling the largest and best established line of moccasin footwear in the United States. 


THE FAMOUS “SAWYER” BRAND 


Backed by fifty years of successful manufacturing. Only REAL salesmen needed. Will 
Several good territories now open in the Lake 
States, all states in Mississippi Valley and the Pacific Coast States. Territory must be 


pay liberal commissions to the right men. 


If interested, write at once to F. H. Washburn, care Sawyer Boot and Shoe Co., 21 Columbia 
St., Bangor, Maine, giving reference, line carried, if any, and territory covered. 








ALESMEN ted on c ission to carry ten 

samples of one-strap Brooklyn turns in all heels 
and lasts at prices unheard of. Address Room 907, 
Marbridge Bldg., New York City. 








WANTED — High-grade salesmen to carry full 
line of ladies’ medium-grade welts for New 
York State and several other territories. State full 

rticulars in first letter. The Val Duttenhofer 
Sons Co., Inc., Buffalo, N. Y. 





ANTED—£xzperienced shoe salesman in Iowa, 

Ohio, Kentucky, Washington, and Oregon, on 
straight commission basis. Fifty popular-priced 
styles of men’s dress welts all carried in stock. 
Line now ready. Give full references in first letter. 
Rohn Shoe Mfg. Company, 414 Fourth St., Mil- 
waukee, Wis. 





ws NTED—High-grade shoe salesman for men’s 
department, capable of advancing to position 
as manager. State salary, reference, age. —o 
H. B. Colgrove, K. W. Watters Co., Buffalo, N. 





ANTED—High-powered salesmen only to sell 
a line worthy of representation of big producing 
road men. Fifteen styles of men's lar-priced 
dress welts to retail at $5.00, with all the style and 
quality any well-posted retail buyer could ask for. 
n addition to these popular-priced dress shoes, 15 
states of men’s unlined welts, medium weight, of 
retanned and elk leathers, with workmanship like 
dress shoes. Entire line has been reconstructed. 
Every style built on new ideas of the season. 
Complete line carried on Floor B to E. Strictly 
6 per cent commission basis. Some wonderful ter- 
ritories open. Don't apply unless you are a big 
sotuon: Bradley & Metcalf Company, Milwau- 
ee, Wis. 


Wanted! Wanted! 


SALESMEN 


for the 


“BISON BRAND’’ LINE 


Short butcomplete IN-STOCK 
THE YEAR AROUND. Solid 
Leather Full Vamp. Has Mil- 
waukee market earmarks. 





Several good territories open the com- 

ing season. Address applications with 

fall particulars to the Portage Shoe 
fg. Co., Portage, Wisconsin. 








ALESMEN wanted for Southern and far West- 

ern territories to carry a stron, line of women’s 
Goodyear and hand turns as a side line on strict! 
commission basis. Address K-719, care Boot 
Shoe Recorder, 127 Duane St., New York. 





SA LESMEN WANTED—Shoe salesmen to carry 
as side line on commission basis best medium- 
pias line of spats, gym shoes, woolskin slippers, 

ther and canvas leggin We invite replies 
from all parts of the United States. Tell us what 
territory you cover and send references in first 
letter. We pay liberal commissions and our goods 
are priced to sell. Apply The Brown Warner Mfg. 
Co., Franklin, Ohio. 


ea WANTED —First-class men with 
established trade in North and South Carolina, 
North and South Dakota, Nebraska, Iowa and the 
North-Western States to carry our well known 
_ of soft soles and infants’ and children’s turns 

ion wit! lines. Line is well ad- 
vertioed. We pay highest commission and will con- 
sider applications only from men with established 
trade and a t record. Give full particulars in 
first letter. J. J. MacMaster, Rochester, N. Y. 








Sia Wel adie aie Say Sa oa 


shops ante tothe dry. god count ~—e*- 4 a 


covering and line now ey 
id Shoe Recorder, 127 
Duane St., New York. 





ALESMEN WANTED—Live-wire salesmen 

with established trade on 2 straight commission 
basis of 8 per cent on a comp! lete line of men’s work 
and dress shoes; also boys’. All num carried 
in stock. Old established line. Wonderful oppor- 
tunity for the right man in the following territories: 
West Virginia, Eastern Pennsylvania, Western 
Pennsylvania, innesota, Arkansas, —~) 
New York, and Ohio. Give references and ful 

rticulars in first letter. Address D-803, = 
Boot and Shoe Recorder, 189 West Madison &., 
Chicago, Ill 





ALESMEN—Side line = 

samples; every shoe me: nt walt —. it. 
Full commission on reorders. Diana Manufactur- 
ing Co., Uniontown, Pa. 





In-Stock Shoe Salesman, ladies’ 
medium priced novelty McKays, $2.25 
to $2.85, for Kentucky and West Vir- 
ginia. Deliveries made same day or- 
ders are received. Commissions 6 per 
cent, id weekly. Give references 
and all information in first letter. 
Strictly confidential. The Elbinger 
Shoe Mfg. Company, 222 W. Fourth 
St., Cincinnati, Ohio. 








Experienced Shoe Salesman Wanted. 
To sell our general line on commission, 
either covering a large city or part of a 
state. Applicant should say what ter- 
ritory he has traveled with shoes, 
when and for whom, and amount of 
sales per annum. Give and refer- 
ences. A. W. TEDCASTLE & CO., 
Albany Bldg., Boston, Mass. 








DO YOU LIVE NEAR ATLANTA? 


Have yot: sold & trade in Georgia, 
South lina, Alabama, and Flori- 
da? Have youacar? Are you a young 
man willing to work hard to put over 
both a factory and stock proposition? 

opportunity to sell the best 
pea men’s and women’s welts 
deserves your careful and detailed ap- 
plication. Give us 9 your 

complete selling r 
in con- 


fidence, and age. —_— D-855, care 
Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 

















Salesmen Wanted 


Manufacturer of medium high 
grade men’s dress shoes has the 
choice territory of Illinois and 
Iowa open. Only first-class 
men who have a following in 
these two states on this grade 
of shoes will be considered. 


Address D-853, care Boot and 
Shoe Recorder, 189 W. Madison 
St., Chicago, Illinois. 
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SALESMEN WANTED 


LINE WANTED 








Highest Grade Baby Stockings 


I gainst orders. 
Commission —~ sales and mail 
orders. Samples fit your pocket. Sales- 
men selling infants’ and misses’ de- 
partments should investigate. All 
correspondence confidential. Address 
D-844, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 


diat t 








GHOE MANUFACTURER'S stock line wanted. 
Wholesale shoe house, 15 years in business in 
Boston. Can furnish salesforce of 20 salesmen, 
covering territory east of the Mississippi River, 
and desires to line up with a shoe manufacturer 
who desires extra volume selling direct to the retail 
trade and who will stock strong line of about 12 
styles shoes, we to handle all details of sales manag- 
ing, credits, collections, stocking, shipping, etc., on 
commission basis. Will put up bonds if necessary 
to safeguard ae of manufacturer. Address 
D-863, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 





Wanted by prominent Cincinnati 
manufacturer of high-grade turns, 
welts, and McKays, with a daily ca- 
pacity of 5,000 pairs— 

Salesman to cover Ohio, 

Another to cover New York and New 
Jersey, 

Another for New England, 

Another for Illinois, Michigan, and 
part of Indiana, 

Another for Kentucky, Tennessee, 
and Georgia, 

Another for Texas, and 

Another for Wisconsin and the 
Northwest. 

Address D-852, 810 Second National 
Bank, Cincinnati, Ohio. 








Rubber Heels 


Rubber heel salesmen with es- 
tablished trade among findings 
jobbers and/or Shoe manufac- 
turers. Liberal salary and ex- 
penses or commission basis to 
men who can produce on good 
merchandise at the right price. 
Address Rubber Heels, Box 627, 
Newark, Ohio. 











9 


Is it possible to sell shoes of un- 
usual quality in the following ter- 
ritories? If there are any Shoe 
Salesmen who think so, we want 
to hear from them. 


THE TERRITORIES ARE 

1. New York City, and State of New 
Jersey. 

2. Kansas, Missouri, Texas, and 
New Mexico. 

3. North and South Carolina, Vir- 
= West Virginia, and 

aryiand. 


4. Illinois, Iowa, and Indiana. 
THE LINES 


Two complete lines carried in stock for 
immediate shipment, consists of Ladies’ 
Turn Comfort Shoes and Men’s Turn 
Slippers, at extremely moderate prices. 


THE TERMS 
Strictly on a 6% basis—monthly settle- 
ment. Address 5,care Boot and 
Shoe Recorder, 207 South Street, Bos- 
ton, Mass. 























LINE WANTED 


WANTED for Chicago territory, a strong line of 

men’s dress welts, on commission basis, by 
salesman with established trade. Address D 
Foy es and Shoe Recorder, 207 South St., Bos- 
on, Mass. 








ANTED—For Northern New Jersey, line of 

boys’ and girls’ Goodyear welt shoes. Reliable. 
Address K-723, care Boot and Shoe Recorder, 127 
Duane St., New York. 


Line Wanted 
for South 


I have traveled Southern territory for 
15 years and have established trade in 
Virginia, North and South Carolina, 
Georgia, Florida, Mississippi, and Ala- 
bama. Am now open for a strong line 
of Women’s Medium-Priced Snappy 
Turns. Best of references furnished 
and required. Will only consider lines 
of established merit. Address D-851, 
care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 











Salesmen traveling Detroit and sur- 
roundings closely by auto, and having 
a large following of good accounts sell- 
ing children’s shoes, now needs Ladies’ 
or Men’s medium priced lines in 
stock. Best references furnished. Ad- 
dress D-856, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 














WANTED —Line of Misses’ and Chil- 
dren’s Welts—popular prices—for State 
of California. Salesman _ covering 
State for past eight years. Address 

. care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 








OPPORTUNITY 


A TENTION SHOE MANUFACTURES— 
Harrisonburg offers ideal location for shoe fac- 
Lee Highway, 140 
Le my power and 
ing ready for occupanc 
Sec. Chamber Com 





tory. Three ra , on the 
— countess New buting 
Low of 5 ie buildi: 


iw penny MLK. —. es 





PROPOSAL 


PROPOSALS FOR INDIAN SUPPLIES: De- 
a ernns of the Interior, Office of Indian A fiairs, 

D. C., March 7, 1923. Sealed Pro- 
be plainly marked ° the ‘outside of the sealed 





se mer of Indian Affairs, 310 Elm 
} Ag St. = Mo.,” will be received until 10 
o'clock A.M. on each of the following dates, and on 
the class of supplies specified, then 
overshoes, etc., *PXpeil 16, 1923; ss — 
April 30, 1923; furniture, May 4, 1923; harness, 
leather, etc., April 23, 3, 1923; —— stoves, etc., 


May 7, LO sag) pr Fa 
le wok ies, il 26, 1923; ide, etc., April 30 


covering all necessary in 

tion for Side will be furnished upon apis 
to the Indian Office, Washington, or the 
U. 8. Indian Warehouses at Chicago, Se: Louis, and 
San Francisco. The ‘tment reserves the right 
to reject any or all bids or any part of any bid, and 
to post tentative gti tly, subject to cor- 
rection. CHAS. H. BUR a 
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PUBLISHER'S NOTICE 
SURgCRIP Tages he ou 1 
and Shoe .00 a year in ad- 


pa ae pa in the United 
States, Cuba, Hawaiian ds, ~~ 
ir; Ales a, Canada, 


ico, Costa Rica, Dominican Republic, Hon- 

a, El Salvador, a 

Bolivia, Brazil, Colombia, Ecua 

Spain, The Balearic Islands “ad Oe the 
slands. 

FOREIGN SUBSCRIPTION—The price to all 
foreign countries except the above is $10.00 
per year, including postage. 

All Eoin are payable in advance. 

ADVERTISING RATES—Card of Advertising 
Rates furnished on application. For rates 
for Wants, For Sales, etc., see Want Page. 


recaution is taken by the BOOT AND 
SHOE” CORDER to «@ printing any 
statement likely to —ae to renders. The 
publishers reserve ae to reject any 
advertising o r reading matter which is not y-4 
line with this policy 


iption price of the 
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nm, = Edwin & Son, Inc., E. Weymouth, 
Collins & Staples, Haverhill, Mass........ 100 
Commonwealth Shoe & Leather Co., Whit- 
ivis0n nu snnceeccoteerssuc beds ceeus 
Coon, W. B., Co., Rochester, N. Y......... 25 
Craig, Reed & Emerson, Inc............ 125 


Creighton, A. M., Co., Lynn, Mass... .132-133 
Crooker & Morse Co., Bridgewater, Mass.. 46 


Dalton Company, Brockton, Mass......... 59 
Dodge, N. D., Shoe Co., Newburyport, Mass. 142 
Dolgeville Felt Shoe Co., Dolgeville, N. Y.. 63 
Duttenhofer-Stevens Shoe Co., Cincinnati. 145 


Eaton, Chas. A., Co., Brockton, Mass...... 54 
Edwards, J., & Co., Philadelphia. ..4th Cover 
Elam, F. S., Shoe Co., Rochester, N. Y.... 125 
Ellis, Eddy Co., Lewiston, Me............. 138 
Ensign Shoe Co., Belfast, Me............. 127 
Fechter-Olenick Mer. Co., Inc., New York 152 
Felstiner-O’Connell Shoe Co., Inc....... 122 
Fisher, A., & Son, Lynn, Mass............ 148 
Goodrich, Hazen B., Co., Haverhill, Mass.. 62 
Greeley, A. W., & Co., Haverhill, Mass.... 50 
Grieb Shoe Mfg. Co., Philadelphia........ 148 
Grovers, J. J., Sons Co., Lynn, Mass...... 1 
Gustin Co., M., New York City....... 124-126 
Hagerstown Shoe & Legsing Co., Hagers- 
town, Ce ceccecseseseessessseeeeeee 
Hannahsons Shoe Cc ‘o., Haverhill, Mass. 140 


Harrisburg Mfg. Shoe Co., Harrisburg, Pa. 19 
Herman, Joseph M., Shoe Co., Millis, Mass. 


34, 35 
Hoyt, F.M., ShoeCo., Manchester, N.H 114,115 
Howard & Foster Co., Brockton, Mass..... 124 


Jelly-Delaney Co., Lynn, Mass. . ....38, 39 
Joy-Clark, & Nier Co., Rochester, N. Y.. . 151 


Juvenile Shoe Corp., Carthage, Mo... ; 5 
Karelis Shoe Co., Haverhill, Mass , . i 
Keith, Preston B., Co., Brockton, Mass 100 
Le Mar Shoe Co., Brooklyn, N. Y......... 50 
Lily, Henry, New York City....... sos BBO 
Lund-Williams Shoe Co., St. Louis, Mo «ey 
Lyons & Hershenson, Chelsea, Mass... ... . 33 
MacMaster, J. J., Rochester, N. Y......... oF 
Maid-Rite Felt Slipper Co., Inc......... 126 
Marathon Shoe Co., Wausau, Wis........ 17 


Marion Shoe Co., Marion, Ind............. 7 
Marston & Tapley Co., Danvers, Mass.... 127 
Martin, A. H., Rochester, N. Y............ 125 
McElroy-Sloan Shoe Co., St. Louis, Mo.... 12 
Nettleton, A. E., Syracuse, N. Y....... ~ 
Newcomb-Anderson Shoe Co., Rochester.. 125 
Nu-Baby Shoe Co., E. Lynn, Mass........ 125 


ay Boudoir Siippce Co., Haverhill, 


Packard, M. A., Co., Brockton, Mass. . . .62-123 
Peck, Frederick S., Worcester, Mass... .... 124 
Peters Branch I. S., Co., St. Louis, Mo. 3d cover 
Phillips Shoe Corp., Haverhill, Mass...... 122 
Posner, Dr. A., Shoes;Inc., New York City. 136 
Reynolds, Bion F., Brockton, Mass........ 124 
Rice & Hutchins, Inc., Boston............ 66 
Rogers Bros. Shoe Co., Boston............ + 


Rohn Shoe Mfg. Co., Milwaukee, Wis...10, 11 
Rothman, Benjamin, Inc., New York City 144 


Roth Shoe Co., The, Cincinnati........... 42 
Selby Shoe Co., Portsmouth, O............ 57 
Shaft-Pierce Shoe Co., Faribault, Minn.... 50 
I, GIR, 3 oc ncnceccsccusypecesaces 45 
Smith-Briscoe Shoe Co., Lynchburg, Va... 124 
Smith, Wm. Sumner, Chicago............ 126 
Stacy-Adams Co., Brockton, Mass........ 123 
Staud Shoe Co., Rochester, N. Y........... 21 


Standard Felt Co., West Alhambra, Cal... 49 
Stetson Shoe Co., So. Weymouth, Mass. .44-124 
Stickles, L. D., Shoe Co., Red Wing, Minn. 147 


Stockbridge Shoe Co., Haverhill, Mass... . . 122 
Stone, K. M. Co., Inc., New York City... . . 126 
Stonefield-Evans Shoe Co., Rockford, Ill... 36 
Tessier & Bowdoin, Haverhill, Mass...... . 122 
Thompson Bros. Shoe Co., Brockton, Mass. 125 
Thomson-Crooker Shoe Co., Boston ..... 13 
Tober-Saifer Shoe Co., St. Louis, Mo....... 118 


United States Rubber Co., New York City. 116 
Utz & Dunn Co., Rochester, N. Y.......... 8 


Wall, Doyle & Daly, Inc., Brockton, Mass.. 123 
Watson Co., Lynn, Mass... ....... 66. eeess 113 
Weber Bros. Shoe Co., No. Adams, Mass... 30 
Weimer, Wright & Watkins Co., Phila., Pa. 37 


Whitman & Keith, Brockton, Mass........ 123 
pas es aera Co., Worcester, . . 
b0.0 8 0ene cocbegoeoesoeseeseuresste 157 
Witchell-Sheiil Co., Detroit, Mich. cadet 44 
Witherell, E. A. & M. C., Co., Haverhill 
Fes ccdeccageccbdsneepeebsdescesiss 122 


FINDINGS AND SHOE STORE SUPPLIES 


Alterson, L., & Co., New York City........ 129 
Blog Shoe Finding Co., New York City.... 130 
Bongiovanni Bros., New York City........ 129 
Chandler, W. K., Inc., Boston............ 150 
Coultas Co., D. W., Providence, R.I....... 129 
Ellis, W. E., Co., Haverhill, Mass.......... 128 
Gilbert, E. T. Co., Rochester, N.Y......... 120 
Hecht Fixture Co., Chicago............... 153 
Hutmacher Braiding Co., Paterson, 7 
Kahn, Edw. E. & Co., Brooklyn, N. Y...... 129 
Kahn & Buick, Inc., Brooklyn, N. Y....... 129 
Meyers, F. E., & Bro. Co., Ashland, O...... 152 
Milbradt Mfg. Co., St.Louis, Mo.......... 152 
Netschert, Frank, Inc., New York City.... 50 
Onken, Oscar Co., Cincinnati............. 153 
Parisian Beading Works Cd., Philadelphia. 129 
Scholl Mfg. Co., Chicago, Ill................ 56 


Vanity Novelty Works, Brooklyn, N. Y..... 129 


Whitcher, Frank W., Boston.......... 112-153 
Wizard Lightfoot Co., St. Louis, Mo.2nd Cover 
HOSIERY 
Brown-Durrell Co., Boston and New York... 9% 
Onyx Hosiery, Inc., New York City. ....... 61 
Sulloway Mills, Franklin, N.H............ 18 


LEATHER AND OTHER MATERIAL 
Aresinqematesd Leather Companies, Inc., 
Wilmingto 


Se. eee 134 
American Hide & Leather Co., Boston.. . 65 
Beggs & Cobb Co., Inc., Boston........... 128 
Brown, C. D. ,& Co., Inc., Rochester, N.Y. 28 
Chamberlain, B. F., Boston.............. 128 
Clifton Mfg. Co., Boston................. 52 
Creese & Cook Co., Boston............. 22-128 
Dryden Rubber Co., Chicago, Ill. . Front Cover 
Evans, John R., & Co., Camden, N. J... .102-103 
Gallun, A. F., & Sons, Milwaukee, Wis.... 6 
Goodyear Tire & Rubber Co., Akron,O.... 27 
Hale, Alfred Rubber Co., Atlantic, Mass... 29 
Fatnee Goes Fs Bug BOGOOR... 6 os cccccccceses 128 
Kepner, C. D., Co., Boston............... 52 
Levor, G., & Co., Inc., New York City..... 3 


Quabaug Rubber Co., No. Brookfield, Mass. 104 
Buerine. Fred, Leather Co., Fond du Lac, 


Scherer, Oscar & Bro., Inc., New York City. 31 
Schmidt, Carl E., & Co., Inc., Detroit, Mich 


97-98 
Skinner, Wm. & Sons. New York City..... 53 
Surpass Leather Co., Boston.............. 128 
United States Leather Co., Boston & New 
ey Coe erry eT Pre 14 
MACHINERY, LASTS, MFRS. SUPPLIES 
DRESSINGS, . 
Barton Mfg. Co., Waco, Texas............ 40 
Everett & Barron Co., Providence, R.I.... . 52 
Laing, Harrar & Chamberlin, Phila., Pa... 144 
Rogers Fibre Co., Boston................. 48 
Tubular Rivet & Stud Co., Boston........ 158 
United Fast Celor Eyelet Co., Boston. ..... 24 
United Shoe Machinery Corp., Boston .58-101 
Whittemore Bros., Cambridge, Mass... .. . 64 
Wiechman Pattern Co., Cincinnati, O..... 128 


Wilson Process, Inc., Boston and New York. 143 
— Insole & Counter Co., Inc., Campello, 





DepbV ne cetedhodsherekdaeiunetsseate 128 
MISCELLANEOUS 

" York Cay : ° sack yak ys: mr 
Atlantic Printing Co., Boston............. 127 
Brooklyn Purchasing Syndicate.......... 153 
Calderwood & Preg. Inc., Boston......... 130 
Glauberg, Max, New York City........... 153 
Hotel Breslin, New York City............- 60 
Howard Print Inc., Brockton, Mass. ..... . . 127 


Kalter Cerf. Co., Max., New York City.... 153 
Kelly, T. K., Sales System, Inc., Minneapolis 


) EE Pe eeye reer tien TET eee Te 15 
Kirch-Blacher Co., Inc., New York City... 153 
Koch, D., Brooklyn, N. Y............-+-+¢ -. 153 
New York Ex Purchasing Corporation, 

FOO BONE GI oc cc ccccsccccsceccctecees 152 
Root. F. S., Company, Boston...........- 130 
Tolman Print, Brockton, Mass...........- 127 
University Electrotype Foundry.......... 127 
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Will Bring You 
Sales, Because of—— 


THEIR UNUSUAL CONSTRUCTION slippers are constantly being added to the line 
—as the mode dictates. The Capitol idea is— 


Capitol Slippers are made with uppers of high- e model and cdlor to suit every taste. 


quality felt—an inner sole of thick lamb’s 
wool as it grows on the hide noted for its 


warmth and absorbing qualities—a spring —THEIR NATIONAL PUBLICITY 
heel—felt padding—and a flexible outer sole of ; ey : 
Sales-creating advertising is appearing every 
real leather. , 
month of the year on Capitol Slippers in the 
_THEIR DISTINCTIVE STYLE well-known National Magazines of large circula- | 
tion. These advertisements are read by 
Capitol designs are the sort that quicken sales. 15,000,000 people. The result is a steady 
Every modei is a popular one. New attractive volume of sales for Capitol dealers. 


Send today for latest catalog, price list and 
details of special dealer co-operative offer. 


The Wiley-Bickford-Sweet Co. 
Worcester, Mass. Hartford, Conn. 


SELLING OFFICES: 
Boston, 207 Essex St. 
New York, 1328 Broadwa | 
Philadelphia, 44 No. 4th St. 
Chicago, 19 So. Wells St. 
Portland, Ore., 461 E. 41st St. No. 
St. Louis, 307 Leather Trades 





Stcannlne 
44 





at a - This trade mark is fast becoming the buy- 
ets guide to quality in felt ard satin slip- 
pers. Your s are looking for it on 
the slippers they purchase. Also found on 
Capital Lamb’s ¥ ool Soles for women who 


The Athens “knit their own. 
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Shoes fitted with lacing hooks make a direct appeal to the customer. 


They are a common-sense evidence that the shoes are made for the wearer’s convenience. 


‘ 








The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 











